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Penn Yan
Buckwheat

Flour

JUDSON GROCER CO.

GRAND RAPIDS

You Make
Satisfied Customers

when you sell

“SUNSHINE”
FLOUR

Blended For Family Use

The Quality Is Standard and the
Price Reasonable

flemime Buckwheat Floor
f,rshsm and Corn Meal

J. F. Eesley Milling Co.

The Sunshine Mills
PLAINWELL. MICHIGAN
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NewPerfectionFlour

Packed In SAXOLINPaper-lined
Cotton, Sanitary Sacks

Are You Boosting

Fleischmann’s Y east

If your answer is yes, then you're among that host of progressive grocers
sharing in the substantial profits from the popular little tinfoil package.

Here’s one practical form of boosting; Keep a supply of leaflets always at hand.
They tell about the health-benefits of yeast—how to use It and for what. More-
over they let your customers know that you are right on the Job ready to supply

compressed yeast at its freshest.

Our newspaper and magazine advertisements urge readers to go
to their grocer's for fresh yeast. Are you ready to supply It
when they come—FLEISCHMANN'S of course.

The Fleischmann Company

Grand Rapids, Mich.

“The Brands That Brew the Best”

Some merchants achieve a.maximum of result
with a minimum of effort.

Little EFFORT is required to sell Chase &
Sanborn’s teas and' coffees, but the RESULT is
something more than increased sales of Chase &
Sanborn’s merchandise.

Shrewd merchants* profit by augmented sales of
general groceries stimulated by the trade-building
gualities of

CHASE & SANBORN’S

High Grade Teas and Coffees

CHICAGO BOSTON

Ask Us About Our New Tea Sugar

Syrup Season

Get your Customers to try

Franklin Golden Syrup

They will ask you for it after that.

Your best assurance of its quality is
the fact that it is made by

The Franklin Sugar Refining Company

PHILADELPHIA
*A Franklin Cane Sugar for every use*

Granulated. Dainty Lumps, Powdered.
Confectioners. Brown, Golden Syrup <«
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BRING ORDER OUT OF CHAOS.

Get In Line For Good Time Com-

ing.*
To the Members of the Michigan

Implement Dealers’ Association in
Convention assembled; Ladies and
Gentlemen :

In bringing to you at the close of
this most trying year the President’s
annual address, | feel that | am con-
fronted with a task that is indeed,
very difficult. Our very able Presi-
dents of the last few years in their
annual addresses waved the flag and
gloried in the achievements of our
great over seas army, lauded our navy
for the efficient work done in the
solving of transportation problems,
eulogized our people for their undy-
ing patriotism and their undreamed
of generosity in response to the ap-
peal of the Government for the pur-
chase of bonds and more bonds. They
lauded the members of our Associa-
tion for the great, patriotic work that
they were doing in furnishing the
equipment that their customers, the
farmers, must have to enable them to
ever increase their production, so that
America might feed our own and the
Allied armies as well as the starving
countless millions in Europe’s war
swept fields.

The glory of the war is now only a
thing to be cherished in our memory
and to be recorded by our historians.
During the past year we have forgot-
ten our noble achievements in the
stress of the conflict to survive the
aftermath of war.

For three years previous to this
year the implement dealer worked to
secure the limited quantity of goods
he could obtain with which to meet
the requirements of his customers.
This past year he has worked and
labored and worried to dispose of his
very conservatively bought surplus
stock. The wheel of fortune has
turned. From his position in the glor-
ious sunshine of prosperity it has car-
ried him down into the mists of the
valley of despondency.

It is needless to review the happen-
ings of the past year. It is an un-
pleasant memory, the sooner forgot-
ten the better.

Disregarding the past let us canvas
our present situation and try to deter-
mine where we are going from here.

W hat is the present condition and

¢Annual address of President Charles

L. Meach before Michigan Implement
Dealers’ Association,

attitude of the average
dealer?

Let me answer this in just a few
utterly frank and unvarnished state-
ments.

He has a surplus of stock, on only
a small part of which he has a price
guarantee.

His inventory at the close of this
year will show many items of mer-
chandise that he expected to sell in
1921.

The sales record of the average
Michigan implement dealer will show
a volume equal to about 55 per cent,
of a normal year’s business.

His expense of doing business has
not decreased in proportion to his
volume.

He is holding more past due notes
than ever before.

His accounts receivable are much
larger than they should be.

He owes his banker more than he
can readily pay.

He has lost discounts that he never
lost before.

He is not looking for a safe place
to invest his net profit.

To stimulate buying he is taking a
narrower margin of profit than his
overhead will justify.

He is rendering the same good ser-
vice he did in more prosperous times
so as to retain the good will of his
customers..

By careful planning, wise financing,
conservative buying and strenuous
labor he hopes to weather the storm
and be prepared to reap the harvest
of business which must come to the
progressive dealer when the present
menacing conditions are relieved.

He fully realizes the present dilem-
ma of his farmer customers and sym-
pathizes with them.

He is trying to increase the pur-
chasing power of the farmer by help-
ing every organization which is work-
ing to that end.

He does not think that the recently
announced reductions in the price of
farm equipment for 1922 will satisfy
his customers, nor stimulate buying
beyond actual needs.

He does not expect that his volume
of business for 1922 will be much
greater than 1921

He will buy very conservatively for
1922.

Out of his present experience he
will evolve a better financial policy
for his business.

In the future his notes will bear an
earlier maturity date.

He sees a rift in the clouds of busi-
ness depression and is looking with
honeful eyes toward the future.

He knows that either the price of
farm products must come up or the
prices of other commodities, includ-
ing wages paid labor and transporta-
tion charges, must come down.

He has faith in himself and in his
ability to cope with the present situa-
tion, in the ultimate return of his cus-
tomers to normal buying activity.

He believes that the manufacturers
of farm equipment will reduce prices
as speedily as possible so that they
may ultimately reach a relative level
with farm products.

He hopes that the Labor Board will
reduce the wages of railroad employes
to a level with other skilled laborers
and that the Interstate Commerce
Commission will reduce freight rates
speedily and consistently.

He is a patriotic, loyal citizen
working with all of his energy for
community development £nd hoping

implement
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that the time will soon come when
we will have less politics in business
and more business in politics.

He expects that in 1923 we will ap-
proach stabilized prices and normal
business conditions.

He heartily supports his State Im-
plement Dealers Association.

He is glad that each year more of
the wives of the dealers attend our
conventions, that they may realize
how unnecessary for implement deal-
ers was the enactment of the eigh-
teenth amendment to the Constitution.

Our problem is not one of devising
ways and means to induce the farmer
to buy, but the more difficult one of
increasing the farmers’ purchasing
power. The farmer is naturally a
liberal buyer. Fill his pockets with

money and he will spend it judic-
iously. ) )
What will help to increase the

farmers’ purchasing power?
1 Reduced freight rates both on
the produce he sells and the goods he

uys.
%,. Better marketing conditions, so
that the price to the farmer more
nearly approaches the price paid by
the consumer.
3. Reduced interest rates and a
more liberal financing of the farming

industry by both local and Federal
Reserve Banks.
4. Reduction in price of farm

equipment. We feel that both manu-
facturers of farm equipment and their
distributing dealers are doing every-
thing possible to relieve this situation.

Present business conditions and the
outlook for the future are problems
that vitally concern every implement
dealer in Michigan.

It is a well accepted fact that the
depression in agriculture was the
leading cause of the general business
depression that little more than a
year ago swept over the country like
a tidal wave. Urged by war needs
the American farmer greatly increas-
ed his production. America’s fertile
fields, tilled with patriotic energy and
enthusiasm, produced such crops as
had never been known in agriculture,
for which there was an ample demand
both at home and across the seas.

The American farmer received
more for his crops than his fondest
dreams had ever predicted. Like
every other class he spent more than
he received and contracted debts
which are not yet paid.

Soon after the war ended the for-
eign demand almost ceased and the
cancelling of Government contracts
slackened domestic industry and re-
duced home consumption. With our
granaries, elevators and warehouses
filled with foodstuffs, caused by an
over-production and a rapidly de-
creasing demand, the prices of farm
crops fell so rapidly that many reach-
ed a level below the average of the
pre-war years. For a time the public
rejoiced at the downfall of old High
Cost of Living, but later came to
realize that this was the principal
cause of all of our financial trouble.

As a result, farmers’ purchases have
been tremendously decreased. This
has resulted in the curtailment of
manufacturing and the unemployment
of labor which, in turn, has resulted
in still greater decreased consumption
of foodstuffs. The sale of this year’s
crop is not producing the business
stimulus expected. At the prevailing
low prices the crop is not yielding
the returns expected and a large part
of the proceeds is going to pay old
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debts. Buying is still so restricted
that there is not business enough for
all. Hoping to secure the business,
merchants in all lines have reduced
prices until profits are at the mini-
mum or have disappeared altogether.

The liquidation of debts, both at
the banks and among merchants, is
proceeding slowly. It is the general
opinion of bankers and dealers that
another crop will be required to fully
clear up the present accumulated in-
debtedness of farmers, much of which
was contracted when agricultural im-
plements and other commodities were
at the high price level. Farmers are
paying debts contracted at peak prices
with crops that, taken as a whole,
are only 22 per cent, above pre-war
levels. In other words they are now
paying for merchandise bought at an
average advance of 112 per cent,
above pre-war levels with crops that
are only 22 per cent, above pre-war
levels.

When you consider that farm equip-
ment to the farmer is a semi-perma-
nent investment and that he must
operate with this high-priced equip-
ment for a long term of years, it
makes his situation all the more dif-
ficult. Many of the farmers who pur-
chased harvesting machinery in 1920
and 1921 will be using peak-priced
equipment for ten or fifteen years
and the machinery will not last any
longer than tools which were bought
a few years previous at half the price.

Steel manufacturers are now oper-
ating on about a 25 per cent, capacity
basis. Current orders for tonnage
are not sufficient to juustify increased
mill activities Selling conditions are
showing a slight improvement
throughout the Great Lakes and Mid-
dle West district, but this change is
not sufficient to indicate a decided
trend in the buying of farm equip-
ment. They continue to borrow or
repair rather than buy new equipment.
We anticipate that this condition will
show no marked improvement for
another twelve months unless greater
reductions in prices are announced
by manufacturers very soon or the
nrices of farm products are materially
increased before the big bulk of the
1921 crop is marketed. Even with
conditions improved along these lines
many will be unable to buy for finan-
cial reasons. It is generally reported
that the implement business this year
has been only about one-third of nor-
mal The implement trade has been
hit harder than some other lines of
business since it is so directly related
to agriculture. The farmers are the
only buyers of farm equipment. For
the same reason the implement busi-
ness will be the last to reach normal
volume.

Collections generally are slow in
the implement business. | venture
the assertion that not more than half
of the total amount of the debts owed
Kv Michigan farmers and maturing
this fall will be paid this year. This
means that the average Michigan

Flement dealer will start 1922

olding or endorsing practically a
fuII year’s accumulation of notes. The
new year will find the bankers still
cautious and conservative. They will
strive to prevent a re-occurrence of
the experience of 1920 and 1921. They
will look with disfavor upon paper
which matures later than three or six
months and then they will want to
know that the maker of the note h”s
not already contracted more than '
can pav. Every implement dealer

(Continued on page 32)
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Gabby Gleanings From Grand Rapids.

Grand Rapids, Nov. 29—Samuel R.
Evans (Renfro Bros. Co.) met with
a very serious accident on the Rose
City branch of the D. & M. Railway
No. 17. He was the sole passenger
on a mixed train going to Lufton.
The train broke in two for some reas-
on and the rear section subsequently
crashed into the forward section with
terrific force. Mr. Evans was stand-
ing up in the aisle when the crash oc-
curred. He was thrown over two
seats and badly smashed up. His right
shoulder was broken and the bones
so badly splintered that it will require
many weeks for them to grow togeth-
er again. It was more than twenty-
four hours before he could receive
surgical attention, which was furnish-
ed at a hospital at Bay City the next
day. His injuries were determined
and he was placed in a plaster cast
and brought to Grand Rapids, where
he remained in Blodgett hospital un-
til Nov. 23, since which time he has
been at home. His medical advisor
tells him he will be laid up from seven
to eleven weeks and that he will be
exceedingly fortunate if he ever fully
recovers the use of his right arm.
Sammy takes his misfortune very
philosophically and is doing as well
as could be expected under the cir-

cumstances. X oo
Erank Verbeck. who conducted the
Cedar Springs Lodge (Glen Lake)

with such signal success during the
past summer season, was in the city
one day last week en route to Chica-
go, where he expects to spend a few
weeks with friends.

Wilson Hutchins (Hazeltine & Per-
kins Drug Co.) takes his annual vaca-
tion in the fall, instead of during
warm weather. This year he put in
his “play spell” at his Alma Mater, the
University of Wisconsin, at Madison.

A shoe buyer who was in Grand
Rapids the other day declared that
the shoe salesmen had spread pessi-
mism this fall. “Practically every
shoeman who has entered my store
this fall has told me a tale of woe-
no selling, lower prices needed,
strikes, millions out of work, shoe fac-
tories running on part time, and so
on. Now this is a mistake on the
part of the salesman, and | have told
them so. Of course there were not-
able exceptions and one or two of
the optimistic class really pointed out
to me where it was to my advantage
to buy shoes, and | bought them.
This Is no time to bear the market
and manufacturers should by all
means encourage their salesmen to
discourage pessimism. There is too
much of it in the United States just
*ow, and it is hurting business. Pes-
simism is contagious, just as opti-
mism is, and we Americans are either
away up or away down—we do not
seem able to pursue a middle course.”

When someone comes in trying to
raise money for some public purpose,
don’t make it unpleasant for the so-
licitor. You may be on the other
end of the deal next time.

Treat the salesman kindly. He may
be the messenger from the outside
world bringing to you “the big idea”
for which you have been so long
looking.

It is foolishness to try to make a
customer buy something he does not
want. The trick is to suggest some-
thing he wants but does not know he
wants.

The mistakes in a store don’t just
happen. They are due to ignorance
or carlessness. The cause of them
can be removed.

Rare indeed, are instances of wom-
en who are unwilling to quit a job
they may be holding in order to be-
come mistress of a home. The
home continues to be the dearest
spot on earth for women and, until
they abandon it, the world is safe.

Territories that get the reputation
of being poor are usually not half as
much to blame for it as the salesmen
who cover them, according to the
fairs manager of a well-known tpcal
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concern. This is shown by the fact
that many of these territories, follow-
ing a change of salesmen, are pro-
ductive of a considerably greater vol-
ume of business. “Whenever a man
complains of the territory he has,”
the sales manager referred to asserted
yesterday, “l begin to get suspicious
of him. If his complaints are follow-
ed by a drop in sales or if, in the case
of a new man, he fails to deliver, |
watch him closely. If things do not
improve, there is pretty sure to be a
new man on the sales staff. Except-
ing in times of extreme commercial
depression, when buying is at a min-
imum, an unproductive territory al-
most always means that a lazy man
is covering it. He may be lazy phys-
ically or he may be lazy mentally.
If he is of the former type, he fails
to get business because he is unwill-
ing to make the effort necessary to
get it. If he is lazy mentally, it means
that he will work in a rut and will get
only the kind of business that an
office boy could bring in just as well.

No better proof of this is required
than one experience we had in this
office. Three years ago we put a new

man into a large territory covered
previously by a salesman of the
‘kicker” type. In four months the

new man had turned in as much busi-
ness as his predecessor had in a year.
Seeing possibilities of still greater
business, we divided the territory into
two parts. The man who had done
so well with the big territory kept
busy, and from half of the original
area turned in twice as much business
in a year as the ‘kicker’ got out of
all of it. The third man, who took
up the remaining half of the territory,
also did well, but the point lies in the
fact that it was not the territory
which was originally at fault, but the
man.”

When you watch a flying squadron
of firemen racing against time to re-
spond to an alarm, have you ever
paused to think what its first job is?
There is one that exceeds in import-
ance and urgency even the business of
connecting a water line to the fire or
turning chemical on the blaze. It is
shutting off the gas in the building,
before the heat of the fire melts a con-
nection or a falling timber twists the
pipe. In most cities the firemen who
first respond delegate someone to this
task. But there are also emergency
men in many towns employed by the
gas companies, whose offices are pro-
vided with fire signals. They respond
to all alarms independently of the fire
department and not only shut off the
gas but also rescue the meter. Per-
haps the most efficient man in Michi-
gan assigned to such a duty is John
Hydenburg, of Grand Rapids, for
nineteen years emergency man for the
Grand Rapids Gas Light Co. Hyden-
burg likes his job, usually, except
when the fire starts in the cellar and
he has to plough through smoke and
flame to reach the gas line. Yet he
has such an excellent record in get-
ting gas shut off right at the start of
a fire and taking the meters out of
burning structures, that the gas com-
pany carries no insurance on its
meters, being content to depend on
Hydenburg’s efficient work. Hyden-
burg’s daring in some cases would
have earned him medals if he had
practiced it in something like military
duty. He has mounted revolving
drums around which elevator cables
wound in office buildings, to reach gas
pipes. He has been hurled through
door ways and partitions by ex-
plosions. ~ Yet he keeps at it and en-
joys the job. It is very important
work, if fire losses are to be kept
down. No doubt every city has its
John Hydenburg somewhere.

The “flappers” have again made
their appearance on Monroe avenue
and other down town thoroughfares.
“Flappers” in this case are stylishly
dressed young women wearing arctics,
loosened to flap in the breeze. This
fad, which was so very much in evi-
dence last year during inclement
weather, has been taken up again this
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season. Retail stores all over town
report a sudden renewed interest in
arctics for women’s wear. Most stores
had a fair supply, but this supply did
not last very long after the several
days of stormy weather which Grand
Rapids “enjoyed.”

The upto-date seller of hooch should
designate his place of business as a
filling station.

The individual who too diligently
chews the cud of content may soon
have nothing else to chew.

“Wrist watches must go,” says a
fashion item. “Must go” is a strong
expression to use in regard to wrist
watches.

A capitalist is a man who saves

money and puts it to work. The
thrifty man is always the independent
man.
In the forthcoming bulletin of the
Retail Millinery Association of Ameri-
ca J. R. Bolton, Manager of the as-
sociation, will set forth a concrete ex-
ample of the way millinery buyers
often waste the time of salesmen and
discommode them by failing to keep
appointments. He will quote the
“kick” recently made to him by a
local manufacturer who travels for his
concern. «Here it is: “l meet it (fail-
ure to keep appointments) every-
where, and | tell you it costs my firm
a lot of money in the long run. Here
is a case in point: Last week | was in
------ (a big Middle Western city). |
had an appointment for the next day
in another city, but stopped off at the
one in question to see the millinery
buyer of a department store, as |
knew he would be interested in my
line. Sure enough, he was. The buy-
er said he was busy just then, but
would stop around at my hotel and
look at my line about 12 oclock. It
was then 10 o’clock. | put in the time
in between as best | could, and reached
the hotel at a little before 12. | waited.
One o’clock found me still waiting.
Then | telephoned to the-store, and
finally got a message to the buyer.
The answer was that he had been de-
tained and would be around in a few
minutes. Well, that wouldn’t give me
time enough to get my lunch, so |
waited. Two o’clock came and half-
past two. | telephoned again and was
told that the buyer had gone to lunch
and would be in to look at my line
afterward. As a matter of fact he
came in between 4 and 5 o’clock. For
over six hours | had been waiting, to
the exclusion of doing any other work.
Multiply this experience by three or
four, for every trip, and you can see
what it costs the house. Something
ought to be done to correct it.”

It takes a mighty attractive sign
to cause the prospective customer to
read the words written under it. Hence
there are viewed so many pretty-girl
advertisements, so many luxurious
scenes, depicting the use of some ar-
ticle being boosted. These signs have
but one object—to sell goods. They
are wholly in the interest of the firm
displaying them. But there are signs
that accomplish their purpose—that of
selling goods—by considering the cus-
tomer’s interest only. They are what
might be termed altruistic signs, as
opposed to the above-described self-
centered signs. They need no pretty
girls, etc., to call attention to them.
They are read at a glance, and offer
some service needed by the customer.
Once the customer is inside, the
chances for sales have increased ma-
terially. “Bring your parcels inside—
we check them free” is a good type of
this sign. Another which has proved
itself a business-getter at the ends of
car lines, transfer points, or any other
place where people wait for trolleys,
is, “Step inside and wait for the car.”
In both signs only the interests of the
public are considered. Another sign
that seems to attract many people is

“Post Office Sub Station.” A photo-
graphic goods store uses the sign.
All films purchased here developed
free,” to good advantage. It will be

of value to take a mental survey of
the opportunities at hand to give real
service and indicate that service on a
simple but attractive sign.
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A merchant in the ready-to-wear
business saw his charge accounts pil-
ing up during the business depression
of the past year, so he adopted a sys-
tematic method of handling them. He
installed a card index for the filing of
charge slips after they had been posted
in the credit sales ledger. Each slip
in addition to the name and address
contains the rating and other neces-
sary information. With the idea in
mind of impressing on the charge
customers the importance of meetin-
bills for goods bought prior to the
15th of the month on the first of the
following month, he sent out after the
account had become 15 days past due
a polite form letter explaining “Our
System of Extending Credit.” A blue
clip was fastened to the slip and it
was filed 15 days ahead. Three forms
in all are sent to the customer 15 days
apart, each indicated by a colored clip.
After that the accounts receive special
attention. _

“Pay-Up Week” Wins Favor.

Chambers of Commerce and retail
business men in all parts of the coun-
try have become interested in “Pay-
Up Week,” the object of which is to
have delinquent customers pay their
bills or to make arrangements for
further extension of credit.

In Emporia, Kan.; Atlanta, Ga., and
Norwalk, Ohio, the merchants say
that so successful were results during
“Pay-Up Week” that they are con-
sidering making the event an annual
one on their calendars.

In Emporia the retail merchants
conducted an eleven-day advertising
campaign to acquaint the public with
the novel idea of “Pay-Up Week.”
Space was used in the newspapers to
educate the public to the value of
credit.

“ls your account appreiated or tol-
erated?” was the appeal in the first
advertisement.

The second advertisement bore the
names of the Lyon County Retailers’
Association and said that “112 lead-
ing local firms and professional men
had associated for the purpose of pro-
tecting themselves and their prompt-
paying customers against the abuses
of credit privileges through the ex-
change of credit information.”

In a third advertisement it was
pointed out that the good paying cus-
tomers in any town must carry the
weight of bad debts. “Pay up” was
the admonition in one of the adver-
tisements. “Keep your credit good.
Your own actions determine your
prosperity and happiness—responsi-
bility cannot be shifted.”

“There was a time when only the
rich man could obtain credit,” it was
said. “To-day your credit is better
than that of the old-time rich man if
you pay promptly and he doesn’t.”

First of the Season.

Battle Creek, Nov. 29—Battle Creek
Council of the United Commercial
Travelers started their social activities
for the winter by serving a chicken
pie dinner on Nov. 19 in their hall in
the arcade to 125 of their members and
friends. The speakers of the evening
were Past Grand Councilor Wilbur
Burns, of Grand Rapids, and W. J.
Smith, of the OId National Bank.
Both of these gentlemen gave very
impressive talks, which were highly
appreciated by the audience, follow-
ing which dancing and other diver-
sions rounded out an evening full of
enjoyment which has been seldom, if
ever, equalled by this Council. The
entertainment committee plans to
give a party each month dtjring the
winter. ¢ (
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Proposes To Part Company With
Heinz.

Kalamazoo, Nov. 29—I assume you
have already noted the advertising
Heinz recently carried in the daily
papers announcing the prices at which
his goods should be sold by the retail
grocer. | feel so thankful to the ad-
vertiser for his voluntary advice that
| have marked my stock of his goods
down to his prices and formed a
mental resolution never to handle an-
other bottle of Heinz goods so long
as | continue in the grocery business.
| consider my reason for this action
to be full justified. Here is an anal-
ysis of the situation, based on my last
invoice from the manufacturer who
seeks to convey the impression that
the retail grocer is robbing the pub-

invoice of goods ---—- $26.70

Freight 1.38
Cartage-----------mm----mmm- .50
Total $28.18

If these goods are sold at the price
advertised by this manufacturer, the
above bill would yield $30.60 a mar-
gin of $2.48, or less than 8 per cent.
The expense of operation in the store
from which these figures are taken is
12 per cent., without allowing any
salary for the owner, who does his
own work.

I think the illustration is sufficient
to lead any honest retailer to con-
clude that the grocer who handles
Heinz goods under existing condi-
tions is a plain d------ fool. | always
supposed that newspaper advertising
was intended to assist the retail gro-
cer to move goods at a profit. Heinz
evidently acts on the theory that ad-
vertising is intended to destroy the
retailer by forcing him to sell goods
at a loss. | refuse to subscribe to
the Heinz policy and inside of thirty
days | will be able to practice what
| preach by refusing to handle any
article bearing the cut-throat name
of H. J. Heinz. Retail Grocer.

National Tea Buys Ninety-Seven Par-
ker Stores.

Chicago, No. 28—The George Ras-
mussen Co. has purchased ninety-seven
of the retail stores belonging to the
Co-operative Association of America,
all in Chicago. The business is in the
hands of the Central Trust Co. as
receivers, and the purchase was made
of the receiver and approved by Judge
Evans of the Federal court. The
stock in all the stores and about $250,-
000 worth of stock is said to be held
in public warehouse.

It is understood that the transac-
tion involved about $500,000. All the
stores but ninety-seven will be closed
and the stock therein transferred to
the other locations. This will in-
crease the chain-store units belonging
to the George Rasmussen Co. to
about 300.

Mr. Rasmussen is only 49 years of
age, and has been steadily and con-
sistently advancing his interests in
the grocery line in Chicago for al-
most twenty-five years. With the ad-
ditions made by this purchase he will
have the largest line of retail food
stores in Chicago or the West, under
the style of the National Tea Co.
George Rasmussen bought about six-
ty stores some two years ago from
the defunct Fruitvale Co., of which
Harrison Parker, the promotor of the
co-operative stores, was president, and
the transaction turned out very profit-
able for the George Rasmussen Co.

The smaller dry goods and ready-to-
wear stores who have little or no sys-
tem in making collections will find
that such a plan as the one given here
will bring better results. Most trouble
is usually found with the “perfectly
good” customer rather than with those
of limited means. And in the case of
the former repeated polite reminders
sent regularly are the best means of
attack.

The fish out of water has nothing
on the tippler out of booze.
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Turning the Corner

All of the reliable authorities today tell us that busi-
ness is in a better condition than it was. A goodly part
of the re-adjustment has taken place. Prices in some lines
have gone clear down and in these lines, business is
assuming an almost normal condition.

The trouble is not all over. There is much readjusting
to be done. There will be many failures and many finan-
cial deaths from dry rot.

But the one big absorbing idea that is outstanding
today is that those of us who are to continue to succeed
must adopt the most aggressive, painstaking methods
that our business has ever known.

While the discouraged and the thoughtless are sitting
around talking about how bad the conditions are and
how sick business is, we find the live ones are working
harder than ever in their efforts to promote their business.

Never before has the value of the quality in merchan-
dise and good practices in business been so essential as
they are today.

Are you wasting your time at this critical moment, or
are you spending all of your force in your endeavor to
give your customers the best possible value for their
money?

W orden Q rgcer Companyv

Grand Rapids—Kalamazoo—Lansing

The Prompt Shippers.



MOVEMENT OF MERCHANTS.

Burr Oak—T. Stone has opened a
confectionery store and soft drink
parlor.

Cadillac—S. K. Nielson, of Chicago,
has purchased the Leonard Seager
grocery store.

Lawton—The National Bank of
Lawton is being organized with a
capital stock of $25,000.

Lainsburg—Merton E. Galligan,
furniture dealer, is remodeling and
decorating his store building.

Adrian — The Mutual Petroleum
Corporation has increased its capital
stock from $25,000 to $100,000.

Armada—Thieves entered the hard-
ware store of William Spencer and
carried away considerable stock.

Sparta—Peter Galeneti has sold his
hotel to a Mr. Pierson, of Windsor,
Canada, who has taken possession.

Detroit—The Wayne Used Cash
Register Co., 1557 Gratiot avenue, has
changed its name to the Wayne Store
Specialty Co.

Muskegon—Thieves carried away
stock to the amount of over $300 from
the store of the King Clothing Co.,
38 West Western avenue.

Homer—Nathan Machlowicz, deal-
er in clothing and men’s furnishing
goods at Albion, will open a branch
store here about Dec. 10.

Pontiac—The Kitchen Appliance
Corporation has increased its capital
stock from $550,000 to $550,000 and
25,000 shares no par value.

Nashville—W. A. Quick and Fred
Mayo have formed a co-partnership
under the style of Quick & Mayo and
engaged in the meat business.

St. Johns—Clyde Brown has pur-
chased the restaurant business and
equipment of the late Edson Walker
and re-opened it for business.

Bya City—Fire damaged the milli-
nery and women’s ready-to-wear stock
of Samuel Schneideman to the ex-
tent of $40,000. Only $17,000 insur-
ance was carried.

Nashville—John and James Math-
ews, of Detroit, have purchased the
South End Store of C. R. Quick and
will continue the business under the
style of Mathews Bros.

Coldwater—The Coldwater Mutual
Oil Co. has been incorporated with
an authorized capital stock of $25,000,
$9,000 of which has been subscribed
and $1,000 paid in in cash.

Albion—L. A. Wertheimer, clothier,
has opened two branch stores, one
in Howell and one in Angola, Ind.,
for the sale of army goods, a large
quantity of which he recently pur-
chased for that purpose.

Port Huron—The Gracy Cash Mar-
kets has been incorporated to deal in
meats and other food articles, with
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an authorized capital stock of $25,000,
$12,000 of which has been subscribed
and $7,500 paid in in cash.
Marlette—Fire destroyed the ele-
vator of the Farmers’ Co-Operative
Co. and the 6,500 bushels of beans
which it contained. The loss was
fully covered by insurance and the
elevator will be rebuilt at once.
Charlotte—A $2,000 damage suit
against Mrs. Ida Fisher, milliner, has
been filed in the Eaton County Cir-
cuit Court here by C. T. Reed, Charles
H. Gerham and William P. Weaver,
trading as Weaver Bros. & Co.
Michigamme—W lliam Huttinen, re-
cently of Negaunee, has leased the
Wenige buidling and will occupy it

about Dec. 3, with a stock of con-
fectionery, soft drinks, etc. as well
as serving short order lunches.
Grand Rapids—The Bennett Co.
has been incorporated to deal in
meats, groceries, produce, etc., at

1715 Madison avenue, with an author-
ized capital stock of $5,000, $3,600 of
which has been subscribed and paid
in in cash.

Detroit—The Manjen Co., Inc., has
been organized to conduct a whole-
sale jobbing business in cotton goods,
woolens, silks, etc., with an author-
ized capital stock of $10,000, all of
which has been subscribed and $3,500
paid in in cash.

Lansing—Instructions to dispose of
the George S. Youngman stock of
clothing, 233 South  Washington
avenue, have been given to Byron L.
Ballard, of the legal firm of Hayden
& Ballard, recently appointed trus-
tees of the stock.

Charlotte—B. S. Edwards has sold
his undertaking and furniture stock
to Stanley Smith, of Lansing and
George L. Conklin, of Battle Creek,
who have taken possession and will
continue the business under the style
of Smith & Conklin.

Highland Park—The Walco Sales
Co. has been incorporated to deal in
paper, paper products, school supplies,
etc., with an authorized capital stock
of $10,000, of which amount $6,800
has been subscribed, $260 paid in in
cash and $4,200 in property.

Grand Rapids—John S. Tyler has
merged his building material and fuel
business into a stock company under
the style of the Tyler Fuel & Build-
ing Material Co., with an authorized
capital stock of $10,000, $1,500 of
which has been subscribed and paid
in in property.

Detroit—George M. Schettler has
merged his drug business into a stock
company under the style of the
Schettler Drug Co., with an author-
ized capital stock of $150,000 prefer®
red and 18QQQ shares, no par value*
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all of which has been subscribed and
paid in in property.

Detroit—Pratt & Ramsey, 60 Brady
street, have merged their automobile
supplies, accessories and garage busi-
ness into a stock company under the
style of the Pratt & Ramsey Co., with
an authorized capital stock of $2,500,
all of which has been subscribed and
paid in in property.

Detroit—The Charles E. Baker
Corporation, 3934 Woodward avenue,
has been incorporated to deal in auto-
mobile supplies, accessories and parts
and to conduct a service garage, with
an authorized capital stock of $50,000,
all of which has been subscribed and
$6,000 paid in in cash.

Detroit—The Royal
has been dissolved and is succeeded
by the Royal Heating Corporation,
331 East Woodbridge street, incorpor-
ated with an authorized capital stock
of $10,000, all of which has been sub-

Heating Co.

scribed and paid in, $5,000 in cash
and $5,000 in property.
Vicksburg—C. B. Fraker, who

about two years ago purchased the
Rexal drug store from C. G. Foster
on a contract has relinquished con-

trol of the store and has turned it
over to Mr. Foster who is now in
charge. Mr. Fraker has worked hard

and it was believed that he was get-
ting well ahead. Slowness in Christ-
mas trade and unseasonable weather
is given as reasons for the deal.
Vicksburg—Strong Bros, have sold
their grocery stock to C. A. Plummer
and Howard Coney, who will continue
the business under the style of Plum-
mer & Coney. Strong Bros, have
conducted a grocery here for many
years and are well and favorably
known to all our citizens, but since
L. A. Strong has been postmaster and
L. P. has been engaged in work for
the State, they have been endeavoring
to sell the store and devote their en-
tire time to their new work. The new
proprietors hail from Allegan.

Manufacturing Matters.

Three Rivers—The Eddy Paper Co.
has increased its capital stock to $15,-
000,000.

Detroit—The R. Robertson Co. has
changed its name to the Standard
Stone Co.

Grand Rapids—The Thomas Can-
ning Co. has increased its capitaliza-
tion to $1,000,000.

lonia—Harry L. Carr, Inc., has
changed its name to the Perfection
Super-Tire Corporation.

Detroit—The Detroit Ball Bearing
Co., 2812 Grand River avenue, has
increased its capital stock from $5,000
to $15,000.

Hillsdale — Stockholders of the
Montgomery Screen Door Co. have
begun suit in the Circuit Court to
have a receiver appointed and close
the affairs of the company.

