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A  P R A Y E R

■ E thank T hee for this place in  
w h ich  w e dwell; for the love  
that unites us; for the peace 

accorded us; for the hope w ith  w hich  w e  
expect the m orrow; for the health, the 

w ork, the food and the bright skies, that 
make our lives delightful; for our friends 
in all parts of the earth, and our friendly  
helpers in this Isle. Help us to repay in  
service one to  another the debt o f T hine  
unmerited benefits and m ercies. Grant that 
w e m ay be set free from the fear of vicissi
tude and death, m ay fin ish w hat remains 
of oiir course w ithout dishonor to our
selves or hurt to  others, and give at last 
rest to  the w eary. j* j i

Robert Louis Stevenson.



72nd Year

We extend a cordial invitation to all merchants inter
ested to visit us and inspect our line of

Holiday Goods
in T oys, D olls, B ooks, Games, China, French 
Ivory, Brass, Silver, Cut Glass, N ovelties.

We invite you to come in and see our display in person 
because we realize that there is no such variety exhibited 
anywhere near us nor but few such stocks in the whole 
country; you would then be able to examine and handle 
the goods for yourself and consider your purchase with 
so much more satisfaction than if they are ordered in 
any other way.

It is more important this year than ever before owing 
to so many unusual conditions.

But we have our Holiday Catalog too. A faithful 
mirror of our stocks, pricing in plain figures the most 
popular staple goods, so that orders from it will secure 
quick selling CHRISTMAS LINES guaranteed to please 
in every respect.

We make prompt shipments and give equal attention 
to small and large orders, mark all our goods in plain 
figures, and in every way strive to serve the trade as only 
a large and low priced wholesaler’s stock can serve. We 
sell to merchants only and have no connection with any 
retail store.

Do not overlook the important fact THE CHILDREN 
MUST BE SERVED AND THE TOYS DEMANDED 
TO-DAY ARE TOYS THAT TEACH.
F l l  k f l T O R  S F T S  $ Teaches Electricity, M achinery and Construction. 

A v , x v  A J  } Retails 10c to $15.00 per se t.

TIN K ER TO Y  | Teaches Invention and Designing. Retails 50c.

PEG LOCK BLOCKS j ”
W O O D BUILDO { Teaches Self Instruction and Designing. Retails 10c

STRUCTO  SETS j teiisc*f8toE1$eio!ricity  an4 Correct E niineering- Re-

R Q V  C . O N T R  A  n T O R  5 Teaches Architecture, a complete cement 
1  A 1  ( block p la n t Retails 10c to $1.00.

M ASTER BUILDER j SSEftE tot!.mXr̂ oaandMachinery-Re_

H. Leonard & Sons
Manufacturers’ Agents and Wholesale Distributors

China, Glass, Crockery, Silverware
Bazaar and Holiday Merchandise

Grand Rapids Michigan
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TARDY ACTION BY GREECE. 
Greece comes into the Kaiser’s war 

under circumstances different from 
those attending the entrance of Bulgaria 
and Rumania and closely resembling 
conditions in Italy a year ago last May. 
In Bulgaria and Rumania the final deci
sion was made by the government. In 
Italy and now in Greece the decision 
has been forced by popular sentiment. 
Just as Italy declared war only against 
Austria. Greece is technically declaring 
war only against Bulgaria. But what we 
need not expect is the half-hearted way 
in which Italy carried on her earlier 
campaign. Italy learned after a time 
that it was a very grim business she had 
undertaken and that there was no room 
for the play of politics. King Constan
tine will profit by the example.

With a population of a little less than 
five millions, or exactly the same as 
that of Bulgaria, it may be estimated 
that Greece brings to the side of the 
Allies a minimum strength of 200,000 
men, with a potential increase to 300,000. 
The number would be larger if Eastern 
Macedonia were not occupied by the 
Bulgarians, and but for the loss of the 
garrisons in that region, including about 
400 officers. Nevertheless, Greece does 
mean ten more divisions thrown at once 
against the Bulgaria*] flanks. The ac
count in the Balkans would then stand 
about 700,000 men for the Central Pow
ers—350,000 Bulgars, 200,000 Turks, and 
150,000 Austro-Germans—as a maximum. 
On the Allied side there would be 200,000 
Russo-Rumanians in the Dobrudja, 200,- 
000 Greeks, and the Salonica army, 
which has been rated as high as 600,000, 
and which may be half a million strong. 
This would make the Allies as 9 to 7 
in the Balkans, with Greece capable of 
greater efforts and indefinite reinforce
ments from Russia. But a clearer way 
of estimating the effect of Greek aid 
would be to judge what the result would 
be of throwing as much as 100,000 fresh 
troops against the Bulgar flank south of 
Monastir, which is hard pressed as it is. 
If the Greek army acts as a unit, it 
means the addition of 200,000 men for 
the reconquest of Servia and the cutting 
of the famous German corridor to Asia.

But the Greek army is not the only 
increase of strength which the Allies 
will receive. With that country openly 
on their side will come that sense of 
security for the army at Salonica, lack 
of which has undoubtedly hampered the 
full development of its operations. Es
pionage at Athens and Salonica will be 
greatly reduced and the facilities for 
Austro-German submarine warfare in 
the Eastern Mediterranean, which have 
been curtailed of late, will disappear so 
far as the resources of Greek harbors 
and islands are concerned. The moral 
effect in Germany of a thickening ring 
of enemies may be counted upon, al
though the consequences may not im
mediately be visible. Broader prospects 
open up in the Balkan peninsula itself. 
It is Venizelos, the creator of the Bal
kan League, who has brought Greece 
into war. It may be that the man’s 
genius for statesmanship will yet be 
equal to persuading Bulgaria to a change 
of sides, a step which would carry such 
revolutionary consequences, and be of 
such immense profit to the Allies, that 
the latter might well agree to forgive 
and forget.

The great gains recently made by 
the Allies on the Somme are impor
tant for the light they throw on the 
probable nature of the trench prob
lem they must face as they push for
ward. It has been a commonplace 
to speak of France and Belgium be
hind the German lines as gridironed 
with trenches all the way back to 
the frontier. The Allied task was de
scribed as an unceasing steeplechase, 
with ditch hazards at every mile. But 
the comparative ease with which the 
Allies on the Somme have been push
ing forward a mile or a couple of 
miles at a time shows that if there 
are ever new trench-lines to cross, 
they are by no means as formidable 
an obsstacle as the original front 
along which deadlock was establish
ed for nearly two years. When one 
reads of the elaborate nature of the 
German underground system of forti
fications, of which a great part is now 
in the Allied hands, it is plain that 
no such vast labor could have been 
expended again and again on every 
mile of ground occupied by the Ger
man armies. If we may trust cer
tain accounts of French unprepared
ness around Verdun, the contrast be
tween the situation there and on the 
Somme is evident. Around Verdun 
the first German rush was over the 
easiest portion of the French defences. 
On the Somme the Allies have been 
breaking through what is probablv 
the strongest German line, at least 
for many miles to the East.

The more a man gets the more he 
wants—unless a police judge is deal
ing it out.

OWNERSHIP OR REGULATION.
The joint committee of Congress 

provided for by the Newlands resolu
tion will begin its hearings November 
20, Chicago being named as the prob
able initial point. Government own
ership of the railroads and other pub
lic utlities, Federal regulation, in
creased powers to be given to the 
Interstate Commerce Commission— 
these are among the subjects to be 
investigated. The attitude of those 
who have inspired this enquiry is such 
as to suggest that Government owner
ship is gaining ground in their minds. 
One of the most curious claims set 
forth is that the Government as owner 
of the roads could reduce freight and 
passenger rates 50 per cent, by meth
ods of economy. In view of the 
known fact that Government labor 
is less efficient than private one does 
not clearly see how this can be 
achieved, and when a large percentage 
of the railroad properties of the coun
try cannot earn a fair rate of interest 
on a reasonable valuation of the prop
erty, although these roads are man
aged by highly developed and experi
enced men, one questions by what 
miracle these economies can be ef
fected.

One of the curiosities of this plan 
assumes a value of $9,000,000,000 to 
$10,000,000,000 of the properties to be 
determined by the appraisal now go
ing on, whereas the capitalized value 
at the present time is about $20,000,- 
000,000. The sapient author of this 
scheme probably does not recall the 
fact that public valuations already 
made in certain of the states exceed 
the value expressed by capitalization 
of the properties and also the esti
mate of good authorities that the 
Federal valuation of all the railroads 
in the United States will exceed the:r 
capitalization. He then mentions that 
the income from the railroads in one 
year would be about one-third of the 
cost of taking them over. These are 
peculiar figures in the light of statis
tics emanating from the office of 
the Interstate Commerce Com
mission. Then one cannot help 
asking what is to become of th _■ 
interest on the mortgages cov
ering these roads. It is commonly 
assumed that the contract involved 
in a mortgage is inviolable even by 
the Government. Cutting down the 
railroad rates would rob the bond
holders of their interest. Or does 
the purchasing Government intend to 
buy up the mortgages as well as the 
capital stock? In that case it is just 
as bad for the Government as it would 
be for the bondholders. The Govern
ment would have an enormous invest
ment and a beggarly income on it, if 
any, and the people would have to 
pay by taxation the difference be
tween that and a fair income. Also

there is in this scheme a slight inac
curacy. The capital stock is set forth 
as $18,000,000,000 whereas the capital 
stock of all the roads in the country 
is about $9,000,000,000, the remainder 
of the $20,000,000,000 capitalization 
being in the form of bonds and other 
liens. It will be a good thing to have 
this investigation if only for the pur
pose of showing up such crazy 
schemes as this.

WILDLY IMPROBABLE.
When such a story is put out as 

that of the deliberate infection of 
prisoners in Germany with the bacilli 
of tuberculosis, the only proper at
titude to take towards it is that noth
ing short of the most authoritative 
evidence can give it any standing. A 
story wildly improbable on its face 
is not much advanced towards credi
bility by the mere fact that it is dis
seminated from respectable quarters, 
is apparently vouched for by two or 
three persons of high standing and 
is circumstantial in its details. That 
Germany has justly incurred the de
testation of the world by many of 
her acts in this war, no paper has 
declared more strongly than the 
Tradesman, but between even the 
worst of these acts and the cold
blooded fiendishness charged in this 
story there is an immeasurable dis
tance.

Winter has hitherto in this war 
brought no general cessation of fighting, 
and there is no reason now to anticipate 
a slackening of operations on either 
front. Mackensen’s victory around 
Lodz was won the first December of the 
war. Hindenburg won his second East 
Prussian victory early in February. The 
conquest of Servia was begun in Octo
ber and continued in December. The 
attack on Verdun was begun in Febru
ary. The unsuccessful French thrust 
at Soissons leading to a bitter week’s 
battle was delivered in mid-January, 
1915. There is all the more reason to 
expect a continuance of winter warfare 
in the West, because the Allies would 
naturally be unwilling to interrupt the 
impetus of their present sustained attack 
and afford the enemy leisure for the 
construction of new lines of defence or 
an elaborate regrouping of forces. It 
must always stick in the memory of the 
Allies that it was during the winter 
months of 1914-15 that Germany made 
the immense and silent preparations for 
the assault on the Russian lines in Ga
licia which ended in the conquest, or 
reconquest, of 10,000 square miles of 
territory.

But one doesn’t need to be a botan
ist in order to recognize a blooming 
idiot.

Most men wouldn’t do a thing if 
they didn’t need the coin.
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ARE PRUNES TOO HIGH?

Stubborn Facts From the Land of 
Sunshine.

San Francisco, Calif.. Sept. 30—Let
ters received from wholesale grocers 
seemingly all agree in stating that 
“prices on prunes are too high” and that 
jobbers generally are going to wait until 
later, believing they will buy for less; 
we want to call your attention to the 
situation from a world wide viewpoint, 
for the sole purpose of correcting any 
misapprehension that may exist in the 
minds of your readers as to the reason 
for present prices.

You have but to look over the crop 
records for the past five years to see 
that this State has produced on an 
average of approximately 85,000 tons of 
prunes annually (as against an estimated 
crop of 65,000 tons this year) all of 
which have during that time gone into 
consumption, as for several years past 
there has been an absolute clean up— 
this in the face of large foreign crops 
as against very light ones this year. 
The trade generally have taken the posi
tion that with a lessening of the export 
demand more prunes would be thrown 
on the domestic market and lower prices 
result; therefore, just a word on the 
foreign situation.

The average crop of France for years 
has been about 25,000 tons. This year 
the highest estimate given us by any 
of our correspondents is 4,000 tons 
(some put it at 2,500) and this is verified 
by the very heavy business all exporters 
are doing through their French corres
pondents, the volume, we think, sur
passing all records. France, instead of 
supplying Great Britain with a portion 
of her requirements from the French 
crop, will have but a small fraction of 
the tonnage necessary to supply her 
home needs and is buying California 
prunes accordingly.

It is true that according to the ruling 
of the British government, a tonnage 
equal to only 50 per cent, of last year’s 
purchases of dried fruits may be im
ported this year, but the records of 
shipments to that nation show that the 
purchases for 1915 by the merchants of 
Great Britain were nearly double those 
of any former year, so that 50 per cent, 
for this year would mean that British 
imports of prunes will be practically 
normal.

In Scandinavia the embargo, so far 
as direct sales to the importers by 
American shippers are concerned, is get
ting tighter and tighter, but the various 
governments are taking steps to care 
for their merchants’ requirements by 
purchasing direct and re-distributing 
under strict guaranties. Sweden has 
bought very large quantities during the 
past thirty days through a direct repre
sentative of the government, and it is 
believed that Denmark and Norway will 
soon arrange for purchases on similar 
lines, so that a continued demand from 
Scandinavia is confidently expected.

Prior to the war, Russia bought prac
tically all her supplies of California 
products through German merchants. 
She is now buying direct and shipments 
via both New York and Vladivostok are 
quite heavy.

For the past two years, because of the 
war. no Bosnian nor Serbian prunes 
have been exported to the countries 
(other than Germany) that have here
tofore used large quantities of them. 
This year it is reported that their crop 
will be light, and there will be few. if 
any. more than needed for home con
sumption.

So far as domestic trade is concern
ed, the advance in prunes is no great
er than the advance which has taken 
place on most lines of food products 
handled by the average jobber. As com
pared with September 25, 1915, the pres
ent average prices on California canned 
fruits are fully 35 per cent, higher and 
storks closely cleaned up.

On Maine corn the advance is from 
12 r4 to 15 per cent.

Western corn, 30 per cent.

Maryland corn, 30 to 35 per cent.
Canned milk, 24 per cent
Canned peas, 30 per cent.
Sugar, 20 per cent.
Beans, 50 per cent.
On many other commodities the ad

vance has been even greater.
Although the tonnage of dried apri

cots this year is practically only half 
that of 1915, the crop is practically 
cleaned up, at prices which the jobbers 
of this country earlier in the season be
lieved to be impossible, and the demand 
for the goods at the present high prices 
is greater than it has been any time this 
year.

The peach crop throughout the United 
States for the year 1915 was the great
est on record. This year it was com
paratively light, and with the damage to 
small fruits because of the excessive 
hot weather throughout the East and 
Middle West, there will be but little 
home canning this year, as against very 
heavy stocks canned a year ago. This 
means that the housewives will have to 
call on their grocers for their supplies 
of fruits, whereas a year ago they were 
using stock they themselves had canned.

There are several excellent arguments 
in support of present prices.

The crop is unusually early and it 
was cured under ideal conditions.

Prunes this season are of exceptional
ly fine quality, large in size, contain an 
unusual percentage of sugar, and are 
in every way desirable.

Growers have disposed of 70 per cent, 
of the crop, all at from 5@5j4c base 
net to them.

There are no cheap dried or canned 
fruits to compete with them, as was the 
case a year ago. Labor throughout the 
country is generally employed at high 
wages, and the present retail price of 
10(q>15e per pound does not look so high 
as would have been the case a few years 
ago. when labor and financial conditions 
were less favorable.

Fvaporated apples were last year ex
ceptionally cheap and plentiful. This 
year, owing to the light crop in the 
Middle West, they are much higher and 
selling freely.

Another point: the present low freight 
rates are only guaranteed until Decem
ber 31. They may not be increased, but 
all signs indicate that they will be, and 
if a decision should be reached prior 
to that time, making effective the quoted 
advance, there will be a rush to buy for 
shipment before Jan. 1, just as there was 
for shipment prior to September 1, that 
may. and probably will send prunes to 
much higher levels than they have reach
ed so far this year.

The situation from production and 
selling standpoints is quite different 
from that of 1915, and while we have no 
wish to proffer any uncalled for advice, 
we believe the jobbers who are expecting 
to get prunes later in the season, or 
after the turn of the year, at lower 
prices, will find they have made a mis
take.

A canner has just shown us some 
account sales received by him and gave 
us the following stay: A certain dis
trict in this State produces very fine 
Bartlett pears, the bulk of which he has 
handled for many years. Last year he 
contracted for the entire output of $27 
per ton. This year he bought 750 tons 
under contract at $52.50 per ton. They 
were ready to pick at a time when de
liveries of green fruit were very heavy 
and his partner (an exceedingly smart 
man, by the way) thought they had too 
many pears, so they had them packed 
by a green fruit shipper and consigned 
East. Hfe has received returns on the 
entire lot, and even at the high price 
paid for the fruit, the shipment showed 
a net profit of $8,000.

Fruit could not have been very plen
tiful throughout the East when any such 
results as the above could have been 
achieved.

It may be that prices on pears were 
“too high,” but it would be difficult to 
convince either the grower, who obtain
ed the $52 per ton or the canner who

made the unusual profit by shipping, 
that such was the case.

J. K. Armsby Co.
Flakes From the Food City.

Battle Creek, Oct. 2—“The greatest 
political gathering I ever attended.” 
Thus did Theodore Roosevelt declare 
himself, as he was making ready to 
leave Battle Creek after delivering 
his speech in the interest of Charles
E. Hughes, Republican nominee for 
President. The day dawned as bright 
and clear as the committee men hoped 
for and until 10:55 a. m., the arrival 
of the Colonel, everyone was busy 
attend’ng to the comforts of arriv
ing visitors; but after his arrival, well 
—things commenced.

A parade of nearly a mile in length, 
composed of local Republican clubs, 
visiting clubs and six bands, numer
ous floats, campaign emblems, etc., 
followed tbe Colonel’s arrival and was 
reviewed by him and his party from 
a stand erected in front of Battle 
Creek’s $300,000 city hall. Then to 
the barbecue, where over 70,000 sand
wiches were served, besides coffee and 
other trimmings to the hungry crowd.

Preceding the Colonel’s address 
there were numerous addresses from 
Nationally known politicians, but the 
crowd displayed little interest until 
W. J. Smith, of Battle Creek, chair
man of the entire proceedings, an 
nounced the Colonel.

Delivering a typical Rooseveltian 
address, the Colonel held the atten
tion of nearly 18,000 people for over 
an hour, and believe us, the Colonel 
has lost none of his pep in the few 
years out of office and we verily be
lieve that if he delivers the remainder 
of his speeches as forcibly as he did 
this one, somebody will be awake 
down the line. It sure took Battle 
Creek a long while Saturday night 
to get quiet again.

Summing it all up, we of Battle 
Creek can feel justly proud of the 
fact that the enormous crowd was 
handled without a mishap. No one 
went away hungry and the purpose 
for which the day was held (a Re
publican rally) was even beyond ex
pectations. But, then that is the Bat
tle Creek way!

Don Mudica has purchased the gro
cery of A. L. Bivens, of this city. 
Mr. Mudica is a young man and this 
is his first venture on the sea of com
merce. We w'sh him success.

Battle Creek will retain its gala 
attire put on for the Republican rally 
of Saturday last until the Sanitarium 
Golden Jubilee is over. The Sanitari
um has built hundreds of floats sur
passing any circus floats ever seen 
here and this divis'on of the parade 
will require a length of twenty city 
blocks. A magnificent pageant, called 
the “Triumph of Truth,” will be an
other one of the stupendous under
takings the management will stage 
in honor of the occasion. It is de
serving of all the events held in honor 
of its fifty years of growth and suc
cess, for nothing short of marvelous 
will explain such a growth. Predom
inating in all this period has been the 
commanding figure of Dr. J. H. Kel
logg, the founder of the institution, 
and he will still predominate in the 
festivities Oct. 3 to 6.

There will be held in Battle Creek 
this week a campaign for establishing 
a permanent and Nationally incorpor
ated Boy Scout organization. Some 
of Battle Creek’s best known business 
men are taking the movement in hand 
and, like their various lines of busi
ness, the campaign can be nothing 
else but a success.

There is a lot more I can write 
about, but I fear that after the storm 
will come a calm and news might be 
a little scarce and I chuck the rest 
of the items in the pigeon hole and 
continue with my wondering, How 
do we do it? Otto L. Cook.

How easy it is to acquire a bad 
reputation and how difficult it is to 
lose it!

Boomlets From Bay City.
Bay City, Oct. 2—The Detroit 

Apron & Cotton Goods Manufactur
ing Co., Detroit, has decided to es
tablish a branch in Bay City and has 
leased the Goetz building. The work 
of putting it in condition for use is 
being rushed so the company may 
be ready for business Oct. 10. One 
hundred hands will be employed to 
start with and it is expected the num
ber will be greatly increased later.

According to the canvass of the 
primary vote, just made public, the 
Democrats made a very poor show
ing in Bay county. With three candi
dates for Register of Deeds, their 
total vote was 399, while the total 
Republican vote for the same number 
of candidates was 7,207. Two Demo
cratic candidates for sheriff had 431, 
and the seven Republican candidates 
received 7,647. The vote for the 
Democratic candidate for Judge of 
Probate was 375. What has become 
of the Democrats in Bay county?

The officials of Bay City have at 
last come to realize that the time has 
arrived that some action must be tak
en to better our water supply. Burns 
& McDonnell, consulting engineers 
of Kansas City, Mo., were given the 
contract by the Water Works Com
mittee Tuesday night to furnish ex
pert information to the city in rela
tion to what changes are necessary 
in the water works system to ensure 
a better supply of water for the con
sumers. The “watchful waiting” 
policy of the officials in regard to this 
matter has become as painful as the 
“■watchful waiting” policy of certain 
other officials we read about occasion
ally. It is to be hoped that, now they 
have made a start, they will not stop 
until they have given the taxpayers 
of the city what they are entitled to 
—water that is fit to drink.

J. W. Grant, of Gaylord, who was 
engaged in the bakery and confection
ery business for a great many years 
and whose business was destroyed by 
fire two years ago, has decided to 
again engage in business and has pur
chased the A. T. Van Dyne stock and 
fixtures. He will conduct the busi
ness in the same quarters.

Arthur E. Morrish, Gaylord, has 
sold his drug stock to Ted and Harry 
Gutteridge, who have taken posses
sion. The business will be known as 
the Gutteridge Bros. Pharmacy.

George Dubey, grocer at Hale Lake, 
who recently purchased the Brown 
Hotel property, is remodeling it and 
will use it for his grocery and meat 
business. Mr. Dubey has been engag
ed in the grocery trade a little more 
than _ a year and has succeeded in 
building up a very successful business.

J. H. ^Kocher, who was formerly en
gaged in the grocery trade in Hale 
Lake, and later moved to Toledo, has 
returned to his former home and will 
again engage in business. He will 
occupy his own ^tore building, re
cently vacated by George Dubey.

The stock of the Palace drug store, 
at Flint, under the management of 
Mat. McKay, is being closed out, pre
paratory to_ going out of business.

V. E. Rix, grocer at Oscoda, is 
taking a much needed vacation, visit
ing friends in Battle Creek.

The Solomon-Hayes-Cowley Co., 
of Oscoda, which recently purchased 
the H. W. Loud & Sons timber hold
ings in Iosco and three other coun
ties, has decided to build a mill in 
Oscoda to manufacture lumber and 
other products.

Fred Alder, cigar manufacturer on 
the West Side of the river, died sud
denly Thursday night as the result 
of a stroke of apoplexy.

F. J. McCartney, of this city, for 
nineteen years traveling representa
tive of the Osborne division of the 
International Harvester Co., has re
signed his position and signed a con
tract to represent the Sharpless Sepa
rator Co., of Chicago, in Tuscola and 
Huron counties in the Thumb dis
trict; also Arenac, Glqdwin and Gra
tiot counties. W. T. Ballamy
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BANKRUPTCY MATTERS.

Proceedings in the Western District 
of Michigan.

G rand  R apids, Sept. 18—G eorge W . 
H a r t ,  w ho w as a d ju d ica ted  a  b a n k ru p t. 
S ep tem b er 1, h a s  th is  d ay  filed h is  sch ed 
ule, show ing  a s s e ts  of ap p ro x im a te ly  
$1,100 an d  liab ilities  o f $20,487.54. T he 
lis t of c red ito rs  is a s  follow s:
G rand  R ap ids  N a t. C ity  B ank . $8,206.20 
K a te  P . A dam s, G rand  R ap id s  2,653.97 
C has. B. Ju d d  E s ta te ,  Grd. R pds. 1,580.76 
C ity  T ru s t  & Sav. B ank , G. R. 2,100.00
H era ld . G rand  R ap id s  .....................  391.37
C. E . C onverse, J e ffe rso n  Ave.,

G rand  R ap id s  ...............................  85.00
E x ide  B a t te ry  D epot, P h ilad e lp h ia  119.69
A. B. K now lson, G rand  R ap id s  18.00
W . T. Sandell, B eld ing  ......................182.75
Jo h n  Collins, G rand  R ap ids ........... 142.50
M rs. L y d ia  T o rry , G rand  R ap ids  91.00 
L ew is  E lec tr ic  Co., G rand  R ap id s  44.99 
C hase  M otor T ru ck  Co., S y racu se  260.00
H . E . B arc lay , G rand  R ap id s  ___  43.00
L. W . S trah am , G rand  R ap ids  . . . .  22.82
G ordon D udley, G rand  R ap ids . .  525.17
J . F . M eyer, G rand  R ap ids  ............. 100.00
M rs. R. B. R ickenbaugh , G rd R pds 18.00
V. D. H inderlong , E . G rand  R ap id s  200.00 
R. A. M cW illiam s, G rand  R ap id s  390.00 
D r. A. A. S tudley , G rand  R ap ids  350.00
H . Sf. C lark , S ag in aw  ....................... 400.00
C has. T . M itchell, C adillac  ............... 400.00
O. C. Severs, Toledo, Ohio ........... 202.00
F ra n k  Bohm , H o w ard  C ity  ............. 55.00
W a rre n  F isk , H o w ard  C ity  ........... 55.00
P eoples N a tio n a l B ank , J a c k s o n . 662.19
G race F . E llis, G rand  R ap id s  ___ 150.00
F . B lym eir, G rand  R ap id s  ............... 8.52
E v en in g  P ress , G rand  R ap id s  ____ 135.32
C en tra l F u e l Co., G rand  R ap id s  . .  42.22 
G rinnell, Row, A lthouse  Co., G rand

R ap ids  ................................................ 45.34
H e y stek  & Canfield Co., Grd. R pds. 6.42 

. C onsum ers P o w e r Co., Grd. R pds. 23.26 
M ilton P . A dam s, G rand  R ap id s  . .  70.00
G re a t W es te rn  Oil Co., Grd. R pds. 351.59
E . A. M aher, G rand  R ap id s  ........... 55.00
Geo. Scofield. G rand  R ap id s  ........... 15.00
G oodyear T ire  & R u b b er Co., G rand

R ap id s  ................................................ 10.00
G eorge S. S m ith , G rand  R ap id s  . . .  12.45 
C h arle s  E . W ard , G rand  R ap id s  . .  32.00
W. H . H ow e, G rand  R ap id s  ........... 15.00
U. S. Sponge Co., C hicago ............... 25.00
L e ite lt  Iron  W orks, G rand  R ap id s  18.67
R o seb e rry  H e n ry  Co., G rand  R ap id s  15.60
H. L. M erry, G rand  R ap id s  ............... 35.00
M ich igan  H e a rse  Co., Grd. R pds. 40.00
H a s tin g s  B an n er, H a s tin g s  .............  8.64
Is a a c  N euille  Co.. C leveland ........... 20.55
C h arle s  S. R eeves, G rand  R ap id s  6.00
H ooper B ros., G rand  R ap id s  ........... 7.90
N ew s, G rand  R ap ids ...........................  38.65

Sept. 20—E m m et A. D avis, of S’h e rid an ,

w as  on Sep t. 13 ad ju d ic a te d  b a n k ru p t. 
T he  schedu les show  a ss e ts  lis ted  a t  a p 
p ro x im ate ly  $1,750. T he  liab ility  is  show n 
a t  a p p ro x im a te ly  $1,966. F i r s t  m ee tin g  
of c re d ito rs  h a s  been  called  fo r  O ctober 
10, a t  w hich  tim e  c re d ito rs  m ay  appear, 
e lec t a  tru s te e , prove th e ir  c la im s an d  
t r a n s a c t  such  o th e r  bu s in ess  a s  m ay  com e 
before  su ch  m eeting . T he schedu les 
show  th e  follow ing lis ted  a s  c red ito rs  of 
th e  b a n k ru p t:
C. P . Leddick , S h e rid an  ...................$450.00
A rbuck le  B ros., C hicago ...............  16.44
A lm a R oller M ills, A lm a ...................  44.09
A iken B ak ery  Co., P o r t  H u ro n  . .  34.00
S. E . A lm ack, S h erid an  ................... 32.80
B an k  of S heridan , S h erid an  ........... 355.31
B au rle  C andy  Co., L a n s in g  ........... 8.29
W m . B rad ley ’s Son, G reenv ille  . .  65.16
B. B erm an  & Co., D e tro it ............... 59.25
D udley  P a p e r  Co., L a n s in g  ........... 15.32
E u rek a  Coffee Co., B uffalo ........... 25.80
F e rry  S'eed Co.. D e tro it ...................  21.34
J . G. G ardella , G rand  R a p i d s ........... 34.47
G reenville  F ru i t  Co., G reenville  . .  17.60
H a r t  B ros., S ag inaw  ...........................  45.25
J. H a le  & Son. Io n ia  .........................  36.22
Jen n in g s  M fg. Co., G rand  R ap id s  2.25
R. E . Low er, S h e rid an  .......................  80.00
Lion & D aniels, C arson  C ity  ......... 42.80
L am berv ille  R u b b er Co., L am b e r-

ville. N. J ............................................  39.00
C. W . M ills P a p e r  Co., G rand  R ap ids 48.09
M eta lc ra ft E m b. Co., R o ch e s te r . . .  21.60
N y -w a y  S tre tc h  S u sp en d er Co.,

D undee ................................................  12.75
N ew s P ub . Co., D iam ondale  ........... 11.25
Q u ak er O a ts  Co., C h ic a g o .................  18.85
R ad em ak er-D o o g e  Co., G ran d  R pds 69.86
R enfro  p ro s ., C hicago .......................  27.90
S arson  & S hetzer, D e tro it ............. 52.65
S m ith  & Case, G reenville  ............... 22.00
S ag inaw  B eef Co., S ag in aw  ...........  12.05
M. S ey fang  Co., Toledo .....................  92.05
S ta n to n  C andy  Co., S ta n to n  ........... 19.61
S h u s t B ak in g  Co.. S ag inaw  ........... 34.50
Selz. Schw ab  & Co.. C hicago ___  5.62
H . V an to n g ren . H olland  ................. 8.00
V alley  C ity  M illing Co., Grd. R pds. 36.60 
V ick sb u rg  C lo th ing  Co., V ick sb u rg  15.00
W rig h t B ros., G reenville  ...................  2.34
W olverine  C ondensed M ilk Co.,

D e tro it .............................................. 22.43
W alk e r C andy  Co.. M uskegon ___  37.09
W id la r Co.. C leveland .......................  4.78
A. N. R ussell, S h e rid an  ................... 66.00
Jo h n  C arte r, S ta n to n  .......................  175.00
Jo h n  A bbott, S h e rid an  .....................  30.00
Jo h n  A ndrew s, S ta n to n  ................... 54.31
L. L. Jen k s , S h e rid an  .......................  30.00

T h e  schedu les of H u n te r  J . H ay w ard , 
of C asnovia , show  a ss e ts  lis ted  a t  a p 
p ro x im ate ly  $492 an d  liab ilities  of $1,099. 
T he  schedu les a lso  show  th e  follow ing 
lis ted  a s  c re d ito rs  of th e  b a n k ru p t:
D r. S. J . D rum m ond, C asnov ia  ...$150.00

J . I. C ase C om pany, L a n s in g  . . . .  191.00 
M artin  P ro d u ce  & L u m b er Co.,

C asnovia  .......................................... $ 10.00
D r. S. J .  D rum m ond, C asnov ia  . . .  15.00
J . L. N o rris  & Son, C asnovia  ___ 22.22
M alin is H olben, C asnov ia  ...............  16.00
P e rk in s  M ach ine ry  Co., G rand  R pds. 13.72 
C. O. P o r te r  M ach inery  Co., G rand

R ap id s  ................................................ 154.40
M ichigan T ire  Co., G rand  R ap id s  . .  22.62
R oland W ebb, G rand  R ap ids . . . .  5.00
J . D. H astie . G rand  R ap ids ........... 2.00
R ich ard  Sm ith , G rand  R ap ids ...........
H . W isn e r, G rand  R ap ids ............... 4.00
L ucy  A th e rto n , G rand  R ap ids ___  5.00
J. W . H ay w ard , G rand  R ap id s  . .  10Q.00
Golden & B oter, G rand  R a p i d s ___  25.00
A dolph L e ite lt I ro n  W orks, G rand

R an ids .............................................. 9.75
G rea t W e s te rn  Oil Co., Grd. R pds. 24.23 
E v en in g  P ress . G rand  R an ids  . . . .  1.67
S ta r  C lo th ing  Co., G rand  R ap ids  . .  16.00 
A llen & D orthy , G rand  R ap ids  . . . .  16.00
A. L. H olcom b & Co., Grd. R pds. 5.60
G rand  R ap ids Supply Co., G rand

R ap id s  .............................................  64.42
H ern o lsh e im er Co., G rand  R ap ids  8.72
S ta n d a rd  Oil Co., G rand  R ap id s  . .  3.44
De Good T ra n s fe r  Co., G rand  R pds 1.50 
C olum bia T ra n s fe r  Co., G rand  R pds. 19.25 
N icklin  P r in t  Shop, G rand  R ap ids 16.00 
Reed A uto  Co.. G rand  R ap id s  . . . .  5.00
M iddle S ta te s  Oil Co.. C leveland 20.80
E c k s tro m  & W alm sley , K e n t C ity  24.73 
P a tro n s  M u tu a l F ire  In su ra n c e  Co.,

F rem o n t ............................................ 4.25
C. H . W hitney , K en t C ity  ................ 2.32
H . N . T a lco tt & Co., S a ra n a c  ------ 4.25
E m erso n  A verill, C onklin  ...............  15.00

Butter, Eggs, Poultry, Beans and 
Potatoes.

