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BOOSTERS—

Everybody who wins a prize is naturally a booster.
Think what a single prize-winner can do to boost Yeast-sales
among his friends.

153 prize-winners in the Fleischmann $5000 Yeast-for-Health
Contest.

How many among your customers? Boost their interest and
they’ll boost your sales.

THE FLEISCHMANN COMPANY FRANKLIN said

Yeast Service
“IF you would know the value of

money, go and try to borrow some.”

Keal money can be made by the
retailer right now, who gives the
Jt proper time and attention to induc-
EVEIJ___%{[EBM GROCER S—Well Advertised— ing his customers to

CHEKKMANSd Readily Saleable— Attractively Priced
raﬁ ersin — Hekman Quality baked goods will

Cookie-Cakes PRESERVE THE FRUIT
prove permanent business builders.

The Franklin Fugar Refining Company
PHILADELPHIA. PA.

“A Franklin Cane Sugar for every use*

elgnanPiscuitCo.
Grand Rapids.Mich.

c/fm ericasM ostFamousD osserf

An Unbiased Investigator
Gives

dELL*O

credit focca 98 per cent* distribution among
tHe trade. THIis isanother proof tHat a. quality
product irk n. perfect package is appreciated™

The Genesee Pure Food Company
Two Factories
L>eRoyN.Y. Bridyeburg.Ont.
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COOLIDGE AND THE FARMER.

President Coolidge is the first New
Englander to reach the White House
since Franklin Pierce, who was inau-
gurated in 1853, but to stress that
fact is to overlook a much more im-
portant fact. Mr. Coolidge is not
primarily a New Englander; pri-
marily he is a farmer. He is a
farmer who happened to be born in
New England, just as there are other
farmers who happened to be born
in Kansas. In the phraseology of
the day, he is a dirt farmer. He was
indulging in the ancient and honor-
able, if backbreaking, exercise of
pitching hay on his father’s farm in
Vermont when he heard of President
Harding’s illness.

No President or Presidential candi-
date would be injured in the eyes of
the voters by this close association
with the soil, but in Mr. Coolidge’s
case it is of special significance. The
Western farmer has been growing
more and more restive. In Min-
nesota and one or two other States he
has staged something like a revolt.
And that revolt is a revolt against the
Republican Party, the party to which
Mr. Coolidge belongs and which un-
doubtedly has his fullest allegiance.

Here lies a political possibilty of
the highest value for 1924. The
farm bloc is looking forward to the
next session of Congress with strong
hopes of dominating the proceedings.
It has already shown that it has no
hesitation in upsetting the programme
of the Congressional leaders if their
programme stands in the way of any-
thing upon which the farm bloc has
set its heart. But Mr. Coolidge’s
presence in the White House intro-
duces a new element into the situa-
tion. As a member of a farmer house-
hold he knows by experience how a
farmer feels when things go wrong.
This fact cannot be without effect
upon the members of the farm bloc.
They will be inclined to consult
with him over their course in Con-
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gress rather than to give him a
polite notice of what they have de-
cided among themselves to do.

Just at this point Mr. Coolidge will
have them at a disadvantage. If he
knows the farmer’s feeling of griev-
ance, he knows also the farmer’s ten-
dency to work a complaint for all it
is worth. Being a hard-headed man,
Mr. Coolidge may be inclined to go
behind the returns, and to ask how
much of the farmer’s outcry is jus-
tified. He may then inquire how
much of the farm bloc programme is
a genuine remedy and how much of
it is of the patent medicine variety.
Obviously, there are two sides to the
political effect of Mr. Coolidge’s ex-
perience as a farmer.

LET THE BUYER BEWARE.

Much has been heard from time to
time of the ravages wrought by the
wily salesman, whose siren tongue
has induced the buying of superflu-
ous or unsalable goods. The topic
is approached from a new angle by
Alexander Joske, of Joske Brothers
Co., of San Antonio, Texas. He is the
head of a large department store
which has a high eputation. He re-
cently sent a circular letter ddressed
“to all business connections,” telling
them the buyers from his store are
now in the market for Fall and Win-
ter goods. He adds:

We have full confidence in our buy-
ers, but there is one thing we want
to remind you of. You are as much
interested to see that the goods the
house of Joske Brothers Co. pur-
chase are the right goods in quality
and in style, and the house that sells
goods should watch and see that we
do not get in our establ'shment goods
that are not salable. While we will
blame our own buyers in that respect,
we also cannot help but think that the

house which sells such goods is not a .

house for us to deal with. Very fre-
quently we feel that some of the
goods purchased by our buyers are
purchased because they are influenced
by your salesmen because the sales-
man had some goods to sell that he
must get rid of. That does not do
your house any good, for if the goods
that are purchased from you stay on
our shelves and have to be sold at
a sacrifice to get rid of them, it is
no credit to our buyer, but also no
credit to your house, and we will not
be able to deal with a house which
does not take care of our interests to
the fullest extent. The Joske Brothers
Co. is a house which pays promptly
and deals fairly with everybody, in-
cluding yourselves.

We also believe greatly, in fact very
greatly, in co-operation, and we ask
youf co-operation to see to it that the
goods you sell us are the right goods
at the very lowest poossible prices.

As a sign of the times this letter is

not without value. Offhand, one
would say that no one is compelled
to buy what he does not want. But
when business was brisk and values
were rising the over-persuasive sales-
man was faf from being a pest. There
was no danager of overstocking by
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the retailer and he was often aided
by having larger or more varied sup-
plies. . When times changed the mer-
chandise managers of stores began to
hold the buyers more in check.
Stocks on hand were scanned more
carefully and purchasing was gov-
erned by the rate of turnover. Slow
selling goods were looked at askance.
Filling in orders formed the staple
of purchases except, possibly, at the
beginning of a season when sampling
ones took their place. By and by it
became a system of buying from
hand to mouth as the expression is,
and this is still in effect pretty gen-
erally. From this it would appear as
though the letter under consideration
were less called for at present than
under the old conditions. Still, San
Antonio is quite a distance away from
the Eastern markets and its facilities
for quick turns are not so good as is
the case with places nearer the base
of supplies. More has to be left to
the judgment of the buyer, also, be-
cause the seller cannot always tell
what will prove salable in the Texas
city, nor can the merchandise man-
ager always form a judgment until
after the goods have been unpacked
at his store. Then, too, there may be
some temptation on the part of a
seller to get rid of “stickers” to a
customer as remote as possible. So
perhaps the Joske warning may have
some effect. But the old rule of
caveat emptor—Ilet the buyer beware
—has not lost its value.

DRY GOODS CONDITIONS.

Many buyers came to the city dur-
ing the past week, and more would
have come had it not been that the
period was curtailed for business be-
cause of the President’s funeral. Both
city and country retailers are repre-
sented in the contingents already here
or to come. Their purpose is not
so much to look around as to buy, in
Wfcch respect they differ with the
buyers who came previously. It is not
only that the trend of values is be-
coming more distinct and prices more
stable, but that the time is drawing
nearer when provision must be made
to meet the public’s demand for Fall
goods at retail counters and the
manufacture of others for the Spring

trade. Everything cannot be left to
the last minute. It takes time to
manufacture and to distribute, and

even the worst of times calls for the
making of a large amount of mer-

chandise which persons cannot get
along without. So far as the Fall is
concerned the outlook is becoming

better defined from week to week, al-
though the real beginning of any vol-
ume of retail trade for the season will
not occur for about three weeks or

so. Everything points to a fairly
successful season in spite of the
pessimism in some quarters which
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only takes into account the low quo-
tations for wheat. Those to whom
the price of that cereal is of vital mo-
ment represent, after all, not as large
a percentage of the population as the
clamor about them would appear to
indicate.

Every one is anxious to get a line
on the buying inclination of the pub-
lic for the coming season. For this
purpose tentative offerings of Fall
merchandise have appeared on the re-
tail counters. In this neighborhood
the hot and humid weather of last
week acted as a deterrent to pur-
chases, but elsewhere, especially on
the Pacific Coast, the responses to
the initial showings were quite good.
There is no reason to believe that
they will be otherwise generally as
soon as the weather moderates. This
applies more particularly to articles
intended for women’s purchases, in
which style is the main consideration.
As the modes for the coming season
are pretty well determined on, there
is no risk in early buying and there is
the advantage of a better selection
from more complete lines. But while
efforts are being made to interest buy-
ers in Fall goods, the retailers gener-
ally are striving to clear their shelves
of Summer merchandise and are meet-
ing with a fair share of success. With
this end in view, clearance sales at
bargain prices are in progress in all
the cities so as to get the space need-
ed for the new season’s offerings. It
looks as though the carry-over will be
less than it has been for some years,
partly due to the fact that the buying
by the retailers was of a piecemeal
character. While this kind of buying
will continue in evidence, it will not
take much initial buying at retail to
bring about a spurt of activity.

The True Gentleman.

The true gentleman is the man
whose conduct proceeds from good-
will and an acute sense of propriety,
and whose self-control is equal to
all emergences; who does not make
the poor man conscious of his pov-
erty, the obscure man of his ob-
scurity, or any man of his inferiority
or deformity; who is himeself humbl-
ed"if necessity compel him to humble
another; who does not flatter wealth,
cringe before power, or boast of his
own achievements, who speaks with
frankness, but always with sincerity
and sympathy, and whose deed fol-
lows his word; who thinks of the
rights and feelings of others rather
than of his own; who appears well
in any company and who is at home
what he seems to be abroad—a man
with whom honor is sacred.

The best thing to do with the
clerk who thinks “l forgot” a suf-
ficient excuse is to replace him with
one who knows what his memory is
for.
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REPRESENTATIVE RETAILERS.

William Black, Fifty Yeairs in Trade
at Cedar Springs.

William Black was born in Glas-

gow, Scotland, July 5, 1843. His

father was a native Scotchman. His

mother was an English woman.
Therewere ten children in his
father’s family, only two of whom
are still living, himself and a sister

who resides in California. When he
was 20 months old the family came
to Canada, locating at Mitchell, On-
tario, where they settled on a farm.
Mr. Black attended the common
schools and worked on the farm
until he was about 20 years of age,
when he went to Illinois and worked
on various farms in that State. He
then went to Cedar Springs, where
he worked for the G. R. & I. fail-
road. In the fall of 1871, he pur-
chased a corner lot at Cedar Springs
and erected a small store building
thereon, engaging in trade therein
November 17. The business pros-
pered to such an extent that in 1878
the wooden building was moved about
100 feet further North on the same
lot and a two-story brick building,
28x100, was erected in its place.
This building has since been occupied
by Mr. Black, except two years, from
1912 to 1914, when the stock was
acquired by Fred .Morley, who con-
ducted the business at the same loca-
tion. Mr. Black subsequently re-
purchased the stock and has since
continued the business in association
with his daughter, Mrs. Ena Ver-
burg. under the style of Wailliam
Black & Co.

Mr. Black 'was married July 31
1872. to Miss Margaret Dobson, of
Walkerville, Ontario. They have two
children. A son is engaged in the
profession of architecture at Lansing
and the daughter is in partnership
with her father, as above stated.

Mr. Black attends the Methodist
church of Cedar Springs, but has
no fraternal relations whatever. His
hobby is farming and he devotes all
his spare time to an 80-acre farm
three-quarters of a mile Southwest
of Cedar Springs. His daughter owns
eighty acres adjoining avid the two
farms are operated in common.

Mr. Black attributes his success to
hard work, but those who know him
best insist that his success is due
equally as much to his delightful
personality. He always greets every
caller with a smile and seldom per-
mits his temper to be ruffled by any
untoward circumstance.

Mr. Black has never been much of
a “mixer,” as the expression is com-
monly understood. He is always to
be founds at his place of. business
during business hours and is never
happier than when trade is good and
the store is full of customers. He
has always met his obligations
promptly and satisfactorily and has
done much' to create the atmosphere
of integrity and stability which has
long been a distinguishing character-
istic of Cedar Springs.

To Guarantee Fit of Knitted Wear.

To further their campaign for
standardization of sizes and measure-
ments of knitted underwear, the As-
sociated Knit Underwear Manufac-

MICHIGAN

turers of America have established a
fellowship at the United States Bu-
reau of "Standards in charge of Charles
Hamlin, who will represent the man-
ufacturers in the bureau and who will
be in charge of tests and other details
of the work. Mr. Hamlin is thorough-
ly familiar with all details of the knit
underwear industry, having, after his
graduation from college, studied
through practical work every phase
of yarn spinning, later pursuing the
same course of research and study in
a knitting plant. He will carry the
title of Assistant Secretary in Charge
of Research.

Discussing the work to be done,
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shirt and drawers or union suit.”
Manufacturers producing garments
conforming to the adopted standards
will be permitted to use labels stating
that the underwear is “U. S. Standard
Size,” Mr. Cheney states; but such
permission will be in the form of
licenses granted only after passage cf
strict examination and inspection to
manufacturers whose products con-
form in every detail to the require-
ments. The association will control
the issuing of licenses to use these
standard size labels, it is pointed out;
but any bad faith on the part of any
manufacturer will result in immediate
conflict with the Federal Government,

William Black and Wife.

Roy A. Cheney, Secretary of the
Manufacturers’ Association, at Utica,
N. Y., stated that, as a result of action
taken at the recent conventionl (at
Atlantic City, Robert S. Cooper of
the Cooper Underwear Company Ken-
osha, Wis., has been appointed Chair-
man of a Committee on Standards to
effect close co-operation between the
manufacturers and the Bureau of
Standards.

“At first,” Mr. Cheney explains in
a letter now being sent out to mem-
bers of the association, “we will stan-
dardize on sizes and measurements for
our products, determining and taking
into consideration tensile strength of
different counts of yarn, elasticity
and wearing qualities of all types of
knitted fabrics, proper sizing of men’s
women’s, children’s and infants’ un-
derwear and the determination of
proper cutting and finishing measure-
ments for all kinds of knitted fabrics,
so* that a garment bearing a label
designating a certain size will fit a
man or womn of that size, whether
it is flat wool, ribbed or balbriggan,

with resultant publicity in connection
with revocation of his license. Ex-
tensive advertising is planned to bring
the label and its significance before
the attention of distributors and the
consuming public.

“The work is not directed against
sub-standard goods, which will al-
ways be manufactred and which will
always find the place in the mercan-
tile life of our nation normally and
naturally occupied by substitutes,”
Mr. Cheney concludes: “but it will
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draw a definite boundary, placing
standard and sub-standard goods in
the separate classes in which they be-
long. It will remove from standard
goods the competition of sub-standard
goods, and it will place before the
public, the retailer, the jobber and
the manufacturer, sharply and clearly,
the reason for price differentials be-
tween standrd and sub-standard un-
derwear.”—New York Times.

Decorative Glass Articles.

The demand for colored glass is
still brisk, according to one importer
and jobber, and novelties utilizing
this decorative ware are being con-
stantly called for. Aquariums, both
in white and colored glass, with
wrought-iron standards, for floor or
table, are perhaps the leaders in
point of sales. Console sets in colors,
consisting of fruit or flower bowls
with candlesticks to match, are also
very popular. In hollow ware, black
glass is taking very well, with decor-
ations in gold. Among the newest
of the productions is a fruit or flower
bowl in colored glass set in a stand-
ard of wrought iron, the rim of
which is hung with crystal or color-
ed glass pendants.

Why should salary-magnetism hob-
nob with a clerk who is devoid of
customer-magnetism?

Tax Free in Michigan

GRAHAM &
MORTON

Transportation Co.

First Mortgage 6%
Bonds

To Yield

611%

Denominations
$100, $500. $1,000

Howe, Snow
& Bertles, Inc.

Investment Securities

GRAND RAPIDS
New York Detroit

Makes
~ Good
Qooolates
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Salesmen’s Pay Based on Profits.

The recent agitation as to the best
way to compensate salesmen in the
wholesale grocery trade, referred to
in these columns a few weeks ago,
especially because of the recent dis-
cussion of the subject by the secre-
tary of the Indiana Wholesale Gro-
cers' Association, has evidently stirred
up considerable interest.

Secretary Fred R. Pitcher of that
organization has made public a re-
cent letter he received from one of
his members, championing the system
of basing the salesmen’s compensa-

tion on their profits, rather than
on their actual sales. It is
worth considering and is therefore

printed herewith:

“A commission basis for salesmen,
based on profits, is an excellent meth-
od for wholesale grocers. Here is
one in effect. Country men are paid
on the basis of 40 per cent, and
city salesmen on a basis of 33 1-3
per cent, of their profits Profits
figured on the market cost, in that
manner is not giving the salesman
the benefit of an advancing market,
nor counted against him on a de-
clining market. He is neither re-
sponsible for the' purchases of buyers
nor for declines of the markets.

“Deduct from the profits 1 or 17
per cent, of the sales. For example,
if a salesman’s total sales for the

day amount to $500 and the profit

shows $50, instead of giving him
credit for the $50 profit, deduct 1
per cent, of the sales, we will say

namely, $5, making the. profit shown
on the day as $45. This deduction
is for overhead or wear and tear, as
you may want to term it

“Give them a drawing account suf-
ficient for them to live on and allow
them to turn in their expenses at the
end of each week. In the final set-
tlement at the end of the year, the
salesman’s drawing account plus h's
expenses are deducted from his per-
centage of profits, whatever the bal-
ance is, is his check at the end of the
year.

“For example, if a salesman’s prof-
its for the year amount to $10,000,
40 per cent, of same being $4,000,
his drawing account, we will say, has
been $1,500, his expenses, $1,500.
Those two items added together, de-
ducted from the $4,000, leaves a net
balance of $1,000 due the salesman
as his earning check.

“Returned goods are deducted from
the sales and the profits on -the re-
turned goods deducted monthly from
the profits. If the returned goods is
caused by error on the part of the
shipping department, or some other
department, the freight is not de-
ducted from the salesman’s profits;
but if, on the other hand, there is
no reasonable excuse for the return,
the freight on same is considered an

expense item and deducted from the
salesman’s profit. In pre-pay towns,
such as jobbing towns, the full

freight allowed by the salesman to
the customer is deducted from his
profits at the end of each month.

“The beauty of this system is sum-

med up in a very few words, it
makes profit salesmen instead of
volume salesmen. It develops your
sales organization into av?-hu8s pf
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selling profitable merchandise and
leaving the skimmed milk for the
other fellow. In these days where
the retailers are splitting their busi-
ness so many ways, if we are not
careful, we are getting a great many
orders which contain nothing but
skimmed milk, and the commission
salesman is slipping along with per-
haps less volume of business from
that store, but with a larger margin

of profit, and, no doubt in many
cases," a real dollar value of more
profit than the man with the large

volume of business.

“Again, the more the commission
basis is used, based on profits, the
less cutting will be done by vyour
salesmen. His (the salesman’s) earn-
ing check depends upon his ability to
sell profitable merchandise under this
plan. The salary basis carries no
value in it. The salesman gets the
same salary whether he sells soap at
list or at 'a cut of twenty cents per

box. Where does the firm come in-
They don’t come in. That’s the
point.  On the commission basis, it

becomes more of a co-operative plan
—you both win.

“Think it over—ask us any ques-
tions you desire.”

Canned Foods to Aid World Growth.

The canning industry supplies the
world with such an enormous econ-
omy and conservation of foods that
it is destined to assume a most im-
portant place in the world’s progress
and history as the earth grows older.

As the discoveries in  medical
science follow each other rapidly, the
birth rate is increased beyond the
death rate and the population of the
earth grows more rapidly.

The need for food becomes more
and more intense and important, and
there are other influences which make
the conservation of the food resources
of the earth essential.

The increasing population would in-
crease the food supply through the
man power but there is a limit to
the arable land of the world, and the
remedy then would lie in intensified
cultivation and in economical conser-
vation of the food supplies produced.

There would be the mission of
canned foods and the conservation of
food through hermetically sealing, by
which great supplies of food, now
wasted could be kept for indefinite

lengths of time. John A. Lee.
Suit Outlook is Improving.
The better demand for women’s

suits lately has been somewhat of a
surprise. It was expected by many
in the trade that the demand of re-
tailers would be very light, and many
manufacturers gave up their produc-
tion altogether for the Fall season.
This has had the natural tendency of

increasing the business of those
wholesalers who continue to turn
them out. Plain tailored suits are

being taken by retailers in some sec-
tions in quantities that are consider-
ed liberal. There is also said to be
a healthy interest shown in fur-trim-

med suits in both plain fabrics and
the sports cloths. It is thought
likely, in some quarters,” that the

pendulum is swinging toward a much
improved suit business in the Spring.
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T he Business Barometer

Business is becoming more complicated every day, and
because of this there is danger of losing sight of and of under-
estimating the fundamental facts upon which all business is
based.

For instance, a condition exists in business to-day that
is, in a sense, peculiar to the times. The actions of most
business men, with some notable exceptions, reflect a state of
mental uncertainty. And yet all of the tested barometers of
trade and all of the underlying currents and tendencies of
industry are moving consistently in the direction of prosperity.

On the one hand we have reports from market centers
stressing the fact that retailers are buying in small lots with
the anticipation that prices will be easier in the near future.
As a result of this condition we are told that jobbers have
restricted their orders to the irreducible minimum, and manu-
facturers are pictured as confronted with the problems of
keeping their organizations intact, their production schedules
balanced, their sales active and their overhead expenses below
the danger mark.

To a definite extent this is all true. But it is a summer
silhouette— a side view, a tracing, an aspect. It is not a
portrait of the subject in full, but simply an animated outline,
sharply etched upon the white background of the moment.

In contrast to this we are given a full portrait of the
subject in a few deft and powerful strokes by the Committee on
Economic Research of Harvard University:

Shortage of building accommoda- suasive evidence of the accuracy
tion still exists. We look forward of the reports that forward buy-
to a high level of business activity ing has recently been unusually

for the remainder of the year, and conservative.

hence expect that building—al-
lowing for the wusual seasonal We are confident then, that dur-
movements—wiill remain active ing this cycle, as in those which
during the last half of 1923. In preceded it, unfavorable move-
the past construction has usually ments of both the speculative and
remained large while business was the money curves of our index
prosperous. chart will be required to forecast
the reversal in the trend of busi-
Conditions remain fundamentally ness. European unsettlement, ag-
sound. No signs of a culmination ricultural distress, maladjustment
of a period of prosperity have ap- of prices, labor shortage, strikes
peared. The railroads are handling —none of these has so far dis-

turbed the normal relationships of
the curves of the current index
chart. We believe that they will
not do so now. Until the condi-
tion of the money market changes

a record traffic for this season of
the year with general satisfaction.
Except in the building trades
wages have been moderately ad-
vanced and complaint of a marked

fall in efficiency has been absent. from one of relative ease to one
Collections are reasonably good« of stringency, we see no basis for
Finally, the money market has pessimistic opinion. The recent
?;c”e“”"(‘)efd brueslianté\éslyh::iighcm atﬂg ease in money rates therefore sus-
weakness in  commodity yprices tains our position t.hat business
during the past three or four will continue on a high level dur-
months. This occurrence is per- ing the remainder of 1923.

WHETHER PRICES GO UP OR DOWN THE MAN
WHO HAS THE GOODS CAN AND WILL SELL THEM.
IT ISJUST AS DESTRUCTIVE TO BUSINESS STABILITY
FOR A MERCHANT TO UNDERESTIMATE HIS
POSSIBILITIES FOR SALES GROWTH AS IT IS FOR HIM
TO OVERESTIMATE THEM.

\'VORDEIXQ rOCJER COMPANY

Grand Rapids
Kalamazoo—Lansing—Battle Creek

The Prompt Shippers.
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MOVEMENT OF MERCHANTS.

Marquette—Harrington &  Tripp
have engaged in the shoe business.
Hancock—The Three Winners, Inc.,
has engaged in the shoe business at
218 Quincy street.

Jackson—A. Immerman has closed
out his stock of boots and shoes and
retired from trade.

Detroit—The Belle Isle Auto Sales
Co. has increased its capital stock
from $7,000 to $50,000.

Detroit—The Sand Lime Products

Co. has increased its capital stock
from $50,000 to $150,000.
Detroit—Stanley Toebald, baker,
has filed a bankruptcy petition. Lia-
bilities, $1,200; assets, $200.
Detroit—George Henry Lannen,

meat dealer,
bankruptcy.
$250.

Charlotte—Lee E. Chandler, drug-
gist, died at his home, Aug. 8, follow-
ing an illness of 27 days from typhoid
fever.

Detroit—M. Gomolowicz succeeds
Adam F. Buczynski in the boot and
shoe business at 1005 Joseph Campau
avenue.

Caro—T. L. Ratekin, 70 years old,
veteran shoemaker of Caro, died sud-
denly at his home here. He was a
widower.

Detroit—The

has filed a petition in
Liabilities, $4,210; assets

Seidler-Mener
electrical machinists, electric motors,
etc., has increased its capital stock
from $10,000 to $25,000.

Grand Rapids—The J. C. Finer Co.,
132 Monroe avenue, women’s ready-
to-wear garments, has changed its
name to the H. J. Ferman Co.

Elberta—Corney Glarum, manager
of one of the Glarum stores, died at
his home, August 8, as the result of
typhoid fever. He is the son of Mrs.
Nelson Glarum.

Alma—E. J. Game has sold his
grocery stock and meat market to
John C. Kemmis, who will continue
the business at the same location on
East Superior street.

Stanton—The Stanton Elevator Co.
has been incorporated with an au-
thorized capital stock of $12,000, of
which amount $5,025 has been sub-
scribed and $3,250 paid in in cash.

Detroit—The DeFerric Chemical
Corporation, General Motors building,
has been incorporated with an au-
thorized capital stock of $30,000,
$2,020 of which has been subscribed

Detroit—The Minute Kleen Labor-
atories, Inc., 5253 Third street, has
been incorporated with an authorized
capital stock of $1,000, all .of which
has been subscribed and paid in in
cash.

Lansing—The Community House
Building Corporation has been in-
corporated with an authorized capital
stock of $50,000, of which amount $2,-
500 has been subscribed and $1,000
paid in in cash.

Lansing—George R. Byrnes, who
conducts a drug store at 301 Shiawas-
see street, has arranged to open an-

Co,,

other store on Michigan street. The
Hazeltine & Perkins Drug Co. has
the order for the stock.

Reese—H. G. Schluckebier & Co.

have merged their general mercantile
business into a stock company under
the same style with an authorized
capital stock of $18,000, all of which
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his been subscribed and paid in in
cash.

Homer—W. E. Hoyt has purchased
the Phair store building which he
occupies with his furniture and un-
dertaking stock and will remodel
and enlarge it. He will build funeral
parlors on one side with morgue and

chapel in the rear.
Hamtramck—The Victors’ Stores
Co., 9503-7 Joseph Campau avenue,

has been incorporated to conduct a
general mercantile business, with an
authorized capital stock of $75,000, of
which amount $50,000 has been sub-
scribed and paid in in cash.
Albion—W. A. Fishel, Three Rivers
who owns a chain of women’s cloth-

ing, cloaks, etc., stores throughout
the state, has sold the local store,
La York Cloak Shop, to Mis.

Ida Ross, who has been the manager
since it was started two years ago.

Lansing—The Auto Tire Repair
Co., 318 East Michigan avenue, has
been incorporated to deal in auto-
mobiles, tires, accessories and parts,
with an authorized capital stock of
$25,000, all of which has been sub-
scribed and $14,820 paid in in cash.

Detroit—F. J. Simmons & Co., 600
Murphy building, has merged its
grain and bean commission business
into a stock company under the same
style with an authorized capital
stock of $25,000, all of which has been
subscribed and $17,000 paid in in
cash.

Owosso—The Owosso Fox & Fur
Co. has been incorporated to breed
and deal in fox and other fur bearing
animals and to deal in all kinds of
pelts, with an authorized capital stock
of $75,000, of which amount $2,500
has been subscribed and $1,000 paid in
in cash.

Manufacturing Matters.

Detroit—The Detroit Baking Co.
has increased its capital stock from
$150,000 to $250,000.

Detroit—The Detroit Celery Prod-
ucts Co. has increased its capital stock
from $50,000 to $80,000.

Detroit—The Hercules Bumper Cor-
poration has increased its capital
stock from $40,000 to $150,000.

Detroit—The Detroit School Equip-
ment Co., 526 State stret, has in-
creased its capital stock from $50,-
000 to $200,000.

Bay City—The National Body Co.,,
Kelton building, has increased its
capital stock from $250,000 to $250,-
000 and 50,000 shares no par value.

Benton Harbor—The General Mach-
ine Corporation has increased its
capital stock from $300,000 to $340,-
000 and from 5,000 to 10,000 shares
no par value.

Detroit—The Parsons Manufactur-
ing Co., 5301 Bellevue street, body
hardware, automobile parts, etc., has
increased its capital stock from $300,-
000 to $500,000.

Saginaw—The Union Cheese Manu-
facturing Co. has incorporated with
an authorized capital stock of $10,000,
$5,640 of which has been subscribed
and paid in in cash.

Tecumseh—The Hicks Lightning
Rod Co. has changed its name to the
Hicks Co. and will deal in automo-
biles, parts, etc., in addition to its
manufacturing of lightning rods.
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Detroit—The Consolidated Bakeries
Inc., 2134 McClellan avenue, has been
incorporated with an authorized cap-
ital stock of $55,000, $30,000 of which
has been subscribed and paid in in
cash.

Adrian—The Clough & Warren Co.,
furniture manufacturers, filed a peti-
tion in voluntary bankruptcy Monday
with liabilities of $255,796, and assets
of $250,064, of which $122,000 is repre-
sented by real estate.

Detroit—The Llewellyn Steel Co.,
4-251 General Motors building, has
been incorporated with an authorized
capital stock of $50,000, of which
amount $30,000 has been subscribed
and $15,0i0 paid in in cash.

Zeeland—The Arts Products Co.
has been incorporated to manufacture
and deal in wood and metal novelties,
with an authorized capital stock of
$33,000, $16,500 of which hfis been
subscribed and paid in in cash.

Detroit—The Detroit Cinder Block
& Tile Co., 1830 Penobscot building,
has been incorporated with an au-
thorized capital stock of $250,500, of
which amount $250,200 has been sub-
scribed and $114,000 paid in in cash.

Detroit—The Federal Date & Fig
Co.,, 99 Adelaide street, has been
incorporated to manufacture* and deal
in food products, with an authorized
capital stock of $50,000, all of which
has been subscribed and paid in in
cash.

Mears—O. S. James, who engaged
in the grocery business about two
months ago, has sold his stock to C.
A. Brubaker, who has consolidated
it with his own stock. Mr. Brubaker
now has the only regular store in
Mears.

Osseo—The Cleveland Box Co. has
been incorporated to manufacture and
sell lumber and deal in automobile
parts, accessories, etc.,, with an au-
thorized capital stock of $50,000, of
which amount $20,000 has been sub-
scribed and paid in in cash.

Detroit—The Capital Manufactur-
ing Co., 5769 Otis street, has been in-
corporated to manufacture and deal
in automobile heaters, accessories,
etc., with an authorized capital stock
of $25,000, of which amount $24,000
has been subscribed and $9,000 paid
in in cash.

Ludington—The Stearns & Culver
Salt Co. has changed its. name to the
Stearns Motor Manufacturing Co.
and will deal in machinery and manu-
facture motors, tractors, etc., with
an authorized capital stock of $200,-
000 preferred and 3,000 shares no par
value. $1,000 has been paid in in
cash.

Hastings—The Viking Corporation
manufacturer of fire extinguishers and
automatic  sprinkler devices, has
merged its business into a stock com-
pany under the style of the Viking
Automatic Sprinkler Co., with an au-
thorized capital stock of $15,000, of
which amount $12,500 has been sub-
scribed and paid in in cash.

Detroit—The Detroit Riis-Process
Corporation, 1225 Book building, has
been incorporated to manufacture and
deal in apparatus for distillation of
organic matter, with an authorized
capital stock of $200,000 preferred and
30,000 shares no par value, of which
amount $4,000 And 30,000 shares has:
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been subscribed and $4,000 paid in in
property.

Ishpeming—The Michigan Verde
Antique Marble Co. has on display, in
its office in this city, four slabs of
marble from its quarry, six miles
North of Ishpeming, declared by
Charles H. Carter, the company’s man-
ager to be the finest samples he has
ever seen. Mr. Carter has been in
the marble business for many years
and has inspected all the marble
quaries of any importance in this
country. He is ready to wager that
no plant in America has produced
samples of equal beauty.

Brownsville—Lewis Osborn, owner
of Michigan’s largest wormwood acre-
age at this place, has erected a new
still for converting his crop into oil,
which is about ready for the harvest.

Mr. Osborn is a pioneer wormwood
grower, starting several years ago
with about eight acres. This he has

increased to 65, and barring a few
plants which were winter Kkilled it is
a splendid stand. The yield will be
around 20 pounds of oil per acre, or
more, and the price of the oil is fixed
by a contract signed three years ago
and with no string tied to his acreage.

Europe Lives More at Home.

Changing social conditions in Eur-
ope are partly responsible for the
slackened demand from that region
for American foodstuffs, in the opin-
ion of J. H. Tregoe, secretary of the
National Association of Credit Men.
The breaking up of the large coun-
try estates into small farms has been
one of the results of the war. The
landed gentry have become the “new

poor” and have to part with their
holdings on account of their de-
pleted fortunes and the heavy taxa-
tion which the war entailed. The
parcelling out of these estates into
small tracts cultivated by the in-
tensive methods of the European

peasant farmer has been a factor in
increasing the home production of
foodstuffs. In addition, it is to be
noted that European agriculture re-
mained fairly prosperous in the per-
iod when farmers were greatly de-
pressed in this country. Most of the
war devastated areas have been re-
claimed and a good portion of the
land still awaiting reclamation is said
to be of low fertility. Europe’s
agricultural improvement means that
improvements must be made in this
country also, but in a different way:
not through greater production of
grains, but through greater diversi-
fication of crops.

Hides, Pelts and Furs.
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Essential Features of the Grocery

Staples.

How can a grocer expect to garner
any vast amount of dried fruit busi-
ness if he asks 31 cents per pound
for standard dried apricots to-day?

Frankly, that is a problem which
is too deep for the writer. However,
that there are some grocers who ap-
parently fail to keep in touch with
the progress of the markets is in-
dicated by the fact that an instance
came to the writer’s attention this
past week where, in the face of a
wholesale market of around 9j*c on
dried apricots, a supposedly enter-
prising retailer had the fruit on dis-
play tagged with a 31 cent price.

True, he was not doing any busi-
ness on the line. True, again, he was
grateful when hs attenton was specifi-
cally called to the fact that his asking
price was way out of line with to-
day’s replacement costs. As a matter
of cold fact, he had been too busy
with other details of his business to
keep in touch with the downward
trend of the market, or so he asserted.
Be that as it may, his price was out-
rageously high, his competitors were
getting the business and he was losing
it.

Had this particular retailer read his
trade papers as he should he would
have known that the prevailing price
on dried apricots was far below what
he imagined it to be. Had he turned
an attentive ear to the traveling sales-
man he also would have known. How-
ever he apparently did neither of
these two very desirable and essential
things.

Here is what happened. His atten-
tion was called to the absurdity of his
asking price, as compared with what
the wholesale quotation was and
what his competitors were asking. He
was grateful for the information and
at once proceeded to alter his price
so that it was correct. Now here’s
the moral of the tale. At his former
price his apricot sales had been few
and far between. At the revised
. figure he sold out his stock within
two or three days and stocked up
anew. This instance happened about
ten days a go and since then he has
sold several boxes of dried apricots,
made a reasonable profit and kept in
his store trade which otherwise would
have found its way elsewhere.