Michigan Center—The Duplex Sig-
nal Co. has incorporated to manufac-
ture and sell at wholesale and retail,
auto lights, lamps, signals and other
mechanical devices and accessories,
with an authorized capital stock of
$100,000, of which amount $55,010 has
been subscribed, $613.68 paid in in
cash and $54,396.32 in property.
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Muskegon—The
ers” Co-Operative Creamery Co,,
which was organized about three
months ago, will open its plant at
Chestnut and Ambrosia streets, Jan. 1

Muskegon Farm-

Traverse City—The Zapf Fruit
Package Co. has been incorporated
with an authorized capital stock of

$125,000, of which amount $76,900 has
been subscribed and $16,800 paid in
in cash.

Manistique — Fred Civigny, who
conducts bakeries in Escanaba and
Marinette, has opened a ba' ery here,
with a capacity of 1,000 loaves of
bread per day. The equipment
throughout is modern and sanitary.

Detroit—The Detroit Steam Motor
Corporation has been incorporated
with an authorized capital stock of
50,000 preferred and 300,000 shares
no par value, of which amount $22,000
has been subscribed and paid in in
cash.

Detroit—The Zak & Solecki Manu-
facturing Co. has been incorporated
to manufacture and sell interior finish,
flooring, etc., with an authorized cap-
ital stock of $10,000, all of which has.
been subscribed and $4,350 paid in in

property.
Saginaw—Don P. Toole, formerly
general manager of the E. A. Rob-

ertson Co., has started a new factory
here, manufacturing ladies’ blouses.
He employs sixty people and the
plant has capacity of 600 to 1,000)
blouses per week.

Grand Rapids—The Affinity Co. has
been incorporated to manufacture and
sell Affinity toilet preparations, with
an authorized capital stock of $15,000,
of which amount $10,400 has been
subscribed, $1,500 paid in in cash and
$2,000 in property.

Detroit—The Harry P. Anderson
Co, Inc., has been organized to act
as manufacturers’ and wholesalers’
agent in sale and distribution of auto-
motive parts and accessories with an
authorized capital stock of $50,000, all
of which has been subscribed and paid
in in cash.

Gaylord and Plymouth—The Con-
solidated Stamping & Manufacturing
Co., has been incorporated to manu-
facture and sell wood and metal toys,
games, etc., with an authorized capital
stock of $500,000 preferred and 250,000
shares no par value, of which amount
$5,000 has been subscribed and $2,500
paid in in cash.

Flint—A new motor
will start operations in Flint early
next year. The head of the new con-
cern is Arthur C. Mason, formerly
head of the Mason Motor Co., manu-
facturer of automobile motors here
several years ago, whose plant was
later taken over by the General Mo-
tors Corporation. Mr. Mason was
associated with the latter corporation
for some time. The new truck com-
pany asked for the construction of a
large sewer line to serve its plant.
The company will occupy a large
plant on the south side originally
built for a spring works and later
used as a state factory.

truck plant

The way to convince the boss that
you ought to have more pay is not by
telling him how much better you caq
(Jo, but by doing &
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Features of the
Staples.

The market for staple canned foods
—corn, peas, tomatoes, salmon, etc.,
rules steady this week with the ex-
ception of some slight declines in
canned tomatoes. The buying is un-
important, and hardly sufficient to
base a review upon. The interest is
slight, being centered just at this time
on other lines of foods more appro-
priate to holiday needs.

It is true that the Christmas and
New Year holidays are some time
ahead, but it must be remembered
that the holiday season with the
wholesale grocery buyers comes
nearly that far ahead of the season
with the retail grocers, who have to
purchase their supplies of the whole-
sale grocers, get them delivered, dis-
played, sold, and again delivered to
the customers before the day and
date.

The output of canned spinach for
the fall season of 1921 has been very
disappointing with canners of both
the East and of the Pacific Coast.
W eather conditions have been very
unsatisfactory and the quality of the
spinach output has consequently been
very irregular. In some localities
there has been too much hot weather
and the plants have developed too
much stem and too little leaf; and in
other localities where there has been
too much splashing rain, and pro-
tracted wet weather, the plants have
been sprinkled with earth and sand
and it has been difficult to wash them
clean and free of grit.

Wholesale grocers are finding a
steady improvement in the increasing
volume of business. They find that
country trade is comparatively more
active than city, this is accounted for
by the necessity for country retail
grocers allowing for a time of transit
in ordering their supplies. Traveling
salesmen in the wholesale grocery line
are all out on their routes gathering
orders for holiday business, not only
in the higher grades of canned foods
but in all the kinds of dried fruits,
nuts and fancy groceries incident to
the demand from now until January.

There is a determined policy on the
part of wholesale grocery buyers to
go into the new year and to pass the
January inventory period with small
stocks, and after that to stock up for
the spring trade. It is known that
the stocks of staple canned foods—
corn, peas, tomatoes, salmon, etc., in
Michigan are greatly reduced.

Sugar—The market is unchanged
from a week ago, so far as price is
concerned, but refiners are getting
in more raws and are in better shape
so far as promptly filling orders is

Essential Grocery
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concerned. There are expectations of
lower prices on Cuban raw sugar
which will doubtless affect the price
of refined if it is realized. The con-
sumptive demand for sugar is only
fair. The price of granulated in the
five zones in Michigan is as follows:

Grand Rapids 5.80@6.00
Northern 6.10@6.30
Saginaw 5.95@6.15
Detroit — 5.85@6.05
Southwestern =-------emeeeeeeee 5.90@6.10

Tea—The past week in the market
has been slow, partly due to the hol-
iday. There is no stagnation, how-
ever, some business being done every
day. Prices are unchanged, with a
strong undertone.

Coffee—The market shows some
slight manifestation of weakness, due
to easier conditions in Brazil. This
applies particularly to all grades of
Rio and Santos which, however, are
nominally unchanged from last week.
Milds are quiet without change.

Canned Fruits—There is little or no
activity in canned fruits. While there
is a scarcity of certain sizes and class-
es the demand is very weak, but prices
hold more to firmness. Apples are
perhaps the most active of the group
and are quoted at $5.75 for gallon
cans on the spot, but this demand is
more or less routine.

Canned Vegetables—The canned
goods market shows a generally dull
tone. Tomatoes are weaker in price.
Corn shows very little activity and
packers ire said to be willing to shade
quotations slightly to secure business.
Peas are wanted in cheap lots, but
the supply is not liberal. Some sales
of California tomatoes in 2”s at $1.25
are reported.

Dried Fruits—All classes of dried
fruits show more firmness. Consider-
able strength has developed in the
prune market, both on the Coast and
on spot. Independent holders have
advanced their prices to above asso-
ciation opening for prompt shipment.
Fruit in growers’ hands is very small
and further advances are anticipated
because of the shortage of available
fruit. Apricots and peaches are clean-
ing up both here and on the spot, and
while the demand is not big the sup-
ply seems even smaller. Raisins are
not strong in New York because' of
more liberal deliveries, but at least
one Coast independent is seeking
Thompsons for Coast delivery. Cur-
rants show advances, being quoted
now at 60s cost and freight and 10”c
on spot.

Canned Fish—Salmon shows no
change for the week. News from the
coast would appear to give both pink
and red Alaska salmon a strong sta-
tistical position. On the strength of
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this pink salmon is firm in Eastern
markets; red is not so firm. Sardines
are dull at the moment at unchanged
prices, as are other canned fish prod-
ucts.

Syrup and Molasses—The demand
for compound syrup is fair and al-
though some people think it is dull
the chance is that the aggregate would
prove much larger than they believe,
as some compound syrup is moving
every day. Prices are about steady
and unchanged. Sugar syrup is dull
and lifeless, with practically none of
the export demand, which most people
think would revive the situation if it
should come. Molasses is selling
every day in moderate quantities;
prices unchanged.

Cheese—The market is very quiet
at prices ranging about ‘/jc per pound
lower than last week, with a light con-
sumptive demand. We do not look
for much change during the coming
week.

Nuts—The market has been active
for the last several weeks, all classes

moving favorably. Hill Brothers in
their weekly report say: “Almonds
are firmly held at list. Stocks are

trifling, especially Tarragonas. Wal-
nuts appear to be scarce all over the
country and are meeting with an in-
sistent demand. Grenables and Sor-
rentos are available on spot ready for
immediate shipment. Filberts have
been cleaning up in great shape and
the spot market is almost bare.
Further quantities are en route, how-
ever, due early in the coming month.
Brazils unchanged and stocks ample
for all requirements. Pecans are in
light supply and firmly held.”

Beans and Peas—No change has
occurred in any line of dried beans
or dried peas during the week. The
demand is only fair, but prices are
nominally unchanged and inclined to
be soft. The only exception to the
above is in California limas, which are
a trifle firmer on account of smaller
offerings.

Provisions—The smoked meat mar-
ket is steady and unchanged, with a
light consumptive demand. Stocks
are reported to be ample and we do
not look for much change. Barreled
pork, dried beef and canned meats
are unchanged, with a light demand.
Pure lard is steady. Lard substitutes
are quiet at prices ranging from
y2c per pound lower than a week ago.

Salt Fish—Mackerel continues firm.
New fish are coming into the market
all the time, but the spot supplies are
so small the new arrivals are prompt-
ly absorbed and there is no chance of
any drop in price.

Country Hides Now Have the Call.

Some large buyers, finding the
packer market exhausted, have turned
to the country market for supplies,
and trading in country hides is pro-
gressing at a very satisfactory rate.
Dealers, however, are not following the
usual method of selling a large num-
ber of hides at this season for de-
livery the first month or two of the
new year, but prefer to sell stocks as
they arrive. In that way they are
able to take advantage of the steady
improvement in the demand for hides
and leather. Last week there were
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good sales of country hides of all
weights and selections.

The calfskin market is proving
somewhat of a puzzle because tanners
find difficulty in selling the fancy
grades of calf leather at the necessary
difference in price that should exist
between calf leathers and the cheaper
cow hide leathers. Packers are car-
rying very considerable numbers of
calfskins, while tanners seem able to
absorb only the freshest city skins.
However, a better demand may be
looked for when factories begin turn-
out out shoes for spring wear.

Kip are in good demand, and pack-
ers ask 10@18}~c, while tanners offer
only \7IiC.

Horsehides are advancing steadily
in price and a lot that was offered
for sale a short time ago at $4.10 was
sold last week at $4.25. Better lots
are held at $4.50 and some producers
even ask $5 for real good lots.

Canned Tomatoes Packed With Puree.

Federalsburg, Md, Nov. 28—For
many years it was the practice of
some canners to cheapen cost of pro-
duction by the addition of juice, drain-
ed or pressed from the refuse, and
called “puree.” Such goods, if care-
fully packed, presented a good appear-
ance and could be sold as standards
to many distributors, and the profits
were so much larger than on standard
packed goods that packers not using
this method were unable to compete
successfully and were rapidly being
driven out of business, while the pro-
duction of this class of goods was in-
creasing, greatly to the injury of the
canned tomato business, as consumers
were becoming disgusted with toma-
toes packed in tin cans, and were
being driven to home packing, or the
use of something else in place of to-
matoes.

This condition was worst in Mary-
land and California. Its serious ef-
fects on the business was realized by
the Maryland packers, who themselves
became active in the matter and se-
cured the passage of a state law pro-
hibiting the practice, with severe pen-
alties for its violation.

The same law was promptly passed
by the legislatures of New Jersey and
Delaware, and goods packed in these
three states may now be bought and
consumed with confidence that the
can is filled with tomatoes, and only
the juice arising from the tomatoes
after they have been peeled and cored.
This assures the cleanliness of the
product, and an honest fill of toma-
toes in each can.

The first effect of the law has been
to cut down production considerably;
the second effect should be to restore
the confidence of the consumer and
increase the demand for this healthy
and palatable food.

I hope the canned goods brokers of
the country, the National Canners
Association and National Wholesale
Grocers Association can be interested
in opposition to this method of de-
bauching canned food qualities.

H. B. Messinger.

Any time any of the old boys of
the road have a little spare time on
their hands they could not employ
it to better advantage than to drop in
on Dick Warner, Sr., at his comfort-
able home at 521 Broadway. Dick
doesn’t get very far away from home
nowadays, because it bothers him to
navigate more than a few blocks at
a time, but he always has a cheery
word and the old-time smile for call-
ers, whether they drop in to shake
hands or remain an hour to talk over
the outstanding events of the long
ago.
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FORTY-ONE YEARS IN TRADE.
Retirement of S. A. Watt, the Saranac
Merchant.

S. A. Watt, who has been engaged
in general trade at Saranac since 1880
has sold his stock and store building
to A. M. Kent & Son, and retired

from trade.

Samuel A. Watt was born in Car-
rollton, Ohio, Dec. 15, 1845, being
the youngest of seven children. His
antecedents were Scotch-Irish, his
father having been a Scotchman,
while his mother was of Irish ex-
traction. At the time of his birth
his father was serving Carroll county
in the capacity of sheriff, but eight
years later he removed to Mansfield,
Ohio, and engaged in the mercantile
business. The family removed to
Findlay, where the Senior Watt re-
engaged in business, dying in 1861.
Mr. Watt thereupon left the family
circle in 1863 and went to Indianapo-
lis, Ind., where he was employed for
two years during the war by D. F.
Frazell, official sutler of Camp Bum-
side, under command of the late Gen-
eral A. A. Stevens, of this city. In
1866 Mr. Watt removed to Saranac,
where he re-entered the employ of
Mr. Frazell as book-keeper for his
grist mill and stave factory, which
position he filled for two years. He
then studied telegraphy and, on com-
pleting his course of instructions, was
appointed local representative for the
Western Union Telegraph Co., which
position he ha;, held without inter-
ruption for the past fifty-four years.
In the meantime he entered the em-
ployment of G. A. Cotton, who was
then postmaster; agent for the Mer-
chants’ Union Express Co., ticket
agent for the Grand Trunk Railway
and engaged in general trade at that
place. Three years later he entered
the railway mail service, originally
covering the mail route of the F. &
P. M. Railroad between East Sagi-
naw and Reed City, and afterwards
from Ludington to Toledo, Mr. Watt
running out of Ludington on the
first train out of that place. He was
engaged in the mail service on the
F. & P. M. for seven years, when he
was transferred to the D., G. H. &
M. Railway, succeeding the veteran
Truman Kellogg on the mail route
between Detroit and Grand Haven.
He held this position for three years,
when he resigned to take the active
management of the grocery and
crockery store at Saranac which he

had purchased of the estate of Mr..

Cotton three years previously. Short-
ly after this he took a partner, add-
ing to their stock lines of shoes,
clothing, dry goods, hats and caps,
and for eighteen months the business

was conducted under the style of
W att & Cahoon. Mr. Watt “went it”
alone until 1902, when he took as a

partner Edwin Wallington, who had
been in his employ for nearly twenty
years, under the firm name of Watt
& Wallington. This relationship con-
tinued ten years, since which time Mr.
W att has been the sole owner of the
business.

During the night of November 10,
1899, Mr. W att met with a fire loss,
caused by the destruction of his brick
block, 30x80, and a stock of goods
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valued at $8,000, his insurance being
about $4,000 short of the amount re-
quired to cover the loss. By 9
o’clock the following morning Mr.
W att had another building engaged
for doing business in and placing a
set of scales in the store room, in-
structed those in his employ to take
in all the produce offered, paying
cash for same, and inform his cus-
tomers that within six days he would
have a full line of goods in shape to
serve them. Mr. Wat at once wired
the Lemon & Wheeler Company to
send one of its representatives there

Monday. The same request was
made to A. Krolik & Co., Detroit.
Dick Warner and Will Crane ap-

peared on Monday,
above houses. Tuesday the groceries
arrived. Wednesday the dry goods
came to hand. On Thursday the new

representing the

S. A. Watt.

store was opened up with a full stock.
During the winter following Mr.
W att secured the material for a new
block on the old site and set the work
going on the new building as soon
as the weather would permit. On July
1 he was located in his new building,
doing business as if nothing had hap-
pened. In 1889 Mr. Watt opened a
branch store at Clarksville, which he
conducted for five years. In 1892
he purchased a stock of goods at
666 Wealthy avenue, this city, which
he continued for nearly two years.
During the depression of times, from
1893 to 1896, he exchanged his two
branch stores for two farms in
Oceana county and one farm one
mile North of Saranac, which place the
made a fruit farm by setting out
3,000 peach, 800 pear, and 500 plum
and other fruit trees.

Mr. Watt was married Sept. 10,
1870, to Miss Alice A: Cotton, by
whom he has had three children, two
sons and a daughter. The elder son,
C. LuVerne, who when quite young
during his school days picked up the
art of telegraphy and at the age of 18
was given a position at Jackson. In
a few months he was transferred to
Manistee as manager of that office.
After one year he was transferred to
the Western Union office in this city,
and later transferred to the Detroit of-

fice, where he held a position in
press dispatching work for several
years. In 1900 he accepted a Federal

position at Washington,
also attended night

where he
school in the
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study of dentistry. In 1905 he gave
up his Federal position, returning to
Detroit to finish his schooling in
dentistry. After receiving his diploma
he returned to Washington, subse-
quently establishing himself in the
dentistry business in Grand Rapids.
The Youngest son, J. Clyde, lost
his right arm by accident twenty-
seven years ago. As soon after the
accident as possible for him to do so
he attended the State University at
Ann Arbor and completed a course

in the study of the law. He is now
located at lonia and enjoys a fine
practice. He has represented lonia
county in the State Legislature.
March 1, 1905, he was married to
Miss Pearl Flint, of Clarksville.
The daughter, now Mrs. Ogilvie,

resides with her husband in
Mrs. W att died

lonia.
in March, 1906.

In 1914 Mr. Watt was married to
Mrs. Cora Henri.

In the deal for the store Mr. Watt
took the 160 acre farm of Mr. Kent’s
located in South Boston and he plans
to continue to live in Saranac and to
look after his farm, taking it easy.

All business men have their hobbies
and Mr. Watt is no exception to the
general rule. Born in an atmosphere
of partisan politics—his father had the
reputation of being a natural politician
and turned his aptitude to good ac-
count—Mr. Watt early espoused the
cause of the Republican party and
has been a life-long adherent to that
organization. During «the past fifty
years he has played an active part
in the politics of lonia county, con-
gressional and State matters, he hav-
ing served as a member of the town-
ship, county, representative, senatorial
and congressional committees and at-
tended nearly every State convention
as a delegate since the nomination
of Gov. D. H. Jerome at Jackson in
1880. Always looking after the best
interest of the Republican party and
because of his unselfish efforts for the
advancement of the party cause, he
has come to be regarded as one of
the most influential men in the coun-
cil, of the party in lonia county and
the Fifth Congressional district. While
he seldom asks anything for his
friends and never anything for him-
self, his requests invariably meet with
prompt compliance and the leading
Republicans of his county who know
of the good service he has rendered
the party during the past thirty years,
by his active work and his financial
assistance, are all practically unani-
mous that whenever he will consent
to accept a favor from the party as
a reward the best will be none too
good for him.

When asked to state to what car-
dinal principle he attributed his suc-
cess, his answer was: “Push, energy
and grit, by keeping all contracts
good and paying 100 cents on th;
dollar.” His manner of doing busi-
ness was at all times to pay cash for
all produce bought, making no dis-
tinction between cash or trade in
paying prices. This has worked to
his advantage by causing his custom-
ers to believe that there is not a
wide abyss between cash and mer-
chandise prices.

Personally, Mr.

Watt is popular
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with all classes of people. While not
an adherent of any church, he is a
liberal supporter of all the churches
of his community and a leader in all
movements in the interest of better
morals and the material prosperity
of the place. The fact that has serv-
ed the village twice in the capacity of
President and that he has been ex-
press agent forty-three years and
manager of the telegraph office at
his home town for fifty-four years
speaks well for his wearing qualities.
Satisfied with his success, happy in the
thought that he has few enemies and
as many friends as any man in lonia
county, Mr. Watt lives a life of quiet
contentment, and the Tradesman
joins in the hope of a host of well
wishers that he may live long to en-
joy the fruits of his industry.

His hosts of friends wish for him
many years in which to enjoy the
fruits of his years of labor.

A. H. Van Voris, a hardware dealer
in Cobleskill, N. Y., has an arrange-
ment with the manufacturer of the
paint which he sells to have cards
printed for all the painters in Coble-
skill. The cards carry the figure of a
painter on a scaffold, wusing paint
which is labeled only with the initials
of the line advertised, so that the
appearance of the card is not in the
least distracted. The card is finished
in a light buff and makes a very at-
tractive business ad all the way round.
The painters appreciate the idea, and
naturally, when they have any paint
to purchase, they think of Van Voris
store.

The more you find out about what
other business men have done to in-
crease sales in your line, the more you
will know about what you can do.

A Timely
g Article

yi"ANY taxpayers
Y /| have used appre-
J WL dated or inflated
values indetermining In-
vested Capitol. This en-
tire subject, its meaning,
its application, etc., has
been treated by our Mr.
M. L. Seidman in an ar-
ticle that appeared in a
number of important
trade publications.

Since the taxpayers af-
fected have only until
January 15th to correct
their returns and avoid
the 50% penalty, this ar-
ticle should prove espe-
cially timely.

A copy will be sent to
executives upon request.

SEIDMAN &SEIDMAN

Accountants & Tax Consultants
Grand Rapids Savings Bank Bldg.
GRAND RAPIDS

New York Washington
Chicago Newark

Rockford
Jamestown
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Sole Leather Continues Moving at
Firm Prices.

Calfskins continue to be slow in
demand, while side leathers are hold-
ing the activity which they have pos-
sessed for some time back. Tanners
are at a loss to figure with shoe man-
ufacturers who are so anxious to buy
leathers around 20c per foot, as they
claim it is practically impossible to
produce side leathers at these prices
under the present raw material high
prices. A good quantity of raw ma-
terial suitable for side leathers was
reported sold last week at 14c per
foot. This, on top of a 12c tanning
cost, would make leather cost tanners
in the neighborhood of 26@28c on
their table, while the demand seems
to be for leather all below this figure.

Some tanners have quoted prices
around 20c, but the selection of the
leather seems to be very poor and un-
doubtedly must be high cutting leath-
er when it reaches the shoe manufac-
turers. What adjustment can come
on lower prices of the leather must
necessarily come from labor.

The sole leather market continues
firm and unchanged in price with low-
er grades moving in larger quantities.
Evidently the wave of economy has
hit the sole leather market and buy-
ers are now looking for backs, bends
and sides which will produce cheaper
soles.

Upper leather—Calfskins, 50, 45 and
40 for blacks and colors. Demand
slowing up for calf with general in-
activity of the market.

Glazed kid, 80, 70 and 60 for colors;
70, 60 and 50 for blacks. High grades
inactive. Some demand, however, for
medium and low grades. Prices hold-
ing fairly firm.

Side leather, 40, 35 and 30 for full
grain black and colors; 30, 25 and 20
for snuffed black and colors. Side
leathers in best demand, but tanners
begin to find themselves unable to
give manufacturers a fairly good
grade at the low price they wish to

éole leather—Scoured oak backs, 52,
50 and 48. Sole leather firm and
prices unchanged. Tanners have most
demand for fairly good leather and
low prices with increasing for soles
at a price. All grades moving to some
extent.

Scoured oak bends, 80, 70, 60 and 50
for prime, A, B and C. Demand about
normal, with finders always anxious
at this stage of the season to produce
leather for their winter requirements.

Belting butts—The market* contin-
ues spotty with demand only as man-
ufacturers increase and continue op-
erations. Prices remain unchanged
63 for No. 1 and 61 for No. 2. Some
choice selections and tannages offered
at 1to 2 cents premium.

Partially paralyzed, one leg gone,
and unable to move his head except
by manipulating a strap on a pulley
arrangement, Harry Christy is still
one Of Newark’s foremost retailers of
neckwear. He sells thousands of neck-
ties each year by mail. He finds that
making a success of business is main-
Ily a matter of nerve and continual
plugging, whether handicapped or
not.
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Trucks for Every Purpose

Manufacturers, Flouring mills and elevators,
dry goods merchants, hardware dealers, meat
men, druggists, grocers—wholesale and retail—
will find the UNITED an ideal truck.

It is thoroughly dependable, has the necessary
speed and power, and has proved its worth at
home and abroad.

There is a size for every requirement—

fA—IVi— I'A and 5 ton
Choice of Worm Drive or
Internal Gear
W hy not write us about your hauling require-
ments, and let us tell you all about the UNITED,
and how it will fit your individual needs.

United Motors Company
Grand Rapids, Mich.

FACTORY AND SERVICE 675 NORTH STREET
Bell Main 770 Citizens 4472



DRIFTING SPELL.

From the indications of the moment
it looks like a drifting spell for most
lines of business for the remainder
of the year. There is no especial
incentive to activity and no one is
inclined to try and force matters while
conditions remain so unsettled as they
are. At a time like this, furthermore,
when every little bit of encourage-
ment counts, the opportunity was not
availed of to reduce measurably the
burden of taxation and to relieve for
industrial enterprises the enormous
amount of capital now remaining froz-
en in tax-exempt securities. This was,
of course, a grave blunder from the
business standpoint, whatever it may
finally prove to be from the political
one. It tends to confirm the belief
of many in the postponement of the
relief from needless obstruction to the
proper play of economic forces, whose
operation will tend to bring things
back to normal. This frame of mind
bodes no good to enterprise, which
has not been at a high point for quite
a w'hile and needed stimulation above
all things. As it is, buying in the
primary markets keeps on in the halt-
ing way which has marked it since
the great fall in values began. Com
mitments far ahead partake too much
of the nature of a gamble to appeal
to merchants at a time when credits
are scanned as closely as they are at
present. The part of safety now
seems to lie in watching for bargains
and disposing of them as quickly as
possible, even though the profit mar-
gins be small. This policy has the
merit, at least, of putting less capital
at risk and so limiting the chances
and amount of loss.

While the discouraging features of
the moment are apt to obtrude them-
selves in such a way as to give them
an importance that is really dispro-
portionate, the fact should not be
ignored that the prospects are becom-
ing brighter and the promise of bet-
terment stronger. While the buying
power of the country as a whole is
less than it was, it is still very large,
and the real needs of over one hun-
dred million people which must be
supplied call for a vast quantity of
merchandise of divers kinds, the pro-
duction of which means the employ-
ment of many. Even the building
trades, which failed so long to rise
to their opportunity, are showing
signs of unwonted activity. This is
aided measurably by the prosecution
of the combines which had been keep-
ing up the prices of materials. It
would be advanced further if the ig-
norant and unscrupulous union me-
chanics would consent to the reduc-
tion of their inordinate wages, from
which they have been sufferers no less
than the remainder of the community.
Their obstinacy has restricted build-
ing, thereby causing loss of employ-
ment and wages and making rents
so much higher. The last mention-
ed circumstance has, in turn, kept up
the prices of all the commodities
bought by workers and others. If
those in the building trades had vol-
untarily agreed to a cut of a dollar
a day in wages a year ago, they would
have had more dollars to show for
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it now. The great trouble with them,
as with many others, has been that
they have been watching the face
value of the dollar, rather than its
purchasing power.

BUSINESS SENTIMENT.

A well known Eastern manufactur-
ing concern, with sales offices in every
section of the United States and in
Canada, has just compiled reports
from twenty-six districts outlining
trade conditions as noted by its dis-
trict managers during the month of
October. The general tenor of the
reports is one of moderated optimism;
that is, there is a tendency to modify
the expectations which were noted in
the reports for the preceding month.
Retail trade is reported in most dis-
tricts as only fair. This is ascribed
partly to unfavorable weather and
partly to unsettled labor conditions.
Trade sentiment on the whole, how-
ever, is cheerful, and there is a gen-
eral belief that business is working
around to a sounder basis, but no ex-
pectation of anything resembling a
bpom. While merchants are con-
fident that they have passed the
trough of depression, they still feel
the need of moving cautiously, and
of avoiding heavy commitments until
they are more certain of the future.
More pronounced improvement is
looked for by the spring of 1922.

TARIFF TERMS.

In tariff discussion the terms ad
valorem rates and specific duties are
all Greek to the general public. The
two terms are also often confused.

By specific duty is meant that a
certain fixed amount is added to each
pound, vyard or gallon, etc., of a
specified product that is brought into
this country.

By ad valorem rate is meant a rate
of percentage based on the value of
goods imported. The duty, of course,
is the amount of import duty that is
paid; the rate is the method by which
the amount of ad valorem duty is as-
certained. In other words, specific
duties are already fixed, the amount in
each case already determined, while
under the ad valorem system the duty
is ascertained after multiplying the
value of the goods imported by the
rate, the same as in any other percent-
age calculation.

WELL WORTH READING.

It affords the Tradesman much
pleasure to commend the annual ad-
dress of President Meach before the
implement dealers of Michigan at the
opening session of their convention
in this city yesterday. While the dif-
ficulties which confront the imple-
ment trade are peculiar to that busi-
ness, yet the condition graphically
described and analyzed by Mr. Meach
applies to some extent to every
branch of the mercantile business.
Mr. Meach, it will be noted, confi-
dently predicts that 1923 will mark
the complete return to normal condi-
tions. In the meantime he points out
very clearly the attitude merchants
should assume, pending the return of
good times and the path of duty mer-
chants should pursue in order to con-
tribute to that result.
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CLEVELAND DISMISSED.

Governor Groesbeck and State In-
surance Commissioner Hinds are to
be commended for the summary man-
ner in which they disposed of George
W. Cleveland as soon as they satisfied
themselves that he was misusing his
office as manager of the Michigan In-
spection Bureau to extort a million
dollars per year more from the in-
suring public of Michigan for the
stock fire insurance companies than
they are entitled to receive for the
protection given. They might have
gone still further and prohibited the
stock companies from doing business
in Michigan, because they defy the
laws of the State, mock the courts
and pay no attention to the enact-
ments of the Legislature. Such an
act would easily save the people of
Michigan approximately $10,000,000
per year, because they could secure
adequate protection from the mutual
companies at an average saving of
40 per cent, over the $23,000,000 they
are now paying the stock companies
for the precarious protection they are
now receiving.

Why precarious?

Because 90 per cent, of the policies
written by local stock fire insurance
agents in Michigan are invalid by
reason of the ignorance and incom-
petence of the agents and also due of
the action of the companies in forcing
the agents to use dishonest riders con-
taining catch phrases designed to
trick and trap the unwary. The writ-
ing of fire insurance by stock agents
has long ago ceased to be an honest
business. It has developed into a
business cultivated by weaklings who
are willing to bow their heads in sub-
mission to the espionage and domina-
tion of the men higher up. Local
representatives have ceased to be free
agents. So strong is the pressure
brought to bear on them by the com-
panies under existing conditions that
they do not dare to assert themselves
or accord their customers a square
deal. The result is the wretched sit-
uation in which a man finds himself
who happens to have a fire and has
trusted to the experience and integ-
rity of his local agent to see that he
is properly covered and amply pro-
tected in the event of loss. In nine
cases out of ten he is forced to ac-
cept less indemnity than he has been
paying for because of irregularities in
the riders used by the agents in pre-
paring the policies.

Fortunately, the insuring public can
protect itself from these cheats and
frauds by refusing to accept a policy
written by a stock company and by
confining its patronage to mutual
companies which do business along
honorable lines, employ riders which
contain no pitfalls and adjust losses
in a just and equitable manner. Al-
ready a large percentage of the mer-
chants of Michigan have learned to
differentiate between the false and the
true and more are daily becoming
converted to the mutual plan of fire
insurance.

THE COAL SITUATION.
The coal situation as winter ap-
proaches is not wholly satisfactory.
The output has been somewhat be-
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low that of previous years, but there
has been a corresponding slackening
in demand, so that the supply for the
time being is adequate. No great spurt
of manufacturing activity is looked
for during the winter, but if business
should gain headway in excess of ex-
pectations the fuel problem might be-
come troublesome. The mines could
easily increase their output, but the
railway rolling-stock is in such a low
state of repair that a heavy increase
in tonnage might overtax the facil-
ities. The labor question, however, is
the serious issue in the bituminous
fields, in which industry is chiefly con-
cerned, and it may also become ser-
ious next spring in the anthracite reg-
ions. Federal Judge Anderson re-
cently held that the “check-off”” pro-
vision in the contract between the
operators and their employes was il-
legal, but his injunction against its
use has been suspended by a higher
court. If Judge Anderson is finally
sustained a strike of union mine work-
ers will follow. This “check-off” pro-
vision, requiring mine operators to
deduct union dues from the miners’
wage payments, was included in the
award of the Bituminous Coal Com-
mission, made two years ago. The ter-
mination of wage-scale contracts in
the unionized mines next April also
contains possibilities of industrial
conflict, as the operators have decided
on a policy of wage deflation, and the
union leaders have announced their
intention to resist. Fortunately, this
issue will not come to a head during
the winter.

WHEN PRICES GET BACK.

War-time inflation and the subse-
quent break in prices have served to
destroy the relationship which once
existed between individual prices, and
to which producers and consumers
had adjusted themselves. At the end
of September, for example, the prices
of farm products were 22 per cent,
above the 1913 level, while prices of
building materials were 93 per cent,
and those of house furnishings 123
per cent.,, above their pre-war aver-
age. This severe dislocation of form-
er price relations seriously affects all
business. It has sharply curtailed the
buying power of the farming popula-
tion, who are forced to reduce their
purchases until prices of finished
goods come down or prices of agri-
cultural products go up. Even where
prices remain far above the general
level the sellers are not growing rich.
In many cases, indeed, the dealers in
commodities in which little deflation
has occurred are suffering fully as
much as those who handle goods in
which prices recessions have been
very pronounced. As a matter of
fact in those lines in which liquidation
has gone furthest the dealers are now
in the most hopeful situation, with
their troubles behind them. There
are a few lines in which readjustment
is yet to come and that are scheduled
to have some rough weather during
the next twelve months, but these are
exceptional. For all the basic mater-
ials liquidation has evidently run its
course.

The tariff question needs
tinkers and more thinkers.

fewer
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W hat about the

GASOLINE
yOu Uuse?

X p VERY motorist knows that all gasoline is not alike: You have reason-
E * able assurance that the quality of most gasoline sold under a well
known trade name will remain constant, but trouble creeps in where you
form the habit of just buying “gas.**

It is not the idea of this company to claim that when you notice a dif-
ference in the quality of your favorite gasoline, that the manufacturer has
deliberately tampered with his product. What we do mean to say is that
gasoline varies according to the methods used in its manufacture, and the
raw material from which it is made.