Buffalo, Oct. 4—Creamery butter, 
extras, 34(q)35c; first, 32(o)33c; com
mon. 30(a)32c; dairy, common to 
choice, 25@32V2,c; poor to common, 
all kinds, 24@26c.

Cheese—No. 1 new, 20c; choice 19

Eggs—Choice, new laid, 34@36c, 
fancy hennery, 40@44c; storage, 30@ 
32c.

Poultry Hive) — Fowls, 16(n)19c; 
broilers, 17@20c. old cox, 14c; ducks, 
16@18c.

Beans—Medium. $5.75.'o>5.90; pea, 
$5.65@5.75. Red Kidney, $6.00; White 
Kidney, $6.00; Marrow, $6.25.

Potatoes—$1.25@1.30 per bu.
Rea & Witzig.

“Made in America.”
After all, the famous “tanks” which 

are helping Tommy Atkins to win vic
tories over the Germans are not of Brit
ish manufacture, insofar as the impor
tant feature of their method of locomo
tion is concerned, but are American. 
The big caterpillar tractor that is used 
on American farms is the same sort of 
thing Great Britain has been using 
against the Germans. The British merely 
have armored and armed it. American 
ingenuity has been utilized to give to 
war one of its most remarkable weap
ons, but the “tank” is not the first 
product of American brains that has 
won an honored place in the great con
flict. The aeroplane itself is of Ameri
can invention. The first submarine that 
ever damaged an enemy was' of Ameri
can manufacture. Barbed wire, which 
is of inestimable value in trench war
fare, was first “Made in America.” And 
even this does not complete the list.

Will it add to the ill-feeling against 
the United States that was created by 
the submarine issue and the fact that 
the Allies have bought mountains of 
munitions in this country, when the 
Germans learn that the strange “tank” 
is of American manufacture? Even 
Germany is said to have obtained some 
of the tractors since the war began. If 
that be true and she could have spared 
them for use as armored cars, it is 
worthy of notice that it was not the 
Germans but the British who brought 
tractors to the battlefield and made in
struments of death out of them in lum
bering charges.

n  r \  V  A  T  B A K I N G
I \  U  I  / V J U  P O W D E R

ABSOLUTELY PURE
ROYAL BAKING POWDER has “no season” and 
“no section” because it sells everywhere all the time.
Of all the standard products in the grocery business, 
none has more thorough distribution and active de
mand than ROYAL BAKING POWDER.

Keep a good stock o f ROYAL BAKING PO W D ER  on hand 
and keep it well displayed, because it will pay you more and 
surer profit than you can make on inferior brands.

Contains No Alum—No Phosphate

ROYAL BAKING POWDER CO
NEW YORK

mailto:5.65@5.75
mailto:1.25@1.30
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$EWS OFTHE BU SIN ESS WORtfl

Movements of Merchants.
Greenville—Newton Slawson has 

opened a grocery store.
Maple Rapids—Edward LeRoy has 

engaged in the meat business.
Evart—John Blanken has sold his bak

ery to William Chase, who has taken 
possession.

Battle Creek—Harry Spier has en
gaged in the electrical business at 46 
East Main street.

Hastings—A. J. Brown & Co. succeed
A. Clyde Brown in the grocery business 
on North Michigan avenue.

East Jordan—F. S'. Calkins has 
leased the Commercial Hotel and will 
open it for business Oct. 5.

Elmira—John Petroski has purchased 
the A. H. Wickett stock of general mer
chandise and taken possession.

Ludington—Juneau & Stillwell an
nounce their intention of discontinuing 
their dry goods business Jan. 1.

Nashville—C. A. Pratt has sold his 
hardware stock to Seth I. Zemer, of 
Plainwell, who has taken possession.

Belding—The Rex Upholstering Co. 
will remove its stock from Portland 
to this place and continue the business.

Eaton Rapids—James Sanders has 
purchased the bazaar stock of the late 
A. R. Boyd and will continue the busi
ness.

Saginaw—Edward E. Melville has 
opened a drug store in the Quinlin 
block, corner North Bond and Clinton 
streets.

Kalamazoo—Joseph H. Vyerman has 
opened a merchant tailor shop and men’s 
furnishing goods store in the Burdick 
arcade.

Hastings—T. J. Potter has sold his 
interest in the Consolidated Press Co. 
to H. B. Sherman, President of the 
company.

Saginaw—Fire destroyed the bean and 
grain elevator of the Saginaw Grain & 
Produce Co. Oct 2, causing a loss of 
about $25,000.

Alma—Mrs. Edna Kelly has engag
ed in the millinery and women’s 
rqady-to-wear clothing business on 
Superior street.

Alma—F. R. Willett has leased the 
west store in the Arcada Hotel block 
and will occupy it with a stock of gro
ceries about Oct. 16.

Hopkins—John Yeakey has taken over 
the interest of his partner, Daniel Re- 
qua, in the garage and paint business 
of Yeakey & Requa.

Charlotte—James Sanders has sold his 
interest in the stock of the John Tripp 
Clothing Co. to his partners and remov
ed to Eaton Rapids.

Grand Ledge—Thieves entered the 
store of the Clarke Hardware Co. Sept. 
27, carrying away the contents of the 
cash register and considerable stock.

Lansing—-A. M. Robson has sold his 
grocery stock to Charles Robson, who 
will continue the business at the same 
location. 327 North Washington avenue

Jackson—The Central Distribut'ng 
Co. with plants here and in Detroit 
is erecting a brick and steel office 
building and warehouse on New 
street.

Martin—Harold Kelsey, who has con
ducted an ice cream parlor and bakery 
for the past two years, is closing out his 
stock and will retire from the retail 
business.

Ovid—W. D. Mosher, recently of 
St. Johns, has purchased the H. D. 
Lewis & Son grocery stock and will 
continue the business at the same 
location.

Owosso—E. G. Osborn has pur
chased the City steam laundry of M.
D. Corey and will continue the busi
ness in connection with h’s dry clean
ing plant.

Detroit—The Jefferson Auto Sales Co. 
has been organized with an authorized 
capital stock of $9,000, of which amount 
$4,500 has been subscribed and $3,000 
paid in in cash.

Martin—M. Piowati & Son, produce 
dealers of Grand Rapids, have purchased 
the Kent storage building and will con
tinue the business under the manage
ment of F. M. Sage.

Detroit—The Rex Jewelry Co. has 
been incorporated with an authorized 
capital stock of $1,000, of which 
amount $500 has been subscribed and 
$250 paid in in cash.

Ann Arbor—Fred J. Bason and 
Emil Golz have formed a copartner
ship and engaged in the monument 
and granite work business at 113 
South Ashley street.

Detroit—Miller & Fmeberg has been 
incorporated to buy and sell raw furs 
wdth an authorized capital stock o! 
$15,000, all of which has been sub
scribed and paid in in cash.

Fountain—O. C. Hansen has sold his 
grocery stock to Charles E. Engfer, of 
Ludington, who will also act as manager 
of the Karl Ashbacker men’s furnishing 
goods stock located in the same building.

Detroit—The Peoples Bazaar has 
been incorporated to deal in wear
ing apparel with an authorized cap
ital stock of $5,000, all of which has 
been subscribed and paid in in proper
ty-

Grass Lake—Cochrane & Coulson, 
dealers in general merchandise, have 
dissolved partnership and the business 
will be continued by James E. Coulson, 
who has taken over the interest of his 
partner.

Fayette—The Fayette Mercant le 
Co. has ben organized with an author
ized capital stock of $15,000, of which 
amount $7,700 has been subscribed, $1,-

000 paid in in cash and $3,000 paid in 
property.

Detroit—The Lane Brothers Coal 
Co. has engaged in business with an 
authorized capital stock of $10,000, of 
which amount $9,000 has been sub
scribed, $3,200 paid in in cash and $130 
paid in in property.

Alma—Alfred Anderson, recently of 
Belding, has purchased the J. B. Smith 
grocery stock, on West Superior street, 
and will continue the business at the 
same location. The store has been clos
ed since early in the spring.

Ann Arbor—Wadhams & Co. have 
merged their clothing business into 
a stock company under the same 
style with an authorized capital stock 
of $30,000, all of which has been sub
scribed and paid in in cash.

Detroit—The Linton Equipment 
Co. has been organized to deal in au
tomobiles, merchandise and parts with 
an authorized capital stock of $10,000, 
of which amount $5,000 has been sub
scribed and paid in in property.

Weidman—Hiram Hall and E. W. 
Benn have formed a copartnership and 
engaged in the grain and elevator busi
ness under the style of the Hall Elevator 
Co. The company is building a modern 
elevator which will be completed by 
Nov. 1.

Kalamazoo—Stanley Casebeer, alleged 
heir to a million dollars, accused of 
assaulting F. C. McQueen, an East Pat
terson street grocer, with intent to rob, 
endeavored to fasten the crime upon 
Philip Saia, who is accused as an ac
complice, when brought into Circuit 
Court. Casebeer had informed the of
ficers that he desired to plead guilty 
to felonious assault, and this was agreed 
to by Prosecutor F. F. Ford. However, 
after making his plea, Casebeer told 
Judge Weimer that Saia had attacked 
McQueen with a revolver and that in 
attempting to dash the weapon from 
Saia’s hand he accidentally dealt Mc
Queen a stunning blow on the head with 
an umbrella. The judge then refused to 
accept Casebeer’s plea of guilty and told 
the respondent he would have to stand 
trial on the charge of assault while 
armed with intent to rob, which convic
tion bears with it a sentence of twenty- 
five years. Casebeer then concluded that 
he really was guilty of felonious assault 
and so pleaded. This plea was accepted. 
The maximum punishment for this 
crime is three years imprisonment.

Manufacturing Matters.
Detroit—The Arctic Ice Cream Co. 

has increased its capitalization from 
$300,000 to $1,200,000.

Watervliet—The Watervliet Paper 
Co. will enlarge its plant to enable it 
to double its capacity.

Detroit—The General Aeroplane 
Co. has increased its capitalization
from $4,000 to $14,000.

Plainwell—Albert Dean has installed 
the machinery in his creamery and will 
open for business Oct. 7.

Detroit—The Detroit Pressed Steel
Co. has increased its capital stock
from $350,000 to $736,700.

Detroit—The Commerce Motor Car 
Co. has increased its capital stock
from $200,000 to $400,000.

Muskegon—The capital stock of the 
Amazon Products Co. has been in
creased from $20,000 to $50,000.

Kalamazoo — The Bryant Paper 
Company has increased its capital 
stock from $3,300,000 to $6,300,000.

Big Rapids—The capitalization of 
the Four Drive Tractor Co. has beer, 
increased from $50,000 to $200,000.

Kalamazoo—The capital stock of 
the Kalamazoo Vegetable Parchment 
Co. has been increased from $500,000 
to $1,000,000.

Escanaba—The Chatfield Machine & 
Foundry Co. has been incorporated with 
an authorized capital stock of $25,000, 
of which amount $12,500 has been sub
scribed and paid in in casn.

Detroit—The Dewey-Bergeron Mo
tor Co. has engaged in business with 
an authorized capital stock of $25,000, 
of which amount $21,600 has been 
subscribed and $8,600 paid in in cash.

Mt. Pleasant—The Mt. Pleasant 
Brick & Tile Co. has been organized 
with an authorized capitalization of 
$10,000, of which amount $6,000 has 
been subscribed and paid in in proper
ty.

Detroit—The Detroit Commerce Co. 
has been organized to manufacture and 
deal in all kinds of food products and 
supplies with an authorized capital stock 
of $10,000, of which amount $5,000 has 
been subscribed and paid in in cash.

Detroit—The .All-Lady Garment Co. 
has been incorporated to manufacture 
and deal in women’s wearing apparel 
with an authorized capital stock of $10,- 
000, all of which has been subscribed, 
$300 paid in in cash and $4,700 paid in 
in property.

Bay City—The North American 
Construction Co. has merged its 
business into a stock company under 
the style of the Aladdin Co. with an 
authorized capital stock of $1,000, all 
of which has been subscribed and 
$250 paid in in cash.

Filer City—The Filer Fibre Co. has 
been organized to manufacture pulp 
paper and chemicals for manufactur
ing paper with an authorized capital 
stock of $300,000, of which amount 
$200,000 has been subscribed and $30,- 
000 paid in in cash.

Monroe—The G. H. Wood Paper 
Co. has been incorporated to manu
facture and sell paper and all kinds 
of paper stock and products with an 
authorized capital stock of $300,000, 
of which amount $164,560 has been 
subscribed and $30,000 paid in in cash.

Jackson—The L. C. Auto Co. has 
engaged in the manufacture of mo
tor vehicles and parts thereof and the 
general garage business with an au
thorized capital stock of $25,000, of 
which amount $12,500 has been sub
scribed, $6,500 paid in in cash and 
$6,000 paid in in property,

Manistee—The Manistee Art Furni
ture Co. has been organized to man
ufacture and deal in lamps, picture 
frames, fixtures and novelties with an 
authorized capital stock of $12,500 
common and $12,500 preferred, of 
which amounts $20,000 has been sub
scribed, $10,000 paid in in cash and 
$10,000 paid in property.

The Floyd Laboratories, Inc., has been 
organized with a capitalization of $1,000 
to deal in insecticides, sprays and disin
fectants. The company will work in 
connection with the Floyd Construction 
Supply Co.
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Review of the Grand Rapids Produce 
Market.

Apples — Wealthy and Maiden 
Blush command 75c per bu.; Wolf 
River fecth 75@90c per bu.

Bananas—Medium, $1.50; Jumbo, 
$1.75; Extra Jumbo, $2; Extreme Ex
tra Jumbo, $2.25 up.

Beans—The Association price is $4 
for pea and $4.50 for red kidney. 
These are the prices buyers pay the 
farmers.

Beets—$1.10 per bu.
Butter—The market is firm at an 

advance of y2c per pound due to the 
falling off in the receipts and the good 
consumptive demand. Considerable but
ter is being exported and the market 
is healthy on the present basis. Every
thing points to a good market for some 
time. Creamery grades are held at 
33c in tubs and 34c in prints. Local 
dealers pay 28c for No. 1 in jars and 
24c for packing stock.

Cabbage—$1.25 per bu.
Carrots—75c per bu.
Celery—20c per bunch.
Citron—$1.50 per1 doz.
Cocoanuts—$6 per sack containing

100.
Crab Apples—$2.25 per bu. for Hy- 

slops.
Cranberries—$7.25 per bu. for Early 

Blacks from Cape Cod.
Cucumbers—50c per dozen for fan

cy hot house; 60c for extra fancy.
Eggs—The market is firm at the re

cent advance on account of very light 
receipts and a good consumptive de
mand. Quality is showing fine and the 
market is firm without likelihood of 
important change. Local dealers pay 
30c for fresh, candled and loss off, and 
hold at 32c. Cold storage are held at 
30c for April and May, 29c for June and 
27c for seconds.

Egg Plant—$1 per dozen.
Grapes—8 lb. baskets of Wordens, 

Niagaras or Concords, 18c; 4 lb. bas
kets, $1,50 per doz. for Concords and 
Niagaras and $2.50 for Delawares.

Green Onions—Silver skins (black 
seeds) 20c per doz. bunches.

Honey—18c per lb. for white clover 
and 16c for dark.

Lemons—California, $6.50 per box 
for choice and $7 for fancy; Messinas 
$5 per box.

Lettuce—$1.25 per bu. for leaf; 
$1.50 per bu. for head.

Maple Sugar—17c per lb. for pure.
Maple Syrup—$1.40 per gal. for 

pure.
Mushrooms—40@50c per lb.
Muskmelons—Home grown osage, 

75c@$l per crate; $2.50 for Standards.
Nuts—Almonds, 18c per lb.; fil

berts, 15c per lb.; pecans, 15c per lb.; 
walnuts, 16c for Grenoble, 16)4c for 
California; 15c for1 Naples.

Onions—Home grown $2.50 per 100 
lb. sack; Spanish, $1.75 per crate of 
either 50s or 72s.

Oranges—Valencias, $5.25@5.75 per 
box.

Peaches — Smocks and Lemons 
command $1@1.25 per bu. The crop 
is pretty well marketed.

Pears—Anjous, Flemish Beauties 
and Duchess command $1.25 per bu.; 
Sickles, $1.50.

Plums—German Prune and Blue 
Damsons, $2 per bu.

Peppers—$1.25 per bu .for green; 
20c per doz. for red.

Pop Corn—$1.75 per bu. for ear, 
per lb. for shelled.

Potatoes—Home grown are strong 
at $1.50 per bu.; Giants from New Jer
sey fetch $4 for V /2 bu. sack.

Pumpkins—$2 per doz.
Poultry—Mixed fowls command 

about 14c; broilers, 22@23c; turkeys, 
18c; ducks, 17c; geese, 11c. Dressed 
fowls average 3c above these quota
tions.

Radishes—15c for long; 12c for 
round.

Rhubarb—85c per bu.
Squash—$2.75 per bbl. for Hubbard.
Sweet Potatoes—$2.50 per bbl. for 

Virginias; $2 per hamper and $5.25 
per bbl. for Jerseys.

Tomatoes—$1.25 per bu. for ripe; 
75c per bu. for green.

Turnips—75c per bu.
Veal—Jobbers pay 13@14c for No. 

1 and 10@12c for No. 2.

The Grocery Market.
Sugar—The market on refined is very 

strong on the basis of 7c f. o. b. New 
York. Higher prices are looked for in 
the near future. From the viewpoint 
of the seller of raws it is pointed out 
that Cuba is not pressing its supplies, 
which will not exceed 200,000 tons, most 
of which are held in strong, hands. 
Weekly meltings are estimated at 60,- 
000 tons for the Atlantic ports, and the 
stocks are less than three weeks’ sup
ply. The combined stocks in the United 
States and Cuba are almost 100,000 tons 
smaller than in 1915, and in the event of 
a demand arising for exports of granu
lated on a large scale a bullish situation 
might develop. The Argentines has a 
short crop and may renew its buying 
in this country to make up the defic
iency.

Tea—The country is not over well 
supplied for fall requirements, and a 
continued movement is awaited from 
now on, covering the general list of 
black and green teas. The advices from 
Shanghai the past week undoubtedly 
helped the market. It is said that the 
Chinese have bought the low grades and 
that the market is practically closed.

Crop shortage and higher exchange have 
been the stimulating factors in causing 
higher prices. Colombo was a little 
easier during the week, because of the 
temporary cessation of buying by the 
Russians. London reacted on the heav
ier arrivals of late from India. The feel
ing, however, is still confident as regards 
the future.

Coffee—The market is probably J4c 
weaker for the week, this including all 
grades of Rio and Santos. The reason 
appears to be weak reports from Brazil 
and a pressure to sell from there. Buy
ers generally appear to be distrusting 
the market. Milds are quiet and no 
more than fairly steady. Java and 
Mocha grades are unchanged.

Canned Fruit—Just as special efforts 
were being made to get shipments 
through from the Coast the entire situa
tion was thrown into confusion by the 
embargo being removed on the Sunset- 
Gulf lines. Local stocks are very light 
and new supplies are needed and the 
delays now likely to ensue may prove 
embarrassing. The market is very firm, 
with an advancing tendency.

Canned Vegetables—Having reached 
the dollar mark tomatoes have stopped 
their advance for the time being. A 
great deal will depend upon the weather 
this month, as to the ultimate outcome, 
but canners say that the demand has 
been so urgent, especially )from the 
Middle West, that there is nothing in 
sight on which to base hope of a de
cline. The pack is below normal and 
as against this is an abnormal demand. 
This is further emphasized by reports 
coming from Canada indicating that the 
situation there is very much the same 
as it is here, and Canadian dealers say 
that they would not be surprised if, be
fore the arrival of winter, wholesale 
houses would be obliged to import toma
toes from the United States. The Amer
ican consul at Kingston, Ontario, has 
already asked for sample and prices, and 
states that a strict compliance with the 
food regulations of the United States 
would prove acceptable to Canadian cus
tom officials. Corn is very scarce and 
very firm. Southern Maine style corn 
that opened around 60@65c is ruling at 
95c to-day. The deliveries of Maine 
corn will not be more than 60 per cent. 
New York State will deliver about 25 
per cent., and the Illinois pack, which 
is the principal Western pack, will also 
make very short delivery. Prices of 
Illinois corn are about 50 per cent, above 
normal. Peas are unchanged for the 
week but firm.

Canned Fish—'The demand for all 
kinds of fish is unusually heavy and as 
to salmon the situation is further com
plicated by the embargo on the Sunset 
Gulf lines, which went into effect on 
Saturday. This is going to seriously 
interfere with deliveries of new salmon, 
which is just arriving at San Francisco. 
Reports regarding tuna are quite dis
couraging, as the pack will undoubtedly 
be a minimum one. Sardines have been 
advanced during the week on the quar
ter keyless oils and mustards, but so far 
as the Maine canners are concerned they 
are practically out of the market.

Dried Fruits—As a result of recent 
developments in the prune situation it 
has become more evident that the grow
ers have met with considerable success

in controlling prices. Packers have been 
rather unfortunate from their stand
point, both as to the price proposition 
and the way the crop has turned out. 
Those who sold short earlier in the 
season have not been able to cover all 
their contracts at a profit, but, on the 
other hand, have sustained losses in 
many instances. They were also misled 
by crop conditions in that the grading 
has run to larger sizes, more particularly 
40s to 50s, whereas 60s to 90s make up 
the smaller percentage of the run. This 
has increased the difficulty of covering 
contracts, as a large proportion of early 
sales was for these smaller sizes. The 
growers have apparently been able to 
stick to their 5x/ 2 per cent, basis, and it 
is now believed that fully two-thirds of 
the crop has been disposed of out of an 
estimated yield of 120,000,000 bushels. 
Prices quoted by packers have been gen
erally about 5j4c for most of the sizes 
below 60s and for 60s to 90s, with 
practically nothing offering in the very 
small sizes. There is a good demand 
for raisins, and prices are very firmly 
maintained. It appears as if the crop 
would fall short of the demand, and, 
especially Thompson's, would have to be 
pro rated. Apricots show an advancing 
tendency, but with not much interest 
on the part of local buyers. There is no 
demand for peaches to speak of, which 
are offered freely at the equivalent of 
the Association’s opening prices, not
withstanding the advance of %c which 
the Association has since announced.

Cheese—The market is firm at an ad
vance of VzC. There is a light supply 
and a good demand, both for consump
tion and export. The quality is the 
best of the season. The market is healthy 
and if there is any change there will 
probably be a slight advance.

Rice—The market is quiet, although 
this is largely due to the difficulty in 
getting shipment through, the Southern 
Pacific embargo again complicating the 
situation for local buyers. It is feared 
that this may spread to other lines, thus 
further limiting the arrivals from the 
Southern ports. The new crop Hon
duras has been poorer than expectations, 
so far as quality goes, especially the 
fancy head rice, which makes a bad com
parison with that of last year. Blue 
Rose is in demand, the price being firm 
owing to the fact that there is a heavy 
short interest, which lends support to 
the market.

Salt Fish—The embargo on the ex
portation of mackerel from Norway is 
still on and various exporters are at
tempting to have it lifted. At present 
there is no bright prospect of any Nor
wegian mackerel this year. The catch 
of shore mackerel has been unusual, 
not only in quality but in quantity. As 
previously reported, the quality has been 
very fine, and the quantity so far salted 
is about twice what it was last year. 
Even with this prices, as previously 
stated, are several dollars a barrel above 
normal. Cod is very scarce and very 
firm, without any immediate prospect 
of lower prices. The price is around 
5@6c above normal. Hake and had
dock are about 2c above normal.

The capital stock of the Century Fuel 
& Materials Co. has been increased from 
$16,440 to $60,000.

mailto:5.25@5.75
mailto:1@1.25
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Make Your Clerks More Valuable to 
You.

W ritte n  fo r  th e  T rad esm an .
The businesses throughout the coun

try which show the most noticeable 
progress are those where proper con
sideration is shown clerks.

Your clerk is the most valuable 
asset in your business. He can bring 
you success or he can bring you fail
ure.

Treat your clerks as partners and 
not simply employes. Confide in 
them. Be courteous and kind to them 
thereby setting an example of the 
courtesy and consideration you wish 
them to show your customers.

Show them the fundamental pr'n- 
ciples of business and help them 
progress.

Attend your association meetings 
regularly and take your clerks with 
you. Oftentimes points are suggest
ed which your clerks can use to splen
did advantage in improving your busi
ness.

Let your clerks visit other stores 
and gain ideas how to improve the 
appearance of your store.

A great many failures in business 
today are due to clerks venturing in
to business with a false conception 
of profits. This is not strange when 
considering that the clerk has never 
been shown how small the profit on 
a great many goods you sell is.

The clerk stations himself behind 
the counter day in and day out and 
doesn’t become familiar with any
thing but the receipts. When he sells 
a dollar’s worth of sugar he * feels 
e ther all or the major portion of it 
is profit.

He is not to blame for that. You 
are to blame because you haven’t 
taken the trouble to explain to him 
what it costs to run your business.

Familiarize your clerks more fully 
with the merits of the various goods 
you carry, and give them talking 
points to sell them. If you cannot 
do this yourself, then you should in
sist upon the salesmen who sell you 
explaining the merits of their products 
to your clerks.

When you get in a consignment of 
canned peas or canned corn, open a 
can and show your clerks how good 
the quality is.

You carry one brand of peaches at 
15c and another brand at 25c. Are 
your clerks in position to tell your 
customers why the 25c grade is worth 
the difference in price? They should 
be.

I am in favor of manufacturers 
packing a circular in their cases ex
plaining the merits and giving your 
clerks talking points on their prod
ucts.

Aside from Quality, Service and 
Courtesy, being thoroughly posted 
and able to explain the merits of the 
goods you sell appeals to the cus
tomers more than anything else.

Educate your clerks to sell your 
customers additional items to what 
they ask to buy.

Don’t let them feel that they are 
simply stationed in your store to hand 
out what people ask for.

There are lots of items in your 
line which your clerks would sell 
and which your customers would buy

if they were properly suggested to 
them.

Single out certain items, give your 
clerks special talking points, and ask 
them to feature them.

Analyze your accounts and see jusi 
what items your customers are and 
are not buying of you.

If you find Mrs. Jones or Mrs. 
Smith is not buying coffee and tea 
of you, call your clerks together and 
say to them:

"See here, boys, we are not selling 
Mrs. Smith and Mrs. Tones coffee and 
tea. There is no reason why we 
can’t sell them these items. Now, the 
next time Mrs. Jones and Mrs. Smith 
come in, I want you to make an extra 
effort to sell them coffee and tea.”

If necessary, offer your clerks an 
extra inducement to get this business

Install beside your telephone a 
bulletin listing certain specials and 
ask your clerks to feature them when 
taking telephone orders.

We have a special slate which will 
serve this purpose, which w*e will be 
glad to supply you free on request.

Last but not least,—show the prop
er interest in the advancement of 
your clerks. Keep them satisfied and 
help them progress.

If you will follow' these suggestions 
you will effect a healthier condition 
in your business and make salesmen 
and business men of your clerks.

Paul Haserodt.

Cut Trees by Exploding Dynamite.
Instead of an axe and saw to remove 

the tops of trees that are to be used 
as masts in logging operations, dynamite 
is used to shoot off the tops. After the 
branches have been removed, a rigger 
climbs the tree, with a set of irons, to 
the point where it is necessary to cut 
off the top. Here the trunk is usually 
about 12 inches in diameter. The rigger 
ties a string of dynamite catridges, fast
ened end to end like sausages, around 
the trunk at this point, inserts a blasting 
cap with about twenty feet of fuse in 
one of these sticks, lights the end of the 
fuse, and descends before the explosion 
takes place. The tree top jumps into 
the air with the explosion and the trunk 
is left ready for attaching the rigging 
for dragging in and loading the logs. 
—Engineering Record.

The railroad companies are evident
ly devising a method of contesting 
the eight-hour law. Their position 
in this matter will, doubtless, aggra
vate the antagonism against them, al
though they should light the matter 
to the extreme limit, and one cannot 
see in the prospects of railroad stocks 
anything comparable with the outlook 
for the industrial issues. The collapse 
of the strike in New York relieves 
the country of a grave danger, for 
since the President committed his of
fense against the rights of the Amer
ican people one might expect a long 
succession of revolts among the wage 
workers. Business may reasonably 
ignore for the present the reappear
ance of Villa as a conqueror among 
the Mexican people and a menace to 
our border, for the certainty that the 
Mexican sore will break out occasion
ally should now be considered a con
stant factor in our affairs.

Activities in Michigan Cities. 
W ritte n  fo r th e  T rad esm an .

The Adrian Chamber of Commerce 
is planning to establish a factory loan 
fund and several new industries are 
reported to be knocking at the city’s 
gates.

Jackson’s new city hospital will be 
known as the W. A. Foote Memorial 
Hospital, in honor of the late W. A. 
Foote, donor of the site.

The Manistee Board of Commerce 
has issued 10,000 copies of an artistic 
brochure, illustrating the industrial, 
argricultural and residential advant
ages of Manistee and its environs.

Four fishing tugs are now operat
ing in the lake off Grand Haven, with 
daily hauls of 900 to 1,000 pounds of 
fish. This is a fair catch. They will 
operate until cold wreather, although 
one of the boats will allow its nets 
to remain in the lake all winter, mak- 
in trips to them as often as possible.