Dried fruit to-day offers the gro-
cer a wonderful opportunity to cash
in. It is one line of foods the price
of which is back to pre-war levels
and below. Producers have lowered
their prices to the point where profits
are a missing quantity. Wholesalers
in turn are merchandising on close
margins. If there is any damming
up of the stream of dried fruit dis-
tribution it is taking place in the re-
tail stores of the country.

Now don’t get excited. The writer
is not accusing you of extorting un-
reasonable profits in the least. Ob-
servation shows that the rank and
file of grocers are selling dried fruits
on a correct price basis. That some
are not is indicated however by the
instance cited. It is to any such who
may read this that the suggestion is
made to scale prices down to the
right and equitable basis.

The heavy consuming period .for
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dried fruits is here. Priced and fea-
tured right, these products will bring
many dollars worth of business. In-
cidentally such action will go far to
disarm the public of its belief that
prices all along the line are at too
high levels.

School time is right around the
corner and, as many grocers carry a
more or less extensive line of school
supplies, the need of preparing for
the opening is rather urgent. Tab-
lets, note books, pencils, pen points
and holders, pencil boxes, ink—all
these items carry a good profit mar-
gin and can be pushed to advantage
in the near future.

Sugar—The unexpected has hap-
pened again. Instead of advancing,
the price of sugar has declined, thus
putting to rout every sugar authority
in the world. New York refiners
hold granulated at 7.90c. Grand
Rapids jobbers sell at 8.65c.

Tea—The firmest thing in the line
is Congous. The demand from first
hands has been very heavy for these
grades of tea on account of news from
China that the stocks there are very
low. The main demand is for stand-
ard grades selling around 17j£c in a
large way. No change has occurred
in any other line of teas for the week.
The demand is fair, without incident.

Coffee—The market has developed
some strength during the past week.
Most grades selling green and in a
large way advanced around J4c, while
Rios in the same way remained about
unchanged, with a firm undertone.
The Brazil market is fluctuating from
day to day and is strong. The mar-
ket for roasted grades of both Rio
and Santos, sold in the ordinary job-
bing way, remains unchanged for
the week. Figures issued during the
week show a reduction in the spot
stocks of mild coffees and this has
caused some firmness in milds dur-
ing the week; demand is fair.

Canned Fruits—Buyers are still
slow in taking hold of new pack
California fruits, but sellers are satis-
fied that in due time the demand will
appear in good volume, and do not
seem to be at all disturbed by the

present lack of important buying
interest.
Canned  Vegetables—Interest in

Tomatoes for prompt or future de-
livery has been negligible. Buyers
are not interested in goods in the
first named position unless they are
so close to the end of their spot
stock that replacements are necessary.
But this situation seems to be oc-
cupied by very few.es The early Bal-
timore pack which, according to re-
ports received from that center early
in the week, promised to be a failure
seems to have improved. Packers
who at first expressed fear that they
would be unable to fill orders on
hand, are now soliciting additional
business.  Toward future tomatoes
the same attitude is assumed as that
shown in connection with the new
season packs of all staples in canned
foods. Jobbers are disposed to wait
a while before making commitments

against  prospective requirements.
About the only bright spot in a
generally drab situation is that oc-

cupied by Peas. The bugaboo of a
short crop has so often been, raised,
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only to be knocked over by nature’s
abundance, that the caution thus en-
gendered in the average buyer, which
this year has been intensified by
generally depressing trade condition,
appears to have placed them in the
most uncomfortable position of being
caught exceedingly short of supplies,
since there is undoubted evidence of
an extremely light pack of the more
desired grades at least. Hence earn-
est efforts are being made to obtain
as much as possible of whatever may
be available even at an advance of
40 cents or more on the packers’
opening prices.

Canned Fish—The demand for sal-
mon is less active than it ought to be
during the summer season. Buyers
are lying very low just now on sal-
mon, as with everything. Prices are
nominally unchanged, but here and
there one hears of a little shading.
Maine sardines are unchanged. The
new pack situation is still very strong
on account of scarcity. Other can-
ned fish unchanged and quiet.

Dried Fruits—The feature of the
dried fruit market is the strength
developed by dried apricots. The
low prices at the opening seems to
have inspired more buying interest
than was expected and the report that
the fruit driers and packers were re-
stricting their operations to the better
and larger fruit and passing by the
small fruit had a price strengthening
tendency. It is reported that the
superabundance of small ftuit in the
apricot crop is being converted into
apricot pulp or jam by the preservers.
This also helps the situation. This
apricot pulp or apricot jam, its per-
fected product, is a popular conserve
in European countries, and is on that
account highly acceptable as an article
of exportation. For many years apri-
cot pulp was imported from France
to this country.

Syrup and Molasses—Compound
syrup is in moderate demand for the
season without change in price. Good
grades of molasses are wanted every
day for grocery purposes at steady
prices. Sugar syrups are very dull,
with prices nominally unchanged, but
rather weak. Exports are small.

Cheese—The market is barely
steady, there being a good supply on
hand at this time and the demand is
rather moderate. The quality of
cheese now arriving is fine and with
the present supply we may see some-
what lower prices on cheese.

Provisions—The market on smoked
meats is barely steady, with a good
supply and a fairly active demand.
The market on lard is steady at un-
changed quotations. The market on
lard substitutes is weak and un-
changed, there being a good supply
and a moderate demand. The mar-
ket on dried beef, barreled pork and
canned meats is steady at unchanged
quotations.

Beans and Peas—The demand for
all grades of white beans has been
very dull during the week and every-
thing is easy and in buyer’s favor.
This includes pea beans, red kidneys,
which are extremely weak; white kid-

neys, California limas and all the
other varieties.  Green and Scotch
peas dull, unchanged and in buyer’s

favor.

5

Nuts—The California walnut crop
is reported to be coming along nicely
and to be promising a yield of ex-
cellent quality. The growers of Cali-
fornia walnuts produce a large
output but have found a demand for
all they could produce so far in the
shell and so they have not established
any plants to crack or shell their
product. The quality of California
walnuts is so fine that imported wal-
nuts have almost been excluded from

competition, but large quantities of
shelled walnuts are still imported.
The report from the California Al-

mond Growers Association is that the
yield promises well and as many new
orchards are coming into the pro-
ducing age the output will be in-
creasing annually. The Association
has established several plants where
the hard almonds will be shelled and
marketed ungraded as to size. This
action on the part of the Association
will give it an outlet for the lower
grade or hard shell almonds, and for
the annual increase of the production.
There is a large quantity of shelled

almonds wused in this country for
various purposes and all have been
imported heretofore, and so a new

avenue is opened for the consumption
of home grown almonds.

Salt Fish—The demand for mack-
erel is dull, with prices unchanged,
but in buyer’s favor.

Features of Retailing.
Stress on turnover, light stocks and
sales continues to be the outstanding
feature of

retailing. In some in-
stances, the stores are beginning
their initial showings of Fall mer-

chandise, especially coats, in conjunc-
tion with the annual August fur sales.
But the selling of cloth coats in con-
nection with the fur garments, al-
though representing a departure, has
not been on as wide a scale as was
anticipated. Some in the wholesale
market think the idea of joining the
two is a fallacious one and that it
will not be carried out to any large
extent as a yearly custom. Some
falling off in sales was felt during
July, although many stores were still
considerably above their totals for the

same month last year. Early re-
turns for an authoritative monthly
sales barometer show that about

one-third of the stores reporting had
July totals below those of last year.

Clarence Saunders Has Only Himself

Left.
Clarence Saunders, who founded
the Piggly Wiggly foolishness, is

languishing the shadow of the poor-
house. He has turned everything he
has, including his home, over to his
creditors—and still they cry for more.
He is as complete a fizzle as his store
system has proved to be. All he has
left is himself. He began his career
as an $8 per week grocery clerk. He
now offers to work for $20 per week,
but who would want a man in his
employ who handled millions of dol-
lars and lost every cent of it?

The Dejongh & Clause Co., dealer
in general merchandise and groceries
at Dorr, renews its subscription to
the Tradesman and says: “l would
surely miss the Tradesman. The an-
niversary issue was great.”



MOODY AND SANKEY.

Fiftieth Anniversary of Their In-
vasion of Europe.
One of the greatest religious re-

vivals the world has ever known is
being recalled this Summer in pulpit
and press both here and abroad; for
this year is the fiftieth anniversary
of the famous evangelical journey of
Dwight L. Moody and Ira D. Sankey
to Europe. “It was the most power-
ful  spiritual awakening,” says a
British writer, “since the days of
John Wesley.”

Europe could no more resist the
appeal of those American evangelists
than could their own country. Emi-
nent divines who gave them the cold

shoulder on their arrival in England
later joined whole-heartedly in the
great religious movement which

swept the continent.

Henry Drummond, a young man at
that time preparing for the ministry,
worked with the American missioners
for two years. An audience of 13,000
persons  greeted these  unknown
preachers from across the sea at
their first meeting in Birmingham;
larger crowds turned out in larger
cities. In Dublin, a band of atheists
tried to break up the meeting, but
the next day the sum of £1,500 was
paid for revival purposes. Moody
was no novice at saving souls when
he sailed for Liverpool. He had
been at it sixteen years.

Oldtimers here still recall the stir-
ring mass meetings of these two
savers of souls—Moody, the preacher
who could not sing; Sankey, the
singer who could not preach. Neith-
er of them ordained clergymen, these
two laymen joined forces in 1871,
and through the power of song and
prayer and their great earnestness
swept skeptics and sinners by the
thousand into the fold.

Religious scholars have tried un-
successfully to analyze the message
that the nonsectarian Moody gave
to his followers. His humility and
practicality, say those who knew
him, were important factors in his
success; his crude sincerity a greater
one.

It was as a small boy of 7 that
Dwight Moody first felt the efficacy
of prayer. He was driving home
the cows on his father’s farm at
Northfield, Mass., when one of them
fell upon him. He told his mother
afterward that he did not know what
to do, so he “just prayed.”

Young Dwight was one of nine
children. He was muscular, active
and full of mischief. Though he
went to school until he was 16, his
escapades were more numerous than
his merit marks. When nearing 18
he went to Boston and entered his
uncle’s shoe store. He soon out-
stripped all the other salesmen in
number of sales. Even at this early
date, religion was uppermost in the
mind, and he became a member of the
Mount Vernon Congregational
Church.

In the fall of 1855, Dwight set out
for Chicago, and it was here that the
young man started the work which
placed his name among the great
religionists of the world. Still mak-
ing his living selling shoes, he found
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time to gather up a crowd of ragged
urchins, whom he taught each Sun-
day at a church in his neighborhood.
Then he rented four pews in the
church and kept them filled with
people he brought in off the streets.
The sailors along the riverfront were
his next converts.

Down a by-way near North Market
street he stumbled upon a resort
known as “The Sands,” a rendezvous
of thieves, gamblers and other shady
characters. W ith his usual zeal he
undertook to clean up this moral
cesspool.  Saving souls took time,
and he found it necessary to give up
the shoe business and devote all his
energy to the many problems he met
in the Chicago streets.

He rented a saloon in 1857, and
without tract or testament started his
series of meetings which taxed to
capacity the small quarters. W hether
he offered any inducement to the
older members of his flock for
regular attendance is not written
down in the record of those early
days, but maple sugar he found to
be a great attraction to the young, and
he kept his pockets well supplied
with the delicacy.

In less than a year the young
preacher had enrolled 650 persons in
his improvised school. He rented a

larger room over the saloon, and
with the help of two friends and
more maple sugar continued the
work.  Though persecuted by the

denizens of “The Sands” he kept to
his program for six years. Many of
those he dragged out of a miserable
life became useful members of society.
Volunteers came forward to help him
with the teaching; the reputation of
the little school on North Market
street spread. President Lincoln,
among other notables, visited it.
Those who knew Moody say his
religion was of the aggressive, soul-
saving land. He held that Christians
should attack the stronghold of sin.
Their religion should not be passive.
That was not the way to help the

needy. He bought a pony to help
him in roaming the poor neighbor-
hoods. He would arrive at the door

of the school with the small animal
almost entirely covered with street
arabs, other ragamuffins holding to
the beast’s tail.

The North Market hall became too
small for the increasing number of
converts. One thousand young
scholars and three hundred parents
taxed the capacity of that early
saloon. With the approval of the
ministers of the city, a district church
was established, and with their help
and sanction a special code of doc-
trine was drawn up. The new code
embodied all evangelical and scrip-
tural points of the divinty, but Moody
had always followed an undogmatic
plan in his meetings and he con-
tinued to do so.

Moody believed in the direct ap-
peal—the  personal contact. He
often made as many as two hundred
visits a day on his parishioners A
call for help was always answered,
and Dwight Moody had many calls.

He worked without thought of the
wherewithal to live. When his wife
told him one day that there was no
food in the house he replied that he
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felt sure that in some way it would
be provided for them. When he came
home that night his wife said a
friend had sent them a barrel of flour.
Spiritual, not material, food was the
concern of Moody. The night before
he sailed for Liverpool on the great
mission he did not have a cent. The
next morning he received a present
of $500.

A man who heard Moody in
Louisville, Ky., said: “It was the
forcefulness with which Moody talked
more than what he said that im-
pressed his hearers. The man’s deep-
rooted convictions were so much a

part of him that it was impossible
to doubt his sincerity. There was
nothing of the dramatic about
Moody. His earnestness was so
great that to fiear him was to be-
lieve.

“l remember him as a powerful-
looking man with brown hair and a
brown beard. He was absolutely de-
void of sensational mannerisms. In
telling stories of pathetic happenings
his eyes would fill with tears, his
voice would break, but he would go
right on. There was no sentiment-
ality, nothing maudlin about the man.
His great power lay in something
which other men did not have.”

Up and down the country with
the great evangelist went the gentle
Ira Sankey, carrying his little melo-
deon, which folded into a package no
larger than a suitcase. Sankey sang
hymns of his own composition, some-
times as solos, but usually with the

whole congregation joining in. The
spiritual songs that bear his name
or were made popular through his

singing have been incorporated in
the Moody and Sankey Hymnal, still
used in many Sunday schools.

While Sankey, the son of a rich
Pennsylvania banker, had had many
advantages which Moody lacked, he
could not preach a sermon. It was
after all Dwight Mody, without cul-
ture or education, the son of a Mas-
sachusetts farmer, who drew the
crowds Moody talked to a greater
number of auditors, probably, than
any man of his time in either Europe
or America. Of him the late Lyman
Abbott said:

“Mr. Moody belonged to a denomi-
nation which discards all notions of
priesthood, whose ministers are only
laymen performing a special function
in a church without orders. * * *
To him the church was a meeting
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house and the altar a common table
or table of meeting; and most of his
services were held in unconsecrated
halls.  But never did high-church
priest of the Anglican Church be-
lieve more profoundly that to him
had been given authority to promise
the absolution and remission of sins,
than did Mr. Moody believe that he
possessed such authority. Rarely,
if ever, did priest, Anglican or Cath-

Quick turnover is a
matter of demand.
The demand for
Carnation Milk is
steady and growing
everyday. It paystobe
the Carnation Milk-
man. Your jobber
has Carnation.

Carnation Milk P roducts Company

2107 Carnation Building, OCDnomowoc, Wis.
933 Stuart Building, Seattle

Carnation
Milk

"From Contented Cows™

These Hot Days Call For

Refrigerators, Ice Chests, Water
Coolers, Ice Cream Accessories, Etc.

We can serve you in
Both NEW and RE-BUILT

Grand Rapids Store Fixture Co.

1 lonia Ave., N. W.

Grand Rapids, Michigan



August 15, 1923

olic, hear more vital confessions or
pronounce absolution with greater as-
surance.”

Speaking of latter-day evangelists,
Dr. Oliver Paul Barnhill, associate
pastor of the Marble Collegiate
Church, said that in his opinion the
mworld to-day would respond to a
Moody just as it did fifty years ago.
It was not that the world had
changed so much, but that no latter-
day evangelist had carried the deep
conviction of Dwight Moody or had
the “realness.”

The realness of Moody seems to
shine forth in the numerous anec-
dotes told about him and by him.
He told these stories often at his
own expense. Once when preaching
in Scotland he got to the church
to find it so cold that he could see
his breath three feet away.

“Aren’t you going to have any
heat?” Moody asked the beadle. The
man explained that there were no
stoves, no means, in fact, of heating

the building.

“Well, how do you expect people
to get warm?”

“Oh,” said the beadle, “we ex-
pect the pulpit to warm us up.”

In Chicago the Moody Bible In-

stitute, founded in 1889, ten years be-
fore Mr. Moody’s death, still trains
workers in Bible study and in prac-
tical methods of social reform. Of
this school Moody said: “My school
work will not tell much until the
century closes, but when | am gone
| shall leave some grand men and
women behind.”

At Mr. Moody’s birthplace in
Northfield, where 'as a boy he cared
less for education than for play, he
founded two schools, one lor girls,
the other for boys. These schools
stand to-day as living monuments to
his work, as do the Northfield Sum-
mer schools which draw hundreds of
young people from all parts of the
country.

Is This the Way to Do It?

Out in a Western city a group of
retail merchants assembled and took
counsel over the state of business
and found that it was good. Then
they denounced those who would do
anything tending' to create lack of
confidence in the future of trade, and
resolved that they would go back
home and inaugurate a “buy now”
campaign. All of this is well enough
in its way. There is no excuse for
pessimism, and the country is not
headed for a period of hard times.
The question is raised, however, as
to the psychological effect of the
proposed campaign. To shout “Buy
Now!” is a very effective way to ad-
vertise the fact that people are not
buying. Aren’t these well-meaning
merchants defeating their own ob-
ject, when they inaugurate such a
programme? There is no reason to
find fault with consumer buying this
year. Some lines have been affected
adversely by unfavorable weather
conditions, but nothing like a buyers’
strike has been in evidence or is
deemed likely to develop.

Boy’s Clothing More Active.

Somewhat more activity is found
mn certain sections of the boys’ cloth-
ing market, coincident with the com-
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ing opening of the new school sea-
son. Boys’ novelty suits in the so-
called Oliver Twist and middy styles
are described as moving fairly ac-
tively. A new offering in this mer-
chandise is being placed on the mar-
ket in the form of a three-piece
Oliver Twist suit, consisting of wool-
en trousers, to which is attached a
wash blouse, and a coat to match
the trousers. The novelty comes in
sizes from four to ten. In other
items, separate trousers and blouses
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are expected to sell well particularly
if the weather is too warm around
the school opening date to stimulate
the sale of regular suits. Retailers
have about covered their require-
ments for the early Fall in the latter
As in the case of adults’ clothing,
they are waiting actual turnover be-
fore placing any new business

Woods Poisins.
In your youth, if not in your later
wanderings in the country districts

You can do
better baking

‘Lily White has been improved.
absolutely new process.

flour.

your bread will stay moist—fresher longer.
bake easier and have better texture—firm and even.

Lily White

- The Flour the Best Cooks Use”

always has been a superior flour.

teed it to be the

best flour you could buy.

7

you may have been stung by poison
ivy and poison oak. For ivy posion-
ing a good treatment is salt water.
Another good application is one tea-

spoonful of boric acid in a quart
of hot water. Avoid the creeper
with the three divided leaves. The
harmless creepers have five leaves.
Avoid the small shrub with the broad
leaves like the oak. This is the
poison oak. Give a wide berth to the
sumac which grows in swampy
places.

It is now milled by an
It revolutionizes the making of
It means better baking. This we guarantee.
whiter bread, better looking, better flavored bread.

It means
It means
It means it will

For years we have guaran-
It was only natural

that when an improved system for making flour was evolved
Lily White should be improved.

By this new method the efficiency of the protein content of the
flour is increased 30% This means free action of the yeast on 100%
of the flour instead of only 70% in making delicious breads.

Result of 25 years' effort

For a quarter of a century this process has been developing. Now
it is perfected. All we ask is that you try the new Lily White.

Your Grocer Has It

VALLEY CITY MILLING COMPANY

Millers for Sixty Years
GRAND RAPIDS, MICHIGAN

Ads like these are being run regularly and continuously in

the principal papers throughout Michigan.

You will profit

by carrying Lily White Flour in stock at all times, thereby
being placed in position to supply the demand we are help-

ing to

create for Lily White Flour.



PREFERRED STOCK.

Preferred stock was originally
Created to take the place of a bank
loan and furnish temporary working
capital for an institution that had
not been in existence long enough
to establish a bank credit. Pending
the attainment of such a credit, pre-
ferred stock stepped in and gave the
company the temporary use of funds
with which to establish and develop
its business.

Originally the payment of dividends
on preferred stock was regarded with
as much sacredness as the payment
of interest on bank loans; as binding
on a company as the payment of in-
terest on its bonds, if it put out a
bond issue. Unfortunately, this at-
titude has been shifted of late years
and many companies have come to re-
gard the payment of its pledged ob-
ligations to its preferred stockholders
with indifference and unconcern. As
a result of this changed attitude, pre-
ferred stock has suffered severely in

the estimation of investors, to the
detriment and loss of many institu-
tion which deal fairly with its pre-

ferred stockholders.
Whenever there is a default in the

payment of bond interest, the bond
holder can move at once to start
foreclosure; but there is no remedy

whatever for the holder of preferred
stock when he finds he has been be-
trayed. Honorable institutions remedy
the default, so far as possible, by
issuing scrip dividends, bearing the
same rate of interest as the pre-
ferred stock; but carelessly conducted
corporations ignore the men who have

furnished the wherewithal to es-
tablish the business and treat their in-
vestors with contumely.

What is the remedy?

It lies with the investor himself.
When he is asked to subscribe for
preferred stock he should ask to
see the certificate and scan it care-
fully. It is not enough to note that
the dividends are cumulative. That
is good, so far as it goes, but it

does not give him the interest he is
entitled to on his deferred dividends.
He should refuse to invest a penny
in the preferred stock of any com-
pany unless the certificate contains
a printed statement over the sig-
natures of the officers that any divi-
dends not paid in cash are to be
paid ,on the day they are due by
scrip dividends bearing the same rate
of interest as the stock pays. This
is drastic treatment, but it is fully
justified by existing circumstances.
It is the acid test which determines,
once for all, whether the promoters
of the company are actuated by good
faith or otherwise.

THE ARMOUR TRAGEDY.

Those familiar with the Armour
family two or three decades ago are
not at all surprised over the financial
collapse of J. Ogden Armour, due to
his flamboyant methods, his lack of
vision and his utter inability to at-
tract and retain in his employ men
of large "business capacity.

It was a matter of common know-
ledge twenty-five years ago that P.
D. Armour, Jr., was the apple of his
father's eye. All the hopes of the
father centered in his namesake.
When the latter was murdered in
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1900, P. D. called on his family
physician, Dr. Hosmer, and put this
direct question to his medical friend:

“lIs J. Ogden all fool or can we
make something out of him?”

The reply is not a matte.r of public
record, but those familiar with the
Armour family realize that the death
of the founder, a year after his
favorite son was removed from the
line of succession, was due in no
small degree to his anxiety over the
fate of the $250,000,000 fortune he
had built up from the time he moved
his meat business to Chicago in 1870
and founded the Armour industrial
dynasty. At the time of Mr. Ar-
mour’s death the turnover was about
$100,000,000. In 1918 it was $861,-
000,000. In 1919 it reached the
staggering total of $1,038,000,000.
Increased business, however, did not
mean increased profits and J. Ogden
Armour—now 60 years of age—finds
himself entirely eliminated from the
management of the house founded and
successfully conducted by his father,
while his personal possessions are
rapidly being transferred to other
owners to meet his personal obliga-
tions. J. Ogden may be many miles
ahead of the sheriff, but as a finan-
cial factor he -is no longer of any
account, because he could not inherit
—and failed to acquire—the shrewd-
ness and far sightedness which made
his father a dominant factor in the
world of trade and finance.

In speaking of J. Ogden’s reckless
methods in 1916, a Chicago banker
remarked:

“P. D. was not so optimistic, not

so recklessly speculative, not so
ready to dare as his son. The son
has gone beyond what his father
would have approved in branching

out.” But the branching out had
hardly begun. Looked at in the
light of recent events the words of
the Chicago banker appear prophetic.
Those who aspire to be Napoleons
should study the ultimate fate of
Napoleon.

PERPETUAL TROUBLE MAKER

When Judge Gary promised Presi-
dent Harding he would put the twelve
hour employes of the U. S. Steel Cor-
poration on an eight hour basis as
soon as the necessary details could
be arranged, people generally took
him at his word, because they knew
his word was good.

Only one detestible person had the
effrontery to assert that Judge Gary
did not mean what he said. That
person was the miserable creature
who goes by the name of Sam Gom-
pers and who is the most useless per-
son in the world, aside from the
kaiser. He is untruthful, unreliable
and obnoxious to every decent person
in the United States. He has done
more to unsettle safe conditions and
bring about a state of chaos among
union slackers and slovens than any
other creature in the union dynasty.

Judge Gary has already placed the
crown of Ananias on Gomper’s filthy
brow by starting the eight hour sys-
tem in the Gary plant in Indiana.

In the matter of friendship you
cannot reap what you have not sown.
Be friendly to others if you would
have them friendly to you.
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OBSTACLES TO PROSPERITY.
W hatever the cause, there are un-
mistakable evidences of a more cheer-

ful sentiment in business now than
at any time during the past sixty
days. The sudden let-up in trade

activity, after the speed of the first
mnths of the year, had a rather de-
pressing effect by reason of its con-
trast with the preceding period. As
we get further away from the spring
boom, however, and begin to draw
comparisons with last summer rather
than with the recent peak of indus-
trial activity, it appears that the sit-
uation is not so bad after all, and
that if there had not been the unex-
pected expansion in the first quarter
of the year, which many business men
at the time deemed temporary, we
should now be better satisfid with
the present rate of activity. The
recent check to the decline in prices
of farm products and the increasing
evidence that the securities markets
have also been thoroughly liquidated
have been factors in imparting a bet-
ter tone to the sentiment of the busi-
ness community.

It is not to be inferred from the
foregoing that there are no obstacles
on the road to prosperity. Business
observers point to at least four, and
nothing is to be gained by seeking to
ignore their existence, as two or three
well-known captains of industry have
been urging us to do. These obstacles
are: (1) the lack of balance between
the prosperity of industrial and agri-
cultural communities; (2) increasing
production costs for manufacturers
while prices are receding; (3) the un-
satisfactory condition of our export
trad; and (4) the prospect of politi-
cal attacks on business during the
next Congress.

It will be noted on examination that
these various factors are closely in-

terrelated. The possibility of a Con-
gress hostile to the business inter-
ests of the country is due to the
fact that the agricultural districts
have not fully participated in the
prosperity of the past year. One

reason why they have not had their
share of prosperity is because of the
poor export demand for farm crops,

as compared with the years imme-
diately preceding. The tendency for
production costs to increase while

prices lag behind is a retarding in-
fluence on business development, but
it is a situation that is necessarily
temporary. Either costs must be
brought down or prices must be forced
up. In the latter event we shall be
able to sell less manufactured goods
abroad, and there will be a tendency
for our imports of manufactures to
increase. This in turn will improve
the buying power of foreign countries
and will possibly increase their de-
mand for our cotton and grain. On
the other hand, if production costs
can be brought down,.the prices of
manufactured goods and of farm
products can be bought into line and
present agricultural discontent can be
eliminated.

WOOLS AND WOOLEN GOODS.

Thus far, the opening of woolen
lines for Spring has produced no
marked effect in the wool market.

Any tendency there may have been
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toward higher prices for the raw
material appears to have been check-
ed and, especially so far as the
coarser grades of wool are concerned,
the disposition is toward lower levels.

Not a great deal of buying is re-
ported, however, and not much is
loked for in the immediate future.
But a great run on Spring fabrics,
should this occur, would be apt to
change the situation. At present
there is no indication of this. The
Department of Agriculture recently

made an estimate of the countrys
wool clip, placing it at 228,031,000
pounds, or about 8,000,000 pounds
in excess of its last year’s estimate.
Not much dependence is placed on
these figures because of previous er-
rors in the same direction. The goods
market is not devoid of features.
The American Woolen Company is
engaged in allotting its output of
dress fabrics for Spring, but is still
supplying fabrics for Fall. Re-
sponses to the offerings of men’s
wear fabrics still lag, ‘'although a
fair business is expected a few weeks
hence when the clothiers are better
informed as to what their customers
will take. Independent manufactur-
ers of woolens have, in a number of
instances, opened their Spring lines,
following the lead of the big com-
pany in the main as to prices and
also as to stressing dress goods. The
women’s wear trade is showing up
to much advantage.

RETURN TO LONG SLEEVES.

Women are reported to be contem-
plating a return to long sleeves. There
is the suggestion of a threat in hints
that these sleeves may be cut accord-
ing to the style once popularly known
as “the leg of mutton.” Such a pros-
pect is disquieting, especially coming
so soon after the ultra-short skirt
was abandoned. Once people viewed
with alarm each new fashion in fem-
inine attire and rather enjoyed doing
so. After an unbroken succession of
these pleasing alarms they had be-
come a convenient commonplace of
conversation. They ranked with hu-
midity as a subject for leisurely dis-
course on the golf course or in the
club. If the polite conversationalist
had just remarked that the humidity
is worse than the heat, he could show
versatility by informing the next per-
son that fashions in women’s attire
are awful.

These observations have become
hallmarks of sturdy, conservative re-
spectability indicating integrity and
orthodoxy; they are fixed social con-
ventions with the unmistakable mean-
ing that once attached to mutton
chop whiskers. But mutton chop
whiskers are no more: and if
leg mutton sleeves come into style
again, how is a man to indicate those
sterling elements of character which
mark him for a place on the board
of directors, or vice-president of a
bank? With no mutton chop whisk-
ers, and confronted with leg of mut-

ton sleeves, he is reduced to a lost
sheep.

How long has it been since you
have added any new equipment to
your store? Does the place, per-
haps, begin to look a little old

fashioned compared with other stores?
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What Brand Shall It Be?

Right now you are probably giving serious thought to your
season’s purchase of Canned Fruits.

What brand shall you handle? What brand shall you
feature?

Is it better to carry an unknown line— or one that is in-
tensively advertised? Which is the easiest to sell------ and which,
in the long run, is most profitable?

These are pertinent questions, for on their correct answer
depends the very life of a grocer’s business.

After all, when you are ordering Canned Fruits INt0 your
store, the most important thing to ask yourself is------

------ how fast can I sell them Out again?
That is the acid test of all successful merchandising.

It is the waiting market------ the steady every-day sales and
quick repeats on a long line of well-advertised, well-known products
like DEL MONTE that really make them so profitable to the
dealer.

Think this over when you are buying your Canned Fruits!
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in Clearance Sales in Shoe

Stores.

Sins in clearance sale selling are
numerous. Some merchants go wild
over clearance sales. They extend
these over too long a period and
some hold sales so often as to im-
pair the reputation of the store.
There is nothing that will lower the

Sins

general morale, or which will tend
to reduce the respect of the com-
munity for the store in the same

way that too frequent sales do. It
is so easy to make a “cheap John”
store out of a store which has al-
ways been respected as a high grade
institution. Windows plastered with
stickers and streamers, gaudy sales
banners on the inside of the store,
too many times in the year, certainly
injures a store’s dignity.

At certain times of the year the
merchant must clean house. It s
necessary to brush up the stock of
shoes in the same way that it is
necessary for the housekeeper to do
her seasonal renovating. But there
is more than one way to accomplish
the ultimate end, in the matter of
house cleaning.

We have in mind some stores
which begin clearance sales along
about July 15, and end these up about
September 1. The same performance
takes place beginning the last week
of the year and running almost to
March.  Such a procedure brings
about a situation whereby clearance
sales are in operation five months in
the year.

How can any store with operating
costs at the point where they are now,
make money when sales are going on
five months, and there are only seven
months in the year for normal profit
taking?

Circumstances make it absolutely
necessary for the shoe merchant to-
day to get longer profits. Taxation,
rents and general operating costs are
mounting higher and higher. The
only way to keep pace with these is
for the merchant to keep his profits
up equal to the increase in the cost
of doing business.

When putting on a sale, it is
necessary in these days to be sen-
sational, or not expect much in the
way of results. The mere announce-
ment that “Seasonal Reductions” are
on. doesn’t attract the crowd. The
most successful merchandisers are
those who put on a sensational sell-
ing stunt at the proper time of the
year. The idea is to attract the
crowds, figuring that out of every
eight or ten people coming into the
store, one or more sales will be
made.

During recent
there have been
cessful clearance

weeks
several
sales,

in Chicago,
very suc-
these
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were only accomplished by selling in
an extraordinary way. The retail
stores or the department stores put-
ting on the sales, picked out the
undesirables in the stock, cutting
the prices of these to the bone, thus
creating values so glaringly apparent,
that the average person, even though
possessing meager education of shoe

values, would recognize these as a
“good buy.” Such stores liquidated
undesirables very quickly. Clearance

sale time was reduced many weeks.
In one Chicago store all of the clean-
up was accomplished in three weeks
of selling. At the end of these three
weeks, the new styles for the season
ahead were put on display and the
active selling of these began im-
mediately.

Other stores have found
able to “sweeten up” lines intended
especially for clearance selling. In
other words, the merchants went out
in the market and secured merchan-
dise which represented value, offering
this along with the short or dis-
continued lines intended for the
clearance sales.

The store salesman
portant factor in the
clearance sale goods. Many success-
ful merchants to-day believe that it
is good policy to allow the store
salesman an opportunity for making
extra money during clearance sale
time as well as during other months
of the year. The size of the p m’s
is generally raised in the case of
strictly undesirables, so much so that
many merchants feel that it is per-
fectly right to pay as much as a
dollar a pair in order to clean house
of certain numbers on the floor.

As one merchant put it, “Why isn’t
it good business for me to give $50
or $100 to my men on the floor in
order to get rid of a hundred pairs
of shoes which | don’t care to carry
over. It is just as logical | think
to give the salesman these dollars as
it is to give them to the customer.
I have found in my business that
it pays to operate in this way.”

In the case of stores carrying bet-
ter grades of merchandise, selling to
middle or better class people, it be-
comes more and more a certainty
that women especially, are not so
much impressed by price as ethey are

it profit-

is a very im-
disposing of

by style and the fulfillment of cer-
tain desires in style, comfort, ap-
pearance, etc. This fact has been

forcibly brought out during a recent
canvas made among the better stores
of Chicago, where statements were
volunteered to the effect that a very
large part of the trade passed up the
clearance sales offerings and the bar-
gain counters when it was found that
the style of the shoes in such cases
was not exactly what was wanted.
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There is a particular

Rouge Rex Shoe

For the Man Who Works

That is individual in its
adaptability to every
kind of work

More Mileage Shoes

For the Man Who Cares

They are a line that have made a good
name for themselves. Get stocked
on them and build your business.

When our salesman calls get acquainted with our
entire lines and buy to protect the demands of your
business.

HIRTH-KRAU3E CO.

From Hide to you.

Shoe Mfgs. and Tanners Grand Rapids, Mich.

Year after year—

Michigan farmers demand them

H-B Hard Pans DO wear like iron. Thousands of Michigan
Farmers and outdoor men know this. The soles are made
from the best part of the hide. Uppers are specially re-tanned
to resist water. Chocolate uppers tanned to resist destruc-
barnyard acids. Advertise H-B Hard Pans with cuts we
furnish to hook up with our Michigan farm paper advertising.