This company on account of its immense resources can truthfully say
the Red Crown Gasoline never varies, except as seasonable changes call for
variation.

Itis also well to consider that the gasoline to which you have your car-
buretor adjusted may not even be on sale in the next town or state, that too
is a source of annoyance.

So we say, what about your gasoline? Is it always the same, and can
you buy it everywhere?

Red Crown Gasoline can be bought everywhere. Once your car-
buretor is adjusted to Red Crown there need never be any necessity for
changing, because Red Crown can be bought every few blocks in the city
and every few miles in the country, wherever you go, and its quality never
changes.

It is a universal fuel.

STANDARD OIL COMPANY

(INDIANA)
CHICAGO U.S. A.
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What Does the Public Want in Shoes?

It lias always been our belief that
men in the shoe and leather industry
stick too closely to the confines of
their own trade in seeking facts and
forming their conclusions. It is al-
ways wise to broaden the perspective
in seeking parallels and comparisons,
to note the conditions in other lines
of industry, and thus gather a more
complete general idea of what is go-
ing on and what may be expected in
the future.

We have been at some pains to
gather impressions of the present and
future as they exist in the minds of
men engaged in business of all sorts
in order to check up the trend of af-
fairs in the retailing of shoes as com-
pared with other lines.

We find, first of all, a general agree-
ment that the shrinkage in unit sales
from the peak price to the present
levels comprises the greater part of
the loss in dollar and cents’ sales in
general business. Sugar at 25 cents
per pound meant that people would
buy a jhalf or even a quarter of their
usual consumption. Sugar now at 6¢
means that people would have to buy
four pounds to one to equal the dollar
sale when the price was 25c. Shoes at
a $12 level, now at $8, means V/i pairs
consumption to equal the old dollar
and cents’ monthly sales when the $12
level was a fact.

We find thinking merchants freely
blame the press for keeping the pub-
lic irritated on the question of prices
through supposedlyl funny quips, sar-
castic editorial pointers, economic
editorials, and straight news articles in
which the statements of supposed
Jacts are badly out of focus with the
real truth. Newspaper publishers have
fallen down hard at a time when they
could have been the greatest single
factor in establishing confidence, hold-
ing up sales and furnishing employ-
ment, whereas more often they have
orinted anything that would dis-
credit the retail merchant, not through
viciousness but through ignorance of
just what reaction certain statements
would cause.

We find a general agreement that
the public is not spending money as
freely as formerly, but in this group
we find many earnest opinions that
the lack of free spending is more im-
aginary than real, these men holding
that a general price lowering of 25 to
50 per cent, on the major items of
purchases would so lower total sales
that shortsighted men would blame
poor business rather than lower values
for the result.

There is no surplus of goods in the
homes, whether it be shoes, napkins,
towels, curtains, rugs or clothing. The
buying restriction is fairly well dis-
tributed through the entire li?i of
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everyday necessities. This is worth
noting, because so many merchants
place great stress on “price malad-
justment.” It is important to note
this, because low prices positively are
not the general magic balm needed to
restore buying. Out of hundreds of
cases which we could cite we will
name hides, which are away below
pre-war prices, yet they are stagnant.
Automobile tires are about as slow as
any merchandise one can name at the
minute, yet automobile tire prices are
below the 1914 level we are informed.

Unemployment is not the sole
cause of poor business. Some mer-
chants say it is, but for every one
who says it is there is a merchant
who says it is not. This shows that
unemployment as a cause is a local
issue only, and not a National ill.
But the fact that there is great un-
employment in spots is well known
Nationally, and therein we have a real
National fear of unemployment reach-
ing those still at work. This is just
a sober reaction from the spending
craze of 1919 and 1920, borne out by
the fact that financial statistics show
greater savings deposits than ever be-
fore, though we must take all statistics
with a grain of salt in our analysis.
Savings total may be more in the ag-
gregate, but it would be hard to be-
lieve they would be more in cities of

vast employment like Pittsburg,
Haverhill or Lynn. This works the
other way about also. Unemploy-

ment by many thousands in Pittsburg,
Haverhill, Lynn or Lowell would not
have any immediate effect on retail
business in Salt Lake City, Los An-
geles or El Paso. The news of vast
unemployment would, however, cause
uneasiness and thrift in spending in
those unaffected places. Therefore,
we must conclude that unemployment
is an effect of fewer sales due to low-
er values and thrifty spending, and
not directly a cause of poor retail
business except locally where it exists.

Hope of lower prices is given as a
cause of delayed buying by two out
of every three merchants. There is
some humor attached to this, as mer-
chants themselves have seemed to
have nothing to advertise the past
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The Outdoor Man—

must have a shoe that will
stand rain, snow, slush and mud.

Satisfy this man with a shoe, and he will never
stop boosting it. He will bring his whole
family to your store. The H-B Hard Pan
has been giving satisfactory service to thou-
sands of outdoor men through 25 Michigan
winters. You can build up a steady repeat
business that will net you substantial profit
season after season. Send for catalog.

H-B Hard Pans

HEROLD-BERTSCH SHOE CO.
Grand Rapids, Mich.
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year or more except their “new low-
er prices.” What is more natural for
the bombarded public to believe as
it sees “new lower price” follow “new
lower price” month after month, than
that there will still be new lower
prices next montht? We are discuss-
ing “general” business now, not shoes
alone, and the opinions quoted are
those of men engaged in many lines.
If one doubts that “lower prices” and
“still newer lower prices” have not
had their effect, just take a file of any
newspaper for a year and run through
the department store advertising. It
will be very illuminative as to “who’s
who” in helping to retard public con-
fidence in values.

It is said that all the public wants
is more for its money, a third wants
better quality, two-thirds want lower
prices. Quality is thus put frankly as
secondary to price, but don’t be mis-
guided by this analysis as it must be
remembered that price has always
been the first standard of value be-
tween customer and merchant, while
that of quality, less discussed, has
been a part of the “faith” in the
trade. A customer places his faith in
the merchant as to quality, and do
not forget that for a minute. We em-
phasize this point because it seems
that this is just what shoe merchants
are doing or about to do while mer-
chants in other lines are strongly ad-
vocating the policy of keeping the
quality up. The best proof that peo-
ple appreciate quality, after purchase,
is shown by customers who are now
shopping around for values, and
throughout the country there is a
vast shifting of trade from the old
store to another one.

In the question of service we find
all merchants agree that the people
want lower prices, but not at the ex-
pense of service. Because there is
more careful spending it requires bet-
ter selling ability and better service
to clinch the sale now than When
careless spending was the rule. The
public wants:

Lower prices. It wants good goods
cheaper, which is not at all the same
thing as cheaper goods. Thus, the
shoe merchant who is selling the same
goods to-day 30 per cent, to 40 per
cent, less than peak prices is giving
the public what it wants. But is he
telling the people so, and do they
realize it?

Better values. In common with
everything else, the war was made an
excuse for “murder” in quality and
finish of footwear. It was the cry of
the hour, “we know they are not
right, but we can’t help it.” To-day
shoe quality, grade for grade, is 25
per cent, better than it was during
the war, and right after, regardless of
the sharp price lowering. Side lea-
ther shoes in medium grades went as
high as $7.50 wholesale. To-day the
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same grade in the best calfskin, with
better soles, and vastly better work-
manship, wholesale for around $6. So
shoemen are giving the public just
what it wants, better values, but have
they told the public so in a manner
that would make them *“get it?”

Quality. The public does not know
shoe quality when buying hoes, but
finds out all about the quality in the
wearing of them. People buy shoes
on faith in the merchant. How much
do you know about a diamond, the
quality of fur? If you bought either
you would buy it on faith, wouldnt
you? Merchants in other lines are
distinctly holding to quality in their
efforts to get goods at lower prices.
Shoemen who yield without a struggle
because it is the easy thing to do, and
join the jazz procession of “price
yappers” who are intent on making
inferior quality shoes merely to sell at
a price will wind up on the scrap heap.

Service. The public wants lower
prices, which it already has, and must
be told the truth about. It wants bet-
ter values, rightly, because it re-
ceived pretty poor value for a long
time, which neither the retailer nor
the manufacturer could help, and Mr.
Gompers wouldn’t. This is now be-
ing furnished because the retailer and
manufacturer can give it and Mr.
Gompers can’t help it. This people
only need to be told about, which they
haven’t, not so much as a little. They
want quality, but they don’t want it
half as much as they need it and
would want it if they knew more
about it. This the shoeman must ac-
cept as one of his reconstruction
chores to clean up. All this means
service, which the customer wants to
go with his shoes and which is the
only method by which a Ilimping
business can be “got going.”

Here are three short stories that re-
inforce what we have just said, all
from New York. With New York
merchants complaining because they
are not 50 per cent, ahead of a year
ago, one well known shoe store in the
market district of that city that has
sold good shoes as they should be
sold for 40 years was so crowded last
week that one could not find a place
to lay down a sardine. The chain
store organization, much heralded as
the ultimate “whizzers” in shoe sell-
ing, did sell shoes fast, but fitted them
so badly that just one nearby com-
petitor is taking off 20 pairs a day
solely for misfitting reasons. The
third store had a reputation for good
shoes for many years, but lowered its
quality and selling standards and now
has a widespread and increasing repu-
tation for selling shoes that “burn the
feet.” The poorer quality, plus poor
fitting, got in its deadly work.—Shoe
Retailer.

The bootleg seems to be the boot of
all evil.

W anted-10,000 Musk Rats

We will pay $1.90 for good rats and $4 for skunks.

at top prices.

All other furs

Don’t sell your furs without seeing us.

MICHIGAN HIDE CO , 259 Front Ave., Grand Rapids

Formerly Crohon & Roden Co.
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A Quarter Century
of Cement Making

Succesful manufacturing in any line
over a period of twenty-five years is
pretty good assurance of a meritori-
ous product.

This record is but the foundation upon
which we plan to build an even more
successful future.

Doesn’t this warrant your investigat-
ing the reason for this long continued
and constantly increasing popularity
of Newaygo Portland Cement.

Newaygo Portland Cement Co.

Sales Office
Commercial Savings Bank Bldg.,
Grand Rapids, Mich.

General Office & Plant
Newaygo, Mich.

tornado

INSURANCE

AT

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.

BETTER

How do they do it?
By INSPECTION and SELECTION

Cash Assets Over $20,000,000.00

We Combine
STRENGTH and ECONOMY

THE MILL MUTUALS

AGENCY

120 W. Ottawa St. Lansing, Michigan
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American Valuation Plan To Be
Abandoned.
Unconfirmed but persistent reports

come from Washington to the effect

that the American valuation plan, em-
bodied in the permanent tariff bill
as it passed the House, will be aban-
doned with the approval of the Ad-
ministration. Opposition to the

scheme has attained considerable di-

mensions. A recent questionnaire ad-

dressed to economists throughout the
country by the New York University

Bureau of Business Research has

elicited ninety-three replies from

twenty-five states. Only one econo-
mist believed that the American val-
uation plan would not diminish our
imports, and on every one of the eight

questions  submitted the answers
showed an overwhelming sentiment
against the change. The greatest

number of answers that could be con-
strued as favorable were on the ques-
tion whether the new plan would in-
crease business uncertainty. Six an-
swered that it would not and seventy-
eight replied that it would. This may
be called theoretical opposition. On
the other hand, the American Bankers
Association at its recent meeting also
recorded its opposition to the scheme
and the National Dry Goods Retail
Association and the Farm Bureau Fed-
eration have done likewise. The plan,
however, is strongly supported by a
number of manufacturers' associations.
It is intimated that the Administration
mav suggest another method which
will secure the advantages claimed for
American valuation without the ob-
jections raised against the latter
scheme. Whether the substitute or
compromise comes from the import-
ers or from manufacturers is not
stated. This is an important point.

Essentials of Price Stability.

There are five conditions requisite
for price stabilization, according to C.
S. Duncan, director of the Bureau of
Business Research of the Southern'
Wholesale Grocers’ Association, who
enumerates these in the association’s
official journal. In the first place,
business must follow its natural and
normal course. Brokers and jobbers
must not overbuy, as they did in 1919,
nor buy with excessive caution, as
many of them have been doing re-
cently. Next, there should be reason-
able stocks, with sufficient carry-over
to serve as a shock absorber. Third,
adequate credit facilities are necessary.
Fourth, uncertainties concerning taxes
and customs duties make for instabil-
ity in prices. And finally, there must
be a fair adjustment between supply
and consumers’ demand. When there
is a widespread belief that there is not
enough to go round, with the conse-
quent development of a sellers” market
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or when there is a reaction in the
other direction with the accompanying
phenomenon known as a consumers
strike, stability of prices will not be
attainable.

Labor’s Readjustment.

The latest figures on earnings and
employment, made public by the De-
partment of Labor in New York State,
reveal substantial progress towards re-
adjustment to peace-time conditions in
industry. The number of employes
in the reporting establishments has
increased 7 per cent, between August
*and October. In the same period aver-
age weekly wages declined 3J per
cent., and they are now 15 per cent,
below their peak of a year ago. Never-
theless, the wage level still stands 93
per cent, above the level of June 1914,
so that the worker’s real income, as
distinguished from money income, is
greater now than in the pre-war pe-
riod. These figures emphasize two
facts. The manufacturing industries
covered in the report have passed the
trough of depression, and war-time
wages are being deflated without any
lowering of the workers’ standard of
living. This latter statement, how-
ever, is subject to one limitation. It
applies only to those workers who
still hold their jobs. The unfavorable
feature of the report is the showing
that there were some 32,000 fewer
workers employed in these establish-
ments in October, 1921, than in June,
1914.

Revaluing Foreign Currency.

Financial experts in Great Britain
are debating the proposal to revalue
the pound sterling at a new parity
somewhat corresponding with the
present exchange value of British cur-
rency. At present exchange rates the
pound is worth very nearly $4 in
American money. If the gold pound
were reduced in bullion content from
20 to 16 shillings, it is argued that
gold would then flow into England
whenever the pound’s value in foreign
exchange advanced appreciably be-
yond its present quotation. It is
argued that such a devaluation would
only be a recognition of existing
facts, and that it would stabilize ex-
change and prices and facilitate an
immediate return to the gold stand-
ard. On the other hand, opponents of
this plan point out that such devalu-
ation is virtually repudiation. The
nation has issued its obligations in
past years with promises to redeem
them in pounds of a certain weight in
gold standard can be tampered with
means a correspondings default in re-
deeming its debt. Moreover, if the
goldl standard can be tampered with
once there is reason to believe that
it can be tampered with again if the
Government shpujcj encounter new
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INSURANCE IN FORCE $85,000,000.00

WILLIAM A. WATTS
President
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Offices:

4th floor Michigan Trust Bldg.-Grand Rapids,

RANSOM E. OLDS
Chairman of Board
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GREEN & MORRISON—Micnigan State Agents

What One Man Found
By Reading His Will Again

A short time ago it occurred to a certain business man
to read over a Will which he had made several years be-

fore.

He had actually forgotten some of its provisions.

He found that his Will named, as one of his executors,
an individual who was now dead. He found that he had
made a bequest to a sister, who had since married a man
of wealth, and she was no longer dependent upon the
brother. He found that he made specific provisions regard-
ing personal property, but none for certain real estate
acquired after he had executed the Will.

This man, fortunately, was aroused in time to the need

of making a new Will.

But men die every year who leave out-of-date Wills,
many of which are ineffective and result in trouble, and
often distress, for the dependents left behind.

Does your Will amply protect the interests of your

family?

Our booklet “Safeguarding Your Family’s Future,” will
give you helpful information on the vital subject of Wills.

B rand RapipsTrust Rompany

GRAND RAPIDS, MICH.

OTTAWA AT FOUNTAIN

CADILLAC
STATE BANK

CADILLAC, MICH.

Capital............... *100,000.00
Surplus...eene 100,000.00
Deposits (over)es 2,000,000.00

We pay 4% on savings

Tht directors who control the affairs of this
bank represent much of the strong and suc-
cessful business of Northern Michigan.

RESERVE FOR STATE BANKS

BOTH PHONES 4391

Kent State Bank

Main Office Ottawa Ave.
Facing Monroe

Grand Rapids, Mich.

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

Resources

13 Million Dollars

3k

Paid on Certificates of Deposit
Do Your Banking by Mall

Per Cent.

The Home for Savings
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financial embarrassment. The loss of
confidence will produce even more in-
stability, it is claimed, than is at pres-
ent caused by the inability of the
Government to resume specie pay-
ments. The weight of opinion among
financiers and bankers is that the pre-
war gold standard should be restored,
though it may take many years to
accomplish this result, as it did in this
country after the Civil War.

They Will Reap the Whirlwind.

The stock fire insurance publica-
tions, which are so abjectly subser-
vient to their masters as to render
their editorial expressions of little
value, constantly and pathetically la-
ment the action of the Michigan Leg-
islature in enacting a law providing
that a State commission shall exam-
ine, test and approve automatic
sprinklers and other devices; that the
insurance companies shall make the
same rates on properties equipped
with these approved devices as on
properties equippd with other devices
which have been approved by the
stock insurance companies.

This legislation is the natural re-
sult of a well grounded belief on the
part of the insuring public generally
that the public is not getting a square
deal from the Underwriters’ Labor-
atories, which make tests and label
sprinklers and other devices.* This be-
lief is based on the autocratic and ar-
bitrary position assumed by the men
in charge of the Laboratories because
they refuse to pass on new devices on
various flimsy pretexts made to be-
fog 'the real issue. It is now well un-
derstood and conceded that the or-
ganization has created a wicked mon-
opoly having for its object the en-
richment of those who will “pay the
price” and the improverishment of
those who refuse to meet the greedy
and grafting demands of the extor-
tioners at the head of the Labora-
tories. These facts have been clearly
brought to light and established every
time the situation is investigated by
legislative committes or commissions,
showing that it is impossible to put
power in the hands of henchmen of
the stock fire insurance companies and
not have it abused; in fact, it appears
to be impossible for men engaged in
the stock fire insurance business to
play fair and refrain from victimiz-
ing the insuring public whenever the
occasion presents itself.

These men are sowing the wind
and will some day reap the whirl-
wind. The only hope for stock fire
insurance is the mutualization of the
companies, the same as has occurred
in the life insurance business.

Corporations Wound Up.
The following Michigan corpora-

tions have recently filed notices of
dissolution with the Secretary of
State:

W. J. Grant Realty Co.,
North American Agency, Ltd., Detroit.
Pacific Copper Co., Boston, Mass.

Riga-Whiteford Oil & Gas Co., Ottawa

Mich.-Ky. Development Co., Kalamazoo.
. H. Mason Real Estate Co., Hancock.

. A. Hoxie & Sons, Grand Rapids.

Gaylord Fox Corp., Gaylord. .

Sigler Player Action Co., Grand Rapids.

Stampweld Co., Detroit. i

United Investment Co., Detroit.

Detroit Shade Tree Co., Detroit.

Modern Machinery & Engineering Co.,
Detroit. i

Frontier Drug Co., Detroit.

Dewey Real Estate Co., Kalamazoo.

Colling Elevator Co., Colling.

Ltd., Jackson.

wg
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Caro Elevator Co., Caro.
Hess Elevator Co., Akron.
Wheeler Elevator Co., Wheeler.
Slocum Grain Co,, Mt. Pleasant.

Farmers Harvesting Co., Pelkie.

L. J. Byers Co., Coldwater. .
Commercial Land Co., St. Clair.
Dunbar Construction Co., Sault Ste.

Marie.
.Mic?‘nrgan Druggists, Inc., Detroit.
Opdyke Schmidt Land Co., Muskegon.
Detroit Aluminum Die Cast Co., Detroit.
Yer|luagamak Co., Jackson.

To Keep, Clock Clean.

Soak a piece of cotton wool in
paraffin and plate it in the bottom of
the clock case with door closed. After
a few days you will find it covered
with dust. The fumes of the paraffin
loosen the accumulation in the works
of the clock.

The Way.
The way that leads to Easy Street—
The pathway to pursue—
Is uphill, rough, but it arrives;
'Tis Hard Work Avenue.

The Block & Kuhl Co., of Peoria,
makes a practice of cashing checks on
Saturday. This special service has
been going on for two years and
seldom is it that a bad check creeps in.
The proprietor, in telling of the idea
took the stand of the obliging hotel.
When it cashes a check for a guest
willing and without complaint, there
is a kindly feeling between the two.
On the other hand, if a refusal is made,
or the thing is done grudgingly, there
does not exist that same regard. The
Block & Kuhl Co. has found that the
persons for whom this favor is done
remember it in purchases. Of course,
not everybody’s check is cashed.
When a request is made, the company
asks if the person is acquainted with
anyone in the store. If such be the
case, the remainder of the transaction
is simple. If such be not the case. If
the former is new, he is made to
answer a number of questions. When
the store is satisfied with the replies,
the check is taken.

BANKS, BANKERS
AND PRIVATE
INVESTORS

ESTABLISHED 1853

Our Bond Department
always has for sale

SAFE BONDS

yielding good returns.
WE INVITE INQUIRIES

CLAY H. HOLLISTER
PRESIDENT

CARROLL P. SWEET
VICE-PRESIDENT

GEORGE F. MACKENZIE
V.-PRES. AND CASHIER
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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.

Grand Rapids Merchants Mutual
Insurance Company

Economical Management
Careful Underwriting, Selected Risks

Fire

Affiliated with the
Michigan Retail Dry Goods Association,

OFFICE 320 HOUSEMAN BLDQ. GRAND RAPIDS, MICH.

“The Know How?”

Federal Tax matters deserve the best study of
specialists. Our experienced tax accountants
thoroughly understand the Federal Tax laws
and are competent to get needed facts from
your books.

Our direct legal and professional representation
at Washington, D. C., New York and Chicago,
brings us in close touch with the latest rulings
and interpretations of those laws immediately
upon their issue.

For reliable service call our Public Accounting
Department.

“Oldest Trust Company in Michigan™

Grand Rapids, Michigan

Grand Rapids National City Bank
CITY TRUST & SAVINGS BANK

ASSOCIATED

The convenient banks for out of town people. Located at the very
centers of the city. Handy to the street cars—the interurbans—the
hotels—the shopping district.

On account of our location—our large transit facilities—our_safe
deposit vaults and our complete service covering the entire field of bank-
ing, our institutions must be the ultimate choice of out of town bankers
anA individuals.

Combined Capital and Surplus — --------- $ 1,724,300.00
Combined Total Deposits------------ -
Combined Total Resources ------------------- 13,157,100.00

GRAND RAPIDS NATIONAL CITY BANK

CITY TRUST & SAVINGS BANK
ASSOCIATED
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Success Invariably Depends Upon the
Man.

Grandville, Nov. 29—It is easier to
give advice than it is to follow it.

It is easier to see the wav than it
is to go therein.

It is far more comfortable to plan
than it is to execute.

Under such considerations is it any
wonder that so many fall by the way
along life’s pathway and so few there
are who make a success? Neverthe-
less there is one sound fact in nature
that no amount of denying can gain-

ay.

¥t is the man and not the job. It
is the man and not the farm. It is
the man and not the business he pur-
sues that counts every time. Do you
believe that? If you do not just look
back over your past life, take into ac-
count your own struggles as well as
those of others and see if you do not
arrive at this conclusion.

1 knew two farmers who entered
upon adjoining pieces of land at about
the same time. To look at them you
would have been hard put to decide
which of the two was the more ener-
getic and capable.

They were both young, lusty and
seemingly of about eciual intelligence,
yet at the end of ten years one was a
well-to-do farmer, rich in famil*r and
household goods, an honorable mem-
ber of the community in which he
lived, well behaved, well accoutred
with this world’s goods, all of which
he had made through his own efforts.

The other man was in another part
of the township, plodding away on a
broken down old farm which had
come to him through a relative. He
was poor as poverty, everything hang-
ing by the ears, and nobody poor
enough to do him honor. His first
farm had long been in possession of
his thrifty neighbor. It was all a mat-
ter of management. One was on the
job from the word go while the other
drifted into idleness and incapacity of
a most shocking nature.

It was the man.

It is said that “money makes the
mare go,” which, in a measure is true,
but our poor farmer had neither
money nor skill; he was, in fact, a no-
body because of his inability to take
hold of things and push.

In any other business the results
are the same. The man who succeeds
as a merchant has to get there with
both feet. He should be cut out by
nature for the place he seeks to oc-
cupy; if he is not, then the end is
easily foretold.

It is not all in education either.
Some of our best educated men are
poor, financially. The lumber coun-
try developed capitalists who had not
a smattering of education. | knew a
lumberman who made a fortune in the
pine woods without the aid of book
learning. He had ambition enough to
learn to write his name and to do
some figuring. Other than that he
was uneducated, yet he mounted to
the top round of the business ladder
and became one of the wealthiest citi-
zens of the pine country.

There were many others of like
capacity. Had they been like the un-
successful farmer they would never
have risen above an ox teamster or a
log cutter.

here ignorance is bliss it is folly
to be wise. Another truthful saw. A
majority of men are content with
enough to eat and to wear, which by
the way is all the richest of them get
isn’t it?

And still there is something more
satisfying than filling the most frugal
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of every day wants, something of a
spiritual nature which man craves if
he has a mind above the sordid things
of earth. Those who fail to make
good on this side of the stars—and |
am speaking now of the ones who,
through adverse circumstances over
which they have no control, fail of
the goal placed by themselves in ad-
vance—are surely going to ‘'have an-
other chance beyond this veil of tears.
If they are not, then why is it all? *
ask you that. Where now are all
those young boys, filled with the
bounding spirits of youth, who en-
listed to serve their country in for-
eign lands, who fell in battle for lib-
erty and humanity? Do you believe,
veriest doubter though you may be,
that it was destined in the annals of
Father Time that these lads should
live so brief a span to then drop for-
ever out of the great plan of creation?

If you can bring yourself to believe
this then are you the sorriest bit of
human clay on top of God’s green
earth.

Nothing was born in vain. No one,
be he or she young or old, comes to
old mother earth without a purpose,
and surely that purpose could not be
fulfilled by the brief span of a score
or less of years here. We know bet-
ter. There is solace for the widow’s
heart when she thinks of the husband
over there buried in a foreign land,
a victim to war’s dread decree. Solace
and comfort, too, in the heart of that
mother who read the other day of the
burial of that dead American un-
known boy at Arlington.

May not that dead soldier be her
own lad who fell somewhere in no
man’s land, unidentified and, seeming-
ly, blotted out forever?

Every mother whose son failed to
return, and of whose fate the war de-
partment has no record, may well
claim the Arlington hero as her own
and bless the day of his coming home
crowned with the laurel wreaths of a
redeemed and grateful country.

Success in life, bodily, spiritually
and morally, depends not on the birth-
right, not upon the advantages, but
upon the character of the man him-
self. We -as individuals are the ar-
biters of our own fortunes. Any boy
may become whatever he chooses,
barring accident or ill health, if he
puts his hand to the plow with that
determination in view.

Old Timer.

Moral Lesson Somewhere.

“At the end of a Georgia Negro
meeting,” says an Atlanta man, “it was
decided to take up a collection for
charity. The chairman passed the hat
himself. He dropped a dime in it for
a nest-egg. Every right hand en-
countered that hat, and yet, at the end,
when the chairman turned the hat over
and shook it, not so much as his own
contribution dropped out.

“‘Fo’ de land’s sake!” he cried. ‘I
has even lost de dime | started with!’

“All the rows *of dusky faces looked
puzzled. Who was the lucky man?
Finally the venerable Mose Taylor
summed up the situation.

“‘Gentlement,” he said solemnly,
.rising from his seat, ‘der ’pears to be
a great moral lesson round heah
somewheahl””

Divorces are usually the results of
hac' management.

Fenton Dewis &Bcyyle

BONDS EXCLUSIVELY
MICHIGAN TRUST BUILDING

Chicago

GRAND RAPIDS
First National Bank Bldg. Telephones | cit!*ens”~4812

Detroit
Congress Building
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Petoskey Transportation Company

Petoskey, Michigan

Investigate the above Company as an investment opportunity.
It is a going concern making substantial earnings, and paying

dividends.

As an enterprise, it is absolutely sound, and has ahead of it a

future that is long and bright.
Write for full information.

F. A. Sawall Company

313-314-315 Murray Building

GRAND RAPIDS

Signs of the Times
Are

Electric Signs

Progressive merchants and manufac-
turers now realise the »also of flssM*
M nrllib].. . i

We furnish yen with sketches, prices
end operating cost for the ashing.

THE POWER CO.
Ball M 191 CMh u 4241

Sand Lime Brick

Nothing as Durable
Nothing™ as Fireproof
Makes Structures Beautiful

No Painting
No Cost for Repairs
Fire Proof
Weather Proof
Warm_in Winter
Cool in Summer

Brick is Everlasting

Grande
Rapids

Saginaw Brick Co., Saginaw

Jackson-Lansing Brick Co.,
Rives Junction

Brick Co., Grand
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Cumulative-Participating

Preferred-investment

OF THE

PALACETHEATKE

CORPORATION
AM OLVER HEATH

Send for Attractive Cir-
cular on a Growing-Going
Proposition—now active.
Note—The Editor of the Trades-
man recently visited South Bend
and was so’ well impressed with

our proposition that he handed us
his subscription.

PALACE THEATRE
CORPORATION

Oliver Theatre Bldg.

South Bead Indiana

Fourth National Bank

WM. H. ANDERSON. President

Grand Rapids, Mich.
United States Depositary

Savings Deposits

Commercial Deposits

Per Cent Internet Paid en
Savings Deposits
Compounded Semi-Annually

Per Cent Interest Paid en
Certificates of Deposit
Left One Year

Capital Stock and Surplus

$600,000

SAVANT Z. CAUKXN, Vice President

J. CLINTON M SHOP.ICaebler

HARRY C. LUNDBERG. Aee’t Cashier

ALVA T. EDISON, Aaet Cashier
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Country Banks as Insurance Agents.

The slipshod manner in which local
stock fire insurance agents frequently
betray the interests of their customers
is lettle short of appalling. It cannot
be otherwise under existing condi-
tions, where agencies are placed in the
hands of local banks and the under-
writing is attended to by new clerks
who have little knowledge of business
conditions and absolutely no know-
ledge of mercantile stocks.

A case in point was brought to the
attention iof the Tradesman during the
last week. A merchant who felt that
his insurance was inadequate re-
quested the country banker who al-
ready had one, policy on his building
and stock to write $1,600 additional
on stock, fixtures, tools and machin-
ery. The order was accepted and in-
voice therefor rendered the customer,
who paid it promptly. Everytime he
called for his policy he was told it
was “not quite ready.” Before deliv-
ery was made, however, a fire oc-
curred. The next morning the policy
was turned over to the owner, when
it was discovered that there was -io
coverage on fixtures, tools and ma-
chinery and $800 too much insurance
on stock. The man who took down
the order for the policy had permitted
so long a time to elapse before he
wrote it up that he had forgotten all
about the details.

Under the circumstances the policy-
holder was, of course, forced to ac-
ept a settlement on the basis the
policy was written, instead of the
basis on which he ordered the policy
written. This meant a personal loss
to him of $800, which he could prob-
ably force the bank to pay him, un-
less the court held that he was guilty
of contributory negligence in paying
for a policy before he saw it and in
not seeing exactly how it was worded.
Few will expect the bank to make
good itself on the loss, because of its
reprehensible blunder, because such an
instance of just and honorable resti-
tution has never been brought to the
attention of the Tradesman in the in-
surance annals of Michigan. This cir-
cumstance furnishes only one more of
many instances of the utter futility of
doing business in a satisfactory man-
ner with the average country insur-
ance agent when stock fire insurance
is at stake. The 25 per cent, commis-
sion is an attractive feature of the
situation, hut not sufficiently attrac-
tive to secure ample and just service,

Preferred Risks!

Small Losses!
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because local agents as a class are too
ignorant and too careless to be
trusted to perform their duties as they
should be performed. Nine-tenths of
the policies written by country insur-
ance agents are invalid from one
cause or another. The only safe way
is for the merchant to have his
policies written by mutual insurance
companies at the home offices.

From the Banks of the Raging Boyne.

Boyne City, Nov. 28—The steamer
Nessen took a large cargo of lumber
for its Boyne City Lumber Co. last
week and will take another before the
season closes.

The Michigan Transit Co.’s steam-
er, the Missouri, called last Friday on
her last trip for this season. In spite
of the slow business this year, the
Missouri has had a flattering amount
of business and we expect the resump-
tion of the very important service in
the Spring.

W. H. White left Sunday for his
plant on Vancouver Island, where he
expects to renew operations in the
near future. Mr. White will be absent
about a month.

The local nimrods are beginning to
get back on the job again after a va-
cation in the Upper Peninsula. The
ostensible object of the journey was
deer, but our suspicion is that the
main object was to get away some-
where so they could be free to wear
their old clothes, tell .stories—and
lies—and be perfectly free to spit in
the fire and forget their table manners.

J. Nurko is back with us again for
a short time with a sales stock of
dry goods. Maxy.

Helped To Spread Cheer.

A shoe dealer in a section of the
East where there was quite some un-
employment recently decided to
spread some cheer around the sec-
tion and found that it more than paid.
He was located near a large city
where there were a number of music
publishers. A little writing to a few
of them resulted in his locating one
who would sell him a thousand copies
of an instrumental number that they
had recently published but which had
not gone as well as they believed it
would. The price that they quoted
him was very low, little more than
the waste paper price.

So he bought them and then made
a little sign for his window asking
people to come in for a free copy of
sheet music. He headed his sign,
“Drive Away the Blues with Music,”
and urged upon the people in a few
brief remarks to sing, play and be
happy. And it was a surprise to him
what a toning up effect this little idea
had.

Efficient Management!

enables us to declare a

30% Dividend

For Year 1921

100% Protection and 30% Dividend, both for same money
you are paying to a stock company for a policy that
may be haggled over in case of loss.

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

WM. N. SENF, Sec’y

SAFETY

C. N. BRISTOL

TRADESMAN IS

WE OFFER FOR SALE

United States and Foreign Government Bonds

Present market conditions make poasibte exceptionally
high yields in all Government Bonds. Write us for
recommendations.

HOWE, SNOW, CORRIGAN & BEETLES

1U 4 Grand Rapids Saviors Bank Bldg.. Grand Rapids, Mick.

The Finnish Mutual Fire Insurance Co.
ORGANIZED IN 1889

OUR PLAN OF OPERATION.

To write all policies at established board rate.