Manistee rejoices over the forma
tion there of the Filer Fibre Co., cap
ital $300,000, which will build a plant 
on the Filer mill site, at Filer City, 
for the manufacture of w'ood sulphate 
pulp. E. C. Filer and other prom
inent men of Manistee are behind the 
enterprise and P. H. Schnorbach, for
mer Secretary of the Muskegon 
Chamber of Commerce, and Max 
Oberdorffer, former chemist at the 
Central Paper plant, Muskegon, wTill 
be identified with the new concern.

Portland officials will set aside the 
surplus earnings of the electric light
ing plant as an industrial or improve
ment fund, to be used for purchasing 
sites or buildings or otherwise assist

ing or inducing manufacturing enter
prises to locate there.

Mendon has engaged an engineer 
to make estimates on the cost of in
stalling waterworks and sewers.

Saginaw will entertain the Michi
gan State Osteopath Association Oct. 
26 and 27.

About 9,000 school children of De
troit, have half-day sessions because of 
lack of room in buildings. An in
crease in this school census of 9,608 
is shown over last year, the largest 
in the city’s history.

Ann Arbor will again conduct a 
“city beautiful” campaign, under di
rection of the City Forester and the 
Civic Association. Shrubs are sup
plied at cost by the civic association 
tion.

The output of the paper mill at 
Petoskey will be increased at least 
50 per cent., which means additional 
prosperity for that city and territory.

Jackson will lay six miles of new 
pavement during the coming year.

Almond Griffen.

There is a shortage this year of 
more than 200,000,000 pounds of wool 
in the United States, and because of 
the European war there will not be 
much chance to get any wool from 
abroad. The shortage in wool will 
mean higher prices toi woolen gar
ments, but if the cotton crop does 
not fail calico will be in the market, 
and men, women and children can 
wear cotton clothes.

A man isn’t necessarily bashful be
cause he declines to meet his obliga
tions.

Fancy Shelled Pop Coin
-■ =  IN  PACKAGES ^ = —

C l e a n  S w e e t  C o r n  
THAT WILL POP

Snowball 

Brand 

Packed 

W  1-lb. pkgs. 

Retails at 10c

PACKED BY

THE ALBERT DICKINSON CO.
CHICAGO, ILL.

B r a n c h e s :
MINNEAPOLIS DETROIT BUFFALO

NEW YORK BOSTON
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Noisy Cheese First Marketed in a 
Belgian City.

“Four Limburgs dot the map of Eu
rope,” says a war geography bulletin 
issued by the National Geographic So
ciety, “but the probable location of the 
German camp for English prisoners, 
where the execution of two Irish sol
diers created a great stir in diplomatic 
circles recently, is Limburg-on-the-Lahn. 
The other Limburgs are: The smallest 
of the nine provinces of Belgium; the 
smallest province of Holland, and Lim- 
burg-on-the-Lenne; also called Hohen- 
limburg. Of course, there should be no 
confusion of these places with the Gali
cian city which is spelled Lemberg.

“Limburg-on-the-Lahn is one of the 
oldest towns of Germany. It is situated 
in the principality of Hesse-Nassau and 
is 32 miles east of the important Rhenish 
city of Coblenz. As a prison camp it 
has the advantage of being comparitive- 
ly near the battle fronts of France and 
Belgium, yet sufficiently far removed to 
be out of the danger zone of possible 
raid and rescue. It is at least 160 miles 
in an airline northeast of Verdun, the 
nearest important point of conflict at the 
present time, and lies 100 miles almost 
directly east of Malmedy, a town on the 
German-Belgium frontier. Germany’s 
great cathedral city, Cologne, is sixty- 
five miles in an airline to the northwest.

“At the outbreak of the war Limburg 
was a town of slightly less than 10,000 
inhabitants, and its chief interests were 
tobacco factories, soap and pottery 
works, machine shops and breweries. 
To the east, along the Lahn extends the 
Limburg Basin, for three or four miles,

and it is probably in this plain that the 
English prisoners are confined.

“One of the exasperating features of 
being a prisoner in Limburg must be the 
recollection to many of the English un
fortunates that at this season of the 
year in peace times they were wont to 
flock to the baths of Ems, just twenty 
miles down the river. Ems was accus
tomed to entertaining 12,000 visitors 
during July and August, and the suf
ferers from pulmonary troubles gather
ed there from all parts of Europe and 
the British Isles.

“Another interesting town in the vi
cinity of Limburg is Nassau, seventeen 
miles to the west. It was here that the 
great German statesman, Baron Stein, 
was born and spent his youth. Stein 
was largely instrumental in saving Prus
sia after Napoleon had imposed the 
drastic terms of the treaty of Tilsit, for 
although he had only a short time before 
been dismissed by his sovereign as ‘a 
refractory, insolent, obstinate and dis
obedient official,’ when the critical mo
ment arrived the baron was the pre
eminently strong figure to whom Fred
erick William could turn.

“During the middle ages Limburg be
longed to the Counts of Lahngau, but 
early in the fifteenth century this line 
became extinct and the city passed under 
the jurisdiction of the Electors of 
Traves, who governed the city for nearly 
400 years.

“The most interesting building in 
Limburg is the famous seven-towered 
cathedral, wiiose history dates back to 
909. It was founded by the powerful

Salic Count of Niederlahngau, Conrad 
Kurzbold, the remains of whose castle 
adjoins the church. The present struc
ture was erected in 1213-42, and was 
restored during the last quarter of the 
nineteenth century.

“One of the most famous bridges in 
Germany is the one which spans the 
Lahn here. It was built in 1315 • and 
stands as a remarkable monument to 
the engineering skill of six centuries 
ago. A few miles up the river, perched 
on a rocky eminence is another ancient 
structure, the famous old church of 
Dietkirchen, built in 801.

“Limburg is esteemed in the history 
of Austria as the place where Archduke 
Charles defeated the French under Jour- 
dan in 1796.

“One of the most highly prized pos
sessions of this city is the famous Lim
burg Chronicle, or Festi Limpugeness, 
a source for the history of Rhineland 
in the fourteenth century and especially 
valuable on account of the light it 
throws on the German manners and 
customs of that period and for its pres
ervation of old German folk-song.

“It is a common error to think of this 
city of Limburg as the place made 
notorious by a certain brand of oderif- 
erous cheese, but the dairy product, the 
subject of many jests, originated in the 
province of Luttich, Belgium, in the 
neighborhood of Herve and was first 
marketed in Limburg, Belgium. Its 
manufacture has spread through Ger
many and Austria and large quantities 
of it are made now in New York and 
Wisconsin.”

Increase in the Price of Cigars.
On account of the increasing cost 

of everything connected with the ci
gar manufacturing b.usiness, the G. J. 
Johnson Cigar Co. has been compel
led to issue a new list on its. various 
popular brands. The details of the 
change in price are fully set forth 
in the following letter to the jobbing 
trade:

Grand Rapids, Oct. 2—Because of 
the constantly advancing cost of pro
duction, we are obliged to revise our 
price list, which becomes effective to
day, and will remain in effect until 
further notice. We give you below 
the new price list on our leading 
popular brands:

D. M. Club ........ (10c) $70 per M.
D. M. Invincible ..(10c) $70 per M.
D. M. Banquet ..(10c) $70 per M.
D. M. Panatella ..(10c) $70 per M.
D. M. Grande -....(10c) $65 per M.
Little D. M......... (5c) $35 per M.

300 for $10.
D. M. Baby Grand (5c) $35 per M. 

300 for $10.
D. M. Hand Made (5c) $35 per M. 

300 for $10.
D. M. Seconds .. (5c) $35 per M. 

300 for $10.
Gee Jay ................ (5c) $35 per M.

300 for $10.
S. C. W. ............. (5c) $35 per M.

300 for $10.
El Portana ......... (5c) $35 per M.

300 for $10.
A 2,500 club assortment of 5c 

brands $32.50 per M.
Needless to say we regret the ne

cessity of above action, and want to 
assure you there will be no further 
advance until absolutely necessary.

G. J. Johnson Cigar Co.

Perhaps nothing is calculated to 
make a girl so angry as the thought 
that a young man thinks she would 
not resent being kissed by him.

Barney Langeler has worked in 
this institution continuously (or 
over forty-five years.

Barney says—

I have been drinking coffee for nearly seventy years, 

and sampling it for over 40 years, and by Golly, our 

Nedrow Coffee is the biggest value that I have ever 

seen in a 25c seller.

By the way it's going out, I guess a lot of other people 

think so too.

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

G R A N D  R A PID S— KALAMAZOO

TH E PROMPT SHIPPERS
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A NATIONAL CONSCIENCE.
We are approaching a Presidential 

election, and, for the first time since 
our Civil War, we are presented with 
a fundamental political issue—Na
tionalism vs. Provincialism; in other 
words, Unity vs. Separateness. With 
that quality of political claptrap which 
takes comfort in critic:sing the polish
ed sentences and finished rhetoric of 
President Wilson’s notes or that 
equally childish aptitude which finds 
its joy in discussing the particular 
fashion in which Mr. Hughes prefers 
to wear h's beard, serious men are 
not concerned. The question really 
before us in that vital crisis which 
we are rapidly approaching is: Will 
America become a Nation or shall 
it continue a congeries of divided and 
more or less conflicting spec'fic in
terests? .As the present war in Eu
rope exhausts its acute activity and 
the world at large begins to address 
its attention to reconstruction and 
readjustment, the place which Amer
ica is to take in the group of nations 
will very much depend upon whether 
that heterogeneous mixture which we 
now are shall be crystallized into a 
definite state of solidarity or run 
more and more into that condition 
of division and confusion towards 
which it has for some years past been 
heading.

The order of mind which is struc
turally responsive to the diffusive 
method of government will naturally 
turn towards that political group, 
while the opposite character or 
temperament will fall into the so-call
ed Republican party, the former rep
resenting the separative and differen
tiating tendencies, the latter having 
its trend towards concentration and 
orgamzation. It is upon this problem 
that thoughtful men and real patriots 
should divide. The tariff will cease 
to be a party issue as soon as it is 
put into the jurisdiction of a properly 
constituted commission, a method to
wards which the demands of the peo
ple are rapidly leading, and this and 
other s:milar incidentals of govern
ment will be taken out of electoral 
dispute and placed in the category of 
legislative and administrative func
tions, where they properly belong. 
The political hack will, of course, vote 
his own party ticket, anyhow, right 
or wrong; but that large body of in

dependent voters whose sway often 
decides important elections may be 
expected to turn their influence in 
the direction of establishing an ad
ministration fitted by tradition, by 
temperament and by natural admin
istrative ability to carry America safe
ly over a period which is surely com
ing, in which the “Spirit of ’76” may 
again have need to assert itself.

WHY NOT BE CONSISTENT?
Advices emanating from Washington 

tend to indicate that the Department of 
Justice is ready to prosecute “any organ
ization or combination of dairymen or 
breadmakers who agree to an increase 
of prices of milk or bread to the con
sumer.” Any action that can be con
strued as a combination to fix prices 
of food products in restraint of trade 
will have the immediate attention of the 
anti-trust law experts of the Depart
ment, according to an official announce
ment. The Attorney General has in
structed his office to follow carefully 
the threat of milk producers and bread- 
makers’ associations in various states to 
advance prices.

This sounds like strange talk from an 
administration which permitted itself to 
be coerced into enacting a law only a 
month ago arbitrarily forcing the rail
roads of the country to pay ten hours 
wages for eight hours work and ar
bitrarily establishing the eight hour day 
by statute. The railroad which has to 
pay higher wages must, necessarily, re
coup itself by raising the charges for 
transportation which the traveler and 
shipper must pay, the same as the con
sumer pays more for bread or milk 
when the price of either is increased.

Why cater to the arrogant aristocrats 
who dominate the labor unions and 
ruthlessly destroy the farmer or milk 
dealer, the baker or grocer, who under
takes to raise the price of milk or bread?

No one denies that many of the milk 
producers of the country are losing 
money—or at least not making a profit 
at the old rates—and no one questions 
the propriety of a milk producer refus
ing to sell his milk until he gets his 
price. But precisely the same thing 
has happened before with other pro
ducers and distributors wffiere the law 
stood like a wall against any suggestion 
that they pool to enforce a price. The 
bread bakers are, unquestionably, up 
against a losing game, but the minute 
one of them starts to advance the price 
and others follow a howl goes up about 
“conspiracy” and half a dozen political 
officeholders and reformers start a cam
paign of investigation and probes and 
threaten prosecution.

As already stated in these columns, 
very few of the fool theorists and ama
teur statesmen connected with the Wil
son administration have any adequate 
conception of the intricacy, magnitude 
or requirements of modern food distri
bution. Food products as a rule are 
highly perishable—milk particularly so 
—and in no field of distribution is the 
demand so keen for broadmindedness in 
dealing with the difficult problems which 
confront the producers and handlers of 
milk and the bakers and the distributors 
of bread.

Some men are good because they 
find it cheaper than being bad.

ALL RECORDS BROKEN.
The activity of business in general 

has to be expressed in superlatives. 
Never has this country had anything 
comparable with it. The industrial 
companies are turning away orders 
and struggling to make deliveries as 
near as possible to the time when 
they have been promised. Merchan
dising concerns are almost equally 
pressed by the demand. The rail
roads naturally derive a large share 
of the benefit from this situation. The 
spirit of the people has not been re
pressed by the poor crops of this 
year. Buying goes on regardless of 
advancing prices. For the period 
from April 1 to August 1 there was 
a gradual decline in the prices of nine
ty-six articles, but on the first of Sep
tember that number was 11.7853, 
which is the highest since the record 
was begun. It thus appears that in 
August there was an extraordinary 
advance in the prices of leading com
modities. Partly this is attributable 
to the shortage in the crops but still 
more to the continued pressure on our 
markets due to the European war. 
Comparison of the September index 
number with that of the low in 1904, 
which was 7.6318, show-s an increase 
of over 54 per cent. This is a great 
lift, particalarly in view of the fact 
that averages do not disclose ex
tremes. Certain articles have gone 
up many hundred per cent., and in the 
main those commod:ties do not form 
a part of this statement as they are 
not those of most common use. 
Tungsten may be mentioned in this 
connection. These high prices are 
contributory to a volume of bank 
clearings now greater than ever be
fore in this country. It would seem 
that as regards many articles there 
must be before long a reaction, or 
at least an arrest of the advance, for 
naturally the disposition is to use 
less of them wffiere that is possible. 
This should be true particularly in the 
case of family supplies. Merchandise 
to be used for wrar purposes or in 
manufactures tributary thereto must 
be had whatever the price may be.

The condition of American indus
tries is perhaps best expressed in one 
sentence by the statement that they 
are taking all the steel that can be 
obtained at prices double those of 
the first part of 1915, and that deliv
eries are called for “as soon as you 
can.” Thus the details are of com
paratively little importance although 
it is well known that a great percent
age of this material is required for 
military use in Europe, much of it 
after it has been converted into shells 
in this country. There are foreign 
enquiries for 100,000 tons of steel, 
but this is only one among many 
significant items. The effects of the 
recent great demand are seen more 
distinctly in the pig iron market than 
heretofore. Five large furnaces in 
Pennsylvania and Ohio have with
drawn from the market, which doubt
less means an advance in prices; in
deed, quotations have already been 
lifted by certain producers. The rail
road demand is conspicuously small.' 
Here and there a company is order
ing a few cars or a little bridge ma
terial.

In the copper market, with prices

in New York quoted at 27 to 28^4, 
the large transactions for account of 
foreign purchasers recently forecast 
are now in process of execution. The 
order placed by the British govern
ment in this country involving 200,000 
long tons is the largest ever given in 
the history of the industry. The Al
lies thus far this year have purchased 
over 900,000,000 pounds of this metal. 
Recent purchases are for delivery in 
1917 and the companies through them 
have provided for one-fourth of their 
output. Add to this the domestic 
demand and it appears certain that all 
the copper that the mines of the Unit
ed States can produce will be called 
for next year. It is estimated that 
the production in this country will 
reach 1,200,000 tons in 1917, which 
would be 200,000 tons in excess of the 
whole world production per year be
fore the European war. Copper for 
immediate delivery cannot be had in 
any considerable quantity unless ma
terially higher prices than heretofore 
are paid. The price of lead has ad
vanced again, 7 to 7.20 cents being 
quoted by the leading sellers in New 
York.

Reports that the President’s ad
visers are urging him to name “as 
soon as possible the members of the 
new Tariff Commission, Shipping 
Board, and Railroad Investigating 
Committee” call attention to the large 
number of important appointments, 
some of possible political effect, that 
will have to be made soon. There 
are to be six members of the Tariff 
Commission, divided between the two 
parties, and none to engage in other 
business. There are to be four mem
bers of the Shipping Board, w'ith the 
additional requirement that the geo
graphical sections of the country shall 
be fairly represented. In each case 
the President has an opportunity to 
name genuine experts, as he was sup
posed to do on the Farm Loan Board. 
An unusual amount of attention will 
be centered upon the Investigating 
Committee of three to observe the 
operation of the so-called eight-hour 
day for railroads, and these appoint
ments should be made before the law 
goes into effect. There are, besides 
such minor boards as the United 
States Employes’ Compensation Com
mission and the advisory council on 
the co-ordination of industries for de
fence which Wilson will help choose, 
two bodies of potential importance 
provided for in the Naval Appropri
ations bill. One is the delegation of 
nine which the President would name 
for the international conference on 
world disarmament and world arbitra
tion which he is requested to call “not 
later than the close of the war in Eu
rope.” The other is the Navy Yard 
Commission, which is not only to 
study the advisability of new yards, 
but may recommend the abolition of 
existing yards or stations. For ap
pointees who would bring out the 
truth about alleged need for certain 
bases the country would be grateful.

When a man begins dodging his 
creditors he realizes how small the 
world is.

The man who does things can af
ford to let his wife do all the talking.
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OUR NEWEST INDUSTRY.
The formation of new corporations, 

under the protection of the high duties 
prematurely promised by Congress, goes 
on apace. One such corporation, cap
italized at $6,000,000 is installing ma
chinery to enable it to produce 5,000 
pounds of dyestuffs daily by January 1, 
and much more later—and it is typical 
of many others. A year ago I. F. Stone, 
speaking to American chemists, stated 
that the production of aniline oil was 
growing toward the 10,000 ton mark 
yearly, while the normal consumption 
was but 4,000 tons, and that “at any rate, 
there will be enough manufactured in 
this country to take care of the whole 
consumption, so that Europe need not 
be depended upon.” In point of fact, 
enough will be manufactured by the end 
of the war to allow of a considerable 
export. Direct and sulphur blacks are 
being produced in large amounts, and 
even synthetic indigoes will be manu
factured in quantity by the end of the 
year. If we must still depend upon Eu
rope for some shades difficult to dupli
cate here, the staple colors we promise 
to make in abundance.

Even more remarkable is the increase 
of other products dependent on coal 
derivatives. Fifteen years ago the coun
try’s output of ammonia from coke 
ovens was negligible; the by-products 
of coke-making were wasted. Now 
thousands of bee-hive ovens have been 
replaced by modern by-product ovens 
and the production of ammonia for 1916 
is estimated at 235,000 tons. Much of 
this goes into munitions-making, but it 
will be useful after the war in making 
the nitrogen compounds of the fertilizer 
industry. T.he production of carbolic 
acid has risen in a similar way. Prac
tically none was made here before the 
war. although the normal demand is for 
from eight to ten million barrels. A 
year ago, Edison, who was one of the 
first to begin it, was making 12,000 
pounds daily, and the country is sup
plying not only normal needs, but the 
huge new demand for it for making 
picric acid, a constituent of explosives. 
After the war it can all be used for 
ordinary commercial purposes. Naph
thalene, another coal-tar product, was 
manufactured here before 1914 at the 
rate of only 2,500,000 pounds yearly, yet 
a year ago the output had come within 
1,000,000 pounds of equalling the or
dinary demand for 9,000,000. In partial 
summary of these advances, the Govern
ment estimates that the production of 
naphthalene, benzol, toluol, and other 
crudes from coal tar has risen from 
about 15,000 tons before the war to not 
far from ten times that amount to-day.

There is evidence that the war has 
joined the chemical and mining indus
tries as never before. The barium in
dustry has become one of importance, 
although its permanency is doubtful. Up 
to 1914 we imported—chiefly from Ger
many—40,000 tons of crude barytes, to 
be used principally in lithophone. Now 
sources have been found in Tennessee, 
Missouri, Kentucky and Virginia; and 
within a year after the war had opened 
six large factories were turning out 
lithophone of purely American origin. 
They and other factories have since be
gun the making of other barium prod
ucts, as carbonate, hydrate, nitrate, and

binoxide of barium, increasing the de
mand for the crude mineral. The dif
ficulty is that Germany will be able to 
deliver better barytes than ours at Phila
delphia or New York at $5 a ton, under
selling our own field. The chemist has 
assisted the zinc miner by devising elec
trolytic processes which have increased 
the production of a metal much used 
in munitions factories. He has helped 
make the United States the greatest 
tungsten-producing nation in the world, 
putting on the market 3,291 short tons 
in the six months ending July 1. Within 
a year from the opening of the war the 
United States, which had obtained most 
of its caustic soda, soda ash, and bleach
ing powder from Europe, was making 
a sufficiency of all three, and we are 
now producing enough for a large ex
port business. We formerly imported 
half our carbon tetrachloride, and now 
make all of it. Sulphuric and muriatic 
acids, stoppage of the European supply 
of which sent prices almost prohibitively 
high, are now made here in quantities 
that are bringing the cost to its old level. 
The same may be said of other drugs, 
as aspirin, acetanilid, saccharin, and so 
on.

Fully to cover the field would involve 
an account of how the United States 
has taken up glass-making, varnish-mak
ing, paper-making, and so on, in a totally 
new way. Six months after the war 
began, industrial chemists hoped that it 
would be the means of putting a few 
new industries on their feet; a year 
after, they were confident that it would 
put many there; now they see that a 
number of these industries will be in a 
position to supply their product to for
eign lands. The whole development is 
calculated to give its observers a new 
confidence in the ability of American 
energy to meet an emergency and of 
American enterprise to make the most 
of an opportunity.

PREPARE FOR THE SLUMP.
It is very generally understood and 

appreciated that horrible as it is for 
those concerned and connected with it, 
the European war is bringing big pros
perity to the United States. The exports 
are phenomenally large, and the balance 
of trade immensely in our favor. The 
money which is coming to this country 
to pay for the goods grown or manu
factured here is counted not only in the 
millions but in the billions of dollars. 
Practically all of the exports are paid 
for at a very profitable prices, and as 
a result, anybody and everybody want
ing a job can get it at better wages than 
have previously prevailed. This is most 
excellent and enjoyable as long as it 
lasts and it will be wise for Americans 
to make the most of it during its con
tinuance. It is likewise very generally 
understood and appreciated, that when 
the war ends, there will be a falling off 
amounting to a positive slump in this 
country which will create very different 
conditions. When there is all this talk 
about preparedness in a military and 
naval sense it is equally and even more 
important to consider preparedness in 
an industrial and commercial sense. For 
time out of mind people have been ad
vised to prepare for a rainy day, and 
the maxim is full of sound sense.

The trend of most of the comment on

the situation sure to come has had to 
do with its depressing effect upon those 
who work in factories, and upon what 
is referred to as the commercial business 
of the country. In industrial matters 
it too often happens that the farmer 
is left out of intelligent consideration. 
Somehow he is expected to take care of 
himself, and not being organized, each 
has to do it separately and alone. If 
the farmers think that they are not im
mediately concerned by conditions sure 
to obtain in this country when the Euro
pean war ends, they will find themselves 
greatly mistaken. They, too, have profit
ed by the controversy on the other side. 
During the first two years of the war 
the United States sold $523,000,000 worth 
of gunpowder, fire arms, etc., but dur
ing the same time they exported food 
stuffs to the value of $1,938,000,000. In 
other words, the farmer sold about four 
times as much stuff abroad as those who 
manufactured munitions of war. When 
the fighting over there ceases, the mil
lions upon millions of men in uniform 
will return to their several vocations at 
home, farming included, and the first 
thing they will do is to raise their own 
food stuffs and sell outside as much 
as they can, and thus at least partially 
if not completely cut off the American 
market. It follows, then, that the farm
ers are or ought to be in favor of legis
lation which will prevent importations 
into this country to still further lessen 
the prices of their goods, which, then, 
are sure to be lower than they are now. 
In other words, the farmer is just as 
much interested in industrial prepared
ness as the mechanic or any other busi
ness man.

THE "AMERICAN SHELL.
Only in Germany have they recog

nized from the beginn;ng the amazing 
effectiveness of American-made mu
nitions. What the American shell 
can do, according to the Morahts and 
the Hansa Leaguers, is apparently as 
follows: It can kill several months 
before the shell is loaded with powder, 
weeks even before the shell-casting 
is made. It is effective at a range of 
five thousand miles. When it ex
plodes it p'.cks up its own fragments, 
reassembles itself, and ambles back 
to the Allied battery stations to be 
fired again and again. Such at least 
is the inescapable conclusion from 
the “fact” that American munitions 
have robbed Germany of her victory. 
We know that American shells were 
slaying German soldiers long before 
the shells had left the factory. It was 
with American shells, presumably, 
that Brussiloff smashed the Austrian 
lines, getting his supply of munitions 
apparently through the air. It is 
only American shells that make up the. 
ceaseless hurricane which has been 
pouring upon the German trenches 
on the Somme, the output of several 
thousand British and French factories 
being, of course, inconsiderable. That 
Germany can be in danger of los:ng 
the war through French generalship 
and devotion or British pluck or Rus
sia’s inexhaustible supply of men is 
utterly inconceivable. German defeat 
is so contrary to the dictates of hu
man reason that only a supernatural 
cause will offer an explanation. And 
that cause is the supernatural Ameri
can shell.

TIME TO CONSIDER PEACE.
The meeting at Christiania of the 

representatives of the three Scandina
vian nations is the first conference of 
neutrals since the beginning of the war. 
It has resulted primarily in an agree
ment of these-three nations to collabo
rate in maintaining “a loyal and im
partial neutrality during the present 
war.” This alliance was the result of 
a careful examination, it is stated, of the 
injuries to the rights and interests of 
the neutrals inflicted by all the belliger
ents. But the three nations found that 
this was not the right time for them to 
offer mediation, either individually or as 
a group. This will come as a profound 
disappointment to many Americans who 
believe that there could be no harm 
done by an offer of mediation at this 
time. The chances would be against any 
acceptance of such an offer by the Al
lies, but if there is one chance in a 
thousand of bringing about peace now 
on terms satisfactory to both sides, it 
ought to be utilized. Certainly, no harm 
would be done if the offer were made 
and rejected, as it probably would be in 
view of the widespread belief that the 
Allies are now getting the upper hand 
in so marked a way as to make it essen
tial for them to go ahead in their efforts 
to ensure a lasting peace by absolutely 
crushing the Prussian military power. 
Those who believe that this is not pos
sible, and that the outcome can only be 
the complete prostration of all the na
tions concerned, are the ones who are 
particularly desirous that there be not 
only mediation now but a permanent 
body appointed by the neutral nations 
ready to offer mediation the instant the 
hour seems at all fitting.

Whether one agrees with this or not, 
there are sound reasons for calling at 
once a gathering of all the neutral na
tions directly affected by the war with a 
view to comparing notes, precisely as 
the Scandinavians have been doing, and 
particularly with a view to agreeing 
what policy should be followed after the 
war in order to protect the neutrals from 
any subsequent economic war, and in 
order to re-establish and fortify inter
national laws which have suffered so 
gravely at the hands of the German 
General Staff. Such a conference might 
play a powerful part at the time of the 
peace negotiations; it might influence 
the parties to those negotiations in the 
direction of the only kind of peace which 
will last—the peace of universal dis
armament—for no peace will endure 
which is based merely on the entirely 
desirable smashing of the Prussian mil
itary power. When such a neutral con
ference was urged upon high authority 
in Washington a year and a half ago, it 
was rejected on the ground that it would 
be so anti-British as to be dangerous. 
The aggressions of Germany have grown 
worse, but that is still no reason why 
there should not be an immediate neu
tral conference to bring into existence 
a machinery of communication and a 
habit of co-operation which could easily 
be made of enormous value in helping 
the world towards that international or
ganization which is its one hope of pre
venting such horrors as we are now wit
nessing. It is an opportunity for high 
statesmanship which ought to, but prob
ably will not, appeal to Mr. Wilson.
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OLD MAN ELOQUENT.

A Man of Mark Half a Century 
Ago.

W ritte n  fo r th e  T rad esm an .
On reading in the Sunday Herald the 

story of early political campaigns, when 
torch-light parades and hurrah-boys 
demonstrations were the order, I noticed 
the name of Alanson St. Clair among 
those who aided in the first Republican 
convention at Jackson.

That name awakened old memories. 
Alanson St. Clair was an eloquent Con

gregational minister who preached both 
at Muskegon and Newaygo in the days 
immediately preceding and during the 
Gvil War. He was an ardent patriot, 
an Abolitionist who joined his fortunes 
with the new party' of freedom and made 
his mark as “The old man eloquent,” of 
that day.

As a boy I remember him as he took 
up the ganutlet flung down by the South
ern slaveholders, hurling defiance from 
his pulpit with all the powers of a 
John Quincy Adams or the later per- 
fervid utterances of Joshua R. Giddings.

St. Clair was an old man at the time 
of the Civil War, yet his voice was 
heard from the hustings, appealing to 
the patriotic citizen to volunteer for 
the army to fight for the Union. He 
was in the habit of calling a spade a 
spade. Nobody ever went from one 
of his meetings in doubt as to his mean
ing. He showed no mercy to the Cop
perheads of that time, but plied the lash 
of his caustic tongue without letup.

He was an old time Abolitionist, and 
during the Kansas troubles visited that 
territory, passing through extreme peril 
because of his outspoken denunciation 
of the border ruffians who streamed over 
the line from Missouri to vote the new 
territory into the Union as a slave State.

On one occasion he was riding on 
horseback along one of the highways 
of Kansas in company with Jim Lane 
the border free soil hero. Coming to a 
creek crossing, where the undergrowth 
covered each side of the road, Lane 
caught sight of a man in the brush. 
He knew what this meant. Drawing 
rein he turned to St. Clair, saying: 
“There’s trouble ahead. They want me. 
I may be killed, but I am going through. 
You of course will be safer to turn 
back.”

The eyes of the old minister snapped 
as he replied: “I shall go with you. 
Mr. Lane.”

And he did. Putting spurs to their 
horses the two free state men dashed 
forward, through the creek, and beyond, 
escaping a fusilade of bullets by the 
merest chance. I heard the elder tell 
this and I have reason to believe it true.

At another time he was on a steam
boat coming up the Mississippi River. 
A large majority of the passengers were 
proslavery’, and they lambasted the free- 
f oilers without mercy. To have resent
ed the insults would have meant a bullet 
or a toss overboard. It may well be 
supposed that St. Clair kept his tongue 
in leash with the utmost difficulty.

Sometime later, at one of the land
ings, a large crowd of Kansans got 
aboard the steamer, after which the 
elder flayed his hectorers with caustic 
severity, almost creating a riot.

There was no discounting the patriot

ism of Elder St. Clair. His eloquent 
voice was in constant demand outside 
the pulpit in that early day when broth
er was arrayed against brother in one 
of the most critical periods of the Re
public. At war meetings the minister 
was in constant demand. He often ad
dressed crowds of lumberjacks, and 
they were ready to cheer him to the 
echo, since a large majority of the men 
of the pines were true to the Union 
and the old flag. Many stalwart com
panies were recruited in the north woods 
to the duty as soldiers at the front.

The Tenth Cavalry was largely recruit
ed from this hardy stock, rendezvouing 
at Grand Rapids.

I remember well when this company 
was in course of formation several re
cruiting officers came to our pinewoods 
burg and held a rousing war meeting. 
The principal speaker of the occasion 
was Alanson St. Clair, who gave one of 
his most eloquent appeals for liberty 
and Union.