HEROLD-BERTSCH SHOE CO., Grand Rapids
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In the case of white shoes for in-
stance, one downtown store had some
rather good looking white canvas
shoes on sale at $2.98. These were
slightly soiled but of good last and
pattern.  Side by side with these
were white kid slippers at $6.98. The
latter also were slightly soiled, but
the white kid slippers sold out in
about three hours’ time, while it re-
quired three weeks to get rid of the
white canvas at $2.98.

Clearance sale time for many stores
means a period of semi-rest when
everybody puts down the bars, shoves
hands in their pockets and begins to
mourn and worry about conditions,
expecting poor business and generally
getting it. The attitude of many mer-
chants during clearance sale time is
probably brought about by sub-con-
scious thought that it is “not much
use to try when nobody wants to
buy.”  This sub-conscious message
gets across to the patron and con-
siderably outside the walls of the
store itself. It hits the morale of
the salesmen and the general atmos-
phere of the store. During clearance
sale time you will often find mer-
chants of a town or community
chasing around among competitive
stores checking up as to the exact
number of customers on the floors.
There seems to be too much worry
about what the other fellow is doing,
and not enough worry about what
the merchant himself is doing, or the
plans that he has made for stimulat-
ing business during times when busi-
ness is generally slow.

It is necessary to keep up appear-
ances at all costs, to keep a stiff
upper lip and to keep fighting for
business. The -right kind of mer-
chandise, the right kind of prices and
the right kind of going after busi-
ness will generally bring home the
bacon. When business is hard to
secure it takes a real merchant to
get it. And merchandising is not
price cutting by a long shot.—Shoe
Retailer.

Styles in Fall Footwear.

Suedes for women’s footwear, in the
log-cabin shades and black especially,
will be in great demand this Fall,
according to one manufacturer. Other
colors, too, will be popular, though
grays are not expected to be much
used. The solid'-color shoes in high
colors are a drug on the market, he
says, and there is no chance of their
maintaining their present vogue. The
models for Fall show a trend toward
the French design, with shorter
vamp, rounder toe and higher heel
than heretofore. For younger girls
the heavier, brogue effect will be
popular, with broad, flat heel, but
these styles will not be favored by
older women. There is little change
in men’s models, brogue and square-
toe effects continuing in favor. Light
tans as well as black will be in de-
mand, the darker shades of tans and
browns being less popular. The ef-
fort to revive the narrow toe has not
been successful, this manufacturer
says.

Asking people to buy is what
makes them buy in many cases. Keep
up your asking by advertising and
by salesmanship.
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Trade in Linoleum.

The trade in linoleum is keeping
abreast with the business reported in
other lines of floor coverings, ac-
cording to a leading manufacturer.
The mills are running to full capacity,
he says, and yet he is having diffi-
culty in making prompt shipments.
The American public, he declares, is
being gradually educated to the idea
that linoleum is in reality a flooring
and not a floor-covering. This is the
prevailing idea in Europe, where
linoleum has for a long time been
regarded as a foundation for rugs,
and is used throughout the house.
Eventually, it is declared, linoleum
will be used in this way in homes of
the best type here. It is already ex-
tensively used in offices and in hos-
pitals. Spring designs will be shown
about October 1, when a number of
novelties are promised.

Goods for Household Use.

The older crochet and Marseilles
bed-spreads are being largely sup-
planted by the light dimities and other
easily-washed, thin  materials, ac-
cording to a leading jobber. These
are popular in colors especially, and
come in a wide variety of designs.
The novelties in Jacquard weaves
with shirred or crinkle effects, are
selling well, he says, as well as the
cretonne effects, which may also be
utilized for window and other drap-
eries. Colors are in great demand in
luncheon sets, bath mats, towels and,
in fact, in almost every kind of mater-
ial for household use. While there
is always a demand for staple articles,
at the moment it is said to be the
latest novelty that is selling best.

No Smoker

Can Be

Satisfied

Before

He Has

Smoked

A

Make
This
Cigar

A Ci The

Of Iea{!;I Next One

Merit

lADII ILive

Seel?e'l':%em Citz. Phone
22905

Mfd. By Bell, M 1821

Cigar Co.
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Your Service

MICHIGAN STATE
TELEPHONE CO.

To Make

B etter

W hat are your tele-
phone problems?

Is your service what
youthink itshould be 7
Is your telephone
equipment laid out
satisfactorily ?

In the Telephone or-
ganization are people
whose business it is
to solve your service
difficulties

The Manager of your
Telephone exchange
will gladly arrange to
have them call upon
you.

They desire to make
yourtelephoneservice

as efficient as possible.
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Tyrannical Survival of Ages Old
Traditions.

It must come as a shock to the
patriotic American citizen to learn
that such a moth-eaten old principle
as “The King can do no wrong” is
firmly established in our law.* But
it is there, and it continues to cause
annoyance, loss, and injustice. Sir
Paul Vinogradoff, professor of law
in the University of Oxford, per-
formed a useful service when he cal-
led attention to this fact in his re-
cent address before the Institute of
Politics at  IWilliamstown, Mass.
Criticism of government so seldom
takes a constructive course that it is
refreshing to find some one pointing
out a simple defect that can be
remedied with benefit to all con-
cerned.

If the Government makes a con-

tract for supplies and becomes so
tangled in its own red tape that it
fails to live up to the contract the

aggrieved person must go as a peti-
tioner begging the permission of the
Government to take his case before
a court. That is because, under a
theory that comes down to us from
the days of tyrants, the state can do
no wrong. The King who generously
gave some of his valuable mornings
to deciding disputes between his sub-
jects always had the right to take
property involved for his own use
and benefit. He could do no wrong.
And so our modern state, which
maintains courts, does not itself bow
before the majesty of that law which
applies to all others. Even when
one has obtained a decision in his
favor in the Court of Claims at
Washington he must wait until Con-
gress is good and ready to vote him
the money to which he has been de-
clared to be entitled.

The ordinary business transactions
of citizens are to-day conducted in
accord with much higher standards
of honesty than prevailed in the days
when a king might have settled the
dispute about ownership of a horse
by sending it to his own stable. Even
the once despised retail merchant
now guarantees his goods to be as
represented. A business firm which
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receives two checks far an account
will return one of them. A workman
who is injured is quite likely to find
that he is protected by a compensa-
tion act. Payment of damages is ac-
cepted as a civil matter to be deter-
mined by the courts and is no longer
regarded as punitive.

In such a state of society it is
amusing to find Governments—ours
are not the only ones—hanging on to
excess payments of taxes, placing ob-
stacles in the way of collection of
bills for services rendered, goods de-
livered, or damages inflicted. It is
an absurd fact that when the Gov-
ernment makes a mistake it is likely
to be found not quite so ready to
rectify it as the general run of citi-
zens. This condition is not due to
the express desire of any one. It
just happens to be so. Therefore an
aroused public opinion can and ought
to bring about a change.

Need of More Trade Data.

The speed with which the country
revises its ideas of a possible surplus
or shortage of basic commodities is
surprising. Early in 1920 there were
alarmist stories in circulation of the
shortage of practically all the neces-
sities of life. It was even predicted
that Government bread cards, such
as were issued in European coun-
tries during the. war, would soon
make their appearance. Before the
summer was over, however, there was
a complete reversal of opinion. Sup-
plies of wheat, corn, meats, cotton,
wool, rubber, and copper were found
to be so large that the holders were
embarrassed and were confronted
with heavy inventory losses. In course
of time these surpluses were gradually
worked off, and early this spring
there was renewed talk of threatened
shortage, especially in the case of
cotton, wool, rubber, and sugar.
Nothing is now heard of this talk of

shortage. On the contrary, the prices
of these commodities have been re-
ceding to such an extent as to indi-

cate that either the supply was great-
er or the demand less than was
supposed last spring.

This rapid shifting of opinion con-
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iff you are contemplat-
ing a bond issue itwill
be of great value when
selling the bonds to
have this oldest Trust
Company in Michigan
actas Trustee under the
Mortgage and Registrar
of the bonds. The ex-
pensefisSsmall.

MichiganTrust
CONPANY

GRAND RAPIDS

Merchants Life Insurance Company

RANSOM E. OLDS
Chairman of Board

WILLIAM A. WATTS
President

Offices: 4th floor Michigan Trust Bldg.—Grand Rapids, Mich.
GREEN & MORRISON—Miichigan State Agents

Grand Rapids National Bank

The convenient bank for out of town people. Located at the very
of the city. Handy to the street cars—the interiorbans—the
hotels—die 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 institution must be the ultimate choice of out of town bankers
and individuals.

Combined Capital, Surplus and Undivided Profits over

$1450,000
GRAND RAPIDS NATIONAL BANK

GRAND RAPIDS, MICH.
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cerning the supply of basic commodi-
ties is not at all uncommon. When-
ever prices are rapidly rising the
business community begins to have

delusions of a general shortage.
When a reaction occurs supplies
prove unexpectedly large. Specula-

tive hoarding in a period of advanc-
ing prices is responsible in part for
the spread of the impression that
there is “not enough to go around.”
At times this idea is carefully spread
by means of skilful propaganda, with
the aim of precipitating a buyers
panic and forcing prices to higher
levels. All this tends, of course, to
accentuate the fluctuations in prices
and thus to increase the periodic
swings of business from prosperity
to depression. The obvious remedy
is to be secured through the compila-
tion of accurate data concerning
stocks of goods on hand, production
and consumption. Needless to say,
this information should be compiled
and published by impartial and re-
sponsible agencies. The Department
of Commerce, co-operating with vari-
ous trade associations, has made com-
mendable progress in this direction,
and the work needs to be carried
still further.  William O. Scroggs.

Corporations Wound Up.
The following Michigan corpora-
tions have recently filed notices of
dissolution with the Secretary of
State:

Bentley-Scott Co., Detroit.

Hanson Milling Co., Ashland, Wis.,
Ironwood.

Max Hagelstine, Inc., Detroit.
Birnev Hotel Co., Adrian.

Adrian Hotel Co., Adrian.
Michigan Hide Co., Grand Rapids.
Manufacturers’ Appraisal Co.,
Cleveland, Detroit.
Swiss-American
Grand Rapids.
Industrial Investment Co., Detroit.
Boulevard Sales, Inc., Detroit.
Gillespie Contracting Co., New
York, Detroit.

J. T. Mason Co., Niagara, Wis.,

Knitting Mills,

Quinesec.

Corodium Steam Pressed Brick Co.,
Pontiac.

Detroit Co-operative Cigar Co.,
Detroit.

National Forging Co., Detroit.

Pontiac Land & Home Bldg. Co.,
Pontiac.

L. A. Thompson Scenic Railway

Co., New York.

Otsego Chair Co., Otsego.

Ecorse Realty Co., Ecorse.

Perfection Super-Tire Corp., lonia.

Jones Sheet Metal Co., Battle
Creek.

Kalamazoo Broom Co., Kalamazoo.
American Motor Body Co., New
York, Detroit.

W arnshuis
Rapids.

Detroit National Stamping Co., De-
troit.

Celerytone Co., Grand Rapids.

Lowell Threshing Association,
Lowell.

Atsix Realty Co., Detroit.

Royal Oak Farms Co., Detroit.

J. R. Wartman Co., Detroit.

Grundy Manufacturing Corp., De-
troit.

Robert  Douglas
Grand Rapids.

Leo. A. Thaldorf & Co., Detroit.

Port Huron Salt Co., Port Huron.

Manhattan Machine & Tool Works,
Grand Rapids.

Peter Smith Motor Parts Co., De-
troit.

N. K. Fairbank Co., New York.

Hammond Typewriter Co., New
York.

North American Fruit Exchange,
New York.

C. Merkle Eis & Co., Detroit.

& Portmann, Grand

Coulter, Inc.,

MICHIGAN

Bredin Realty Co., Detroit.

Bertha Coal Co., Pittsburgh, Pa.,
Detroit.

Hart Cedar & Lumber Co., Hart.

Morris Auto Co., Gladwin.

Stutz-Detroit Motor Co., Detroit.

J. S. J. Die & Tool Co., Detroit.

Muskegon Athletic ~ Association,
Muskegon. . o

Toy Corp. of America, Wilming-
ton, Del.,, Gaylord.

Saginaw Ladder Co., Ltd., Saginaw.

Wallace Struble Manufacturing Co.,
Ecorse.

Art Products Co., Zeeland.

Ann Arbor Wire Fabric Co.,’ Ann
Arbor.

American Ctton Oil Co., New York
City.

Has Been Aggressive in Fighting
Crooks.

The Michigan Tradesman was born
in the brain of that veteran editor,
E. A. Stowe. It was nursed by
him through infancy, childhood and
youngmanhood. Since attaining its
majority Mr. Stowe has guided his
child through the destinies of journal-
ism until now it is forty years of
age and looks the part. To celebrate
the anniversary of its birth Mr.
Stowe brought the care and pride
of his life out in a fine 132 page
edition.  Mr. Stowe, through the
Tradesman, has been aggressive in
his fight against cheats and frauds,
has ever advocated honest merchan-
dising and taken a deep interest in
the affairs of the retail merchant.
Here is hoping that the Tradesman
may live long and that Mr. Stowe
will enjoy many years more of active
life and the pleasures his forty years
of business associations entitle him
to.—Coral News.

Someone has discovered that it
takes 140 nuts to hold a ford to-
gether and only one to hold it in
the road.

The more mistakes a man makes
the easier it is for him to invent ex-
cuses.

BUY
SAFE
BONDS

ESTABLISHED 186s

N Through our Bond De-
i parturient we offer only
8 such bonds as are suitable
|  (or the funds of this bank.

Buy Safe Bonds
| from |

| The Old National
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Citizens 64-101

Bell Main 2101

VanAken-Johnson Company
INVESTMENT BONDS

303-305 Powers Theatre Bldg.

Grand Rapids, Mich.

A RELIABLE FIRM TO EXECUTE YOUR ORDERS IN

BONDS AND STOCKS

Howe, Show & Bertles

(Incorporated)

Fourth Floor Grand Rapids Savings Bldg.

Noyes L. Avery
Joseph H. Brewer
Gilbert L. Daane
William H. Gilbert
Arthur M. Godwin
Chas. M. Heald
J. Hamton Hoult
Chas. J Kindel

GRAND RAPIDS. MICHIGAN

The Welcome Sign

Is Always Out

OFFICERS

WILLIAM ALDEN SMITH, President.
GILBERT L. DAANE, Vice-Pres. & Cashier
ARTHUR M. GODWIN, Vice-President
EARL ALBERTSON, Vice-President
EARL C. JOHNSON, Assistant Cashier
ORRIN B. DAVENPORT, Assistant Cashier
HARRY J. PROCTOR, Assistant Cashier
DANA B. SHEDD, Assistant to President

DIRECTORS
CHARLES W. GARFIELD, Chairman
Heber A. Knott
Frank E. Leonard
John B. Martin
Geo. A. Rumsey
William Alden Smith
Tom Thoits
A. H. Vandenberg
Geo. G. Withworth
Fred A Wurzburg

54,000 SATISFIED CUSTOMERS

RESOURCES OVER
$18,000,000

THE BANK WHERE YOU FEEL AT HOME

Fourth National Bank craimiciiigan

United States Depositary

Capital $300,000
Surplus $300,000

interest paid on Savings Deposits, payable
semi-annually.

interest paid on Certificates of Deposit
if left one year.

OFFICERS

Wm. H. Anderson, President;
Lavant Z. Caukin, Vice-President;
J. Clinton Bishop, Cashier.

Alva T. Edison, Ass’t Cashier;
Harry C. Lundberg, Ass’t Cashier.

DIRECTORS

Wm. H. Anderson Lavant Z. Caukin

Christian Bertsch  Sidney F. Stevens

David H. Brown Robert D. Graham

Marshall M. Uhl  Samuel G. Braudy

J. Clinton Bishop  Samuel D. Young
James L. Hamilton

13



14

HIGHWAYS AND RAILROADS.

According to a statement by the
Bureau of Public Roads at Washing-
ton, there were under construction
on May 1 of this year 14,014 miles
of highways for which the Federal
Government was paying part of the
cost.- Fifty millions of dollars were
apportioned for Federal aid in 1923
while $65,000,000 became available
July 1 for the fiscal year 1924. Ap-
proximately two dollars of state or
county road funds will be added to
each dollar from the Federal Treas-
ury.

In spite of the assistance these
Federal grants have given in meeting
the actual cost of highway projects,
their greatest value lies in the re-
strictions and conditions prescribed.
To be specific, Government engineers
must approve a project before money
can be obtained. They consider the
traffic requirements, climatic condi-
tions, and other factors, and dictate
the measure of stability essential if
the road is to endure and justify
itself.  This work has now been
going on long enough for the state-
ment to be made with assurance that
the vast majority of public officials

no longer care to invite political
flarebacks by constructing flimsy
roads. Federal standards are ac-

cepted as authoritative after the test
of experience.

It is difficult to visualize the dram-
atic change in American highway
conditions durng even the last ten
years. Railway construction has lag-
ged behind during that period, but,
considered as a whole, the vast and

intricate net of good roads has
broadened the territory served by
trunk lines. One does not go back

many years to reach a period when
it was considered a safe estimate to
say that a railway drew tonnage
from a strip of territory extending
eight to ten miles on each side of
the road. Some estimates were as
low as six miles.

Good roads are now lifting a tre-
mendous burden of short-haul busi-
ness from the overburdened railroads
and at the same, time delivering to
them by automobile truck consider-

CITIZENS 4267 #

A E Kusterer

Investment
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able tonnage from distances of thirty
to forty miles. In other words, good
roads and automobile trucks have
radically affected the railway prob-
lem in this country. What has thus
been accomplished is a mere promise
of what is to come. Construction
of what may be termed practically
permanent highways will remain for
many years one of the big businesses
of this country, absorbing annually
from a third to a half billion of dol-
lars, employing its tens of thousands
of laborers, and keeping many mills
busy.

THE END OF THE JOURNEY.

Ohio gave President Harding to
the Nation. Last week she received
him back again. For we have wo
national mausoleum. A man is sum-
moned from Quincy or Monticello
or Oyster Bay to exercise a sover-
eign’s power at Washington, but
when his race is run he does not rest
amid the solemn splendors of a
Westminster Abbey. His dust mingles
with the dust of humble neighbors
who have paid him the finest of
tributes by never altering their
familiar form of address. Even
Washington and Lincoln sleep, the
one at Mount Vernon and the other

at Springfield, although a grateful
country raised impressive memorials
to them in the capital which one of
them made possible and the other
saved. For better or worse, we are
at bottom a small-town country.

Some of our manifestations of this
condition we shall outgrow, but there
is nothing to be ashamed of in the
pride with which we greet the ele-
vation of a fellow townsman to the
highest position in the land or the
tenacity with which we continue to
claim him as in a special way our
own. This feeling is distinctly whole-
some in a far-flung nation like ours,
for it helps to keep the tiniest and
most distant hamlet from thinking
of Washington as impossibly remote.

The mystic chords of memory of
which Lincoln spoke in his first in-
augural address as making for a
united country number among their
tenderest strands those reaching from
the patriot graves of our Presidents.

BELL, MAIN 2435

& Co.

Securities

GOVERNMENT, MUNICIPAL,
PUBLIC UTILITY, RAILROAD,

817-821 MICHIGAN TRUST BUILDING

CORPORATION BONDS

GRAND RAPIDS

Fenton Davis 6 Boyle

BONDS EXCLUSIVELY
Q. R. NAT. BANK BLDQ.

Chicago
First National Bank Bldg.
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Detroit
Congress Building
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What is A Living Trust?

N arrangement by which money and property may be
placed in trust with this Company, at any time, for
the benefit of yourself or others, is known as a living
trust.

Thts form of trust has many advantages. When made for
your own benefit, it enables you to free yourself of investment
cares.

When made for the benefit of your wife, your children, or
others, it enables you to set funds aside in their name. They re-
ceive the income, and you are relieved of personal attention to the
financial details involved.

If the trust for the benefit of another is made irrevocable, it
cannot ordinarily be affected by anything that may happen to your
personal fortune. Thus you are enabled to set up an entirely in-
dependent fund for the financial protection of your wife or other
beneficiaries.

Oar trust officers will be glad to discuss a living
trust with you, as it may meet your special needs.
Our booklet, “Safeguarding Your Family's Future/'
will give you some interesting information on the
subject.

Rrand Rapids Trust FAVPANY

GRAND RAPIDS, MICH.

Ottawa at Fountain Both Phones 4391

SAFETY SAVING SERVICE
CLASS MUTUAL INSURANCE AGENCY

“The Agency of Personal Service”

C. N. BRISTOL, A. T. MONSON, H. G. BUNDY.
FREMONT, MICHIGAN

THE HARDWARE AND IMPLEMENT MUTUALS
DIVIDE THEIR RISKS INTO THREE CLASSES

CLASS A—HARDWARE AND IMPLEMENT STORES, DIVIDEND 50% to 55%
CLASS B—GARAGES, FURNITURE AND DRUG STORES, DIVIDEND 40%
CLASS C—GENERAL STORES AND OTHER MERCANTILE RISKS, 30%

These Companies are recognized as the strongest and most reliable Mutuals
in the United States, with Twenty Tears of successful Underwriting Experience.
No Hardware Mutual has ever failed. No Hardware Mutual has ever levied
an assessment. Ask the Hardware Dealer of your town.

fl Interested, write for further particulars.

The Michigan Retail Dry Goods
Association

advises its members to place their
fire insurance with the

GRAND RAPIDS MERCHANTS MUTUAL FIRE
" INSURANCE COMPANY

and save 30% on their premiums.
Other merchants equally welcome.

319-20 Houseman Bldg. Grand Rapide M.>h
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Lightning Rods Worth Their Cost.

There has grown up of late years
an impression, almost generally held,
that lightning rods were of little or
no efficacy. As a result, not one
building in a hundred—probably not
one in a thousand, taking the country
over—has this form of protection,
and fires started by lightning are
numerous. A sudden and somewhat
belated realization of this fact has
moved the Board of Fire Under-
writers to begin preaching sound
doctrine as to lightning rods, to tell
why they have fallen into disrepute,
and to explain when one of them
serves a good and when, instead of
a faithful guardian, it becomes a
standing invitation to the bolts it
pretends to ward off.

The truth is that a lightning rod,
to be useful, must be put up by some-
body who not only is honest—and
lightning rod agents, whether justly
or not, managed to create a wide-
spread belief that they were not
honest—but also has enough know-
ledge of the manners and habits of
electric discharges to arrange for
their safe passage between the clouds
and the ground. That knowledge has
been lacking in the agents at least as
often as the honesty, and probably
much oftener.

And after a lightning rod has been
put up properly, with as few sharp
turns as possible, that is, and has
been well insulated and grounded
deep enough to reach moist earth,
it has to receive intelligent care to
see that these conditions persist, as
they will not do unless the intelligent
care is given year after year. The
rules are simple and easily can be
learned by any householder, and,
if they are learned and observed, the
lightning rod will serve its designed
purpose to a degree that justifies
ranking it among the several really
great achievements of its distin-
guished inventor, Benjamin Franklin,
It is not needed on steel frame build-
ings, and it is so nearly needless on
houses in city blocks that for them
it hardly is worth its cost, but iso-
lated houses in the suburbs and out
in the country are subjected to a
considerable and entirely unnecessary
risk when left unprotected by this
too neglected device.

Preventive Medicine.
Toledo, August 14—The later-day
attitude of more newspapers gladly
giving space so that the public may

have the benefit of our best and
comprehensive scientific knowledge
is to be commended. With this

broad interest of health benefits, why
does not the pulic secure a commen-
surate benefit? Is it because the
average layman does not distinguish
as to whether he is-buying from the
psychological practitioner, the easy-
way practitioner, the social center
practitioner or is the layman more
inclined in the traditional practice
and habits of a fading science—

ing to the Century Dictionary.
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materia medica? A recent editorial
in The Nations Health stated that
“therapeutics attained maturity first,
but the future belongs to prophy-
laxis.”  Prophylaxis is not new to
some, but its requirements and tech-
nique are such that there will always
be large numbers of health sinners
looking for free medical attention
because they feel their individual
machine will stand more abuse than
the automobile of which they take
great care.

Until the public is educated to the
great social and economic value of a
thorough and intelligent body examin-
ation, there will always be too much
ignorance, personal suffering and ill-
health due to false traditions and a

public indifference.
Origin of President Harding’s Middle
Name.
Detroit, August 14—The name

“Gamaliel” seems to be very fitting
to Warren Gamaliel Harding, accorﬁj-
The
Hebrew meaning: “My reward is
God.” There are several Gamaliels
mentioned in the Talmud as de-
scendants of Hillel, who held the
dignity of President of the Sanhedrin
of Patriarchs (nasi) of the Jewish
community in Palestine after the fall
of Jerusalem. Gamaliel, “the elder,’
was the grandson of Hillel. The
laws emanating from him breathe a
mild and liberal spirit. He disuaded
the Jews from taking strict measures
against the Apostles (Acts v. 34)
and is described as “a doctor of the
law, held in honor of all the people.”
He was a teacher of the Apostle
Paul. B. C. Saunders.

Park Your Grouch Outside.

When Thompson called the other day,
M)é heart began to sink;

| hoped he’d not sit down
He guessed as much, t
My greeting, purposely, was cold,
But, pulling up a chair,

He smiled “serenely as_ he told
Me things were “looking fair.”

to stay—
ink.

Prom glancing often at the door—

A hint that employed—

| soon forgot he was a bore,

And ceased to be annoyed.

He used to come with clouded face,
Complaining and sad e%/ed,

But now a change has taken place—
He’d parked his grouch outside.

His manner and his speech were bright,
He radiated cheer; . .

I missed with genuine delight,

His customary sneer;

The favor that he asked was small
And how could | do less

Than show my gameness after all?

| had to answer yes.

You may have reason to believe
That everything is wrong, .

But don’t”let other men perceive
Your visage when it’s long;

Learn all 'the cheering news you can,
And wear a smile that’s wide,

For Luck slips in to aid the man
Who parks his grouch outside.

Bank Fixtures
For Sale

Second-hand bank fixtures for
sale, suitable for small town or
branch bank. Address

BERRIEN COUNTY BANK,
Benton Harbor, Mich.

PERKINS. EVERETT £- GEISTERT

CITZ 4334.

BONDS

BtLUM .iaa

STOpKS

? TAfAI»AMIQfIGANTPDSTBI~ OBANDRAPTIX M IC*/~ A /*

Orders promptly executed In all markets.

Quotations gladly furnished.

We Invite you to use our statistical service.

TRADESMAN

OUR FIRE INS. POLICIES ARE
CONCURRENT

with any standard stock policies
that you are buying.

The Net Cost is 30% LeSS

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

WM. N. SENF, Secretary-Treat.

CHANDLER & VANDER MEY

LOCAL INVESTMENT SECURITIES

707 Commercial Bank Bldg.
Citizens Phone 62425 Grand Rapids, Mich.

Investigating &
Adjustment Co

We Successfully Locate Debtors
and Collect Past Due Accounts.

Special Reports Obtained.

Collections and Adjustments
Made Everywhere

F. A.SAWALL
COMPANY

5%</2 and 33 Michigan Trust
Citizens 64647,

Bldg.
Bell M. 111

Investment

Securities
NATIONAL
DETECTIVE BUREAU
Investigators

AJ)rogressive organization, managed
an personally conducted, by two
widely known ‘Investigators, that ren-
ders invaluable service and Informa-

tion to Individuals, stores, factories
and business houses. 313-14-15 MUffay Bldg
Headquarters ) ;
333-4-5 Houseman Bldg. Grand Rap|d5, Mich.
Phones
Day, Cltz. 68224 or Bell M. 800
Nights, Cltz. 32225 or 63081

Citz. 62209 Bell M. 3596

ALEXANDER MacDONALD
STEPHEN G. EARDLEY

Michigan Shoe Dealers
Mutual Fire Insurance Co.
Lansing, Michigan

LEGAL RESERVE COMPANY

Write
L. H. BAKER, Secy-Treas.
P. O. Box 549

LANSING, MICH.
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IN THE REALM OF RASCALITY

Cheats and Swindles Which Merchants
Should Avoid.

The Tradesman has received a

number of complaints regarding the

business methods of the Succulenta

Co., 9 Campbell street, Newark, N.
J. The company purports to sell a
poultry  food, named Succulenta,
which causes hens to drink much
water and thus become prolific lay-
ers. In soliciting orders the rep-
resentatives collect $5 in advance.

The orders have not been filled and
the company fails to reply to letters
of enquiry. The Tradesman suc-
ceeded in getting one reply, in which
the writer, who signed himself E. J.

Fuchs, agreed to fill the unfilled
‘orders at once. The promise was
not made good and every indication

leads to the belief that the concern
is fraudulent. Certainly it does not

conduct itseif in a businesslike
manner. The Tradesman has ap-
pealed to the Chief of Police of
Newark, the Postoffice Department
at Washington and the several ad-
vertising and investigating bureaus
for assistance in determining the

exact character of the concern.

The Grand Rapids Progress, of-
ficial organ of the Grand Rapids As-
sociation of Commerce, publishes the
following warning against all labor
union publications and one publica-
tion in particular:

If as a member of the Grand
Rapids Association of Commerce you
wish to contribute to any of the
large number of fake organizations
of railwaymen, don’t sign your name
to the subscription papers, because
these names are passed on to other
grafters and used over again.

About two months ago twe men
visited Grand Rapids, representing
the Brotherhood of Railway Em-
ployes, and they had a list of names
of Grand Rapids manufacturers and
wholesalers that had been secured in
this city about four years ago, and
they were using this list of names to
collect on a second time. They pro-
cured this list of names from some
other member of the “gang.” Both
of the representatives of this organi-
zation (?) admitted that the game
was a graft and a holdup. They
stated they had no members in
Grand Rapids, no members in Michi-
gan, but did have a few members on
a little railroad running out of Bos-
ton. They were to get SO per cent,
of all the funds they collected, but
it is generally conceded that they get
100 per cent.

Through quick work on the part
of Chief of Police Carroll and the
co-operation of Prosecuting Attorney
Hoffius, working upon a tip fur-
nished by the Association of Com-
merce, these men were apprehended
and the above confessions secured
from them. It was ascertained that
the extreme penalty under the law
would be $100 each and, as they had
collected much more money than
this, it was agreed that the money
would be returned and the solicitors
would leave town and one of them,
an ex-overseas captain, agreed to
quite the business entirely. The
veteran of the pair had been in the
game over 20 years, had collected
large sums of money in Grand Rap-
ids and regardless of the fact that
he admits it is wrong, it is so profit-
able he expects to continue in it.

There are a large number (more
than 60) organizations formed for
the sole purpose of soliciting funds
from the business men. These
organizations usually take on the
name of some railroad group, like
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the Brotherhood of Railway Station
Employes or the Railway Yardmast-
ers of America, because they realize
that business men “fall” easier for
railroad organizations than any other.

There is only one way to play safe,
and that is to refuse all of them un-
less they carry an endorsement card
from the Grand Rapids Association
of Commerce. |If they have no en-
dorsement card it is either because
they have not been investigated or
d.on’t care to be investigated. The
Secretary of the Association of Com-
merce had the great pleasure of
calling upon those who had contri-
buted to the Brotherhood of Rail-
way Station Employes and returning
to them their money.

Will Make Small
Pool.

Grandville, August 7—Those sena-
tors who carry the idea to the farm-
ers that Congress can manipulate
prices for the especial benefit of the
agricultural population are really the
worst enemies the farmers have in
this country. These ready promisers
know, if they possess ordinary intel-
ligence, that Congress can do noth-
ing of the kind.

Of course, ignorant men like Mag-
nus Johnson may actually believe
that the National legislature has the
power to emit class legislation of the
rankest kind. Such men are unfit
advisers and will come to grief
sooner or later.

One senator has stated that he in-
tends to ask Congress to fix the
price of a bushel of wheat at $1.75.
Of course, if Congress can do this
it can fix the price of sugar at 3c
the pound, more or less, as the case
may be. Also that august body may
put the wage scale at any figure.

It is ridiculous to suppose Congress
can do any such thing and keep with-
in the bounds of the United States
Constitution.

Constitutional liberty would be at
an end if these wild ideas of the
semi-socialists could be carried into
effect.

As for the cry that farmers are
liable to be ruined because wheat has
fallen below the dollar mark, what
have we to say of those days when
farmers sold wheat for less than
40 cents per bushel, eggs and butter
at 7 and 8 cents, potatoes at 15
cents per bushel and so on?

Such prices once ruled in this
country and not so very long ago

Hole in Public

either. Farmers survived that time
and will in nowise succumb under
present prices. Butte!r, eggs and

milk are 100 per cent, higher to-day
than before the Kaiser’s war. That
is certainly something to help out.
This great cry that farm loans are
necessary and that some easy way
should be made for the farmer to
borrow money is mostly a fake cry

and has no foundation in common
sense. Farmers with collateral can
borrow from any bank as it is.

They stand on the same ground as
other citizens. Why should they be
made the subject for especial favors?

The production of an enormous
surplus has degraded wheat prices.
Nobody to blame but the farmer.
He can remedy that by diversifying
his products until the supply and de-
mand regulates the price.

When you attempt legislation to
boost prices you are treading on
unconstitutional and dangerous
ground.

During the war
people cut down their consumption
of wheat breads that their friends
across the water might have more
wheat. In adopting substitutes a
new appetite was created which has,
in a measure, cut into the consump-
tion of wheat products.

A set of political mountebanks has
got the farmers all sfirred up, leading
them to expect from Congress help
which is not their due. One class
of citizens has the same right under
the Constitution as another.

The farm bloc agitators have made
a lot of trouble for a good many

the American
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people, leading many to think they
have been wronged by government.
Such agitation is wicked and un-
called for and only serves to make
bad matters worse.

A fair amount of common sense

would come in handy just now.
Little of that has been used in this
wild and senseless fanfare about
the wrongs of farmers. The rush
to the cities is still on. Many farm-
ers have taken advantage of high
wages to enlist under the banner
of labor and giye the farm work the
go-by.

y

Abandoned farms we are told are
in evidence all over the Northwest.
This may be in a measure ftrue.
If it is this veryfact will tend to
regulate farm prices and put every-
body in a happy mood once again.
The farmers must learn that their
dependence is on themselves and not
on any special legislation that Con-
gress may enact. We have had
enough doubtful legislation in this
country and it is high time we got

to understand the limitations of'con-
gressional powers.
There is a great discrepancy be-

tween the price of bread stuffs and
wheat and flour. Why do our bakers
hold to old war time prices when
the cost of raw materials has fallen

off 100 per cent.

Bread at 12 cents a loaf is more
than double the price before the
war. Flour is down to pre-war

prices and still the baker holds fast
to war prices for his output. There
is certainly something out of whang
to this, and the consumer has just
cause for complaint, and yet he has
no thought of appealing to Congress
for relief.

There is only one way in which
the public can bring the profiteering
baker to terms and that is through
the housewife’s oven. In ye olden
time home made bread and pies were
the rule and not, as now, the ex-
ception.

When we get back to old fashion-
ed housewifely duties there’ll be bet-

ter conditions all around and re-
spectable economy and not extrava-
gant waste throughout the com-
munity.

The consumer is always the goat
for every iniquity.

He is the one who has the most

right to complain, and yet, of course,
he mav himself be in part to blame
as indicated in the falling off of
housewifely duties in the baking line.

Congress will soon be in session
again when all the quacks in spoil-
ation legislation will be at the front
determined to force certain hair-
brained contraptions into the statute
books.