To collect the full premium and renew the policy each year at full board rates.

The SAVING or DIVIDEND is d)aid on policies which have been In force
FOUR YEARS.

DIVIDENDS paid since organization never less than 50%.

Behind THIS PLAN is 31 years of successful insurance experience.

RESULTS TELL.

DIVIDENDS SINCE ORGANIZATION ------mommmmmeeee $ 372.606.51
LOSSES PAID 197.895.23
EXCESS OF DIVI $ 274,711.28
SURPLUS TO P 239,072.8

,072.
. 4,552,274.15

50% Savings

TO POLICY HOLDERS.

INSURANCE IN F

ARE YOU ONE?

I. W. FRIMODIG,
General Manager,
Calumet, Michigan.

IF NOT, WRITE.

C. N. BRISTOL, Gen. Agt.
For Lower Michigan,
Fremont, Michigan.

SAVING SERVICE
Class Mutual Insurance Agency

“The Agency of Personal Service”

CLASS MUTUALS ARE LEADING MUTUALS, Because they limit their lines
to PARTICULAR CLASSES, Resulting in WIDE DISTRIBUTION of risks,
LOW LOSS RATIO, and MINIMUM EXPENSE.

WE REPRESENT CLASS MUTUALS THAT SAVE

Hardware, Implement and Sheet Metal Dealers 50% to 60%.
Garages, Blacksmith Shops, Harness and Furniture Stores 40%.

Drug Stores, Shoe Stores, General Stores, and Hotels 30% to 50%.

ARE YOU INTERESTED IN THESE SAVINGS? Are your premiums paying
you a THIRTY to FIFTY PER CENT DIVIDEND? If not, then it is up to you

to see that they do, by placing your insurance with THIS AGENCY.
A. T. MONSON H. G. BUNDY

FREMONT, MICHIGAN

MICHIGAN SHOE DEALERS

Mutual Fire Insurance Company
FREMONT, MICHIGAN

Maintains Its 50% Dividend Record

By careful selection of risks
By sound and conservative management
By thorough mutuality

Courteous and prompt attention to all enquiries.

ALBERT MURRAY, Pres. L. H. BAKER, Sec'y-Treas.
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MEN OF MARK.

J. B. John, Manager of Two Large
Cement Companies.

Jonathan B. John was born at
Raven Run, Penn., July 11, 1872. His
antecedents were Welsh on both sides,
both of his parents having been born
and married in Wales. They came to
America in the early sixties, locating
at Raven Run, where four children
were born to them. The family sub-
sequently removed to Pottsville where
Mr. John lived until he was 25 years
of age. He graduated from the pub-
lic school of that place and for ten
years he worked as a mechanic for
the Philadelphia Coal & Iron Co. He
then went to Allentown, where he
worked in a similar capacity for the
Lehigh Portland Cement Co., starting
as mechanic. He rounded out his
career with that company as Super-
intendent. He left the Lehigh Co. to
erect a cement mill at Irontown, Ohio,
which was conducted under the style
of the Superior Cement Co. He was
general manager of this business for
six vears, when he was called to
Newaygo to take the position of Vice-
President and General Manager of the
Newaygo Portland Cement Co. He
has continued in this position for nine
years with credit to himself and with
satisfaction to his stockholders.

Two years ago Mr. John entered
into an alliance with the promoters
of the Petoskey Portland Cement Co.
to identify himself with that project
in the capacity of First Vice-President
and General Manager. The company
has a paid in capital stock of $1,500,-
000. All of the plans for the building
and the machinery were made by Mr.
John, who figured on a capacity of
2200 barrels per day. The factory
was completed in due time and began
operations in March of this year.
There has never been a day since the
factory started that it did not turn out
cement to the full capacity of the
plant.

A few months ago another organiza-
tion was formed to convey the prod-
uct from the plant to market. This
was the Petoskey Transportation Com-
pany, with a capital of $1,000,000 and
100.000 shares of common stock of
no par value. Mr. John is Vice-Presi-
dent and General Manager of this
company also. One vessel of 5,000
barrel capacity, the Stephenson, was
purchased early in the game and an-
other ship with a capacity of 3,000
tons will be constructed this winter
to transport cement, crushed rock and
coal.

Both of the Petoskey enterprises
are now on a paying basis, due very
largely to the energy, efficiency and
experience of Mr. John.

Mr. John recently purchased a sub-
stantial interest in the First State
Bank of Newaygo and was elected
chairman of the board.

Mr. John was married to Miss Anna
Miller, of Pottsville, Penn. They have
had five children, three boys and two
girls. The oldest boy, George, is gen-
eral foreman in the Petoskey Port-
land Cement Co. The second boy,
Joe, is attending the herris Institute,
at Big Rapids, preparatory to taking
up the electrical engineering course at
Ann Arbor. The other three children
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are attending public schools of New-
aygo.

Mr. John is a member of the Ma-
sonic fraternity up to the 32nd degree,
including the Consistory and Shrine.
He attends the Methodist church at
Newaygo.

Mr. John owns up to but one hobby
—base ball. In his younger days he
would walk ten miles any time to be
given an opportunity to play actively
in the diamond. Of late years his
energy has been confined to that of
a fan.

Mr. John attributes his success to
common sense, plenty of work and a
disposition to love his work instead of
shirk it. He says he has never known
a man who shirks the work he should
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This policy has had a marked effect on
the character of the men employed at
the Newaygo plant and given them a
standing in the community they could
not otherwise have secured.

Mr. John is quick to detect the ex-
istence of the unusual in men and
equally quick to show his apprecia-
tion of extraordinary ability or energy.
Some months ago he discovered a
Congregational clergyman at Fremont
who was preaching sermons which
entitled him to take high rank and to
a much larger compensation than he
was receiving. Mr. John was so im-
pressed with the idea that the clergy-
man was a valuable community and
county asset that he called a meeting
of some of Fremon’t leading business

accomplish or finds fault with his men one evening at a local bank,
work who ever amounts to anything stated the situation to them as it
J. B. John.

in this world. He
outstanding example of his own
theory, because any man who can
spend half of his time at Petoskey,
managing a cement plant and boat
line, and the other half of the week at
Newaygo, managing a cement plant,
and still have time to keep sweet and
treat every one he meets with
courtesy and kindness, has achieved
success in the highest degree.

Mr. John is one of the most demo-
cratic men in the country, consider-
ing the position he occupies and the
numerous duties he has to discharge.
The most humble man in his employ
is never refused an audience, po mat-
ter how trivial his errand may be. His
company at Newaygo has pursued a
broad and generous policy in dealing
with employes who aspire to own
etheir own homes. If the proposed
purchase looks good to the manager,
the property is acquired by the com-
pany and re-sold to the employe at
actual cost. Nor is any interest
charged the employe, so long as he re-
mains on the payroll of the company.

is certainly an

looked to him and suggested that they
each make a yearly contribution which
would make such an addition to the
dominie’s salary as would render it
more in keeping with his ability, en-
ergy and usefulness. The suggestion
was accepted in good part by all pres-
ent. regardless of their religious affilia-
tions, and when a sleepy clergyman-
roused from the land of dreams—ap-
peared before them a half hour after
the conclusion was reached, every
man who was a party to the con-
spiracy felt amply repaid for his part
in the evening’s work. Those who
know Mr. John assert that he has
been active in work of this character
ever since he arrived at the age of
manhood and discrimination. He is a
natural leader and goes ahead in civic
and philonthropic work without sug-
gestion or urging. He also works as
well in harness as he does when he
leads the procession, but he is more
likely to be at the head of the pro-
cession than a private in the rear rank,
because wherever he lives the people
naturally look to him as one born to
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command and cheerfully fall in with
his ideas and assist him in carrying
out his aims and ambitions. One rea-
son for the confidence reposed in him
is his inability to act selfishly, due to
his steadfast determination never to
stoop to petty things or advocate re-
forms or changes which are not bene-
ficial to every person in the commun-
ity. At the last election he was made
President of Newaygo on a non-
partisan ticket, no candidate running
against him. His platform was
simple—he pledged himself to lead in
the work of paving the main street of
the village and installing boulevard
lights along the line of that thorough-
fare. He says there was not only no
objection to these proposals, but that
the people entered into the spirit of
the undertaking with as much enthus-
iasm as he did and that the plans
adopted will be carried into execution
as early in 1922 as possible.

These sidelights on the career of
Mr. John disclose the charm of his
character and also show how valuable
a man he is to any community in
which he happens to be located.

Sees Injustice To Chinese.

Detroit, Nov. 27—May | call the at-
tention of your readers to an evil thai
it is yearly growing more virulent and
that is doing an injustice to a race of
people whose noble lineage can be
traced far beyond the time when our
ancestors were wild and uncivlized
barbarians? The over-zealous pro-
moters of the motion film have taken
upon themselves the task to malign
and villify the citizens of China. The
outcome will ultimately prove dis-
astrous.

Is all China a brothel of vice, reek-
ing with opium fumes, as our motion
pictures would have us believe? s
every Chinaman an enticer of white
women, a villain and a cravem, minus
pride and principle? What must be
the thoughts of the harmless celestial
as he sits in the movies and sees him-
self so revoltingly insulted?

The yellow journalists of this coun-
try have already created painful en-
mity between Japan and America, and
the m'ovie producer, who, for personal
gain and other reasons, aims to cause
friction between the two republics by
creating class prejudice, is a traitor
and criminal and should be treated as
such.

The honesty of the Chinese is pro-
verbial. They are industrious; they
have shown sense and simplicity in
dress; their family life is ideal. Had
any other race been held up to such
sinister slander and misrepresentation
it would have raised a howling cry of
protest and a clamor for justice! The
Oriental, meek and submissive, is
silent. In his silence there is wisdom.

John T. Minnick.

The Man Who Likes a Tree.

I like a man who likes a tree

And want no better compan]y_.

For such a man | always find

Is just the very sort and Kkind
WHho’s not content unless it be

He too can grow much like a tree.

| like a man_who likes a tree,

No further introduction he

Will ever need to win my heart;
To me he is the counterpart

Of usefulness and comfort, too.
And does the good few others do.

1 like a man who likes a tree.

He’s so much more of a man to me;
For when he sees its blessings there,
In some way, too, lie wants to snare
Whatever gifts his own may be

In helping others, like a tree.

For trees ¥ou know are friends indeed.
They satisfy such human need;.
In summer’ shade, in winter fire.
With flower and fruit meet all desire,
And if a friend to man you’d be
You must befriend him like a tree.

- Charles A. Heath.

Go after business—Does a hen stop
scratching when worms are scarce?
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First Vice—President—pgeo. T. %ullen,
AIEion. . .

econd Vice-President—H_"G. Wesener.

Saginaw. .
gecretary-Treasurer—Fred Cutler, lonia.

Wool Prices and Woolen Clothing.

Wool markets continue to show the
easing off which has been hitherto
noticed. At Melbourne, for example,
the prices at the auction sales just
concluded showed a decrease of 20
per cent. It looks as though it would
be increasingly difficult to maintain
the recent high levels. The most en-
couraging thing for the moment is the
report, printed yesterday, showing the
large volume of sales of Australasian
wool for the year. A result was to
clear up practically the entire clip for
1921 and nearly 600,000 bales of the
surplus belonging to the British Aus-
tralian Wool Realization Association.
The prediction is made that, as re-
gards merinos, if the sales continue on
the same scale, the supplies will be
exhausted by next July. Some of
the recent sales were aided by the
lowering of the upset prices. In con-
nection with this matter, it is worth
noting that, despite the advances of
recent months, the prices of wool are
little, if any, above pre-war levels, and
hardly justify the claims of a need for
higher prices for woolen fabrics
which are put forward. This is with-
out taking into account the mischiv-
ous effects of the Emergency Tariff
act, which affects both the raw ma-
terial and the finished cloths. Do-
mestic mills, according to the Census
Bureau report issued during the last
week, are quite active. The percent-
age of idle machinery on Nov. 1 was
appreciably less than the month be-
fore. This holds good as to all kinds
of looms and spinning spindles. A
slight recession, however, is noticed
with regard tO spindles on worsteds,
where the percentage of idle hours is
a little larger. Some of the smaller
mills are reported as having difficulty
in disposing of their goods, but the in-
dustry as a whole is in good shape.
The clothing trade has been doing
well in overcoats, but not in suits, and
there is a likelihood of clearance sales
before long. Spring trade is a little
uncertain as yet. The better kinds of
dress goods are in great demand, but
not so much can be said of the others.

Cotton Supplies and Finished Fabrics.

From the course of prices during
the last week it was very evident that
the trade had more than discounted
the report of the amount of cotton
ginned up to Nov. 14. The figures
given out were sufficiently impressive.
They showed that 7,270,575 bales had
been ginned, or 733,575 more than the
total crop estimated by the Depart-
ment of Agriculture. There are many

guesses that the actual yield will be
8,000,000 bales or over. Conceding,
however, that the most optimistic
opinions will be borne out, there will
not be any overwhelming quantity of
cotton available for the year. The
amount of consumption is the uncer-
tain and controlling factor. The aver-
age annual quantity of American cot-
ton used in recent years has been
slightly under 12,000,000 bales, and
there is as yet no evidence that this
will be exceeded this year, even if it
is attained. As a matter of fact, it is
noticed that increases of price in the
raw material tend to restrict its use.
The recent rises in the cost of it had
this effect for a while, although with-
in the last few days there has been
more activity in the ordering of gray
goods on the part of some who
thought they saw signs of a continu-
ance of the rise in the market. But
the volume of orders is not large, due
in great measure to the inventory sea-
son being here. Nor are most finished
goods moving very freely for the mo-
ment. Knit goods sales are still un-
even but hosiery shows signs of im-
provement.

May Bring Muffs Back in Style.

The return of muffs to vogue this
winter, which has been talked of in
the local fur manufacturing trade and
which would come to many members
of it as a welcome change, may not be
an empty dream, after all. Recent
cable dispatches from Great Britain,
where Princess Mary of England is
now very much in the public eye, told
of her carrying a muff while on a
drive with her fiance, and this infor-
mation is being seized upon to fur-
ther the movement. Canadian retail-
ers, in particular, are using the news
as a handle for bringing muffs back
to fashion, and similar propaganda is
not entirely unlooked for in this
country.

.A store shopping bureau, consist-
ing of half a dozen women, mostly
married, who work part time, reports
to the educational department of J. L.
Hudson Co., Detroit, faults of sales-
people which might be remedied. The
shoppers are given forms to fill out,
with such questions as: “Did sales-
person have book and pencil -ready
without searching for them?” “How
long did you wait for your package?”
“If package was delivered to you un-
wrapped, what precaution did sales-
person take?” The final question is:
“If you visited the department again
wuold you want this clerk to wait on
you?”  Faults complained of are
closely watched and remedied if pos-
sible.

Great minds have purposes; others
have wishes.
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Market Letter

COTTON.

New York, Nov. 29—During the last week, the price fluctuated
and ended at about 18c for middlings. The strength and advance
of Ic for the week was due to the general feeling that most of the
1921 crop is in. All merchants show a desire to trade at closer
figures to sell the remainder of their stocks of fall and winter mer-
chandise. Merchants generally look for a gradual increase in prices
during the Spring season until the time approaches for thinking
about the 1922 crop. Our samples and opening prices are out, and
we suggest your covering at least a good part of your Spring wants,
as opening prices are always the lowest.

See our Pink Sheet just out for December Specials.

Some mills have opened lines for next Fall at substantially the
same or a little higher prices,.

WOOL

Shows a much firmer tendency and mills are operating at
nearly capacity.

SILK
Has advanced 10 per cent, within the last few weeks and fin-
ished merchandise shows a tendency to advance accordingly.

If you want any information, ask or send in coupon below.

GRAND RAPIDS DRY GOODS COMPANY
Wholesale Only Grand Rapids, Mich.
Date-

Grand Rapids Dry Goods Co.
Grand Rapids, Mich. .

We are Interested in ?/our ad regarding your CUSTOMERS SERVICE
DEPARTMENT and would like to have your representative call upon us

about

Remarks

no

HOLIDAY GOODS

of all kinds
Good assortments at right prices.

Come in and see us.

| Quality Merchandise— Right Prices— Prompt Sendee

PAUL STEKETEE & SONS

WHOLESALE DRY GOODS

GRAND RAPIDS, MICH.
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In Special Christmas Boxes

I Suspenders, Handkerchiefs,

I Neck-Ties in All Grades.
A Special Value Silk Shirt at $45.00
paniniT.Patton«r Company

Grand Raptds.Michigan -59*63M arket Ave. NW.

I The MenteFurnishing Goode Houee of Michigan

Paris and Boston Garters,

mi...iiliNfimiiiiiiiiiiiciiiiiiiiiiiitii)

|Christmas Goods |



November 30, 1921

Items From the Cloverland of Michi-
gan.

Sault Ste. Marie, Nov. 29—The Day-
son restaurant, at Trout Lake, has
been sold to Mr. Peterson, who is
moving in this week.

The new Federal bakery, at Manis-
tique, was formally opened last Sat-
urday. The room has been made very
attractive and there are no partitions,
the machinery used being in plain
sight from the street. The brick oven
is located in the rear and arranged in
the room are the bread mixer, oper-
ated by electricity, several stands,
tables, shelves, etc. The management
has spared no pains to make the place
attractive,

The ship of state isn’t so bad as the
state of shipping.

August Winkel and Joe Arrowood,
of Manistique, have rented the old
laundry building near the bridge and
have started a meat market on the
cash-and-carry basis. Mr; Arrowood
is an expert meat cutter and promises
his customers a square deal.

A little liquor now and then seems
to_get the best of men.

e Soo fire department was some-
what disorganized last week when the
chief was removed by the city man-
ager and six firemen demanded his re-
instatement, with the threat of quit-
ting if the demand was refused. The
city manager accepted the resigna-
tion and, in consequence, we have a
new bunch of fire fighters on the job
this week.

The city commission has decided
to have a municipal Christmas tree in
the city hall grounds this year.

The "Pickford Agriculture Society is
greatly encouraged by the success of
the fair and has purchased five ad-
ditional acres of ground to increase
the size of the fair grounds.

A. E. Wheatley, formerly manager
of the Gannon Grocery Co., expects
to enter into the wholesale flour and
feed business on his own account.

In times of peace be peaceful.

William Ragan, of La Grange, Ind.,
is visiting here this week. Mr. Ragan
was formerly managing editor of the
Soo Time

E. L. Stanley Cashier of the Sauit
Savings Bank, returned last week from
a business and pleasure trip to Lower
Michigan.,

The” mighty hunters have returned
and from What we can learn it is
understood that very few does were
shot.

Joe France, of the France-Supe
hunting party, holds the record for
the largest buck, which is reported to
be exceptionally good for the size.

Some men borrow money to keep
out of debt.

The Soo has a new pie factory at
205 Bingham avenue. Henry Burnell
is proprietor. Mr. Burnell is an ex-
pert pie maker, having made pies for
many years on the Great Lakes and
at leading hotels.

William G. Tapert.

Following Up Old Customers.
* When a customer doesn’t appear on
the scene, or order anything, for some
time, it is a good plan to write him
a personal letter. One concern holds
a monthly meeting of its sales force
at which absentees are the chief topic
of discussion. The possible reasons
for each regular customer’s continued
absence are noted, and the salesman
thought best able to deal with the
customer is commissioned to write
him a personal letter. This concern
uses no form letters, so that each let-
ter is specially adapted to the individ-
ual customer. Another concern, doing
a large credit business, maintains a
card index, which shows whether or
not a customer has purchased any-
thing during the month. Reference
to this index at regular, frequent in-
tervals enables the sales force to fol-
low up any regular customer who has
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not been buying for some time. Form
letters are used for this purpose as
the concern’s business is too large to
admit of personal letters in this case,
but each letter -is typed and signed
personally by the head of the firm. As
the typist knows the forms verbatim,
the typing process is accomplished in
less time than one would imagine. A
slight error is generally made delib-
erately, to identify the personal char-
acter of the letter.

store

Criticisms by customers on sales-
manship include lack of interest,
haughtiness and following customers
around when they wish merely to in-
spect the goods.

Well directed enthusiasm is the
small match which starts the big fire
in the furnace of industrial success.

ESMAN

We are manufacturers of

Trimmed & Untrimmed HATS
for Ladies,
especially adapted to the general

Misses and Children,

trade. Trial order solicited.

coRL-KNOTT COMPANY,

Comer Commerce Ave. and

Island St.
Grand Rapids, Mich.

SIDNEY ELEVATOR

Will reduce handliuK expense end speed
up work—will make money lor you. EasUy
installed. Plans and instructions sentwitn
each elevator. Write statimc requirements.
giving kind machine atform

wanted, as well as hti e will quote
nnney saving price,
9idney Elevator Mnfg Co.. Sidney, Ohio

PRICES CURRENT ON STAPLE DRY GOODS.

List prices corrected before going to
against changes.
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240 Blue Denim -- 19 Raidant Bloomer Sat. 5 Notions
260 Blue Denim 1» 36 in. Printed Satine 42% Doz.
Steifels Drill ----—--- 17% Windsor Cambric — 1225-F Boston Garters 2 25
8 o0z. Canvas —— 17% Parkwood Wash Sat. 60 Rubber Fly Swatters 90
Armour, ACA Tick— 28% Meritas Oil Cloth. Per M
Cordis, ACA Tick 25% ; Roberts Needles-—---— 2 50
Warren Fancy Tick. 37% 5-4 White - --3 15  Stork Needles —oemmmeme- 100
Thornkdyke Fé Sat. 4210 2-4 Mossall‘rCSBl- -3 36d5 Per Box
Amoskeag, ACA — °% - ue .gure —Stéef > Pins, S. C. 300 42%
Cambri ’ d L loth White - 4 1® Steel Pins. M. C. 300 45
ambrics an ongcloths. AII oil cloth sold fet cash, Brass Pins, S. C. 300 75
Berkley, 60 Cambric 22% no discount. Brass Pins, M. C. 300 85
|
erkle ains’ : Doz. Coats Thread-—-———— 59
O Gy (0 Gee B oot i speaneass 1% Shs NIRRT To 3
Diamond ~ Hill, Nain. 16% x30 in. ‘Spearheads Gainsborough Hairnets
D|a7mEnd H|||t|h camb. %gg? 24x36 in. SpearheadsEZ 95 ! S#Q' ______
ongcloth ~ r— 0 Reliance Prt. 70 Gainsborough Hairnets
o Longcloth—— Je 38 f RSUANGE PR, B 8 Men oo
;88% k0n90||0ttﬂ %L%O/ 5§8 P Rellance pﬁ: 290 R. M. C. Crochet Cot. 75
ongclo = 0 x?2 ’}t Reliance Prt. 4 25 B-4 Clarks Crochet C. 90
7003 Longcloth 19%  ,35° ft. Defiance Swd. 2 00 Silkine Crochet Cotton 90
2% 5xg 1t Defiance Swd. 2 15 Sansilk Crochet Cot 55
Glnghams gxsl)zf}t %efflance gwg ggg e&)ttetgsn V\?ntnttleng 150
A 17 X efiance Sw D B J—
T 10x15 ft. Defiance Swd 8 00 Dexters Knitting
'Fl;céldle F?gseﬂ_q-r 6x9 ft. Sterling Wool 7 50 AlcllottonY Blk.,bcold(f—% %g
Dan River 8x12 ft. Sterling Wool 11 cO fest vam, bundle & >
E‘Fﬁé&i&%'%?éﬁééi 2 No. 7 Muslin Flags - 720 P ried, < Kems — 2 00
Eg\meschet\ﬂgltess J3 Sheets and Pillow Cases. FIS\IISheESd Spbanllls -
63x90 Pequot Blea— J5 85 arste ays
??etfefsanszBmem: ______ 63%99 peguot Blea_ 37 32 Fleishers Germantown
C. seersucker 18% 72x90 Pequot Blea.— 17 35 FIZe%hyr, sba“S o 3%
Kalburnle 32in . -— 19%  12x99 Eequot Ellea— ‘}g (8)2 F|2:§h§f—§ é’,’f.o?é’a 8
Jacquelin, 32 in". a5 81x90 eqﬁjé’sts A rsted, balls--- 225
Gibrae, 2 10 .= 400 pryn Standard =15 00 F'ﬁ'é'&?ﬁérs%°§?|s.f‘.‘.....z 55
X38% Utica Cases.
Manville Chambray 16% 45%36 Pequot Plain 4 3 Ironweave Handkf Do;(.)
Prints and Percales. igxgg Eequott Plalsn = g 2(23 Rit \Isvyevs 2P MY
i — 149 X equot S. S. —
gg:grrgg:g ID-lagrEES_ W% 45x3s Pequot. § __ 555 Bixby Jet Oil Paste.”1 36

Columbia. Lt. Shorts 14 L«H 6%

Bixby Brown Paste — 13»
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Ladies” Underwear.

Vellastie Fleeced union suits,
HN-LS PN-ES-—- Keg. sizes 14 50
EXx. sues 16 09

Fleeced vests and pants. Vests
HN-LS, DN-ES, LN-NS, Keg. Siz. 8 25
EX. izes -—9 v

Pants, AL open or closed Reg. Sl. 8 26
Ex. Sizes
Union suits, 1T pound_ rib, __
DN-ES of LN-NS, Reg.’ Sizes

Ex. Sizes - ﬂ 88

Men’s Underwear-
Hanes shirts and drawers -
Hanes union suits
Black Label High Rock shirts and

drawe ° f“u
Red Label High Rock shirts and

9 \9

Blaci Label High Rock union suits J5 00
Red Label HI% Rock union suits 16 50
14 pound combed union suit with -
Cooper, collarette -- i
Heavy all wool union
18 pound part wool union suit-—-18 00

Hosiery—Misses and Ladles.

Misses 300 needle combed hose.

bxd. 1 doz. $2.25 on 7 rise 10 fall 05
Boys’ 3 Ibs. on 9, extra clean yarn

on 8 (R10F5) 925
Ladies’ 220 needle combed yarn

hose, seamed back ------------ceoeooeeoe-2 25
Ladies’ 220 needle mere, hose with

440 needle rib. top fashion seam

in  back 4 50
Ladies’ fleeced hose, hem top - 2 25
Ladies' fleeced hose, rib. top 285
Ladies’ fleeced hose, rib. top -——-- 3 00

Hosiery—Men’s.

Men’s 200 needle full combed yam

hose 3 %8

Men s 220 Teedle futtTmers, hose —
Mens 240 needle fiber silk hose--—-4 50
Men’s pure silk hose
Nelson’s Rockford socks,
Nelson’s Rockford socks,
Nelson’s Rockford socks, bdls.--
Men’s Sweaters.
Heavy all wool rope or shaker knit
for men
Wool slip overs for men (respun)—ZGO
Men’s fashioned all  wool shakers 500
Men’s % Cardigan stitch, according
to quality, each 00 to 4 50
Ladies’ Sweaters,
Style entermg into price, it is impossible
to give specific quotatlons but sweaters
that may readily be sold can be had in
a variety of styles and combinations from
$3OO to $5.00
athin SU|ts for Spring Dellver%/
Mens all pure worsted, plain-— 22 50
Men’s all pure worsted W|th chest
strlpes 7.00 to 33 00
Ladies’ all pure worsted, plaln — 25 00
Ladies” all pure worsted strlped and

color combinations -------------- 7 00 up
Athletic Underwear for Sprlng
B. V. D.’s, Men’s_union suits-—- 12 62%

Seal Pax, No. 10, unijon suits — 10 50
Mens 72x80 Nainsooks, may__be

a,l at 7725 to 9 00
Mens Soisettes, highly mercerlzed 350

Men’s Dress Furnlshlngs
Slidewell collars, linen or soft
Neckwear 375 4 50, 6 00, 7 50 9 00
Flannel %'Th_ shlrts J9 60
Dress pants
Mufflers
Dress shirts
Laundered stiff cuff shirts,

8 00 to 48 00
80 sq.

9 j19
Plpe5|dent and Shirley suspenders __ 4150
Men’s Work™ Furnishings.

Mackinaws -

Duck coats

Sheeg coats--—-
2

-7 00 to 15 00

"7 00 to J2 50
127 00

rope stripe,
lub Spade overall or

Wabash sttl’(lpe

2 seam triple stitched
Coverall kahki -
Winter pants --
Black sateen work s

Nugget blue chambray wor

00
Golden Rule work shirts -- 750
Piece dyed work shirts 50
Best Quallt?/ work shirt 13 50
Cherry Valley flannel shirts-- 22 50
Buffalo flannel shirts ---------—-- 9 00
Domet flannel shirts--—-—-—-- 10 50 to 12 00

Standard flannel shirts
Harding flannel shirts

Waork susF_enders 25
Shirley Police or X Back work Sus. 4 50
Boys’ Furnishings.
Knickerbocker -9 50 to 15 00

Mackinaws --
Overalls, Brownies, etc.__ 650 to 9 00
Youths’ Wabash stripe overall — 10 25

Coverall -

Standard flannel shirt

68x72 dress shirts--
Caps and Umbrellas.

Black sateen shop cap, doz.-——-— 199
Dress caps, men's, doz — 750 to 19 50
Dress caps boys’, doz.-——- 7 25 to 10 25
Men’s Ladies’ Umbrellas 10 50 to 48 00
Ladies’ Furnishings.

Middy Blouses, red, green, or navy

wool flannel, each 4 00
Ser?e 50
Voi waists, doz.

Georgette waists,

each
Crepé De Chine waists,
Tricollette waists, each 32

Bungalow percale aprons, dz. 7 50 to 8 00

each

Bungiqalow Gingham aprons, doz. 13 60
Gingham house dresses, dz. 24 00 to 48 00
Bathrobes, ladies’ or men’s, each 50
Best sateen petticoats, doz. 9 00 to 13 50
Pettibockers, doz. -------------emooeooo — 00
Bandeaux, doz. 2 25 to 12 00
Brassiers, doz. 4 00 to 18 50
Silk and cot. Env. (Ihem _d_ 6 00 to 19 50
Outing gowns 8 60 to 18 50
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Michigan Poultry, Butter and Egg Asso-
A ciation.
President—J. W. Lyons, Jackson.
Vice-President—Patrick Hurley, De-

tr%‘e}'cretary and Treasurer—Dr. A. Bent-
ley, Saginaw. .

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

Baby Beef Commands Best Market
Prices.

Baby beef production can I made
most profitable and land worth not
more than $150 an acre, of which at
least 50 per cent, is easily cultivated,
says W. H. Peters, acting chief of
the animal husbandry division of the
University of Minnesota. By baby
beef production, he says, is meant the
growing, fattening and marketing of
beef calves at ages ranging from
stwelve to twenty-four months, six-
ten to eighteen months being the most
economical at which to sell.

“With sufficient fat on them when
placed on the market, baby beeves
are always market toppers,” Pro-
fessor Peters says. “Baby beef pro-
duction allows raising of more calves
on the same amount of land than
does production of stock or feeder
cattle. Each good baby beef steer
should sell for $30 to $50 more when
one and one-half years old than the
average feeder steer will bring at two
and one-half years of age.

“The cows should be fed through
the winter just as cows would be in
stocker and feeder production. Be-
cause it is important to get calves as
early in the spring as is consistent
with the opportunity of giving them
sufficient care, the bull may be turned
out with the cow herd June 1 Before
weaning them the calves should be
started on grain by the use of a creep
in the pasture. Until they are put on
full feed about November 1 calves
should run with their mothers.”

Sixty per cent, shelled corn or
ground barley, 25 per cent, oats and 15
per cent, linseed-oil meal, according to
Professor Peters, make a good ration,
along with alfalfa or clover hay and
a little silage. Baby beeves can usual-
ly be sold to the best advantage in
June, July or August, but may be car-
ried up to the early part of December
and sold for the Christmas beef mar-
ket.

New Profit Book For the Asking.

A new book which gives all the
fundamental facts of profit-making in
the grocery store has just been issued
by the California Prune and Apricot
Growers, Inc. It is “Profits in Prunes”
by Paul Findlay. Like all Findlay’s
writings, the discussion is not con-
fined simply to prunes and their
profitable handling. Findlay shows
how the same rules and computations
which  will yield a retail grocer
“profits in prunes,” can be applied to a
wide range of grocery items. In the
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middle of the book is a new' feature.
This is a set of tables from which any-
one can learn at a glance what the
selling price must be to get any mar-
gin he determines on. The tables
cover costs from 7c to 18c on five mar-
gin ranges: 20, 22)2, 25 27}* and 30
per cent. All the reader has to do is
find his cost at the top of the table of
margins he selects and his sale prices
are right below that cost. Another
feature of special utility is the quan-
tity pricing arrangement.

For example: Given a cost of 10j~c
for prunes with 25 per cent, margin
desired. Turn to the 25 per cent, mar-
gin table, run the finger along the
cost line at the top to 10J4- Right be-
low is found the one-pound price, 15c;
next, three pounds for 43c; next, five
pounds for 72c; then, ten pounds for
$1.44; finally, twenty-five pounds,
$3.59. The book is very artistically
gotten up and is just right to carry
in the coat pocket. Those who wish
a copy—and every grocer should have
at least one—should write at once to
California Prune and Apricot Growers
Inc., San Jose, Calif. The book is
free so long as the supply lasts.

Realized His Ambition To Own Model
Market.

Warsaw, N. Y., Nov. 28—John Nu-
gent has been cutting meat here in
Warsaw for thirty-two years—twenty
years with one man, two years with
two other men and ten years in busi-
ness for himself—and he has made
good. His service has been such that
he has been enabled to carry out his
long-cherished ambition to have a
model meat ntarket right here in War-
saw. Rural meat dealers generally
lack the facilities, which the big hotels
and big meat dealers in the city have,
of carrying stock until it becomes
tender. Residents in rural communi-
ties rarely know what it is to buy the
kind of steaks they can get in the
good hotels and restaurants in the
cities, because their meat merchants
cannot serve them with the meats in
the proper condition. Mr. Nugent has
had his idea of the kind of meat mar-
ket he wanted, and when he bought
the property at 78 Main street some
time ago he decided to carry his plans
into effect.

He had the walls of the building en-
tirely denuded of plaster and plastered
fresh and coated with new wall coat-
ing, and the basement fixed up, and
the partitions set where he wanted
them, and then installed an ice-mak-
ing machine, one of the latest devices
for cooling refrigerators known. He
installed entirely new counters, pro-
tected with glass and marbleized tops
with pipes from the ice machine to
keep the meats on the counters at the
proper temperature. He installed a
refrigerator that holds ten beef car-
casses at once, in addition to all the
other kinds of meats he needs for his
trade, and it is as easy to keep the
temperature of that meat room at 27
degrees as at any other temperature.
It is a display room, too; for the
front of it is of glass, three thickness-
es, with air chambers between, so the
public can look right into it and see
everything there is there.
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Is the Daily Paper a Daily Curse?
Written for the Tradesman.