He had but one child, a girl just out 
of her teens. In speaking of the need 
of men to go to the front, he declared 
that rather than surrender the Union to 
dismemberment by Southern traitors he 
would himself don the uniform, and if 
worst came to worst his patriotic daugh
ter would be found carrying a musket 
in the ranks. He was then well along 
in the sixties, although in fairly good 
health.

At the meeting in question, four young 
men—boys rather, not one being 20, the 
youngest only 16—volunteered, and the 
captain of Company A had the pleasure 
of enrolling them as members of the 
Tenth.

Of the four who signed the muster 
roll that night two of them never came 
back. One’s bones still rest in Southern 
soil, the other was fetched back in his 
casket and consigned to earth in the 
village cemetery. Alanson St. Clair 
preached the funeral sermon of this 
boy, who hardly one year before joined 
the army, influenced no doubt by the 
eloquent appeal of this master mind for 
men to join in defense of the Union.

One of the four soldiers boys returned 
to afterward become a judge, and who 
is to-day living in happy, hearty old 
age not many miles from the little town 
in which he enlisted over fifty years ago.

Alanson St. Clair was a man of mark 
in the State half a century ago. Many 
are still living who will call to mind this 
“Old man eloquent.” should they chance 
to read this article by one of the old 
time settlers of the pines. Old Timer.

Price Cutting That Did Not Pay. 
W ritte n  fo r th e  T rad esm an .

“Funny thing happened the other 
day in a town near Saginaw,” remark
ed the fat drummer, meditatively. 
“Just goes to show that the public 
are quick to smell a rat—often a non
existent rat, too.”

That a non-existent rat possessed 
any smell whatever was an unique 
suggestion; that the general public 
could and did smell it was an asser
tion which drew a half dozen inter
ested auditors to the smoke-blue vi
cinity of the knight of the grip.

“There was a grocer down in—well,
we’ll call the place B----- ,” pursued the
traveler. “He got a yellow streak the 
other day, just as even the best

grocers sometimes do, and started to 
build up his business by cutting prices. 
The other grocers in town didn’t like 
it. Some of them went so far as to 
remonstrate personally, but to no 
avail. Business was business, said the 
price cutter, and went on cutting.

“One of the items he selected for 
the cutting process was a high class. 
Nationally advertised production. I 
w'on’t tell you just what line, but it 
was a line that any grocer could sell 
on its merits at regular prices. Our 
grocer made a cut of three cents a 
box, and advertised it, along with 
his other ‘specials,’ quite extensively.

“I didn’t see the finish of the cut
ting war, but when I called at B-----
the other day I found that that par
ticular biscuit was selling at the regu
lar price, and everything else was 
back at the old figure. I congratu
lated my man on coming back to his 
senses, although I put it in a more 
diplomatic style. He took it all very 
quietly for a minute; then he burst 
forth:

“ ‘Cut it out, old man. I had to 
do it.’

“Then he explained:
“ ‘It was just killing my business. 

You know, for one thing, I started to 
cut on the Blank biscuits. Lopped 
off 3 cents on a box and advertised 
it broadcast—a penny saved is a penny 
earned, and all the rest of it. Adver
tised it every day for a couple of 
w’eeks, and how many boxes do you 
think I sold?’

“ ‘A couple of hundred,’ I suggested.
“ ‘Eight,’ he said. ‘Eight boxes in a 

week, where I used to sell dozens. 
And then I found out something, or 
rather, my wife did. Heard some peo
ple talking about biscuits at a picnic. 
Their dialogue was about like this:

“ * “I see that McShea is selling 
biscuits cheap.” ” “Yes, I guess it’s 
some old stock he’s had in his cellar 
for years, that he wants to get rid 
of.” ’ ”

A drug traveler countered with an
other story of price cutting. An ag
gressive but inexperienced young 
druggist had taken hold of an old, 
decadent business and wanted to pull 
in the crowds. In the stock list he 
found several thousand boxes of a 
stock herb tonic, put up for the old 
firm. The young man was prepared 
to make some sacrifices in order to 
advertise his business and draw cus
tomers.

Among other things, he decided 
to sacrifice the herb tonic in order to 
draw trade. It was, as the drug trav
eler recollected, a collection of old 
fashioned herb remedies which, taken 
with a certain prescribed amount of 
gin and a certain proportion of hot 
water, was apt to make a person feel 
temporarily better, particularly if 
there wasn’t anything the matter any
way.

The young druggist planned his 
grand coup for the ensuing Saturday, 
and for days ahead ran double-space, 
in the city dailies with the announce 
ment that on Saturday he would give 
away, absolutely free, one box of 
Blank’s spring blood, nerve and kid
ney tonic to every person making a

50 cent purchase at the Blue Jay 
Drug Store.

“What will we do when the supply 
runs out?” remarked one of the clerks.

“Have to order more,” surmised 
the druggist. “We’ve only 2,009 bojfds 
in stock.”

In addition to the flaring newspaper 
advertising, dodgers were scattered 
broadcast and card coupons were dis
tributed on the Saturday market and 
from door to  door throughout the 
town. The young druggist waited 
expectantly — confidently — for the 
crowd to come, and to carry away in 
their joyful possession 2,000 boxes 
of the B. S. B. N. and K. tonic.

But they didn’t.
Saturday came and went. Just two 

people handed in coupons. Just tw.< 
free boxes of the tonic passed over 
the counter. And this, despite the 
fact that a good many people made 
50 cent purchases.

It was the old, old story. The pub
lic smelled a rat. When they saw 
someone giving something for noth
ing, they immediately began to ques
tion the quality of the something. The 
verdict was unfavorable. If a full 
size box of the tonic had any cura
tive value, it would not pay the drug
gist to give it away; and if it hadn’t 
curative value, they didn’t intend to 
take chances on any “joker” in the 
thing.

The young man shut down on that 
particular form of price cutting right 
then and there, and proceeded to run 
his business on legitimate lines. He 
doubled that business in the first 
two years by straight quality adver
tising. As for the tonic—well, it was 
a dead issue.

Of course, “leaders”—carefully se
lected—are legimate advertising for 
any merchant; but reckless price cut
ting is not good business. The public 
is more dubious regardiing bargains 
than it used to be.

A decade of scientific advertising 
has educated a multitude of people 
into the firm belief that quality is an 
essential; that the cheapest is not al
ways the best; but that, on the con
trary, the best is usually the cheap
est. The fake “bargain” has ceased 
to deceive anyone, and furthermore, 
it has taken all the edge off the real 
bargain. Cry bargain, and a multi
tude of people will hear “bluff” and, 
like the priest and the Levite, will 
pass by on the other side.

The public grows daily more and 
more suspicious of mere cheapness, 
and scents behind it the must of the 
cellar and nibbling rat—even if the 
must and the rat are merely products 
of the imagination.

William Edward Park.

Nelson Not to Blame.
Once an old lady was being shown 

over Nelson’s ship Victory. As the 
party approached the spot where Nel
son met his death, the attendant point
ed to the brass plate fixed in the 
deck and said:

“That is where Nelson fell.”
The old lady was impressed, but 

not in the right way.
“No wonder!” she said. “I nearly 

tripped over that thing myself.”
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N early everywhere folks find th is choice presented.
There are Quaker Oats, made of queen grains only—fragrant and flavory, im m ensely  

inviting. And there are oat foods less tempting.
Either costs ten cents per package, which is only one-half cent per dish. One is a w el

come dish. Children enjoy it.
It becomes the favorite breakfast, as it should be wherever folks prize vim.
The other is considered duty food.
We urge that th is dish, above all others, should be made delightful. It is the premier 

grain food, rich in rare elements. H ousew ives who serve it  should insist on the finest oat 
flakes made.

The World-Wide Vim-Food

grains. We get but ten pounds from a bushel.
No puny grains, starved and insipid, go into this 

premier brand.
Please remember that. Whenever you ask for 

Quaker Oats you get this extra grade.
And you always will.

10c and  25c per package  
E xcep t in F ar W est and Sou th

(1429)

The facts are these:
Quaker Oats is the favorite brand wherever oat 

lovers live. It is so all the world around.
It won that place on flavor. Nowhere do people find 

another oat food so enticing.
The reason is this:
Quaker Oats is made of just the big, plump
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A U TO M O B ILES AND 
A C C ESSO R IE S

Autos Compete With Railroads on 
Pacific Coast.

Automobile stages, operated un-
der biisin ess-1ike methods, are begin-
nir.g to make railroads on the Pacific
Coast. partiestlarly, and in other see
tions of the West, feel the competi-
tion. Scores of automobiles are in
competition with the railroads in
thirty to 500 mile trip s and with a
succèss that has given1 traffic man-
agers something serious to think
about.

One company, alone, is operating 
thirty-seven automobiles in long dis
tance hauls and diverting business 
from the railroad at a rate of more 
than §100,000 a year. The concrete 
roads of the new California State 
highwaj’ system are responsible for 
the competition of the motor car with 
the railroad.'

Perhaps the motor-stage travel be
tween Los Angeles and the San 
Joaquin gives the most striking ex
ample of the new method of transpor
tation. A recent consolidation of the 
most successful independent stage 
operators out of Bakersfield, under 
the name of the Western Auto Stage 
Company, is an excellent instance. 
Capitalized at §200,000, the company 
is operating thirty-seven cars and 
maintains regular service between Los 
Angeles. Bakersfield, Maricopa, Taft. 
Fresno. San Francisco and intermed - 
ate points. Another lines gives serv
ice between Los Angeles. Ventura, 
and Santa Barbara.

Already the railroad between Bak
ersfield and Taft has discontinued a 
train.

This train covered the distance of 
fifty miles between these towns in 
four hours and a half. The auto 
stages cover the distance in an hour 
and three-quarters for half the rail
road fare.

Due to the directions of the State 
highway via the “Ridge Route.” the 
motor stages between Los Angeles 
and Bakersfield have a decided ad
vantage over the Southern Pacific 
local trains, which make the trip in 
seven hours. The Packard Twin 
Sixes travel on a six-hour schedule 
that includes a half-hour stop for 
lunch at Lebec or Sandbergs.

Stage work is a severe test on the 
motor cars. Sections of the road are 
unpaved and rough in many places. 
The Twin Sixes carry a load of nine 
passengers and luggage over the 3,000- 
foot climb, and often make the round 
trip in a day, covering over 260 miles 
with loads of more than three-quar
ters of a ton. At the end of two 
months’ service, one of the Packards 
showed a record of 9,000 miles.

The men who drive know every

inch of the road and almost unfailing
ly reach their destination within five 
minutes of the scheduled time.

One of the Los Angeles newspa
pers has characterized the competi
tion between the automobiles and 
railroads as a “battle of oil, steam 
and steel against gasoline, concrete 
and rubber.”

Selling Cars Now Is Opportunity.
Among the different branches of the 

automobile business which have open
ed up golden opportunities for thou
sands of men. that of the retail deal
er stands out prominently as one of 
the most remunerative vocations con
nected with the industry.

“The sale of motor cars at retail 
offers opportunities for making a big
ger return on the money invested 
than almost any other business,” in 
the opinion of Charles E. Baker, of 
Detroit.

“Practically every city of any size 
can boast of its automobile row, and 
more often than not its location is in 
that part of town where real estate 
values are the highest and where trade 
is the best. This in itself is evidence 
of the automobile dealers’ prosperity.

“The competition in selling auto
mobiles is keener than it was a few 
years ago. In the early days of the 
industry motor car dealers were few 
and far between. It was not uncom
mon for half dozen men to contract 
for the entire output of a factory. 
Neither the dealer nor the purchaser 
knew much about the construction 
of a car, and the word ‘service’ was 
unknown to the trade.

“The result was that after the 
dealer had sold a car he pocketed 
his commission and promptly forgot 
his customer. When the car came 
back for repairs the owner was in
formed that it would take weeks or 
months to secure a new part from 
the factory.

“To-day the whole system of sell
ing motor cars is changed. The suc
cessful dealer pays attention to his 
customers’ wants. Service has de
veloped into one of the most impor
tant factors in the business, and the 
modern dealer sees to it that a suf
ficient stock of parts is carried to en
able him to take care of any repairs 
quickly and economically.”

Oil Wells Will Last Only One Gen
eration.

Petroleum has a useful history of 
little over half a century. In that time 
it has grown to a world’s yearly pro
duction of about 300,000,000 barrels, 
with a sickening history of waste 
through burning oil wells, unstored 
surplus poured upon the ground, and

insufficient provision against prema
ture water logging of producing 
wells. One cannot say that petroleum 
production, even in the United States, 
has reached its maximum. Neverthe
less it has been pointed out that in 
the early days of the industry the 
average depth of a well was 150 feet, 
ten years late it was 400 feet. At the 
beginning of this century .it was 
1,100 feet, and to-day the average 
depth of oil may be placed at 2,000 
feet, a very considerable proportion 
of the earth’s workable crust. M. L. 
Requa puts the probable life of the 
flowing California wells at ’twenty- 
nine years.—Engineering Magazine.

FOR GOODNESS SAKE
BUY

Horse Shoe Tires
W rapped T read  System

They are guaranteed for 5000 miles 
with many a long non-cost extra 
mileage tour in reserve.

The Deitz Vapor System
will positively save 25% to 60% in 
Gasoline. It will keep your En
gine absolutely free from carbon. 
May be attached to any car.

5-Minute Vulcanizer
will produce a quick, permanent 
patch for inner tube — without

Signs of the Times
Are

Electric Signs
Progressive merchants and manufac

turers now realize the value of Electric 
Advertising.

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

THE POWER CO.
Bell M 797 Citizens 4261

cement, gasoline or acid.
A full line of

Batteries, Spark Plugs and Accessories

W holesale D istributors:

Brown & Sehler Co.
Grand Rapids, Mich.

We have an interesting proposition to make 
to dealers.

USED AUTO S
—My Specialty. Largest S tock -  
Runabouts $65—$350 Touring Cars $150 and up

Easy T erm s 
W hat have you to trade 

D w ight’s Used A uto  Ex. 230 Ionia, N .W .

Two Tears Sonico 
io Two Wools

A. A. A. Official Test Stock Car 
averaged 34 miles per hour for 
10850 miles without stopping motor

W rite fo r in teresting  bookle t 
giving com plete  details

Citz. Phone 9968 Bell, M. 2450

PHELPS AUTO SALES CO.
DISTRIBUTORS

New Location:—131 Michigan St. 
GRAND RAPIDS, MICH.

Nokarbo 
Motor Oil

It is the one oil that can be used successfully on all 
automobiles operated by gasoline or electricity. It will not 
char or carbonize.

It is the best oil for the high grade car, and the best 
oil for the cheapest car. Write for prices and particulars.

The Great Western Oil Co.
Grand Rapids, Michigan
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Gabby Gleanings From Grand Rapids.
Grand Rapids, Oct. 2—In answer to 

the enquiry of our esteemed erstwhile 
correspondent, Ja Dee, who has been 
so kind as to assume the duties .of 
scribe during the absence of our reg
ular correspondent, I wish to inform 
all members of Grand Rapids Council 
of the following facts:

The committee for the U. C. T. 
dances for the season of 1916-17, com
posed of Mr. and Mrs. E. W. Smith, 
Mr. and Mrs. A. J. Burr, Mr. and Mrs. 
Clyde Hart, Mr. and Mrs. Bob El- 
wanger, Mr. and Mrs. A. F. Rock
well and Senior Counselor A. N. 
Borden as an honorary member, met 
and have arranged for a series of 
parties for the coming winter.

The first party will be held in the 
Council hall on the evening of Satur
day, Oct. 28, and the committee 
wishes me to say that this first party 
will be a regular affair. This will be 
a Hallowe’en party and extra music 
will be in attendance and an elaborate 
decoration and very fine refreshments 
are all being provided for.

The parties will be given in a series 
of twelve for $5 or $1 for a couple 
for a single dance, with an extra 
charge of 25 cents for an extra lady 
who is not one of the member’s im
mediate family.

They will have dances to suit all 
who come, including everything from 
the old square dances to the up-to- 
date fox trot, and all parties will be 
informal, so you may attend with or 
without your evening gown or full 
dress suit and feel that you are not 
out of place. This will not be a swell 
affair, but just a good time for all 
members and their families. Those 
who wish to wear their full dress 
and who are lucky enough to possess 
such an article will not be shut out.

Don’t forget to invite your good 
friends to attend these parties. This 
is not a free-for-all affair, but we do 
want all the good friends to come 
whom any member may feel that he 
mav wish to recommend to attend.

The committee will have tickets 
printed and ready some time during 
the next week and they will be placed 
on sale at our next regular meeting 
of the Council.

Don’t forget the date of the first 
party and let us all turn in and give 
the committee a good boost for a 
starter. The weather will be cool, 
perhaps, by that date and we will all 
be hungry for a good dance.

The committee was given to under
stand that the Bagmen were think
ing very seriously of changing their 
meeting night to the third Saturday 
in each month, and as there will be 
no Bagmen meeting until Oct. 14, the 
committee was compelled to go ahead 
and fix their dates, and they have se
lected the second and fourth Saturday 
nights for these parties, so we hope 
the Bagmen will see fit to change 
their meeting night, and if this does not 
meet with the approval of the Bag- 
men, the committee would like to hear 
from them at once.

Let us all get in and boost for these 
parties and make them the best we 
have ever had.

In answer to Ja Dee in regard to 
the memorial services: During the 
hot weather and the summer vacations 
and touring trips, it has been nearly 
impossible to get a full set of officers 
and, in fact, very few members to 
attend the Council meetings, and I 
believe Grand Rapids Council is no 
exception to other councils in this 
respect. From now on we are looking 
forward to a goodly attendance at 
our meetings and when we get these 
officers all broken in and get them to
gether, we will try and get in shape 
for our memorial services.

Look over the list of accidents we 
have had in No. 131 in the last thirty 
days: Charles H. Dunican, E. C. 
Leavenworth, Dick Warner, F. E. 
Rogers, H. W. Harwood, Perry Lara
bee and Ray Bennett. We are glad 
that a few of these were not serious 
and of those that were, they are all

improving and all expect to get 
around to their regular duties this 
week except Mr. Larabee, whose in
juries are more serious than he 
thought at first and he has been tied 
up for quite a while. Mr. Larabee 
l.ves at 810 California avenue and 1 
know that he would be only too glad 
to have members of the traveling fra
ternity drop in and make him a call.

William Sawyer reports that he has 
sold his residence and moved to 964 
Cherry street.

Our next meeting of the Council 
will be held Saturday night, Oct. 7, 
at 7:30 p. m. and we will have several 
candidates and are in hopes that every 
member will bring in at least one new 
applicant for membership. Let us 
have a good big atteridance, for there 
will be several important matters 
come up that all members should be 
interested in.

Over 450 members in Grand Rapids 
Council and to think that only about 
ninety of these are taking advantage 
of becoming members of the Grand 
Rapids Traveling Men’s Benefit As
sociation, which pays $1 for each 
member in case of death. The cost 
is practically nothing and at the time 
when needed this money will come 
in mighty handy to those who are 
left behind to bear the burdens of 
sorrow and expense. Give any mem
ber of the Benefit Associat:on $1.50 
for an application and get in. Help 
the other fellow by helping yourself.

I said to a traveling brother last 
week: ‘‘Do you know about so and 
so starting a new business in your 
lines?” He said, “No, I had not heard, 
but I suppose that if I would take the 
Tradesman, I would get the dope on 
all those kind of things.” And I said, 
“Of course, you would and I ’ll take 
your dollar and see that you get it 
for a year,” and he forked over the 
dollar in a hurry. Now, get in line, 
boys, and subscribe for this paper 
and get inside information which will 
enable you to make a few extra sales.

Arthur N. Borden.

is more dangerous than would be the 
case were all wagons to refrain from 
using lights.

Daily reports tell of accidents due 
to the fact that drivers of horses 
fail to display lights on their wagons, 
but apparently this repetition has no 
effect on the sensibilities of men who 
do not read or who learn nothing from 
doing so.

The automobile drivers and users 
do what they can to give instruc
tions on the fly to the careless wagon 
driver by shouting warnings to car
ry lights, but their exclamations after 
escaping death or serious injury 
through coming up to the horse-drawn 
vehicle in a darkened spot, go over 
the horse driver’s head without ef
fect. The authorities should act in 
the matter and so cut down a fair 
percentage of these accident cases, 
which are becoming altogether too 
frequent to be wholesome, for the au
tomobile business as a whole.—De
troit Free Press.

United States in the war on the sid? 
of the Allies. For that is, after all. 
what the Reventlows are driving a: 
when they call for the use of all avail
able weapons. Put aside the hypothe
sis of certain German defeat which 
the German mind refuses to accept, 
and speak only in terms of the pro
longation of the war which Germany 
does recognize as a result of the in
crease in the number of her enemies. 
If Rumania’s entrance means a pro
longation, if the entrance of Greece 
means a prolongation, the question 
is how much would the war be “pro
longed” by using all available weapons 
to force this country into war. Or 
is it a question only of strong words 
to bolster up national confidence in 
times of tribulation?

Against the shouters for unmitigat
ed Frightfulness the German Chancel
lor took a bold stand in his speech 
before the Reichstag. A German 
statesman should be hanged, he de
clared, if he hesitated to use against 
the enemy every available instrument 
of battle that would “really shorten 
this war.” In that word “really” is 
the complete answer to the Fright
fulness hecklers. What Bethmann- 
Hollweg asks his opponents to prove 
is that the gain from letting the 
U-boats run amuck will more than 
compensate for the entrance of the

c V f B E A D v
FLASHLIGHTS

The s u p e r i o r i t y  of 
EVERE4DY Flashlights is 
proved by the remarkable 
popularity which th e y  
have won.

About 80% of all the 
flashlights sold in this 
country are Eveready’s.
Last year over 18.000.000 
EVEREADV Flashlights.
Tungsten Batteries and 
Mazda Lamps were sold.
This year sales are still 
better.

All EVEREADY’S are 
fully guaranteed. It's a 
great line for you to han
dle. Let us tell jou more 
about it.
C J LITSCHER ELECTRIC COMPANY

Wholesale Distributors
41-43 S. Market St. Grand Rapids. Michigan

Light Up Wagons and Cut Down Ac
cidents.

Education for the man who drives 
a wagon in the streets of Detroit is 
as essential to the safety of the mo
torist as any other item of education 
which might be named. Wagon driv
ers do not appreciate their danger 
when driving through city streets with 
no light front or back.

On such streets as John R. and Cass 
or many others overhung with trees, 
wagons cannot be seen until the driv
er is close up to the object. Lights 
dimmed place the motor car driver 
at a disadvantage in dark places.

Wagon drivers on country roads 
are in even greater danger than those 
on the streets of the city. This added 
danger has brought realization to 
many countrymen, for so many of 
these men of the outlying districts 
are automobile users themselves and 
realize the danger. But many do not 
and their lives are in jeopardy when 
the motorist cause accidents for which 
he is really not to blame.

Lights for all vehicles should be 
the law from one end of America to 
the other. What is right for the 
motorist is also right for the wagon 
driver and in addition the man with 
the wagon is being saved from risk
ing his own life.

Motorists are so thick now on coun
try roads and wagon drivers without 
lights escape serious accidents so of
ten that it would be supposed they 
would become aware of their danger.

Not so, however, and it is the oc
casional wagon that has no lights that

Tonnage Tells the Tale
In the final analysis of what constitutes efficient hauling, tonnage 

tells the tale, because real hauling economy results only when big quantities 
of material are transported at the least possible cost.

Big loads—fewer trips—less help—with minimum depreciation and 
upkeep is the modern method.

United Trucks
are designed essentially for heavy duty hauling. They have ample strength 
for the most severe service—plenty of power for quick trips—and the sta
bility to endure in hard daily work of any nature

Made in 2, 3 ^ , 4 and 5 ton sizes, and fur fished w ith standard stake 
bodies or special dumping bodies w ith hydraulic hoists.

We will be glad to demonstrate United Trucks at any time, and show 
their remarkable adaptability to any business where there is heavy hauling 
to do and lots of it. ____________

U N ITED MOTORS COMPANY
673 North Street Grand Rapids, Michigan
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I r DRY GOODS, 1 J «  
FANCY G O O D S^ NOTION^ j

Story of a Dry Goods Dealer’s Ro
mance.

Chapter X.
W ritte n  fo r th e  T rad esm an .

“The old Tucker mansion on Bond 
Hill, eh?” mused Elsworth Seaton 
Moore. And then he smiled as he 
read again the little lady’s words, “the 
property recently acquired by the 
city for park purposes.” Alas for 
fame! It was all too evident from 
this that Mrs. William Ernst Richard
son didn’t know that he, E. S. Moore, 
the dry goods dealer, was one of the 
five Centerville citizens who compos
ed that important body entitled, “the 
Board of Park Commissioners,” which 
invested millions of dollars of the 
city's money. If she had known ths, 
and the further fact that it was due 
primarily to his own activities in the 
matter that the old Tucker property 
was bought-in at a bargain price, she 
need not have been so particular in 
designating the place of meeting.

Elsworth Seaton Moore is a public- 
spirited citizen as well as a merchant. 
From the very beginning of his busi
ness career he made up his mind that 
he would not allow his individual in
terests to monopolize his time and 
dwarf his sympathies; but, on the 
other hand, would cheerfully respond 
to the call, whenever it came, to serve 
his community in whatever way he 
could consistently. Without political 
ambitions, and emphatically refusing 
to accept appointments or nomina
tions that your mere politician con
siders “plums” or “bonanzas,” Mr. 
Moore vastly prefers to gain an in
dependent livelihood from the busi
ness which he inherited from his 
father and learned to love in his 
youth, and do what he can for his 
community merely for the satisfac
tion of doing his bit. This, of course, 
means no small sacrifice on his part, 
for the time and brain-energy de
voted to Centerville’s somewhat am
bitious park-extension scheme is just 
so much time and brain-energy, and 
he could very profitably invest it all 
in his own affairs if he chose. As 
every man in the trade knows, the 
pathway of the average dry goods 
dealer in a populous city isn’t any 
primrose affair by a jug full. Els
worth Seaton Moore is a man oi 
sound business sense and first-rate 
efficiency, as I think you will agree 
with me before this story is finished, 
but he hasn’t found any way of keep
ing ahead in the game of dry goods 
merchandising without a certain 
amount of real work, incidental 
worry, and Simon-pure responsibility. 
When you stop to consider this—and 
the further fact that Centerville’s 
Park Commissioners serve without

pay—you’ll understand .that his mo
tives are unselfish.

And yet there is another phase to 
this proposition; or, in other words, 
a sense in which Elsworth Moore, the 
dry goods dealer, gets value received 
for all the time and talent that he 
gives his community so freely. It i3 
based upon a very old and very sound 
principle, admirably summed up in 
these words: “Whosoever would lose 
his life, shall find it.” This is a fine 
phrasing of the law of compensation 
—a law that seems to pervade the 
entire universe and the whole social 
order, so that it invariably comes 
about that whatever we give volun
tarily of ourselves, our time, and our 
talent, open-handedlv and unselfish
ly, comes back to us in some form of , 
benefit, with compound interest. Els
worth Seaton Moore’s name naturally 
became associated with Centerville’s 
notable park-extension scheme. To 
him more than to any other man on 
the board belongs the credit for put
ting through the deal for a thousand- 
acre tract of land, including a hundred 
and fifty acres of the finest woodland 
in the state. This magnificent body 
of lands lies five miles beyond the 
present city-limits, north of the city. 
A fine piece of macadamized roadway 
has already been completed to the 
reservat on, and our railway company 
promises us a double-track line thither 
in the spring. The plan of establish
ing there a vast nursery for the propa
gation and cultivation of imported 
and domestic trees, shrubs and plants, 
was another of Moore’s advanced 
ideas. Naturally such matters were 
featured in our newspapers. Before 
the Great War broke out and its glar
ing headlines began to dwarf local 
happenings, Centerville’s board of 
park commissioners and their doings 
used to get a lot of attention. There 
were pictures,write-ups, interviews and 
editorial comment, in all of which 
Elsworth Moore, as the leading spirit 
of the Board, got a whole lot of gra
tuitous publicity. And that, of course, 
is a big help in a business way to any 
man connected with the retail dry 
goods business.

As Elsworth Seaton Moore drove 
out Ludlow avenue on his way to 
Bond Hill, he recalled the opposition 
he had encountered, both in the Boara 
and out of it, to his project to acquire 
the old Tucker estate, and convert 
it into a park. He also recalled how, 
later on, the Board had been loudly 
praised for putting the deal through. 
The tract embraced something over 
ninety acres of land, lying between 
a small valley known as “Mill Creek 
Valley,” and the river. It was in a 
rapidly-growing suburb to the south
west, and about five miles from the

center of the city. The river view 
was magnificent. On a cone-shaped 
site—the loftiest elevation on Bond 
Hill—surrounded by massive pines, 
sugar maples, and gnarled oaks two 
hundred years old, stood the old 
Tucker mansion. It was vast, dingy 
brick structure comprising some six
ty-odd rooms. In other days it had 
been one of Centerville’s show places, 
and was the famous home of an old 
and wealthy family. Within spacious 
apartments many brilliant social 
events had occurred in other days, 
and beneath its roof more than one 
tragedy had taken place. But it was 
now sadly out of repair—although its 
thick walls of well laid brick were 
still solid and its interior woodwork 
of fine-grained, hand-carved cherry 
was still in a perfect state of preser
vation. At the expense of a few thou
sands, as Mr. Moore pointed out, it 
could be put into excellent condition 
—and, as soon as the Park Commis
sion can get the work done, it will 
once again become a local show place.

It was a wet, soggy night. There

Keeley
Treatment

Don’t Despise the Drink
ing Man—Help Him

Don't kick a man because he 
■s drunk. Help him. Surely 
every man is worth saving. 
Drop us a line and let us tell 
you how we can aid him. Ad. 
dress The Keeley Institute!

733-35 Ottawa Ave., N. W., Grand Rapids, Mich.

DOUBLE YOUR MONEY

P u t in  a  line of

PILLOWS
Get this Leader Assortment:

3 Pairs Leader Pillows @ $3.00
3 “ Boston “  @ 4.50
3 “ Special Geese Pillows @  6.75
3 “ XXB Pillows - @ 9.00

12 Pairs for $19.00, in best grade 
ticking.

Grand Rapids Bedding Go.
Grand Rapids, Mich.

V E L L A  S T I C
E l a s t i c  R i b b e d ,  F l e e c e - L i n e d

UNDERWEAR
Made of special patented fabric—ribbed for elasticity and fleecelined for a 
degree of warmth not even found in thick, bulky, heavy underwears. The 
fleece cannot wear off, wash away, or knot, and the entire garment is made 
to hold its shape for several season's wear.
VELLASTIC is the healthful, comfortable, durable and economical underwear for the whole 
family. We sell it  in both Union Suits and Separate Garments.

Paul Steketee & Sons
Wholesale Dry Goods Grand Rapids, Mich.

Call
Contract

Dept.
4416

TH E CITIZENS DIRECTORY
is used for general directory and 
business purposes by subscribers.

WHY?
Because Citizens’ service is in the 
majority of homes and practically 
ALL BUSINESS PLACES.

15,196 Telephones in the
Grand Rapids Exchange.

Citizens Telephone Company

“The End of Fire Waste”

COMPLETE APPROVED

Automatic Sprinkler Systems
Installed by

Phoenix Sprinkler & Heating Go.
(kind Rapids, Mich. Estimates Free Detroit, Mich. 