Very seldom do these creatures
succeed, and it is not probable they
will make a very big hole in the
public pool on the present occasion.

Old Timer.

North Branch Profits by a Trade
Event.

North Branch, August 6.—When a
town of 650 people in a purely
agricultural community can derive
the wonderful benefits just accomp-
lished through a co-operative booster
campaign, it proves beyond doubt
that the best way, cheapest and most
far reaohing, is for the merchants
to get together in one common cause.
The merchants of this place, sixteen
to be exact, agreed to begin grant-
ing coupons, printed in duplicate, the
last week in April. Each coupon rep-
resented one dollar in cash trade.
The amount pledged to put this event
over was $975. Barrels, neatly and
attractively  painted and lettered,
adorned the sidewalks of the busi-
ness district all through the thirteen
weeks of the event. In these were
deposited the stub half of coupons

by the buyers. The idea took im-
mediate hold of the buying public
and the prizes displayed in store

Windows served to keep up interest.
The prizes were changed often to
give all merchants one or more win-
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dows throughout the life of the con-
tent. There were eighty-two prizes
given away, ranging from a (ford)
car, kitchen cabinet, 100 piece din-
ner set, four burner oil stove down
to box stationery, kodak, auto tires,
tubes, spot lights, etc. The contest
closed August 1 with every fair
means of declaring the winners.
Everyone was satisfied that no means
was spared to carry the campaign
to- the fairest of ends. Some facts of
accomplishment through this com-
bined merchants effort were as fol-

lows: The total sales were $640,00U.
This represents an increased trade
of $54,UlJ over the same thirteen

weeks of last year, according to very
reliable sales figures of the different
concerns. The furniture concern
sola during the last week two sales
amounting to $1,800, delivered into
a near-by town supporting two good
stocks.  This same concern made
two sales which were delivered to a
point within thirty miles of Detroit,
North Branch located seventy miles
North of that city by the way. One
hardware concern, soon after the be-
ginning ot the campaign sold one

man $y00 worth of its wares. This
customer is several miles nearer our
biggest competing town than this
point. One party, a through and

tnrough mail order buyer, walked into
a local store, three weeks before the
campaign closed and selected $225
worth of house furnishings, saying:
“l will not have use for these until
December, in our new home, yet |
want the tickets and you may store
tne goods wuntil | call for them.”
Many other wonderful direct proofs
of the good it produced were in evi-
aence. On the week of July 7, the
mercnants announced as a surprise
issue they would then grant the
coupons  throughout the closing
month, dollar for dollar on all ac-
counts paid. This actually brought
in payments on notes and aocounts
that in some cases had stood as long
as two and a half years. The real
amount however, paid through this
channel is not procurable, but is
estimated very lowly at $4,000. One
dealer who never carries in excess
of $700 on his books succeeded in
collecting $300 and he only used
this form the last week. The event,
it is generally conceded kept $1,000
a week from going to our nearest
metropolis, the one trading center
that in ordinary times takes more
business from our merchants than
any other three buying centers. On
the closing day, the visitors, estimated
at 2,600, came from every direction
to witness the prize drawing. When
one considers the busy time for the
farmers this was evidence of the
“hold” the attraction had on uor
customers. The selling tost through-
out this event was 59~ cents for
every $100 in sales. For the past
five years three merchants had given
casb register tickets, redeemable at
two and a half per cent. One store
has given dish sets, one each week
and then, after depleting the stock
of these, replaced the sets with a
$10 gold piece. Five stores had used
a well known stamp. One of these
paid the stamp concern $610 in six
and a half months, two-thirds the
total expense of the whole booster
event just closed. These merchants
are once and for always convinced
of the good to come, the low in-
dividual cost and the liking of the
people for such get-together events.
E. B. Dauvis.

Keep your eyes open for new and

better methods of displaying your
goods. It is good display that makes
a line sell itself.
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Very Specilal

Something extraordinary is going on

in the soap business. Are you awake
to

We have been in business for over
75 years and in all that time we
have NEVER seen a product “go”
from the start quite like Chipso.

It isn’t alone the form of this soap
product (a flake) and it isn’t alone
the quality (very remarkable) ; it is
an especially happy combination of
the two.

Don’t overlook the retail sales busi-
ness (with consistent repeats) that
you can get with

PROCTER & GAMBLE



18
THE REVOLT OF THE FARMER

Animosity of Agriculturist and Ur-
banite Through the Ages.
Nothing but the patrarchal age
antedates the animosity between the

farmer and the city dweller. In the
most ancient of Egyptian writings
we find the scribes setting down

scurrilous comments upon the despised
herdsman and field hand. In time
this sentiment appears to have be-
come atavistic, an inherited antipathy,
and while less marked than in former
times, it is still potent in every land,

illogical and unreasonable as it
seems. The endeavor to account for
this curious anomaly has produced

various ingenious explanations.

The fact that, until quite recently,
historically speaking, all agricultur-
ists were slaves, captives of war, has
been thought to have originated this
mutual dislike and it is conceivable
that, as there was very little need of
extensive agriculture before the great
city came into being with its in-
satiate demand for subsistence and
luxury, there were few slaves. When
there was neither concentrated con-
sumption nor commerce agriculture
was limited and largely a family af-
fair, and until slavery was instituted
to meet the city’s urgent needs, there
was no friction. The relation of the
workers with the “Great House” of
the landed proprietor or the patri-
archal ruler, were amicable, recipro-
cal, with only two castes, the owner
and the toiler; slavery, of course,
would alter these conditions.

But slavery itself was the fruit
of warfare as well as of a need for
cheap labor and we may well be-
lieve that both evils are born of the
same mother.

Now, the cause of the fall of rich
and famous ancient cities is as much
a mystery as is this long-lived hos-
tility between farmer and urban
dweller.  Fabulously wealthy, these
cities ruled the regions around them,
and distant provinces as well, for
centuries and then, for no apparent
reason, vanished. Some of them were,
we know, destroyed by invaders or
fire, but curiously enough, these were
usually rebuilt. | think it is pos-
sible to connect the wunexplained
downfall of these dead cities and the
seeming unreasoning antipathy be-
tween the urban man and the farmer,
of the “bourgeois” and the *“prole-
tariat.”

If we study the growth of an
Egyptian farm of any dynasty, as
portrayed in the hieroglyphic writing,
we have the same story as told by a
single exhibit in the Metropolitan
Museum, that of the objects from
the tomb of Mehenkwere. | shows
he gradual evolution of the farm into
the village, then the fortified market
town and lastly, the proud metropo-
lis, or capital, of a province or a
kingdom. In the history of Sparta
a similar evolution is recorded and
also in that of Rome, which, how-
ever, fortunately survived invasions,
insurrections and agricultural strikes.

It was in the creation of specialized
industries on the great farms that the
bourgeois class, the burghers, origi-
nated, and upon this class depended
the fortunes of the city, although its
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daily sustenance always depended on
the despised agriculturist. When the
merchant class attained full control
of the city, as it has always done
within historic times, it not only drew
sustenance from the farm but by
taxation compelled the farmer to sup-
port the city. No doubt the “octroi”
or entrance tax, was imposed at the
gates of the first walled town.

The most ancient of Egyptian
records reveal to us the condition of
the agriculturist long before cities

existed. Many centuries before Christ
the nobles were extensive farmers
wielding the power of chiefs or kings
in the various “nomes” or districts
of the Nile land, their workers at-
tached, perhaps, to the land for life
like the Russian serf of the late cen-
tury. In the tombs of these great
farmers is depicted every feature of
the lives of the proprietors and their
numerous dependents. It may be
mentioned, incidentally, that in these
earliest pictures neither welfare nor
religion finds a place—agriculture and
the future life were the only subjects
that worried these people.

Here we find already in existence
the germs of the city. On these
great estates the necessity for spe-
cialization had produced a number
of different industries requiring ap-
propriate buildings, implements, meth-
ods, hours of labor and expertness;
all these were creating a class apart
from the farm laborer or herdsman,
a class of artisans and deft craftsmen
who naturally felt, and exploited, their

superiority, the progenitors of the
burghers of the future.
We learn from the twenty-two

little models found in the tomb of
Mehenkwetre now in the Metropoli-
tan Museum that this chancellor of
the Royal Palace was a great farmer
upon whose extensive possessions the

division of labor was reduced to a
fine art. There were slaughter
houses, tanneries, fattening pens,

dairies, breweries, wine presses, bot-
tlers, wool spinners, weavers, dyers,
carpenters, joiners, boatbuilders, mil-
lers, bakeries where the very fanciest
loaves were made, painters, carvers of
wood and stone, builders, account-
ants, embalmers, hunters and fishers,
ropemakers, toolmakers and potters.
These expert workers, it is shown,
occupied separate buildings and the
collection of workshops must have
been, in fact, a considerable village
in itself, not merely of mud huts of
slaves but of substantial wooden
structures adapted to their several
purposes. These models also reveal
that quite ornate, though small resi-
dences, resembling, perhaps, those of
lesser nobles, were occupied by cer-
tain of these exceptional craftsmen
on Mehenkwetre’s estate.

Here then we have the beginning
of the burgher class with its segrega-
tion, its emulation of the nobles and
its monopoly of industries clearly
mshown; the genesis of its power and
pride is revealed in the lifelike models
placed in the tomb to accompany
the soul of the proprietor in his
journey to the other world and to
serve in every capacity as in his
prosperous lifetime.

That there were merchants, traders
and shipowners among the upper and
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middle classes, with a commerce that
extended to South Africa and India,
workers of immense quarries, num-
berless priestly scribes devoted solely
to the hieroglyphic records, skillful
artists and sculptors and all the other
adjuncts of wealthy cities is apparent,
while remains of public works, docks,
walls, aqueducts, baths, sewers, pal-
aces and temples, never equaled since,
as plainly demonstrate the presence
of large populations deftly controlled
*by superior powers and yielding im-
mense revenues to these controllers.
Then, as now, the octroi was exact-
ed, and when the simple farmer had
sold his produce he was cajoled, vic-
timized, derided and reviled, as in
every age since. Doubtless the buc-
olic mind was a& sensitive to the
glories, the flashing lights, the un-
easy crowds, the brilliant costumes
and sparkling gems of the metropolis
as it is tcnday. The ancient cities,
as described by dazzled and bewild-
ered and perhaps bucolic writers
seem to have been quite as impres-
sive as any existing at present.
Towering seven-terraced edifices,
vari-colord, golden tiled, silver plated,

glittering with, precious stones, rare
marbles and lapis lazulli, colossal
statues of men and animals in gold,
ivory, bronze and granite; solemn
temples, splendid palaces overpower-
ing in their majestic display of
wealth, impregnable walls and mas-

sive gates are mentioned with awe
by astounded scribes who visited
many cities the remains of which are
now mere rubbish heaps. As to how
each dynasty was established or over-
thrown we have no knowledge; we
know that the agricultural periods
and the vast collections, city-like, of
farmers’ tombs were always succeed-

ed by metropolitan centres, royal
capitals or fortified towns.

Some of these cities, the very
names of which are lost, are now
buried under the desert sands; how

they fell, when or why we may never
know, but that they did fall in-
variably, never to be rebuilt, is pal-
pable enough. The catastrophe hap-
pened again and again, the same
causes bringing the same results
through millenniums, mankind seem-
ingly learning little through exper-
ience. The fate of their populations
may be explained by the ancient tra-
ditions of Egyptian settlements in
Italy, Greece and the Mediterranean
islands and the well-known influence
of the Nile culture all over the earth.
Thebes, Xois, Memphis, San, Ele-
phantine, Abydos, Thinis* Sais and
Heliopolis are mere names to us
now, but their ruins inform us as to
their greatness, while Mycenae, Sar-
dis, Erech, Ur, Tyre, Sidon, Baby-
lon, Ninevah, Coridus, Shirpurla, Baal-
beck, Hissarlik,, Tiryns, Persepolis,
Cnossus, Palenque, Chichen Itza and

a thousand nameless unknown
mounds of brick and sculptured
stones in every part of the world
attest the ultimate fate of similar

proud and stately capitals that once

ruled all the land about them and
then for some mysterious reason fell
into decay.

The exodus of their poorer in-
habitants when famine came must
have begun very soon, while the
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wealthy nobles might postpone the
evil hour for a while, probably leav-
ing behind them their bulkiest treas-
ures. This would account for the
finding in the ruins of these cities
many precious objects actually in
situ as if never disturbed during the
succeeding ages of solitude by rob-
bers or quarrymen seeking stone.

In all the old mythologies disaster,
either personal or civic, meant the
displeasure of the gods and few were
daring enough to invite a curse by
going counter to such direct mani-
festations; so under the frown of
Horus, Baal, Moloch or whoever the
tutelar deity was, the desolate city
fell brick by brick, stone by stone
until it became a shapeless pile of
ruins.

Traditional and historic migrations,
such as Abraham’s from Ur of the
Chaldees, the exodus of the Jews
from Egypt, and the wholesale trans-
ferrings of populations to new sites,
so often recorded by classical his-
torians, are explicable by this theory
of agricultural revolt.

The agricultural conditions which
brought several Russian cities to the
verge of starvation in 1921 were
analagous to the ancient crises. The
peasantry had practically ceased to

supply food. The proletariat seized
it. Had the farm toilers been able to
emigrate the Bolshvist Government

would have perished, but the Red
Army overcame resistence and finally
the peasantry was placated by per-
mission to own land in person, a
violation of a prime Bolshevist prin-
ciple and a significant victory for the
agriculturists.

In Germany a curiously similar
condition exists to which little at-
tention has been paid by outsiders.
The farmer there has the advantage,
has had it all along and is now ex-
ploiting it diligently. He is sitting
tight; he makes his own prices and is
growng wealthier, while the middle
classes, deprived of income by the
flight of the mark, are nearing ruin.
Already food riots, the looting of
markets and stores and proposals to
invade the farms have been reported.

It is possible that we also may see
the outbreak of the hatred between
farm and city, the most ancient of
all grudges, but no emigrations will
ensue, for nowadays there are no
open- spaces, no uninhabited fertile
lands that merely need scratching
with the hoe to bring forth crops.

Walt MacDougall.

Rest In Peace.

Here lie the remains of Percival Sapp,
He drove his car with a girl in his lap.
Hies slumbering here, one William Blak ,
He heard the Dbell but had no brake.
Beneath this stone lies William Raines,
Ice on the hill, he had no_chains.

Here lies the body of William Jay;
He died maintaining his right of way.
John Smith lies here without his shoes.
He drove his car while filled with booze.
Here’s Mary Jane—but not alive—

She made her ford do' thirty-five.

To Mary Bush
Each Summer Brings
A Roof of
Grasses Green
She Always Used For
Cleaning Things,
A Quart of Gasoline.

Jane Mickens
Lies Here
Freed from Pain

er
Mourners Shed a Tear
She Stepped From Off a
i Moving Train
While Facing Toward the Rear
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Soli Somdac Mops in |ftarm W eather

Summer brings added duties to the housewife because
open windows allow much dust to collect on her floors and
furniture. She wants to keep her home tidy, yet the heat makes
hard work objectionable.

That is why the Semdac Floor Mop and Semdac Liquid
Gloss appeals to her. It p'rovides the easiest way for her to get
rid of dust and dirt.

A Semdac dust cloth is easily made with a piece of cheese
cloth moistened with Semdac. Run over furniture, it leaves a
polish which rivals the original finish. It collects the dust in-
stead of scattering it elsewhere to make more work.

The Semdac Mop is a boon to her in summer because she
need not get down on her hands and knees to clean her floors.
The flexible handle reaches under all furniture without unneces-
sary exertion. It is a pleasant task to run the mop over the
floor leaving it spick and span. When dirty, the mop swab is
easily removed for washing and as easily replaced.

A Special Offer from the Standard Oil Company ( )

This offer will make money for you. It enables you customers which you furnished to ys and thus the advertising
to sell a large can of Semdac Liquid Gloss and a large reaches the very people whom yoy think are your best
size Semdac mop, with flexible handle and improved prospects.

wire conduit swab, for the price of ordinary mops As an additional help, the

which sell regularly for $1.50 or $2.00. new Semdac counter dis-

play showing both the
Semdac Mop and a can

FI’GEAdvertiSing OVeI’ of Semdac is furnished

you.
Your Name
If you install this display

To bring this bargain to the atten- at the time your cus-
tomers receive the letters,
it will serve as a re-
minder, and your sales
four page, four color, sales-making will show results accord-

letter. This is sent to a list of ingly.

tion of your customers, we mail for
you, absolutely free, an attractive

Michigan Branches at Detroit, Saginaw, Grand Rapids

Send your order at once to our nearest branch or write direct to

STANDARD OIL COMPANY

(Indiana)
910 South Michigan Avenue Chicago, Illinois.
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Afdaid Of Competition ?.
UefC Voti J ed titld k-

MERCANTILI

UK evident reasons the names of the
Bstores pictured on this page have been

withheld, but complete details of the Dur-
ant Mercantile Company campaign will be
furnished on request.

THE T.K.KELLY SA

MINNEAP

ES SYSTEM,

L1
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Afraid Of Conditions

Government Thermometer
Readings in Durant, Okla.,
during Durant Merc. Co’s
Kelly Drive.

July 14...102
July 13...101
July 12... 97
July 11..100
July 10... 98

Weather Like Competition .
Fails to Halt a Kelly Drive. 11 *HE Durant Mercantile Co. Store, Durant, Okla., where Kelly

Service has three times demonstrated the super power of its
selling methods. In its third campaign just concluded over $20,000
UNION T : ) ) : -

was sold in spite of intensive competition, bad business conditions,
wRoo it and almost unbearable heat.

» 40 J EXTRA BIOS

COLUMBIA )
AugIMt 2 192
T X ELLY ugiMt 2 1923

Mnneapolis mihm
yesterday OPENING day par beyond :
thousand ino bundred pipit SEVEN |
this IS pretty. 00UD COLUMBIA SMA]

bbtmebn two cities twelve MUES Al

1sABOk PALIS IfiABO

t SALES SYSTEM
Kelly Sales System,
Minneapolis, Minn,

men:
, out obligation please explain how you can secure

evera! weeks* business for me in a few days time and Help
me to obtain a record fall business.

LAMI FLO 7 Stock CoNSists 0F:.eciiveiiiieniines S S— e
THE T K BELLY SALES SYSTEM

HOCH LARGER THA| Signed without Obligation:

OPENED WITH TWO
Firm  NamM €.

«tumo n
746AM  ADOUST POSTEION (ot

AdAress....ivneie e City o State...o.e.

CADILLAC

MINNEAPOLIS  MINN

rthhub a littis

T e won /"™ XVER 19,000 times Kelly methods have scored a bullseye. The
wires show merely five of the recent ones. Kelly plans will hit
the mark with you too.
iff The coupon above brings a full explanation—no obligation.
You’ll never use your shears and a moment’s time better than to—
clip it.

FASHION SHOE SHOP
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Michigan Retail Hardware Association.
President—J. Charles Ross. Kalamazoo.
Vice-President—A. J. Rankin. Shelby.
Secretary—Arthur J. Scott. Marine City.
Treasurer—William Moore, Detroit.
Executive Committee—L. J. Cort nhof.

Grand Rapids; Scott Kendrick, Ortonville;

George W. McCabe, Petoskey; L. D. Puff.

Fremont; Charles A. Sturmer, Port Hu-

ron; Herman Digman, Owo0sso.

Customers in the Palnt

Business.
Wrritten for t..e ‘'iiaues.i.an.

One of the greatest assets for en-
suring success in the paint depart-
ment is repeat customers. It is an
admitted fact that repeat customers
can be secured only where reliable
paints are handled; that if a poor
quality of paint results in an early
repeat job, the order is pretty sure
to go to some other dealer.

Even where good paint is ' sold,
however, it is possible to lose re-
peat orders under certain conditions.

Good paint will not prove suc-
cessful when used under certain
weather conditions. At least, it will
not produce the best results—and the
best results should be the aim of
every dealer. For it is such re-
sults that prove the best drawing
card for repeat customers.

Suppose one of your customers
paints his house the day after a
heavy shower, when the wood is
damp; or suppose he. paints on a
surface cracked and peely, which
should first have been carefully
scraped. A poor job is the result.
Nine times out of ten he will say
to himself: “Well, next time I’ll know
where not to get my paint.”

The average dealer may not be
aware of all the customers lost in
this way, and where he has no
chance to explain why results are un-
satisfactory.

All of the reputable manufacturers
and dealers have received complaints
on such scores as these. But even
where such complaints are investigat-
ed and the fault is clearly proven to
rest with the conditions under which
the work was done, it is not suffi-
cient for the dealer to say: “You
can’t blame me. It’s not the fault
of the paint, but your own fault.”

The real remedy is to tell people
when they buy or before they buy.

The leading manufacturers as a
rule now issue pamphlets which call
attention to thes facts. They supply
these to their dealers, and the latter
distribute them with every sale.

But even a precautionary booklet
of this sort is hardly sufficient to
meet the need. In the first place,
it is apt to be looked upon as a
piece of advertising and flung care-
lessly aside. Even when the direc-
tions are put on the label of the
can, they are often disregarded. Most
people believe they know when and

Repeat
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how to paint, and as result pay little
attention to printed warnings.

It is good policy for every dealer
to take the time to call the attention
of paint buyers personally to the
fundamental hows and whys of paint-
ing. Instruct your salespeople with
every sale they make to hand the
instruction pamphlet separately to
the customer, at the same time telling
him, “Here is a book of instructions.
Be sure to read it carefully before
you start to paint. Anf if you meet
with any difficulties, don’t hesitate
to consult us.”

With a system like this, the number
of justly dissatisfied customers—and,
indeed, of dissatisfied customers of
any kind—will be reduced to a mini-
mum. mYour paint will be proving to
its greatest capacity better than it
ever did before.

Here are some general directions
the gist of which should be imparted
to paint buyers:

1 The best way to get a can of
paint in condition for painting is
to pour the paint back and forth
from one can to another.

2. Oil and water will not mix. Do
not paint in damp, foggy or frosty
weather. The pores of the wood
are then full of moisture and the oil
cannot get into the wood to make
an anvchorage. Under these condi-
tions paint will peel.

3. On new woodwork, the Kknots,
pitchy and sappy places should first
be treated with a coat of orange
shellac to prevent them later showing
through.

4. On two-coat interior or exterior
work the first coat should be thin-
ned. For the first coat the gallon
of paint should be thinned with one
gallon of raw linseed oil. This is
so a firm anchorage can be obtained.
The second coat should be straight
paint, just as it comes.

5. For good looking results, seams
and nails should be first puttied.

6. Don’t use turpentine alone as
a thinner. Use raw linseed oil.

7. The first coat should dry
thoroughly, if necessary for two or
three days, before the second is ap-
plied.

8. In applying, brush the paint out
well. Brushed out coats last longer.

9. Much attention must be given
to the repainting of a house that
has not been treated for a number
of years, pr any house where the
paint is cracked and peeling. Your
paint will not act successfully here,
no matter what brand you use. All
linseed oil paints shrink in drying
and when they dry in these cases,
they peel off the loosely attached
paints and show the cracks. If it
is a cracked and peeled surface you
have to work on, you should first
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use a scraper or a wire brush to re-
move the paint that is loose.
Having thus safeguarded your re-
peat orders in advance, it is good
policy to plan your follow up cam-
paign from the time the sale is made.

In addition to his prospect list of
new customers, the dealer should
keep a card index list of paint cus-

tomers who, in the course of time,
will be in line for repeat orders.

In fact, the original prospect list
can be so card-indexed that after the
sale is made the card, transferred to
another file, automatically becomes
not merely a record of sales but a
repeat prospect list.

One dealer wuses a card with
blanks for the following informatipn:
owner, address, location of property;

contractor; when painting started;
when to be completed; total outside
surface, amount of body and trim
(with colors used) and total inside
surface, with similar details.

After the job is completed, this
card is transferred to another file;

and when the owner of the property
is due to paint again, it automatically
supplies valuable and helpful infor-
mation.

Another more elaborate card | have
seen in use contains blanks for the
following: Name, address, credit rat-
ing, occupation: with details of build-
ings, when painted, cost, when they
should be painted again, contemplated
improvements inside and outside, and
general remarks.

With information of this sort on
file, it is a great deal easier to can-
vass for repeat orders.

Information of all sorts is*helpful.
One dealer who has made a good
success of his paint department makes
it a practice to visit the building
being painted while the job is in
progress, or afterward, in order to
make sure that the work is being
done satisfactorily.

Some dealers secure photographs
of all buildings painted with their
brand of paint. If the dealer or one
of his, salespeople can handle a
camera, the cost is merely nominal;
and a row of such photographs is
an impressive and convincing argu-
ment when dealing with a new pros-
pect. Such photographs can be filed
away with the index cards. In can-
vassing for repeat orders they are
helpful in visualizing the house and
a guide in suggesting suitable color
combinations.

The shrewd dealer is always on the

lookout for complaints. “If you are
pleased, tell your friends; if dis-
satisfied, tell us” is a good motto.
The great percentage of unsatisfac-
tory jobs are due neither to the
dealer’s fault nor to that of the

paint he handles; but it is a peculiar
fact that with most customers both

the dealer and the paint are guilty
unless they prove themselves in-
nocent. So the dealer is well ad-

vised to urge all customers who are

dissatisfied to bring their troubles
direct to him. Victor Lauriston.
If you notice all a clerk’s little

faults and nag him about them, you
get him Into such a frame of mind
that you cannot successfully correct
any of his larger faults.
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Analysis of Certain Trade Grievances.

Dr. Klingman of the University of
Ohio recently made a survey for the
National Retail Dry Goods Associa-
tion of the main reasons of complaint
as advanced against each other by
manufacturers, jobbers, and retailers.
They are summarized below:

Jobber and Manufacturer.

Unjust return of merchandise.

Unreasonable cancellation.

Retail trade not anticipating
enough in advance.

Failure to confirm orders.

Unnecessary deferring of seeing sales-
man.

Refusal to look at new lines.

Taking discount not earned.

Unreasonable demand for
sions..

Unnecessary price cutting.

far

conces-

Remedies Suggested.

A high code of ethics and a better
understanding of the problems
of both buyer and seller.

Better co-operation between mer-
chandise managers and buyers
to avoid cancellation and returns.

Keeping appointments with salesmen.

Merchandise managers should have
a personal acquaintance with
firms with which they deal.

Better informed buyers.

Educate the retailer.

Broader latitude to buyers.

Give more time to buying.

Too many buyers in market at same
time.

Extra discount to early buyer.

Retailer’s View.

Selling competitor when line is sup-
posed to be exclusive.
Misrepresentation by salesman.
Salesman’s making promises

cannot fufill.
Salesman urging retailer to overbuy.

house

Manufacturer accepting orders he
cannot deliver.

Salesman’s lack of knowledge of
goods and house’s ability to fill
order.

Selling direct to consumer.
Advertising resale price too low.

Deliveries.

Failure to deliver at appointed time.

Disregard of shipping instructions.

Delivering in three or four ship-
ments.

Delivering inferior merchandise.

Delivering more than buyer ordered
of cheap goods.

Delivering short or yardage.

Delivering imperfect or soiled goods.

Delivering goods ahead of invoice.
Substitutions as to: Sizes, Colors,
Numbers and Patterns.
Difficulty in securing reorders.
Remedies Suggested.

A committee or an organization to
see that both sides get together.

Educate the retailer to better mer-
chandising.

Make the seller
firmed order.

Use the golden rule.

Better business practices standardized

Uniform order blanks.

Uniform invoice.

live up to a con-

The salesman who cannot stick to
facts in his selling might better be
working for somebody else. He is
a detriment to the merchant who
employes him.
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Know

the advantages

Brecht
Refrigeration

Place your refrigeration problems before Brecht En-
gineers. Get the benefit of their extensive experience
and research. Let us study your needs and submit a
detailed recommendation covering your particular re-
quirements. Know the advantages of Brecht Mechanical
Refrigeration.

of

Simple to operate—always under absolute control—and
famous for its uniformly low, dry temperature—Brecht
Mechanical Refrigeration is the most efficient and
economical system that money can buy. The result of
seventy years of successful manufacturing.

Regardless of the capacity desired Brecht Engineers can
serve you to your advantage.

Plans for Refrigerators, Refrigerator Display Cases,
Coolers, Storage Rooms, Water Cooling Systems, and
in fact for any refrigeration requirement, will be sub-
mitted without obligation.

1231 Cass Ave. St. Louis, U. S. A.

NEW YORK, N.Y. CHICAGO, ILLINOIS
174-176 Pearl Street Monadnock Building

SAN FRANCISCO, CALIFORNIA
67 Second Street

Acting as a great supply depot and manufactory of machinery, equipment
and supplies for the meat and allied industries. The Brecht Company has
contributed largely to the present efficiency with which the world's food
is now marketed.
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Why Not Begin Household Fiscal
Year Every Monday?
W ritten for the Tradesman.

“l don’t know where it goes, I'm
sure. We are not extravagant. We
go without lots of things that much
poorer people seem to have; but
somehow we just barely keep up with
the expenses. Sometimes we run be-
hind. My husband gave me an awful
talking to last week just about
butter.”

“What was the matter with the
butter?” | asked of the woman who
introduced the subject—a trouble-
some subject to deal with in the
midst of the summer vacation on the
veranda of the hotel where you paid
for your living all in one lump and
couldn’t imagine why it had to cost
so much.

“Nothing was thé matter with the
'‘butter, except that after looking over
the bills my husband ran down the
fact that our cook was ordering the
most expensive kind, not only for the
table, but for all cooking purposes.
He found that it had been going on
for weeks and was almost the whole
cause of a big increase in the cost of
food, | had been thinking that it was
just the ‘high cost of living’ that
the newspapers talk about.”

“Do you keep account of the house-
hold expenses?

“Oh, no. | don’t know anything
about housekeeping. Lately my hus-
band has been keeping some sort of
memoranda, but | don’t understand
it. | have no head for figures.”

She was a nice little person, and
you would call her intelligent. She
was reading a book about European
politics, and she had opinions about
the League of Nations. To be sure,
she got those ready-made, as she got
canned goods.

She had no realization of the fact
that she was a business manager. It
had never dawned upon her that it
was she who spent the greater part
of the family income and that the
solvency of the establishment de-
pended more upon her than upon any-
body else. She sat helplessly in the
presence of her job and confessed
her incapacity with something of the
tone in which one might regret hav-
ing a certain undesired color of hair.

“l know nothing about business,”
she said. “In my own home when |
was a girl we never had any money.
My mother and sisters and | just or-
dered and charged things, and father
paid the bills. When 1 went to the
‘finishing school—it was considered a
very fine school—nobody thought of
such a thing as teaching girls any-
thing about the handling of money.
Now my daughter at college is ac-
tually taking a course—it is required
at that college—in ‘cost-keeping and

accounting’!”
“But you know that there are just
100 cents in a dollar, don’t you?

And you know that when you spend
seventy-five cents for one thing and

twenty-five cents for another, you
haven’t anything left for something
else?”

“Of course | do! But that is just
common-sense; that isn’t business, or
bookkeeping.”

“Oh, yes it is. It’s both. Your
family income, which | suppose your
husband earns, is your dollar, of 100

MICHIGAN

cents, and your family expenses are
the 75 cents and the 25 cents. Your
part of the enterprise is the exercise
of judgment as to what the expendi-
tures shall be; to keep track of needs
and prices and see that the distribu-
tion shall be reasonable and in due
proportion to the income.”

“Yes, | know that, theoretically;
but it is so terribly her ‘ldering!
There are so many kinds of expenses
in running a house—a thousand little
things, and they all have to be paid.
You can’t really control them; you
have to have them, to keep living at
all.  Only a dictionary could be a
list of them.”

Before we parted, | think she was
a little less bewildered, for we work-
ed out a scheme for a budget, and
she professed the intention of putting
it into execution as soon as she got
home.

“I'm not really so silly and feeble-
minded as probably you think,” she
said.

That’s the sad part of it; women
with perfectly good minds, capable
of understanding world problems,
acting and feeling as if the plain
business of managing household ex-
penditure was somehow beyond their
brains. No wonder men have claimed
to believe that women could not be
fit to vote.

It was really a surprise to her to
discover that all the expenses of her
family could be brought into view
and apportioned under a few heads:

Food—Including ice and meals out-
side.

Shelter—Including heat, furniture
and equipment, and fire and burglar
insurance. Repairs.

Clothing—Including laundry.

Operating expenses—Including fuel,
telephone, car fares, servant hire, doc-
tors, dentists, and medicine. Ex-
pense of automobile, if any.

Education and Rrecreation—Includ-
ing school and college expenses,
books, periodicals, music, and theater;
luxuries in general; vacations, travel.

Contributions—Church and charity;
gifts.

Thrift—Savings, life and health in-
surance.

“Others might differently classify
one or another of these items,” |
said, “but | can’t recall any expense
that doesn’t reasonably go under one
of them. | know one woman who
has a heading ‘Follies,” under which
she puts expenses that she can’t de-
fend—including wastes that she dis-

covers; like the cook buying gilt-
edged butter for ordinary cooking.
She is always trying to keep that

column empty, and she told me that
their automobile was purchased from
the savings she -accomplished by
watching that column.”

Summer vacation is a good time
for thinking over all this. There is
nothing sacred about the first of
January. Why not make the first of
October the beginning of your “fiscal
year?” Or next Monday? Or to-
morrow? Prudence Bradish.

Copyrighted, 1923.

If you employ a clerk who likes to
loaf out front of the store give him
a job sweeping down the cellar steps
or cleaning the stock-room to occupy
his leisure moments.
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A coffee Is known
by the customers
It keeps

That is why

Seal Brand

is the best-known coffee
in the country

Chase & Sanborn
CHICAGO
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| R. &]F. Brooms 1

Chocolates

Package Goods of

Paramount Quality j Prices
and Special $ 8.00 |
. - ' No. 24 Good Value 8.75§
Artistic Design o No. 25, Velvet __ 10.001
No. 25, Special __ 9.50 |
No. 27, Quality. 11.001

No. 22 Miss Dandy 11.00 §
No. B-2 B. O. E. 10601
Warehouse. 36 Ib. 11.001

- U

Freight allowed on |
shipments of five f
dozen or more. §

Ail Brooms |
Guaranteed |

Rich & France

607-9 W. 12th Place
CHICAGO, ILLINOIS 1
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Coolidge Likely to Measure up to
High Standard.

Grandville, August 14. — Calvin
Coolidge is the fifth Vice-President to
come into the Presidency through the
death of the regularly elected chief
magistrate.

He is, doubtless, the least known
of the five. John Tyler followed
William H. Harrison and disappoint-
ed his friends of the Whig party by
going over to the Democrats.
“Tylerizing” was an opprobrious
epithet ever after, and Andrew Jonh-
son made good along the same line.

Arthur, succeeding Garfield, was a
fairly successful President. He was
a man of considerable note in New
York. Roosevelt had won his spurs
as a Governor and rough rider in the
Spanish war.

Now we have Calvin Coolidge, a
comparatively unknown quantity. His
prompt suppression of the police
strike in Boston while he was Gov-
ernor of Massachusetts undoubtedly
secured him the nomination for Vice-
President at Chicago in 192U.

It may be concluded that Coolidge
is the least known of the five ac-
cidental Presidents of the United
States. He has his spurs yet to win,
and yet a general feeling of con-
fidence prevails throughonut the Na-
tion. As a modest son of New
England, he has won our confidence,
anu if he makes good in Harding’s
ﬁ!ace a nomination next year awaits
im.