Would-be funny paragraphers seem
of late to have seized on another
incident of human emotions and are
vieing with one another in perpetrat-
ing jokes about women weeping at
weddings. Newspapers are banding
these jests from one end of the land
to another, with the result that boys
and young men are encouraged or
confirmed in their disrespect or con-
tempt of girls and women.

The sacredness and solemnity of
marriage needs to be impressed upon
youth rather than the opposite. If
ever a mother has cause to weep it
is at her daughter’s wedding or
because of her marriage. The mother
heart never wants her brood scattered,
and if her daughter is to move far
away and be separated from mother
most all the latter’s life it is a sacri-
fice which can not be made with
hilarious demonstrations on her part.

All the preceding years of that
daughter’s life  her mother has
guarded, guided and tried to minister
to her happiness. Now she is going
apart to bear the cares and burdens
that are sure to come, and possible
disappointmnt and sorrow, also, with
or without a loving , sympathetic
companion. Even although he proves
the latter, he cannot fill the mother’s
mplace with her hands and her counsel

Maidenhood is the fairest flower
that ever bloomed on earth. Shall it
have its happy fruition in the married
state or shall it be crushed and
trampled under foot?

Not only mothers but all true men
are anxious as to final results. The
latter do not weep, but sometimes
they silently deplore the fact of “such
a fine girl throwing herself away on
such a fellow.”

For years we have been rejoicing
that the daily press has shown signs
of changing for the better. But now
the forces of evil seem re-inforced
and are being aided in various ways
by the daily press. Not until public
opinion renders an unfavorable verdict
and takes steps to carry out the
sentence do the papers take heed.
Jokes and comic features are over-
done. A little nonsense has grown
to be a great nuisance. We are getting
back to the time when we had to
admit that the daily paper was a daily
curse. We cannot search its pages for
the information we need without
seeing that which causes shame and
indignation. From a so-called harm-
less joke about a weeping mother we
have come to the immoral theatrical
advertisements which contribute to the
ruin which causes many a mother to
weep. These same funny paragraph-
ers would not laugh at this grief, but
so-called harmless jokes may not be
exempt from a share in the cause of
it.

SERVICE
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What good can ever come from a
joke about the sacred relations of life
or the emotions? No man is worthy
to wield a pen unless his ultimate aim
is to benefit his fellows. To scatter
sunshine and good cheer is commend-
able, but do these foolish jokes really
help any one? The people who most
feed on such chaff do not evidence its
helpfulness. It becomes a dissipation,
crowds out the good, helpful habits of
thought and leaves the mind vacant
and unsatisfied, pining for more ex-
citement. E. E. Whitney.

Health Market as Well as Meat Mar-
ket.

Let your customer note that yours
is a health market as well as a meat
market. The advertising power of
cleanliness is very great. The fol-
lowing regulations adopted from the
city ordinances of Tacoma are being
advocated in various cities:

1 Meat, pork,' lard or other food
must not be exposed in open doors or
windows.

2. Cut meats, fish, fowl, shellfish or
prepared foods shall be kept in ven-
tilated receptacles which shall exclude
flies and dust.

3. Only such preservatives as are
permitted by Federal law shall be used
in curing or preserving meats.

4. All meats must be raised 2 feet
from the floor, unless enclosed in glass
cases.

5. No diseased, decayed or other-
wise unwholesome meat shall be of-
fered for sale or gift.

6. Floors must be clean sawdust,
fresh and free from blood or other
deleterious matter.

Bubbles That Burst.

* A great noise is being made about
the success said to have been attained
by some Kansas farmers who are op-
erating a meat market on the co-
operative plan. The market was
started to “get away from the high
prices charged by the butchers.” These
new-fangled schemes usually look
prosperous for a few weeks, but they
are all wind, and fade out like a pic-
ture on the screen. The Illinois far-
mers who started a co-operative pack-
ing plant not long ago seemed to be
going along nicely, but now their
plant is in the hands of a receiver.

Lonesome Town.

Have you ever lived in Lonesome Town.
With nobody there but yourself,
And a lot of dustP(/ memories.
Like library books on a shelf:

Where your spectral past will gibe at you,
As you shiver, and_cringe, ‘and quail,
And tell you all the mistakes you've made.

And boast that it knew you would fail?

A weary old town is Lonesome Town,
As lone as lone can be:

1 bate the smell of the musty place,
For it never was meant_ for me.

I need the touch of a loving hand
And a sky that is always blue,

With Laughter and Love” for company,
And a Pal—who is just like you.

John Dé Witt.

The chap who tries to prove the
world flat proves himself flat.

QUALITY

Fancy Golden Heart Winter Celery

Lot shipments a specialty

Write or wire orders

JOE PATMOS

HUDSONVILLE, MICH*
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The Vinkemulder Company

Grand Rapids

offers for the holidays—

Sunkist Navel Oranges
Sealdsweet Florida Oranges
Sealdsweet Grapefruit

Late Howe Cranberries
Grapes, nuts, dates, figs.

Quality — Reasonable Prices — Service

“NOT IN THE TRUST”

NEW HOME OF THE HEKMAN BISCUIT CO., Grand Rapids

Eat a Few—

HERMAN’S Grahams
and Select Soda Crackers

(Also a full line of Cookie-Cakes and Crackers)

They're Better!

HEKMAN BISCUIT COMPANY
Grand Rapids, Mich.
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Michigan Retail Hardware Association.
President—Norman G. Popp, Saginaw.
Vice-President—Chas. J. Sturmer, Port

Huron

Scott,

C'Ser:r'etary—Arthur J. Marine
i

ty.
Tyreasurer—WiIIiam Moore, Detroit.

Some Lines to be Featured for Christ-

mas Trade.
Written for the Tradesman.

It is a question if hardware dealers
make enough of their sporting goods
at Christmas time. The merchant
who is not a sporting enthusiast him-
self, or who has no boys and girls
of his own, does not quite realize the
attractiveness of these lines, partic-
ularly to the younger class of custom-
ers.

Sporting goods are appreciated by
young and old alike. Presuming they
are seasonable lines, that is to say,
toboggans, snowshoes, skates, sleds,
hockey sticks, etc., they help to
ensure a pleasant Christmas holiday
for the recipient. Then, too, they are
easier to pick and choose from than
other lines of presents. Thus, in buy-
ing a gift for a boy, it is very easy
for the older purchaser to make the
wrong choice. But this is not the case

with, say, skates. You make no
mistake there.
There is a growing feeling that

presents should not be so much novel
as useful. Here, sporting goods ad-
mirably serve the purpose.

There is one great advantage in
showing sporting goods at this sea-
son and that is that they make ex-
cellent window displays. No window
design is more distinctively attractive
than one made up of these popular
lines. And, even if the window is not
devoted to sporting goods exclusive-
ly, they can be effectively combined
with other lines.

Thus, a purely Christmas window
can show Santa Claus carrying his
goods on a toboggan or a bob-sleigh.
He himself can be equipped with snow
shoes or skates. It is very easy to
work sporting goods into any design
the merchant may wish to use.

Sporting goods require display to
sell to good advantage. You must
give them a fair share of the window
space from time to time, and play
them up prominently in the interior
display.

The merchant should not be afraid
to allow his customers to examine
these lines. Of course, he should not
bring his most valuable guns down
where they can be fingered by the
ordinary school boy; but lines which
a certain amount of handling will
not hurt can be placed within easy
reach of customers. The small boy,
like those of older growth, wishes to
see and feel for himself. Young as he
is, he has probably formed certain
ideas as to what kind of skate,
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hockey stick or toboggan he would
like. It will pay in the long run to
give him dn opportunity to examine
things. For in the Christmas trade
the good-will of the youngster is
worth something.

Salespeople should, of course, be
on their guard against pilfering. This
is a quite prevalent trouble at the
Christmas season, particularly where
smaller goods are on easy display;
and the only remedy for it—or it
might be said more correctly, the only
palliative—is constant watchfulness.
There are some youngsters who will
pilfer, if given an opportunity.

Pilfering is, however, less likely
where the salespeople make it a point
to know their boy customers and treat
them with consideration. It must not
be forgotten that the boy or girl buyer
of today is the man or woman buyer
of tomorrow, and that in securing the
goodwill of these youngsters, the
merchant is laying the foundation for
future business. The boy who is re-
ceived by the clerk as if he were a
customer of great importance, whose
first small purchase gets the same
degree of careful attention as though'
he were buying the most expensive
gun in stock, and who leaves the store
with an enhanced idea of his own

importance, becomes a booster for
that store. He not only influences
other lads, but his talk at home in-

fluences his father and mother and
they look at that store through the
enthusiasm of their son. Treat the
boy as a “mere kid” however, laugh
at him when he takes himself serious-
ly and you are pretty apt to antagon-
ize him , with anything but good
results.

There are other lines that can be
given some attention right now, to
good advantage. For instance, many
dealers will be inclined to scout the
idea of selling stoves at Christmas
time. On the one hand people are
too hard up, on the other the people
with money are too intent on buying
presents, to spare the time and money
for such ordinary articles as stoves.
There is considerable truth in this,
of course.  Yet if you can sell only
a few stoves, it will help considerably,
and will pay for a little extra effort
in that special direction.

In the first place, the Christmas
festivities involve a great deal of cook-
ing and baking. Thus, with the
holidays approaching, it is the psycho-
logical moment to broach the subject
«f a new range, when the housewife,
more than ever, appreciates the need.

This is not mere theorizing on the
score of trade possibilities. Many
dealers have established by practical
experience that a brisk pre-Christmas
trade can be done in stoves and
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Manufactured by the Piston Ring
Co., of Muskegon, Mich., used in
large quantities by the following
well known manufacturers:

Nordyke & Marmon,
Northway Motor & Mfg. Co.,
Oakland Motor Car Co.,
Olds Motor Works,
Packard Motor Car Co.,
Cadillac Motor Car Co.,
Dodge Bros.,

Continental Motors Corp.,
The Studebaker Corp.,
Maxwell Motor Co.,
Hudson Motor Car Co.,
and others.

We can make prompt shipment of any size of this make of ring.

BROWN & SEHLER CO., Distributors, Grand Rapids, Mich.
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ranges. By handling their campaign
tactfully, they have been able to
arouse considerable interest, and to
secure sales.

To be successful, this Christmas
campaign must be started almost at
once. |If sales are to be made, they
will be made early in the holiday
season, rather than toward its close.
The thrifty housewife starts her prep-
arations for the festivities well in
advance. If she is to become inter-
ested in a new range, it must be soon.
The last week or two of the holiday
season she will be too much concerned
with ordinary Christmas buying to
trouble with a stove.

A good idea is to use some adver-
tising  space. Here is a suggested
introduction:

EVERYTHING DONE TO
A TURN.

The housewife is anxious to have
her Christmas cooking perfect. She
naturally takes pride in the excellence
of the good things she bakes for
Christmas. But how can she get the
best results unless the range she uses
is up-to-date and in good condition?

A mechanic cannot work without
good tools. Why expect the house-
wife to cook good things with an out-
of-date range? Why not provide her
the best equipment?

We have now on display the range
which ensures perfect cooking, etc.,
etc.

Try to drive home this idea of
making the Christmas cooking a
pleasure, of cutting down the amount
of worry and trouble and vexation
involved.

The store windows can help along
the good work. A display, early in
the season, showing a range with a
collection of well cooked viands and a
few cards pointing out the strong
features of the range, will be found
effective.

Much can be done by canvassing
customers in the store. |If the sales-
man talks about methods of Christmas
cooking, suggesting certain little
articles which will be found of assist-
ance, he can soon lead the conversa-
tion around to the matter of ranges,
and from there to the advisability of
having a thoroughly up-to-date range.

Most merchants have a list of pros-
pects canvassed earlier in the season.
Spare moments can be spent getting
in touch with those who have not been
sold, and urging the desirability of a
new range at this particular season.
The merchant will not sell scores of
ranges as a result of this pre-holiday
canvass; but if 'he sells even one, it
will repay him, for the slight extra
effort. Meanwhile, a brief canvass of
unsold prospects will keep them lined
up for future effort.

One dealer, in his advertising, sug-
gested having his “expert” look over
the range and see that it was in the
best possible shape for the holiday
cooking. There was no charge for
inspection, but any actual work found
necessary was charged for at usual
rates. This inspection disclosed a
good many prospects for new ranges,
and some actual sales were made at
the time* AIll of which was good
business.

In quite a few eases where the
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housewife would balk at the idea of a
new range, even though it was clearly
needed, the man of the house could
be approached with the suggestion
that a new range would make an
admirable Christmas present. There
are good possibilities in this direc-
tion ;it is along the line of the growing
tendency in recent years toward
useful gifts. While the number of
ranges sold for this purpose may be
small, the idea is a good one to en-
courage. “Mr. So-and-so bought
Mrs. So-and-so a new range for
a Christmas present,” is the sort of
word-of-mouth propaganda that helps
to build future business for the hard-
ware dealer.

As a rule, stoves are pushed out of
sight at the Christmas season to
make way for the regular lines of
gift articles. This is essential, partic-
ularly in a small store, where space
is at a premium. It is enough to keep
the stoves where they can be inspected
readily by the customer who shows
actual interest in them.

Victor Lauriston.

THE SIGN OF
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Nothing Wrong to Him.

Mother was terribly upset by
Tomy’s appearance, particularly his
unwashed face.

“Tommy, Tommy!” she exclaimed
in great distress, “Your face needs
washing terribly 1 Did you look at it
in the mirror this morning?”

“No, mother,” said Tommy, with
every indication of surprised concern,
“but it seemed.all right when | felt
it."

It’s hard to go into transports over
our wooden transports.

LEARN BUSINESS

At home by correspondence

“The Quality School”
A. E. HOWELL, Manager
110-118 Pearl St. Grand Rapids, Mich.

Teaches by mail. The school is as near
to you as your mall box. Write for full
particulars.

QUALITY
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We are making a special offer on
Agricultural Hydrated Lime
in less than car lots.

A. B. KNOWLSON CO.
Grand Rapids Michigan

refrigerators
for ALL PURPOSES

Send for Catalogue

No. 95 for Residences

No. 53 for Hotels, Clubs,
Hospitals, Etc.

No. 72 for Grocery Stores
No. 64 for Meat Markets
No. 75 for Florist Shops

McCRAY REFRIGERATOR CO.
2144 Lake St. KendallviHe, Ind.

If You Wish the Best Home
Baking, Begin Now With

Lily White

“The Flour the Best Cooks Usey

Lily White, made of the finest wheats grown in America, blended with
unsurpassed skill, and milled to a state of uniform granulation, will assure
you of better baking results than any flour you can buy.

Bread, rolls and biscuits baked with Lily White are light, tender, flavory,

white and wholesome.

Look for the
ROWENA
trade-mark
on the sack

or soggy.

Pastry is crisp—that delicious kind—never flat

There is a difference in flours—greater than most people imagine. There
is a difference in wheats and every step of the milling process.
not reasonable to expect the best baking results from infenor grades.

It is

Lily White will produce the best baking because of its superior quality.

Thousands Bake with Lily White

The next time you bake call up your grocer and ask him for a sack of

“the flour the best cooks use.”

He’ll know what to send you.

VALLEY CITY MILLING COMPANY
GRAND RAPIDS, MICHIGAN

“Millers for Sixty Years”

Ads like these axe being run~u”rly”~nd whitelFlou/in*stock at"all* Umesfthereby”~eing
wehareHU ing to create for Lily White Flour.
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pHE COMMERCIALTRAVEI||

Where and Why Hotel Rates Are
Too High?

Grand Rapids, Nov. 29—The asser-
tion has been made in a general way
by associations of jobbers and com-
mercial travelers to the effect that
rates charged by hotels throughout
the country are very much too high.
Some of your correspondents have
been making similar claims, but with-
out specializing. Quite likely this is
true In many cases, while in others
there appears to be a justification for
charging rates somewhat higher than
during the period immediately pre-
ceding the war. This applies par-
ticularly to the European hotels in
the larger cities, and is made neces-
sary by costs of operation which have
not been materially reduced since the
war. On the other hand, these insti-
tutions have a graduated scale of
prices which adjust themselves to the
needs of the patron, consequently
there is little valid complaint about
the charge for this branch of the ser-

vice.

On the other hand, the restaurant
charges in many of these establish-
ments are monstrous, away above pre-
war rates, and are unjustifiable. Post-
master General Hays might well
make an assignment from his pro-
posed marine service towards the pro-
tection of the guests of some of these
establishments. The equivalent of one
of the appetizing meals served, for
instance, at the old Morton House for
75c, would cost at least $3 at one of
the present day cafes, and quite prob-
ably not nearly so satisfying. This
class of hotels is always complaining
that the resaturant is the money los”r
of the whole institution, and it ought
to be. Selfishness and greed have
driven the trade which properly be-
longs to the hotel to the muvriad of
small restaurants which have been
built tip in competition therewith.

The European hotels in the rural
districts have no excuse for existence.
Basing their rates on charges made by
the superior city hotels with a ten-
fold investment and ridiculous charges
for restaurant service inferior and ab-
solutely inadequate, they are, as a rule,
unworthy of patronage and eventually
will receive their jJust deserts—ob-
livion. Recently the manager of a
country hotel of this description ad-
vised me that he was losing money in
his cafe, for the reason that only about
10 per cent, of his lodgers were taking
their meals at his hands. He was told
why this condition existed, but, os-
trich-like, ducked his head in the sand,
awaiting some other listener to his
hard luck story. o

While we are on the subject ot
“feeding the brute,” here is an item
of interest to the traveling public
which ought to soak into the cranium
of some of these profiteering caterers:

The well-known Sherman House, in
Chicago, has just inaugurated an “all-
you-can-<eat-for-one-dollar” dinner,
with an unlimited selection from the
following bill of fare, with the usual
surpassing  service, and frequent
queries on the part of the head waiter
as to whether you are getting every-
thing you desire:

oT
Broiled Lake Superior whitefish,
remoulade
Fresh mackerel mariniere
Veal stew paprika Mutton chop
Calf liver, with smothered onions
Roast ribs of prime beef

coLb

sauce

Roast beef Virginia ham

Corned beef brisket, Pickled beef tongue
ome made head cheese

Salmon, sauce figaro. . Sardines, can
Filet of herring in wine
Cheese
. VEGETABLES
Boiled potato Mashed potato
Browned potatoes

Spinach, Green peas, ax beans au gratin

. SALAD |
Shrimps Cole Slaw  Chicken  Potato
_Chicory Lettuce
Dressing: French: 1000 Island:
mayonnaise;  Lorenzo; chili or tomato
catsup
o DESSERT .
Applie pie . Fresh rhubarb pie
Fresh plum pie French pastry

Layer cake Pound cake .
Walnut coffee cake, Apricot sago pudding
I'reserved: Pineapple; Peach™ or Pear,

. Melba sauce. Baked apple
Vanilla, loganberry or chocolate ice-cream
with cookies
Delicious apple .
Coffee, Tea. Milk or Buttermilk
French rolls, French bread, rye bread,
corn bread, raisin bread and butter

Compare this with some of the dol-
lar meals furnished nowadays with
“choice of” interlarded between each
course, and then wonder why the hotel
lodger eats elsewhere.

Also one of the largest Chicago
hotels came forward with the an-
nouncement that an additional charge
of one dollar only will be made where
two persons occupy one room, re-
gardless of the room price. Doesn’t
this make life worth living?

Now a word about the ordinary
country hotel run on the American
plan: ~ From time immemorial the
rates of these utilities was customarily
$2 per day with an occasional sprink-
ling of $1 and $1.50 variety. Many
of the former were not worth $1 and
some of the latter were worth $3. The
slogan “only $2 house in town” was
usually a sufficient attraction for the
commercial man. Such as rendered
decent service were usually well pat-
ronized and fairly successful. Others
giving inferior service were® usuallv
“under new management.” The suc-
cessful ones were those who rendered
you a personal and wholesome ser-
vice, without ostentation, by always
convincingly demonstrating that they
were glad to have your patronage.
What has become 9f this class of
homelike caravansaries? There are
some who still retain their old-time
personality and a very few wh<5 are
still serving an appreciative public at
the old rates and prospering. Super-
ciliousness gained root with many of
the others and to-day you hear: “Well,
if you don’t like it, go elsewhere!”
When potatoes abnormally rose to $3
and $4 per bushel, by comprehensive
mathematical calculation it was dis-
covered that a guest with a “growing”
appetite might eat a nickel’s worth,
and while it was agreed that an ac-
complished glutton might make way
with two ounces of bacon, rates(were
immediately doubled, and no mark
down” sale has yet been announced.
Rooms, meagerly furnished, without

any sign of rehablitation, formerly
supplied at 50c, immediately advanced
to $1.50. No claim could be sub-
stantiated in the majority of cases
that the room service cost had ad-
vanced.

It was usually cared for by
members of the family, as were other
duties, on which lower costs were
negligible. It was the“if you don’t
like it, leave it alone” spirit—a war
production.

But the war is over. Have these
exemplifiers of self interest ever heard
of changed conditions: that practically
everything .in the provision line has
returned to its ojd level? Yes! |
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found one of them the other day who
admitted that there has been some
items which had dropped in price, but
he was particularly aggrieved that the
old reliable prune, which wused to
come at 20 pounds for $1, was still
tolerably high. His victims ought to
be thankful that such is the esae.

There are hotels and hotels. Some
are serving irregular, satisfying meals
to-day for 50c that are worth more.
Others are charging 75c to $1 for
“hand outs” not worth a quarter, and
the traveling man who is nominally
the “goat” is largelly responsible for
this condition, because he hates to
turn down his old friends and takes
his medicine in a docile manner. He
hates to register a kick and nurses his
sorrows in silence.

Some one has suggested a State
commission to regulate hotels and
hotel rates. What is really needed is
a “vigilance” committee to put an end
to this class of grafters.

Many country hotel men are com-
plaining of the paucity of trade these
days. These lean times will continue
until this class of purveyors come to
their senses and do their share to-
wards stimulating business.  Many
houses—large employers of traveling
representatives—are withdrawing their
men from the road because of the ex-
cessive cost of keeping them out.
Stagnant business conditions and
smaller margins make it impossible to
pay war-time hotel rates and railroad
rates and railnoad fares. The winner
in the hotel game will be the thrifty
individual who gets into the game
early with his announcement of a
“mark down” sale, leaving the stub-
born reactionary to sink into the pit-
fall he has prepared for himself.

A fellow traveler just tells me of a
hotel man in a Southern Michigan
town who justified his excessive
charges because business has dropped
off 50 per cent, and he must make up
the deficit. Reminding me of the He-
brew, who reported a profit of a con-
siderable amount in a short period by
marking up his shelf worn stock.

It is difficult to suggest a remedy
for these evils but, individually, I am
confining my patronage to those who
are treating the situation equitably,
boosting strong, and letting the profit-
eer enjoy his own society. If more
of the boys would do this, something
tangible might be accomplished.

B. Read

Trio To Be Avoided.

Three alleged detective agencies
are now making energetic efforts to
inveigle Michigan merchants into pay-
ing for memberships, as follows:

Pioneer National Detective Agency,
Minneapolis.

Standard Detective Agency, Muske-

gon.

Wolcott’s Detective Agency, Grand
Rapids.

The Tradesman does not recom-

mend any of these concerns to the
consideration of its readers. In fact,
the further the members of the
Tradesman family keep away from
these concerns the more money they
are likely to have at the end of the
year.

HOTEL RICKMAN

KALAMAZOO

One block from Michigan Central
Station. Headquarters U. C. T.

Barnes & Pfeiffer, Props.

CUSHMAN HOTEL
PETOSKEY, MICHIGAN

The best is none too good for a tired

Commercial Traveler.

Try the CUSHMAN on your next trip
and you will feel right at home.

November 30, 1921

The N Well Known for
In Gsandevé%%tids Comfort and Courtesy

HOTEL BROWNING

Three Short Blocks From Uni_on Depot
Grand Rapids, Mich.

150 FIRE PROOF ROOMS—AIl With
Private Bath, $2.50 and $3.00

A. E. HAGER, Managing-Director

CODY HOTEL

GRAND RAPIDS
o KT1RE 1 7588 withasiRath

CAFETERIA IN CONNECTION

OCCIDENTAL HOTEL
FIRE PROOF
CENTRALLY LOCATED
Rates $1.M and up
EDWARD R. SWETT, Mgr.

Muskegon Michigan

PARK-AMERICAN
HOTEL

Near G. R. & |. Depot
Kalamazoo

European Plan $1.50 and Up

ERNEST McLEAN, Manager

W estern Hotel

BIG RAPIDS, MICH.

Hot and cold running water in
all rooms. Several rooms with
bath. All rooms well heated and
well ventilated.

A good place to atop.

American plan. Rates reason-
able.

WILL F. JENKINS, Manager.

HOTEL WHITCOMB
St. Joseph, Mich.
European Flan

Headquarters for_ Commercial
making the Twin Cities of

ST. JOSEPH AND BENTON HARBOR
Remodeled, refurnished and redeoor-
rated throughout.

Cafe and Cafeteria in connection
where the best of food is ob-
tained at moderate prices.
Rooms with running water $L50, with
private toilet $1.75 and $2.00, with
private bath $2.50 and $3.00.

J. T. TOWNSEND, Manager.

Men

PEORIA LIFE INSURANCE
Really Protects
Good proposition for local agents.
Write
HASKINS, Dist.
Howard City, Mich.

J. B. Magr.

Beach's Restaurant

Four doors from Tradesman office

QUALITY THE BEST
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CREDIT FOR CONSUMPTION.

How far is the extension of credit
for the purpose of consumption jus-
tifiable? This is a question raised by
the National Association of Credit
Men, which is suggesting a campaign
for the restriction of credit extended
for goods to be used in immediate
consumption. Every one knows that
the credit given by retail merchants
is subject to much abuse, and is one
of the main causes of the high mor-
tality rate among this class of deal-
ers. It not only menaces the solvency
of the merchant, but it also affects the
welfare of his honest customers, who
must bear their share of his losses
when these become an item of his run-
ning expenses. Even where there is
little or no costs from bad accounts
the maintenance of a credit system is
an item of overhead expense that
must enter into the determination of
the prices paid by buyers. Many
patrons of a retail store, however, do
not object to slightly higher prices if
they are afforded the convenience of
having goods charged, and most re-
tailers believe that they can build up
a bigger business by extending credit
accommodations than is possible on a
strictly cash basis. It is also believed
that the average housewife will buy
more when credit facilities are ex-
tended than when cash must be paid.
W hether or not this is desirable is
quite a debatable question.

From the point of view of the
economist the distinction between
credit for consumption and credit for
production is a highly important one.
In the Middle Ages, when most loans
were made for the purpose of con-
sumption, the church authorities for-
bade all Christians to exact the pay-
ment of interest, which was then de-
nounced as usury, regardless of the
rate. When the industrial system be-
came more capitalistic and loans were
required, not because the prospective
borrower was in necessitous circum-
stances, but because he could use the
funds for highly productive purposes,
the ban on interest-taking finally dis-
appeared, although public restrictions
designed to prevent the exaction of
more than a reasonable rate still re-
main. Where credit is extended on
a large scale for productive enter-
prises by bankers and investors it is
always insisted that it shall be secured
by something of real value. Where it
is extended in small amounts for the
purpose of consumption there is no
such security behind it. Sound busi-
ness principles may therefore be neg-
lected.

TOADS WORTH $19.44 EACH.

Toads have ever been an object of
aversion, yet they are among the most
useful of the lesser servants of man.
Many persons suppose the toad emits
venom and that handling it causes
warts. There is no truth whatever in
the latter belief. The “venom” s
only a milky, acrid fluid that the toad
ejects through its smooth skin when it
is frightened or disturbed. The fluid
irritates the mucous membrane, and
for that reason a dog that attempts to
bite a toad will often show distress.
But owls and hawks, birds that habitu-
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ally eat toads, are apparently undis-
turbed by the secretion.

Apart from that means of defense,
the toad is an absolutely unprotected
creature; consequently thousands of
toads are cruelly and needlessly de-
stroyed every year. If you dislike
toads, study their eyes, which are al-
most as brilliant as jewels.

In twenty-four hours a toad con-
sumes an amount of food equal to four
times the capacity of its stomach. Of
that comparatively immense quantity,
at least three-fifths consists of insects
that are harmful to vegetation—cut-
worms, gypsy moths, tent caterpillars,
army worms, brown-tailed moths,
house flies and rosechafers. One toad
under* observation consumed twenty-
four medium-sized gypsy-moth cater-
pillars in one morning; another ate
thirty full-grown celery caterpillars in
less than three hours; still another
devoured eighty-six house flies in ten
minutes, and a fourth ate ninety rose
bugs as fast as he could and at the
end of the meal was still hungry.

The Department of Agriculture esti-
mates that the economic value of a
single toad, based on its destruction
of cutworms alone during the months
of May, June and July, when insects
take their heaviest toll, is $19.44. In
that valuation, destroying one worm
is reckoned to be worth 1 cent. Add
to the cutworms all the other insects
that the toad destroys, and its import-
ance' and value become increasingly
apparent.

Gardeners are gradually learning
that it is worth while to keep colonies
of toads in their gardens. English
gardeners buy toads by the hundred.
The toad, however, has so strong a
homing instinct that unless he is
brought from a great distance he will
promptly hop back when he is re-
leased. No carrier pigeon or fire-
side cat ever turned more unerringly
homeward than a toad. But by raising
them from tadpoles the difficulty of
keeping them is overcome, for the
place where they leave the water as
toads is always home to them.

It is said that full-grown toads al-
ways reappear at the pond where they
were hatched to mate and to lay their
eggs, and they return year after year
to the same den or shelter and to the
same feeding ground. Several in-
stances are on record of toads living
in one dooryard or garden for twenty
or thirty years, and one toad remained
thirty-six years in an English gar-
den.

NORMAL VS. PRE-WAR PRICES.

When business men speak of prices
“getting back into line” they do not
mean the restoration of exactly the
same relationship between commodity
groups that existed before the war.
The relationship between individual
prices is constantly changing. In the
life of a generation some commodities,
through improved production meth-
ods or the discovery of new sources
of supply, will become cheaper, while
others, through dwindling supply or
increasing demand, will become dear-
er. Thus, sugar is cheaper now than
it was a generation ago, while lumber
is more costly. There is still another
way in which the price relations be-
tween different commodity groups are
disturbed. These changes are incident
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to the business cycle. In periods of
prosperity some commodities will ad-
vance rapidly and others slowly, and
in periods of depression deflation will
be speedy in some cases, particularly
in that of raw materials, and tardy in
others, especially those in which labor
costs are a big item. When the pres-
ent period of readjustment is over,
therefore, price relationships will not
be distorted as they are now, but at
the same time they will differ in
many respects from what they were,
say, in 1913, which is regarded as the

last so-called normal year. During
the eight years that have passed since
then there have been too many

changes in wage levels and other pro-
duction costs to permit the reestab-
lishment of former price relationships.
In other words, prices will be normal
again, but their normality will not be
of the pre-war variety.

FARMER’S FALSE FRIENDS.

The publication of the Government’s
report on the amount of cotton ginned
indicates that the total crop this year
may exceed the official estimate of the
Department of Agriculture by about
a million bales. This was not wholly
unexpected and had been to some ex-
tent discounted by the trade, but it
served nevertheless to depress the
price of cotton still further from the
previous high level. It would be in-
teresting now to hear what some of
the self-constituted guides of the cot-
ton growers, who have recently been
urging the farmers to hold their cot-
ton for 25 cents, will have to say of
the latest developments. Most prob-
ably, however, they will maintain a
discreet silence until their latest blun-
der is nearly forgotten. The farmer
may well pray to be delivered from
such friends. They have been espe-
cially active during the past year and
a half, both in the wheat belt and in
the cotton regions, advising last year
that wheat be held for $3 and that
cotton be held for 50 cents. Appar-
ently about the best time for the farm-
er to sell his products is at the moment
when these agitators are most vocif-
erous.

the age of petroleum.

Besides synthetic fats, the med-
icinal uses of petroleum, the manu-
facture of petroleum asphalts for
roadways, the domestic employment
of oil for light and heat, we have the
vastly important use of oil in trans-
portation by steamship and locomo-
tive.

What a marvelous develofment it
has been since the early days of
Pennsylvania pioneering! The first
mention of American petroleum is in
a work of travels dated 1635 and con-
cerns the oil of Northwestern Penn-
sylvania. In 1854 a commercial com-
pany was started, and in 1859 Colonel
E. L. Drake began to develop a well
on land leased from this company and
became the recognized patriarch of
the industry. A curious fact is that
at first petroleum was used mainly as
a medicine. To-day the United States
turns out close to 400,000,000 barrels
(forty-two gallons to a barrel) per
annum, valued at about $800,000,000.
About seven-tenths of the world’s
petroleum is produced by the United
States.
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How To Buy What You’ll Sell.

The hardware dealer wishing to or-
der as much and no more than he will
sell should order immediately as much
hardware of good quality as he sold
during the last four months of 1913.
This applies to orders for the last four
months of this year. Immediate or-
ders are necessary because manufac-
turers are not piling up stocks indis-
criminately. Although producing such
lines as they believe will be profitable,
manufacturers are carefully avoiding
over-production. Moreover, the hard-
ware wholesaler is looking for guid-
ance from the retailer’s orders. The
manufacturer is similarly turning to
the wholesalers. Only good hardware
should be ordered, since it has been
proved conclusively that the public
has developed an obdurate antipathy
to inferior goods. Retail experts have
definitely concluded that although the
public is chary of its outlays of
money, it is not, and will not be for
a long time, a cheap public. The com-
ing year is to be regarded as a normal
year. Purchases for any succeeding
period may therefore be based on the
same principle as purchases for the
last four months of this year, meas-
ured by purchases for the same period
of any preceding normal year. Nine-
teen thirteen is cited as the last nor-
mal year prior to the war. There is
considerable effort to be aggressive in
the hardware line, and a big year
instead of a normal year may develop;
but a conservative policy demands that
the retailer plan for a substantial nor-
mal business, and no more.

Camillus Phillips.