115 Campau Are. 9 0 9  Hammond Bide
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was a wild, snoopy wind, and ever 
now and then a spray of fine rain 
would spit against the wind-shield. 
And dark—my, but it was dark! After 
leaving the avenue, and turning onto 
the gravel drive that ascends at a 
rather sharp grade to the mansion, 
it seemed to Moore that his headlights 
were boring a precarious tunnel of 
light through a colossal hill of inky 
blackness. He didn’t know what 
manner of adventure was afoot. Mrs. 
Richardson’s note had been too 
guarded even to hint it at it. But it 
struck Elsworth Seaton Moore that 
this was an ideal night for adventure. 
Most anything strange, romantic, and 
marvelous might happen on a night 
like this! Heigh-ho, but it’s a worth
while thing to harken to the call of 
adventure! And Elsworth Moore was 
glad in his heart, the call had come to 
him, and grateful that he had respond
ed. “By George! It begins to look as if 
Lenier was right after all,” mused 
Moore. “My own dear little sister 
will meet you!” Over and again the 
words recurred to Moore. They’re 
musical, he thought; one can almost 
sing them! And he wondered in his 
heart if Mrs. William Ernst Richard
son’s “own little sister” were as pret
ty and sweet as she. “Further in
formation how you can serve us in our 
time of need?” “All right,” he mused, 
“show me! And if it’s anything short 
of looting the First National Bank 
of Centerville or committing murder 
in the first degree, I ’m with you, heart 
and soul.”

I t lacked one minute of 8:30 as Els
worth Seaton Moore drew up and 
stopped his car. The old mansion 
was as dark and silent as a graveyard 
at midnight. Above the soft purring 
of his engine he heard the soughing 
of the wind in the tree tops. As Mr. 
Moore knew, a caretaker and his 
family occupied )ja suite of rooms 
somewhere in the rear of the build
ing. But no penciled ray of light 
filtered out on the enveloping dark
ness. Looking intently into the dark 
shadows filling in the vague outlines 
of the wide, old-fashioned porch, 
Moore presently made out two figures 
gradually disengaging themselves 
from the surrounding darkness, and 
moving down the gravel walk. When 
they got somewhat nearer he could 
see that the form of one was much 
slighter than other. “Mrs. Richard
son’s little sister,” he thought. The 
other was a man, and from the way he 
limped, Moore at first supposed him 
to old and infirm, but, when the two 
had got nearer the machine and he 
caught a glimpse of the man’s face, 
he knew he was not old, but ill.

Charles L. Garrison.

Store Inventory Methods.
I well remember when I was a 

salesman in a company store, and as 
the time for annual inventory came 
near it always caused a feeling of 
uneasiness, iasi we knew that for several 
days and nights, until probably 12 or 
1 o’clock, it was dig, count and write, 
and then after the manager had fig
ured and extended for several days, 
he would announce that the inven
tory was finished, and that we had 
either done well, or made a poor 
showing for the year.

Since becoming manager I have 
learned to take things calmly and 
not get excited on so simple a matter 
as taking an inventory. I might say 
that every item in our store is mark
ed, showing the cost including freight 
added, and thus the retail price of 
every case and package of goods in 
our basement warehouse is so mark
ed on the outside of the case or pack
age, and when a case of goods is 
brought up to be placed on the 
shelves, each can, bottle or package 
is marked showing our cost and sell
ing price.

We find that this method takes a 
little time, but it is worth the effort, 
as when we begin taking the inven
tory, we have all our costs and can 
make extensions immediately, instead 
of doing as I have seen done many 
times—looking for old invoices, to 
see what was paid for certain goods.

Our system of taking actual inven
tory is about as follows: We use in
ventory sheets spaced to show whole
sale price, retail price, extension of 
wholesale price and extension of re
tail price. The retail price would be 
considered by some as superfluous, 
but we can add our retail prices, and 
then compare with wholesale prices 
on any line of goods handled and see 
at once just what percentage of profit 
the line is showing.

I start two competent clerks at 
work about three or four days be
fore the close of the fiscal year, and 
they count, measure, and weigh, and 
enter on inventory sheets, extending 
as they go, beginning in the base
ment, and warehouse, and then the 
shelves making a clean sweep, and 
by the last night of the year we use 
our entire force for a few hours and 
the job is completed.

While the two clerks are working 
on the inventory the rest of the force 
is conducting the business along reg
ular lines; so you see we do not have 
any disturbance, and it is not neces
sary to work nights, Sunday and hol
idays to do the work. I am interest
ed to learn about what percentage of 
the stores have their entire stock 
marked showing costs, whether in 
basement, warehouse, or on the 
shelves. E. F. Alexander.

R E m o ifiS
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SHINGLES
Reduces Fire Insurance 

Rates
Will Not Ignite from Flying 

Sparks or Brands 
Sold by

All Lumber Dealers

H. M. Reynolds Asphalt Shingle Co.
“ Originators of the Asphalt Shingle”

Grand Rapids, Mich.

Safety First 
in Buying

SAFETY in Buying 
means getting the goods 
and the quantities of 
goods YOU can sell at a 
profit. It means know
ing what to buy and 
getting it at the right 
price.

You can be safe in 
buying when you buy 
from “Our Drummer." 
If you haven’t the cur
rent issue handy, write 
for it.

Butler Brothers
Exclusive Wholesalers of 

General Merchandise

New York Chicago

St. Louis Minneapolis 

Dallas

Bright Salesman.
The depression in business caused 

a local jeweler to discharge his ex
perienced man, replacing him with a 
high school graduate—a youth just 
out of school. He appeared very 
anxious to learn, and the proprietor 
at the end of the first week was much 
pleased with results. One day the 
merchant was obliged to be away from 
the store, and upon his return en
quired:

“Well, Frank, did you sell any
thing?”

“Yes, sir; I sold five plain band 
rings.”

“Fine, my boy!” said the jeweler, 
enthusiastically. “We’ll make an Al 
salesman out of you one of these 
days. You got the regular price for 
them, of course?”

“Oh, yes, sir. The price on the in
side was 18c and the man took all 
that was left, sir.”

Success is the one sin some people 
refuse to forgive in their friends.

A re Y ou  G ettin g  D eliv er ies?

Bungalow Aprons, Store Aprons 
Shop Aprons

House Dresses, Children’s Dresses
are among the items that we can deliver 
promptly. Our goods are of the right 
sort and we know the prices will please.
Have our representative book a trial 
order.

Grand Rapids Dry Goods Co.
Exclusively Wholesale

20-22 Commerce A ve. - Grand Rapids, Mich.
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ACCOUNTING METHODS.

Simple System Adapted To Use of 
Retail Merchants.

There is a tendency among retail 
merchants to conduct their businesses 
without an adequate system for de
termining their costs. This condi
tion carries with it various undesir
able results. In the first place, the 
merchant is unable to price his goods 
intelligently and conduct his business 
upon sound business principles. In 
the second place, he is unable, when 
seeking credit, to produce a correct 
statement of his financial condition 
which would enable a banker to ex
tend to him the full credit to which 
he is entitled. He thereby limits the 
possible expansion of his business.

There are several forces at work 
which compel the retail merchant, if 
successful, to keep books, and the 
better and more comprehensive his 
methods the greater chance he has of 
being successful.

The first of these forces is, of 
course, competition, which at times 
compels him to make close prices. 
The second, and one of vital import
ance, is the attitude of the banks re
garding the granting of credit. Banks 
are paying more and more attention 
to the accounting methods used by 
the merchant to whom they extend 
credit. They are willing to give 
larger loans and very often more lib
eral terms to the merchant who keeps 
his books in a way that enables him 
to show the bank at any time just 
how his business is progressing. A 
merchant who can show progress will 
undoubtedly receive more considera
tion with the same amount of assets 
than one who can not. Even if he 
is successful but can not show it be
cause of his book-keeping methods 
the bank will not consider him a de
sirable credit risk.

Another very important point to 
which the bank gives consideration is 
whether the prospective borrower is 
making proper provisions for depre
ciation on stock, buildings, and fix
tures, and his books should be so 
arranged as to show the amount of 
these provisions. No merchant can 
be said to be managing his business 
properly unless adequate provision is 
made for depreciation.

The system of accounts outlined in 
this article has been devised to meet 
the requirements of retail merchants. 
The aim has been to devise the least 
involved system which will give the 
information essential to successful 
management. The best system of ac
counts for any business is one which 
furnishes the information required 
with the least effort.

The value derived from an ade
quate system of accounts is obvious. 
The greatest value is that of making 
comparisons and analyzing differ
ences. But before any fruitful com
parison can be made between figures 
of different periods or between fig
ures of different stores, it is absolute
ly necessary that the systems be uni
form. With a uniform system of ac
counts in use, differences in items re
flect differences in conditions, while 
without a uniform classification, dif

ferences in items may reflect only 
differences in accounting classifica
tion.

In order to maintain the simplicity 
of the system, no departmentalization 
of the accounts is provided for, but 
any concern operating distinct de
partments can readily adjust the sys
tem to show the results obtained in 
each department.

A merchant in order to price his 
goods properly must know his over
head expenses. With a proper ar
rangement of his accounts the per
centage of overhead may be readily 
obtained. Goods not priced high 
enough to cover this percentage are 
actually sold at a loss. The most 
convenient way of arriving at the 
proper percentage to add to the first 
cost of goods for overhead is to use 
the average ratio of operating ex
penses to net sales covering a past 
period. For instance, if a merchant’s 
annual sales for the last fiscal year 
were $25,000 and the expense of con
ducting his business was $5,000, his 
overhead was 20 per cent. By adding

the desired percentage of profit on 
sales to this overhead percentage, and 
deducting from 100 gives the percent
age of invoice cost to selling price. 
The invoice cost of an article divided 
by this percentage gives the selling 
price.

The rapidity of the turnover is a 
very important element in conducting 
a retail business. It is obvious that 
an increase in turnover goes hand 
in hand with an increase in profit. A 
slow turnover may be due to poorly 
selected stock, to overstocking, or to 
an inefficient selling organization. No 
effort should be spared to increase 
the turnovef to its maximum. To 
ascertain the turnover divide the cost 
of goods sold during the year by the 
cost of the average stock carried.

To operate the system of accounts 
here outlined requires but four books 
of account, namely, journal, general 
cash book, invoice book, and ledger. 
Sales tickets and credit tickets are 
used for recording sales and sales re
turns.

From these books certain state
ments, particularly a monthly sum
mary of business, a profit and loss 
statement, and a balance sheet, should 
be prepared at definite periods in or
der to present the results in compre
hensive form.

Journal.
The ordinary two-column journal 

can be used. The opening entry is 
an inventory of the assets and liabili
ties.

The totals of the charge sales as 
shown by the charge tickets should 
be entered in the Journal, debiting 
Accounts Receivable, and crediting 
Sales. The totals of the credit tick
ets are also entered in the Journal, 
debiting Sales with returns and Sales 
Allowances with price concessions 
and crediting Accounts Receivable.

Transactions which do not go 
through either the Cash Book or In
voice Book should also be journalized. 
These entries comprise such items as 
notes receivable and payable, allow
ances or corrections of purchase in
voices after entry in the Invoice

took, the various adjusting entries at 
the end of the month, and the clos
ing entries at the end of the fiscal 
period.

Journal entries affecting trade cus
tomers’ and trade creditors’ accounts 
will also have to be posted, respec
tively, to Accounts Receivable ac
count and Accounts Payable account.

General Cash Book.
This book is for recording all cash 

transactions. The left hand, or debit, 
side is for recording receipts, and 
columns should be headed as follows, 
in the order named: Date, Name of 
Accounts, Description, Ledger Folio 
or LF, Collections on Accounts Re
ceivable, Cash Sales, and General Ac
counts. The right hand, or credit, 
side is for recording payments, and 
these columns should be headed: 
Date, Name of Account, Description, 
Check No., Ledger Folio or LF, Dis
count on Purchases, Payments on Ac
counts Payable, and General Ac
counts.

The total cash receipts of each day 
should be deposited daily in bank and 
all payments should be made by 
check. The total of cash sales for the 
month should be checked against the 
total of cash sales tickets, and is then 
posted to the credit of “Sales,” that 
of the “Collections on Accounts Re
ceivable” to the credit of “Accounts 
Receivable account,” and that of 
“Payments on Accounts Payable” to 
the debit of “Accounts Payable ac
count.” The total of the Discount 
on Purchases column is also posted 
to the debit of Accounts Payable.

All payments for expense items 
other than petty cash should be en
tered on the cash book as made and 
posted therefrom to the proper ac
counts. At the end of the month all 
expense bills for the month should 
be paid, so as to insure the expense 
being charged in the proper month.

Petty cash disbursements, such as 
car tickets, telegrams, and such minor 
items for which it is not expedient 
to draw checks, should be handled 
as follows:

A check should be drawn for an 
amount sufficient to cover petty dis
bursements for a definite period. At 
the end of the period the cashier 
should prepare his petty cash state
ment, which should be supported by 
vouchers, and a check drawn for the 
exact amount of the statement, there
by restoring the petty cash fund to 
the original amount. This check 
should be entered in the cash book in 
the regular way, charging the various 
expense accounts as shown by the 
petty cash statement.

The balance of the general cash 
book at all times should check with 
the balance as shown by the check 
book plus the amount advanced for 
petty cash.

In the check book keep checks and 
deposits footed separately. When the 
bank book is balanced, check up the 
bank list, then re-arrange the checks 
in numerical order, and check with 
the stubs. If any checks are out
standing, note them on the stub and 
deduct from total of checks drawn;
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Pancake Flour E
In the Red Package

Supreme in Quality 
and Sales

SELF-
BUCKWHEATfAKE MIXTURE
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MILLS CO.
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and other publications of national prominence and tremendous circulation. Street 
car advertising, bill posting, painted bulletins, and other forms of publicity w ill also 
be freely used to make Aunt Jemima’s  a household word in every home in America.

m

Aunt Jemima’s - —the Quality  
Pancake Flour will dominate the 
market because of this advertising 
program.

It’s the favorite brand— outsell
ing all other brands combined.

W hy tie up your money, stock
ing miscellaneous brands?

Concentrate on Aunt Jemima’s 
the Quality Pancake Floor, the 
big seller!

It gives you a quick turn-over 
and a liberal profit.

Recommend Aunt Jemima’s — 
you will do your trade a favor 
and besides that you will save 
them money. Why?

Because every housewife who 
buys Aunt Jemima’s Pancakes or 
Buckwheat Flour saves the cost 
of milk she generally uses, as sweet 
milk (in powdered form) is already 
mixed with the Hour, saving ex
pense, saving trouble, saving time 
and adding to its convenience.’ 

Push Aunt Jemima’s —it pays.

A u n t J e m im a ’s
Buckwheat Flour

In the White Package

8 Rand
r — 7

' ■ X V iv /j*

jVcAKEFia
We carry 
stock and have 
mill representatives—
55 of them—all over the coun
try. This insures prompt deliveries 
and careful service.

This is to be a record year on Aunt Jemima's—the Quality Pan
cake and Buckwheat Flows.

More effort, more push, and more energy are to be put behind 
these great selling brands than ever before.

They will be advertised m a bigger, broader and more forceful 
way than was ever done by any manufacturer of a similar product. 
Full pages, many of them in brilliant four colors, will appear in the

Ladies’ Home Journal Saturday Evening Post
Good Housekeeping Woman’s Home Companion
Ladies’ World Woman’s World

A u n t Je m im a  M ills C o m p a n y , St. Jo se p h , M o.



AUN T JE M IM A  M IL L S  CO M P A N Y
O F F IC E  O F  T H E  P R E S ID E N T

Gentlemen:
S T . JO S E P H . MO.

It is our intention to make the season of 1916-1917 
the greatest in AUNT JEMIMA'S history. The greatest in volume, 
greatest in profit, and greatest in satisfaction to the retailers of 
the country.

The greatest in volume by increasing the consumer 
demand; the greatest in profit to the retailer on account of the 
quick turn-over; and greatest in satisfaction to the retailer on 
account of quick and good profits, as well as the good-will that 
comes to him on account of satisfied customers.

The addition of powdered sweet milk in AUNT JEMIMA'S 
PANCAKE and BUCKWHEAT FLOUR formula, added materially to the cost, 
but it has improved the goods - really makes them perfect I

While the cost was increased, yet we have been able 
to make considerable saving on account of the volume lessening 
the overhead expense, which still makes it possible for us to 
provide a liberal retailer's profit.

Will you help us to keep up this volume? It means
money to you.

Just remember that the smaller manufacturers of other 
brands cannot serve you as we can. They must sacrifice either 
quality or retailers' profits. Usually it's quality— and lack of 
quality hurts the retailer with his customer.

Every year we want to work closer with you for mutual 
profit. Every year we increase our advertising to help you make a 
quick turn-over on AUNT JEMIMA'S at a good profit.

Just look on the other side of this sheet, and 
realize the magnitude of our advertising program for the coming 
season.

Now, will you write me personally, if any way occurs 
to you by which we can do more, within reason, than we are doing, to 
help you and to push the sale of AUNT JEMIMA'S - THE QUALITY BRAND 
of PANCAKE and BUCKWHEAT FLOUR?

Your advice, I assure you, will be very welcome.
ROBERT R. CLARK,

President
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the check book balance will then 
agree with the bank book balance.

Invoice Book.
This book contains the record of 

the invoices or purchases of mer
chandise only and should carry the 
following headings: Date of Entry, 
Date of Invoice, Number of Invoice, 
From Whom Purchased, Address, 
Ledger Folio or LF, and Amount of 
Invoice.

The postings are made direct from 
this book into the Purchase Ledger 
and the total at the end of the month 
carried to the debit of Merchandise 

I Purchases and to the credit of Ac
counts Payable.

Where the business is department
alized a more elaborate form of In
voice Book should be used, giving 
departmental subdivisions of pur- 

j chases.
.Sales and Credit Tickets, 

j The use of sales and credit tickets 
for recording sales and sales returns 
has become almost universal.

A sales ticket must be made out 
for every sale and the daily total of 
these gives the sales for the day. The 
cash sales tickets are checked against 
the cash received and the charge 
tickets go to the book-keeper. Credit 
tickets must be made out for credits 
to customers and these likewise go 
to the book-keeper.

Ledger.
The accounts in the ledger should 

be arranged in the following order:
1. General accounts,
2. Accounts with trade creditors,
3. Accounts with trade debtors, 

allotting to each class such space in 
the ledger as may be necessary.

The general accounts should be 
arranged in logical order. (See ar

sì rangement of accounts.)
Accounts with trade creditors and 

! with trade debtors should be arranged 
! alphabetically, using preferably a 

loose leaf ledger.
Where the volume of business per

mits, it is advisable to use three 
j ledgers, a general ledger, a purchase 
. ledger, and a sales ledger, keeping 

controlling accounts of the purchase 
ledger and the sales ledger in the 
general ledger.

jj Where only one ledger is used it 
J should be divided into three sections 
j corresponding with the above.

The balances of the purchase ledger 
and of the sales ledger, or of these 
sections of the ledger if only one 
book is used, must agree with the 

I balances of the Accounts Payable ac
count and of the Accounts Receivable 
account. The advantage of these 

j controlling accounts is that the ag
gregate of accounts payable and of 
accounts receivable can be had at any 
time without listing the balances of 
the individual accounts.

Customers are charged with goods 
purchased direct from the charge 
tickets. These tickets are first listed, 
then turned over to the book-keeper,

Iwho posts them to the debit of the 
proper accounts, listing the amounts 
as he posts, then comparing his total 

|, with that of the first list, which must

S agree. Credit entries for allowances, 
reductions, cash discounts, or return

ed goods, are made from credit tick
ets in exactly the same manner.

Posting to the ledger therefore 
must come from one of four sources— 
the cash book, the journal, the invoice 
book, or the sales and credit tickets.

Monthly Summary of Business.
This record, Form A, will be found 

very useful for monthly and yearly 
comparisons of expenses and ratios. 
It is arranged with columns for1 sales, 
both cash and credit and total, and 
for the various expenses of the busi

ness. The figures on this statement 
are taken from the ledger.

Each month the figures for that 
month should be added to the previ
ous total so that the record will give 
the totals from the first of the year 
to date as well as the monthly totals.

Profit and Loss Statement.
The amounts for making up this 

statement, Form B, can be had from 
the ledger and from the trial balance. 
I t is made up at such times as the 
inventory is taken. A physical in

ventory should be taken at least once 
a year. The basis should be cost 
with conservative deduction for obso
lete and shelf-worn goods. The in
ventory at the beginning of the 
period is, of course, that brought 
down from the end of the last period.

When monthly profit and loss state
ments are desired, and where the per
centage of overhead and profit is 
known, the approximate cost of the 
goods sold can be arrived at in the 
following manner: Deduct the per

centage of overhead and profit from 
100 and multiply by the amount of 
the net sales; the result will be the 
cost of the goods sold, which, when 
deducted from net sales will give the 
approximate gross profit on sales.

If desired, the difference between 
the values placed on the inventory 
and the actual cost of same can be 
shown on the statement. Show the 
actual cost of inventory and then the 
deduction under the title “Stock De
preciation,” carrying the net fotward

as illustrated. While this is not nec
essary it is valuable information and 
this method is recommended.

The total net profit as shown by 
the statement is that carried to the 
credit of the proprietor’s account in 
the ledger.

Balance Sheet.
Ledger accounts should be kept by 

the double entry principle with all 
real (asset and liability) accounts, as 
well as with all nominal (profit and 
loss accounts. A Balance Sheet of 
the same date as the Profit and Loss 
Statement should be made up from 
the balances of all real accounts. The 
ordinary asset and liability accounts 
and a logical classification thereof 
are shown by Form C.
Accounts and Their Explanations.

1. Cash on Hand and in Bank.
Charge this account with the total 

receipts of the month and credit it 
with the tota 1 disbursements as 
shown by the cash book. The bal
ance should agree with the cash book 
balance.
2. Niotes Receivable—Trade Custom

ers.
Charge this account with all notes, 

time drafts, and acceptances held 
against others, and credit it with the 
same when paid or otherwise dis
posed of. The balance will show the 
uncollected notes receivable.
3. Accounts Receivable—Trade Cus

tomers.
Charge this account with the total 

of the charge tickets of the month, 
and credit it with the cash payments 
by customers (taken from the cash 
book at end of month) and with 
notes receivable, discounts, returns, 
and allowances (from the journal and 
credit slips). Balance of this account 
must agree with the sum of the bal
ances of trade customers’ accounts

4. Reserve For Bad Debts.
Credit this account with an esti

mated amount, based on charge sales, 
sufficient to provide for losses, and 
charge the account with the balances 
of personal accounts when hope of 
collection is abandoned.

5. Prepaid Insurance.
Charge this account with all insur

ance, fire, burglary, fidelity, plate 
glass, liability, etc. At the end of 
each month charge the proper ac
counts (Nos. 35 and 44) with their 
proportion, the balance being an asset 
as “Prepaid Insurance.”

6. Accrued Interest Receivable.
Charge this account at the end of 

the period with all accrued interest 
(not yet paid) on notes, etc., due 
from others, crediting “Interest Ac
count.” When the interest is receiv
ed it is credited to “Accrued Interest 
Receivable.”

7. Store Property.
Charge this account with the pur

chase price of the store property. Do 
not charge repairs to this account, 
unless they are in the nature of 
permanent improvements. A fair 
amount should be periodically credit
ed to “Reserve for Depreciation.”

8. Warehouse Property.
Charge this account with the pur

chase price of the warehouse prop
erty. Do not charge repairs to this 
account, unless they are in the nature

Form B.— For Profit and Loss Statement. 
Recommended by Federal Trade Commission.

Form C.— For Balance Sheet. Recommended by Federal Trade Commission.
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of permanent improvements. A fair 
amount should be periodically cred
ited to “Reserve for Depreciation.”

9. Reserve For Depreciation.
Credit this account with the 

amount of depreciation on store and 
warehouse, and charge same to “Rent 
Income” (No. 44).

10. Store Equipment.
Charge this account with the value

of all equipment such as counters, 
shelving, scales, measures, etc., used 
in the conduct of the business. A 
fair amount should be written off 
periodically for depreciation.

11. Office Equipment.
Charge this account with office

furniture, desks, safe, and other office 
appliances (not included in 34). A 
fair amount should be written off 
periodically for depreciation.

12. Delivery Equipment.
Charge this account with the cost 

of automobiles, wagons, horses, and 
harness. This account must not be 
charged with repairs to automobiles 
and wagons, horseshoeing or any
thing of this nature. A fair amount 
should be written off periodically for 
depreciation.
13. Notes Payable—Trade Creditors.

Credit this account with all notes 
given to trade creditors or time drafts 
accepted in their favor and charge 
the account as the same are paid. 
Balance of this account shows the 
amount of notes payable outstanding.

14. Notes Payable—Banks.
Credit this account with all notes 

given to banks and charge the ac
count as the same are paid.
15. Accounts Payable—Trade Cred

itors.
Credit this account with merchan

dise bought on account, the amount 
being carried to this account month
ly from the total of the Invoice Book 
and charge it with all merchandise 
returned and reductions (Journal), 
and payments made and discounts 
taken (Cash Book). Balance of this 
account must agree with the sum of 
the balances of trade creditors' ac
counts.

16. Accounts Payable—Others.
Credit this account with amounts

owing to creditors other than trade 
creditors.

17. Accrued Interest Payable.
Credit this account at the end of

the period with interest accrued (not 
yet paid) on notes, etc., due others, 
charging “Interest Account.” When 
the interest is paid it is charged to 
“Accrued Interest Payable.”

18. Accrued Salaries and Wages.
Credit this account with salaries 

and wages earned and unpaid at the 
end of each month and charge the 
proper expense accounts. When pay
ment is made this account is charged 
and closed out and the balance of the 
pay roll charged in the regular way.

19. Accrued Taxes.
Credit this account with the taxes 

due up to the end of each month, 
charging the proportionate amounts 
to the accounts in which they belong. 
When the taxes are paid this account 
will be charged.
20. Proprietor’s Drawing Account.

Charge this account with all with
drawals of cash (not salary). At the

end of the period the amount of this 
account is closed into proprietor’s 
capital account.

21. Mortgages Payable.
When a mortgage is placed upon 

real estate (or assumed at the time 
of purchase) this account is credited. 
When paid it is charged.

22. Proprietor’s Capital Account.
This account represents the pro

prietor’s net capital. At the end of 
the period the net profit is credited 
to this account. The amount of his 
drawing account is then closed into 
this account. The balance of the ac
count is his net capital at time of 
closing.

In the event' of a partnership each 
partner’s net capital would be shown 
in his respective account and the net 
profit (or loss) carried to the credit 
(or debit) of their accounts in agreed 
proportions. In the event of a cor
poration this account represents the 
amount of the issued capital stock 
and the profit or loss is carried to 
“Surplus” account.

23. Sales.
Credit this account with the total 

sales of all merchandise, the charged 
sales being taken from the total of 
the charge tickets for the month and 
the cash sales from the “Cash Sales” 
column in the Cash Book. Returns 
should be charged at selling price for 
all merchandise returned by custom
ers whether for cash or credit. The 
difference in this account will be the 
net sales which is transferred to the 
credit of “Trading Account.”

24. Sales Allowances.
Charge this account with any al

lowance given a customer not con
templated when sale was made. Al
lowances should not be charged to 
“Sales,” but closed at the end of the 
period into “Trading Account.”

25. Merchandise Purchases.
Charge this account with the face 

of the ifivoices of merchandise be
fore deducting cash discounts. The 
account is also charged with freight, 
expressage, and drayage on merchan
dise purchased. Credit the account 
with any returns of merchandise 
made to manufacturer or wholesaler 
and with any allowances for defects 
in' goods received from manufacturer 
or wholesaler. The balance of the 
account is transferred to the debit of 
Trading Account.
26. Salaries and Wages of Buying

Force.
Charge this account with part of 

salary of proprietor, active partner, 
and manager or buyer and the wages 
of office force proportionate to the 
time given to buying. If, for exam
ple, the proprietor estimates alto
gether that he gave one-fourth of his 
time to buying and three-fourths to 
selling, then one-fourth should be 
charged to this account and three- 
fourths to “Salaries and Wages of 
Sales Force.” Similarly, the estimat
ed number of hours a week given by 
any member or members of the office 
force to buying should be charged to 
this account.
27. Miscellaneous Buying Expense.

Charge this account with the trav
eling expense of buying trips and

Piles Cured WITHOUT 
the Knife

The Largest Institution in the World 
for the Treatment of Piles, Fistula 
and all other Diseases of the Rec
tum ( Except Cancer)
WE CURE PILES, FISTULA and all other DISEASES of the 

RECTUM (except cancer) by an original PAINLESS DISSOLVENT 
METHOD of our own WITHOUT CHLOROFORM OR KNIFE 
and with NO DANGER WHATEVER TO THE PATIENT. Our 
treatment has been so successful that we have built up the LARGEST 
PRACTICE IN THE WORLD in this line. Our treatment is NO 
EXPERIMENT but is the MOST SUCCESSFUL METHOD EVER 
DISCOVERED FOR THE TREATMENT OF DISEASES OF 
THE RECTUM. We have cured many cases where the knife failed 
and many desperate cases that had been given up to die. WE 
GUARANTEE A CURE IN EVERY CASE WE ACCEPT OR 
MAKE NO CHARGE FOR OUR SERVICES. We have cured 
thousands and thousands from all parts of the United States and 
Canada. We are receiving letters every day from the grateful people 
whom we have cured telling us how thankful they are for the won
derful relief. We have printed a book explaining our treatment and 
containing several hundred of these letters to show what those who 
have been cured by us think of our treatment. We would like to 
have you write us for this book as we know it will interest you and 
may be the means of RELIEVING YOUR AFFLICTION also. 
You may find the names of many of your friends in this book.

We are not extensive advertisers as we depend almost wholly 
upon the gratitude of the thousands whom we have cured for our 
advertising. You may never see our ad again so you better write 
for our book today before you lose our address.

DRS. BURLESON & BURLESON
RECTAL SPECIALISTS

150 East Fulton St. GRAND RAPIDS, MICH.
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other expense incurred in buying 
(not covered by account 26).
28. Salaries and Wages of Sales 

Force.
Charge this account with wages 

and other remunerations of sales per
sons, order takers, and all others en
gaged in selling, both as regular and 
extra force; also with the part of the 
salary of the proprietor, active part
ners, or manager, and of the wages 
of the office force proportionate to 
the time given to selling.

29. Advertising.
Charge this account with all ex

penditures for advertising purposes, 
such as space in newspapers and 
periodicals, space on street cars and 
billboards, circulars and postage 
thereon, advertising novelties, trading 
stamps, charitable donations, window 
display, electric signs, etc.
30. Miscellaneous Selling Expense.

Charge this account with the cost
of wrapping paper, cartons, twine, 
salesmen’s order books, and all other 
items of direct selling expense not 
covered by “Salaries and Wages of 
Sales Force” and “Advertising.”
31. Salaries and Wages of Delivery

Force.
Charge this account with regular 

and part time of employes engaged 
in delivering and with the part of 
the wages of other employes, whether 
on sales force or office force, propor
tionate to the time given to delivery 
work.
32. Miscellaneous Delivery Expense.

Charge this account with all stable
and garage expense, including all re

pairs, taxes, licenses, upkeep, and 
with the depreciation charged on the 
delivery equipment; also charge this 
account with payments for express, 
parcel post, and contract delivery 
service.
33. Management and Office Salaries.

Charge this account with the sal
aries of the manager, book-keepers, 
office clerks, stenographers, and of 
other general office help not other
wise charged.

34. Office Supplies and Expense.
Charge this account with purchases 

of stationery of all sorts, account 
books and forms (except selling and 
stock forms), typewriter supplies, 
printing and postage (except adver
tising), and depreciation on office 
equipment.

35. Insurance.
Charge this account with a)l ex

pense of insurance, fire, burglary, fi
delity, plate glass, employers’ liabil
ity, and other. This account is not 
to be charged with insurance on store 
or business property.

36. Taxes.
Charge this account with taxes on 

all stock and store equipment. As 
taxes are not payable in advance, the 
amount charged this account must be 
credited to “Accrued Taxes.”

37. Losses From Bad Debts.
Charge this account with the 

amount that has been reserved for 
bad debts (4).
38. Miscellaneous General Expense.

Charge this account with heat, 
light, repairs, depreciation on store 
equipment, and with any items that

can not be charged directly to any 
of the above particular accounts.

39. Rent.
Charge this account with all rents 

paid. If the store is owned, rent 
should be charged equivalent to the 
amount it could be rented for to oth
ers, crediting “Income from Other 
Sources;” in the latter event, “Income 
from Other Sources” should be 
charged with the taxes, insurance, re
pairs, and depreciation on the store.