It is a man’s job, however, that the
Green Mountain boy has tackled: and
it will be a wonder if he does not
make some mistakes. Harding made
them, yet in the main he will average
up with our very best presidents.

It will be recalled by older citizens
that Andrew Johnson went into of-
fice with the expectations of the
country aroused to the highets pitch.
He had been Governor of Tennessee,
had made a strong Union record, and
was thought well of by the dominat-
ing Union element of the country.
W ith all these elements in his favor,
the once Vice-President fell down.

He had, of course, to fill Lincoln’s
shoes, which was no small task in
itself. Had he tried in the least to
carry out the martyr’s policies he
would be revered to-day as one of

our great Presidents. Instead, he
chose to turn a complete political
somersault, landing squarely in the

camp of the disloyal forces of the
Nation.

The record President Johnson made
is not an enviable one and no other
candidate for public favor is likely
to follow in his footsteps.

Roosevelt was the most successful
of our accidental Presidents. He
undoubtedly carried out the policies
started by McKinley, so that at the
end of three years he was nominated
by the Republicans and elected
President for a full term.

Johnson was often alluded to as
“His Accidentcy,” an epithet not ap-
plied to any of the others who be-
came president through the death of
the man elected to the office by the
people.

Calvin Coolidge is a typical New
New England father, has certainly
a hard task before him. President
Harding has smoothed out many of
the rough places, and the going is
comparatively easy when we take
into account the great responsibility
which came to the man from Ohio.

Calvin Coolidge is a typcal New
Englander, with the good old fash-
ioned Yankee conscience, which
stands for much just at this time of
socialistic bamboozling nonsense so
prevalent in some parts of our coun-
try.

The part he played as Governor of
Massachusetts in that Boston police
strike indicates the mettle of the
man. From it we readily conceive
that he will be President whatever
else may be said of him. There are
many so-called problems coming up
to perplex and make a weak man
afraid.
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There is that league of nations
for one thing—a dead and gone is-
sue we may concede—and yet there
are political shysters who still cling
to the skeleton hand of that ghost
and profess to believe that it will be
in evidence during the next National
campaign.

A court of nations has had new
impetus from the fact that Secretary
Hughes has in a way sponsored it
for America. Since, however, this
is but miserable spawn of the league
of nations, it is not likely to become
a strong factor in public affairs which
come up for consideration.

'What is known of Calvin Colidge
goes to show him a clean, honest,
fair-minded man, who will do the
best that is in him for the best in-
terests of his country.

The next year and a half will
prove the making or the breaking of
the man from the Green Mountain
state.

In his hands lies his political des-
tiny if not the destiny of his coun-
try. That he will carry out the plans
of his predecessor is said by some
to be his desire. Well and good,
and yet this should not be done if the
new man at the helm of state has
ideas in advance of the others, and
which might be better for the good
of the country.

Nobody is above making mistakes.
That Harding, while in the main do-
ing splendid service for his country,
was not always right, may be con-
ceded. If our new President has a
policy he honestly thinks will benefit
and perhaps solve some of our Na-
tional problems, we trust that he will
not hesitate about putting it into
action.

General Grant, while President, an-
nounced that he had no policy to
enforce against the will of the people.
In a republic like ours the will of
the people is supposed to be para-
mount and we believe Calvin Cool-
idge will not disappoint the aspira-
tions of the greatest people on the
face of the earth. If he does, his
reign will end with the close of this
administration.  Otherwise he may
succeed himself as President of the
United States. Old Timer.

Ne Plus Ultra of Trade Journals.

The Michigan Tradesman, that
sterling mercantile journal published
at Grand Rapids by E. A. Stowe,
celebrated its fortieth birthday last
week by issuing a special anniversary
number consisting of 128 pages and
cover.

The Michigan Tradesman carries
at its masthead a line in parenthe-
sis “(Unlike any other paper)”, and
that is very true of the Tradesman.
Its editor is the most absolutely fear-
less publisher we have the pleasure
of knowing. He is eminently fair
and would find it hard to forgive
himself if he did any man a wrong:
but when any man needs his hide
hung on a fence, Editor Stowe can
do the job about as completely and
thoroughly as any man of our ac-
quaintance. His periodical is to our
notion the acme of what a live, up-
to-date trade journal ought to be plus
the unmistakable personality of its
editor.

This special anniversary number is
a peach, filled with most interesting
editorials, current comment and val-
uable  contributions. We haven’t
been able to read all of them yet, but
we will even if we have to skip a
week of our vacation.

Our best wish for the Tradesman
is that E. A. Stowe may continue in
full health and vigor to gu:de its des-
tinies for many another year.—Nash-
ville News.
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LLarabee’s
Best
Flour

Makes friends and holds them

—it is always dependable,

—it will help you to build

your business.

Distributors of LARABEE’S BEST FLOUR

Rademaker-Dooge Grocer Co.
Hume Grocer Company
Nelson & Matthews
McMorran Milling Co.
Abrams Burt Co.......cccoceceveninnnne
Richard Early & Son

Phillips Produce Co.

Tanner & Daily

Beaverton Elevator Co.

Breckenridge Farmers Elevator Co.

Harrington Coal Co.
Michigan Butter & Egg Co.
Merrill Farmers Elevator Co.
J. A. Kenney & Son

F. Mansfield &. Co.

Grand Rapids, Mich.
. Muskegon, Mich.
Carson City, Mich.
Port Huron, Mich.

Eaton Rapids, Mich.
Kalamazoo, Mich.
Battle Creek, Mich.

. Beaverton, Mich.
Breckenridge, Mich.

Lansing, Mich.
Merrill, Mich.

Mt. Pleasant, Mich.
. Remus, Mich.

;rIrIT-JE MOST BREAD
; THE LEAST FLOUR A
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f DRY GOODS, f

FKNCYGOODS

Michigan Retail _Dry Goods_Association.
President—J. C. Toeller, Battle Creek.
Fglrst Vice-President—F. E. Mills, Lan-

econd Vlce President—W. O. Jones,

Kalamazo
Secretar Treasurer—Fred CHtIer lonia.
Manager—Jason E. Hammond. Lansing.

Fall Clothing Business.

There is every indication of good
Fall ‘'business in men’s and boy’s
clothing, according to one of the

large manufacturers. Overcoats, es-
pecially, are going exceptionally well,

as dealers were sold out in the
Spring, due to the severe Wainter.
Moreover, there was conservative

manufacturing of overcoats early in

the year. Suits, this manufacturer
says, are not selling quite so well
at present, although sales bid fair to

be better than at any time this year.
There is a marked preference for the
better grades, especially in fabrics
of outstanding individuality. Over-
plaids in overcoats are popular. In

the latter the favored model seems
to be the loose box effect in rough
materials, without belt. In suits, the
straight model with short vent is
preferred, in unfinished worsteds in
conservative colorings. The trousers
are wider, while the vests are cut
straighter across the front, without
long points.

Fall Demand for Collars.

Orders placed thus far for men’s
collars for Fall are described as light.
There is a small but fairly steady
stream of business coming in, but to
get more than this requires consider-
able forcing. Wholesalers look for
the situation to show some change
about Labor Day with the outlook
being for frequent repeat orders from
retailers as the Fall selling season ad-
vances.  Meanwhile, production of
manufacturers continues on a conser-
vative basis. The price aspect is
being watched carefully by both
wholesalers and retailers, although
no intimation has been given of lower
levels to prevail on finished mer-
chandise. The current soft collar de-
mand has been steady, and better
than this in some sections owing to
the prevailing tendency toward neg-
ligee effects in men’s wear.

Against Overcautious Buying.

One of the leading manufacturers
of coats and suits deplores the ten-
dency of many buyers to postpone
until the last possible moment their
purchases for the Fall trade. There
is not at present, he says, any econo-
mic reason for any slackness in busi-
ness, as there is no unemployment
and people have plenty of money to
spend. The merchant can buy with
little fear of any business depression.
But the hand-to-mouth method is
bad, both for the retailer and the
manufacturer, inasmuch as the latter

NOTIONS!

is not disposed to make up large
stocks in the face of ultra-cautious
buying, and will require four or five
weeks to fill hurry orders later on.
This manufacturer predicts a rush
of buying after August IS, when re-
tailers will begin to realize that they

must get their stocks. There is no
indication, he says, of any revision
of present prices.

Furs to be in Favor.

One of the large dealers in raw
furs predicts that mink, seal and
caracul will be the most popular of
the better grade furs this Winter.
Mink, especially, will be in great
demand, and the supply available
will hardly meet the call for skins

of the best quality. It is probable, he
says, that the price of choice pieces
will be somewhat advanced, although
the supply is not below normal. Seal
is rapidly regaining its old popularity
and is comparatively cheap. Cara-
cul will undoubtedly be in great de-
mand. Fox.s, too, in all shades will
continue in favor. It is interesting to
note, said the informant, that pure
black fox is not so much desired to-
day as the silver skins. Breeders
have for some years past endeavored
to breed out the silver strain, as the
black brought the highest prices.
Now, the pendulum has swung the
other way. Prices generally, it is
said, will show little change.

New Styles of Bags.

Large flat leather bags resembling
miniature briefcases are selling in
large quantities by the novelty houses.
They are carried under the arm, and
are made of pin seal, calf and moroc-
co, retailing at from $5 to $15. They
are silk-lined and contain various
compartments for mirror, purse, etc.
Some are flexible, while others have
metal frames. Another novelty which
one house is selling for the holiday
trade is a child’s handbag, fitted with
purse and mirror, with filigree metal
frames set with colored stones. It

is of real leather in brilliant
colors, and is packed in a gayly
lithographed Mother Goose box. It
retails at from $1 to $.150. The new
pouch bags are popular with this
concern and with other novelty
houses. .A “Boardwalk Bag” of cel-
luloid and imitation shell is particu-
larly strong. It is a combination

purse and vanity case, in pouch form,
and retails at from $1 to $5.

Shirts Still a Puzzle.

While some headway is being made
by shirt manufacturers in disposing
of the large stocks they have been
carrying, they declare the margin
between profit and loss is very small.
One wholesaler remarked recently
that the situation promised to con-
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tinue about the way it is now until
the latter part of September, when
the retailer would begin to find room
for Fall stocks and holiday mer-
chandise. Meanwhile, the buying of
piece goods on the part of the manu-

facturers continues light. There s
said to be no indication that the
solid color vogue will not carry
through the Fall, the whites, tans
and grays apparently being solidly
entrenched in favor. Only a few
blues are being called for. Collar

attached models are expected to con-
tinue in vogue, particularly those with
the plain, pointed collar.

Sales of Hair Nets.

Indicating the change which has
taken place in sales of hair nets, a
leading importer of this merchandise
recently stated that three years ago
approximately 90 per cent, of the
demand was for the single mesh type,
whereas now 75 per cent., is for the
double mesh. Paradoxically, he as-
serted, this has served to reduce the
acutla volume of sales, although the
number of wearers has increased.
The double mesh net gives added
wear, although it is not as sightly
as the single. Because of the change,
the market in China has become
somewhat unsettled although condi-
tions are now improving, and this
seller looks for higher prices as the
result of stocks being liquidated. Of
the nets being sold about 75 per cent,
are of the dark and medium brown
shades, 12 per cent, light brown, 4
per cent, auburn, 4 per cent, blonde
and 5 per cent, black.

High-Grade Dresses Sought.

One manufacturer of high-grade
dresses reports brisk buying, with a
decided preference for the most ex-
pensive lines. The quality of mer-
chandise is the all-important con-
sideration, he says, price being of
secondary importance. Satins are
in great demand, not more than 10
per cent, of the bookings to date
being for cloth models. Fur is much
used for trimming and is, in fact, the
only form of decoration used to any
extent. This manufacturer will have
a second showing of formal after-
noon and evening gowns on August
25.  For these materials of extra-
ordinary richness and beauty are em-
ployed, notably new effects in a
very light and fine velvet with bril-
liant floral designs on an ivory
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ground, known as velvet Salome im-
prime. Other novelties are an iri-
descent brocaded velvet and a cordo-
van velvet stripe on crepe Romaine.
These materials are displayed in the
popular shades, rosewood, squirrel
and Tampa, as well as in many black
and white combinations.

More Than a Mere Hat Box.

The latest novelty in leather goods
featured by a prominent house is a
woman’s hat box, in full leather of
genuine cowhide, sebra grain, eighteen
inches in diameter. It is completely
fitted with toilet articles with shell
mountings, eleven pieces in all. It is
lined with purple silk, andlcloses on
a velvet flange. Besides the toilet
articles, which as in the usual case
are placed in pockets in the padded
top, the hat box has a large shirred
pocket along the inside of the case.
The box is large enough for the aver-
age hat and also a number of small
articles of clothing, and is thus an
ideal overnight bag, with the addition-
al advantage of carrying the hat with
no danger of crushing. It retails
at about $35.

Handbags for Fall.

From present indications the pouch
style will lead in women’s handbags
for the Fall. It was estimated re-
cently that about two-thirds of the
current poduction is Concentrated on
this type and the remainder in those
of flat design, including the so-called
“envelope” and “swagger” bags. It
is the opinion of some of the trade
that vanity boxes are coming back
to favor and that more of these will
be sold than heretofore. Those of
vachette, patent leather, beaver, calf
and cowhide are the ones already re-
ceiving some attention. There seems
an oversupply of beaded bags in the
market and prices of these have been
undergoing some revision.

We are manufacturers of

Trimmed & Untrimmed HATS
for Ladies, Misses and Children,

especially adapted to the general
store trade. Trial order solicited.

CORL-KNOTT COMPANY,
Corner Commerce Ave. and
Island St.

Grand Rapids, Mich.

Boys and Girls Hosiery

Schools will start soon.

Stock up on Hosiery.

BEARSKIN HOSE—Best on Market.

Price $1.90 on size 5 rise 7*4c.

Sizes 5 to 1%

Write for sample dozen if not in your stock.

PAUL STEKETEE & SONS

WHOLESALE DRY GOODS

GRAND RAPIDS, MICH.

Quality Merchandise—Right Price»—Prompt Service
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the Rage

The old e: iression that there is
nothing new under the sun hardly
applies to knitted outerwear. Take
for instance, the sweater illustrated
above. While one may truthfully
declare that checks are not new, one
has but to consider the arrangement
of the checks and their effective color
contrast to be convinced that there
is something really new in checks.
This particular sweater, with its im-
mediate suggestion of summer, is
fashioned of white worsted and fibre
silk, interknitted. Black is employed
to suggest the checks and at the
waistline forms an effective wide
band. A sweater of this sort—dis-
tinctive, smart—would be welcomed
in any wardrobe, and is ideally suited
for golf or any one of the number-
less outdoor sports that summer
claims as its own.

This is only one of innumerable
sweaters featuring checked handlings.
In some instances the checks appear
both at the back and front, and again
merely at the front sections. There
is no more successful method of in-
troducing color than in checks, and
the sweater slogan for summer is
“Be Gay, Be Colorful!” The term
“check” is an elastic one, for checks
are not necessarily square, in fact
very often they are oblong in shape,
or affect diamond shape contours.
They do not even have to be ar-
ranged in checker-board fashion, for
diversity is their, keynote, and often
they appear in odd shaped groups
or in lines and borders. Women
who are accepting the checked golf
sweater with eagerness, are acting
with good reason. It reflects that
different something or other that is
dear to every woman.

Of the two, it is more important
that you get rid of shopworn meth-
ods than that you move off the
shopworn goods, but both ought to

go.
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If YouGHandle Cotton Goods Read Carefully

. S0 many pessimistic forecasts of business for Fall and Spring have been
issued that we feel it is time that certain salient facts concerning the Cotton Goods
business should be brought to your attention.

Manufacturers and Mills are confronted with cotton at 25 cents and labor
very high. The new reduced prices made recently to stimulate orders have brought
some business which the mills say mean a loss to make. They claim prices are
based in many cases on 17-cent cotton which now seems to be an impossibility be-
fore Fall 1924.

Many mills are closing rather than run at a loss, and production is less
than 50 per cent of normal.

Wholesalers have bought enough to cover initial Fall orders, but the refusal
of some retailers to buy anything in advance for Fall has prevented Wholesalers
from placing duplicate orders. The result is that the stocks at the mills and in the
hands of Wholesalers and Retailers are small.

During the past week cotton advanced 3 cents a pound, due to the excessive
hot and dry weather in Texas and Oklahoma. Now it is generally agreed that the
outlook for cotton is even worse than the Government report. The Government
report showed the condition at 67.2, estimated crop about 11,500,000 bales, carry-
over about 2,500,000 bales, consumption for year ending June 30, 1923 over 14,000,-
000 bales. If the hot and dry weather continues in August cotton will be scarce and
even higher.

We realize that merchants generally would like to see a lower range of cotton
goods prices, but at present this hope is not founded on facts. Government statis-
tics show that retailers’ sales increased an average of 14 per cent during the first six
months of 1923. Mail Order sales in the same period increased from 20 to 25 per
cent. With the consumption of merchandise continuing accordingly—for which
there seems to be every reason—and the buying curtailed, it looks like an advance
rather than a decline in prices.

The telegram following is an example of how the situation really is:

\Why not allow s to cover you an your nearfy neecs and avaid taking chances?
GRAND RAPIDS DRY GOODS CO.

your neighbor and merchandise reliance.
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Canners More Scared Than Hurt on
Spoilage Allowance.

Whoever was responsible for in-
venting the system of “making a
mountain out of a molehill,” he has
nothing on the National Canners’ As-
sociation. It has achieved real great-
ness in taking a veritable molhille of
canned foods “swells” allowance and
making it into a mountain that now
involves the entire food law ad-
ministration of the country, as well
as agitates the whole grocery trade.

Just why this should have been al-
lowed to inflate so greatly is a sur-
prise to most observers, for in the
end it amounts to very little. It is
true that canned' goods will develop
a certain amount of spoilage, in spite
of all care, but just how much varies
so widely that no one appears to
agree just what the basis for judg-
ment can be, though all admit it is
trivial.

The jobbers, with an eye to finding
the most practical way out of a
tangled problem, have agreed to take
all the risks if the canner will allow
them an agreed discount on the in-
voice, and for purposes of uniformity
one-half of 1 per cent has been sug-
gested, though in practice it is agreed
that it is a question for every jobber
and packer to decide for himself as
to what is safe for each commodity.
But the canners instantly rise up and,
with a blast of trumpets and a vol-
canic eruption of indignation, accuse
the jobbers of using the allowance
to swindle them; a new Kkind of
scheme for getting inside prices.

As against it, they would burn
down the barn to catch the mouse.
They have invented—or some say the
Bureau of Chemistry has invented it
for them—a scheme whereby there
will be set up thirty or more trade
zones of the country, with central
warehouses in each, operated by the
National Canners’ Association, into
which all swelled canned goods would
be dumped from thousands of job-
bers’ warehouses for inspection and
for determination of .claims for spoil-
age refund. How much this would
cost is not stated, though everyone
but the canners suspects it would
develop more economic leakage than
the cans do and prove a failure. Still
since the whole problem of making
good his spoiled canned goods is up
to the packer, the jobber is not dis-
posed to quibble as to how it shall
be done. If the canners want to try
the experiment the jobbers do not
feel like objecting, unless it involves
upsetting the whole operation of the
food administration with a new piece
of technical machinery, which might
expand later on.

The spoilage allowance is indicative
of the canners being more scared

than hurt. Since the allowance would
go into the *“overhead” of canning
and would be reflected in the price

charged by the seller, grocers ask
what difference it can make whether
it is one-half of 1 per cent or one-
quarter of 1 per cent, or whatever
may be decided upon by buyer or
seller. It simply shifts the gamble
of spoilage on someone willing to as-
sume it for an infinitesimal charge
and would seem to be the easiest way
out.

But the canner charges that jobbers
use it for nefarious purposes. Even
if that be so, just how serious is it?
Take a dozen of some canned prod-
uct worth say $2. The allowance
would be Ic on a dozen cans—enough
to amount to a great deal in the ag-
gregate pack perhaps, but less com-
plicated, expensive or annoying than
the warehouse will be.

Here are the cans to be brought in
to thousands of jobbers from more
thousands of retailers, checked back,
clerical work in adjusting the claims,
mail expense and annoyance, the pay
of rent for a warehouse (thirty of
them), inspectors and their staffs and
no end of complications with cartage,
interstate shipments (which are pro-
hibited by law), conflict as to which

jobber sold them and what packer
packed them, etc.

A canner who would set up all
this rather than allow lc a dozen may
be defending a principle, but he is
not an econom:~, genius, as most*

jobbers see it. And when one be-
gins splitting one-half of 1 per cent,
and adjusting it to the varying
opinions of canners as to what is fair
the fractions become too infinitesimal
to be considered.

No one blames the canners for
feeling sore at “being done” oc-
casionally, but just why should it
lead to such radical changes in sys-
tem? It probably is true that oc-
casional crooked jobbers and re-
tailers will make unjust claims—pos-
sibly may go around gathering up
labels as the basis for claims and
buying swells for purposes of selling
them back to the packer. But these
are evils so palpably crooked as to
be susceptible to treatment on merit
and prosecuted.

It is hardly fair to subject the
whole jobbing trade to penalty be-
cause of the misdeeds of a few, any
more than it is necessary to set up
a great system of warehouses to be
supported by high grade canners be-
cause of a tfew careless ind dishonest
ones. A uniform system of ware-
houses is not more fair than a uni-
form percentage allowance, to be
exacted of canners whose products
do not spoil along with those whose
goods do.

August 15, 1923

M. J DARK & SONS

GRAND RAPIDS, MICH.

Receivers and Shippers of All

Seasonable
Fruits and Vegetables
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Esteem.
in dried

California Prune Grows in

The largest staple article
fruits cured on the Pacific Coast is
the prune. This article is peculiar
and singular in that it is used almost
exclusively in the dried state. Pre-
served prunes or canned prunes in
syrup do not seem to appeal to the
taste of the public, as consumers
seem to desire to stew their own
prunes.

The production of prunes on the
Pacific Coast has grown from a
humble and small beginning until the
prune industry supplies an enormous
demand and employes a large sys-
tem of distribution.

Thirty years ago no great quantity
of prunes were grown in America,
but large amounts were imported
from France, Bosnia, Servia and
Turkey.

The French prunes were of fine
quality, almost as good as our Cali-
fornia prunes, and were brought into
this country in boxes, generally of
25 kilos, or 55 pounds, each. The
other foreign grown prunes were in-
ferior to the French variety and
were usually imported in large casks
or hogsheads containing a net weight
of 1,200 pounds.

They were not so sweet as the
French prunes and not so meaty.
Sometimes the prunes of Bosnia were
imported in 2 kilo boxes, and those
so packed were generally of a larger
size and better quality than the prunes

which were packed ungraded in the
large casks.
Scarcely any prunes are imported

now and California has built up an
important export business in Eng-
land and other European countries.
The methods of curing and handling
California prunes are so sanitary and
the fruit has such natural sweetness
and flavor, that they are superseding
nearly all other dried fruits, and im-

ported prunes, in the public taste
and esteem.

The prune tree vyields prolifically
and the crop seldom fails. The
methods of preparation are inex-

pensive, as the sun and a little arti-
ficial heat do the work and make
the prunes, therefore the price is
usually low and consumers find them
an economical article of diet, and
they are wholesome and are con-
sidered of fine digestibility by phy-
sicians who  frequently prescribe
them. John A. Lee.

Some Industries Would be Adversely

Affected.
While it is generally taken for
granted that a settlement of the

Ruhr crisis would aid business in this
country the point is sometimes over-
looked that the immediate results
would not in every case be favorable.
There would be some lines of busi-
ness in this country which ' for the
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time being have been aided by the
shutting off of German competion.
The withdrawal of the French troops
from the Ruhr and the resnmption
of full production by this important
industrial center would affect these
industries unfavorably. This state-
ment applies to our chemical -and dye
industries, our bituminous coal mines,
and possibly to our iron and steel
industry.  Coal exports during the
spring received a great stimulus when
the interruption to production in the
Ruhr caused the countries of Europe
to buy more coal from the United
States. At the same time this caused
Great Britain to sell more coal to
Europe and less to South America,
with the result that the export of
American coal to Latin American
countries was also stimulated.
While some industries would thus
be affected unfavorably for the time
being by the settlement of the Ruhr
problem the effects as a whole would
necessarily be beneficial in the long
run. Great Britain, like the United
States, found its trade in some lines
greatly stimulated by the Ruhr" oc-
cupation and the passive resistance
on the part of the Germans which
followed, but the British have found
that the ultimate effects on their trade
are proving highly injurious. Amer-
ica has not as yet felt these adverse
long-run effects to the same extent
as Great Britain, but the very fact
that they have appeared in such a
degree in that country means even-
tually that the United States must
likewise feel the pinch. Great Britain
is our best customer, and the trade
depression there which has been in-
tensified by the impasse in the
Franco-German negotiations has been
followed by a reduction of British
buying power in our markets. The
longer the deadlock remains the
more must these ultimate effects ap-
pear in our trade. Even in the case
of those industries which temporarily
have profited the situation is re-
garded as unstable and as affording
no guide to future planning for trade
under more normal conditions.

President Coolidge.
Every citizen of truth, with the
help of the Almighty, calmly and

solemnly stands by you, to ask
for your guidance of this great
Nation. May you be given every

sense of righteousness, clear thought
and affectionate care for the greatest
Nation in the whole world, and,
with our steady co-operation, may
every nation know us by our deeds
of absolute faithfulness.

Rodman Wanamaker.

If you deliver goods, see how well
you can deliver them, how efficiently,
how promptly. Don’t allow any slap-
dash, slam-bang delivery methods in
your business.

Order a bunch of GOLDEN KING BANANAS of
ABE SCHEFMAN & CO.
Wholesale Fruits and Vegetables

22-24-26 Ottawa Ave.

Grand Rapids, Mick.

WHEN YOU THINK OF FRUIT- -THINK OF ABE.

TRADESMAN

29

A Word to Our Distributors

Of course you can’t tell your customers all about
Shredded W heat— that’s the reason we do the talk-
ing for you through extensive national advertising.
If a housekeeper should ask you about bran foods,
however, you can tell her that all the bran of the

whole wheat grain is in

Shredded Wheat

We have been putting the bran in Shredded Wheat

for twenty-five years.

Shredded Wheat contains

all the “roughage” and all the real food anyone

needs for a nourishing, wholesome meal.

Cereal

foods may come and go, but Shredded Wheat goes
on forever— the one staple, universal whole wheat
food that has survived all the cereal fads and fancies
and is eaten in all climes and all seasons.

Having spent millions of dollars to create a con-
sumer-demand for this product, we solicit the co-
operation of our distributors.

MADE ONLY BY

The Shredded Wheat Company, Niagara Falls,

N. Y.

WATERMELONS

CANTALOUPES

When you order from us, you are

assured of the prompt shipment of

the best melons obtainable.

VINKEMULDER COMPANY

(iRAND RAPIDS, -

Watson-Higgins Milling Co.

GRAND RAPIDS, MICH.

NEW PERFECTION

The best all purpose flour.

RED ARROW
The best bread flour.

Look for the Perfection label on
Pancake flour, Graham flour, Gran-
uated meal, Buckwheat flour and
Poultry feeds.

Western Michigan’s Largest Peed
Distributors.

MICHIGAN
You Make
Satisfied Customers
when you sell
“SUNSHINE?”
FLOUR

Blended For Family Use

The Quality Is Standard and the
Price Reasonable

Genuine Buckwheat Flour
Graham and Com Meal

J. F. Eesley Milling Co.
The Sunshine Mills
PLAINWELL, MICHIGAN
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Makes Samples an Asset Instead of
Waste.

The F. Johnson store, of Holdrege,
Nebraska does not carelessly clip a
corner from a bolt of goods for samp-
ling purposes, but as goods come into
the store, a sufficient number of
pieces, 27x4 inches, are cut to
supply sampling needs, and then the
pieces are stapled in a binder which
is 3x7j£ inches in size.

The first step after cutting the
pieces is to assemble them according
to material width and price. The
material divisions are: Canton crepes,
georgettes, taffetas, fine satins, crepe
de chine, wool dress goods, new plaids

ginghams, tissues, voiles and or-
gandies.

On the cover of the binder in
which the samples are bound is a
printed form with three blank lines

giving space for the description of
the goods. On the bottom of the
binder under the samples after they
have been stapled in is the following
notice: “Please do not cut samples
but affix a slip of paper to those
selected and return all samples with
order. It is also advisable to make
a second selection in order tn avoid
dissapointment.”

As the sample folders are bound
they are filed in a drawer of the
table holding the particular materials

from which they are clipped. These
drawers are of special construction
which permits the binders to lie flat

in a series of smaller compartments.
Each compartment or division con-
tains the entire supply of samples
for one group. When samples are
mailed a stamped and addressed en-
velope is enclosed and the letter ac-
companying the samples requests that
the customer return them in the
self addressed and stamped envelope.
When returned, the samples are filed
by the stock keeper. Each stock
keeper takes care of the samples for
her own counter or table. The store
officials have found that returns from
special mailings of samples do not
justify the expense so now they are

sent out only on request.
Truth and a “Silk” Shirt.

A man bought a silk shirt and
wore it five years. Then, his laun-
dress let it soak in a tub all night,
and in the morning there was no
shirt left. It had melted away in
the night. It was too bad, the man

Said, for it was the only white silk
shirt he ever had that washing did
not turn yellow. The explanation of
these mysteries is that the shirt was
not silk, but fiber, which is washable
(if washed correctly), cool, non-
wrinkling, lustrous, and durable; but
needs to be washed and dried quickly,
and not left soaking or handled
roughly when wet, as water tempor-
arily weakens the fiber, which is per-
fectly strong again as soon as it is
dry.

The difference in properties is one
reason why it is worth while being
exact in the use of the terms “silk”
and “fiber.” But the best reason is
that fiber is not silk. Unfortunately,
when new materials come into gen-
eral use, there is a tendency to name
them lazily, according to some fa-
miliar material they resemble. Thus,
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when muskrat was first sheared and

dyed, it was first called “Hudson
seal”; just as a remarkable white
metal was called “German silver,”
although the first was not seal nor
the second silver. Fiber, sometimes
called *“artificial silk,” has certain

advantages over silk, but silk it is
not; and all these misleading names
leave a loophole for the unscrupulous
to call any cheap and inferior article,
however slight the resemblance “silk,”
“seal,” or whatnot.

Better Business Commissions exist
to take measures for correcting mis-
takes of this and other kinds, in
order to justify complete public con-

fidence in advertising. There are
Better Business Commissions in 40
large cities. These commissions are

all affiliated with the National Vig-
ilance Committee of the Associated
Advertising Clubs of the World.

Novelties Selling in Jewelry.

Novelty jewelry promises to go
well during the holiday season, and
retailers now in the market are de-
scribed as placing very satisfactory
orders for this class of merchandise.
Earrings that can be retailed for a
dollar or fifty cents, the former pack-
ed in an attractive velvet box and
the latter in a gift container, are said
to be particularly good sellers. One
of the leading importers of these
goods is now placing on the market
a set containing a “choker” necklace,
a bracelet and drop earrings, the
outfit coming in a choice of twelve
pastel shades. The wholesale price
is $9 per dozen, each set being boxed
individually.  Glass bracelets, which
have been so popular, are now offer-
ed in a size for children, in pastel
shades, at $4.50 per gross wholesale.
A new type of bracelet will shortly
be put on the market which is in-
spired by the extremely wide Kind
worn by the native Africans. Much
popularity is predicted for this nov-
elty, which will be two and one-half
inches wide.

Cheap Electric Novelties.

Several electrical novelties at a
popular price are having marked
success, according to the manufac-
turer. One of these is an electric
curling iron, which was put on the
market about two months ago. It
can be sold at retail for $1, and one

large department store in Pennsyl-
vania sold 2,000 in two weeks at
this price.  Heretofore, it is said,

irons of a similar type have retailed
at not less than $2.95. The same con-
cern has recently put on sale a

.small electric stove, consisting of a

plate eight inches in diameter with a
heating apparatus of nichrome wire.
It retails at about $1.75. Another
double model, on which it is pos-
sible to prepare a simple meal, re-
tails at about $4.50. Both styles are
fitted with two-piece attachment plugs
and six feet of asbestos-covered cord.

SIDNEY ELEVATORS

Will reduce handling expense and apeed
up work—will make money for you. Easil
installed. Plans and instructions sent witl
each elevator Write stating requirements,
giving kind of machine and size platform
wanted, as well as height. We will quote
amoney saving price.
Sidney Elevator Mnfg. Co., Sidney, Ohio
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enow Roy

For a limited time, and subject to withdrawal without advance
notice, we offer the old reliable “SNOW BOY” Washing Powder in
this money-making plan for your quick profit:

SNOW BOY Washing Powder

Family Size (in Boxes of 24 Pkgs. each)
through the Jobber—to Retail Grocers
With Your You Receive
Orders of: in Addition:
25  Boxes at $5.45 5 Boxes Free—Net $4.54
10 Boxes at 5.50 2 Boxes Free—Net 4.58
5 Boxes at 5.60 1 Box Free—Net 4.66
Boxes at 5.70 Y2 Box Free—Net 475

F. O. B. Buffalo:
not less than 5 boxes.

Freight prepaid to your R. R. Station ini lots

All orders at above prices must be for immediate delivery and
are not valid unless and until accepted at home office of Paos
Products Company.

The inducement is for
withdrawal without notice.

NEW ORDERS ONLY—subject to
Order NOW.

PAOS PRODUCTS COMPANY

696 Ellicott Square Buffalo, N. Y.

THE TOLEDO PLATE & WINDOW GLASS COMPANY
Mirrors—Art Glass—Dresser Tops—Automobile
and Show Case Glass
All kinds of Glass for Building Purposes
S01-S11 IONIA AVE., 8. W. GRAND RAPIDS, MICHIGAN
Over 25,000 Patients

The Old Reliable .. ... ..
New System Dentists

We’ve taken pain and high price out of Dentistry and substituted comfort
and economy. After all, there’s no place like the New System.

Al TORIEE AYE. I vk R, Bt Plightte®p;SWthite OFor OB aflY-

Multigraphing,  Addressing,  Form Letters,  Mailing Lists

WATKINS LETTER SHOP
Citz. 64989 112 Pearl St, N. W. Bell M. 1433
We say little—Our work and service speak for us.

Michigan Merchants

WELCOME THE TOtJRISTS

Their pleasure means our prosperity

Sherwood Hall Co., Ltd.

SIXTY YEARS SERVICE

GRAND RAPIDS, MICHIGAN
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Toys Are Moving Briskly.

Orders for toys have taken a de-
cided jump in the past three weeks,
according to one large jobber, who
reports a slump in the usual trade
during the late Spring and early Sum-
mer. Repeat orders are now coming
in daily, the Mama dolls continuing
their phenomenal sale. A close
second in popularity is the “Barney
Google Spark Plug,” a grotesque
stuffed horse which comes in several
sizes. The third season of the toy
telephones shows no diminution in
the sales of this popular novelty.
The staple mechanical toys, auto-
mobiles, electric trains, etc., are well
up to normal and, in fact, show a
substantial increase over last year’s
business. In  connection with the
tendency of some buyers to postpone
purchases until the last moment, this
jobber displayed a letter from a man-
ufacturer in reply to one of theirs
requesting prompter shipments: “You
may be sure we are not withholding
shipments one day longer than is
necessary. It looks from this time
on like strictly first come first serv-
ed, and those who have had their
orders in early will be more fortu-
nate in getting their goods than
some who have put off their buying
until this late date.”

Designs in Chinaware.