The rating scale as adopted by many
concerns in the selection of workers
can very easily be applied in the pick-
ing of salesmen. For purposes of
giving an actual case, say that four
salesmen are to be chosen. There are
a dozen applicants available. Before
any one of them is interviewed, cer-
tain specifications are blocked out to
serve as a measure for the eligibility
of each. In this scale the traits and
characteristics of known men are
taken as the gauging points. Appear-
ances and manners come first, fol-
lowed by convincingness, industry,
character and value to the firm. To
get the standards, five men of the or-
ganization are picked out. After care-
fully considering these, the one who
ranks highest in appearance (phy-
sique, bearing, facial expression,
clothing, manner) is given a value of,
say, 10. The other men are ranked
according to the same considerations.
This same process is followed with
the remaining gauging points. Each
man is then interviewed, using the
points as a basis of comparison. In
order that a one-man judgment may
not be the final, the same process is
followed by the general manager or
any others that the sales manager
might designate. The average scores
recorded by all the interviewers will
be recorded as the man’s value.

Ernest Piowaty, General Manager
of M. Piowaty & Sons, spent the
Thanksgiving holiday with his family
at South Bend. While out with his
Studebaker touring car Friday he left
it in front of his residence for a few
minutes, “\(hen he came out of the
house the car was gone and he has
not seen it since.
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Michiflan Board_ of Pharmacy.
President—James E. Wa?/, Jackson.
Sec’y and Treas.—Charles S. Koon.

Mus_kegon.

Director of Drugs and Drug Stores—
II. H. Hoffman. “Sandusky; Oscar \\.
Gorenfio, Detroit; Jacob ~C. Dykema,
Grand Rapids. i . .

November Examination Session—Grand
Rapids, Nov. 15. 16 and 17. . i

January Examination Session—Detroit.
Jan. 17, 18 and 19.

The Traveling Men Helped the New
Druggist.

Tom Warren was the kind of trav-
eling salesman that druggists like to
meet. You know the kind, a real hu-
man chap, always jolly, who looks out
for your welfare. Tom always gave
the right dope on the market, and he
was always ready to offer suggestions
that would increase sales. And his
suggestions did not include his goods
alone, he really wanted to help sales
to increase no matter what line had
to be featured.

Tom had a habit of jotting down
in a note-book, ideas and stunts that
were trade pullers, wherever he no-
ticed them. These he would pass on
to his other customers, in such a pleas-
ing way that they were sure to be
tried.

Frank Bailey had just opened a
drug store in Springfield, and as he
had always lived in that city, the
ideas that he used to stimulate busi-
ness were some that had been tried be-
fore. And as there was a real need
for more business, he wished that he
could think of some new idea, some-
thing that had never been tried be-
fore in his city. What he needed was
an outsider’s viewpoint.

When Tom visited Frank Bailey last
April, his territory having been
changed, he readily noticed that more
business was needed. Together they
made out a small order, and then Tom
brought out the little note book that
helped many other druggists.

“This,” he said, showing the note
book, “is full of ideas and stunts that
brought wonderful results in my old
territory. If you have time, 1d like
to explain some of them to you.”

“Time? I'll take the time, because
I’'m in need of fresh ideas right now.
And I'll try them, too,” said Frank.

“Fine. There are some here that
can be put through without much ex-
tra expense. It would be a good idea
to start with those first, they’ll bring
in some extra business, and then you
can try some of the others that I’ll ex-
plain to you later,” said Tom.

“Here’s one that was worked in a
small city, but I guess it will go big
anywhere. A druggist out West, re-
cently made a hit with the people in
his community by devoting his corner
window to dog remedies. In the cen-
ter he placed a litter of puppies
healthy little fellows that anyone
would be proud to own, and else-
where he arranged a liberal display
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of mange cures and the various other
dog remedies which are sold from
time to time. It happened that in his
neighborhood many families were
owners of dogs, and not only the chil-
dren, but the older people as well
made a special point of stopping at
this druggist’s window to see the little
puppies and, incidentally, to read the
cards in the window relative to the
remedies. And many came into the
store just to get acquainted or to
talk about the puppies.”

Frank reached for a piece of paper
before speaking.

“That’s a fine idea and 1’'m going to
try it. A neighbor of mine has just
been blessed with a bunch of live little
puppies. They’re the livest bunch of
youngsters you ever saw. And I’ll bet
I can get a commission for selling
them, as the owner wants to dispose
of some of them. That would work
both ways, wouldn’t it?” Frank was
all enthusiasm. He was wondering
why he hadn’t thought of that himself.

Tom waited until Frank had made
a few notes on the paper before he
began on another idea.

“Another druggist in a Western city
had a neat sign made, which read:
‘Bring us your cuts, scratches and
burns. We will fix them up for you
—free of charge.” This he placed in
the window with an assortment of
court plaster, absorbent cotton, lini-
ments, salves and bandages. And in-
side he had a counter display of the
same materials. After giving treat-
ment to a patient, he would suggest
some of the articles for home use.
That idea brought in a lot of busi-
ness,” finished Tom.

“I’ll put that down on the paper,
too,” said Frank. “But shouldn’t the
sign be in the window all the time?”

“Yes, that’s what this druggist did.
He left the sign in all the time, but
the display he featured only every four
or five weeks,” Tom answered.

“Well, that’s a good idea, because
the window displays have to be
changed often, and one line of goods
couldn’t be left in the window all the
time,” Frank said.

“Here’s another idea that | think
is worth trying. One druggist after
visiting an art exhibit at the public
library, got an idea. This was to hold
an art exhibit in his store. Now he
didn’t want to go to a lot of expense,
so he thought of using posters and
cards that the manufacturers furnish
to advertise their products, instead of
paintings.”

“He wrote to a few jobbers asking
them to send the most artistic adver-
tisements and posters they could find.
He outlined his idea to them and they
responded by sending him some really
excellent material. He had a large
frame made, something like the mov-
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able blackboards that they use in
schools. The wooden frame was cov-
ered with a dark cloth, so that the pic-
tures and posters could be attached or
detached easily. The advertisements
that he displayed on this frame were
really works of art.”

“The frame he placed right in the
center of the store, which was vacant,
the counters running around the store,
just as yours do. He then placed a
neat little card in the window saying;
‘Art Exhibition Inside. Wonderful
examples of advertising art and litho-
graphy.” The stunt created a lot of
talk and the advertisements did their
work, so that the results more than
paid for the frame. That druggist uses
that frame continuously now, chang-
ing the advertisements every week.”
Tom could see that Frank liked that
idea, too.

“I’ll try that, too,” Frank said. “I
wonder how much a frame would
cost?”

“Well, I don’t know, but it will be
a permanent investment, and the new
business created by it ought to more
than cover the expense,” answered
Tom.

“l guess you’re right, the increase
in sales ought to pay the expense and
then some,” said Frank. “I’ll try that
one soon.”

And as Frank made a few notes on
the sheet of paper, Tom fingered the
pages of his memorandum book.
Finally he found what he wanted.

“l don’t know how you’ll like this
one, but believe me it is a business
producer. This is about advertising.
A certain druggist makes it a point
to’ spend for advertising, all that he
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gains by taking advantage of trade
discounts. That is a good idea in it-
self, but he goes further than that.
His advertisements are different from
the other drug store advertisements.
All his*advertisements have a distinc-
tive border and all are the same size.
L. N. Fraser.

The Leading Lady.
Two Brooklyn men were exchang-
ing greetings the other day, when one

of them exclaimed:
“Why, Bill, old chap, you’re in fine
trim. You’re positively beaming!

I've never seen you look so satisfied
with yourself and the world. Any
particular reason?”

“Yes,” said Bill. “The fact is, | ve
just succeeded in signing up our lead-
ing lady for another season.”

“l had no idea you were in the
theatrical business.”
“Nor am I. 1| am referring to our

cook.”

As a general thing, the girl who
works at a cigar store has got too
much sense to smoke cigarettes.

Are You Stocked with Van Duzer’s?

Thousands of thrifty housewives come
in your store who_ know this seal.
ur advertisin
constantly reminds

them to "ask for

Van Duzer’s
CERTIFIED
Flavoring Extracts

They’ve been lead-
ers “for 70 years,
attract the ~ best
trade and give
100% satisfaction.

Van Duzer Extract Go. mE .

HOLIDAY CANDY

Jov/jfnys

PARIS’

Fancy Package Chocolates
Also a Large Line of HARD CANDIES at Very Attractive

Prices.

ORDER NOW.

PUTNAM FACTORY

GRAND RAPIDS,

MICHIGAN

W. M. Ackerman Electric Co.

Electrical Contractors

All Rinds of Electrical Work-
Complete Line of Fixtures.
Will show evenings by appointment.

549 Pine Avenue, N. W.t Grand Rapids, Michigan

Citzens 4294

BeH Main 288
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Home Wine Making Saves Grape
Growers.

Home wine making has saved the
wine grape growers of California from
disaster. The 1921 crop of wine
grapes is approximately 250,000 tons
The greatest tonnage will be shipped
to markets outside the State for home
wine making purposes, but it is doubt-
ful if more than 10,000 cars will be
used this year, compared with the
record shipments of 12,500 cars in
1920. About 5,000 cars of wine grapes,
principally from the interior valleys,
have ljeen sold in the Eastern mar-
kets and are on the way, and during
the coming month it is expected as

many more cars of coast county
grapes will be shipped. This means
that about 150,000 tons will be sold

outside of California. To supply the
homes of San Francisco and the other
large cities of California 20,000 tons
or thereabout will be required.

Before prohibition California’s 700
wineries produced on an average in
normal years 45,000,000 gallons of
wine. From data obtained from a

MICHIGAN

variety of sources it appears that ap-
proximately 9,000,000 gallons of wine
will be made this year for alleged non-
beverage purposes, 2,000,000 gallons
of sweet wines and 7,000,000 gallons
of dry wines. This wi® absorb about
70,000 tons of grapes. Some 5,000
tons will be used in the manufacture
of about 600,000 gallons of grape juice
and another 5,000 tons dried.

The season’s crop will thus be very
thoroughly absorbed. The California
Grape Grower declares that the Ali-
cante variety of grape has brought the
“seeming fabulous” price of $180 net
per ton in the New York market and
that the Zinfandel variety has sold for
$130 per ton.

Are you working with the other lo-
cal business men for the advancement
of the community interests or are you
playing a lone hand and thinking only
of your own business?

The time to correct mistakes in the
management of a store is before those
mistakes have cost a loss of trade and
money. Look for mistakes now.

Xmas Suggestions

It is not too late to sort up on a limited line of Xmas

goods.

The retail demand has been increasing steadily the

past two months, and the Xmas trade promises to be very

satisfactory.

Remember, we carry a full line of Xmas leaders, such as

lvory Goods
Manicure Sets
Boxed Candy
Popular Books
Leather Goods
Toilet Waters

Vacuum Bottles

Gift Razors

Ink Wells

Fountain Pens

Book Racks
Perfumes
Purses
Music Rolls
Wrist Purses
Face Powders
Dolls
Buffers

Hazeltine & Perkins Drug Co.

Grand Rapids

Michigan

Twice Around the Earth

Few telephone users realize the equipment and facilities

required for the installation of a

a telephone.

Each individual subscriber’s line requires a separate pair of

wires to the company’s office.

The wires from the subscriber’s

premises to the pole connect with wires in aerial or underground
cables running to the exchange.

1200 individual wires,

In some of the underground cables there are as many as
insulated from one another by paper

wrapped around each wire, with a lead covering over all to keep

out m0|stur

There are 51,742 miles of wire in our underground system
alone; more than enough to reach twice around the earth.

In addition to the wire facilities there are of course the
telephone instruments and central office equipment, poles, con-

duit, lightning protectors, real estate and building, etc.

In the

Grand Rapids exchange these items make the average invest-

ment per telephone $125.

CITIZENS TELEPHONE COMPANY
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Wholesale Drug Price Current

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

Adds
I'orlc (Powd.)— 17)4© 2
Boric (Xtal) —1940 25
Carbolic 36
Litrie *50 70
Muriatic —————- __*Q *
Xitric___~ 10® 15
i"calic 22 30
eilphuric___ -
mirtaric 580 *5
Ammonia
Water, 26 deg — 1034®
|a%er %g geg =0
water e
tarbonate-—g ------ 11~
<hloride (Gran) 10®
Balsams
Copaiba------------ 100
iir (Canada =2 50 275
iir (Oregon) — 60® 80
eru 2 5003 00
rolu 10001 20
Barks
Cassja (ordinary) 26® 80
cassia (Saigon) 50® 60
assafras (pw §50) 0 50
oa ut (pow
P Soe
Berries
Cubep----eomeo-eeee 16001 76
ish __ 400 50
Uniper -------------- 7® 15
Prickly A sh -—- 0 8#
Extracts
Licorice--—-—-- 00®
Licorice powd — 700

Flowers

Arnica
Chamomile (Ger. )
Chamomile Rom

Bo

75®

Gums

Acacja, 1st---—-—-—--
Acacia,
Acacia,
Acacia, P
Aloes (Barb Pow)
Aloes (Cape Pow)
Aloes (Soc Pow) 9
Aszétoetlda

Camphor- ——-1 4701 20

ualac-—pr— 5)\98

uailac, pOW
& s
70

M))/rrh powdered 76

Opiu 9 0009 40
powd. 10 25@10 60
gran. 10 25010 60

Kilmo° “powidsrsa.

oplum
opium
zEenac
Tragac

Tra acanth w. 3 6004
tur%entme——'—J —————— 25® %%

Insecticides

Arsenic----------—- 120
Blue Vitriol,
Blue Vitriol, less 007"
Bordeaux Mix Dry 17©
Hellebore. White
powdered 250 35
insect Powder 400 66
Lead Arsenate Po. 220 42
Lime and Sulphur
Dr

________________ 110 28
Paris’ Green 810 48
Ice Cream
Piper Ice Cream Co.

Bulk, Vanilla ------ \
Bulk, Vanilla Special 120
Bulk, Chocolate -- 120
Bulk, Caramel--- -J!)O
Bulk! Grape-Nut---—-1 2
Bulk, Strawberr 126
Bulkk, Tutti Fruftl _ 126
Brick, Vanilla- 140
Brick, Fanc o
i ®
Leaves
Buchu--—-— 17501 90
Buchu, powdered ,,03 uu
Sage, bulk —--mmv
Sage, )4, loose ~ 72

Ssge, powdered— 65

Senna, Alex. — 140
Senna, Tinn. — 80
Senna, Tinn. pow 85
Uva Ural_ 80
Olle
Almonds Bitter
10 50010 15
Almonds Bltter,
artificial------ 2 6002 76
Almonds Swee,
true 10001 25

Almonds, Sweet,

imitation - 6001 00
Amber, crude, — 2 0002 25
Amber, rectified 2 2502 50
Anise 12 ? 50
Bergairont - 8 0008 25
Cajepat ------------ 15001 75
Cassla 2 2502 60
Castor ------------- 3201 56
Cedar Leaf-—- 16001 75
Cltronella —— 6501 00

_ - 3500 3 75
Cocoanut 300 40
Cod Liver-- - 8501 00
Croton 2 2502 50
Cotton Seed — 11001 20
Cubebs --9 0009 25
Eigeron 0005 25
Eucalyptus ————— 10001 25
Hemlock, pure. 15001 75
Juniper Berries 3 2503 50
Juniper Wood 16001 76
Lard, extra 12501 46
Lard, No. 1 === 11001 20
JJavendar Plow 6 0006 25
Lavendar Gar’n 17602 00
Lemon 16001 75
Linseed Boiled bbl. 0 80
Linseed bid less 870 95
Llnseed raw, bbl. 0 78

Linseed, raw, less 85®
Mustard, true os. 02 <6
Mustard, artifil, oz. 0 50
Neatsfoo - 1 10®1 20
Olive, pure__ 4 7506 60
olive Mala?a

yellow T -1-L- 2 7508 00
OIive Malaga,

gre U300
Orange Sweet 5 0006 26
Origanum, pure 002 50
QOriganum, com I 1250160
Pennyroya ————— 5002 75
Peppermint-—- 3750 00
Rose, pure 12 00016 00
Rosemary Plows 1 5001 75
Sandalwood,

IB 10 60010 75
Sassafras, true 2 0002 25
Sassafras, art’l 10001 25
Spearmlnt ——————— 5000 5 20
Sperm 2 7503 00
Tansy 0010 75
Tar, USP ——  6»»
Turpentme bbl. — 082%
Turpentine, less— 890 9i
Wintergreen,

leaf 8 0008 20
Wintergreen, sweet

birch 40 25
Wmtergreen art _ 7501 00

Wormseed 26

Wormwood.__ 18 00018 25
Potassium
Bicarbonate -— 3,0 40
Bichromate ------- 200 30
romide 350 45

Carbonate™ ——— 300
Chlorate, gran'r
r xtal-—--—-------
Chlorate, powd 130 20
[0 P 50 50
lodide 32603 42
Permanganate 350 55
Prussate, yellow 450 55
Prussiate, "'red— 650 75
Sulphate = ---------- 400 60
Roots
Alkane ————————————— 450 50
Blood, powdered. 400 60
Calamus  —-----eex 350 75
Elecampane, pwd 300 85
Gentian, powd. 200 80
Ginger, African,
powdered__ 230 30
Ginger, Jamaica 52© 60
Ginger, Jamaica,
powdered — 550 65
Goldenseal, pow. 6 0006 40
Ipecac, powd.__ 2 7503 00
| jcorjce - 400
Licorice, powd. 250
Orris, powdered 30®
Poke, powdered 400
RAUbarD -------ie- ©
Rhubarb, powd. 60®
Rosinwood, powd. 300
Sarsaparllla Hond
ground 12501 40
o 80
350 40
Squdls powdered 60® 70
Tumeric, powd. 15@ 20
Valerian, powd. 60® *0
Seeds
Anise  ----mee--mme-e 330 35
Anise, po 40
Bird, Is Ib
Canary-- is
Caraway, Po. 25 13® 15
Cardamon 15001 76

Celery, powd. 35 .25®@ 30

Coriander pow. .25 15®@ 20
ill 16® 20
Fenn_n—e 35® 40
Flax 06%0© 12
Flax, ground__06%0 12
Foenugreek pow. 8® 16
Hemp_ - 8® 16
Lobella_PowEi. — 01 60
Mustard, yellow 10® 15
Mustard black — 15® 20
— — __ — 30® 40
8u|nce 17502 00
16® 20

adilma——-—-—- 30® 40
Sunflower 7)4® 16
Worm American 00 40
Worm Levant 20002 25

Tinctures

Aconite
Aloes
Arnica
Asafoetida _
Belladonna
Benzoin
Benzoin Comp'd
Buchu
Cantharadies
Capsicum
Catechu
Cinchona
Colchicum
ubebs
Dlgltalls
Gentian
Ginger,
Gualac _
Guajac, Ammon.
lodine
lodine, Colorless
Iron, clo
Kmo
rrh
Nux vomica___
Opium
Opium, Camp.
Opium, Deodors™d
Rhubarb

DS

Paints

Lead, red dry 12)4012%
Lead, white dry 12)4012%
Lead, white oil 12 4012%
Ochre, yeIIow bbl. ©

2)4®
60©

Ochre yel

tty  ---- 8
Red Venet’n 3)4® 7
Red, Venet’n Eng 4 8
W hiting,

Whiting  --------—= 5%® 10
L. H. Prep. 25002 75
Rogers Prep 2 5002 76

Miscellaneous

Acetanalld 550 75
Alum 100 18
Alum, powd. and

grou 11© 20
Bismuth, Subni-

trate 2 430 260
Borax xta

powdered 7%0© 13
Cantharades, po 1 500400
Cal omel—l 210135
Capsicum 400
Carmine 6 000660
Cassia Buds__ 30 40
Cloves 50® 55
Chalk Prepared 160 18
Chloroform 66 77
Chloral Hydrate 1 3501 85
Cocaine 9 25010 25
Cocoa B_utter_50® 75
Corks, list, less 46
Copperas 3© 10
Copperas, Powd. 40 10

Corrosive Sublm 11701 25
CreamTartar i

Cuttle bone

Dextrine

Dover’s Powder 5

Emery, All Nos.

Emery, Powdered-

Epsom Salts, bbls.

Epsom Salts, less 4)4® 69
Ergot, powdered 1 7502 00
Flake hite 150 20

Formaldehyde, b 16® 26
Gelatine 14001 66
Glassware, Tess ,55%.
Glassware, full case 66%.
Glauber Salts, bbl. 03
Glauber_ Salts less 04© ).

Glue, Brown_ 21© 30
Glue, Brown Grd. 17® 25
Glue, W hite 250 40
Glue, White Grd. 300 35
Glycerlne 20)4® 35
Hops 5® 76
lodine 4 9505 40
lodoform 6 3006 75
Lead Acefate __  18®
Lycopodium__ "3 5004 00
ace 750 80
Mace, powdered 8501 00
Menthol 6 5007 00
Morphine 7 7508 80
Nux Vomica © 30
Nux Vomica, pow. 804~

Pepper black pow. 32f
per, white %
P| ch, _Burgumr 10

uassia
§U|n|ne 9601 69

ochelle Salts _ 250
Saccharine 30
Salt Peter 11 22
Seidlitz
Soap,
Soap mott castile 22%© 26
Soap, white castile

case 6 00
Soap, white castile

less, A)er bar 01 75
Soda sh 5@ 10
Soda Bicarbonate 3)4® 10
Soda, Sal 2)4® 5
Splrlts Camphor ©1 25
Sulphur, roll 04© 10
Sulphur, Sublm= 4%4@ 10
Tamarinds

Tartar Emetic — 70® 75
Turpentine, Ven. 5002 26
Vanilla Ex. pure 1 6002 00
Witch Hazel 14702 00
Zinc Sulphate_06® 15
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GROCERY PRICE CURRENT Baker's % 45 Plazn. 505 W 000 05 00 Mayflondr 16 o de. 1506

h ] EakerslgA)s gé golronado 55005 \'/I'vlnd 9(5) 88
ithi i il* unte C size elmont S ood 11
) ese ql_Jotatlons are carefully cor_rected Weekly, within six hours of mail Bunte! 5215, 2 I 500" Wood 125 00 by P. Lor;lolarddBrands o
ing, and are intended to be correct at time of going to press. Prices, however,  Bunte, 1 Ib...... - 48 St. Reges, 505, W00d 125 00 Tioar: 105 " doz”
liable to ch : d : ; Drosté’s Dutch, 1b. "9 00 Vanderbilt, 25, Wd 140 00 1980 29¢, - doz. o
are liable to change at any time, and country merchants will have their orders  proste's Dutch, % [b. 4 75 Ambassador, 28s, W 170 00 1i9er, 50c, doz. ~— 4 8
filled at market prices at date of purchase. agggﬁeeisDuo}gsh % Ib. 2 918 Garcia & Vega—Clear  Weyman Bruton Co, Brand
Herseys, " %s __ B New Panatalla 100s 57 00 Wom ot tioe, o do 8
Huyler 3 ' -5 tut, 10c, doz.__
ADVANCED DECLINED Lowney, 96 41 Ignacia_Haya
Lemon Peel Evap. Apricots Nuts Lowney, tes 47 Extra Fancy Clear Havana PLUG TOBACCO.
Orange Peel Cidh. AP Lowney, %s ~ 46 Made in Tampa, Fla. American Tobacco Co.
Raisins Candy—French Creams Lowney, 5 Ib. cans_, 31 Delicades, 50s 115 00 Brands.
W heat Some’ Cheese Van Houten, %s 12 Prlmer032505 140 00 Amer. Navy, 10c, doz. 96
Corn Blour Van Houten, %s _ 18 Queens, 25s 7180 00 Amer. Navy, per plug 64
Lamb Veal ¥an ﬂou{en, i/os 3% Perfecto, %5;—186 00 Jolly Tar, 24, per plug 16
Lard an Houten, 1s __ .. 65 Starlight Bros. Gold Rope, 10c, doz. 99
Smoked Meats La Rose De Paris Line Boot Jack, 15c, doz. 1 44
B — COCOANUT Coquettes, 50s 65 00 Piper Heidsieck, 10c 96
AMMONIA g?s, g Ig case Dunham gg ga%allergos 50s 70 08 P|ger Heidsieck, 20c_ 1 92
CANNED FRUIT CANNED VEGET . 0S case ouse S Spear Head, 10c cuts = 96
Arctic Brand Apples, 3 Ib. Standard 175 Asparagus. ABLES 14s & %s, 15 Tb. case 49 Peninsular mleo 09 Spear Head, per plug 64
16 0z., 2 doz. in carton, Apples. No. 10 06 60 No. 1, White tips___ 4 00 6 and 12c pkg in pails 4 75 Chicos. 25 00 Square Deal, per plug 94
per doz. 1’75  Apple Sauce, m) 2 266 No. 1, Green tips__385 Bulk, barrels 24 Palmas. 255 _176 00 Standard Navy, 8 94
1 X L, 3 doz, 12 oz. 375 Apple Sauce, No. 10 900 No. 76, Lge. Gr. 3 7504 50 482 oz. pkgs., per case 4 15 Perfectos, 255______195 00 Town Talk, per p 66
Parsons, 3 doz. smali 6 30 Apricots. No.1 1 900200 Wax Beans, 2s 13503 75 48 4 0z. pkgs., per case 7 00 Rosenthas B i
Parsons, 2 doz med. 500 ABricots, No2 Wax Beans, No. CLOTHES LINE R. B. Londres. 566 % é;?geetrt &erMerrs Brand:(.)
Parsons, 2 doz, ‘lge. 670 APHSOIENG, 28 § 09013 50 igreen peans. 22 118m4 35 Hemp, 50 ft. 160 . Tissue Wrapped_ 6800 Chops, ' 10 foz.o—— 96
AXLE GREASE Blueberries, No. Lima Beans. No. 2 Gr 2 00  Twisted Cotton 50 ft. 2 00 R.FB:IIW|n0|bI% 50s, 76 00 Drummond Nat LT5c 1 44
Blueberries, No. 10‘[3 00 Lima Beans, 2s, Soaked 95 Braided, 50 29 ol rappea ___ Honey Dip Twist, 10c 99
Cherries, No. 2 30003 50 Red Kid. No. 2 13001 65 Sash Cord __ ——— 400 Union Made Brands Granger Twist, 10¢, dz. 96
Cherries, No. 2"7_4 0004 9% Beets, No. 2, wh. 1 6002 40 El Overture. 50s. foil 75 00 Horse Shoe,” per plug 74
Cherries, No. 18 00 Beets, ) COFFEE ROASTED Olo 50s J. T. Brlght per plug 64
, No. 2, cut 1 2501 75 ay, 60 00
by o T sl BELNS S AUIER D a2 } oo oy 2
orn, No. 2. ot 80 Manila 10c " Pit i
Peaches, No. 1 STiced 1 40 Corn, No. 2, Ex-Stan. 1 55 Santos 18023 King Pin, per plug_~ 32
pPeaches, No.? 27 Corn No. 2 Fan 16002 25 Maracaibo —_—_— 24 La Yebana, 25s__ 79 00 King Pin, 10c cuts, éa 08
Peaches, No. 2%, Mich 2 60 ! ! Mexican .. 25 <>ur Nickel Brands Masterpiece, per plu 41
Peaches, 2% Ca(l). 3 00@3 75 ng ’\[l\jod, zioFy glass_3 25 Guatemala - ..- 26 New Currency, 100s— 37 60 Picnic Twist, p10c Fgjozg 96
Peaches, No. 10, Mich 7 75 Homin No. 3 T 1501 35 Java and Mocha . 39 Lioba, 100s 6 00 Pure Grape, 10c, doz. 96
E)achesI No. I:LO ?%Ioolti ?g Okra, Km, 2 'whole 190 PBé)a OEI?I'V %ﬁ Eventual, 60s 36 00 StarI %er plau2 1 ) é‘é
neapple, 1, slic. Okra, No. 2, cut_—160 Cheroots ncle sam 0c cut
Pineapple, No. 2, slic. 2 75 Dehydrated Veg Soup 90 package old Virginia, 100s _ 23 50 Burley Tobacco Co. Brand
bineapble: 28Tk siie; 222 Dehydrated Potatoes I 85 Liberty 0 18 Stogies__ Eracer. pbr plig—" 3
Pineapple, No. 2, crus. 2 25 Mushrooms. Choice 40 Reno ~ 20 Home Run, 50, Tin 18 60
Nedrow U 27 Havana Gem, 100 wd 27 60 Scotton, Dillon & Co.
Pineap., 10, crus. 7 0009 00 Mushrooms, Sur Extra_ 62 Quaker 5 Brand
25 Ib. pails, per doz. 19 20 Pears, No. 2 325 Peas, No. 2, E.J. 1 2501 80 9 rands.
48, 1 b, 165 Pears No. 2% 13 peds NS S Gk ﬁ/loy?l Cll—l|JB - %{63 o E(I:IGAR%JTFI’EIS 6 00 grearﬂw De Menlthe 10c 82
_— : R . -2 - grton House ne Eleven ain eachey, per plu
2480 58 Bl NS Ser———3 % ped"Sorex 50002 10 White House ... _ %2 Beechnut, 20, Plain . 6 00 Stronghold, per prig. 64
BAKING POWDERS  Plums, No. 10, Water 250 E.'J. ' — 19002 10 McLaughlin’s XXXX vg,TkeeeR(‘;J,'h 2 Plam 800 Yankee Girl, per plug o
Calumet, 4 oz.,doz. 97% Raspberries No. 2, blk. 3 25 peas, Ex_ Fine, French 32 Mclaughlin's XXXX pack- sunshine, 20, Plain 6 00 P. Lorrilard Brands.
Calumet, 8 oz.doz 1 95 Rhubarb, No. 10 __ 625  pumpkin, No. '3 135  age coffee is sold to retall- Nebo, 20, Plain-——-=7 00 Climax, 10c tins, doz. 96
Calumet, 16 oz. ,doz. 335 Pumpkin, No. 10 375 ers only. Mail ail orders Camels, 20, Plain___ 800 Cli S h, pl
CANNED FISH. , 20, P _ imax _Smoot plug 72
8a’ume{, 150 Ilth)., goz. % 88 Clam Ch’der. 10% oz. 1 35 g:mgg%ggs ‘;/; ggccr? 15018 IdIHreH ég V\é-thcagwcLaugh- Reluk, 20, Plain 7 80 Climax Thick, per plug 72
alumet, ., doz. Clam Ch., No. 3 3 0003 40 1 o, — Lucky Strike, 10°& 20 8 00 Red Cross, 10c cuts 9%
K. C. 10c, doz 9% Clams, Steamed, No. 1175 3SW't Potatoes, No. 2% 2 15 Sweet Caporal, 20, Pl. 8 00 Red Cress, per plag 48
K. C. 20c. doz— 185 Saurkraut, NO. 3 - 160 Coffee EX"aCtS i ! Fa
K. C. 25¢c, doz.— 2 35 Eiﬁnm;ﬁ "H/'ig‘dcg,%' ;’L\loobzl % g’g Succotash, No. 21 6002 35 N. Y., 109% ‘évﬁgﬁi?fr.emas“fo”g 2%0 g 88 R. J. Reynolds Tobacco Co.
K. C.51b, doz. 700 Ejonan, Hiaddie, 10 0z. 330 Succotash; No. 2. glass 345 Frank’s %0 Opac" ges 14 60 Biedmont, '10&20, PI 8 00 Brands.
ueen Flake, 6 07._1 35 i cen M addie ‘NS¥T 598  Spinach, No. 1 140 Hummels 5 -09%  spur, 20, Plain g8 00 Apple, 5 Ib. Butt, Ib. 80
ueen- Flake, 50s, Kegs 13 Fish Flakes small — 1 35 Spinach, No. 2 "TZ501 75 Sweet Tips, 20, "P'I_m 800 Caramel Twist, per Ib. 88
ueen Flake 1005, Kég 12 Cod Fish Gake 10 oz, 1 83 Spinach, No. 3 21002 & CIONDENSED MILK Tdie Hour. 30, Pla Gravely Superior, 10c 96
oyal, 10c, doz. 9 Cove Oysters, 5 0z. — 135 SPinach, No. 10 615 Eeiz?dgr 44 %gi - 2060 Omar, 20, Plain 10 00 Humbug, per b .
Royal, 6 oz, doZ_ — 270 [obsters, No. 1, Star 7 60 Tomatoes, No. 2 173501 65 Falks Havana, 20, PT. 9 75 Liberty Bell, er_l'B 73
Royal, 12 oz., d Lobsters, No. %, Star 4 00 Tomatoes, No. 3 17002 25 MILK COMPOUND Richm’d S Cut, 20, pi. 10 00 Maritana, 15¢ Foil, dz. 1 44
Royal, 5 Ib .- Lobsteis. No. % Star 2 60 Jomatoes, No. glass 2 85 Hebe, Tall, 4 d 2 00 Richm’d 1 Cut. 20 ck. 10 00 Mickey Twist, per Ib. 81
Rumford, 10c . o Tomatoes, No. £ i 6 00 e, 24 0z. . Fatima, 20, P'lain_ 10 00
Rumford. 8 6z. 00z 18 Shrimb. No. I ey — 5 10 Hebe, Baby, 8doz 390  [Shmr 55 plain—tosy  John J Bagley & Co
Rumford, 12 oz, doz. 2 40 i ry CATSUP. arolene, Ta 0z Englich’ Gvals. 20 PT 1 _Brands.
Rumford, 5 Ib, doz. 12 50 SR 008t 0% 3504 %8 B-nut, Large 275 Carolene, baby 370 'Il_'mgléllssh LT\fFSps 10 ok 1] 80 Maple Dip. per plug— 60
yson, 0z., doz._ | 9 B-nut, Small 180 ondon Life, 10, cork 11 50
Ryson, 8 oz, doz. 225 23?‘32'&%@ /%O'émko'fesg ? SS Fraziera, 14 07. 7 26 CaEr\r{g\tlpoonRé;lfD‘; M,IZL'é oo Helmar, 10" Plain_11 60 SMOKING _TOBACCO.
Ryson, 16 oz., doz. 405 Sardines, % Mus. 3 7504 75 Libby, 14 oz. 3 25 Carnatlon Baby, 8 dz 4 g0 Herbert Tarryton, 21') 12 2 American Tobacco Co.
Superior, 16 0z., doz. 125 Sajmon, Warrens, %s 2 76 Libby. 8 0z ———"200 Every Da Ty Il ~“500 Egyptian Str. 10'ck. 12 & Brands,
! ' o —I y Y, M d, 20, P| H 15 50 Banner, L. C., 10c, dz. 96
BLUING gajmon. Warrens. 110 490 Van &m> %6 o —318  EvelY bay, paby—3 10 Murad. 10, Plaii—18 00 Banner, L. C., 40c, dz 3 84
Jennings Condensed Pearl gg:mgﬂ’ R”v?gdAlg?gsk—a % gg Lilly Val[%y, P53 1) gggﬂgg Ggllon Z‘gg Murad, 10, cork or pi. 16 00 Blue Boar, 25c Foil 2 28
C-P-B "Seal Cap” Salmon, Pink Alaska 145 Lilly Valley, % Pint 180 Murad, 20, cork or pi. 16 00 Blue Boar, 30c Vac tin 2 76
3 doz. Case (15¢) - 375 Sardines, Im. %, ea. 10028 ' Luxury 10, cork " 1600  Bob VISILTI’IF\eamgr?.BC 00 2
BREAKFAST FOODS Sardines 1m. %, ea. 25 CHILI SAUCE. Melachrino, No. 9,710, Drum. Gran. 5c. dz. 48
Sardines, Cal. — 1 7502 10 cork or plain 16 00
grackas Wheat, 202 485 00" Ghicon 00 8 sheer Bez 39 wilihdno 6 5o 0 BHICER 6 B g
ream o eat--— 9 0 ! , nider, 0z. , .
Plllslﬁ)uryps ffBe(zjstRCerl ézg ¥ﬂﬂg 052) NReé(gé’m _12625 Lilly  Valley. TRt 2 40 Mg?a{(lz(h é)r %I.algr,‘ 10,5T 6 38 8:22% t 8 %(())g ﬂi 2298
uaker "Puffe ice— i \ Melach’o, No. 9, 20, St 16 60 lant, L. L., oUC, -
uaker Puffed Wheat 4 80 CANNED MEAT. OYSTER COCKTAIL. Natural, 10 and 20 16 00 Giant, L. C. Pails, dz 6 84
uaker Brfst Biscuit 190 Bacon, Med. Beechnut 2 70  gpjgers. 16 oz 3 50 Markaroff, No. 15, 10, Garrick, 30c Foil, dz. 2 70
uaker Corn Flakes 2 80 Bacon, Lge, Beechnut 495 goinacc’ g° 670 2 35 16 00 Imperial Cube Cut, 30c 2 88
Ralston Purina 400 Bacon, Large, Erie — 300 ’ E— pa|| Maﬂ"F?El’_ZU—' Lucky Strike, Cut 193
Ralston Foranzns o 270 Beel o Iy Gorned — 2 60 CHEESE. Benson & Heddes, 10 20 oo R/Iﬂyﬁfé Navy Plug Cut ' %
Ralston fFo%d, 2398 = 3 & Beef No. % Eagle SIi. 13 Roguefor 95 o S er 10 "dera 2000 Navy, G. &'A., T0c” %
Saxon Wheat Food — 4 80 Beef, No. %, Qua. sli. 200 Kraft Sma tins_ 1 40 Deities, 10 21 00 Navy, G. & A, 6¢c__ 48
Shred. Wheat Biscuit 4 90 Beef, No. 1, Qua. sli. 325 Kraft American 275 , Condex, 10—22 oo Nigger Hair, 10c, doz. %
Beef, No. 1 'Bnut, sli. 6 70 Chili, small tins__140  Qatmans, ftall 5 00 Bhilips Morris T0 — 2 Nigger Hair, Pails, dz 8 40
Post’s Brands. Beef, No. %, B'nut sli. 315 Pimento, small tins - 1 40 ©Oatman’s baby 475 paibs VS 10, Pl 28 00 Nigger Head, P. C'10c 96
Grape-Nuts, 24 - 380 Beefsteak & Onions, Is 3 35 Roquefort, small tins 2 25 Pet, Tall = 777500 RIS ™ 5% ™' 53 Go oid English, C.'C. 16¢c 1 §0
Grape-Nuts, 100s _— 2 76 cpjli C Cc Is 1 3501 45 Pet, Baby 3 65 mbassador, 99
Postum Cefeal 125 — 2 25 De\I/:IedonHar% 0s/S 3s01 Camembert small tins 2 25 Silver Cow—TaT——500 ©ld 76, 10 or 60 — 37 60 geerlless L ¢C, 130.
Post Toasties, 365 — 3 60 Deviled Ham %s — 3 60 erlgconsm Flats %g Silver Cow, B aby—"7 80 Benson & Hedges~ Poorloss, LL CC35|ga”zé %22
Post Toasties, 24s — 850 Hamburg Steak & Wisconsin Daisy 23 \\;an gamp, B L' ;35 98 Tuberettes ___ 6500 pg oy, L. C.,10c 96
BROOMS Onions, No. 1 316 Longhorn 23 an Camp, Bapy CIGARETTE PAPERS. Rob Roy, L. C..40c3 84
Standard Parlor 33 Ib. 500 Potteq Beef, 4 07—140  New York ——— Vhite ‘House Tall_4 5 Riz La Croix, Wh, dz._ 90 Rob ROy, L. C., pails 8 40
Fancy Parlor. 23 Ib— 7 25 Potted Meaf, % Libby 50 Michigan FLTI'I_CWZZ ite House, Baby_ Riz La Wheat Br.,'100 7 50 Sweet aple Scrap, 96
Ex Fancy PParIIorZZS Ilb 8 80 l;gggg '}\AA%%tt % L&%Eg’ i Sap Sago CIGARS Riz Tam Tam, per 100 6 80 ggllg:g; ggy, L& c. 1a0'C| ; gg
0 ]
Tt))( ey, Parlor 2616 990 potted Ham, Gen. % 2 15 CHEWING GUM Worden Grocer Co. Brands 219 220 Per 100725 SUCAEBaY. v 1z ol 1 42
; ¥|er}nle Sfau’f/.l, dN_o. %21385 Adams Black Jack 65 Harvester Line. TOBACCO—FINE CUT. _Tl_uxego (éran (1:7Ct dz 163
WhISk No 1 eal Loa edium Adams Bloodbery_ 65 Kiddies, 100s 37 50 Liggett & Myers Brands uxeao ran. Cu
60! Hiawatha, 10c, 96 0z. tins_7 20
BRUSHES OXD_eI_robr%/ uBeragdlsb In Glassso ﬁggmg CCaf!IIfclgtrSUIt gg Bgtlz%rodchore%%ers s 57688 Hiawatha 16 oz, %812 00 Yale ?\/le 15¢ vac. tin 1 44
Scrub ) Siiced Ox 'Tongué % 4 60 Adams Sen Sen___ 65 Pacemaker, 505 75 00 Red Bell 10c, doz— 96
gollg EaCE ?l”il -4 Calf Tongue, No. 1— 645 Adams Yucatan 65 Panatella, 50s 75 00 Red Bell, 35c, doz._ 3 50 Liggett & Meyers Brands.
Pg|lntedalcfnds n. — Lamb Tongue, Wh. Is 6 06 Beeman’s Pepsin__ 65 Favorita Club, 50s_ 95 00 Red Bell, 75¢c Fails dz. 7 40 Briar Pipe, doz 96
Lamb Tongue, sm. sli. 225 Beechnut 76 v\}alcure 50s 95 00 Dan Patch, 16 02 dz. 96 Cuban Star, L. T0c 96
Stove Lunch Tongue, No. 16 00 Doublemint 65 Idorfs, 50s 110 00 Sterlm% 10oc, doz. 96 Cuban Star, Palls dz. 6 90
No. 1 Lunch Tongue, MNo- % 365 Juicy Fruit ——%5 The La AzoralLi Sweet Burley, 10c, dz. 9 Corn Cake’' Gran. 5¢c 48
No. 2 Deviled Ham, % 300 Spearmint, Wr_lgWs 65 € iti égra meéa 00 Sweet Burley, 45¢foil 4 25 Corn Cake, Gran.,10c 96
Shoe Vienna Sausage, sm. 1 80 Zeno 65 s B bs — 98 0o owt Burley, 95¢ Dru. 9 45 Corn Cake, Gran.,25c 2 40
No. 1 \Slllenga BSaLstage I.I e.128§0 Wrigléy's P-K — 65 Blltfné?gmgos wesT ‘o5 00 gwsg% ((::thg: 41520 dg%' . gg Borkn Ca l\ljle ) Gra905004gg
No. 2 ice eef, sma Sapota Gum __— 125 uke’s- Mixture C
S t Cub
No- 8 —— —— Boncless E:gg ESS% ot 2 % CHOCOLATE Sanchez & Haya Line Sweet Orlar?ge,%l%c?agzl P® Grwmet c.w%oe %
BUTTER COLOR Sandwich Spread, /o 225 gaker. Caracas. 9 s 35  C'°ar Hayvana Cigars made o o nuion e co prand Srowler, LT C25cT2 50
Dandelion, 25c size__2 8 Baked Beans. Baker, Caracas, % s _ 33 Specials, 505p 75 00 Dan Patch, 10c, dez 96 et o U & o
Perfection, per doz. 1 76 (B:eechgultl 6o0z._ 1 3516 Baker, Premium, % s_39 D|plomat|cs 50Ss__ 9500 Dan Patch, 16 0z., dz. 7 7 IN‘SOIUHB%,,PEQCC 153 13231
ampbells Baker, Premium, % s_36 B
CANDLES Ilmgtlc Gem, 0z. 9 Baker, Premium, °/g s 36 Rlesm%p?:lnsaost 112 00 Qiibwa, "18c. ‘doZ 99 g V. Sr,cut Py 10c 96
18 (—)_673_ 00 OQjibwa, 8 oz, doz —4 25
] O, U., ' C. P., 90c Jars 9 00
Electric Li ht 40 lbs. 12.1 Fremont No. 2 115 Hersheys, Premlum %s 35 Rosa, 50s 126 00 '
Plumber, 4 128 Snider, No. 1 I 16 Hershe s, Premium, %s 36 Qjibwa, 95¢, doz. 9 45 Pilot,” Long Cut, 25c 2 30
Paraffine, 6s 5 Yy ium, o Victoria TTns 116 00 Ojibwa, 90c, doz. 90 Plow Boy, 10c, doz. =99
14%  Snider, No. 2 55 nkle, Premium, %s_ 35 IS
Paraffine, 125 1% Van Camp. STET—1 0  Runkle Premiam. oo SR 00 Sheet it 10 du” " Flow goy 7be pats 740
0) an Camp, Sma Runkle, Premium. %s_ 37 Original ‘Queens, 60s 150 00 Uncle Daniél, 19¢c, dz. 9 Summertime, 10c, dz.