40. Trading Account.
This account shows the inventory 

of merchandise at opening and is not 
touched again until the books are 
closed. It is then charged with Mer
chandise Purchases (25), and Sales 
Allowances (24), and credited with 
Sales (23). The inventory at closing 
is then credited and the balance will 
show the gross profit on trading. 
The gross profit is transferred to the 
credit of the “Profit and Loss Ac
count.” The inventory is then brought 
down as a new balance.

41. Profit and Loss.
Charge this account with the bal

ances of all the expense accounts, and 
credit it with the gross profit from 
trading; the difference will be the net 
profit or loss, which is closed into the 
proprietor’s account; if a partnership, 
to the partners’ accounts, according 
to their several interests, and, if a 
corporation, to the surplus account.

42. Interest.
Charge this account with all inter

est paid and credit it with all interest 
received and close into “Profit and 
Loss Account.”

43. Cash Discount on Merchandise 
Purchases.

Credit this account with all cash 
discount taken on purchases of mer
chandise. The account is closed into 
Profit and Loss.

A record of such discounts avail
able but not taken—cash discounts 
lost—will be found of use.

44. Rent Income (Net).
If the store is owned, the rent 

which has been charged to account 
39 should be credited to this account 
and it should be charged with in
surance, taxes, depreciation, and re
pairs on store. The account is closed 
into “Profit and Loss.”
45. Miscellaneous Outside Income.

Credit this account with incidental 
receipts such as toll from telephone 
pay stations in store, etc.

You and Your Town.
N o m a tte r  how  little  to  do a n d  see 

T h e re  is in  yo u r tow n—on y o u r s tre e t ;  
No m a tte r  how lively th e  p lace m ay  be: 

N o m a tte r  how  d ir ty —o r n e a t;

If  you th in k  i t ’s n o th in g  a t  a ll to  you 
W h e th e r  a n y th in g  h ap p en s  o r  not.

So long a s  th e  b u s in ess  you m an ag e  to  do 
P a y s  you to  s ta y  in  th e  spo t;

If  you h av e  no  fee lings  of so rrow  o r  p ride  
F o r  th e  looks of th e  tow n, o r i ts  nam e. 

I f  y o u 're  ju s t  t h a t  selfish you’re  sa tisfied  
W ith  p lay in g  y o u r ow n little  g am e;

W hy, th en , h e re ’s w h a t I  th in k  of you. 
And I ’d say  th e  sam e  to  y o u r face ;

I  don’t  c a re  a  d a rn  how  m uch bu s in ess  
you do,

I call you a  tow n  d isg race!

W h y  don’t  you ta k e  off y o u r c o a t an d  
jo in

W ith  th e  re s t  o f th e  popu la tion?
T h is  isn ’t  a  d ay  of each  one fo r  th e  coin. 

I t ’s a  d ay  o f co-opera tion !

Never form your opinion of an egg 
until the lid is off.

ASK YOUR JOBBER FOR

Hart Brand Canned Foods
HIGHEST QUALITY

Our products are packed at five plants in Michigan, in the finest fruit and vegetable belts 
in the Union, grown on lands close to the various plants; packed fresh from the fields 
and orchards, under highest sanitary conditions. Flavor, Texture, Color Superior.

Quality Guaranteed

The HART BRANDS are Trade Winners and Trade Makers
Vegetables:—Peas, Corn, Succotash, Stringless Beans, Pork and Beans, Pumpkin, Red Kidney 

Beans, Spinach, Beets.
Fruits:—Cherries, Strawberries, Red Raspberries, Black Raspberries, Plums, Pears, Peaches.

W. R. ROACH & CO., HART, MICH.
Factories at

H A R T , K E N T  CITY, LEXINGTON, EDMORE, SCOTTYILLE.
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Mutual Relation of Chemistry and the 
Banker.

The present struggle at arms sooner 
or later will be followed by a struggle, 
possibly just as fierce, for the supremacy 
of commercial interests, and in this the 
chemist will play no small part. At one 
time England held the whip hand, but 
this position has been wrested from her 
by the plodding and thrifty methods of 
Germany.

The people of the United States of 
America never before have realized how 
dependent they were upon the German 
chemist, and the sudden collapse of the 
commercial relationship between the two 
countries is a calamity. The lesson has 
been taught us, and it now remains 
for the people of this country to profit 
by it. That they will do so, there is not 
the slightest doubt in my mind.

Theoretically, I never was a believer 
in tariffs. Practice, however, teaches 
us a different lesson, and the cost of any 
other policy must be put to book in our 
National system, just the same as the 
cost of the upkeep of our military and 
naval service.

Theorizing is all very well, but it does 
not take a very astute mind to deter
mine that if the flood gates are open 
for the influx of the world’s products 
later on a great deal of capital will be 
absolutely wiped out. It therefore be
hooves the banker, the merchant and the 
professional man to put his best efforts 
behind the one thought at the present 
time, and that is, to create a stability 
in our production that will resist all 
attempts of the outsider to overcome.

The chemical industry of the United 
States is making wonderful strides. It 
has quadrupled its output since 1880. 
and doubled since 1905. The capital in
vested is over six times as much as in 
1880, and more than double that of 1905. 
The capital in 1880 was $29,000,000, in 
1910 $155,000,000 and in 1915 approx
imately $220,000,000 million, this esti
mate of capital for 1915 being based 
upon official figures of product of that 
year. The value of products turned out 
was in 1880 $39,000,000 and in 1915 ap
proximately $158,000,000.

In addition to this there is a large 
group of products, many of them very 
important, classified by the census as 
“allied industries,” including fertilizers, 
dyestuffs, explosives, essential oils, wood 
distillation, sulphuric and nitric acids, 
bone, carbon and lampblack, and paints 
and varnishes. The value of the output 
of these “allied industries" is much 
greater than that of the group classed 
distinctly as chemicals, having been in 
1880 approximately $72,000,000 and in 
1915 $400,000,000; the capital employed 
in 1880 $57,000,000 and in 1915 approxi
mately $480,000,000.

This makes the grand total of output 
of the groups of manufacturers classed 
by the census as “general chemicals” 
and “allied industries” about $550,000,000 
in 1914 (census of 1915) and the capital 
invested approximately $700,000,000, the 
1915 figures of capital being estimates 
based upon known figures of output in 
that year and also known figures of 
capital in 1910.

Attention is especially called to the 
relation of capital employed to the value 
of output. It will be noted that a com
parison of the figures of capital em
ployed and product turned out in the 
appended tables shows a steady growth 
in the amount of capital utilized in the 
production of a given value of output. 
In the group, “general chemicals,” the 
census figures show for 1880 $29,000,000 
of capital, and over $38,000,000 of prod
ucts turned out. The 1910 census shows 
$155,000,00(3 worth of capital and only 
$118,000,000 worth of products turned 
out. This increase in the amount of 
capital utilized in producing a dollar’s 
worth of chemicals has been steady and 
consistent. In fact, this general rule 
applies in most of the manufacturing 
industries, the capital employed, accord
ing to the census figures in 1910, thirty- 
five times as much as in 1850; the value 
of manufactures only twenty-three times 
as much.

Chemicals form an important factor 
in the foreign trade of the United States, 
both as to imports and exports. Prior 
to the war imports of chemicals were 
largely in excess of exports, but the 
war has greatly increased the exporta
tion of articles included in the general 
group “chemicals, drugs and dyes.” The 
total imports of chemicals, drugs and 
dyes has grown from $48,000,000 in 1896 
to $70,000,000 in 1906, and $109,000.- 
000 in 1916. The exports of chemicals, 
drugs and dyes were in 1896 $9,000,000. 
in 1906 $19,000,000, in 1914, the year 
preceding the war, $27,000,000, in 1915 
$46,000,000, and in 1916 $124,000,000.

The United States is apparently the 
world’s largest importer of chemicals, 
the imports of Germany in 1913, the 
year prior to the war, being about $75,- 
000,000, Great Britain $70,000,000 and 
France $50,000,000. The exports of 
Germany for 1913 were $140,000,000, 
Great Britain $60,000,000 and France 
$25,000,000.

Production of General Chemicals.
Census of— Capital Product

1880 ........... $ 29,000,000 $ 38,600,000
1890 ........... 55,000,000 59,400,000
1900 ........... 89,100,000 62,700,000
1905 ........... 96,600,000 75,200,000
1910 ........... 155,100,000 117,700,000
1915 ........... *220,000,000 158,000,000

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

Capital . . . .  $500,000 
Surplus and Profits - $500,000

Resources Over
8 Million Dollars

3k  Per Cent.

Paid on Certificates

Largest State and Savings Bank 
in Western Michigan

LOGAN & BRYAN
STOCKS, BONDS and GRAIN

G rand Rapids, Office 
305 G ODFREY BUILDING 

Citizens 5235 Bell Main 235

Members
New York Stock Exchange 
Boston Stock Exchange 
Chicago Stock Exchange 
New York Cotton Exchange 
New York Coffee Exchange 
New York Produce Exchange 
New Orleans Cotton Exchange 
Chicago Board of Trade 
Minneapolis Chamber of Commerce 
Winnipeg Grain Exchange 
Kansas C ity Board of Trade

Private wires coast to coast 
Correspondence solicited

6°/o First Mortgage Bonds
Descriptive Circular Furnished 

Upon Request

H°we Snow Corrigan <x Bertles
MICHIGAN T R U S ^ ^ ^ ^ ^ A P I D S  MICHIGAN

I n v e s t m e n t  B a n k e r s

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

ASSOCIATED

CAM PAU' SQUARE

The convenient banks for out of town people. Located a t the very center of the city. H andy 
to the street cars—the interurbans—the hotels—the shopping district.

On account of our location—our large transit facilities-our safe deposit vau lts  and our 
complete service covering the entire field of banking, our institutions m ust be the ultimate choice 
of out of town bankers and individuals.

Combined Capital and Surplus....... .................... ...........$ 1,778,70#.00
Com bined T o ta l D eposits................................................  8,577,800.00
Com bined T o ta l R eso u rce s ............................................. 11,503 300.00

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

ASSOCIATED
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Employes, W ages &
number. salaries.

1880 __ __  11,000 $ 6,200,000
1890 __ __  17,100 10,100,000
1900 . . . . .......  21,200 12,100,000
1905 __ ___  22,600 14,800,000
1910 __ __  27,600 20,300,000
1915__ __  No data No data

♦Estimated.

Production of General Chemicals and 
Allied Products.

(Allied products include fertilizers, 
explosives, dyestuffs, essential oils, wood 
distillates, sulphuric and nitric acids, 
carbon, bone and lamp black, and paints 
and varnishes.)

Capital Product
1880 . .. .......$ 86,000,000 $ 99,000,000
1900 . .. .......  238,500,000 202,500,000
1905 . . . .......  324,100,000 281,000,000
1910 . . . .......  483,700,000 425,100,000
1915 . . . .......*700,000,000 550,000,000

♦Estimated.
Production of Fertilizers, Etc.

Fertilizers
Capital Product

1880 .............$ 17,913,000 $23,651,000
1890 ............. 40,594,000 39,181,000
1900 ............  60,686,000 44,657,000
1905 ............  68,917,000 56,541,000
1910 ............  121,537,000 103,960,000
1915 ............. No data 168,388,000

Explosives 
Capital Product

1880 ............  $ 6,585,000 $ 5,802,000
1890 ............  13,539,000 11,353,000
1900 ............  19,466,000 17,125,000
1905 ............. 42,307,000 29,602,000
1910 ............. 50,168,000 40,140,000
1915 ............  No data 42,160,000

Paints and Varnishes 
Capital Product

1880 ______$ 17,333,000 $ 29,113,000
1890 ............. 45,318,000 54,234,000
1900 ............  60,653,000 69,582,000
1905 ............  75,486,000 90,840,000
1910 ............  103,995,000 124,889,000
1915 ..... ....... No data 149,049,000

The relationships between the banks 
and the public in this country are quite 
different from what they are abroad. 
In America the banks are supposed to 
be the custodians of their clients’ mon
ey ; whereas in Europe the general idea 
is that the banks are the investors of 
the public’s money and oftentimes the 
public is not quite so fortunate in the 
choice of its fiduciary. Therefore, in 
view of this known circumstance, when 
failure overcomes a bank, owing to bad 
investments, it is taken as a natural con
sequence and unless absolute fraud can 
be shown no particular odium attaches 
to the bank’s officers. In this conutry 
the law prohibits specifically National 
banks from owning stock of any char
acter whatsoever.

This does not, however, mean that 
capital is not available for industrial 
purposes. No m eritorious undertaking 
is ever allowed to suffer for want of the 
necessary means to develop it. Capital 
is a greedy monster and seizes upon 
every opportunity whereby an increase 
can be expected, and the attention of the 
investor of the United States to-day is 
directed in a great measure toward the 
development of the chemical industry 
and its allied branches.

Chemistry is out of its swadding

clothes, and, while it has a great future 
in most lines, the experimental stage in 
a great measure has been passed, and 
it seems to me the chemist should be a 
proud individual. In  the olden days the 
alchemists sought the easy means of the 
transm utation of metals. The modern 
chemist, through his skill, his industry 
and his research, turns the basest prod
uct into glittering gold.

John E. Gardin,
Vice President, National City Bank.

Is Germany's Credit Giving Out? 
The German government has depend

ed mainly upon domestic loans for the 
means of carrying on its gigantic war. 
It has avoided drawing heavily upon its 
own people by increased taxation, which 
they would have severely felt and which 
w'ould have tended to weaken their 
moral support of the ruling power, and 
it has not been able or willing to place 
loans abroad to any great extent. It 
has sought to induce the people to take 
patriotic pride in meeting its huge ex
penditures from their own substance, 
virtually promising that it would be 
restored by indemnities drawn from 
their defeated enemies. I t  looks as 
though both their substance and their 
faith in victory were reaching exhaus
tion, and as if financial support of the 
government might go with these.

There seems to be peculiar significance 
in the report which comes from  the 
Cologne Gazette by way of Amsterdam, 
that “small investors in Germany are 
holding back from subscriptions to the 
new war loan,” without which, that pa
per is quoted as saying, the “war would 
never have been a great success.” I t is 
also said that “the farm ers are afraid 
that Germany must suffer bankruptcy, 
owing to the gigantic and ever-increas
ing cost of the war.” This indicates, 
not only that faith in the promised in
demnities is disappearing, but that the 
means of meeting the demands are run
ning low in spite of all the privations 
which the bulk of the people must be 
suffering. There is no doubt that there 
has been depressing economy in the 
living of the people in order that this 
“gigantic and ever-increasing cost of the 
w ar” might be met, and it is not im
probable that the power to meet it is 
being exhausted.

I t is something of a mystery how it 
has been met so long, and on what the 
vast credit that has been drawn upon 
is supported. Alb the real money of the 
people has been absorbed into the public 
coffers, and their own exchanges have 
been effected by a vastly inflated gov
ernment and bank currency of doubtful 
redeemability. Presumably those con
cerns that have furnished munitions and 
other war supplies have received to a 
large extent government obligations and 
not cash in payment. The military 
forces may serve for pay of a similar 
kind, but they must be fed as well as 
supplied with arms and ammunition. 
There must be a limit to the ability to 
supply this support and to the inflation 
of credit, without a financial explosion. 
May it not be that the war will be ended 
by such a catastrophe, and a violent 
reaction of the people under its stress? 
—Journal of Commerce.

A white lie is seldom as white as 
it is painted.

J ^ Y  making a W ill, legally valid, you  

save your beneficiaries the exasperat

ing legal technicalities and misunderstand

ings w hich  usually arise from intestate 

estates and w hich  frequently eat up such  

a large part of the funds for legal or 

litigation expenses. Let us serve you  in 

this matter.

Send for blank form of Will and Booklet on 

Descent and Distribution of Property

The Michigan Trust Go.
OF GRAND RAPIDS

Safe Deposit Boxes to rent at low cost

Universal Valveless Motor Company 
Employs Expert Manager

A t a  specia l m ee tin g  of th e  b oa rd  of d ire c to rs  of th e  
U n iv e rsa l V alveless Fou r-C ycle  M otor com pany  W ed n esd ay  
evening , I rv in g  P. M iller w as em ployed a s  ch ie f en g in eer an d  
p ro d u c tio n  m a n a g er o f th e  com pany.

M r. M iller h as  a  N a tio n a l re p u ta tio n  a s  a  p ra c tic a l en g i
n e e r  an d  m echanic , an d  is an  a u th o r ity  on gaso line  m o to r con
s tru c tio n , h av in g  been connected  in  th e  en g in eerin g  c ap ac ity  
w ith  su ch  w ell-know n concerns  a s  th e  Pope Toledo M otor 
C ar com pany, R icard  E n g in e  an d  B oiler com pany, U n iv e rsa l 
M achine com pany, Toledo M otor T ru ck  com pany, a ll of Toledo; 
th e  A tla n tic  M otor T ru ck  com pany, N ew  Y ork c ity ; W estfield  
M otor T ru ck  com pany, W estfield , M ass., an d  R ando lph  M otor 
T ru ck  com pany, Chicago.

M r. M iller w as  en g in eer and  s u p e r in te n d en t of co n stru c tio n  
fo r the  Toledo C arriag e  and  W oodw ork com pany  of Toledo 
m a n u fa c tu re rs  of th e  T ro ja n  m o to r tru ck , w hich  w on th e  
fam ous en d u ran ce  ru n  from  Toledo to  G rand  R ap ids  a  few  
y e a rs  ago. being  th e  only th in g  on w heels  to  com plete  th e  tr ip  
th ro u g h  th e  heavy  snow.

H e b rin g s  to  th e  com pany  th o ro u g h  ex p erien ce  in  every  
d e p a r tm e n t of the  m o to r an d  au tom ob ile  in d u s try , h av in g  begun  
w hen  the  business  w as in its  in fan cy  a n d  co n tin u in g  r ig h t up  
to  th e  p re s en t itm e— th ro u g h  p a tte rn  room , foundry , m ach ine  
shop an d  sa le s  d e p artm en t.

T he com pany feels th a t  it is v e ry  fo rtu n a te , indeed, to  
secu re  so v e rsa ti le  an d  co m p e ten t a  m an  a t  th is  tim e.

I t  is need less to  say  th a t  Mr. M iller is e n th u s ia s tic  over 
th e  'p ro sp e c ts  of th e  w onderfu l C la rk -A n d erso n  m otor. T he 
fa c t th a t  he  le ft a  re m u n e ra tiv e  position  w ith  a n  old a n d  w ell- 
e stab lish ed  concern  to  ally  h im self w ith  th e  new  com pany  is 
th e  b est possible ev idence of h is  fa ith . A nd  i t  is  th e  fa ith  
of experience  and  know ledge.

T he  com pany  h a s  m oved v e ry  carefu lly  in th e  m a tte r  of 
se lec tin g  a  m an  fo r th is  position , an d  h a s  no t m ade a  m is tak e.

I t  is  h an d lin g  th e  m a tte r  of loca tion  fo r i ts  p la n t in  th e  
sam e  carefu l m anner, be ing  in  com m unication  w ith  tw e n ty  live 
c itie s  t h a t  a re  ready  to  m ake  concessions to  secu re  th e  fac to ry . 
W hen  th e  loca tion  h a s  been  de te rm in ed  upon, it  w ill be a s  a  
re su lt of th e  m ost th o ro u g h  in v e stig a tio n  from  ev ery  s ta n d 
poin t.

The Investment Opportunity of a Life-Time
Description of motor and company sent upon request

Universal Valveless Four-Cycle Motor Co.
406 Murray Bldg., Grand Rapids, Michigan
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Reciprocal Relation Between Educa
tion and Business.

It seems to me that the age is po
tential in promise to the business man 
who has the foresight, the intelli
gence and the vision to see and to 
appreciate the possibilities that the 
present day affords. We are living 
in an era of change. We might say 
that the conditions are that of flux, 
ready at any time for readjustment. 
The things that were novel yesterday 
are common to-day and to-morrow 
they will be relegated to their place 
on the shelf of the museum of an
tiquity. We must be ever ready for 
change, for such the world is de
manding and such the business world 
realizes. We are thinking to-day not 
with limited minds, not with limited 
vision. We are thinking to-day not 
as the farmer thought a number of 
years ago, when our grandfathers 
could ride over the rural acres ad
jacent to their homes and in a day’s 
ride they w'ould come home and tell 
you what the price of a bushel of 
wheat or a bushel of corn would be 
that season. The market wras local 
and they could figure w'ith a reason
able degree of accuracy, what their 
profits would be at the end of the 
year. But to-day we are thinking 
with the international mind; we are 
thinking in international terms, and 
before we can determine the probable 
price of a product that is put forth 
to-day we must reckon with the re
motest part of the world with which 
we are in competition. So the hori
zon of business has extended grad
ually and gradually until now it is 
symbolized by the equatorial circles 
that surround the great world.

I write you in that spirit, as men 
who should keep in touch with the 
gradual changes which the business 
world has offered. You can appre
ciate the difference in the situation 
to-day from that which confronted 
even those who to-day reckon their 
success by having the grasp of the 
spirit of the times when they were 
in active business. We are neigh
bors to the world and with the world 
we must reckon.

The time has come, then, when the 
attitude of the business world must 
be one of consistency. We are reck
oning more and more with the ulti
mate thought, which we some time 
must reach, that no business is worth 
while until it rests on a realistic, hon
est basis. The business world to-day 
is awakening to the realization that 
the only business to-day that is of 
any consequence is on an honest, 
realistic basis, and we are shaping 
our policies in consonance with this 
eternal principle. There is nothing 
in the world that is worth while un
less there is some good in it. Those 
who are familiar with Bosworth’s Life 
of Johnson are familiar with the fact 
that the time came in the life of 
that honest old Englishman when he 
thought he ought to have a wife. So 
he sat down and wrote to a widow, 
one Mrs. Cottingham, a proposal of 
marriage. He said, “I want to make 
to you three confessions in offering 
myself to you as a husband. In the 
first place, I came from very low 
birth and parents; in the second place, 
I have no money, and, in the third

place, I had an uncle that was hanged 
on the gallows.” Mrs. Cottingham 
wrote in reply: “I have received 
your proffer of marriage and I ac
cept same. I wish to make this ex
planation. In the first place I hold 
no man responsible for his condition 
of birth: in the second place I have 
no money and I do not expect it of 
the man I marry, and while in the 
third place, I do not remember of 
anybody in our family who was hang
ed on the gallows, at the same time 
I have three or four relations who 
ought to be hanged.’"

I think Thomas Higginson tells us 
that is the most interesting court
ship on record. The same thing ap
plies in business, and to the things 
we are doing every day. The new 
business world is going to bring such 
an ethical regime into the activities 
of business life that we will all feel 
that we have done some good in the 
world. Don’t you know that is the 
secret of life? I don’t care what the 
occupation of a man may be, how 
menial it may be, if it has been de
creed by fate that he shall sell soap 
and candles at the country cross
roads store, if he feels that he is the 
agent of some product that has hon
estly come to him and he distributes 
it out to those who need it, he be
comes a factor in the great economy 
of life and he feels he is an essential 
factor that can not be ignored or 
done without and his own business 
rises in the scale of his esteem. When 
a man has respect for his business 
and respect for himself, he has re
spect for his fellowman and for his 
God. Your business ought to be one 
in w'hich you believe. There is noth
ing in the world that you can do so 
well as something that you believe 
in, through which your conscientious 
convictions run and with which you 
are in close and honest companion
ship.

That is going to be the new busi
ness. That will make every man feel 
that he is doing his duty behind the 
counter or out in the field the same 
as if he was in the pew of his church. 
That brings returns from a life well 
spent and at the close of life we can 
say we have tried to do good to our 
fellowmen. That is coming into the 
business world as the result of the 
standards you have been establish
ing. Permit me to say it is the busi
ness world that, as much as anything 
else, establishes the moral standard 
for society at large; for as the busi
ness world adjusts itself, so will so
ciety at large adjust itself, in accord
ance with the standards established 
in the business world. We are com
ing to the point when we are begin
ning to realize that honesty and in
tegrity and all that is best in human 
conditions is reflecting itself in a hu
manitarian way and humanitarian 
ideas are finding their way into the 
business world.

The man who is working behind 
the counter, the man who is working 
behind a machine, has a right to the 
very best conditions that can be 
created for him.

I believe there is a new spirit 
abroad in the business world. Wher
ever I find business men who are 
anxious to know the problems of edu-

American 
Municipal Bonds

Are tax exemptible in Michigan and free from 

increased Federal Income Tax.

Shrewd investors are taking their profits from 

their increased business and from the stock  

market, and are investing in secure Municipal 

Bonds yielding 4 lA  and 5 per cent.

Ask for data concerning the effect 
on investment bonds of the increase 
of the Federal Income Tax and show
ing how you can profit from the 
present market on sound American 
Municipal Bonds.

Brand RapidsTrust Rdhpawy
M AN A G ED  BY M EN W H O  K N O W  

OTTAWA AT FOUNTAIN. BOTH PHONES 4391

Grand Rapids Safe Co.
Barnhart Bldg.
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Bank Safes, Bank Vaults 
Safety Deposit Boxes, Time Locks 

Fire-Proof Safes, Vault Doors 
Burglar-Proof Safes 

Burglar-Proof Chests 
Jeweler Safes, House Safes 
Wall Safes, Expert Work
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Only Stock of Safes Carried in 
Western Michigan

Largest Line of Safes Carried 
in Michigan
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cation, the problems of the boy and 
the girl—it does not always atrise 
from selfish motives—asking for a 
higher degree of efficiency, I know 
it is because they wish to make men 
and women out of the boys and girls 
of to-day. There must be closer co
operation between the business world 
and education, and that is what busi
ness men should request and require. 
In the readjustment of business con
ditions which must ultimately come 
with the close of the terrific conflict 
across the water, let us see that 
America has the place to which she 
is entitled, and let us hold to the idea 
that “Made in America” shall create 
a prestige in the rank and file of the 
people of our great Nation.

Two years ago I stood on the mem
orable field of Waterloo. I looked 
over that broad expanse of what it 
seemed nature had thrown up as a 
sort of a stage on which the tragic 
dramas of life were to be enacted.
I tried to believe that that was a 
scene representative of a century ago. 
Scarcely had I turned back to go to 
the’ city of Brussels to make my 
escape when the thunder of the can
non and the roar of artillery began 
to resound. It indicated that the 
ratchet that was supporting civiliza
tion was giving way and that nations 
of the earth were precipitated into 
great caldrons of slaughter.

Men, what is the real cure? I am 
not prepared to prescribe for it to
day, but in some place there is a 
deep undercurrent that we must find 
to provide a pathway that we must 
follow in order to preclude the pos
sibility of the repetition of anything 
of this nature; and that deep under
current will be that of human service 
and sacrifice. It will wash away all 
agencies of selfishness and help us to 
make life worth while. Let us all 
unite on that; and I believe we can 
offer much in the development and 
evolution of that kind of a thought; 
so that in education as well as in 
business there shall be that ethical 
standard which respects the rights of 
those with whom we deal and which 
recognizes the coming of the dawn 
of a universal brotherhood.

John D. Shoop.

If Your Store Should Bum To-night.
The Association of Credit Men has 

issued to retailers the following ex
cellent reminder of their obligations 
under their insurance policies:
If Your Store Should Burn Up To- 

Night, Where Would Your 
Business Be?

Your credit is what makes it pos
sible for you to conduct a successful 
business. This is not a new fact—it 
is a common saying and a true say- 
ing.

Your credit will be stronger and

better in every market where you buy 
goods if your financial statements 
given to commercial agencies show 
that you have adequate fire insurance 
on your merchandise. It is presumed 
that you have some fire insurance, but 
here are some questions it will pay 
you to consider well, because there 
is always a chance that your place 
of business may burn up during the 
night and cause you a serious if not 
fatal loss:

1. Is your fire insurance equal to 
at least 80 per cent, of the stock on 
hand? It should be.

2. How do you know it is?
3. Do you take inventory at least 

once a year? This is positively neces
sary.

4. How do you determine value of 
stock on hand at any other time? 
With annual inventory at cost prices 
plus freight as a basis, it can be esti
mated, twelve or twenty-four times— 
even oftener—each year. There is a 
simple way of doing this. Do you 
know how?

5. If you have the co-insurance 
clause on your policies, do you know 
just what effect it has on your risk? 
Are you aware of the fact that in case 
of partial loss, you have to share 
your stipulated percentage and that 
the insurance company will not pay 
the full claim for damage unless you 
carry policies equal to or more than 
the stated per cent, mentioned in the 
co-insurance clause?

6. Are your inventory records, 
your books of accounts and your in
voices of purchases for at least a year 
back kept in fireproof safe or vault? 
They certainly ought to be. The in
surance companies are ready to be 
fair in adjusting a loss—but they must 
be shown what you claim the loss 
to be.

7. Do you realize that you can 
have your rate reduced if you will 
make certain important improvements 
in your premises—water barrels and 
buckets, hand extinguishers, metal 
trash cans and packing material 
boxes, electric wiring in conduits, 
windows without broken glass, ele
vator traps, sprinkler systems—and 
perhaps even more important still if 
you never permit any rubbish, paper 
or old rags or kindling or paints or 
oils, to accumulate?

8. Do you realize your insurance 
policies are definite contracts, and 
that you are bound thereby?

These are pertinent questions and 
deserve your careful answers. It will 
pay you to take these questions to 
your local insurance agent and dis
cuss them with him. If he cannot 
satisfy you completely, the insurance 
department of this Association will 
gladly furnish you the information. 
We will welcome any enquiries of 
this kind.

Veit Manufacturing Co.
Manufacturer of

Bank, Library, Office and Public Building Furniture 
Cabinet Work, High Grade Trim, Store Furniture 

Bronze Work, Marble & Tile
Grand Rapids, Michigan

T H E

' O L D  
N A T I O N A L  
,  B A N K  ^

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

177 MONROE AVE.

Complete 
Banking Service

Travelers' Cheques 
Letters of Credit 
Foreign Drafts 

Safety Deposit Vaults 
Savings Department 

Commercial Department

Our 3 ^  Per Cent
Savings Certificates are a 

desirable investment

Strength of 
Preferred Stocks

of Public Utilities Companies 
d e p e n d s  upon five safe
guards.
What these safe-guards are, 
and how they apply to the 
preferred stock of the Con
sumers Powe r  Company 
(Michigan) is explained for 
those who send for our cir
cular No. R-81.

Hodenpyl, Hardy & Co.
Incorporated

Securities fo r Investm ent

14 Wall St., New York
First National Bank Building, Chicago

Fourth National Bank
United States Depositary

Savings Deposits

Commercial Deposits

3
Per Cent Interest Paid on 

Savings Deposits 
Compounded Semi-Annually

3'A
Per Cent Interest Paid on 

Certificates of Deposit 
Left One Year

Capital Stock and Surplus

$580,000

WM. H. ANDERSO N. President 
L. Z. CAUKIN, Cashier

JOHN W . BLODGETT. Vice President 
J. C. BISHOP, Assistant Cashier
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LEAKS AND LOSSES.

How an Upper Peninsula Merchant 
Treats Them.

If we had a barrel of vinegar 
in the store room which was leaking, 
when would we want to know about 
it, at once, or at the end of the year. 
How often should we ascertain our 
financial condition? The answer 
should be “often enough to prevent 
unnecessary losses and to have avail
able results so that we may know at 
any time where we are at.”

I trust, therefore, that when I speak 
of “financial condition” you will un
derstand me to mean an accurate 
statement of assets and liabilities. 
These assets to consist of those things 
which wull be converted into cash or 
which have a cash value to the busi
ness. Stock which has deteriorated 
or gone out of use or fashion is not 
a good asset; articles which have 
declined in value are not worth what 
they cost; goods of which there is an 
overstock are rarely worth cost; and 
so on as to stock. It must represent 
the equvalent of cash pr we are fool
ing ourselves. Unfortunately, we can 
fool ourselves more easily than wre 
can fool anyone else, so most stocks 
are overvalued.