Chinaware designs are more ela-
borate than heretofore, according to
a leading importer, and decoration
is much more lavish. For the last
ten years or more, he says, the ware
itself has been perfectly plain, with
border decorations only. The present
tendency is to go back to the ornate,
embossed effects of ten years ago,
but in more artistic forms. Center
decoration, too, as well as on the
borders, will be used freely. Ameri-
can factories are running to full
capacity, he says, and there is draw-
ing on Europe for great mquantities
despite the high tariff. Labor condi-
tions abroad are such that imports
are less than normal, although in-
creased prices conceal the disrepancy
between present and pre-war im-
ports. There is a constant cry for
novelties, and there is a perpetual
struggle on the part of the manufac-
turers to produce something new
that, at the same time, will be artistic.
The open stock patterns continue to
be the basis of the business, complete
sets being popular largely as “lead-,
ers,” with small profit to the retailer.

For Draperies and Upholstery.

The most expensive fabrics are
mainly in demand for draperies and
upholsteries, according to one of the
large importers and jobbers. The
public is rapidly becoming educated
to the use of artistic combinations
of fabrics in the decoration of a
room, he says, rather than using one
design as in the past. Each piece
of furniture, he says, should be an
individual unit, although contributing
to a harmonious whole. It is, there-
fore, possible to employ in certain
places fabrics which would be outre
if used throughout the room. Linen
velours are among the most popular
fabrics for hangings and upholstery.
They have a high lustrous sheen and
come in a wide variety of color§ and
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designs, Persian, Spanish, Romanes-
que, etc. Multi-colored effects in

Imberlein stripes are also in demand.
In cretonnes there are some beauti-
ful designs in semi-futuristic effects,
with both floral and animal motifs.
Beautiful, too, are the distinctly
French toiles de Jouy, in quaint, his-
torical and mythological designs.
Embroidered fabrics are very popular
among the highest-priced materials.

Vogue for Embroideries.

There is a great vogue in Paris for
gowns in all-over embroideries, the
eyelet effects being particularly popu-
lar. The embroideries are used in a
great variety of ways, sometimes
forming the foundation of the frock
and sometimes wused as trimming.
There is a trend toward the use of
multicolored embroideries, which
come in all widths and materials,
some of them being of wool and
linen or cotton combinations. While
there is as yet little increase in the
use of white embroideries for under-
wear, the demand for fine batiste
embroidery for this purpose has
taken a decided jump. Conservatively
dressed women have gone .back
largely to cotton underwear for Sum-
mer, as it is cooler than silk, and this
accounts for the recent vogue of
fine embroidery for trimming.

Stick Pins and Other Jewelry.

Stick Pins are slightly more in de-
mand than for some time past, ac-
cording to a leading city jeweler.
Pearls, as always, are most called for,

but colored stones are little used.
Diamonds, too, are used largely in
novelty effects, like animal heads,

game cocks, etc. For Summer wear
with sport clothes imported novelties
in crystal, with sporting designs
hand-carved and painted on the back,
the whole against a mother-of-pearl
background, are exteremely popular.
They are not cheap, retailing at from
$50 to $200. Cufflinks in the same
treatment are also popular. There
is little change in the style of staple
articles, says this dealer, black and
platinum effects for dinner clothes
being still the only type of accessories
in favor.

Accuracy in all sorts of store
transactions is made more certain by
the use of every available mechanical
device. Machines make less mistakes
than people.

BARLOW BROS. Grand Rapida. Mich.

LOOK

We print 50 sales
books  with our
business card for

$3.50

cash with order

Delivery in one week
Write for particulars
and samples.

We make all styles
and sizes, prices on

reauest.
BATTLE CREEK
SALES BOOK CO

R-4 Moon Journal Bi
Battle Creek, Mich.

Medicine Men Into Discard
Gradually but surely the medicine men with
potions to solve the problems of the wheat business
are being discarded. It is well that the medicine
men are meeting this fate. They should never have
received attention or consideration. They con-
tributed nothing to the upbuilding of the wheat
business and know almost nothing about it.

Millers, grain dealers, flour buyers and wheat
growers who developed the breadstuffs industry of
the United States can solve their own problems, and
will solve them. The medicine men have been wail-
ing to exaggerate their own importance. In the
hands of the interests that built it, the wheat busi-
ness will return to a state of prosperity.

JUDSON GROCER COMPANY
DISTRIBUTORS

GRAND RAPIDS, MICHIGAN

Maximum protection for the money, and adjustments are always made promptly

Mary J. Field Company

Grand Rapids Representative

Auto Owners Insurance Company

Bell Main 1155 514-515 Wlddicomb Bldg. Citz. 65440
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Gabby Gleanings From Grand Rapids.

Grand Rapids, August 14—The
public should not suffer because the
railroads made a bad bargain with
the Pullman company, and the Inter-
state Commerce Commission is chiefly
interested in what benefits, if any,
accrue to the public from the Pull-
man charge other than those outlined
in the contract.

The third and final hearing of the
petition for the repeal of the sur-
charge on Pullmans was held in
Portland, last week before the In-
terstate  Commerce Commission. The
two previous hearings took place in
San Francisco and Chicago.

The traveling men of the country
were well represented, and it was
the opinion, following the close of the
hearing, that there was better than
an even chance of the I. C. C. ruling
against the railroads.

Two witnesses were heard at Mon-
day morning’s session of the hearing,
William C. Wishart and C. M. Burt,
the latter chairman of the Trunk
Line Association Passenger Depart-
ment, and both representing Eastern
carriers.

Sitting with Johnston B. Campbell

of the Interstate Commerce Com-
mission was Examiner Keeler. The
United States District Court, where

the hearing was held, was well filled
with representatives of the traveling
men’s organizations and railroad exe-
cutives and their attorneys. Among
those present at the Monday session
were:

Mr. Bikle, the general counsel for
the Pennsylvania line; Dr. J. H.
Parmalee, statistician for the bureau
of Railway Economics in Washing-
ton; W. W. Meyer, commerce coun-
sel for the New Haven; Henry Thur-
tell, representing some of the South-
ern railroads; W. A. Cole, attorney
for the Boston & Maine; Charles H.
Blatchford, counsel for the Maine
Central; B. Newhouse of Minneapolis,
auditor of revenue for the Minneo-
polis, St. Paul and Sault Ste. Marie;
David K. KIlink, representing the
International Federation of Com-
mercial Travelers’ Organizations; Ira
F. Libby of Boston, representing
commercial travelers; T. A. Delaney
of the National Shoe Travelers’ As-
sociation; Charles F. Morrill of the
Boston Shoe Association; Edgar E.
Clark of Washington, former chair-
man of the Interstate Commerce
Commission; Luther M. Walter of
Chicago, attorney for the Pullman
Company; Clyde Brown, general soli-
citor for the New York Central; E.
L. Bevington of Chicago, chairman
of the Trans-Continental Passenger
Association.

Twice during the hearing Com-
missioner Campbell gave evidence
that he was not in accord with the
arguments set forth by the railroad
officials.

On Monday, during the cross-
examination of Mr. Burt, he took
occasion to reiterate his views in
reference to the railroad’s arguments
that the carrying of an extra heavy
car was one reason for the necessity
of retaining the Pullman surcharge.
He said:

.As | indicated in Chicago, my
mind keeps running in this direction
—in this question of the -carrying
of an extra heavy car, why should it
not be a matter of contract with the
Pullman company? If they are un-
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able to pay the railroads the extra
compensation, why should it not
then be a matter between the public
and the Pullman company, so that
the Pullman company can have
enough money to pay the railroads?”

Commissioner Campbell wished to
know if there was any possibility of
existing contracts being revised and
it was brought out that the Pullman
company is attempting such a step
with a view to obtaining a larger fee
from the roads. Mr. Wishart said
he thought it would be impossible
ever to get a standard contract.

Pullman travel was touched upon
and it was brought out by the roads
that travel between two points should
not be judged by the trip in one
direction, for a heavy train, with
manv Pullmans and few passengers
on the outward trip, may be entirely
filled on the return.

This movement of cars is what the
Commission is interested in and the
road representatives promised to sub-
mit figures in twenty days. At this

point it was made plain that there
would be no ruling from the I. C. C.
until Autumn.

The second indication that the I.

C. C. was not wholly in sympathy
with the arguments of the railroad
men came on Tuesday when, during
cross examination of A. H. Plant,
representing the Southern railroad
lines, he interrupted and remarked:
“l suppose at the Chicago hearing
that your testimony was based on the
extra expenses outside the contracts,
and | would like to know what the
purpose of this man’s testimony is.
“If the railroads made a bad bargain
with the Pullman company, that had
nothing to do with the public.”

St. Paul, August 14—A torrent of
worthless checks, proffered by trav-
elers who in many instances pose as
commercial salesmen, is descending
on hotel clerks and managers, it
was revealed to—da%/ b?/ a check of
Sf. Paul’s leading hotels.

Certified checks, bank cashiers
checks and even drafts are proving
worthless bits of paper, being re-
turned after a few days from the
banks on which they had been drawn,
in most cases marked “no funds.”
They are rank forgeries, hotel clerks
declare.

Despite the many precautions taken

by hotel hotel men they are being
victimized almost daily when they
affix their initials in a corner and

the check is cashed, they assert.
The paper is invariably drawn for a
much larger amount than the hotel
bill calls for and the change ob-
tained is “velvet” for the forger.

A man, accompanied by an im-
posing array of sample cases, stayed
at one hotel for two days last week.
He tendered a bank cashier’s check
for $150 in payment. When the
check was returned to the hotel as
worthless a detective agency was
notified and it was ascertained a
few days ago that the forger had
gone directly to Green Bay, Wis.,
repeating his check transaction there
for the same amount. All leading
hotels have now been notified to be
on guard for the traveler and several
of his many aliases are given.

“It may work a hardship on per-
fectly honest travelers who are out
of cash, but I won’t O. K. another
check unless | personally know the
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To Chicago

Daily 8:05 P.M  Grand Rapids Time
From Chicago

Daily 7:45P. M Chicago Time

FARE $3.95

Boat Train Leaves Grand Haven
Electric Station 8:05 P. M.
1 Block East of Hotel Pantlind

Route Your Freight Shipments

m . GOODRICH m

“Operating Steamships Every Day In
the Year,” and

Gand Haen
Electric Ry.

OVER NIGHT SERVICE
City Ticket Office

_corner Pearl and Ottawa
With Consolidated Railroad Ticket
. Offices
Citz. Phone 64509, Bell Phone M. 554
W. S. NIXON,

General Agent Freight and Passenger
Department

Electric Railway Station
Block East of Hotel Pantlind

L. A. GOODRICH,
Traffic Mgr.

One

HOTEL ROWE
GRAND RAPIDS NEWEST HOTEL

350 Rooms—350 Servldors—250 Baths

Rates $2 with Lavatory and Toilet

$2.50 with Private Bath

HOLDEN HOTEL CO., C. L. Holden, Mgr.

The Center of Social and Business Activities

THE PANTLIND HOTEL

Everything that a Modern Hotel should be.

Rooms $2.00 and up.

HOTEL BROWNING

With Bath $2.50 and up.

150 Fireproof
Rooms

GRAND RAPIDS

Corner Sheldon and Oakes;
Facing Union Depot;
Three Blocks Away

Hotel
Whitcomb

AND
Mineral Baths

THE LEADING COMMERCIAL
AND RESORT HOTEL OF
SOUTHWEST MICHIGAN

Open the Year Around
Saline-Sulphur Waters. Best

for Rheumatism, Nervousness, Skin

Diseases and Run Down Condition.

J. T. Townsend, Mgr.
ST. JOSEPH MICHIGAN

Natural

Lansing’s New Fire Proof

HOTEL ROOSEVELT

Opposite North Side State Capitol
on Seymour Avenue
250 Outside Rooms, Rates $1.50 up,
with Bath $2.50 up.
Cafeteria In Connection.

duplex hath, $2
Bath, $2.50, $3
Never higher

Rooms,
Private

Bell Phone S96 Cltz. Phone 6136«

JOHN L. LYNCH SALES CO.
SPECIAL SALE EXPERTS

Expert Advertising
Expert Merchandising

209-210-211 Murray Bldg.
GRAND RAPIDS. MICHIGAN

Livingston Hotel
GRAND RAPIDS
European
Rates $1.25 to $2.50 per day

One hair block £asf
of the Union Station

GRAND RAPIDI MCH
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tender,” said

morning.

one hotel clerk this

When Fred Hanifin (National Bis-

cuit Co.) reported at Mayo Bros,
wonderful institution, he was given
a thorough overhauling, resulting in

the conclusion that he was not in the
market for an operation. He is un-
dergoing treatment for high blood
pressure and stomach trouble and is
gaining every day. He expects to
return home in about four weeks.
In the meantime he is stopping at the
Howe Hotel.

H. C. Ude, manager of the hosiery
and underwear department of the
Grand Rapids Dry Goods Co., spent
last week at the Farley cottage on

Heavenly Rest Bayou, near Grand
Haven. While there he caught a
five pound white bass, the largest

fish of the kind which has been taken
out of the Bayou this season.

Guy W. Rouse, President of the
Worden Grocer Company, is some
traveler these days. Four days last
week he was in New York. Monday
he was in Detroit. To-day he is in
Chicago.

J. Harry Dawley and wife left the
city Tuesday for California, where
they will take up their residence in
Point Loma, a suburb of San Diego,
about seven miles from the center
of the city. Mr. Dawley has been
a resident of Grand Rapids forty
years. The first year he worked in
the confectionery establishment of
Putnam & Brooks. The other thirty-

nine years were spent on the road
selling confectionery to the retail
trade. During this time he has

traveled for Putnam & Brooks, A.
E. Brooks & Co., Geo. Hanselman,
Snyder & Thayer, A. E. Morse &
Co., Bunte Candy Co. and Johnson
Candy Co. The past two years he
has traveled on his own account.
Mr. Dawley leaves many friends in
Michigan who will hope to learn that
his lines have been cast in pleasant
places in his new location.

A. E. Brooks, is on his usual pil-
grimage to his New England birth-
place, North Orange, Mass. He at-
tended the annual reunion which was

held in the Universalist church in
that place August 9. He made the
principal address on the occasion,

stating that he had been present at
twenty-two of the twenty-four an-
nual events held under the auspices
of the OIld Home Day Association.
His address was replete with re-
miniscences of the men and women
prominent in war time days, particu-
lar attention being paid the Morton
family on account of its prominence
in the social and religious life of the
town a half century ago.

The Hotel Charlevoix, the oldest
in Northern Michigan, has been sold
to Dr. C.J. Winder, of Eaton Rapids,
who will take over the management
August 1S,  Dr. John A. Auld, the
present owner, receives in the trans-
fer a 52-acre fruit farm in Eaton
county, known as “Hill Crest Or-
chard.”

William Judson has discovered a
new automobile route from Grand
Rapids to Battle Creek, which he
recommends to his friends who have
a little extra time at their disposal.
It is 20 miles longer than via Free-
port-Hastings route, being 85 miles
from the head of Monroe avenue to
the Post Tavern at Battle Creek. The
route is out Cascade road ao Whit-
neyville, thence straight East 18
miles, South to Lake Odessa, South-
east to Woodbury, East on M 39
to the State road, South through
Vermontville, Kalamo and Bellevue,
thence Southwest (14 miles) into
Maple street, Battle Creek. Aside
from a slight temporary detour near
Woodbury, the road is perfect every
foot of the way. Another pleasant
route is the same as the above to
Lake Odessa, thence directly South
to Woodland, East two miles to main
road, straight South to Battle Creek
through Maple Grove and Assyria.

MICHIGAN

Change in Management of the J. C.

Toeller Co.

Lansing, August 14—President J.
C. Toeller, has sold a substantial
interest in  his business to Coch
Melancon, of Hamilton, Ohio. Mr.
Melancon will move his family to

Battle Creek and assume the active
management of the business and Mr.
Toeller will devote more of his time
to the building of houses in Battle
Creek. We welcome Mr. Melcancon
to the ranks of Michigan merchants
and wish him the best of success.

Mr. Toeller writes as follows:

“l am going into the home building
business from a sense of duty, as a
citizen of Battle Creek and as one
who senses the great and growing
need of more homes for wage earners
and their families. | believe that
ownership in a home is the best anti-
dote for red or radical propaganda
and that the sooner people realize
that there are no pockets in shrouds,
the sooner will humanity in general
be benefitted. Every little while we
are confronted with the fact that
some man with means has been called
away from the field where he has
been afforded an opportunity to help
his_fellow men.”

Those who know Mr. Toeller’s
loyalty to his community will ap-
preciate his value to the city 1in
which he resides. Mr. Toeller, as
President of the Michigan Retail
Dry Goods Association, will be able
to have more freedom and time to
devote to group meetings and other
activities pertaining to the Associa-
tion. We also have Mr. Toeller’s
personal assurance that, by reason of
the change in his personal affairs, he
will have plenty of time for the
series of group meetings which have
already been arranged for the autumn
months of this year. He is now en-
joying a vacation in his former home
in LaCrosse, Wisconsin, but will be
back in time for the Traverse City
district meeting.

The series of group meetings for

September, October, November and
December have already been an-
nounced. Plans are well under way

for the program at the Traverse City

meeting. This meeting will be held
at the Park Place Hotel beginning
at 1:30 p. m. Friday, August 30.

Our director, J. T. Milliken, is in
charge of the local arrangement. Mr.
Toeller will be present and will pre-

side. Our former President J. W.
Knapp, will give an address in the
afternoon on the subject, “Closer

Co-operation among Business Men.”
Several of our directors and other
active merchants have promised to be
in attendance. A definite announce-
ment will be made soon. Please
make a note of the date, also that
the meeting will continue for a
supper and round table discussions
in the evening. The automobile roads
leading to Traverse City are first
class and all of our members within
a radius of 100 miles should come.
Jason Hammond,
Mgr. Mich. Retail Dry Goods Ass’n.

Public Tribute to Late President.
Boyne City, August 14—Boyne
City honored itself last Friday after-
noon in honoring our departed Presi-
dent. Mayor Conkle and Secretary
Thompson, in response to the Gov-
ernors proclamation and carrying out
the sentiment of our people, organiz-
ed a simple but impressive memorial
service which was held in our beauti-
ful city park. . )
Mayor Conkle presided and intro-
duced the speakers, Judge J. M. Har-
ris, who spoke on “Our Humane
President,” and Rev. R. W. Merrill,
who spoke on “The Consciousness

of God, the jSafety of our Nation”
the latter based upon one of the
last talks of our dead President.
M™ Harris traced the' work of Mr.

Harding’s administration from its be-
ginning under the stress of the ad-
verse condition prevailing, not only
in our own country, but in the whole
world, as a result of the Kaiser’s
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war. He brought out the high achieve-
ments of the Harding administra-
tion and emphasized the humane
element of all that has been done.

Mr. Merrill’s address was an ex-
position of the distinctly religious at-
titude of every president who has been
called upon to face the critical
crises of American history and dwelt
especially on the attitude of the one
who was so suddenly cut off from
life.

Both the speakers were especially
happy in the handling of their themes.
Theirs were not bombastic eulogies

of President Harding, but sincere
tributes to the worth of a great
character.  Mr. Merrill rather ex-

celled himself.

The music was the singing of the
Presidents” favorite hymns by the
assembled citizens.  Altogether s
was just a sincere tribute to the man
whose virtues we were just begin-

ning to realize, both as a man nnd
as the head of our nation. Just an
average American citizen. Maxy.

Union Grocery Clerks on a Rampage.

The Chicago grocery clerks union
has served notice on the employing
grocers of Chicago that they will
insist on the following demands on
and after September 1

1. Wages to be advanced from
$30 to $40 per week.

2. Nine hours to be a day’s work.

3. No Sunday work and time and
a half for overtime.

4. No apprentice to be tolerated
unless two union clerks are employed
in the store.

5. No clerk to be asked to handle

goods not produced under strictly
union conditions.

6. Only union clerks to be em-
ployed.

7. No horses used by employes in
delivering goods to be kept in non-
union stables.

8. All employers to agree to buy

their clothing, shoes, hats, caps and
haberdashery in strictly union stores
and wear only articles bearing the
union label.
*« 9. Employers to agree to employ
only union nurses in case of sickness
and union undertakers in the event
of a death in the family.

10. Employers to agree to pat-
ronize no entertainment houses which
do not employ union ushers, stage
hands and musicians.

It will be noted that the demands
by the union clerks are very moder-
ate in many respects. They overlook
several demands which they ought to
add to their list, as follows:

1 No employer to drink non-
union water or breath non-union air.

2. No employer to read the Bible
until proof is forthcoming that the
authors of the several books were in
good standing with the union.

3. No employer to be permitted to
kiss his wife until he detects the im-
press of the union label on her lips.

4. No employer to permit himself
to be shaved by a non-union razor.

5. No employer to install any
furniture in his home unless it bears
the union label.

6. No employer to install any
tombstone or marker over the grave
of a relative unless it bears the im-
press of the union label.

7. No employer to accept a robe
or harp from the hands of St. Peter
unless they bear the union label in
a conspicuous place.
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The Psychology of Wheat Prices.

Attempts have been made to belittle
the effects of a farm price of about
80 cents for wheat by showing that,
after all, the value of the wheat crop
is less than a tenth of that of all
crops and live stock raised on Ameri-
can farms. It is claimed that for this
reason there is little occasion for the
excitement that has been raised in the
Middle West and the Northwest over
the decline in wheat prices, and there
is a disposition to lay much of the
blame for the existing discontent on
the politicians. W ithout doubt politi-
cal agitators have done much to con-
tribute to the prevalent unrest in the
wheat belt, but farmers are a phleg-
matic folk, and they could not have
been aroused unless there was some-
thing behind the clamor of the wind-
jammers. While the estimated value
of the wheat crop is only a small pro-
portion of that of the whole agricul-
tural output, the fact should not be
overlooked that wheat, like cotton, is
a cash crop. This is not true in the
same degree of corn, oats or hay. A
very large proportion of these prod-
ucts is consumed on the farm, and a
drop in the price is not such a disturb-
ing factor. If corn becomes very
cheap the farmers will raise more
hogs, as they did two years ago. But
practically every bushel of wheat is
sold for cash, and that makes a dif-
ference.

Fred Hanifin Gaining Health and
Strength.

Rochester, Minn., Aug. 12—I am
in receipt of several copies of the
Tradesman, which | enjoy very
much, same as | have for the past
twenty-five years. Had | known
I was to have to stay here so long
I would have had changed my ad-
dress to this place, but | expect to
be going home in about three weeks,
if | continue to improve as at pres-
ent. | am on a strict diet and have
to stay in bed all the time, only
excepting at meal hours, and am not
supposed to write or do anything, but
just rest and keep quiet. A little
later 1 may write you some of my
experiences and impressions up here.
There are many serious cases here
and some very, very funny ones.
I shall be very glad to get back to
Grand Rapids again and when | do
will find my July and August copies
of the Tradesman waiting for me
and they will be read from cover to
cover, as | have always done for
twenty-five years; and in those years
I am sure nothing has helped me
more in my work or contributed
more to my success as a salesman
than the Tradesman. Every copy is
worth what you ask for a year’s
subscription. Fred J Hanifin.

Colfax Gibbs in Shabby Attire.

A Grand Rapids gentleman recently
met Colfax Gibbs in Arkansas, where
he is undertaking to foist one of his
shady transactions on the investing
public. He was very shabbily dress-
ed, but was full of hope that his new
project would “put him on his feet,”
as he explained it. Gibbs remarked
to the Grand Rapids man:

“Stowe put me out of business in
Michigan and drove me out of Illinois
and Missouri, but | stole a march
on him here in Arkansas and will
soon be on the sunny side of Easy
street. If it had not been for Stowe
and his yellow journal, I would have
had a million dollars to my credit
by this time.”
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DRUGSm DRUGGISTS SUNDRIES

Mich. State Pharmaceutical Ass’n.
tI’OP_{esment—George H. Grommet, De-
it.

Secretary—L. V. Middleton, Grand
Rapids.

E. Faulkner, Middleville.
i A. Ski

Treasurer—E.
inner,

Executive Committee—J.
D. D. Alton and A. J. Miller.

Michigan Board of Pharmacy.
President—James E. Way, Jackson.
Vice - President —Jacob ~ C. Dykema,

Grand Rapids.

Secretary—H. H. Hoffman,

J. A. SKinner, Cedar Springs.

Oscar W. Gorenflo, Detroit.

Claude C. Jones, Battle Creek.

Director of Drugs and Drug Store»—
H Hoffman, Lansing.

Next examination sessions—Detroit,
June 19, 20 and 21; Sault Ste. Marie,
Aug. 21 _and 22; Grand Rapids, Nov. 20,
21 and 22.

Lansing.

Men Now Rival Women as Con-
sumers of Candy.

Men like candy. This taste has
revolutionized the business in the
last dozen years. Time was when a
“real” man would not be seen eating
candy, unless there was some wo-
men around to lay the blame on.
Candy was all right, he thought, for
women and children.  Father was
willing to go into a candy store to
buy sweets for his family. That was
part of his role of bread-winner and

provider. Young men were willing to
purchase bonbons for their best
girls. If they did not, some rival

would. Also there was the Saturday
candy for mother. But for a man to
confess openly a fondness for choco-
lates or bonbons and buy them for
mhimself, that was unthought of.

These observations are made by
Mrs. Ora H. Snyder, of Chicago,
who was in New York the other day
on her way to a National confec-
tioners’ convention. Mrs.  Snyder
invested a nickel in an egg and a
cup of sugar thirteen years ago and
started in the candy business. She
found that men were not holding
up their end of the candy eating and
investigated.

“When men went into a shop to
buy candy for some one else they
would get a dime bag for some
cheap candy that they could stick
away down in their pockets for
themselves,” said Mrs. Snyder. “For
a man even to pass a box of candy
around marked him as effeminate.
A man’s idea was to get a box of

candy into some woman’s hands as
soon as possible. She could do the
passing.”

But such no longer is the case.
Men shun candy no more. Men, brave

mmen, who have fought battles and
driven ambulances, and been shot
down in airplanes, will go without

shame into a candy shop and carry
away with them boxes of their own

special confection,so Mrs. Snyder

says. Theywill eat the contents
openly, even offer some to other
men. Many men have standing
orders for candy to be sent them

weekly to their clubs or offices. Men
are said to be giving each other
their own special candy mixtures
for Christmas presents, frequently in
the place of ties or cigars, a pro-
cedure which would have been looked
down upon as unworthy a few years
ago.

The late Frank Bacon, the actor,
was committed to nut fritters, a con-
fection wbich looks like an oatmeal
cookie with pecans taking the place
of the oatmeal, and to caramels. He
had to have his box of candy every
day. Before the death of the creator
of Lightnin’ Bill Jones the company
playing in “Thank U” decided to give
a special matinee just for the benefit
of Mr. Bacon, who had not been able
to see the play because of the con-
flict of matinee days. In order to
get to the theatre in time for the
curtain Mr. Bacon had to lose out
on his regular daily candy ration.
At the end of the first act, however,
he hustled a good half mile across
the Chicago loop to a shop where
he could get his favorite candy, then
back again before the curtain went up
mn the second act.

Thomas Edison is reported to find
candy a pleasant diversion. Judge
Landis is uncommonly fond of cinna-
mon balls, and so is his son. Ring
Lardner also is given to cinnamon
balls. Captain Harry Caldwell, who
commanded the first American sub-
marine, the Holland, is addicted to
wintergreen drops. And some of our
cartoonists and creators of funny
strips, John  McCutcheon, Penny
Ross, Sidney Smith, Briggs and
others, are partial to candy.

What is happening to our men?
Is this discovery of a masculine
sweet tooth the sign of a decaying

civilization? Not at all. “Men like
buttery, salty, chewy candy,” said
Mrs. Snyder. “They like caramels,
butterscotch, taffy.  They want strong
flavors—cinnamon, wintergreen, licor-
ice, cloves. And they like lots of
nuts. They do not care for the
sweet, soft, rich and creamy con-
fections that women delight in.
Their sweet tooth is not so sickly

sweet as that of women, just as it is
less sweet in their taste for bakery
goods. Women like cakes with thick
fluffy, marshmallow frostings, while
men like cookies.

“The reason that men formerly did
not care much for candy was that
no one was making candy for them
—the sort of candy they could like.
Of course there was some buttery,
salty and chewy candy made. Men
had not been gone after with modern
business methods, personally interest-
ed, given service and those things
that all human beings, and especially

tradesman

The great bulk
for women.
consumer had
into consi-

men, like so well.
of candy was made
Man as a potential
not been taken seriously
deration.”

Mrs. Snyder was one of the first
to pioneer in the making of candy
especially for men. She says that
nine-tenths of the sales in her shops
are to men, and observation leads
her to believe that men are the great
candy buyers of the nation.

Now that men have discovered
they like candy, they buy more of it
for themselves than women do, she
says. Men, so Mrs. Snyder has
found, are especially given to eating
hard candies during business hours.

They like to sink their physical
teeth into something firm at the
same time they set their mental
teeth into a knotty problem. Wo-
men also like hard candies for card
parties—though they usually remain
true to their rich, marshmallowy,

fluffy confections. Elderly men are
particularly fond of peppermint drops
Some of them are addicted to pepper-
mints just before retiring at night.
—N. Y. Times.

More Perfumes Called For.

The popular demand for perfumes
is increasing daily, according to the

buyer of a large city department
store. For the choice foreign prod-
ucts there is much call, the high

price being apparently no drawback,
and the sale of the domestic articles
is likewise forging ahead. The
amount of perfume sold to-day is at
least triple that sold in 1914, accord-
ing to this buyer. Lipsticks, bath
salts, toilet waters, expensive scented
soaps—all these are having a sale
greater than ever before. A novelty
for which there is great demand is
the double compact, a combination
box of rouge and powder, retailing
at around $1.50. Most of the manu-
facturers are now putting out flac-
onettes of their popular odors at $1,
for which there is a great demand.

If you make it easy, by dilatory
collection methods, for the debtor to
remain in your debt, you are not in
a position to complain over his slow
pay habits.

When a clerk is positive that he
is a second Solomon his days of use-
fulness to his employer are usually
in their sere and yellow leaf.

August 15, 1923

the Cloverland of
Michigan.

Sault Ste. Marie, August 14—After
one year af activity, the doors of the
Schimkat Cutlery Co., at Manistique,
have been closed by creditors and it
is doubtful if they will ever open
again. When the company first came
to Manistique there seemed to be
the best indications that Manistique
had landed an industry which did
not utilize wood in the manufacture
of its goods. Although the factory
was small, it seemed to have a good
chance to grow. Enough money
was raised at the time and the banks
also promised to help the industry
along, but in spite of all that could
be done, the enterprise ended in
failure

Hugh Gaston, formerly book-keep-
er for the Cornwell Co., who left for
the West last year, has returned this
week after spending some time visit-
ing Portland, Seattle, San Francisco
and other places. The Soo still
looks good to him and he may re-
~emain here.

A success is a man who can take
a vacation during August.

There seems to be no place like
the Soo to attract the tourist traf-

Items From

fic. It is expected that the number
will reach close to 100,000 in the
Upper Peninsula this season. The

Development Bureau is getting many
enquiries and the camp grounds here
is one of the liveliest places at pres-
ent in the city. Cars from all parts
of the United States can be seen
pouring into our city daily and, from
what they say, this is the most in-
teresting place on the map. The
gisitors make good boosters for the

00.

Getting away from the boss cures
insomnia in August.

When H. E. Fletcher, cashier of the
Sault Savings Bank, purchased his
new summer home and forty acres
of valuable land surrounding it, he
no idea that he was the possessor
of one of the finest blueberry patches
in the country. Not only are the
blueberries the largest, but they grow
in large clusters and it would be a
conservative estimate that he could
supply the local market during the
season.

Discovery week, which was cele-
brated in the Canadian Soo last week,
was a howling success. The big war
was fought all over again at the
grounds and was about as realistic
as could be produced. It was the
record breaking crowd of the week,
with hardly standing room for the
big crowd that attended. The Hia-
watha play also made a big hit. It
was staged on the beautiful banks
of the Saint Mary’s river. It is
reported that the financial end was
also a success. To say the least, a
good time was had by all.

Some marry for better or
Some to start an argument.

It costs just $50 to hit the soldiers’
monument at Manistique while under
the influence of moonshine. At least

waorse.

THE RESORTERS ARE HERE

£uesiy(odi| «Gleec
CANDY

ESPECIALLY

ad Jow jfeys

KEEP

PLENTY ON HAND

NATIONAL CANDY CO. IKS

PUTNAM FACTORY

GRAND RAPIDS, MICH.
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that was the experience of Mike
Fatati, who was hitting her up at
the rate of forty miles an hour last
week. It was somewhat lucky at
that, as he could have included the
undertaker’s fee as well.

Anthony Goetz, who for many years
has been conducting a general .store
at Gatesville, has turned the business
over to his son, Minor, who will con-
duct the business, while Anthony
Goetz will move with his family to
Gouldy Bay, Ontario, where he ex-
pects to lumber for the next few
years.

One sad thing about summer is it
is too hot to keep your hands in
your pockets.

Helmer Squoquist, accountant from
Manistique, was a business visitor
here last week. This was his first
visit to the Soo and he was greatly
surprised to see what the Soo had
to offer as a sight seeing place for
tourists. It had far exceeded his
expectations, and he is thinking ser-
iously of locating here.

All men are born helpless, but
some help less than others.

William G. Tapert.

Why not take the waste measure
of your clerks as a salary gauge—
the least waste, the more salary?

MICHIGAN

Castor |Oil.

Castor oil is finding increasing uses
in the industrial world. It figures in
the manufacture of artificial leather
used in up'hols'tery; it furnishes a
coloring for butter, and from it is
produced the so-called “Turkey-red”
oil used in the dyeing of cotton
textiles. It is an essential component
in some artificial rubbers, in various
descriptions of celluloid, and in the
making of certain waterproof prepa-
rations, and one of the largest uses
is the manufacture of transparent
soaps. It also furnishes sebacic acid,
which is employed in the manufacture
of candles, and caprylic acid, which
enters into the composition of var-
nishes, especially suitable for the
polishing of high-class furniture and
carriage bodies.

Every man needs to study the
theory and practice of his business
in books and periodicals devoted to
business methods. Life is too short
for anyone to learn it all by mere
experience.

SCHOOL SUPPLIES

Ink Tablets, Penholders, Composition Books, Pencil Tablets,
Pastes, Glues, Inks, School Records, Penholders, Pens, Slates,

School Blanks, Slate Pencils,
Crayons, Compasses,

Rubber Bands, Pencil Pockets,
Chalk, Pencil Sharpeners, Chamois

Skins, Inks, Pencil Assortments, Fountain Pens, Blackboard

Erasers, Colored Pencils, Blotting Paper, Exercise Books,

Water Colors, Pencil Pockets,

Cardboard, Thumb Tacks,

Paste,. Pencil Clips, Water Colors, Dictionaries, Ink Erasers,
Bristol Board, Library Paste, Blank Books, Rulers, Dusters,

Mucilages, Sponges, Crayolas,

Pencils, Lunch Kits, Banner

Loose Leaf Note Books, Pencil Boxes, Legal and Foolscap
Paper, Dictionaries, Pat’s Pick, Michigan History, U. S. Civil
Government, Pattengill’s Orthographies, Civil Government
Primary, Michigan, Welchs School Registers.
REMEMBER THAT SCHOLL WILL SOON OPEN
SEND US YOUR ORDER TODAY

HAZELTINE & PERKINS DRUG CO.