Wickingm 20 Van Camp, Med. 1 Vienna Sweet, 24e-—— 200 Worden Special, 26s 185 00 Uncle Daniel, 16 os. 10 20 Summertime, 39c, d% sg«
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Summertlme 65c Pails 6 50

Sweet Ti g 10c, dz 96
Velvet, lug, 10c 96
Velvet' Cut Plug t|ns 163
Velvet, Cut Plug, 8 7 25
Velvet, Cut PI.. 16 oz "14 50
Velvet, C. Pl, 16 0z. 16 00
Tum Tum, 10¢, doz.” 9
Tum Yum, 70c pails 6 80

P. Lorillard’s Brands.

Beechnut Scrap, doz. 96
Buzz, I». C., 10c, doz. 96
Buzz, L. C., 35c, doz. 3 30
Buzz, L. C., 80c, doz. 7 90
Ch|ps P. C. 10c, doz. 9
Honest Scrap, doz. — 96
Stag, Cut P., 10c, doz. 96
Union Leader, 10c tin 96
Union Leader, 50c tin 4 80
Union Leader, $1 tin 9 60
Union Leader, 10c, dz. 96
Union Leader, 15c, dz. 1 44
War Path, 35c, doz. 3 35
Scotten Dillon Co. Brands
Dan Patch, 10c, doz. 96
Dillon’s Mixture, 10c 96
G. O. P-, 35c, doz. — 335
G. O. P, 10c, doz. — 96
Loredo, 10c, doz. — 96
Peachy Do. Cut, 10c 9

Peachy Scrap, 10¢, dz. 96
Peninsular, i0c, doz. 96
Peninsular, 8 o0z., dz. 3 35
Reel Cut Plug 10c, dz 9%
Union Workman Scrap,

10c, doz.
Way Up, 10¢ doz. — 96
Way Up, 8 oz. doz.— 3 35
Way Up 16 oz., doz. 7 10
Way Up, 16 oz. pails 7 60

ay
Yarkee Girl Scrap, 10c 9%

Pinkerton Tobacco Co.
Brands.
American Star, 10c, dz 9%
Big 9, Clip., 10c, doz. 9%
Buck Shoe Scrap, 10c 9%
Pinkerton, 30c, doz. — 2 40
Pay Car Scrap, 10c, dz 96
Pinch Hit Scrap, 10c 9%
Red Man Scrap, doz. 9
Red Horse Scrap, doz. 96

J. J. Bagley & Co. Brands.

Broadleaf, 10c 96
Bucklngham 10c, doz. 96

Buckingham, 15¢ tins 1 44
Gold Shore, 15c, doz. 1 44
Hazel Nut, 10c, doz. 96
Kleeko, 25¢, doz. — 2 40
Old Colony, PI. C. 17c 1 62

Old Crop, 55c, doz. — 5 40
Red Band, Scrap, 10c 96
Sweet T|ps 15c, doz. 1 44
Wild Fruit, 10c, doz. 96
Wild Fruit, 15c, doz. 1 44

Independent dSnuff Co.

New Factory, 5¢, doz. 48
New Factory Pails, dz 7 60

Schmidt Bros. Brands
Eight Bros., 10c, doz
Eight Bros., Pails, dz 9 60

R. J. Reynolds Tobacco Co.
Brands.
George Washington,

10c, doz. ------------mee-
old Rover, 10c, doz. 96
Our Advertiser, 10c, 9

Prince Albert, 10c, dz. 96
Prince Albert, 17c, dz. 1 63

Prince Albert, 8 o0z.

tins, without pipes _ 7 20
Prince Albert 8 oz.

and P| doz. — 9 36
Prince bert 16 OZ 13 92

Stud, Gran. 5c, doz. 48
Whale, 16 0z., doz. — 4 80

Block Bros. Tobacco Co.
Mail Pouch, 10c, doz. 96

Falk Tobacco Co., Brands.
American Mixture, 35c 3 30
Arcadia Mixture, 25c 2 40
Champagne Sparklets,

30c, doz 27
Champagne “Sparklets,

90c, d
Personal -6 60
Perique, 25c, per dob. 2 25
Serene Mixture, 16c dz 1 60
Serene Mixture, 8 o0z. 7 60
Serene Mixture, 16 oz 14 70
Tareyton Lundon Mix-

ture, 50c., 00
Vintage Blend, 25c dz. 2 30
Vintage Blend, 80 tins 7 50
Vintage Blend $1.55

tins, doz .- 14 70

Superba_ Tobacco Co.
Brands.

Samm% Boy Scrap, dz 96
igar Clippings
Havana “Blossom, 10c 96
Havana Blossom,
Knickerbocker,
Lleberman 10c,

W. W., 6 oz,
Royal Major, 10c, doz. 96
Royal Major, 6 oz., dz.

Royal Major, 14 0z. dz 7 20

Larus & Bro. Co.’s Brands.

Edgeworth Ready Rub-
bed, 17c Ting§---—--

Edgeworth Ready Rub-
bed, 8 o0z. tins, doz. 7 00

Edgeworth Ready Rub-
bed, 16 oz. tins, dz. 14 50

Edgeworth Sliced'
17c tins, doz

Edgeworth Sllced Plug,o .

doz 365

Weyman_ Bruton Co.'s

Brands.

Central Union, 15c, dz. 1 44
Shag, 15c Tins, doz. 1 44
Shag, 15¢ Papers doz. 1 44
Dill’s Best, 16c, doz. 1 54
Dill’s Best Gran., 16c 1 54
Dill’s Best, 17¢ Tins 1 62

Snuff.
Copenhagen 10c, roll 64
Seal Blandenin 10c 64
Seal Goteborg, 1 ¢, roll 64
Seal Swe. Rapee 10c 64
Seal Norkoppmg, 10c 64
Seal Norkopping, 1 Ib. 85

CONFECTIONERY
Stick Candy

Standard
Jumbo Wrapped -
Pure Sugar Stick, 600’a 4 2#

Mixed Candy

Kindergarten
Leader

Fancy Chocolates.

51b. Boxes
Bittersweets, Ass’ted 1 90
Choc Marshmallow Dp 1 80
Milk Chocolate A A— 2 00
Nibble Sticks ---
P Choc. -

No. Choc 175
Chocolate Nut Rolls - 2 00

Gum Drops.

Pails

Orange . i
Butterscotch Je
Favorite

Lozenges.
g Palla

A. P ep. Lozenges 18
A. Pink Lozenges 18
A. hoc Lozenges 18
tto
It

A.
A.
A.
Motto Hearts------------ 2
Ma d Mllk Lozenges 22
Hard Goods.
Lemon Drops
O. F. Horehound Dps 19

P ils

Anise Squares-------—-- It
Peanut Snnares -- 1*
Horehound Tablets _

Pop Corn Goods.
Cracker .Taek, Prize 5 9
Checkers ' Prize ----- 95

Balloon Pop Corn. 50s 1 90
Cough Drops

Boxes
Menthol Horehound - l 30
Smith Bros. ----------- 16°
CRISCO
36s. 24s and 12s.
Less than 5 cases — 19
Five cases - - 18%
Ten cas 18
Twenty- flve Tcases — 17%
6s and 4s.
Less than 5 cases — 18%
Five €ases - 17%
Ten cases 17%
25 cases 7

COUPON BOOKS |
50 Economic grade 20
100 Economic grade 4 60
500 Economic grade 20 no
1,000 Economic grade 37 50

Where 1.000 ‘books are
ordered at a time, special-
Iv printed front cover Ib
furnished without charge.

CREAM OF TARTAR
Ib. boxes —

DRIED FRUITS
Apples
Evap'd Choice, blk. — 14
Apricot«
Evaporated, Choice

Evaporated, Fancy
Evaporated, Slab

Citron
10 Ib. box
Currants
14 oz. -——-1°
Bulk, per Ib. — L
Peaches
Evap. Choice, Unpeeled 15
Evap. Fancy, Unpeeled 1<
Evap. Fancy, Peeled — 1

Package,
Boxes,

Lemon, American —
Orange, American

Raisins
ancy Seeded, bulk
ho mpson Seedless. ~
1 Ib. pKg. = 24
ancy See ed, bulk — is
ho mpson Seedless
bulk --

F
T
E
T

21

California Prunes
25 Ib. boxes —@10
b. boxes 11
b. boxes —@13
b. boxes

b. boxes —MW}y>
b. boxes

MICHIGAN

FARINACEOUS GOODS8

Beana
Med. Hand Picked — 05%
Cal. Limas ---------mmmmml
Brown, Holland-—- 08

Farina
1 Ib. packa es ————— 8 80
Bulk per 100 >

y
Pearl, 100 Ib. sack _ 525
Macaroni
Domestic, 1° Ib. box 1 00
Domestic, brkn bbls. 08
Golden Age 2 do*. 100
Fould’s, 2" doz., 8 oz. 180
Pearl Barley
Chester 475
Peas
Scotch, Ib. 06%
Split, Ib. 9
8ago
East India 06%
Tapioca
Pearl 100 Ib. sacks __ 7
Minute. R oz.. 3 doz. 4 06

Dromedary Tnstant_2 70

FISHING TACKLE
Cotton Lines
No. 2, 15 feet
No. 3. 15 feet 60
No. 4. 15 feet 180
No. 5. 15 feet 195
No. 6, 15 feet 2 10
Linen Lines
Small er 100 yards 6 65

6

Medlumpper 100 yards 7 25

Liarge, per 100 yards 9
Floats

No. 1% per gross wd, ¢ 00
No. per gross, wood 5 50
No. 2%, per gro. wood 7 50

. Hooks—Kirby
Size 1-12, per 1,000 — 1 05
Size 1-0, per 1,000 _ 120
Size 2-0, per 1,000 — 1 45
Size 3-0, per 1.000 — 165
Size 4-0, per 1,000 — 2 10
Size 5-0, per 1,000 — 2 45

Sinke»*«
No. 1, per gross __ 65
No. 2, per gross 80
No. 3, per gross 920
No. 4, per gross _ 120
No. 5. per gross 1 60
No. 6, per gross 2 00
No. 7, per gross 2 60
No. 8, per gross 375
No. 9, per gross 520
No. 10, per gross 6 75
FLAVORING  EXTRACTS
Jennings

Pure Vanilla

Turpeneless

Pure Lemon
Per Dos,
Dram 13
1% Ounce 1 90
2 Ounce 2 76
2% Qunce 2 80

2% Ounce 326
4 Qunce 6 00
8 Qunce 860

7 Dram. “Assorted 185
1% Ounce, Assorted — 190

i Van Duzer
Vanilla. Lemon. Almond
Strawberry. RaSpberry
Pineapple, Peach, Orange.

Peppermmt & Wintergreen
t ounce in cartons__2 00
2 ounce in cartons__3 50
4 ounce in cartons_6 75
8 —13 20

Pints 264C

uarts 51 0C
allons, "each 16 00

FLOURAND FEED

Valley City Milling Co.
Lily V\)(hl % Paper
sack 8 40
Harvest (%ueen 24% 8 15
Light Loaf Spring
‘heat, 24%s 8 50

Snow Flake, 24%s_ 7 60
Graham 25 Ib. per cwt 3 40
Golden Granulated Meal

25 Ibs. per cwt N 230
Rowena Pancake Com-

pound, 5 Ib. sack_4 20
Buckwheat Compourﬁl’

5 Ib. sack

Watson H i(ggins Milling
0.

New Perfection, %s_ 8 00
Meal
Gr. Grain M. Co.
Bolted 2 25
Golden "Granulated —2 45
Wheat
No Red 112
No. 1 White = 109
ats
Carlots ---mm-mmmememeeeeeeee 41
Less than Carlots -—-46
Corn
Carlots
Less than Carlots - 63

Carlot 19 00
Less than Carlots — 22 00

Feed
Street Car Feed — 24 00
No. 1 Corn & Oat Fd 24 00
Cracked Corn --—- 24 00
Coarse Corn Meal .. 34100

TRADESMAN

FRUIT JARS
Mason, pts., per gross 8 80
Mason, Ots., ;I)r gross 10 10
Mason, % gal., gross 14 25
Ideal Glass Top pts. 10 10
Ideal Glass Top, gts.
IdeaI”GIass Top %

ga —

GELATINE

s 1 doz. large — 146
S doz p— alT 90
-O — 845
Knox’s SRarkImg d 2 25
Knox's cldu’d 225
3 doz. --------4 95

1 50

75
Plymouth Rock, Phos. 1 55
Plymouth Rock, Plain 1 35
Waukesha

GRANULATED LYE.

Wanders.

Single cases 5 15
2% “cases 50
5% cases 4 95
10 cases 4 87
% cases, 24 to case_ 2 60
CHLORINATED LIME.
Single cases, case-—— 4 60
2% cases, case .4 48
5% cases, case --—--- 4 40
10 cases, case ----- 432
% case, 25 cans to

case, Case---—------- 235

HIDES AND PELTS
Hides

Green, No. 1
Green, No. 2

Cured, No.
Cured, No. 2 --
CalfsKin, green. No. 1 12
Calfskin, green No. 2 10%
Calfskin, cured. No. 1 13
Calfskin, cured. No
Horse, No. 1 -
Horse, No. 2
Pelts
Old W ool
Lambs 100 25
Shearlings -———-—--10@ 25
Tallow
Prime __ 4
No. 1 ———— 3%
No. 2 — 3
Wool
Unwashed, medium 15®16
Unwashed, rejects— @10
Fine @16
RAW FURS.
Skunk.
No. 1 black-------- 3 50
No. 2 short stripe — 2 50
No. 3 narrow stripe— 1 50
No. 4 broad stripe — 75
Mink.
No. 1 large 9 00
No. 1 medium 6 50
No. 1 small 4 00
Raccoon.
No. 1 large
No. Lmedium --
No. 1 small
Muskrat.
Winter 75
Fall 125
Kitts 10
HORSE RADISH
Per doz., 7 oz. -

JELLY AND PRESERVES

P

Pure, 15 0z. Asst.,
Buckeye 22 oz.,
0. B.," 15 oz, per doz. 2 75

1£+_LY GLASSES
8 oz., per doz. -------—-- 44

MATCHES.
Blue Ribbon, 144 box. 7 55
Searchlight, 144 box. 8 00
Safe Home, 100 boxes 5 80
Old Pal, 144 boxes — 8 0
Domino, 720, Ic boxes 5 50

Safety Matches.
Red Top, gro. case 575
Red Cross, 1°gro. cart 1 10

MINCE MEAT.
None Such, 3 doz. — 535
uaker, 3 doz. case — 4 00

utches, 3 doz. case 4 00
Libby Kegs, Wet, Ib. 25
MOLASSES.

New Orleans
Fancy Open Kettle — 60

Ch0|ce
Good
Fair
Stock ----

Half barrels 5¢ extra
Molasses in Cans.
Red Hen, X Ib. — 2 60
Red Hen, 24, 2% Ib. 3 25
Red Hen, 12, 5 Ib. — 3 00
Red Hen, 6, 10 Ib. — 3 00
Ginger Cake, 24, 2 Ib. 3 00
Ginger Cake, 24, 2% |b 4 00
Ginger Cake, s 37
Ginger Cake, 6, 10 Ib. 3 50
(6] L. Spec., 24, 2% 5 50
O. & L. Spec.. 12, 51b. 5 2a
0. & Spec., 6. 10 Ib. 5 00
Duffs, 24, 2% Screw C. 6 50
Duffs, 6, 10, Screw C. 5 35
Dove, 36, 2 | h. L. 660
Dove, 24, 2% Ib Wh. L 6 30
Dove, 12, 5 Ib. Blue L 4 70

Dove, 6, 10 Ib. Blue L 4 45
Palmetto, 24; 2% 112 4 §9

NUTS.

Whole
Almonds Drakes—————19
Bra2|ls med "washed 15
Brazils, Iarge Washed 18%
Fancy mixed --20
Filberts,

S|C|I|y
Filberts, Naples 8
Peanuts, Virginia raw 10
Peanuts, Vir. roasted 13
Pecans, 3 star --22
Pecans, Jumbo - 80
Walnuts, Manchurian 27
Walnuts, Sorento-—-35

Salted Peanuts

Fancy, No.

Jumbo

Almonds 55
Peanuts, Spanish,
125 1b. bags - 08%
Filberts 50
Pecans — T2

Walnuts 90
OLITVES.

Bulk, 2 galke
Bulk, 3 galke
Bulk, 5 galke

Quart Jars, doz.

Pint Jars, doz. -3
4% oz. Jar, plam dz. 1
5% 0z. Jar, pi., doz.

10 oz. Jar, plain, doz. 2 35
16% oz. Jar, . doz. 3 50
3% oz. Jar., stuffed- 1 45

6% oz. Jar. Stu., doz. 2 40
9 oz. Jar, Stuffed, doz. 4 00

PEANUT BUTTER.

Bel Car-Mo Brand
8 0z.,, 2 doz. in case 2 50
24 1'Ib. pails — 4 25
12 2 Ib. pails --—----—--4 00
5 Ib. pails, 6 in crate 4 50
25 Ib. pails 13
50 Ib. tins -=-----mmmmemee- 12%

PETROLEUM PRODUCTS
Iron Barrels
Perfection Kerosine —12.7
Red Crown Gasoline,
Tank Wagon ~ -—- 21.4
Gas Machine Gasoline 39.0
V. M. & P. Naphtha 235
Capitol linder ----—-- 455
Atlantic ed Engine 205
Winter Black 16

Polarine, Iron Bbls.— 54,5
Finol, 4 oz. cans, doz. 1.65
Finol, 8 oz. cans, doz. 2.25
Parowax, 100, 1 Ib. — 6.4
Parowax, 40, 1 IB

Parowax, 20, 1 — 6.8

run P

t®

\vas§
RBt

Semdac,

12 pt. cans 3 10
Semdac,

12 qt. cans 4 50
PICKLES

Medium Sour
Barrel, 1,200 count —
Half bbls., 1300 count 17 50
5 gallon kegs , 3 00@5 50

Sweet Small
Barrels 22 50@32 00
Half barrels --
5 gallon keg

ickles.

1800 Size, bbls
2400 Size, bbls.
PIPES
Cob, 3 doz. in bx 1 00@1 20
PLAYING CARDS
No. 90 Steamboat-— 275
No. 808, Bicycle 4
Pickett ----
Congress -

PO

. TASH
Babbitt’s. 2 doz.

— 276
FRESH MEATS.

eef.
Top Steers and Heifers 13
Good Steers and Heifers 12

Med. Steers &
Com. Steers &
Cow

Heifers 10
Heifers 08

Mediurq

—— ———  w

29
Lamb.
Good 1®
Medium 16
oor 14
utton
d 10

Shoulders

Sparerlb——-————————
Neck bones
PROVISIONS
Barreled Port*
Clear Back 23 00
Short Cut Cléar 22 00

34 00
23 00
Clear Family 27 00@28 00

Salt Meats

S P Bell/es 16 00@19 00

Lard
O Ib. tubs advance %
Pure in tierces 11 11%
Compound Lard 11 11%
b. tubs---advance %
Ib. tubs advance %
b. pails__advance %
b. pails__advance %
b. pails__advance 1
b. pails__advance 1

Sausage«
Bologna --
Liver ---
Frankfort
Pork

Smoked Meat«

Hams, 14-16 Ib. 22 25
Hams, 16-18 Ib. 22 25
Ham dr|ed beef 2

Cal|forn|a Hams 13 @14

Picnic Boiled
Hams 30 @32
Boiled Hams — 34 @36
Minced Hams — 14 @15
Bacon  --—--—-m-mmv 0 @42

ef

Boneless ___ 24 00
Rump, new - 25 00
Mince Meat
Condensed No. 1 car. 8 00
Condensed Bakers brlck 31
Moist in glass 8 00

Pig’s Feet

26 00
26 00

% hbls.
% bbls,

% bbls
% bbls..

80 Ibs.

Casmgs
per Ib. 5
round set—»—M%@24

middles, set— 50@60
Sheep, a skein 1 75@2 00

Uncolored Oleomargarine
Solid Dairy
Country Rolls
RICE
Fancy Head--------—--
Blue " Rose
Broken 04
ROLLED OATS
Steel Cut, 100 Ib. sks.
Monarch. 90 Ib. sacks 3 00
Corns, 90 Ib, sack — 2 75
uaker, 18 Regular __ 2 05
uaker,, 12s Fam|ly — 29>
others. 20s, famly - 10
Silver Flake, 18 g
Silver Flake, 10 fam ily 1 90
SALAD DRESSING

350

Columbia, % plnts — 225
Columbia, 1 pint--—- 4 00
Durkee’s large, 1 doz. 6 60

Durkee’s med., 2 doz. 7 10

Durkee’s Picnic, 2 dz.

Snider's large. 1 doz.

Snider s small 2 doz. 2 35
SALERATUS

Arm and Hammer — 3 75

cal «ooa
Granulated, bbls. 25
Granulated, 100 ibs cs 2 50
Granulated. 36 2% Ib.
packages

COD FISH.

W hole Cod ----

olland Hernng
Standard bls. -12

. M., bbls, -

Standards, kegs-

Y. M., kegs
Herring

K K K K, Norway — 2000

8 Ib. palls -14

Cut Lunch ---

Scaled, per box-—- 17
Boned, 10 Ib boxes 13
Lake Herring
% bbl., 100 Ibs. —---- 7 50
Mackerel
Tubs, 60 coun t---------- 475
Pails, 8 Ib.,, No. 1— 1 50

Trout .
NB, I, 100 Ibs. o @
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Du?kee ’s Bird, doz. — 120
French’s Bird, per dz. 140

SHOE BLACKENING.

2 in 1, Paste, doz. — 135
E. z. Combination, dz. 1 35
Dri-Foot. doz. 20
Bixbys, Doz. ----

Shinola, doz. -— 85
STOVE POLISH
Blackine, per doz. 135
Black Silk Liquid, dz. 1 40
Black Silk Paste, doz. 1 25
Enamaline Paste, doz. 1 35

Enamaline Liquid, dz. 1 35
E Z Liquid, per doz. 1 40
Radium, per doz. 85
Rising 'sun. per doz. 1 35
654 Stove Enamel dz. 2 85
Vulcanol. No. doz. 95
Vulcanol, No. 10, doz. 1 35
Stovoil, per doz. ------- 3 00

SOA
Am. Famil 100 box 6 00
Export. 120 box --—- 4 95
Flake White, 100 box 5 70
Fels Naptha, 100 box 6 15
Grdma White Nap. 100s 580
Kirk White Nap. 100s 5 80
Rub No More White
Naptha, 100 box — 6 00
sunny Monday, 100 bx 5 35
Swift” Classic,” 100 box 5 70
Swift Pride, 100 box 5 40
20 Mule Borax, bx 7 55
Wool, 100 box
Fa|r)ﬁ 100 box
Jap Rose, 100 bo 8 10
Palm Olive, 144 box 11 25

=

Sweetheart,
Grandpa Tar,
Grand Pa Tar, 50 Lge 4 10
Fairbank T ar--—--—-—-—-—-4 45

Trilby, 100, 12c 50
Williams Barber Bar, 9s 50
Williams Mug, per doz. 48

Proctor & Gamble.

5 box lots, assorted
Ivory, 100 6 0z. ----—--- 00
Ivory Soap Flks., 100s 8 50
Ivory Soa Flks., 50s 4 35
Lenox, 140 cakes-—5 50
P. & G. White Naptha 5 75
Star, 100 No. 11 cakes 5 75
Star Nap. Pwdr., 100s 3 90
Star Nap. Pwdr.. 24s - 5 75

Tradesman Brand.
Black Hawk, one box
Black Hawk, five bxs 4 25
Black Hawk, ten bxs 4 00

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

WASHING POWDERS.
Bon Ami Pd, 3 d
Bon Ami
Climaline,

4 50

Grandma, 24 Larg
Gold Dust, 100s--
Gold Dust, 12 Lar
Golden Rod, 24 --
Jinx, 3 doz ---
La France Laun, 4 dz.
Luster Box,
Miracle Cm, 4 0z. 3 dz.
Miracle C., 16 oz., 1 dz.