One of the largest store leaks is 
the failure to turn the capital often. 
The average retailer is a poor buyer. 
It is claimed that fully 90 per cent 
of all retail stores overbuy. We 
should keep accurate records, through 
the use of duplicate sales slips, or 
other means, of all sales. We will 
not likely duplicate the mistake, even 
if we do not prevent it the first time. 
A wholesaler’s discount of 50 per 
cent, from list is a loss if the goods 
will not sell. We should not bpy for 
the extra discount alone, but for the 
profit.

I believe every employe in a retail 
store should be put on a merit basis. 
The clerk who is not able to sell 
goods at a profit is incompetent and 
unprofitable to any store. Keeping 
them is like letting the faucet remain 
open in the vinegar barrel—only it is 
profits and not vinegar which is leak
ing.

When a sale is made on credit and 
no record is made of it, we lose the 
profit we should make on the sale: 
the time wrhich has been invested in 
buying; the time invested in the sell
ing of the goods; the cost of the labor 
of handling the goods; the cost of 
keeping them on the shelves, and 
several other losses, including the 
big loss the carelessness will cause 
in other work.

It costs more money sometimes to 
keep incomplete records in an unsys
tematic way than it would cost to 
keep complete records in the right 
way.The book-keeping system should 
be adapted to the business and up-to- 
date. It should give the exact in
formation needed, as economically as 
possible.

The amount of money lost in the 
average store every year through mis
takes in figures is large. If we make 
a mistake in our figures we are sure 
to lose, whether it is against us or 
against the other fellow.

It is claimed by reliable authority 
that fully 75 per cent, of all retailers

figure profits on a basis which gives 
them from 3 per cent, to 8 per cent, 
less than they think they are getting, 
often figuring themselves out of any 
profit. This is one of the most vital 
ends of a business. What is the use 
of selling goods if profit, the whole 
purpose of selling, is lost in bad 
methods of figuring prices?

If we discount all our bills, the 
clean profit from this source alone 
amounts to a neat sum each year. If 
we do not take the discounts, we lose 
them, of course.

It costs from 5 to 10 cents to de
liver every order sold. If from ten 
to twenty mistakes are made every 
day in deliveries, a leak of many dol-

John I. Bellaire.

lars a year will result. T he loss in 
custom ers m ay increase the sum 
enorm ously.

W hen we hire a clerk we simply 
buy a certain  am ount of his tim e to  
be used as we direct. If we d irect 
w rong, o r the clerk w astes p a rt of 
his time, we lose. T im e can be w ast
ed in a thousand ways. M ost of these 
are under the contro l of the em ploy
er. M ost of the w aste of tim e is 
caused by bad m ethods contro lled  by 
ow ner o r m anager of the store.

W hen goods are m arked to  sell for 
a certain  price and it is necessary  for 
any reason to  cut a certain  per cent., 
the reduction from  the m arked price 
represen ts a loss. If  a cut is neces
sary  to  m ake goods sell, it is a loss 
due to  bad buying. I t  also produces 
an o th er loss by giving our custom ers 
the im pression th a t the original price 
allowed an enorm ous profit.

Some re ta ilers use too m uch space 
to  run a poorly  w orded and poorly 
arranged  announcem ent. A dvertis
ing, p roperly  directed, is one of the 
m ost productive expenditures of the 
m odern re ta il store, but m isdirected 
advertis ing  can be very w asteful or 
even harm ful.

W e can cut the cost of our store 
ligh ting  and increase its efficiency by 
studying the arrangem en ts of our 
lights. T he p roper ligh ting  pu ts ju st 
the am ount of ligh t w here it is need
ed.

In  some sto res a clerk has to  walk 
all over the  sto re  to  w ait on cus
tom ers. A p roper a rran g em en t of 
the stock can stop  a lo t of th is use
less w ork and loss of tim e to  the 
clerks. T h is tim e, which costs m oney, 
can be m ore profitably used. Goods

in a store should be placed in their 
proper places, so arranged where the 
customer who buys one item will see 
many others that he might need in 
the same line. This arrangement will 
save much walking for the clerks and 
help each kind of goods to sell them
selves.

Sales books, report blanks, office 
stationery, statement forms, blank 
books and pens, ink, pencils etc., cost 
a neat sum in a year. A big saving 
can be effected by the proper care and 
a leak is pretty apt to follow lax 
methods.

Goods which have to be delivered 
to customers and goods which are 
purchased by our farmer customers 
require care in wrapping and packing. 
Many dollars worth of goods are 
damaged or entirely spoiled by poor 
wrapping and poor packing. Money 
is wasted each year through the use 
of larger pieces of paper, paper sacks, 
boxes and twine than is necessary. 
Even in a small store the cost of 
wrapping paper, twine, paper bags 
etc., amounts to a neat sum each 
year. A careless employe can easily 
cut a big slice off the profits by 
wasteful use of these supplies.

Clerks working at small salaries 
are usually careless, inefficient and 
thoughtless. They will make enough 
mistakes any time, but when tired 
they make more. Unless they work 
under the direction of a system which 
makes their work pretty nearly me
chanical, and a close check is kept 
on their mistakes, they will likely 
do as much harm as good.

It is claimed a regular customer is 
worth from $10 to $50 a year to the 
average store. Some customers are 
worth a great deal more, and some 
a great deal less. It is very easy 
to drive customers away. Often it 
is hard to get them. It is easy to 
lose a big amount of money through 
careless handling of customers.

Some goods shrink in weight; oth
ers go out of fashion. These facts 
must be taken into consideration both 
in buying and in selling. Do not buy 
too much. Be sure the selling price 
covers the loss in shrinkage.

Be sure of collections—we must 
have accurate and complete records. 
The slow-pay customer may not re
mind us if we forget his bill. If he 
asks for a statement some day, when 
he has the money, and we can not 
give him the exact figures at once, 
then it is our fault if he spends the 
money for something else.

These leaks and losses suggested 
may apply to our own business. Some 
of them may cause only a little loss. 
Some may be swallowing about all 
the profits. We can not control the 
markets—the markets control us, but 
we can control our profits, however, 
and there is no excuse for our not 
doing so. We will get there safe and 
sound if we will regard the little 
dangers in business, but we are sure
ly pulling against the current with a 
broken oar when we try to make our 
clerks get full value by any method 
other than the most up-to-date.

John  I. Bellaire.

M any a good fellow has an excel
lent m em ory for faces and a poor 
m em ory for debts.

The Devil’s Best Friend.
I am aware that there is a prejudice 

against any man who manufacturers 
alcohol. I believe that from the time 
it issues from the coiled and poison
ous worms in the distillery until it 
empties into the jaws of death, dis
honor and crime, it demoralizes 
everybody that touches it—from its 
source to where it ends. I do not 
believe anybody can contemplate the 
object without being prejudiced 
against the liquor crime.

All we have to do, gentlemen, is to 
think of the wrecks on either bank of 
the stream—of deaths, of the suicides, 
of the insanity, of the ignorance, of 
the destitution, of the little children 
tugging at the faded and withered 
breasts of weeping and despairing 
mothers, of wives asking for bread, 
of the men of genius it has wrecked 
—the men struggling with imaginary 
serpents, produced by this devilish 
thing; and when you think of the 
jails, of the alms-houses, of the 
asylums, of the prisons, or the scaf
folds upon either bank. I do not 
wonder that every thoughtful man is 
prejudiced against this damned stuff 
called alcohol.

Intemperance cuts down youth in 
its vigor, manhood in its strength, old 
age in its weakness. It breaks the 
father’s heart, bereaves the doting 
mother, extinguishes natural' affec
tion, erases conjugal love, blots out 
filial attachment, blights parental 
hopes, brings down mourning age in 
sorrow to the grave. It produces 
weakness, not life. It makes wives 
widows; children, orphans, fathers, 
fiends—and all of them paupers and 
beggars. It feeds rheumatism, in
vites cholera, imports pestilence and 
embraces consumption. It covers the 
land with idleness, misery, crime. It 
fills your jails, supplies your aim- 
houses and demands your asylums. 
It engenders controversies, fosters 
quarrels and cherishes riots. It 
crowds your penintentiaries and fur
nishes victims for your scaffold. It 
is the life-blood of the gambler, the 
element of the burglar, the prop of 
the highwayman and the support of 
the midnight incendiary. It counten
ances the liar, respects the thief, es
teems the blasphemer. It violates 
obligation, reverences fraud and hon
ors infamy. It defames benevolence, 
hates love, scorns virtue and slanders 
innocence. It incites the father to 
butcher his helpless offspring, helps 
the husband to massacre his wife 
and the child to grind the parricidal 
ax. It burns up men, consumes wom
en, detests life, curses God, despises 
heaven. It suborns witnesses, nurses 
perjury, defiles the jury box and stains 
judicial ermine. It degrades the citi
zen, debases the legislator, dishonors 
the stateman and disarms the patriot. 
It brings shame, not honor; danger, 
not safety; despair, not hope; misery, 
not happiness, and with the malevo
lence of a fiend it calmly surveys its 
havoc. It poisons felicity, kills peace, 
ruins morals, blights confidence, slay9 

reputations and wipes out that and more. 
It murders the soul. It is the sum of all 
villianies, the father of all crimes, the 
mother of all abominations. The devil’s 
own best friend and God’s worst enemy.

Robert G. Ingersoll.
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M a k e  Y o u r  G r o c e r y  M o r e  
P r o f i t a b l e

If you will read these questions and answers, we shall be glad to show 

you how a complete National Cash Register will solve these troubles.

Do you always know that your cash is right?

You cannot know unless you have an accurate check 
on every cent that comes over your counter in exchange 
for goods.

Do you give goods away?

You do when you or your clerks “forget to charge” cus
tomers who buy on credit. In such cases the customers 
gets the goods and you get nothing.

Do you ever pay bills twice?

You surely do unless you keep a permanent record of 
every cent you pay out as a safeguard against mistakes.

Do you ever lose customers by billing them 

after they have already paid you?

You do if you depend on memory, or on an uncertain 
system, to see that customers get credit for the money 
they pay you.

A complete National Cash Register will help you—if you want to make more money; if you want 
to make your clerks more efficient; if you want to save yourself from worry and work; if you want
to get ahead.

More than 1,500,000 have been sold. 

And they pay for themselves as they go.

Write us on your letterhead for the little book, Hints to Grocers.

The National Cash Register Company, Dayton, Ohio
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Old-Time Butcher to His Son.
I often hear bu tchers kicking about 

the neighborhoods where they  are lo
cated. I t  is a com m on th ing  in the 
trade  to  hear a m arketm an declare 
th a t the only hindrances he finds to 
building up his trade are the class 
of people he has as custom ers and 
the o ther obstacles which the locality 
he is in th row s in the way of his suc
cess. U sually the butcher who does 
th is is located in a poor or m iddle 
grade locality, and believes th a t all 
would be easy sailing if he could only 
get w here there  is F ifth  avenue trade.

My boy, th a t’s all a lo t of bunk, li 
a neighborhood is weil populated, and 
there  are not too  many, m eat m arkets 
fighting to  serve the num ber of possi
ble custom ers w ithin the radius from 
which they draw  them , there ’s no rea 
son why a bu tcher should not be able 
to  build up a good and profitable busi
ness ju s t as quickly and as easily as 
he could w ere he located in any o ther 
place. B oiling the w hole situation 
down, th e re ’s ju st as much m oney to  
be m ade in F irs t avenue as there  is 
in F ifth  avenue—and don’t you fo r
ge t it, either.

T ake a case I happen to  know' of.' 
Up here w here I am th e re ’s one 
m ighty  poor section. R igh t in the 
cen ter of th a t section, and drawing 
his en tire  trade  from  it, is a butcher 
w ho has his m arket there  for over 
fifteen years. D uring  all this time, 
no t only has he m ade a com fortable 
living, bu t if he w ere to  re tire  to 
m orrow  he w ouldn’t have to  w orry  
about any th ing  a t all fo r the rest of 
his days. Show his location to  the 
average m an who is s ta rtin g  a new 
m arket and he would pass it up in 
d isgust, claim ing th a t there  was no 
chance of any success being won there. 
And. a t the first glance, you w ouldn’t 
blam e him for th inking that, either.

W h a t’s the answ er? Sim ply th is: 
it’s the  bu tcher who m akes the neigh
borhood, no t the ne ighborhood the 
butcher. T o  be successful the m ar
ketm an has sim ply to  conform  to the 
ne ighborhood’s requ irem ents: he has 
to  study its likes and dislikes: he has 
to  know  it th rough  and th rough. 
W hen  he does th is he know s the 
easiest lines of approach, and it is 
a long  these th a t success lies for him. 
I t  m akes no difference w hether the 
neighborhood  be high class o r low- 
class; w 'hether the  people you are 
dealing w ith are well to  do or poor, 
so long as an opportun ity  fo r a m ar
ket exists there  ju st so long  will a 
bu tcher be able to  build up a success
ful and profitable trade.

Few  butchers seem to  realize this 
—judg ing  from  the  way they  talk  at 
least. T he fact th a t Jim  Jones over

on the avenue has his custom ers come 
to him to  buy their m eat in lim ou
sines, doesn’t m ean th a t Jim  is m ak
ing any m ore profit than  Johnny  
Sm ith over on the river front, al
though the only lim ousines his cus
tom ers are acquainted w ith are the 
baby carriages th at they  leave in fron t 
of his m arket while they  are  inside 
buying. Jim  has to  w ait for his 
m oney wfith a smile on his face, us
ually on the w-rong side, for six 
m onths and a good m any tim es m ore: 
he has to  grease the palm  of the cook 
or the  butler, o r else the  m eat he is 
selling will suddenly develop every
th ing  w rong th a t could possibly hap
pen to  it: and his expenses are us
ually tr  ple w hat Joh n n ie ’s are, while 
his business does not by any m anner 
of m eans increase to  the same degree. 
And I ’ll bet righ t here th a t his m ar
gin is no better, and th a t he sw eats 
over his books a t the end of a m onth  
try in g  to  m ake both  ends m eet ju st 
as often as the  bu tcher dealing with 
the poorer class does.

O f course, Jim ’s m ethods are not 
the  same as Johnn ie’s. Jim  does the 
p roper th ing  to  hold his trade  as 
Johnnie  does to  hold his, but he’s 
bound by the sam e lim itations, no 
m ore and no less. T h ere ’s reason  why 
the la tte r  can’t build up his trade be
cause of the neghborhood he is in, 
until he has exhausted  the possib il
ities of his neighborhood, and I have 
as yet to  see a bu tcher th a t has been 
able to  do that.

O ne of the b iggest chains of m ar
kets in New Y ork had its s ta rt over 
on the E as t Side of th at city. T he 
b iggest individual m arket in New 
Y ork s ta rted  in the sam e place, and 
is still located there, draw ing  the m a
jo rity  of its trade  from  people who 
live in th a t section. In  fact, the m ost 
p rom inent and m ost successful m ar
kets in New Y ork have had their be

ginnings and their g reatest success 
in the poorer quarte rs of the city. 
T he fellows th a t sta rted  them , and 
who run them , don’t allow their 
neighborhoods to  b o th er them ; they 
know there  is business there, and they 
go out and get it. T he only tim e a 
bu tcher can a ttrib u te  his failure to 
the locality  he is in—th a t is, in so 
far as the class of trade  he deals with 
is concerned—is when the poorer peo
ple quit eating  m eat, and th a t time, 
I guess, will never come.

N ext tim e you hear a bu tcher k ick
ing about his neighborhood just do 
a little  th ink ing  over w hat I have said 
here.— B utchers’ Advocate.

Handling Meats Successfully and 
Profitably.

T his a subject th a t is not a small 
m atte r to  handle as it is a departm ent 
dependent upon volume to  a great 
extent. As one of our g rea t w riters 
of W ichita, Kan., once said in an a r
ticle in which he came to  the rescue 
of the m eat dealer of his city (no 
doubt they  m ay have been accused 
of charg ing  high prices) he had not 
yet d scovered any of them  using 
lim ousines nor ch arte rin g  Pullm an 
p arlo r cars to  take their vacations 
w ith. T here  is a g reat thought in this 
rem ark, one th a t is w orthy  of con
sideration.

T o  begin w ith we have a regular 
day each w’eek when we place our 
fresh m eat order. W e antic ipate  our 
w ants in th is line for about four or 
five days’ consum ption and if neces
sary  we place special orders in ad 
dition. If we run short of beef there 
is a m an in our locality  who will fu r
nish us w ith beef a t sho rt notice. W e 
have an understand ing  w ith him  th at 
he is to  furnish us for six m onths at 
a tim e a t a certain  price.

W e handle all kinds of fresh m eats 
th a t can be had. W e buy d irect from 
the packers and the best we can get, 
as we believe it is best for our cus
tom ers, as. they  feel and have m ore 
energy when they consum e good 
m eats. W e handle all kinds of dry 
sa lt m eats, bacon, hams, salt com 
pound and all kinds of canned m eats 
in tins and glasses. F o r bacon, hams 
and dry salt m eats, we anticipate our 
w ants about one week, so th is will 
e lim inate the shrinkage. F o r com 
pounds we an tic ipate  our w ants for 
one m onth, buying from  four to  five

tons a t a tim e and a t prices guaran 
teed against decline on any am ount 
we m ay take out a t any tim e during 
the th ir ty  days’ period.

W e handle all the sm all vegetables 
in the m arket, such as beans, peas, 
radishes, green onions—all k inds ot 
greens. Such articles as po ta toes and 
cabbage we handle in the g rocery  de
partm ent. W e believe the proper 
place for the m eat m arket is close 
to  the g rocery  departm ent.

W e have ju st placed an o rder for 
an electric m eat chopper, w ith vari
ous a ttachm en ts and we believe th is 
will prove to  be a very  good invest
m ent to  help us out on a little  p ro f
it. A m eat departm en t needs special 
a tten tion  to  put it on a pay ing  basis, 
but it a necessity w ith m ost com 
m issaries. I t  takes volum e to  m ake 
it pay as m ost of the goods in it are 
sold on a close m argin. But take the 
capital all in all invested if you pay 
stric t a tten tion  to  buying, selling  and 
the care of the stock, the departm ent 
will not show up as badly as you m ay 
expect. Of course, it looks as though 
there  was a big am ount of tim e over 
the am ount made. W e use the reg u 
lar m eat re frig e ra to r to  sto re  our 
m eats in, but we believe stro n g ly  in 
the up-to-date re frig e ra to r system  and 
th ink  of installing  a system  of this 
kind a t some fu ture time.

W e m ight also s ta te  th a t we buy 
quite an am ount of fresh pork  and 
m utton  from  the farm ers, as th is 
helps us to get considerable trade  from  
the farm ers. W e try  to  buy from  all 
of them , as ju st buying from  one p a rty  
in these lines w orks a hardsh ip  on 
others.

Sum m ing up the w hole m atter, you 
m ust pay a tten tion  to  the buying, sell
ing, stock and above all have a good 
m eat cu tte r and one th a t can m ake 
every cut count in a leg itim ate  way. 
No doubt some day some of the  g reat 
packing houses m ay conceive the idea 
of pu tting  up the steaks, roasts, stew 
m eats etc. in cartons the sam e as 
they put up sausage etc., and th is no 
doubt would help us out as we know  
th a t m eat cu tting  is an a rt no t m as te r
ed by every cutter. J. C. Z iegler.

B«U Phone MO Citz. Phone 2713

Lynch Bros. 
Special Sale Conductors

Expert Advertising—Expert Merchandising
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BEHIND the COUNTER
-  t  .  .  > 1

Make Yourself More Valuable to Your 
Employer.

You are the coming bussiness men 
of our country. To be successful as 
a business man, however, you must 
first be successful as a clerk.

The most successful business man 
is the man who can best serve the 
wants of the people.

In every branch of business you are 
dealing with people. A business man 
is no more or less than a servant of 
the people.

There is no business that puts you 
in contact with people like the gro
cery business.

If I had a hundred boys to educate 
for business men, no matter what par
ticular line I wanted them to follow,
I would start them in the grocery 
business.

Think of the wonderful success of 
Marshall Field and John Wanamaker. 
They were once clerks, the same as 
you are to-day.

To be successful business men you 
must know all about every branch of 
the business you are engaged in, and 
to glean that knowledge you must 
necessarily start at the bottom and 
work your way to the top.

The president of any corporation 
must be thoroughly conversant with 
every element of his business in order 
to be successful and gain the respect 
of his employes.

My advice to every young man is: 
Start at the bottom and work your 
way to the top.

Learn the business you are engag
ed in thoroughly. Don’t change your 
position for the sake of a dollar or two 
a week. The boy that is willing to 
quit one job and take another for the 
sake of a dollar or two a week will 
never get anywhere.

In most instances every time you 
take a new job you are starting all 
over again.

This is a handicap. Stick to one job 
and prosper.

Be loyal to your employer and be 
loyal to your fellow clerk, and ad
vancement will follow. It is Loyalty 
and Teamwork which win.

Successful merchandising is the art 
of getting the public to prefer spend
ing its money with you.

To effect this condition you must 
give the public the desired cause, and 
that cause is “Quality” and “Service.” 

Aside from Quality and Service, the 
strongest feature I know of to gain 
patronage is Courtesy. To be courte
ous you must possess an amiable dis
position.

Be obliging always. Show your 
customers that you are willing to put 
yourself out to favor them. Don’t 
approach a customer with the idea

of getting rid of her quickly. Be will
ing to entertain her.

Be prepared to suggest to her such 
items as will appeal to her desires.

If you are busy getting out orders 
for a certain delivery when a custom
er calls, or if she calls about the time 
you are going to lunch, don’t approach 
her as if she were a hindrance.

Unless you show her the same at
tention and offer her the same cour
tesy and consideration she demands 
and is entitled to, it would be better 
if you would let someone else wait 
on her.

Your salary is governed by the 
profit you make for your employer. 
If he doesn’t prosper you cannot suc
ceed.

Your employer’s profit is governed 
by the manner in which you serve 
your people.

In every transaction you make, con
sider your employer’s and your cus
tomer’s interests mutual. See that 
both profit.

Treat the business as if it were 
your own. Look upon each item in 
the store as money, and consider it 
your own money.

Be willing to do even more than 
you feel you are being paid for.

Remember: The man who doesn’t 
do any more than he is paid for never 
receives pay for any more than he 
does.

Curtail waste. When you see the 
bananas turning black, or the straw
berries decaying, make an extra ef
fort to dispose of them. Go to the 
boss and say to him, “Don’t you think 
we better make a special price on 
these bananas and a special price on 
these strawberries to get something 
out of them before they prove a 
total loss to us?”

Call up a restaurant or a hotel and 
see if you cannot sell them these 
goods for immediate use.

I have frequently noticed while 
standing in stores that the clerk while 
waiting on a customer is called to the 
telephone. He leaves the customet 
w’thout even excusing himself.

He goes to the telephone with his 
mind set on getting back to the cus
tomer in the store. This is a disad
vantage in two ways:

First: It is doing the customer in 
the store an injustice by keeping her 
waiting.

Second: He does not give the 
proper attention to the customer on 
the telephone.

If the lady on the phone says, “Send 
me 50 cents’ worth of sugar and a 
quart of beans,” he is glad because 
she doesn’t want more goods. That’s 
dead wrong.

By giving preference to telephone 
calls you encourage your people to

stay away from the store. You show 
the customers in your store that they 
can get better service over the phone 
than by coming to the store.

This is a disadvantage to your busi
ness because you know as well as I 
do that you can sell your customers 
more goods if they come to the store, 
because they see the things you have 
and are attracted by your displays. 
Therefore, you should encourage them 
to visit your store all you possibly 
can.

When talking to a customer over 
the phone, say to her, “Mrs. Smith, 
we have some very nice prunes. I 
would like to 'have you see them. 
Won’t you drop in when you are 
down this way?”

While it is an advantage to get 
your customers to come to your 
store, there are of course some who 
prefer ordering by phone, and you 
want that business and you can make 
it valuable.

In taking orders over the telephone 
you should not simply go to the phone 
with the idea of getting an order. You 
should have at your tongue’s end 
something special to suggest.

Always be pleasant to your cus
tomers, particularly on the telephone.

I suggest that you have a bulletin 
beside your telephone, listing various 
items you wish to feature 

We have a special slate you can use 
for this purpose, and will be glad to 
send you one free on request.

This bulletin should be changed 
every day or every other day.

When a customer phones in an or
der for 50 cents’ worth of sugar and 
a quart of beans, say to her, “Mrs. 
Smith, we have some very nice straw
berries.” If she orders a quart of 
strawberries, then say to her, “Have
you 'ever tried our --------  brand of
canned peas? They’re delicious.” 
(In suggesting these various art cles 
name one at a time!.

In view of the efforts mail order 
houses and soap clubs are making on

coffee and tea, you should especially 
feature these items.

You should be conversant with the 
customers who are not buying coffee 
and tea of you.

Consult each customer’s kccount 
and see what items she is not buying 
of you.

If Mrs. Jones is trading at your 
store but isn’t buying her coffee and 
tea, make an extra effort to sell her 
coffee and tea when taking her order.

Say to her, “Mrs. Jones, we are 
having lots of compliments on our
--------  coffee. I would like to send
you a pound. I know you would like 
it.”

If you suggest it in the right way, 
the chances are ten to one she will 
let you include a pound of your cof
fee.

It is especially important to show 
added courtesy and consideration to 
new customers. Whenever you see a 
strange face in the store, make an ex
tra effort to wait on her promptly 
and please her.

If she leceives better treatment at 
your store than at the store where 
she is accustomed to trading, you will 
get her business and thus make your 
services more valuable to your em
ployer.

Always remember: He profits most 
who serves best.

Last but not least: Practice econo
my. Save. No matter what amount 
of salary you draw, save a little of it. 
If you are drawing $10 a week, make 
it a point to lay away $1 for a rainy 
day.

You will be surprised how interest
ed you will become in your savings 
account and how rapidly it grows.

Tt is the continued practice of what 
I have cited to you that will make you 
more valuable to your employer and 
cause you to become a better busi
ness man. Paul Haserodt.

It is all well enough to begin at 
the beginning—unless you want to 
go up a river.

Wilmarth show cases and store fixtures in W est Michigan's biggest store -

In Show Cases and Store Fixtures 
Wilmarth is the best buy—bar none

Catalog—to merchants

W ilmarth Show  Case Company 
1542 Jefferson Avenue Grand Rapids, Mich.

M *  d e  In Gran d  R a p id s
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W h at Do W e D eem  of G reatest Im 
portance?

Written for the Tradesman.
T he W hipples, a m other and daugh

te r  who live to gether and whom  I 
have know n for som e years, recen t
ly m oved to  an o th er town. Since 1 
like them  and feel very  friendly to 
w ard them , I have been so rry— I can 
not say th a t I was g reatly  surprised 
—to learn th a t they left a g rocery  
bill of tw enty-four dollars, tw o years 
old, unpaid.

Mrs. W hipple and Stella are not 
dishonest. T hey  would not defraud 
anyone of a penny by deliberate in
tention. T here  is no th ing  of the dead 
beat or the adventuress about e ither 
one of them . T hey  are thoroughly  
nice women and both are church 
m em bers. All they  have is w hat Stella 
earns as a stenographer and a few 
dollars a m onth incom e which Mrs. 
W hipple receives from  a little  p ro p 
e rty  she ow ns in an o th er state , so 
their resources are very lim ited. As 
a rule they  pay th e ir bills prom ptly. 
I believe th a t th is account w ith the 
one grocer is the only indebtedness 
th ey  have failed to  m eet during  their 
residence in th is place. T he firm 
S tella was w ith w ent out of business, 
and it was a few weeks before she 
secured an o th er position. D uring  
th a t in terval they  g o t behind. T hey  
paid for all la te r purchases of this 
dealer, but never succeeded in dis
charg ing  the  debt incurred  while she 
was no t earning.

T hey  live in a quiet way, but still 
they  always ren t a nice apartm ent, 
dress well, and indulge in m any little  
en terta inm en ts and in occasional o u t
ings. W hy didn’t they  pay Mr. H al- 
loran his m oney?

T hey  m ight have done it. T hey 
could have cut out a few good times. 
T hey  could have saved on their 
clo thes and hats and still have been 
perfectly  presentable. As Mrs. W h ip 
ple is very handy w ith her needle, 
she could have learned th a t small 
am ount of m oney in a sh o rt time, 
sew ing for acquain tances who would 
have been glad to  secure her help. 
H er ligh t housekeeping leaves her 
m any hours of leisure. She does 
quantities of crochet w ork for her 
own and S tella’s under w ear and to  
own and S te lla’s underw ear and to 
the  skill in her fingers in to  a little  
ready cash?

T he only reason why the W hipples 
have n e ither saved no r earned  in 
some such w ays as those  spoken of, 
is because paying th a t old bill did 
no t seem to  them  of sufficient im por
tance to  m ake necessary  any change 
in their habits, o r the  sacrifice of ac
custom ed pleasures. T hey  could have 
paid had they  really  cared to, but the

little  p leasant th ings seem ed to them  
m ore essential. If  they  w ere to  get 
a windfall of five hundred o r even of 
fifty dollars, they  would w rite  a check 
for Mr. H allo ran  a t once. B ut they  
can no t bring  them selves to  save 
nickels and dimes for the  sake of pay
ing him.

W h at do we regard  as the im por
tan t th ings in life? T his question is 
old as the hills, bu t if we stop  and 
consider it we are likely to  find su r
prising  answ ers. M ost of us, if we 
were asked it, would reply  readily, 
nam ing the th ings th a t we th ink  ought 
to  be regarded  m ost essential, as 
honesty  and uprightness, devotion to  
one’s family, and the like. O ur th e 
ory  would be faultless. T ru st us to 
ra ttle  off a h igh-sounding  s trin g  of 
virtues. B ut our practice m ay be 
vastly  different from  our theory.

As I sit w riting  and look a t the 
houses w here live som e of the wom en 
I know, I apply the  question. In  th at 
g ray  tw o-sto ry  house on the corner, 
w hat does the m istress there  con
sider m ost im portan t?  C andor com 
pels one to  answ er, “T he eats.” A fter 
the elem entary  m orals, appetizing  
v ictuals rank  every th ing  else a t th at 
place. H ealth , digestion, reading, re 
creation, self-im provem ent—all are 
sacrificed to  high living.

Do you see th a t little  green  bunga
low there on the south side in the 
m iddle of the block, w ith everyth ing 
around it so spick and span? N eat
ness and order are th a t w om an’s 
hobbies. U nceasing  toil w ith dust 
m op and scrubbing brush, and no real 
com fort fo r anyone.

T he wom an who lives next door to 
the green bungalow  puts clothes ahead 
of every th ing  else. No m atte r how 
slim the fare, no m atte r w hat else has 
to  be gone w ithout, she and h e r fam 
ily alw ays are dressed  in the  extrem e 
of fashion. She sits up n ights to  sew 
a n d 'p rac tices  all m anner of w retched 
little  econom ies in o rder to  achieve 
her one g reat desire.

V ery different is the wom an living 
in the  brow n co ttage ju s t across the 
street. She is so anxious to  lay up 
m oney th a t she begrudges every dol
lar spent for new apparel. H e r hus
band and sons—the la tte r  now nearly 
grow n—are co nstan tly  hum iliated by 
her shabby appearance. H e r teeth  
have been in dreadful shape for years, 
but she is too  saving—stingy, m any 
call it— to have dental w ork done. 
Y et her bank account grow s am az
ingly.

Off in an o th er direction  I see a lit
tle w hite house w here an only child, 
a p re tty  girl of 16, is the m o th e r’s 
idol. Lucile m ust have every th ing  
th a t do ting ly  unwise fondness can 
th ink  of. T he husband’s earnings are

spent freely  fo r luxuries for the 
daughter. “D ad’s” m ission in life is 
to  b ring  hom e pay checks. A nything 
is good enough for “ D ad” and “M oth
e r”—n oth ing  is quite good enough 
for Lucile. As m ight be expected, 
the  young lady is badly spoiled and 
ex trem ely  selfish.