Manistee

Michigan

Grand Rapids

Citizens Long jDistance Service

Reaches more people in Western Michigan
than can be reached through any other tele-
phone medium.

22,400 telephones in Grand Rapids.
Connection with 150,000 telephones in

Detroit.

USE CmZENS SERVICE
CITIZENS TELEPHONE COMPANY
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artificial 4 0004 26
8001 20

Almonds, Sweet,

imitation 6001 00
Amber, crude__ 17502 00
Amber, rectified 2 0002 25
Anise__ — 10001 25
Bergamont 50005 25
Cajeput 15001 75
Cassia 45004 75
Castor 1550175
Cedar Leaf 17502 00
Citronella 11001 40
Cloves 32503 50
Cocoanut 250 85
Cod Liver 1 30f
Croton 2 00%

uniper Berries= 2 00$
uniper Wood__1 60

Lard, No. 1 1
Lavendar Flow 4
Lavendar Garn 1 75$
Lemon 160
Linseed Boiled bbl. 01
Linseed bid. less 1 1901 3
Linseed, raw, bbl. ©:1L 10
1

Eu y 803
?emlock pure__ 2 804
J

Linseed, ra., less 1 170
Mustard, artifil. os. 0
Neatsfoot 1350
Olive, pure _
Olive, Malaga,

|yellow

Olive, Malaga,
green

Orange, “Sweet-

Origanum, pure

Origanum, com’l

Pennyroyal __
Peppermint___ 2504 60
Rose, pure 9 00010 00
Rosemary FTows 12601 60
Sandalwood, E.

L 1100011 25
Sassafras, true 16001 80
Sassafras, arti’l 10001 25
Spearmint 40004 25
Sperm 18002 05
Tans 1000010 25
Tar. > 500 65
Turpentiné; Db 09

. 1
Turpentine, less 1 16%1 29
W intergreen,
leaf 6 0006 25
W intergreen, sweet
birch

D 5003 75
Wintergreen, art__ 8001 20
Wormseed __ 10 00010 25
Wormwood —_ 9 00@9 25

Potassium
Bicarbonate _ 350 40
Bichromate 150 25
Bromide . 450 50
Carbonate 300 35
Chlorate, granrt 230 30
Chlorate, powd.

or xta 160 25
Cyanide 320 50
iodide 4 6104 84
Permanaganate__ 40

Prussiate, yellow
Prussiate, red _1

wbhoow
oo
oo
[
~
Sa

Sulphate 40
Roots
Alkanet 250 30
Blood, powdered- 300 40
Calamus 350 75
Elecampane, pwd 250 30
Gentian, powd__ 200 30
Ginger, African,
powdered 250 30
Ginger, Jamaica 600 65
Ginger, Jamaica,
powdered _ 420 50
Goldenseal, pow. 5 50®6 00
Ipecac, powd._3 0003 25
Licorice 350 40
Licorice, “powd. 200 30
Orris, powdered 300 40
Poke, powdered 300 35
Rhubarb, powd. 8501 00
Rosinwood, powd. 300 35

Sarsaparilla, Hond.

groun. 0100
Sarsaparilla Mexican,
ground 0 60
Squills_"% 850 40
Squills, ‘powdered 600 70
Tumeric, powd. 170 25
Valeran, powd. 400 50
8eeds
Anise 350 40
Anise, powdered 380 45
Bird, I's 180 16
Canary 100 15
Caraway, Po. .50 350 40
Cardamon — 20002 25

Celery, powd. .45 .860 40
Coriander pow.. .35 270 30
Dill -- 100

20
Fennell . _ 250 40
Flax — 08)4©0 13
Flax, ground — 08)40 13
Foenugreek pow. 50 25
Hemp, 15
Lobelia, powd. 01 25
Mustard, yellow__13@ 20
Mustard, Bblack — 150 20
Poppy 25
uince 2 0002 25
age . 150 20
Sabadilla 230 30

Sunflower T1)40 16
Worm, Anmerican “300 40
Worm Levant___ 06 00

35

Tinctures

apsicum
atechu

inchona
olchicum
Cubebs
Digitalis

entian

Ginger, D S. _
ualac

Guaiac, Ammon.
lodine

lodine, "Colorless
ron, clo.

Kino

Opium

Opium, Camp,
Opium, Deodorzd
Rhubarb

Paints.

Lead, red dry__140 14)4
Lead, white dry 14© 14)4
Lead, white oil- 14© 14)4

Ochre, yellow bbl. 0 2
Ochre, yellow less 2)40 6
Putty 60 8
Red Venet’n Am. 3)40 7
Red Venet’n Eng. 40 8
W hiting, bbl. 0 4)4

6 10

w |t|n8 0
L. H. P. Prep— 2 8003 00
Rogers Prep. — 2 8003 00

Miscellaneous

Acetanalid___ 472)40 6ft
Alum 80 12
Alum. powd. and

ground 090 Ift
Bismuth. Subni-

trate 38604 00
Borax xtal or
powdered__ 070 13
Cantharades, po. 2 0005 00
Calomel _ 17601 66
Capsisum, pow’d 490 55
Carmine 6 0006 66
Cassia BUds___ 250 86
Cloves 470 50
Chalk Prepared- 140 |If
Chloroform 670 6
Chloral Hydrate 1 3501 81
Cocaine 11 60012 25
Cocoa Butter_ 550 75
Corks, list, less 40050%

Copperas 2%0 10
Copperas, Powd. 40 10
Corrosive Sublm 1 4801 63
ream Tartar___ 350 46
Cuttle bone 400 60
Dextrine 50 15
Dover's Powder 35004 00
Emery, All Nos. 100 15
Emery, Powdered 80 10
Epsom Salts, bbls. 0 3
Epsom Salts, less 3%0 10
Ergot, powdered_01 50
Flake, White 150 20
Formaldehyde; Tb. 190 30
Gelatine 12501 5U

Glasswaré, Tess 55%.
Glassware, full case 60%.
Glauber Salts, .
Glauber Salts less 04

lue, Brown 210 SO
lue, Brown Grd 150 20
lue, W hite

lue, White Grd. 35
lycerine 21)40 40
ops 50 76
odine 6
lodoform 7
Lead Acetfate__
Lycopodium
Mace_ -
Mace, “powdered 1
Menthol 13 588%:11‘ 80

ITOOOOO

Nux Vomica, pow.
Pepper black pow.
Pepper, White
Pitch, Burgundry
uassia
uinine
ochelle "SaTts_
Saccharine
Salt Peter —
Seidlitz Mixture ~ 800
Soap, green___ 160
Soap mott cast. 22)40
Soap, white castile

case - 011 60
Soap, white castile

less, per bar 01 25
Soda A sh 10
Soda Bicarbonafe = 3)4019
Soda, Sal 3 08
Spirits Camphor 8

Sulphur, roll ' 18
Sulphur, Subl. — 'M 10
Tamarinds 200 25
Tartar Emetic_ 700 75
Turpentine, Ven. 5002 25
Vanilla EX. [pure 17502 26
Witch Hazel , 14702 00
Zinc Sulphate __ 000 18
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CHEWING GUM Tilford Cigars Peaches
GROCERY PRICE CURRENT pgunS NGO o cmnatdl 0" g o0 evap, R
Adams Bloodberry”— 65 _F;_erfeé:to, 55003 gg 88 Evap., Ex. Fancy, P 18
H P : . Adams Calif. Fruit__ 65 uxedo, s
' These qootatlons are carefully cor_rected weokly, within six h_ours of mail- Adams Sen Sen Tilcrest, 50s 3500 Lemon, Anf’grel'can 25
ing and are intended to be correct at time of going to press. Prices, however, ng[:“h%“uf Pepsin ?5 Worden Grocer Co. Brands Orange, American 2%
are liable to change at any time, and couontry merchants will have their orders — Doublemint ——————¢5 [S0¥ G eQrae oS 8 (- Raisins 1o
filled at market prices at date of purchase. puelggerfnn#tlt_wm—sgs Harvester Record Seeded, 15 0z. PKQ
earmint, W rigleys 55 Breaker 75 00 Seedless, Thompson 11%
V\Pr.gmys pri'orey \I;ivaerk;/setsrteprlape;fecto % 0 Seedless, 15 oz. pkg.
—_— z
ADVANCED DECLINED Teaverry —— ‘%% Webster 8eimonr— 116 00 90- 1083%0|rb"'abopxrgges©08
Whole Cloves Ralston Food CHOCOLATE. Webster St. Reges—125 00 30-90'25 1b.boxes—©09
Prunes : Starlight Rouse 85 00 80’ ) —@10Y
Baker, Caracas, % s_ 37 70-80, 25 Ib.boxes_@10%
&ifee Roasted Baker! Caracas %s — 35 SLPN PENNSURT 1o o 00100 %5 Ibboxes— @1l
Baker, Premium, % s—37 -60, 0Xes 0
eas - La Azora Agreement 58 00 —
Baker, Premium, % s 40-50, 25 Ib.boxes 13%
Beans Baker, Premium. % s34 & &FUR NAE"9ON 2 8 2040, 25 Ibboxes”@16
Hersheys, Premium, 95 35 ygjentine V ictory— 75 00
Hersheys, Premium. %a 36 v3iontine Delux —g5 00 FARINACEOUS GOODS
AMMONIA BROOMS Beef, No. 1, Qua. sli. 335 Runkler premium. %53 R'B Londresl_ 58 00 Med. Hand Picked 06%
Arctic, 16 oz 175 'S:tandar% Plarlor2323|Lb 328 Eeeff, tNok lg,c%’nut, ol 5%8 Vienna Sweet, 24's 1776 'Flglor?a tnvineib :7-3? (())8 (éal lesas (1)513/
. anc arlor eefstea nions, s rown wedish
Arctic, 32 oz. 275 Ex F%ncy Parior 25 Ib 10 50 Chili Con Ca., Is 1 3501 45 « oCOCOA. New Currency 3500 Red Klidney 08
I X L, 3 doz, 20z 375 Ex. Fey. Parlor 26 b 11 00 Deviled Ham. %s _ 2 Baker’s %s 40 Picadura Pals 2 % Fafina
Parsons, 3 doz. small 500 25 Deviled Ham, % s_3 8 Bakers %s T3 oriole ackages 10
Parsons, 2 doz. med. 4 20 Whlsk_N_3—2 % Hamburg Steak & — Bunte, des 43 Home RuT?togl—elfi 50° Bu’ per 1goo w6
Parsons, 1 doz., Ige. 335 Onions, No. 1 315 Bun%e, . - —— 33 _Vanden Berge Brands ominy
Rich & France Brands — Potted Beef,'d oz, 1 40  pyoctes By 15900 Chas, the Eighth, 50s 75 00 pyx X
Special 800 Potted Meat, % Lioby Droste’s Dufch, K 0 Pv-*rl, 100 Ib. sack __ 260
AXLE GREASE NO. 24 GooT VaTie—8 75 . Potted Meat, % leb)sc 20 Droste’s Dutch, % 1. 4 75 W hale'Back 505 58 00 o Magaroni
No. 24 Goor 10°00 Potted Meaf, % Rose 80 Droste’s Dutch, % Ib. 2% Blackstone 50s 95 00 Domestic, 20 Ib. box 07%
0. evetl Potted Ham. Gen. % 18 Hersheys, %s 33 El Producto "Boguet. 75 00 Domestic, broken, box 05%
“0- 25, Spefla 1 9 50 Vienna Saus. No. % 1 36 Hersheys, %s 28 El Producto, Puri- Armours,” 2 doz., 8 0z. 1 80
No: |gsa|5tan—c|—11 00 Veal Loaf, Medium — 220  Huyler gg tano-Finos 92 00 Foullg's, % doz, § oz, 180
' owney, % s uaker 0z
\'>‘V0érehouse 36 Ib_%(l) 08 Baked Beanz Lowne)); Y%sT_ Cog\‘t'i:cic-(rila%nyRYPails © Pearl Barley
g Beechnut, 16 oz. — 1 40 Lowney, A’S 38 Standard 18 Chester 400
B.0.E. W ouse, 32 IB. 10 50 Campbells =115 Lowney, 5 1Ib. cans__ 3l 3 4o Wrapped — —20 00 and 0000 6 00
BRUSHES Climatic Gem T80z 100 van Houten” M's =775 pUTO% BIEERET coow 4 20 Barley Gritm————4 2
Scrub F No. 2 125 Van Houten, % s__ — 75 - : '
Solid Back, 8 in . 150 remont, No. Big Stick, 20 Ib. case2l scotch. b Peas 08
Solid Back, 1 in. :1 75 gg:gglf Ng' %— 1 gg COCOANUT. Kindergarten--——- 19 SC(I)itC T — T
Pointed Ends 125 van Camop. S M aTT_92% %s, 5 Ib. case Dunham 60 Kindergarten 18 plit, L — °
Stove vap gamp, pmal 1‘15 %s, 5 Ib, case 48 Leader 18 . sago
No. 1 110 VvVan Camp. Me %s & %s, 15 Th. case 49 X. L. O 16 East India___ __ 10
No. 2 13 Bulk, barrels Shredded 22 French Creams — 20 Tapioca
oe CANNED VEGETABLES. 9 2 oz. pkgs., per case 8 00 Cameo__ 22 Pearl, 100 Ib. sacks 19
o G By B A Rt B e S 4
2 0. 1, Green fips CLOTHES LINE. F Chocolat _
48 11 425 N durrerRcoror 2 % MO, 2 Lee Gr3 TS0 450 Hemp, SO f 200 I "Boxes  FLAVORING EXTRACTS
) L Wax Beans, 2s 18503 75 Twisted Cotto_SU_ﬁ_l 75 Bittersweets, Ass'ted 1 76
8 lb. 550 Dandelion, 25c size_2 85 Wax Beans, No. 10_7 00 Braided, 50 f 275 Choc Marshmallow Dp 1 75
10 IE paI Per dOZ §20 Nedrow, '3 0z, doZ" 250 Green Beans, 2s 16004 75  Sash Cord74 00 Milk Chocolate A Ap 2 00
16 pails, per doz. 1120 Green Beans, No. 10— 8 26 Nibble Sticks —°00
26 Ib.pails, per doz 1770 CANDLES Lima Beans, No. 2 Gr. 2 00 COFFEE ROASTED Primrose Chot 135
Electric Li ht|40 Ibs. 12.1 Lima Beans, 2s, Soaked 95 No. 12 Choc., Dm_» 175
axie rowoens  Bliher VB T e RGO D THG 8w o MY N B Gree D L0
Arctic, 7 oz. tumbler 135 Paraffine, 12s 14% Beets, No. 2, cut 12501 76  Maracaibo 27 Chocolate Nut Rolls = 1 90
Calumet, 4 oz., doz. 95 Wicking __ 40 Beets, No. 3, cut 1 4002 10  Guatemala — Gum Drops Pails
Calumet, 8 o0z., doz. 195 Tudor, 6s, per box_80 gorn, NNo. 22 ESt. S}t0001l %g Java and M_hi:;g émse 1717
Cal t, 16 oz.,, doz. 3 35 orn, No. 2, Ex.-Stan. B t 28 range Gums ---——-—- —
Cglﬂnn::gt, 5 ?bz,, dg; 12 75 CANNED FRUIT. Corn, No. 2, Fan 16002 2 nggearryi Challenge Gums____ - 14 Doz. Doz.
Calumet, 10 Ib., doz. 19 00 Apples, 3 Ib, Standard 175 Gorn, No. 2, Fy. glass_8 26 Favorife-—-—-— - ——_20  Lemon Vanilla
K. C. 10c doz.” — 92% AEBWS No. 10 50@4 75 ﬁ?fnﬂ‘in NO‘N(} 03'_1'T50712%5 Christian Coffee Co. S”pe”oL‘"""'""""flI %ég --13//" gb"r]‘gg %88
K G g dor 10T Awple Sauce, o, 2208 Oera Ko 5 winote g0 AMDEr Coffee, Tl cart 20 Lozenges,  Palls J & foounce—, 3,
- G o Apricots, No. 1 19002 00 Qkra. No. 2 cut —1 90 : - ct <o Lep g 240
K. C.. 25c doz. —_2 80 Apricots, No. 2 2 8 Dehydrated Veg Soup 90 Amber Tea (bulk)__ _ 47 A. A. Phlnk Lozenges 20 e —% 83222_% g%
E C.. ggg (djoz. _é gg Qp”ggg ’\,{loo 20?03_00'?3 ?g '\D/leh drated PHotq[lttl)es 1b ﬁg McLaughlin’s  Kept-Fresh Q’O{A{ CHoecarI_toz_o_o_g_;_e.fZlZO 77 T8 ounce 9 50
- Lo . ushrooms, Hotels 15 00 —i6 18 00
K. 8 10 Ib. doz.,_ 13 50 BPackberrles No. T0_9 00  Mushrooms, Choice __ 48 }ﬁg;ﬁ'“m C%?T‘]:Efecie ﬁ,fg’va%ﬁc Malted Milk Lozenges 23 2900 -3 gfuggeem
ueen Fllall(<e 6 02.1_1 25 Blueber’s, No. 2, 1-7502 50 Mushrooms, Sur Extra 79 hlgh grade  bulk coffees. LemonHI%rrdo Gsoods E’Oalls Arctic Flavorings
Leeh Elake! J00 Tog 2 Bsherieg Noy 10,050, pein o' B 2000 80 USRI Laigilin €165, N iR gy 3 ox"Tap 40 B0 Lo 7
ueen Flake, 25 Ib. keg 14 Cherries, No. 2% 4 0004 95  June ' 16002 19 Chicago Anise Squares 20 .
oyal, 10c, doz. 95 Cherr’s, No. 10 10 50011 50 Peas, No. Z, EX. Sift. Coffee Extracts Peanut Squares 22 S th ?
Roya’, 6 oz., dodz. — 270 Iﬁogaﬁberrlﬁs No 2_800 PE. JE Fl 90?]8 %g ";‘ Xk’spso plkogos 211 Horehocuglcjigh‘l'eI\DbrléxpfS |%())(S m i S
Royal, 12 o0z., doz__6 20 eaches 0. eas, Fine, Frenc < . .
Royal, 5 Ib. —31 29 Peaches, No. 1, S iced 140 Pumpkin, No. 3 14501 Hu mme|5 50 b 104) Putnam’ 130 F |av0 rinas
Ryzon, 4 oz, doz._185 Peaches, No. 2 Pumpkin, No. 10 400 Smith Bros.___ 150
R%zon, 8 0z, doz. — 2 25 Peaches, No. 2%, Mich 326 Pimentos, %, each 15018 (I:ONDdENSED MILK 0o Package Goods 2 oz. Vanilla 2 00
Ryzon, 16 oz., doz. _ 4 05 Peaches, 2% Cal. 30003 76 Pimentos, %, each 27 Lagde 4 o3 0p Creamer arshmallows 2 0z. Lemon 2 40
Ryzon, 5 Ib . —18 00 Peaches, No. 10, Mich 7 76 Sw't Potatoes, No. 2% 1 35 eaader, 0z 4 oz. pig 12s, cart. 105 4 oz. Vanilla 350
Rocket, 16 o0z, doz. 125 Blneapplle % sII_lcedd_Zslgo gagglétf::ht “g 3%888% g(l) MILK COMPOUND 4 oz. pkg., 4|85 case 4 00 3 éiffyt Punch 505
ineapple, 2, slice specialties. 0z. Carton
Pincappl’ s i 4 9 Quecotash, No- 2. aless 8 48 I\ffe T§II¥ 57 4’4 Cocoanut! Binks 2 Assorted flavors
ineapple, 2%, slice alnut Fudge
BLUING Pineapple, No. 2, 2 50 Spinach, No. 2 "T2001 35 gg;g;gﬂg Baa” y4 doz. 400 Pineapple FL?dge 21 FLOUR AND_ FEED
Original |F:”mealp '\iLO cru. 11 6001% gg %l;mg%ﬂ '?l\l% 3101 850%9% 'I\ltaltlan IIE”onC BonsM__tZU 0 LYaI\I/\e%EIty)AﬂJ“m Co.
ears, No. . ationa ream nts i ite
condensed Pearl Pears, No. 2% - 425 Tomatoes, No. 2 173001 60 EVAPORATED MILK Sllvler King M. Mallows 32 Aok et
Plums, No. 2 2 25 Tomatoes, No. 3 19002 25 Hello, Hiram, 24s 150 Harvest Queen, 24%
Crown Capped Plums, No. 2% 300 Tomatoes, No. 2 glass 2 85 Walnut Sundae, 247 B¢ 85 Light Loaf Spring
Raspgern%s J\IONZ 51012 g%g Tomatoes, No. 10___ 750 \l\}ea olltzJin,k24,245 05_ gg Rollgreachazr#plon 245
4 doz., 10c dz. 85 Raspb’s, Re 0. ankee Jack, 24, 5¢C b
0z, 0 @ Eﬁsﬁbbsb Black No 101100~ CATSUP. Glediator, 24, 10c T 90" Snow Figke, 20> o
-nut, Smal ic ugar Ca., 24, 5¢c
3 dz. 15¢, dz. 125 Rhubarb, No Pill vt 11_0_22225 Pal O Mine 24 56 8 Golden Granulated Meal,
ibby, A S., per cw
CANNED FISH. Libby. 807. — 16 50 ESanomic giade 2 6o Rowena Bancake Com-
) o 9 _
BREAKFAST FOODS Clam Ch’der, 10% oz. 135 |_,||y \/a”ey—ty—p-—0 16 100 Economic grade —. 4 50 pound, 6 Ib. sack
Clam Ch., No. 3 30003 40 paramount, 24, 146 500 Economic grade 20 00 Buckwheat Compound,
Cracked Wheat, 242 385 Clams, Steamed, No. 1 175 Pparamount, 24 6_240 1,000 Economic grade 37 60 & Ib. 8&clc

C_' i i Where 1,000 books are Watson Higgins Milling
Pillsbury’s Best erl 220 Finnan_Haddie, lO 0z. 330 Sniders, 8 oz. 185 Blue Grass, Tall, 48 500 a .
y 50 Sniders. 6%z 5% Blue Grass Baban 3 75 ordered at a time, special New Perfection, %s_6 80

1
1

Cream of W he 6 90 Clams, Minced, No. 1%50 Paramount, 6, s_"10 00
2

uaker “Puffed Rice_5 45 Clam Bouillon, oz. Carnation, Tall 07 525 ly print front cover is
uaker Puffed Wheat 4 30 Chicken Haddle NO 1276 Van C{-,\mpY 807, 76 Carnation’ Bab furnished W|thout charge. Red Arrow, % s__ "~ 720
uaker Brfst Biscuit<l 90 Fish Flakes, small_135 van Camp, 16 07._2 75 Every Day Tg'" 525 Worden Grocer Co.
Rals'{on Féurlna-- "'42 98 Cod Fish Cake, 10 6z 1 8 Danish Pride, talT_5 25 36s, Sag and 12s. American Ealg Quaker,
aiston  Branzos Cove Oysters, 5 0z, _ 176 . CHILI SAUCE. Danish Pride, 8 doz_ 515 Less than 5 cases , 21 Pure Gold, Forest King,
Ralston Food, large Lobster,; No. %, Star 2 90 Snider, 16 oz. 335 Every Day. Bab '4°00° Five cases ” 20% Winner.
Saxon W heat FOOd_3 75 Shrimp, No. 1 wet_ 190 Sniders, 8 oz. 2 35 Gosh%n Yo y__4 600 Ten cases Meal
Sard’s. % Oil, kee/__ 550 Lilly Valley, % Pint225 Ggghen Galloni 90 Twenty-fivé cases — 19% Gr. Grain M. Co.
Sardines, % Oil, k'less 4 75 Qatman’8 Dun., 4 doz. 6 25 6s and 4s Bolted 2
Sardines, % Smokoed 6 25 OYSTER COCKTAIL. Oatman’s Dun. 8 doz. 5 15 Less than 5 cases ~ 20% Golden GranuTated_2 70
Salmon, Warrens, %s 285 snpiders, 16 oz. 33 Pet, Tall 6 25 Five cases — 19% W heat
Salmon, Red Alaska 2 80  gpjders, 8 oz. 235  Ppet Baby_8075 15 Ten cases 19% No. 1 Red 125
Salmon, Med. Alaska 1 75 Borden’s, II 25 Twenty-five cases — 19 No. 1 White 1*3
Salmon, Pmk0 Alaska 1 60 CHEESE Borden’s. by 5 1 CREAM OF TARTAR ats
ga;glges Im. An/ea 10028 Roqufort 52 Van Camp 72 ||— 535 6 ib. boxes 20 Carlots
Sgrd:ngg e 795%2 %9 Kraft Small fins__ 1 70 Van Camp, Baby__3 95 ' _— Less than Carlots__ 54
Tuna, %, Algocore_g95  Kraft American DRIED FRUITS Corn
Shred. Wneat Bi t385 Tuna, OA? Nekco__ T65 gh'“ small t|||ns %;8 Lewell nCI8?A§(§ Brands E ChA'ppleSb lk___ 14 Carlots i Carlots S
re neat Biscui "o imento, small tins_ vap. oice, bu
Vita Wheat. 12s___ Tuna, %, Regent 225 Roquefort, small tiis 2 60 arcia Master Apricots Less than arfots 103
CANNED MEAT Camenbert, small tins 2 50 Cafe, 100s____ 37 50 Evaporated, Choice 6 Hay
. - arlots 19 09
Post's Brands. Brick J 27 Swift Evaporated, Fancy 20 L than CarTots — 20 00
Grape-Nuts, 24s 3 80 Bacon, Med. Beechnut 2 40 Wisconsin Flafs 27 WrvIVAHR*»  ROm  __ o» Evaporated, Slabs ~ — 14 Less than Carlots__
Grape-Nuts, 1005 2 75 Bacon, Lge. Beechnut 4 05 Wisconsin Daisy —___ 27 Supreme, 50s 110 06 Citron Feed
Postum Cereal, 125 2 25 Beef, No. 1, Corned_260 Longhorn 27 Bostonian, 50s 9500 Iv 1) box _ Bl gueet car Feed 39 00
Post Toasties, 36s_2 8 Beef. No. 1, Roast Z 35 Michigan Full Cream 25 Perfecto, 50s 95 00 Currants No. 1 Corn & Oat Fd 39 00
Post Toasties, 2452 8 Beef, No. % Rose SIi. 1 75 New York Full Cream 30 Blunts, 50s 75 00 Package, 15 oz. 23 Cracked Corn 00

Pest’s Bran, 24s __ 270 Beef, No. %. Qua. Sli. 210 8ap Saco 32 Cabinet, 605 u w Boxes, Buik, per To. 20 Coarse Corn Me_|_39 00
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FRUIT JARS Imonds Shelled SALT g;l)]gtle'\ég E\Zﬂlgaeﬁselrs Lg. 425 JLFE,?n'
Almon 66 : i '
Mgggrf]‘* pts.. per g;ggg 1% Peanuts, —spams,—— Colonial 24, 2 1b.__ 90 20 385 Medium — 3a088
Mason, % ga’iJ gross 12 10 125 Ib. bags ' 13% Light hogs Ned. Mo 1 BbIS—2 80 Sani Fiug 2% Fancy ——— 82070
Ideal Glass® Top, pts 6 35 Filberts 50 oms Med. No. 1,°100 Ib. bg. 95 Sapolio, 3 doz 315 N y T — ©
Ideal Glass To >11 1o Pecans ———————— 105 e Farmer ﬂ) 70 b 95 Soapine, 100, 12 0z _ 6 40 lolb K TEs==—1
Ideal Glass Tob, q\,s Walnuts————————— 48 Shoulde—rs D Packers Meat, 56 63 Snowboy, 100, 10 oZ. 4 00 pkg. Siftings-—17
eg lon ass top, 15 60 EE— Hams — 13 Packers for Ice cream Snowboy, 24 Large — 4 80
gal e OLIVES. Spareribs 08 100 Ib., each 95 Speedee, 3 doz. 720 Gunpowder
GELATINE Bulk, 2 gal. keg___ 425 Neck bone§ —————=04 Blocks, 50 Ib 47 Sunbrite, 72 doz:__400 Choice
Jello-0, 3 doz 3 46 Bulk, 3 gal. keg__6 00 Butter Salt, 280 I6. BBI. 4 50 Wyandotte, 48 47 Fancy___ 38@40
Knox’s arklmg_dﬁz 26 Bulk, 5 gal. keg 250 PROVISIONS Baxer |§|t-|-28,?| Ib. bbl. 425 SPICES.
Knox’s RCIdu doz. 2 25 Quart, Jars, dozen_6 25 Barreled Pork 80, 5 ib. 'Taab |% —5 57 Whole Spices. Ceylon
Minae, 3005, (N Fos §int darsdozen —3 % clear Back - 2300024 00 9 fo'ly Taple——33 Allspice, Jamaica e e —— 8
Plymouth, W hife i s 0%, 80, plaln, goz. 145 Short Cut Cléar 22 00023 00 28 Ib. bags, butter — 4g G&loves, Zanzibar " 42 Melrose, fancy - 66
Quaker. '3 doz 2 6 oz, Jar, pi., doz. 160 Rysar Eamily 27 00027 00 9 Cassia, Canton
51)6%2.02.]arjarplag)r}, ggg. [21 28 Dry Salt Meats Cassia, 5c_pkg. —doz. gmo English Breakfast
HORSE RADISH 4 0z Jar stuffed 19 S P Bel fes — 16 00@1'1 00 gmger African = __ Gongou, Medium -8
— inger, Cochin 20 Congou, Choice 35036
Per doz., 6 oz. 110 8 oz. Jar, Stu., doz. 3 40 ard Mace, Penang 75 Congou, Fancy -—-— 42@43
JELLY AND PRESERVES 9 oz. Jar, ‘Stuffed, doz. 4 00 80 Ib. tubs advance M Mixed, No.
12 oz. Jar, Stuffed, dz. 500 Pure in_ tierces 12% Mixed, 5c k S., doz.

Pure, 30 Ib. pails___ 380 PEANUT BUTTER California Hams 12 @13 Nutmegs, 080 Oolong
Imitation, 30 Ib. pails 1 85 ' 69 Ib. tubs__advance % Nutmegs 105-110 | 33 Medium - %
r Z, . _
Pure. 7 oz, Asst., doz. 1 20 0 Ib. tubs—advance * M Pe erg Black 17 Choice 45
Buckeye, 22 oz., doz. 2 10 20 Ib. pails_—advance % pp - Fancy —_— - 60

10 Ib. pails——advance % Pure Ground In Bulk
JELLY GLASSES 51b. pails”; advance l Allspice, Jamaica ___ @15 TWINE
| oz, per doz. % 3 1b. pails” ady Cloves, Zanzibar 50 Cotton, 3 ply _50
—_— Compound Lard 13%@14% Cassia, Canton ---——-—- 25 Cotton, 3 ply balls
MARGARINE Ginger, African 30 wool, ( ply
Sausages N M ustard 3 —_—
E?V'Ogna """ —1212/0 Mace, Pefang @80 VINEGAR
Frankfort yemmeergSBWk—DgZZ Cider, 40 Grain--—- 22
Pork —I8@20 pebpel. o 22 White Wine, 80 grain 22
g Bel2 Célr—MO Brand 33 Veal— lIz_er case, 2£|1 2 lbs. —%gg Pg?)?)eerr Caylet%ne @28% \White Wine, 40 grain 17
oz 0z. in case — - ive case lots __ 230 bepper, Cayenne --—----—
%21 % IR) pallls %é% Headcheese ﬂ “ P Paprika, SSpamSh 842 Oakland Vmegar d& Pickie
. pai —_— AP easoning _
5 Ib. pails 6 in crate 6 10 Hams, STf‘Igdll';"eatzsl % Chili Powder, 15¢ 135 Sﬁuﬁ'a%‘{b@pp'e Cld?.r ..... 25
| VAN WESTENBRUGGE zlé I{)b p'gﬁaéls 1918% Hams 16-18 Ib, —21 % é)Tporﬁamllzl b&OO box 288 ngl]%ryzs%lt 30z. *88 Oakland White Plcklmg 20
! IbCarclglatgnlestrubquS% 50 Ib. tins 18 Ham dried beef %39 Elﬁke NWhtII']te %88—5_130)( é E?) 8”'?” Salt —1 35 No charge for packages.
: P— els Naptha 0X arlic
2 and 5 Ib. 23 PETROLEUM PRODUCTS (|;allforn_H—éa_I ams 13 Grdma White Na, 100s 5 00 Ponelty 3% o0z IR No. 0 pg\{lgﬂ?f .
ron Barrels Ficnic Sotle 22 Rub No More White Kitchen Bouquet —_325 No 1 per 105
MATCHES. Perfection Kerosine 12,6 @ Naptha, 100 box_500 Laurel Leaves ---—-— 20 C g b e —
Diamond, 144 box-—--8 00 Red Crown Gasoline,” Bonled H—am Swift Classic, 100 box 5 25 Marjoram. 1 0z. No 2, per gross___150
Blue Ribbon, 144 box 7 55 Tank W.agon 21.3 Minced Hams_14 15 20 Mule Borax, 100 bx 7 55 Savory, 1 oz. 90 3 ProssTZ Y
Searchlight, ' 144 box. 8 00 Sas Machine Gasoline 388 Bacon — 34 Wool, 100 box 650 Thyme, 10z. 0 Eeerhles§ ROIS "Sr doz. 28
Red stick 720 Ic, bXs 6 60 ¢, Mol&cgl-mdeiphtha42252 Boneless  C°¢23 00024 00 HA% 10010%0)6 520 Tumeric, 2% 022 %0 Rochester No. 3 dos” 2 80
e ia __ ose 0X 7 ' :
Safr:t‘;“Matchesx Alantic Ked Engiie. 232 Rump, new 23 00024 00 anm Olive, ‘144" box 1100 STARCH Rayo, per doz.---r---- 8
_ Mince M ava, 0X 4
Quaker, 5 gro. case 476 = Condensonge Meat w00 Pummo, 100 box ===4 8 PK(I)ntdsefggg 4 lbs. 11% WOODENWARE
MINCE MEAT. a"lm Condensed Bakers brick 31  Sweetheart, 100 box _ 570 ;9w0€)2d, pags o0 Baskets
None SUCh 3 doz. — 4 85 Moist in glass 8 00 Grandpa Tar 50 sm. 2 00 c go, 48-1 p 95_4 BUShBlS narrow band
Quaker, 3 doz. case — 3 60 Pig’s Feet_ Grandpa Tar, 50 Lge 33 W&°8M, %50 80 wire handles --———-1 90
Cibby 'Kegs, Wet, Ib. 2 ron Barrels % bbls. 2 35 Faibank Tai, 700 bx 4 00 Quakel i . T Byshels pnarrqw, band,)
' R — by, S By — e [S—
MO LASSES. Medium Light 592 % %%IIS 4_00 Wllll%ms Barber Bar s 50 Argo, 48 1 Ib. pkgs. 3.90 Bushels, wide ba 2710
Medium heavy™__ 612 % s. T 70 \illiams Mug, per doz. Argo, 12 3 Ibo. pkgs._2 74 Market, drop handle- 75
Heavy =~ 642 1bbl. _— 1415 Argo, 8 51b. pkgs. 3 10 Market, single handle 90
Extra Heavy Tripe Proctor & Gamble. Silver Gloss, 48°1s_11%  Market. exira 140
Transmission O 1 592 Kits, 15 Ibs. -—--mmmemeem 90 5 box lots, assorted Elastic, 64 pkgs. _ 535 Splint, large 850
Finol, 4 oz. cans, @oz. 140 % bbls., 40 Ibs. 1 60 Chipso, 80, 125 - 6 40 Tiger, 48-1 _~ 325 Splint, medium ____ 7 50
Finol, 8 oz. cans. doz. 1.90 % bbls.. 80 Ibs. 300 Chipso, 30, 323 6 00 Tiger, 50 IbS: 05%  Splint, small 6 50
Parowax, 100, 1 Ib._6.7 Casings Ivory, 100, 6 0z.” B 50 Ch rms.
Parowax. 40, 1 Ib. 69 Hogs, per Ib. -e—mme %7;42 Ivory, 100, 10 0z. _lO 85 CORN SYRUP. Barrel, L|‘ sach— 2 40
Parowax, 20, 1 Ib. — 7.1  Beef, round set 14026  Ivory, 50,10 0z. 5 50 Bg”& 10 g%| ggghzz 55
Beef, middles, sef__ 25030 Ivory Soap Flks.; 100s 8 00 3% 6 9 er qal 16
Sheep, a skein I75@2 00 lvory Soa Flks., 50s 4 10 gal., per g
RICE Lenox, 100 cake's-—-3 65 Egg Cases.
Fancy Head 07% Luna, 100 cakes 375 No. 1, Star Carrier- 500
Blue’ Rose  —05% P. & G. White Napfha 4 50 No. 2, Star Carrier— 10 00
Gold Brer Rabbit Broken- 3% g‘t‘” '\ZII.OO NS 13 cakes 2 20 Hg' %Y g%a; Egg 'Tl'ltgyg g %
No. 10, 6 cans to case 535 ROLLED OATS 2ar Nab- P iR Moo S8icke
No. 5 12 cans to case 560 Steel Cut, 100 Ib. sks. 4 75 gap Napp Pw', 24-60s 4 85 Trojan spring————
No. 22/3, 24 cans to cs. 5 85 Silver Flake, 10 Fam. 1 90 ECIIJpSe gatengt sprin
No. 1%, 36 cans to cs. 4 85 Llilglléglt: %gsRFengll?); - 32- 80 CLEANSERS. GOLDEN-CRYSTAIWHITE-MAPU ll\ldoealz 'lj\lat brush holg
Green Brer Rabbit Mothers, 12s, lI’'num 3 25 Penick Golden Syrup 12
Silver Flake, 18 Re oz. Cot. Mop Heads
No. g. . -2
No. 10,8 cans 1o case 390 ekt @ NS S8 ASITCHEN 16 0z, Tt Mop Heads
NS Do s aams 10 et 1 10 Sacks, 90 Ib. Cotton_.2 & 10 qt Galvgg:lzsed
No. 1%, 36 cans to cs. 3 s> SALERATUS 24, 1%Ib.cans - 2 12 qt. Galvaniz
Arm and Hammer — 375 LENZER gt gajvanized

Crystal W hite Syrup 14 qt. Galvanized_

Aunt Dinah Brand. SAL S 12 qt. Flaring Gal."Tr.