Old Dutch Clean. 4 dz.
ueen Ann, 60 oz.
inso, 100 oz.

Rub No More, 100, 10

SPICES.
Whole Spices.

Allspice, Jamaica — @12
Cloves, Zanzibar -----—-- ©36
Casma Canton gl
Cassia, 5¢C pkg.,~ doz 40
G|nger African’ - ‘@15
Ginger, Cochin -- 22
Mace, Penang 70
Mixed, No. 1 - 24
Mixed, 5¢ pkgs., 45
Nutmegs, 70-8 - 40
Nutmegs, 105-11 -@38
Pepper, Black --——@15

Pure Ground_ in Bulk
Allspice, Jamaica--——
Cloves, Zanzibar - 40
Cassia, Canton - 25
Gmger African- 22
Mustard  ----- -@28
Mace, Penang -@75
Nutmegs --------- 32
Pepper Blac_k 20
Pepper, White 32
Pepper, Cayenne -——- 32
Papr|ka Spanish — 42

Seasoning

Chili Powder, 15¢-—- 138
(SZeIery Salt, 3 0z

Leaves - 20
Marjoram, 1 0z .----------m--m-- 90
Savory, 1 oz. - 90
Thyme, 1 oz. ---- JOo
Tumeric, 2% oz. 90

STéRCH
Kingsford, 40 Ibs.— 11%
Powdered, bags - 02%
Argo, 48 i 1b. pkgs 376
Créam. 48-1 80
Quaker, 40 I —--rm—- 6

Glos
Argo, 48 1 Ib. pkgs— 375
Argo, 12 3 Ib. pkgs. __ 2 74
Argo, 8 5 Ib. pkgs. — 3 10
Silver Gloss, 16 3 Ibs. 11%
Silver Gloss, 12 6 Ibs. 11%
Elastic, 64 pkgs. ——————— 5 35
Tiger, 48-1 2 85
Tiger, 50 Ibs. ——— 05%
SYRUPS
Corn

Barrels
Half Barrels
Blue Karo, No. 1%,
2 doz. 93
Blue Karo, No. 5, I dz 2 70
Blue Karo, No. 10.

% doz 2 50
Red Karo No. 1%, 9

doz 223
Red Karo No. 5. I dz 3 10
Red Karo, No. 10, %

doz. 2 90

Maple Flavor.

Karo, 1% Ib., 2 doz. _ 3 95
Karo, 5 Ib.,, 1 doz. — 6 15
Maple and Cane
Kanuck, per gal.-—- 150

Sugar Blrd % |b.,
doz 12 00
Sugar B|rd, 80z, 4
oz.m____ 13 00
Maple.
Johnson Purity, Gal. 2 50
Johnson
doz., 17 50
Johnson
0z.,
. Sugar.

Domino, 24, 2 Ib. — 6 50
Bbls., bulk, per gal. 60
TABLE_ SAUCES.
Lea & Perrin, large.. 6 60
Lea & Perrin 75

Pepper ------
Royal Mint --- 2 40
Tobascp 376

MICHIGAN

You, 9 oz,

doz. 270
6 75

Nibbs
1 Ib. pkg S|ft|ngs———— 14

Gunpowder
Choice -
Fancy
Ceylon
Pekoe, medium
Melrose, fancy - 56
English Breakfast
Congou, Medium ---------
Congou, Choice--
Congou, Fancy -—--
Oolong
Medium 36
Choice I_ 45
Fancy = - 55
TWINE
Cotton, 3 ply cone-— 35
Cotton, Iy balls—-35
Wool, 6 py .................. 22
VINEGAR
Cider, Benton Harbor 25

White Wine, 40 grain 17
White Wine, 80 grain 23
White Wine, 100 grain 25

Oakland Vinegar & Pickle
Co.’s Brands.
Oakland Apple Clder — 30
Blue Ribbon Corn--—--—-- 22
Oakland Whlte Plcklmg 2«
Packages no charge:

WICKING
No. per gross 60
No. per gross 85
No per gross-—1 10
No ?ross 185
Peerless Rols per doz. 45
Rochester, No. 2, doz. 50
Rochester, No. 3, doz. 2 00
Rayo, per doz. -----—- 90
WOODENWARE
Baskets
Bushels, narrow band,
wire handles ---
Bushels, narrow ba
wood handles---—---1 85
Bushels, wide band 190
Market, drop handle 70
Market, single handle 80
Market, extra 135
Splint, large
Splint, medium
Splint, small ------mn-mmm- 7 00
Churns
Barrel, 5 gal., each — 2 40
Barrel, 10 gal each— 2 66
3 to 6 gal., per gal. __ 16
Egg Cases
No. 1, Star Carrier 5 00
No. 2, Star Carrier__10 00
No. 1, Star E g Trays 4 50
No. 2, Star gg Tray 9 00
Mop Stlcks
Trojan sprin - 0
Eclipse paten sp ing 2 00
No. 2, pat. brush hold 2 00

NO. 7 -ooommommomeeee 190
z ‘cotton mop heads 3 60
rOJan sp rln% 2 (0
Eclipse patent spring 2 00
Palls
Galvanized
Galvanized
Galvanized

N—
—lOQ
o

10 qgt.
12 qt.
14 qt.
Fibre
12 qt.
10 qt.
12 qt.

Tin Da|r
Tin Dalry ----- 5 50

aps

Mouse, Wood 4 holes — 60
Mouse, wood. 6 holes — 70
Mouse, tin. 5 holes ————— 5
Rat, wood 1

Rat, spring;

Mouse, spring 30
Tubs

Large Galvanized — 8 50

Medium_ Galvanized 7 00

Small Galvanized — 6 50

Washboards

Banner Globe 575

Brass, Single

Glass, Single

Double Peerless

S|ng|e Peerless 7_50

Northern Queen 625

Universal -------m--mm- 7 50

Window Cleaners

12 :n. 66

14 in. 18

6 In. —_——— 236

Wood Bowls

13 in. Butter

15 in. Butter

17 in. Butter

19 in. Butter

WRAPPING PAPER

Fibre, Manila, white 05%
No. 1 Fibre 07%
Butchers M anita— 06

Kraft 09

YEAST CAKE

Magic, 3 doz. ----2 70
Sun |ght 3doz. -2 >
Sunlight, 1% doz. — 1 35
Yeast Foam, 3 doz. — 2 70
Yeast Foam, 1% doz. 1 85

YEAST—COMPRESSED
Fleijschman, per doz- ~ 28
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Habit of Joy That Lights Up Self

and Others.
Written for the Tradesman.

I have been seeing lately a good
deal of a young girl who, within the
space of a year, lost her father and
mother, and whose lover was Kkilled
in the war.

One would have expected her to be
crushed, for she is one of the most
sensitive girls | have ever known.

Far from it. It seems as if the
bereavements drew upon new stores
of character within. She is a centre
of radiant happiness, which infects
and illuminates everyone about her.
Deprived, not only of every relative
she had on earth but, so far, as she
knows, of the happiness of marriage
and motherhood, she has devoted
herself to a training for work with
other mothers’ children, and goes on,
singing her way through the world.

I know that she is of this sort
largely because her mother made it
her business to train her for hap-
piness. From her little childhood she
has been taught to find resources
within herself; face disappointment
with a smile; to notice and empha-
size the sunshine along the way; to
content herself with simple things,
and always to think first of the hap-
piness of others. So now she dis-
tracts herself from the ache in her
own broken heart by trying every
minute to keep sunshine in the paths
of those about her.

Happiness is not a gift of the
gods. It is a habit, commanded from
within yourself. It consists entirely
of your attitude toward the things
and people and happenings about
you. The sunshine comes, not in to
you from somewhere or somebody
else, but outward, from yourself.

A little while ago, upon a long rail-
road journey, | saw two women sitting
across the aisle from each other, who
perfectly illustrated what I mean. One
was tired and bored all the way. We
were passing through some of the
most wonderful scenery in America,
and she knew that as a fact; but she
got no joy from it; she was fussing
every minute about her personal com-
fort, about whether her hat and
clothes—most inappropriate for a long
journey— were being mussed; about
the heat and the dust and the food,;
about everything.

The other enjoyed every moment-of
the trip. She was alive with re-
sources of interest and happiness. She
saw with keen interest every flower,
tree, rock, and bird, compared the
changing scenery and growing crops
and herds as we passed through state
after state; the whole trip was an
education and inspiration to her.

Good health is almost indispens-
able to happiness, especially in
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children. This means simple, whole-
some food, plain living, plenty of
sleep. And it means, too, freedom
from what one of my friends calls “the
tyranny of foods.” Very early in life
begins that fussy attitude of liking
this and disliking that, which needn’t
ever begin at all if you train your
child to eat what is put before him,
and set him the example yourslf.

The best boarding schools have now
the sensible custom of simple cloth-
ing—almost a uniform. | know one
young woman, who not long ago was
sent home because her foolish mother
had sent her to school with so ex-
travagant and “dressy” a wardrobe,
and such an attitude of mind about
it, that the teachers would not allow
her to stay there.

Too many creature comforts and

the habit of luxury undermine the
characters of children as surely as
anything | know of. In such an

atmosphere children cannot learn the
true values in life: and misvaluation
of things—especially things—Ilies at
the root of most unhappiness.

Work is a sovereign remedy. Idle-
ness -is a sure source of discontent.
Teach the children the joy of work,
and give them work to do—useful
work—work within their capacity.
Let them participate in the making
of the home, and the maintenance of
its beauty and comfort. No matter
how much money or how many ser-
vants you may have, it is necessary
for the health and happiness of your
children’s lives that they should have
definite work to do—necessary work,
which gives them respect for what
they do and the habit of valuing their
own time and labor.

Teach the children to read; to store
their minds with useful knowledge.
Help them to learn how to be content

with quiet occupations for a little
while each day. Then an enforced
idleness through illness will not find

them fretful, but give them another
opportunity for the enjoyment of
what they have learned to appreciate.
I know how easy it is to attribute
happiness or discontent and fretting
to *“disposition.” People of any age
are not all alike, and it is easier for
some than others, even in little child-
hood, to find resources within them-
selves. Some little children are “easily
amused,” while others are full of rest-
less vitality. This is the problem: to
surround the child of any kind, and
particularly the one who, by tempera-
ment needs it most, with the at-
mosphere of sunshine and content-
ment with simple things, so that he
will start in life with the habit of
happiness that warms himself and
lights the life of those about him.
Prudence Bradish.
(Copyrighted, 1921.)
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Standardizing the Grocers’ Packages.*

During the course of the year the
members of the committee on stand-
ardization have been in close touch
with the chairman and taken active
steps to bring about improvement in
the matter of regulating containers, a
brief summary of which follows. At
the June meeting of directors the fol-
lowing were reported:

Canned Milk: The canned milk divi-
sion expresses the opinion that cer-
tain recommendations will be adopted.

Extracts: The Flavoring Extract
Manufacturers’ Association has a wide
diversity of opinion but reports prog-
ress and hope of future action.

Lye: The lye industry has purged
itself of most of the abuses in the way
of indiscriminate packing a number of
years ago and there is practically but
one size now—either 48 or 49.

Baking Piowder: The Royal Baking
Powder Company will continue to ship
sizes in compliance with the request of
the Wholesalers’ Association.

Soups and Condiments: Manufac-
turers of soups and condiments are
packing according to the suggestions
of the wholesale grocers’ committee.

Salt:  Mr. Moore reports working
hard but up to that time has accomp-
lished no actual change.

Cereals: Containers used in the
cereal trade are meeting with entire
satisfaction.

Soaps: A report submitted shows a
uniformity of weights and packings
adopted by the soap section of the
American Specialty Manufacturers
Association for all white naphtha; all
white naphtha soaps, and all adver-
tised brands of yellow soaps.

The activities of this committee
since filing the above report are as fol-
lows:

Canned Milk: Out of approximate-
ly seventy-five letters sent out forty-
six replies indicated: Sixteen packing
8 dozen baby size to the case; fifteen
packing 6 dozen baby size to the case;
five packing 6 and 8 dozen baby size
to the case, and ten not packing baby
size milk.

Five of those packing 6 dozen to the
case do not wish to make a change,
three are willing to change over to the
8 dozen containers, the rest did! not
answer our last letter. All in all,
would say that approximately 95 per
cent, of the production of baby milk
will go out in 8 dozen containers.

Soaps: The soap manufacturers
have voted to standardize soap pow-
ders as follows: Large packed 20 to
the case; medium packed 60 to the
case; small 5c¢ size packed 100 to the
case. Also passed a resolution that 5c
soaps, tooth white and yellow, be
packed 120 cakes to the case.

Considerable correspondence has
been interchanged concerning the sub-
ject of standardization of containers.
At the convention of the National
Wholesale Grocers’ Association the
economy conference committee, which
was to consider standardization of
containers, has written two lengthy
letters on the subject and called per-
sonally. The chief burden of the
recommendation is to eliminate such
items as “small, medium and large,”

*Report presented at annual meeting
American Specialty Manufacturers’ Asso-
ciation by Lewis McDavit, chairman of
Committee on Standardization.
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referring, of course, to the individual
packages and not to containers, and
expressing the opinion that in the
scope of the terms “small, medium and
large” are subject to a great deal
of abuse and misunderstanding, and
also suggests that if possible further
action be secured on cereals (naming
rolled oats and corn flakes), dried
fruits, chocolate and cocoa, cocoanut,
olives, sauces (except chili sauce),
pickles and canned goods, such as fish,
meats and baked beans.

That committee also recommends
the adoption of metric system of pack-
ing wherever it can be done instead of
dozens.

E. W. McCullough, of the Chamber
of Commerce of the United States,
writes as follows:

“In your continued studies along
similar lines we shall appreciate copies
of your reports from time to time,
and if we can be of assistance to you
in encouraging any. of your people
slow to appreciate the advantages of
this work let us know and we will be
glad to lend a hand.”

Campbell, Holton & Co., Blooming-
ton, 111, make a strong bid for the
metric system of packing to corre-
spond with our coinage system and
state that the bean dealers have prac-
tically adopted it, in a way in distribut-
ing their products, packing in 100
pound bags and selling by the pound
instead of by the bushel.

A very recent letter from John W.
Morey gives a list of suggestions of a
slightly different character, and says:

“l judge from my conversation with
you and also our correspondence that
a great many of the individual manu-
facturers and also the individual mem-
bers of your committee are inclined
to assume that because they supported
the general resolution adopted by the
directors of your association approv-
ing the general plan of standardization
of containers that that is all that is
necessary, with the result that in some
instances no real progress has been
made with the exception of the resolu-
tion passed. If we could only get
each one to realize the desirability
and economy to themselves as well as
to the wholesale grocers of a stand-
ardized packing case along definite
lines we would have accomplished a
great deal.”

Discriminations against American
exports in foreign markets are a bar
to American trade. Only countries
granting our products the same treat-
ment granted similar products import-
ed from other countries are entitled
to equal treatment in our markets.
Here is a principle that should be in-
corporated in our tariff legislation, for
its practical application may mean
much to ouf foreign trade. We under-
stand such a provision in our tariff
acts of the past has lacked flexibility.
It is evidently a very difficult thing
to carry a principle of this kind into
practical effect. But it is so very im-
portant, especially under present in-
ternational conditions, that Congress
should give the subject careful and
painstaking consideration in the effort
to establish a working provision thgjt
will give a maximum of protection
and benefit to the American exporter.
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BUSINESS WANTS DEPARTMENT

. Advertisements
insertion and foui

i I cents a word
if set in eaoltal

letters, double

For Sale—Pure, fresh-ground buck-
wheat flour, in bulk or sacked, WTrite
for prices to Farwell Mills, Farwell, '\élslfh

For Sale—lce box for mept market. In
ood condition, with tile _front.  Size
0x12x11. Rufli Brothers, Suttons SBsgy'
Mich.

WANTED—Stock of dry goods. Have
a ten-family terrace. Will” trade for stock

of dry goods and assumes @ reasonable
indebtedness. Herbert D. Lyon. Owosso,
Mich. 563

SALESMEN WANTED — SALESMAN
acquainted with buyers, and who can
obtain orders for sales and order books,
can make favorable commission arrange-
ments with leading Chicago concern "in
this line. CHICAGO SALES BOOK CO.,

For Sale—Drug store located
of 5000. Splendid schools, e
rounded by good farms. Finest Tfixtures.
Doing good business. Owner compelled
to sacrifice. Might exchange for
income property or home ana cash, run
information, address No. 565, care Mich-
igan Tradesman.

in city
college, sur-

ATTENTION—Do you want to reduce
or close out your stock, either by red tag
or auction sale, or both? For reference,
Kalkaska or Traverse City banks. Cor-
nell & Johnson, Kalkaska.” Mich. 56b__

. For Sale or Rent—Good store buildin
in Fremont. Best location in town. Af-
fords fine opening for ladies and gents
furnishing store. John Pikaart. Fremont,
Mich. _ 567

. For Sale—Restaurant and lunch room
in town of 700. Doing good business.
L. P. Bishop, White Cloud, Mich. 568

RESORT PROPERTY—One of the fin-
est and best equipped hotels in Northern
Michigan. .150 rooms, -ice house, electric
plant,  water system. Chicago boats land
directly in_front. 150 platted lots in con-
nection. This property must be sold and
the price_is just one half of the appraised
value. The lots will bring enough to
clear the whole property. Address FRED

FOR SALE—Only harness shop in live
town 1600, Flour mill same town. Twen-
ta/—two miles to nearest mill. Reed Realty

o.. Carsonville, Mich. 570

Men’s Furnishing Store-—Am going to
retire. Will sell % interest or all of a
first-class money-making furnishing and
tailor store. Geo. McManus. 1439 Jeffer-
son Ave., East, Detroit, Mich. 571

FOR SALE—High class, old established
meat market and bakery combined, at
Grand Rapids, Michigan.” Fine location,
elegant fixtures. Last year's business
over $130,000; net profit over $12,000. Will
take good farm or city real estate as part
payment. Poor health reason for_selling.
Address No. 572, care Michigan Trades-
man. 572

K No charge less than 60 cents.
dl.oTay advertllUents in this department. »3 per Inch.

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

Inserted under this head for five cents a word the hrst
for each subsequent ~ontl®ous
price.

Insertion,
5. Small
Payment with order

For Sale—Furniture store, with_stock.
Good location. For particulars, write Box
52, Hamilton, Mich. ™

Will pay cash for whole stores or part
stocks of ‘merchandise. Louis Levinsohn.
Saginaw, Mich. »»8

. Pay spot cash for clothing and furnish-
ing goods stocks. L. Silberman, 274 Blast
Hancock, Detroit. 68®

Bell Phone 596 Cltz. Phone 61366
JOHN L. LYNCH SALES CO.
SPECIAL SALE EXPERTS
Expert Advertising
Expert Merchandising

209-210-211 Murray Bldg.
GRAND RAPIDS, MICHIGAN

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

1000 letterheads or envelopes $3.75.
Copper Journal, Hancock, Mich. 166

For Sale—Cash registers and store fix-
tures. Dickry Dick, Muskegon, Mlchlagz%n.

For Sale—Clothing, furnishings, and

ann shop. Only pawn shop in city of
5.000 population.” Best location in City.
Address i

0. 552, care Michigan Trades-
man. 652

Want To Buy—Store

0. building, small
town. William ~Sweet,

Bendon, Mich.
538

FOR SALE—Or trade for merchandise.
1% ton Republic truck equipped with
peddling box for carrying shoes, groceries
and dry goods. A money maker. E. L.
Howard, Vestaburg, Mich. 55

For Sale—Stock of china, dinner ware,
aluminum, granite and novelties in one
of the best villages in Michigan. Ad-
dress No. 556, care Michigan Tradesman.

For Sale—Only 5 and 10c store in
county. County 'seat town. Best corner
in town. Closing out sale now on. Es-
tablished eleven “years. Other _business.

Big chance. Investigate. Owner, G.
Jensen. Kalkaska, Mich. 559
Will pay spot cash for small stock

men’s furnishings or shoes. E. C. Greene

Co., 212 E. Main St., Jackson, Mich. 560
REBUILT
CASH REGISTER CO., Inc.
Dealers in
Cash Registers, Computing Scales,
Adding achines, Typewriters And
Other ~ Store and Office Specialties.

122 N. Washington, SAGINAW, Mich.
Repairs and Supplies for all makes.

Economic
Coupon Books

They save time and expense

They prevent disputes

They put credit transactions on cash basis

Free samples on application

Tradesman Company
Grand Rapids, Mich.
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BRING ORDER OUT OF CHAOS.
(Concluded from page 1)

should start 1922 with a long con-
ference with his banker—determine
exactly what he is going to do for
you, how much and what classes
of paper he will discount for you,
and how much your customers al-
ready owe. ) .

W'e anticipate a slight improvement
in general business conditions and a
slightly more liberal buying attitude
in 1922, but do not overestimate it.
The waters are still troubled. The
effects of the storm are not yet fully
removed.

Let us learn a lesson from
experience of the past year and a
half. Out of this experience let us
build a stronger financial policy for
our business. Let wus study more
carefully our customers’ paying pow-
er. It is more important that he pay
promptly than that he buy liberally.
During the past years we have often
oversold our customers. In the future

the

let us study both our customers
needs and their resources. Catalog
both. Do not sell them more than

you are reasonably sure they can pay

for.

Prepare now for a banner year m
1923. Get your resources in shape
so that you can handle a greatly in-
creased volume in 1923. See that your
customers liquidate their debts to you
during the approaching year. Liqui-
date your debts to the banks and
others during 1922. Prepare now to
start 1923 in the best financial con-
dition possible. Get your stock in
shape so that you will not have to
take a loss to meet reductions in price
for 1923.

When conditions are adjusted—and
they should be by 1923—the Progres-
sive implement dealer will be offered
a greater volume of business than he
has been offered before. ~Buying has
been restricted since 19l1a. A great
accumulated demand has been held
back by the farmers’ reluctance to
buy at the high prices and during the
past year by his greatly reduced buy-
ing power. When the buying move-
ment begins—and | believe that it
will begin in the spring of 1923—the
unprepared dealer will he unable to
cope with the situation and meet the
demands of his customers. Be rcadv
for the opportunity that you may re-
cover some of the losses of this ‘year.

My statements may sound pessimis-
tic, but let me assure you that | am
a thoroughbred optimist. | believe
in laying all of the cards on the table
face up and view the situation just as
it is. We then know better how to
meet it.

Let us turn a deaf ear to the calam-
ity howlers and cultivate an abiding
faith in the fundamental integrity and
ability of our American citizenship to
solve the grevious problems thrust
upon us during this reconstruction
period. Let us pursue a policy of
optimism and hard work, because we
know from past experience that such
a policy will win, both in business
and governmental affairs. Periods of
business depression have always been
succeeded by periods of prosperity.
The shrewd business man is not so
much concerned with what is happen-
ing to-day. Rather he is looking for-
ward to the future and preparing to
meet its problems.

I venture the opinion that the next
ten years will he the most productive
and prosperous that the world has
ever known.

Let each one of us as well as-out
Association have a part in the bring-
ing of order out of chaos. Put our-
selves in line with the constructive
influences of our day, knowing that

if we are leaders that we will reap
an ample harvest.
Don’t advertise that you “do not

sell” so and so, or that you do not do
this or that in your store. Advertise
what you do do. Negative advertising
produces negative results.

MICHIGAN

Review of the Produce Market.

Apples—Wagner, Wealthy, Spys,
Baldwins and Alexanders command
$7@9 per bbl.; cooking apples, $7 per
bbl. Box apples from the Coast com-
mand, $3.75 for Jonathans and Spit—
zenbergs.

Bananas—I I\c per Ib.

Beets—$1 per bu.

Butter—The consumptive demand
is fair. The market is ruling about
the same as a week ago. The quality
arriving is very good. The stocks in
storage are considerably less than
they were a year ago. The market is
in a healthy condition on the present
basis of quotations and if we do have
any change it is likely to be a slight
advance. Local jobbers hold extra
creamery at 42c in 63 Ib. tubs for fresh
and 39c for cold storage; 43c for fresh
in 40 Ib. tubs. Prints 44c per Ib.
Jobbers pay 21c for packing stock.

Cabbage—$4.50 per 100 Ibs.

Carrots—$1.40 per bu.

Celery—40c for ordinary and 60c
for Jumbo.

Cranberries—Late Howes command
$21 per bbl. and $10.50 per bbl.

Cucumbers—Illinois hot house com-
mand $3 per doz., for extra fancy
and $2.75 per doz. for fancy.

Eggs—The market is steady at un-
changed prices, with a light supply
and a light consumptive demand. The
supply of new-laid eggs is likely to
increase at any time, and if we do
have any change in price it is likely
to be a slight decline. Stocks of stor-
age eggs are being gradually reduced
and the market is firm at an advance
of about Ic per dozen over last week.
We do not look for much change from
the present conditions. Local dealers
pay 58c for strictly fresh, candled.
Cold storage are now moving out on
the following basis:

Firsts 40c
Firsts in cartons--------mmmemmemmmmenee 42c
Seconds 33c
Checks ------- 32c

Grape Fruit—Florida fruit is now
in market, selling at $4.50 per box for
all sizes.

Grapes—California Emperors com-
mand $3.75 per 24 Ib. crate.

Green Onions—Shalots, 75c per doz.
bunches.

Honey—40c for
about 20 Ib. boxes.

Lemons—Sunkissed are selling on
the following basis:

white clover in

300  size,perbox ------e---eemeeee $6.00

270 size,perbox -------emeeeeemeeeeeen 6.00

240 size,perhox --ee-em-mmeeeeeeeeee- 5.50
Choice are held as follows:

300  size,perbox --------emmmeeeeeeeee

270  size,perbox --

240  size,perbox ---------eeeemeeeeee-

Lettuce—Hot house leaf, 19c per
Ib.; Iceberg from California, $6.50 per
crate.

Onions—California. $6 per 100 Ib.
sack; home grown $5.50 per 100 Ib.
sack; Spanish, $2.65 per crate.

Oranges—Fancy California Navels
now sell as follows:

90 and 100 -$7.25
150, 176 and 200 7.50
216 7.50
252 7.50
288 6.50
324 6,00

TRADESMAN

Parsley—75c per doz. bunches.

Peppers—Florida, 75c per basket.

Pineapples—$9@10 per crate
Florida.

Potatoes — $1.10@1.15 for home
grown. Buyers all over Michigan arc
paying $1.25 per 100 Ibs., which is
equivalent to 75c per bu. Shippers
state that all the stock they purchased
of late on the basis of $1.50 per 100
resulted in losses ranging from $25@
100 per car.

Poultry—Local buyers pay as fol-
lows for live:

for

Turkeys 30@32c
Geese 17c
Choice Ducks --------m--mmomommmm- 22c
Light fowls -------mmmmemmmmmemeee 1l4c
Heavy fowls ----------mommmmmooeeee 17c
Light Chickens — ----m--emeeme 14c
Heavy Chickengs-------mm--mmmmmo 18c

Dressed turkeys, 5¢c more than live;
dressed chickens, 3c more than alive.
The reason why fowls and heavy
chickens have advanced is because re-
ceipts have been so meager this week.
There are still many turkeys left in
the country and local buyers predict
lower prices for Christmas offerings.
Pumpkin—$2.25 per doz.
Radishes—75c per doz. bunches for
home grown hot house.
Squash—$2.75 per 100 Ibs. for Hub-
bard.
Sweet Potatoes—Virginia command
$1.60 per hamper and $4 per bbl.
Tomatoes—$1.25@1.50 for 6 Ib. bas-
ket from California.

Stand For High Quality and Honest
Pack.

Chicago, Nov. 29—In writing of the
canning interests of Michigan last
week | referred to the fact that Chi-
cago wholesale grocers deserved well
of the canners of Michigan and should
be considerately treated because they
were the best customers of Michigan
canners. | am of the further opinion
that the canners of Michigan deserve
well of Chicago wholesale grocers for
the early and the present reputation
of Chicago as a quality canned foods
market is largely attributable to the
fine and honest qualities of the out-
put of the Michigan canneries, which
they have handled so extensively un-
der their own labels and under the
Michigan labels.

At a time in the history of the can-
ning industry when slack filling of
cars, careless handling of products,
and indifferent qualities were the or-
der of the times, each canner in some
localities trying to pack goods at a
lower cost than his competitors, so
as to sell them lower, the canners of
Michigan and New York State stood
like lions in the path for good qual-
ity, although at that time there was
ro pure food law on the statute books
to require them to pack an honest
quantity and meritorious quality.

All honor to Michigan canners, for
they are too proud generally to pack
poor stuff and are jealous of the repu-
tation they have erected and which
towers so high.

Consequently | hold that there is a
mutual obligation resting upon Michi-
gan canners and Chicago wholesale
grocers, which each should remember
and respect. It is true that Chicago
has in late years handled a great many
California canned fruits, but not until
the supply from Michigan could not
he had; and the same statement can
be made in relation to canned berries

and other fruits from Washington
and Oregon. John A. Lee.
Another good thing about the

modern skirt is that you can always
tell when a lady is registering a kick.

November 30, 1921

The Spirit of Cheerfulness,

i know a man. a victim of dyspepsia,
w#n hns such a chronic grouch

That his home is like a funeral parlor.
Nobody was every known to smile

In that house of gloom

Until one day .

When the head of the family
HapPened to read in a magazine

That cheerfulness at meal "times

Was a big aid to digestion. .

And having cogitated over that hint,
He decided to_follow it.

So at dinner time, at the table, i
He glowered at his trembling off-spring
And his cowed little wife.

And he said unto them:

“Now, see here!

“l have made up my mind

“That there has got to be more gaiety
“At this blanked table. e

“1 won’t stand for you all sitting here
“Hike a bunch of crepe hangers. X

“l want you all to smile at meal times
“From now on, L

“And | intend to see that it is done,
“If 1 have to lick the stuffings

"Out of every darned one of you.

And since he got that oft his chest
There have been smiles of a sort
At the dinner table. . §
But he has been surprised to find
That somehow there has been
No improvement in his digestion.
I often think of this man .
When | go into stores and offices
And am welcomed by an employee
With an automatic grin .
That is obviously about as genuine
As a politician’s” handshake;
And |I' am not surprised in such cases
To find that the boss
Is a crusty old gent

ho beliéves absolutely
That “Service With a  Smile
Is a good business getter,
But does not realize .
That the idea_ tee-totally fails
Unless the spirit of cheerfulness
Is actually in that establishment
Prom the” toD down.

It is doubtful if George Washington
ever ate an orange or saw a lemon.
The tomato was considered poisonous
then, and was almost never eaten.
But to go (back more centuries, Cicero
speaks of Asia Minor as one of the
most fertile parts of the Roman Errf-
pire. Where is it to-day—and to-day
the United States is spending twenty
million a year on its Department of
Agriculture founded by the farmer
boy, Abraham Lincoln, in the darkest
days of the Civil War. Even more
foresighted was the passage of the
Morrill act in 1861, giving the first
National impetus to our agricultural
colleges which have been such a po-
tent factor in our National wealth.
Nor has any nation in the world in
the first 150 years of its existence
done so much to develop animals and
birds in their usefulness to man as
has the United States of America.

Moonshine liquor still keeps up its
quota of deaths and general havoc,
and our newspapers are to be com-
mended for the publicity they are giv-
ing these cases. If you approached
a man with a bottle of carbolic acid
properly labeled with skull and cross-
bones, do you think he would buy it
for beverage purposes? Certainly
not, but most of the whisky being
sold promiscuously is worse in form
than the commonly known poisons. It
is very dangerous and still men pay
high prices for it, and take chances of
dying, becoming insane or paralyzed
because they think they must have
whisky regardless of the source, just
because it looks like the old time ar-
ticle. To convict a few moonshiners
for murder would probably help to
destroy the general sale of so-called
whisky.

Who sits in the driver’s seat, you
or your business? Is your business
driving you? Is it too much for you
and keeping you on the run all the
while? Or are you the master of the
situation, driving the business?


mailto:1.10@1.15
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STEAMING cupof White House Coffee

f-3-5 Ib. .1atthe morning meal gives, to mostmen,

Package» just the needed impetus which carries

Only him through a strenuous day and brings to
fum the successes he strives for.

See that all your men-customers are well
“fed-up” on W hite House.

Distributed at Wholesale by

JUDSON GROCER CO.

GRAND RAPIDS, MICH.

Petoskey Portland Cement
A Light Color Cement

Manufactured on wet process from Petoskey
limestone and shale in the most modern cement
plant in the world. The best of raw materials
and extreme fine grinding insure highest
quality cement. The process insures absolute
uniformity.

ASK YOUR DEALER FOR IT.

Petoskey Portland Cement Co.

General Office, Petoskey, Michigan

Look QOut for Him, He'll Bear
Watching

Whenever you run across a man who
brands all business men as thieves and
liars, you’d better play safe and make
him pay cash.
You bet you had. We never knew
a man who was suspicious of every-
,» thing and everybody, who wasn’t a
good man not to do business with.

We have said it before and we say
it again, there are other safes made
just as good as ours but none any bet-
ter. If therefore you need a safe—
and if you haven’t one you certainly
do—we should like mighty well to
tell you all about our safes, how they
are made, what they are made of and
the prices we can offer you.

Dropping us a card to-day asking for
this information will place you under
no obligation to us. Will you do it?

GRAND RAPIDS SAFE CO.
Tradesman Bldg. Grand Rapids, Michigan



What You Will Know at Sight
Your Customers Will Learn from Use

NG wear will teach your customers the high quality of

Cannon Towels. You, as a buyer, will recognize this

quality at a glance. For Cannon Towels offer the greatest
towel values that you can buy.

Compared price for price, they are closer woven and heavier
inweight than any other cotton towels made. Cannon Towels
are all made from high-quality cotton yarns. They are
bleached and finished by a special Cannon process that gives
them an exceptionally fine appearance. You will like the
careful put-up of all Cannon Towels.

The fine is so complete that it fills every towel demand. It
ranges from Kkitchen towelings to every size of huck and
turkish towel. Cannon Towels are suited to the finest homes.
You can sellthem at pricesthat all your customers can afford.

Cannon Towels are made by the Cannon Manufacturing
Company—the world’s largest producer of towels. They
are distributed only through jobbers. W rite your jobber for
samples, prices and complete information.

Be eetrain you secure
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55 Worth Street New York City wrapper of every

package.
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