ODA
No. 10, 6 cans to case 28 Semdac, 12 pt. cans 270 Gyranylated, bbls

_____ 1 . 10 qt. Tin Dairy .
No. 5, 12 cans to case 310 Semdac, 12 qt. cans 4 00 Granglated, 100 Ibs. cs 2 25 24, 2%Ilb.cans 37 12 gt. Tin Dalrz -
No. 2%, 24 cans to cs. 3 PICKLES Granulated, 36 2% Ib. 24, 1% Ib.cans- -2 = Traps
No. 1%, 36 cans to cs. 2 Medium  So packages __ 250 Penick Maple-Like SyruE Mouse, wood, 4 holes_ 60
Barrel, 1200 count 16 00 . COD FISH 6, 10 Ib. cans -z 41 Mouse, wood: 6 holes”70
New Orleans Half bbls., 600 count 9 00 Middles 15 12, 5 Ib. cans- | So Mouse, tin, 5 hOle%gS
Fancy Open Kettle — 5 10 gallon kegs - 6 75 Tablets, TIb. Pure — 19 24, 2% Ib. cans---—-150 Rat, wood %
Choice Tablets, % Ib. Pure, 24, 1% Ib. cans -—— 305 Rat, spring -
Sweet Small 007, =mmmmmm e 1 40 Mouse, spring 30
FalH M 30 gallon, 3000 -—-37.50 W d b Corn Tubs
alf barrels 5c extra 5 gallon, ' 500 75 Wﬁol Coxes Blue Karo, N<t. 1%, m = L Gal u
" ) 10 gallon 1000 —= 14 50 oeH A 2 doz. I arge alvanized —_9 25
olasses in Cans. ollan erring Blue Karo, No. 5, 1dz. 3 15 Medium_ Galvanized 775
Red Hen 24, 2 Ib. 270 gop SizeDITSPICak:e_S_'___ 9 00 |\Y/|I||§\ﬁrs Kkegs """""" 1 (J)-g Blue Karo. No. 10, Small Galvanized---—- 7 00
Eeg l:len, 1224 52°|/C[’3 . %%8 ‘ 'gES y. M Ha? bpls.— 8 50 R:{? Kda)rzo No. 1%, 2 2% Banner Vglaosﬁeboards
ed Hen — Cob, 3 doz. in bx 00@1 20 Y. M. bbls. 16 50 doz »e gaaiet 20—
E?gg;er&akee 1£J4|b2 o g 88 D LAYING CARDS Herring Red Ka—N_Tl_d_ro (lergs?ss S.‘R&'S
Ginger Cake, 24, 2% Ib. 3 90 Broadway, per doz. — 2 40 '§ =<b KplgllsNorway %0480 30 can cases, $4.80 per case R%dozKaro No. 10, % 345 SDoutIJIe PPeerIIess
gmger gate %2 18 Ig 360 Bjlue Ribbon 400 Cut Lunc 100 ASHING POWDE 'mt Manle Flave N'g?tﬁeme%uggﬁ"
Om%‘erL a24e_2 b _____43585 Bicycle . — 62 Boned 10 |b boxes 16 Bon Aml Pd, 3 dz. bX 3 75 oranraet Noaplé% zz\égr 3 Universal
O & L. 249% b 5775 ~ POTASH Lake Herring™ Bon Ami Cake, 3 dz. 325 Orange, No. 5, 1 doz. 4 Window Cleaners
0. & L. 125 |b.-—>500 Babbitt’s 2 doz.--m—mmmmr 275 % bbl, }\t/)lo I(I:kf)sl ------- 6 50 8'r'§?1?1'r'nn§ foodoé'c —42 anle b inVindow ners |
- iirlcfirel == : .
Bove, 360206 W L. § FRESH MEATS Tubs, 100 Ib. fancy fatl] 2 Sg?é‘dg“uast 24 Large 400 Oreen Lapel Karo, ooy 00 -3 8
0, .
SRR 8 o oW pa T R ST g B, Wiie 18 GRLAIER L e s
, 86, . : n. er
Bove, 24, 2% b, Black 2%8 Vo Steers & Helf” 13819 Med. Fancy, 100 Ib. 1300 Jinx, 3 0. roreres'en 50 Maple and Cane 15 i, Butter——— 9 00
‘atth o, Com. Steers & Heif.lo@12 SHOE BLACKENING. La France Laun 4 dz. 3 60 Kanuck, per gal.—165 17 in. Butter 1S 00
Palmetto, 24, 2% |Ib. 4 Id 2 1 Paste. d 135 Luster Box, 54— 3 76 iSugar Bird, 95 i 19 in. Butt 25 00
NUTS Cows. |n Con?lglﬁatlo%z dz. 13 — "2 doz " 900 ih. Butter
Whoie Dr| Foot doz. 2 Suogar Blrd, 80z, 4 WRAPPING PAPER
leqlndsl_ Terregona— 19 EPI])I(R())/isa %gzz . 2 0z. 1200 'l:\li(?rei F'\illbéll'n”a white- 05%
razi arge  ——-----—-m- 14 . .
Fancy ml)g%%——— --20 STOVE POLISH \’\,/lvleclfélhgsaﬂ e‘r)eragal ————— 225%0 Butchers Manila -----06%
Filberts, Sicily  -------- 16 To 1 Blackine, per doz. — 135 per gal. --—----- Kraft
Peanuts, Virginia, raw 11 p Black Silk Liquid, dz.

Black Silk Paste, doz. TABLE SAUCES.

140
Good
Peanuts, Vir. roasted 13 NGfium Enamaline Paste, doz. %%g Lea & Perrin, large— 6 00
135
140

YEAST CAKE
Peanuts, Jumbo raw 13%

Magic, 3
Peanuts, Jumb 9 Enamaline_ Liquid, dz. : Lea & Perrin, small— 3 35
Peca#ss’a Mpor 1t 0% oo ™ o8 E'Z Liquid, per doz. Miracle C., 12 0z, 1.dz 225 Ppepper %‘dﬂ!'.%ﬂ% 1% doz.—1 35
Pecans, Jumbg ——— 80 Mediuf 2 Radium, sher 90718 54 Dutch Clean, 4 dz $g al Mint 29 Yeast Foam, 3 doz, —

— oor “ isin un . ,
Walnuts, Callfornla 28 YIS A S%ove Enaenel 8% 7 ueen ?O%ny 80 oz, — 2h(|> IYou, 9 oz. doz. %70 Yeast Foam, 1% doz. 135
Salted Peanuts Good 16 Vulcanol No. 5 doz. 95 Inso, 0z, -——---- - large--—- YEAST—COMPRESSED

T e ————— Vulcanol, No. 10, doz. 1 8 Rub No More, 100, 10 A-l small-- -

Eanngyb’oltl-?-'---%--.....—l;og/u P’Aoeéjrlum ég Stovoil. per dos .- =8 00 38 Capers — Fleischmann, per do»__ 28
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Knitted Bathing Suits Supreme.

All the world loves a knitted bath-
ing suit, which is not at all to be
marveled at when one considers
knitted suits as lovely as the model
pictured, fashioned of Kelley green
worsted. Knitted outerwear has al-
ways been recognized as a leader of
fashions in the bathing suit field, and
whether the Summer Girl swims,
bathes or merely decorates the ‘'beach,
she will find the suit she has been
longing for among the endless num-
bers offered this season.

The knitted suit illustrated is happy
in its choice of white fibre silk
stripes, which choose a vertical direc-
tion, crossing the horizontal worsted

strings, thus effecting a striking
plaided design. This is only one of
the thousands of Kknitted bathing

suits which worn at the smartest re-
sorts this Summer, for wherever fash-
ionable women congregate, the knitted
suit is acknowledged tthe leader.

Never have the colors been so at-
tractive and never have so many
styles been presented for selection.
There are models to suit the most
conservative of tastes and others
gaily embroidered with floss or braid
guaranteed to delight those who aim
to keep in step with fashion’s decrees.
There is as much diversity in neck-
lines and arm hole handlings as one
finds in street clothes, and from a
garment considered only in the realm
of things practical, the knitted bath-
ing suit has become a thing of beauty
and a joy forever.

Features of Fall Hats.
Rolling brims are outstanding
features of the Fall hats. Some types,
according to the current issue of

The Millinery Bulletin, roll up on one
side and down on the other, while
others, higher on one side than the
other, roll all around the shape. The
back roll is sponsored for practically
all sorts of brims. From present
indications the cloches are going to
prevail over the pokes although the
medium scoop pokes with short
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backs and deep, narrow front brims
are holding well. The helmet cloch-
es for the plainer and more service-
able hats are also favored.

Toques are in demand, and what
turban effects there are seem to be
more often toques to which are

given turban draping touches. Some
diadem cuffs are being seen, but these
are not so flamboyant in their decora-
tions ‘as were the initial ones a few

seasons ago when everything was
Russian in its tendencies.
Irregularity is gradually creeping

into the mode, but the lines retain
their grace and the irregularities are
more gradual than striking. Among
these are the high, round plaque
turn-ups on the left and down-dip-
ping points on the right. These are
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Neckwear Trade Prospects.

Conservative buying has character-
ized the neckwear trade, as it has
practically all others, according to a
manufacturer of high-grade cut silk
neckwear. He feels, however, that
there will be a rush for merchandise
the latter part of the month and that
Fall business as a whole will be
satisfactory.  Unusual color effects
will be in demand, notably smoke
grays. With this manufacturer the
heavier weights of English foulards
are in some demand throughout the
W inter, although other varieties of
silks are more generally used. Stripes
are far from dead, and in fact lead
all other designs. The novelty fab-
rics recently so popular, according
to him, will be in little evidence, as

WHEN THE PENDULUM SWINGS BACK.

Some crooked routes in this old world’s affairs
Will change to non-detouring thoroughfares

When the pendulum

swings back.

The superstitions now hazily overhead
And all along life’s pathway overspread

Will disappear with all their fear ‘and

dread

When the pendulum swings back.

While shylocks coin their wealth from
They’ll find themselves down on their

When the pendulum

needs of homes,
“marrow bones”
swings back.

The farmer as the man that “feeds them all,”
W ith profits so ridiculously small
May find himself the best one off of all

When the pendulum

swings back.

The land, the one producing thing of earth,
Will not be taxed above its real worth

When the pendulum

swings back.

Those who with nature as their handmaid true

Give her the world’s production to do

Should find their own right here beneath the blue
When the pendulum swings back.

The fashions and the frills now on display

Will be replaced with less

of vain array

When the pendulum swings back
There will, sometime, two hats be made the same
For ladies’ wear, and in the living game

The simpler life will every

vantage gain

When the pendulum swings back.

And those who now to various creeds may fall
Will trust alone in nature’s God, their all

When the pendulum swings back.
There’ll be no doubts to mar life’s heartfelt flow,
The trees of life will in profusion grow
And consciousness will its fruitions know

When the pendulum swings back.

And so in trust we almost

seem to see

The fair beyond that will near perfect be
When the pendulum swings back.
When delusions of the past will fade away
In the light of God’s own true to nature way
The laugh will be on us of yesterday
When the PENDULUM SWINGS BACK.

usually blunt, sometimes just the
shape of the flat brim and sometimes

formed from holding the brim at
the back and the front.

Trimmings are very prone to
match the hats in tone and color.

While contrasts are not neglected, it
is the one-color development that is

far in the lead. Hats that show
shades of a color are likewise well
thought of. Brown has gained a

very strong headway and finds noth-
ing to stop its present momentum.
The season’s browns are warmer and
more reddish and golden throughout
their range than they have been here-
tofore as a whole. They blend also

into that old-time popular shade,
terra cotta, and the softer shades of
the erstwhile prevalent henna and

canna and their various tones.

L. B. Mitchell.
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price cutting has made the line un-
profitable both for the manufacturer
and the retailer. One of the largest
manufacturers in knitted neckwear
reports excellent business in all lines,
especially the higher priced. Stripes
in the more conservative colorings
seem to be in the lead.

His Idea of Profiteering.
Speaking of profiteering, listen to
the story of the Scotch storekeeper,
who, while talking to the manager

of a Dublin emporium, said:
“Ye’ll pardon me askin’, sir, but
what profits can ye make in Dublin?”
“Oh, as for that,” was the reply,

“on some articles 5 per cent, on
others 10 per cent, and others 20
per cent.

“Twenty per cent!” came the reply,
“Why, man, that’s awful!”

“But don’t you?” asked the Dub-
liner, surprised.

“No such luck,” exclaimed Sandy.

“l can make only one per cent. |
just buy a thing for a shilling and
sell it for two.”

Signs of the Times
Are

Electric Signs

Progressive merchants and man-
ufacturers now realise the value
of Electric Advertising.

e furnish you with sketches,
gsrvll((\l;/gsé and 0pe¥a’Hng cost l%or the

THE POWER CO.
Bell M 797 Citizens 4261
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Good Sales of Rubber Footwear.

A large house specializing in rub-
ber footwear reports good sales in
all styles, especially in canvas and
rubber shoes and in sport shoes with
rubber soles. Among the latter is a
new tennis or golf shoe with a vul-
canized crepe rubber sole. Hereto-
fore soles of this kind have been of
crude rubber, non-vulcanized. The
vulcanized sole has a much greater
wearing quality, it is said. Retailers
have placed more than ordinarily
liberal orders for galoshes and rub-
bers, and there was a serious shortage
last year, due to the severe Winter.
Stocks everywhere were cleaned out
and manufacturers were unable to
supply the rush of last-minute orders.
The manufacturer quoted points out
that dealers are ordering too spar-
ingly of the new wide-heeled type of
rubber to fit the prevailing style of
shoe. Too many of the older model,
he says, are being stocked. Prices
remain stable, he says, in spite of the
sudden rise in price of crude rubber
some months ago.

To Show Spring Lines Soon.

Manufacturers of men’s sleeping
garments are now working on their
Spring lines, which will be shown to
the trade quite generally in about
three weeks. It is understood that
the wholesalers made rather advan-
tageous purchases of piece goods dur-
ing the recent easing of the market
and that, accordingly, the new num-
bers will be attractively priced. Lines
for the holiday season are also be:ng
prepared and will be shown by the
salesmen at the some time. There
is no demand for any special type of
pajama at the moment, according to a
leading manufacturer, the buyig cov-
ering an assortment of both styles
and colors. The two-dollar suit is
said to be the most popular retail
seller. The normal amount of silk
merchandise is expected to be sold
during the holiday season, but, apart
from this, the silken garments are ap-
parently not making any strong head-
way, as was the case during the war
period.

For Household Uses.

A household novelty recently put
on the market which is having a
good sale is a five-piece canister set,
of metal enameled in white, with
decorations and letters in blue. It
has compartments for one pound of
tea, two pounds of cocoa, five of
sugar and seven of flour, together
with a cake box for a full-size layer
cake. It is packed in a corrugated
carton and retails at $1. The same
house offers a large number of alu-
minum kitchen-ware articles to sell
at $1. They are of standard gauge
and highly polished and have been
successfully used as specials by de-
partment stores. A serving tray of
imitation mahogany, with glass base
and canton flannel facing, retails at
$1 in the 12 by 18 inch size and at
around 70 cents in the 10 by 16 size.

Features of Costume Blouses.
The costume blouse is to be one
of the most important items in the
woman’s wardrobe this season, ac-
cording to M. Maosessohn, executive
director of the United Women’s Wear
League of America. In a majority
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of the finer garments, he says, the
sleeve is the element that gives the
blouse its distinctive character and
individuality.  Especially picturesque
are the moyen age effects, with the.
wide cuff trimmed with embroidery,
bandings or fur. In this way a
lavish use of color is possible that
would be trying if employed near
the face. A now model that does
not depend on the sleeve, however,
is one of chartreuse crepe of a fancy
weave, with sleeves of plain chiffon
of the same color. At the wrist and
on the front panel appear touches of
brilliant green velvet ribbon, with
cut steel buttons as a finishing detail.

Must Mark Foreign Clothespins.
Each clothespin imported into this
country must be individually marked

with the country of origin. The
Treasury Department at first ruled
that only the containers of these

articles would have to be marked, but
reconsideration was recently given
the matter, and all pins or the com-
pleted parts of them must now be
separately designated with the name
of the country from which they
came.

The clerk who steals thirty min-
utes of your time every day because
of indolence or inertia is a millstone
about the neck of your business.

INDIA TIRES

HUDSON TIRE COMPANY
Distributors

16 North Commerce Avenue
Phone 67751 GRAND RAPIDS, MICH.

manufactured by
TUNIS JOHNSON CIGAR CO.

GRAND RAPIDS, MICHI GAN
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BUSINESS WANTS DEPARTMENT

Advertisements

If set In capital letters, double price.

display _advertisements In this department, $3 per Inch.

C Inserted under this head for five cents a word the first
Insertion and_ four cents a word for each subsequent continuous

Insertion.
No charge less than 60 cents. Small
Payment with order

Is required, as amounts are too small to open accounts.

ATTENTION, WISE RETAILERS—A
retailer who is makingl_ DEAD TOWNS
WAKE UP and LIVE TOWNS BUSIER.
Just closed a thirteen weeks’ trade cam-
paign in a town of 650. $54,000 more
sales than in the same weeks of last
year. Every $100 in sales cost mer-
chants less than 1 per cent. Will come
to your town and tell you about it
Address No. 290, c-o Michigan Trades-
man. . 290

W anted—Young man for card writing
and window trimming who can also
sell clothing and furnishings. Prefer
someone from medium size town. Per-

manent position, with OP_P,ortunity for
advancement. State qualifications and
salary _ expected. Globe

Department
Store, Traverse City, Mich. 291

For Sale—Fourteen-foot Walrus foun-
tain, fourteen-foot Walrus back bar,
Price  $1,000

and confectionerg fixtures.
if sold by Aug. 31. Ray Sutter, Ch(zegzzin

ing, Mich.

FOR SALE—Complete stock of gen-
eral merchandise, including fixtures and
building, located in one of the best fruit

and resort sections in Northern Michi-
gan. This is an opPortunlty for a live
wire. Can dispose of the stock if neces-
sary. We have done a business of $45,-

000" annually and it can be increased by
a live wire. We have interests else-
where that will take up our time from
now on. Applal at once as time is short.
Address No. 287, c-o Michigan Trades-
man. 287

For Sale—Bakery equipped with all
necessary machinery and pans. Good,
going business, in good town. Excellent
chance to increase business. Good
roomly shop. .~ Address 375 Bridge St
Charlevoix, Mich. 288

WANTED—DRY GOODS SALESMAN,
DEPARTMENT manager and buyer for
large country department store.” Must
have had considerable experience in dr
goods lines in good stores and_come well
recommended. ~ Splendid opening for an
energetic, ambitious, clean-cut  youn
man_who can produce results. Give fu
particulars, age, references, salary de-
sired to start in first letter, stating
when change could be made. J. G. Zim-
merman & Sons Co., Niellsville, Wis-
consin. 278

store

FOR RENT—New, up-to-date !
ur-

room with steam heat and water
nished. Choice location for city and
country trade. Reasonable rent, 'to re-
liable party. Enquire of Meyer M. Levy,
216 N. Mechanic St., Jackson, MIChZSO

We conduct stock-reduction or com-
plete closing-out sales for retail mer-
chants anywhere. Terms reasonable.
Greene Sales Co., 216 E. Main, Jackson,
Michigan. 276

Poth Body Co.

BUILDERS

Motor Truck
BODIES

"Any style body for any make truck”

OF SPECIAL

2048 DIVISION AVENUE, S.
Citizens 31072

WHY NOT (MENTALLY)

DRUG STORE _ FOR
LENAWEE COUNTY—No
Good business.
Write
man.

For Sale To Close An Estate—800 acres
of muck land adapted for hak;I or
pasture land, at the source of aple
river in Emmet _county, Michigan, $5,000.
Liberal terms if desired. G. N. Gould,
Administrator, Harbor Springs, Mich.

143

SALE __IN
competition.
Best reasons for_selling.
No. 286, c-o Michigan Trazdg%s—

. Pay spot cash for clothing and furnish-
ing ‘goods stocks. L. Silberman, 1250
Burlingame Ave., Detroit, Mich. 566

CASH For Your Merchandise!

Will buy your entire stock or_ part of

stock of shoes, dry goods, clothing, fur-

nishings, bazaar novelties, furniture, etc.
LOUIS LEVINSOHN, Saginaw, Mich.

For Sale—87 foot frontage —on main
street, 180 foot frontage on side street.
Fine maple shade on side street. Store
building 22x100 feet occupied as feed
store. ~Small store building on corner
which is used for millinery “store. Large

horse shed, room for four teams. THhis
is the best location in the city. Price
$7,000. Stock in store_consists of flour,
feed, hay and groceries. Will invoice
$2,000 to” $3,000. ~ Address No. 208, c-0
Michigan Tradesman. 208

For Sale To Close An Estate—Cream-
ery building and equipment at Harbor
Springs, ichigan. erms given |
desired. . . Goulds, Administrator,
Harbor Springs, Michigan. 142

Will sell complete stock of general
merchandise, located in one of the best
small towns in Southern Michigan.
Owner wishes to retire. Doing an ex-
cellent business. Address No. 262, c-o
Michigan Tradesman. 262

Fixtures Wanted—W hat have you in
good store fixtures for sale. A. L. Red
man, Olney, 111

265

CHICAGO

$3.95
Graham & Morton

Freight and Passenger Line
MICHIGAN RAILROAD

BOAT TRAIN —Daily except Saturday

and Sunday 9:00 p. m.; Saturday
1.00 p. m. and 10:00 p. m.; Sun-
day 10:00 p. m. Grand Rapids
Time.

Freight Station Front and Fulton
Telephones—Citz. 64241 Bell M 3116
For Information
Tel. Citz. 4322 Bell M 4470

add another clerk to your

force and (ACTUALLY) put $15 per week into a building and

loan account?

ACTUAL CASH invested.
the fund was accumulating.

This will build you a cash reserve of $10,000.00
in about nine and one-half years.

Of this about $7,350 is the

The rest is profits earned while

Grand Repick Mutzel Building and Loan Assodiation

Resources $4,500,000.00

Chartered 1888

Second Floor Widdicomb Building



40

BRICK FROM JACKSON PRISON

The Jackson State Prison is now
shipping clay brick to nearly every lo-
cality in the State, being able to sup-
ply same at a price manufacturers of
brick produced by free labor cannot
meet. Dozens of carloads of prison
brick are now being unloaded at the
Fulton street plant of the Consumers
Power Co. (Grand Rapids) to be used
in the construction of the new build-
ing now being erected at that loca-
tion. The situation was brought to
the attention of the brick layers union
but as the walking delegate of the

union has probably been “fixed,”
union men will probably lay the
brick without protest. Union men

are supposed to be pledged to refuse
to handle the products of prisons,
made by convicts and criminals, but
in such cases violations are condoned
and rules abrogated by judicious “ar-
rangements” with walking delegates.

A peculiar feature of the situation
is that local brick manufacturers are
not only large patrons of the Con-
sumers Power Co., but are holders of

stock in the corporation. They are
not voluntary investors, but were
forced to subscribe for the stock in
order to secure service from the
company.

The Tradesman sees no objection
to prison products, so long as their
use or consumption are confined to
the other State institutions of the
State. There is no reason, for in-
stance, why Jackson should not manu-
facture shoes for the inmates of the
other prisons; canned goods for the
other prisons and asylums; clothing
for all the other State institutions;
but when it comes to the point of
destroying free labor employed in
honorable occupations outside prison
walls, it is going altogether too far
and should be suppressed by the
strong arm of the law. If there is no
law on the subject, public opinion
should be invoked to abolish the mis-
use of power, which is contrary to all
tenets of good public policy.

The action of the Consumers Power
Co., in seeking an alliance with con-
vict labor—to the annoyance and
loss of its own customers and stock-
holders and the detriment of free
workmen who are not criminals—
should be condemned by fair minded

men everywhere. Grand Rapids is
not the only place where prison brick
are being wused. They are being
largely used by the Consumers

Power Co. at Jackson, Saginaw and
several other places in the State; in
fact, the selling force of the Jackson
prison is so aggressive that prison
brick are now finding an outlet in
hundreds of places throughout the
State, solely because they can be
purchased cheaper than free brick
and .incidentally, made to yield a
larger profit to the dealer.

FOR HONEST ADVERTISING.

In view of the recent scandals
that have been brought to light in
the investigation of bucket-shop
failures and of fraudulent stock-sel-
ling, it is worthy of note that forty
of the better business bureaus
throughout the country in co-cpera-
tion with the Associated Advertising
Clubs of the World have planned to
raise a fund of $600,000 to carry on
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the fight against misleading adver-
tising which is one of the effective
weapons of the business crook. In
all but eleven states of the Union
there are now statutes providing
penalties against misrepresentations
in advertising and the Associated
Advertising Clubs plan a campaign
to have all the States enact such
laws.  Legislation alone is not a
sufficient remedy, and honest busi-
ness and newspapers must co-oper-
ate with the wvarious public and
private agencies if life is 40 be made
miserable for the gentry who make
their living by defrauding the un-
suspecting consumer and investor.
The money that is being raised for
this purpose can be well spent and
will yield returns far in excess of
cost.

When system falls to the level of
red tape, it becomes a hindrance in-
stead of a help.

Review of the Produce Market.

Apples—Transparents, Duchess and
Red Astrachans, bring $1 per bu.

Bananas—9@ 9”c per |Ib.

Beets 50c per doz. bunches
home grown.

Blackberries—$2.50@2.75 per
of 16 qts.

Butter—The market is steady at
the late advance, with the receipts
about normal for this time of year.
The average quality now arriving is
fancy, and while there is fairly good
consumption of all grades of butter
at this time, there is somewhat of an
accumulation at this particular mo-
ment. Unless some unforeseen con-
ditions arise we should have some-
what lower prices within the next
few days. Local jobbers hold extra
at 40c in 63 Ib. tubs; fancy in 30 Ib.
tubs, 42c; prints, 42c. They pay
25c for packing stock.

Cabbage—$1.25 per
grown.

Carrots—40c per doz. bunches for
home grown.

Cauliflower—$2 per doz. heads.

Celery—50c per bunch for home
grown, $2 per boz of 4 doz. bunches.

for

crate

bu. for home

Cucumbers — Home grown hot
house 75c per doz.

Cocoanuts—$6.25 per sack of 100.

Eggs The market is in fair con-
dition. There are quite a few fine
eggs arriving daily and there is a
very good consumption, absorbing
the daily receipts. Unless there is
a noticeable decrease in the pro-
duction we do not look for any
material advance in the egg market.
Local jobbers pay 25c for candled
fresh, cases included.

Garlic—35¢ per string for Iltalian.

Grape Fruit—Fancy Florida sells
as follows:
36 $400
46 4.50
54 4.50

Green Beans—$2 per hamper.

Green Onions—25c per doz. bunch-
es for home grown.

Green Peas—$3.50 per hamper.

Honey—32c for comb; 25c
strained.

Lettuce—In good demand on the
following basis:
Home grown head, per box _ $1.50
Leaf, per bu. 1.00

Lemons—The market is now on
the following basis:

for
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300 Sunkist $10.00
300 Red Ball 9.50
360 Red Ball 8.50
Musk Melons—Osage sell as fol-
lows :
1 x 1 $2.00
12 x 12 2.50
14 x 14 3.00
Honey Dew 3.25

Oranges—Fancy Sunkist Valencias
now quoted on the following basis:

100 $6.00
126 6.00
150, 176, 200 6.00
216 6.00
252 6.00
288 5.50
Peaches—$4 per bu. for Albertas

from Arkansas; $3.50 for six basket
crate.

Pears—Sugar, $2.50 per bu.
Onions—Spanish, $1.75 per
Texas, $3.25 per 100 Ib. bag.
Plums—$3 per bu. for Burbanks.
Potatoes—OIld command 30@35c
per bu. New, Virgina are now sel-
ling $6 for 11 peck barrel;'" home

grown, $1.75 per bu.
Parsley—50c per doz. bunches.
Peppers—Home grown, 50c
small basket containing about 18.
Pieplant—$1 per bu. for home
grown.
Poultry—Local buyers now pay as
follows for live:

crate;

for

Light fowls l4c
Heavy fowls 20c
Broilers, 2 lbs.__ - 28c

Radishes—30c per doz. bunches.

Spinach—$1 per bu. for home
grown.

Sweet Corn—40c per doz.

Tomatoes—7 Ib. basket of home
grown hot house fetch 75c.

Turnips—New,  50c per doz.
bunches.

W atermelons—75c@3$l each for

either Georgia or Florida.
W hortleberries—$3 per 16 qt. crate.

Confessions of a Wholesale Grocer.

Los Angeles, California, August 8.
—The wholesale grocer likes to try
to believe that the manufacturer has
created the chain stores. Every
straight-thinking  wholesale grocer,
however, knows that the wholesale
grocer alone has been responsible
for the fattening process that the
chain store has received and that the
manufacturer has merely side-stepped
the jobber after the jobber has volun-
tarily counted himself out by acting
merely as an underpaid broker be-
tween the manufacturer and the chain
store.

But the wholesale grocer, like
many other human beipgs, seems dis-
posed to cover up his own blunders
—and perhaps some of them think
they are slick enough to continue
this bad practice of discriminatory
prices to the chain stores and still
manage to gain some sort of profit-
able advantage over their less clever
competitors.

From experience, we know that the
grocery jobber can carry only a
small part of this absolutely un-
profitable chain store business because
he has a large share of the regular
business with the independent grocer
and therefore, all we ask is that
these clever jobbers be allowed to
have all the chain store business of
this kind that they want, so that
we may observe just how long it
(tjaktes tjiem to choke on their own
iet.

Theg know very well that they
can absorb only a small amount of
this business and therefore they
must keep the subject in the dark,
because airing it might cost them
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some of the regular business which
alone enables them to maintain their

pernicious dealings with the chain
dealers. But the worst of it is that
they continue to place the chain
stores in a position where they are
simply compelled to be confirmed
price cutters and thus disturb the
normal process of the entire in-
dustry.

It is a long story—we could write
many pages on the subject, but ever
well informed grocer in any branc
of the business knows the entire tale
from beginning to end. It is amaz-
ing and deplorable that so many in-,
dustrious, otherwise capable, and ap-
parently intelligent business men who
are engaged in the wholesale grocery
business should have allowed them-
selves to be dragged into this mire
of many-priced and shifty merchan-
dising methods, while the vast major-
ity of the people in the same in
dustry on both sides of them, namely,
the manufacturer and the retailer,
long ago saw the wisdom of a pne-
price policy. The wholesale grocer
seems to believe that he is clever
enough to continue in this “horse-
trading” style of business instead of
following the manufacturer on the
one hand and the retailer on the
other, in the modern, one-priced

style of dealing.

Moreover, the jobber has hidden
behind the law as preventing him
from selling the chain store on other
than the present discriminatory plane
whereas, as a matter of fact, the
method employed by him has been
to his own liking and the law has
been merely an alibi.

Now that the recent court decision
has taken away this sole defense
(in defining the classification of a
business by the way in which it sells
rather than by how it buys) the
situation is finally in the open, and
we believe the jobber will have to
face it and be compelled to do some-
thing about it of a constructive and
defensible nature. All of the whole-
sale grocers that we know defend
their practices with the chain stores,

but at the same moment they are
intensely opposed to the creation
of any more chain store buyers—

merely desiring to hold on to their
present connections, unprofitable as
they are and indefensible as they are
and disturbing to the entire industry
as they must always be. Their posi-
tion is merely pitiable—it is so petty.

If the grocery industry could be
brought to talk and think and work
on this major problem of the in-
dustry to the exclusion of the thous-
ands of columns of twaddle about
minor matters, the industry as a
whole would be on its way to better
conditions, but the trade journals
seem to follow the daily press in
their estimation of what constitutes
news of the day (the back street
murder being for the moment on a
par with the world war of yesteryear)
thus giving the most important prob-
lem of the business either no attention
at all, or placing an immensely
higher news value on the trivial gos-
sip of the trade. Why does the trade
journal want to be a newspaper?

It is perhaps needless to say that
the H. Jevne Co. not only believes
certain things about these discrimina-
ting practices, but actually operates
daily on those beliefs, and we are
glad to say that the result of such a
policy has been very gratifying to us
as well as promising as to the future

welfare of the industry locally at
least. L. Williams.
Treasurer H. Jevne Co.
Zero in Fixtures.

“Those bathroom fixtures | got
from you last week are the ab-
solute limit.”

“What’s wrong?”

“Well, for instance, there’s the
handbasin. It won’t hold water with

the plug in and won’t drain when it’s
out!”

*
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