In  an e legan tly  furnished suite in 
a fine apartm en t house a few blocks 
away, live a young couple whose sole 
aim is to  be in the swim of fashion
able society. As it happens, while 
m any of th e ir friends are w ealthy, 
they  have n o th in g  but the young 
m an’s salary, and th is is no t large. 
T hey  are under a co nstan t stra in  to  
pu t up a front. D ebts are accum u
lating, yet they  can no t bear to  give 
up the mode of life which they  fool
ishly have begun. T hey  are not yet 
ready to  abandon the struggle.

W e m ust not condem n any of these 
too  severely. T he persons m ention
ed are sim ply exam ples of a tendency 
—very hum an and so com m on th a t 
no one of us is en tirely  free from  it 
—th a t of m aking some one aim  or 
hobby the g reat end of life, to the 
neglect o f o th er th ings th a t are equal
ly essential.

I t  is a good plan occasionally to 
ask ourselves w hat are the th ings 
which we deem really  im portant. 
H ow  shall we know  w hat these are? 
By tw o unfailing  tests. W h at we 
spend our m oney for freely, and w hat 
we alw ays find tim e to  do, we may 
be sure we regard  as genuinely im 
p o rtan t. W e are apt to  th ink  we can 
afford w hat we w ant very  badly. 
Fam ilies having the sam e incom e will

Just a Delightful Change 
of Flavor is

MAPLEINE
It reveals a taste which sur

prises all novices. Sell MA
PLEINE. It will improve your 
business—it will create de
mand.

Order from
Louis Hilfer Co.

1503 Peoples Life Bide. 
Chicago, III.

CRESCENT MFG. CO. 
Seattle, Wash.

ECZEMA also 
EXTERNAL CANCER

Treated by methods that make results we 
promise before you pay. Eczema cases may be 
treated by our method a t home when you know 
our hot compress system .

PU R IT A N  IN S T IT U T E . Incorporated  
77 Sheldon A ve. G rand Rapids, M ichigan

Mr. Flour Merchant:
You can own and control your 

flour trade. Make each clerk a 
“salesman” instead of an “order 
taker.”

Write us to-day for exclusive 
sale proposition covering y o u r  
market for

Purity Patent 
Flour

We mill strictly choice Michigan 
wheat, properly blended, to produce a 
satisfactory all purpose family flour.

GRAND RAPIDS GRAIN &  
MILLING CO.,

Grand Rapids, Michigan

Boston Breakfast 
Blend

-Splendid Quality 
at a

Moderate Price

Judson Grocer Co.
T h e  P u r e  F o o d s  H o u s e

G R A N D  RAPIDS, MICHIGAN
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show  the  w idest difference in expendi
tures. T o  one w om an a fifteen dollar 
ha t would be an extravagance not 
to  be th o u g h t of. T o  another, no 
richer, it is sim ply a necessary  item  
of the  w ardrobe. T o  the  person of 
parsim onious inclination, w hat he or 
she m ay be w illing to  do w ithout in 
o rder to  save m oney, m ay be the test 
of w hat is considered im portant.

T he m oral of all th is is p lain—so 
obvious th a t it scarcely needs to  be 
poin ted  out. I t  is th a t when we put 
excessive em phasis on one thing, we 
are  sure n o t only to  overdo that, but 
to  fall sh o rt on o th er th ings th a t are 
ju s t as necessary. Q uite  a num ber 
of duties have claim s on us th a t are 
p ractically  equal. T h e  problem  is— 
and it is no sm all problem —so to  a r
range our schem e of living th a t we 
can, under all o rd inary  circum stances, 
keep o u r bills paid and give ju st 
enough and no t too  m uch a tten tion  
to  such th ings as cooking and clothes 
and neatness and savings accounts 
and even to  so precious an object of 
devotion as an only daughter.

Quillo.

Increasing the Efficiency of Clerks.
I do no t know  any place w here the 

Golden Rule will b ring  g rea te r  re 
tu rn s than  w hen applied by the m er
chan t to  his sales force.

T h e  m erchan t should rem em ber 
th a t his sales force is m ade up of 
m en and wom en, hum an beings, fine
ly woven to g eth e r w ith a se t of high 
tension  nerves, ad justed  by the  hand 
of the C reator, and he should n o t fail 
to  rem em ber th a t enthusiasm  is the 
electrical cu rren t which supplies the 
pulling  pow er of this hum an m echan
ism. I t  is all very  m uch like the 
electric b a tte ry  in your autom obile. 
Y ou m ust continually  recharge the 
b a tte ry  if you expect the engine to  
s ta r t  w hen you press the bu tton . If  
you are continually  draw ing off the 
cu rren t and fail to  recharge, sooner 
o r la te r you will find you have a 
w eak b a tte ry  w hich will no t respond 
w hen you p ress the  button .

W hen  the m erchan t com es in to  the  
s to re  in the m orn ing  w ith a well- 
developed grouch and fails to  g reet 
the sales force w ith a p leasan t good 
m orning, he draw s off ju s t a little  
of the cu rren t of enthusiasm . P ro 
ceed down the line and reprim and 
before the  en tire  crew  one w ho has 
m ade a  m istake and you draw  off 
m ore cu rren t; fail to  give praise 
w here praise is due and you fail to 
recharge the  ba tte ry . T he  very best 
recharg ing  m achine on earth  for th is 
hum an b a tte ry  in the sales force is a 
cheerful, kind, good-natured  m er
chant—one w ho believes in and prac
tices the  g rea t fa therhood  of God 
and b ro th erh o o d  of man.

W hen  the  inven tory  is over and 
the  balance sheet is out, and the 
show ing m ade is good, tell your crew 
about it. L e t them  know  and feel 
th a t they  have helped to  m ake it so 
and th a t because they  m ade last year 
good you have reason to  expect and 
to  know  th a t they  will bend every 
effort to  m ake th is year b e tte r. Pin 
your flower on them  on th is side of 
the grave. M ake each feel th a t he 
o r  she is a p art—an im p ortan t p a rt 
of the  sto re  m achinery; th a t you are

depending on him  to  do his p a rt 
when the wheel tu rn  round  to  his 
cog, and he is sure to  respond well, 
if you have used care and good sense 
in selecting the raw  m aterial.

W hen goods are to  be bought, con
sult the sales force in the departm ent 
expected to  deliver the  goods. In 
th is you will in ject in to  them  th a t 
quality of enthusiasm  w hich is very 
necessary  in the selling end. If  it 
should happen, and it m ost surely 
will, th a t when your clerk is try ing  
to  m ake a sale, you pass along  and 
the custom er appeals to  you for a 
low er price, never change the price 
m ade by the clerk, a t least do no t do 
it then. T o  do so in jures the cus
to m er’s confidence in the clerk as 
well as the entire  store  system . I t  
in jures your own influence w ith the 
clerk, and can only c reate  m ore 
troubles along th is line which sooner 
o r la te r m ust be elim inated o r the 
confidence of your trade  in your en
tire  store  crew  is ruined and reduces 
the  usefulness of your clerks to  the 
minim um.

On the  o th er hand, w hen so ap
pealed to  for a b e tte r  price than  th a t 
m ade by the  clerk, let your reply  be 
th a t the price named, w hich is show n 
on the article  in figures so plain th a t 
“the w ayfaring  m an although  a fool 
need no t e rr there in ,” is w hat you 
th ink  the article  is w orth ; otherw ise 
it w ould show  a different figure and 
th a t the clerk has ju s t the sam e righ t 
to  change it th a t you have, and th a t 
you th ink  the price is righ t no t only 
for him  but for anyone caring  to  m ake 
a purchase.

T his reply  will recharge the clerk 
w ith enthusiasm  for the confidence 
in him  shown, and confidence fo r the 
custom er in the clerk, in the m ana
ger and the en tire  s to re  system , for 
the custom er is sure to  th ink  it is 
righ t, sim ply fo r the  reason th a t it is 
righ t.

In  conclusion, I w ould sum  the en
tire  m atte r of increasing  the efficiency 
of your sales force in these few 
w ords: Give y our sales force exactly  
the sam e trea tm en t you would like 
to  have from  your superio r officer 
under the sam e conditions, and you 
are sure to  increase your business.

C. C. Jackson.

Dealers in Bad Food Cannot Be Citi
zens.

Citizenship was denied recen tly  in 
Chicago to  tw o m en w ho had been 
convicted of v io la ting  the pure food 
laws. Judge R ogers held th a t by their 
offenses the applicants had proved 
them selves to  be undesirable. T hey  
had not only acted co n tra ry  to  good 
m orals, he poin ted  out, but had en
dangered  public health  as well. The 
applicants re jected  are M orris Bress- 
ler and Joseph  Gratz. B ressler was 
convicted in January , 1915, of selling 
ro tten  eggs for food purposes. He 
was fined $200 and costs. In  the last 
six years G ratz was twice convicted 
of selling unw holesom e m eat to  poor 
people in his neighborhood.

“T he law of the U nited  S ta tes,” 
said Judge  R ogers, “requires th a t 
persons be of good m oral character 
before they  receive the high tribu te  
of citizenship. In  bo th  of these cases 
the  applicants are not deserving of

citizenshio, as they  have during  the 
last five years no t only behaved in a 
m anner co n tra ry  to  good m orals but 
also endangered  the health  of the 
com m unity by selling p roducts unfit 
for food.”

A t a fo rm er session of na tu ra liza
tion court B ressler and G ratz were 
called for final exam ination  on their 
qualifications, but their cases were 
continued, pending an investigation  
into their records. W hen Judge 
R ogers denounced them  as unfit for 
citizenship B ressler accepted the 
co u rt’s decision w ithout dem ur, but 
G ratz tried  to  m ake an “explanation .” 
Judge R o gers’ sharp  questioning 
forced adm issions from  G ratz th a t he 
had been found guilty  by a ju ry  and 
th a t fines had been im posed upon him.

T he pa tien t seldom  know s anyth ing  
about the m edicine the doctor gives 
him —and often the doctor doesn’t, 
either.

M an w an ts but little  here  below, 
but a wom an w ants every th ing  a little  
below its cost.

The Reputation and Standing of

Walter Baker & Co.’s 
Cocoa and Chocolate 

Preparations
Have been built up by 
years of fair dealing, of 
honest manufacturing, 
an unwavering policy 
of m a in ta in in g  th e  
h ig h  q u a l i t y  of the 
goods and by exten
sive a n d  p e r s i s t e n t  
advertising.
This m e a n s  fo r  th e  
grocer a  steady and 
in c r e a s in g  demand 

from satisfied customers, in the long

The genuine Baker's Cocoa and Baker s 
Chocolate have this trade-mark on 

the •package and are made only by

WALTER BAKER & CO. Ltd.
Established 1730 Dorchester, Mass.

w hom  insom nia keeps aw ake

For Sale by 
All Wholesale 

Druggists

B r e w i n g  C o .
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Detroit; H. L. Williams, Howell; C. J. 
Chandler, Detroit.

Checking the Bet on the Egg Mar. 
ket.

E ggs were too  h igh—everbody had 
th a t se ttled  conviction.

And the worst feature of the situa
tion was that prices were constantly 
creeping up day after day. They had 
been cheap—relatively dirt cheap—at 
the beginning of the season. Their 
cheapness, coupled with the fact that 
they were all fresh and good, had 
stimulated a tremendous consump
tion, and that could have but one re
sult on the market when the time 
came for the big movement into stor
age. From $5.40 per case the market 
had crawled up to $6.80 on ’change to
day for spot delivery of round lots.

By the middle of the afternoon sell
ers were asking 5@7J^c per case 
above the closing figures posted on 
’change at the end of the day’s ses
sion, which was dominated by the 
bullish element among the trade.

A regu lar procession of m essenger 
boys had been filing in »and out of 
N ast, H a ig  & Co.’s place all day. 
T elegram s! H eaps of them  lay on 
“ H en’s” desk. Some of them  w ere un 
opened. M ost of them  w ere unan
swered.

W h at was the use? P len ty  of eggs 
were available, but values and prices 
had becom e so estranged  th a t it seem 
ed im possible to  get buyers and sell
ers together.

“Can you buy 4,000 cases storage- 
packed firsts, six-fifty? If so, close 
trade; wire promptly!” ran a telegram 
that came at 4:15 from a Philadelphia 
customer. “Hen” tossed the message 
on the end of his desk where a healthy 
bunch of similar wires were lying 
that had come during the day from 
various Eastern firms, all wanting 
eggs, but below the market! Per con
tra, asking prices at country points 
were as high as in the big markets.

“ R aw ” H aig  (his first nam e was 
R aw son) walked in from  the  s tree t 
w ith a springy step, w histling  like a 
school boy.

“Ju s t bough t tw o cars a t six-eighty- 
five,” he chirped.

“Sell ’em quick,” snorted  “ H en.”
“Sell ’em! Man alive! I ’m looking 

a t a couple m ore cars a t six-eighty- 
five,” R aw ’’ sho t back with a look of 
surprise.

“ H en ” reached for o cigar and ligh t
ed it nervously.

“T old  you we b e tte r grab  of? a 
hundred thousand or so cases around

six-seventy-five,” “ R aw ” continued, 
as he scribbled a m em orandum  of his 
purchase and handed it to  the book
keeper.

“ H en ” was s ittin g  sphinx-like and 
said no t a w ord for a few m inutes. 
Slowly he arose from  his desk, w alk
ed to  the  closet, put on his coat and 
ha t as punctilliously as if he were, 
heading for a reception  in his honor.

“ Raw ,” he began as he tu rned  fac
ing his partner, “ I ’m going  to  check 
th is bet on the egg  m arket— I ’ll beat 
this bull crow d into a corner to -m or
row. D on’t ask me now how  we’ll 
do it— I haven’t tim e to  go into de
tails. I ’m go ing  hom e to  have a good 
n ig h t’s sleep. I w ant you to  do the 
same. M eet me here a t 7 o ’clock 
sharp  in the m orning—rain or shine 
—7 o’clock.” T he last w ords were 
spoken as “ H en” passed th rough  the 
door to  the  street. So suddenly, so 
quietly had he gone, it a lm ost seem 
ed he had vanished into thin air.

“ I w onder w hat the devil he has 
up his sleeve now ,” “ R aw ” m used as 
he glanced nonchalan tly  tow ards the 
book-keeper.

“ I fear Mr. N ast is go ing  to  w orry  
him self sick,” re tu rn ed  the accountant. 
“H e is very pale, and hasn’t had a bite 
of lunch all day,” he w ent on in ex
planation  of his fear th a t the re 
sourceful old boss was on the eve of 
d ragging  down som e dire calam ity 
upon his head, long since bald from  
w orry ing  over eggs.

II.
Precisely a t 7 o’clock the next 

m orning the tw o m em bers of the firm 
exchanged greetings as they  came 
into the  office. “ R aw ” was w histling  
and cheerful. A pparen tly  he had car
ried out instructions and had go tten  
a good n igh t’s sleep. On the con
trary , “ H en ” still w ore a half-w orried  
look. H e seemed w eighted  down as 
though A tlas m ight have tired  of his 
load and suddenly shifted the  well 
know n globe on to  “ H en ’s shoulders. 
H ow  typical of m en d irecting  big 
events! '

W ires! T hey  w ere still com ing 
galore—sellers all asking m ore 
m oney for eggs, and buyers slow  to 
follow  the advance, as for the past 
few days.

“ ‘Raw,’ w e’re going to  bust th is 
egg m arket to -day ,” “ H en ” b lurted  
out.

“B ust it—how ?” “ R aw ” grunted.
“Sell ’em blind— sell ’em b lind !” 

“ H en” sho t back as he banged his 
desk w ith his clenched fist to  em 
phasize th a t the m om ent had arrived  
for action. “W e’ll get out fo rty  o r 
fifty w ires righ t now to  the E ast, of
fering  ten to  tw en ty  cars of sto rage 
firsts for fu ture delivery a t six-and- 
a-half. T he first th ing  w e’ve go t to

do is to  th row  a scare in to  New York, 
Philadelphia and B oston, and the only 
way to  do it is to  discount the fu ture 
m arket. T hose  E aste rn  fellows will 
re lay  th is dope back to  every W estern  
sh ipper before noon. T h a t will tu rn  
the  trick .” “ H en” stopped sharp ly  
and gazed a t “R aw .”

“Y ou’re no t well to-day—you be t
te r  go hom e and rest, and if you 
don’t feel b e tte r  by to-m orrow , call 
a doc tor,” “ R aw ” ven tured  cautious
ly, fo r he was beginning to  feel ap
prehensive  over “ H en ’s” s ta te  of 
health.

T here  was no response, but “ H en” 
was a lready  carry ing  out his plan of 
action by w riting  a telegram . W hen 
he had finished he handed it to  “ Raw,” 
then  grabbed  a blank sheet and be
gan m aking up a list of people to

Uae Half aa Much

Champion M otor Oil
as of other Oil 

GRAND RAPIDS OIL CO.

Watson-Higgins 
Milling Co.

Merchant Millers 

Grand Rapids, Michigan

Owned by Merchants

Grand Rapids 
Store Fixture Co., Inc.

Better equipped than ever to 
“outfit” your store with new or 
used floor or wall cases, scales, 
cash registers, coffee mills, refrig
erators and soda fountain supplies.

The Place, 7 Ionia Ave., N . W .

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

Color and one that compliea with the 
pure food lawa of every State and of 
the United State«.

Manufactured by Well» & Richardaon Co. 
Burlington, Vt.
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Products Sold Only 
by Merchants

Brands Recommended 
by Merchants

Rea & Witzig
PRODUCE
COMMISSION
MERCHANTS

104-106 West Market St. 
Buffalo, Ñ. Y.

Established 1873

Live Poultry in excellent de
mand at market prices. Can 
handle large shipments to ad
vantage. Fresh Eggs in good de
mand at market prices.

Fancy creamery butter and 
good dairy selling at full quota
tions. Common plenty and dull.

Send for our weekly price cur
rent or wire for special quota
tions.

Refer you to the People’s Bank 
of Buffalo, all Commercial Agen
cies and to hundreds of shippers 
everywhere.

SEND US ORDERS
ALL KINDS FIELD SEEDS

Medium, Mammoth, Alsyke, Alfalfa Clover, Timothy, Peas, Beans

Both Phones 1217 MOSELEY BROTHERS Grand Rapids, Mich.

The Vinkemulder Company
Jobbers and Shippers of 

Everything in

Fruits and Produce

Grand Rapids, Mich.
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whom  the w ire was to  be sent. H e 
never w rote  so fast before.

“G reat jum ping Jeho so p h a t!” “R aw ’ 
shouted ; “you’re going to  land us on 
the scrap  heap. Do you realize, ‘H en ,’ 
we stand to  lose $150,000 on th a t offer 
to  fifty firms? T h ey ’re all sure to 
come back and take us up a t th is low 
price—six-fifty a case—m y—m y—it’ll 
break  us,” he stam m ered  as he m op
ped the cold persp ira tion  from  his 
brow.

“ H en ” ran g  for a m essenger. H e 
folded up the w ire which his parner 
had re tu rn ed  w ith a trem bling  hand, 
put the m essage and list into an e n 
velope and dropped it in to  the ac
custom ed box outside the railing.

T u rn in g  to  “Raw,” “H en ” observed 
he was shaking like an aspen leaf.

“ Be calm, young  m an— I don’t care 
if every m o th er’s son of them  comes 
back and takes every egg offered, 
which I ’m sure they  w on’t do—they 
w on’t dare do it—we can buy in m ore 
than  enough to  fill our con tracts be
fore tim e for delivery. I ’m specify
ing Septem ber to  D ecem ber at our 
option. You see how th is m arket is 
going. R igh t now th e re ’s no top to 
it. L a ter on th e re ’s go ing to  be no 
bottom . P roduction  is the heaviest 
ever known. I t ’s high tim e som ebody 
took the b its in his tee th  and brough t 
the trad e  to  their senses. All these 
high-priced  eggs have go t to  come 
out of the coolers and be sold later, 
and unless they  can be put in a t a 
price th a t will allow them  to  be taken 
out a t a profit, we’ll get on the sho rt 
side of the m arket. T h a t’s w here the 
profit lies,” he finished abruptly , and 
sat down.

“B ut th a t’s n o th ing  m ore nor less 
than  crazy  speculation,” stam m ered 
“Raw .” “W e sim ply can’t afford to 
take such a chance, ‘H en.’ ”

“ C razy speculation! I ’d like to 
know  how speculation could be m ore 
crazy  th a t it is now running,” “ H en” 
re tu rned . “H ere  we are try in g  to  
buy eggs for m ore than  we can sell 
them . T h e re ’s a m ortgage now adays 
on every egg before it is laid, and a 
dozen buyers are chasing every fa rm 
er for w hatever he has to  offer. N o
body, no t even the farm er, benefits 
in the long  ru n  from  th is practice. 
T he m ost we've done for the  past 
week o r tw o is to  help put W estern  
U nion on a 10 per cent, basis. T he 
trouble  is th e re ’s only one elem ent at 
w ork  in the en tire  m arket—the bulls. 
If eggs w ere selling a t $30 a case it 
w ouldn’t add a dozen to  the possible 
production . W h at we need to  even 
ups our chances to  m ake som e m oney 
is to  get prices back in line w ith val
ues,” he explained in a softe r tone of 
voice, for “ H en ’s” face was ligh ting  
up w ith a smile.

“W ell, you can have your fling a t 
break ing  the  m arket. I  don’t w ant 
any of th is sh o rt selling or price- 
cu tting  in mine. As soon as the book
keeper com es in I am going  to  have 
him  figure up m y account, and R aw son 
H aig  will draw  out his in te res t in the 
firm th is m orning. I  ha te  to  do it, 
‘H en,’ bu t m y m ind is m ade up and 
I ’m n o t go ing to  change it.”

“R aw ” grinned a sickly sm ile as 
he w altzed ou t of the  office, leaving 
“H en ” seated  a t his desk opening a

stack of fresh w ires which a m es
senger had ju st handed him.

I I I .
I t  was early in O ctober when “H en” 

re tu rned  from  his vacation. M ost 
people w ere no t back on the job— 
th at is, those  who had jobs to  which 
they m ight re tu rn . T his is by way of 
saying th a t business conditions were 
no t a t their best, and quite a few 
people were runn ing  unattached.

Incidentally , consum ption of s to r
age eggs was slightly  below  par. 
Somehow, the production  of fresh 
eggs had kept pace fairly  well w ith 
consum ption—neither was brisk, so it 
was a stand off. M oreover, the la test 
w arehouse rep o rt show ed a ra ft of 
eggs—a few m ore than  the previous 
year’s big holdings. W h at made 
m atters w orse was the fact th a t 
w ithdraw als from  coolers were being 
handled in obedience to  th a t biblical 
in junction which declares it is m ore 
blessed to  give than  to  receive!

“H en ” was fully recuperated  from  
the strenuous round of financing he 
had encountered  som e tim e before. 
H ow  he ever stood the  jibes and 
th ru sts  of p re tty  nearly  everybody in 
the trad e—aye, how he ever held his 
own p artn e r in line—I don’t a ttem pt 
to  explain.

T he point is, he had survived. And 
to-day he was ligh t spirited. I t  was 
he th a t was doing the  m erry-m aking 
—he walked from  the sta tion  to  his. 
office w histling, although  he hadn’t 
heard  a w ord about eggs while away.

“O ur P ittsb u rg h  friends w ant to  
settle  on those tw enty  cars. T here  
were tw o long-distance calls from  
New Y ork yesterday. T h ey ’re all 
ask ing  how  much we w ant to  let 
them  off,” “R aw ” began w hen his 
p a rtn e r en tered  the office a fte r his re 
turn.

“T hey  w ant to  settle, do they? 
H ow  much profit have we?” “ H en” 
smilled.

“There’s 50 cents on twenty cars, 
and 60 cents on twenty more to Ben
ton and to Riley. P. Rock wired from 
Kansas saying he is coming to see us.
I th in k  we b e tte r begin se ttling  w ith 
them  all, don’t you?” “R aw ” queried.

“W henever th ey ’re ready to  lay 
down, ‘R aw ,’ let ’em cash in. W e’ll 
have enough profits on the season to  
tide us over.” I t  was “ H en ’s” way, 
for he never w anted  to  p ress anyone 
beyond w hat he considered a sp o r t
ing lim it. “T hey  all figured they  were 
buying eggs—and they did buy real 
eggs, too, if they  w ant them . But 
w hat they  w ere doing last A pril was 
buying on the fu ture m arket. T hey  
put the bet up to  me, and I checked 
it. T hey  didn’t realize it them , but 
I suppose it is clear to  m ost of the 
trad e  now. T hey  m ade a bet. I 
checked it—th a t’s all.”

“R aw ,” sm iling, replied: “You 
certain ly  did.”

“N ext year som e of them  E ast and 
W est will check it them selves, m ay
be,” “H en ” nodded.—W m . T. Seibels 
in E g g  R eporter.

What’s the Use?
D augh ter— F ather, our dom estic 

science pro fesso r is teaching us how 
to spend money.

P aren t ( in te rru p tin g )—W hy doesn’t 
he teach fish how  to  swim?

Quality Guaranteed

Actual size 7 oz. Packed 2 doz. in case. Retails at 10c.

PEANUT
BUTTER

N E T W &T.7 OZ-
l » N U r S C 7 W S e °  B V

This 10c jar is 
identical with Na
tionally Advertised 
Brands selling at 
15c.

Our packages re
tailing at 15c and 
25c are equally at
tractive.

Nice profit for 
dealers. Ask your 
jobber. See quota
tions in Price Cur
rent. Made in Grand 
Rapids.

The Bel-Car-Mo Nut Butter Co., Inc
Grand Rapids, Mich.

Responsibility for 
Good Service

S O O D  telephone service depends not only upon the tele
phone equipment and the skill and intelligence of the 
telephone employees, but also to a greater degree 

upon the cooperation of the telephone users.
The person calling assists in obtaining good service by always being 
sure to give the operator the righ t number.
The operator assists by answering the  caller’s signal prom ptly and by 
quickly and accurately giving the desired connection.
The person called cooperates for good service by answ ering promptly, 
and each one helps materially by speaking distinctly and by practising 
courtesy and patience under all conditions.

Michigan State Telephone Company
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STORE ATMOSPHERE.

Advertising Should Convey Warmth, 
Cheerfulness and Welcome.

W ebster defined the  verb to  ad
vertise as “to  m ake know n.’’ L ater 
on som e gentlem an broadened upon 
th is definition and said th a t “adver
tis ing  is salesm anship on paper.” But 
advertis ing  has come to be m ore than 
th is to-day, for advertising , as we 
understand  it, is any th ing  th a t creates 
an im pression of a person, a th in g  
or a business, and advertising, if it 
a tta in s  its h ighest purpose, creates 
a favorable im pression, c rea ting  also 
desire and aid ing  in its fulfillment. 
Salesm anship seldom  a ttem p ts to 
create a desire, for generally  the p ro 
vince of a salesm an is sim ply to 
“catch a good o rd e r” and let it go 
at that.

But advertising  does m ore than 
this, for its purpose is to  gain a tte n 
tion, to  in terest, to  instruct, to  sell 
and to  hold the  a tten tio n  and the re 
gard or favorable im pression it has 
m ade upon all who come under its 
influence.

Retail advertising  is particu larly  
inform ative and, consequently , it 
touches upon a lm ost every phase of 
the re ta il business.

In  its application one comes across 
problem s of a rt and lite ratu re, m e
chanics. d raftsm anship , business ef
ficiency and m anagem ent, m erchan
dise and m erchandising, store .meth
ods, sto re  service and sto re  policies, 
crow d-appeal, psychology and even 
telepathy.

F o r instance, let me illu stra te : W e 
all know som eth ing  about telepathy : 
A t least enough about it to  believe 
th a t one highly  developed m entality  
can com m unicate w ith an o th er w ith 
out w ords, looks o r gestures. If 
m inds are able to com m unicate with 
one another, can not a business com 
m unicate with its public in ways ju st 
as subtle, and if there  are such ways 
for business to  com m unicate with 
their public surely these ways are a 
study under the caption of advertis
ing, for have we no t said th a t adver
tis ing  is any th ing  th a t creates an 
im pression of a person, a th ing  or a 
business.

Steps in Psychology.
Now, advertising  also touches the 

subject of psychology. A lthough 
psychology m ay seem to some a m ys
terious. im possible-looking word, ev
ery  successful m erchant applies some 
of its fundam ental principles in his 
daily business, w hether he know s it 
o r not.

F o r instance, when you h ear some 
wom an say: “W hy, I trad e  at 
Sm ith’s, I don’t know ju s t w hy but 
every th ing  seem s to  be so nice th ere ,” 
put it down th a t the answ er m ay be 
found in the p rim er of psychology. 
F o r her to  have such an im press:on 
o r sensation when the th o u g h t is 
shopping, there  has been created in 
h e r mind a m ental picture of Sm ith’s, 
his advertising  or his sto re  which is 
so pleasing  to  th is wom an th a t she 
holds Sm ith’s in her subconscious 
mind w ith favor w henever she has a 
though t th a t com es under her m en
tal classification of stores, persons, 
m ethods o r m erchandise.

Again, psychologists tell us th a t a 
m ind can no t p icture  a th in g  w ithout 
identity . F o r instance, try  to  th ink  
ju s t dog o r house and we find th a t 
it can no t be done, fo r before we can 
m entally  visualize dog we m ust call 
to  m ind som e particu lar dog; before 
we can th ink  house we m ust th ink  
of some particu lar house we have 
seen or imagine.

Now apply  th is principle to  busi
ness and we find th a t we can create  
an im pression in a person’s m ind 
th rough  advertising , th a t will a t once 
force th a t person to  visualize our 
store, w hen he o r she is th ink ing  
“sto re .”

Now all these m atters are m et daily 
by any advertising  m an o r business 
man w ho is keen for analysis, and 
they do th e ir share  in m aking ad
vertising  an in te res tin g  study  indeed.

W e, of course, can easily see th a t 
advertis ing  touches upon all the m a
terial features of a business. W e 
m ust know m erchandise, know  the 
business rom ance of it, and be d ream 
ers enough to  have th a t im agination 
from  which we m ay weave the  fabric 
of an in te resting  story . And, then 
again, we m ust have m atter-of-fact 
com m on sense to  leaven th is im agina
tion w ith the practical features of 
business.

In fact, while a s to re ’s advertising  
should im part inform ation , should 
help c reate  desire and should definite
ly direct in its fulfillment, it should 
be a m irro r of the store, and, conse
quently, touch upon every m aterial 
feature of the business w hile its get- 
up and m ake-up are touch ing  upon 
a rt and lite ra tu re  on the one hand, 
and cold type, b rass ru les and pica 
slugs on the other.

T here  are a few sim ple rules which 
underlie the foundation of advertis
ing copy. W e apply  them  in th is 
way: an advertisem ent should, first, 
be like a new s-sto ry  in any news- 
plaper. Tt should a ttra c t a tten tion  
w ith its headlines or its illustra tions 
or bo th : next, it should engage in te r
est. A fter th a t it should go beyond 
the usual news features, because it 
should inform  and convince and turn 
conviction into action. In o rder to  
a ttra c t a tten tion , we put the “ surprise 
e lem ent” in the  head-line. In  order 
to  engage in terest, we carry  th is on 
in p roper sequence inviting  the read 
er to  continue his o r her a tten tio n  by 
using sh o rt sentences a t least in the 
beginning, and m aking those se n 
tences in te res tin g  and inform ative. 
T hen, in the  usual o rd e r and w ith the 
usual logic, we develop the in te rest 
into carefully  constructed  argum ent, 
finally carry ing  th is a rgum ent to  a 
point w here we hope it will b rin g  
about conviction and action.

C reating  a S tore A tm osphere.
W e try  to  create an “a tm osphere” 

around our advertising  th at will re 
flect the atm osphere  of the sto re  it
self. so th at a person picking up a 
new spaper, in which our advertise
m ent appears, will consciously o r u n 
consciously get a fairly  good m ental 
p icture of our store, help ing  in this 
way to  create the desire to  trade  with 
us. T h is is accom plished in several 
ways—by type style, by con tinu ity  
of p leasing  illustra tions, by the style 
of our w riting  and the  way we w rite

of our sto re  and the w ay we m an
age it.

In  fact, we alw ays like to  look 
upon our advertis ing  as the m irro r 
of the store.

W e feel w hatever else it m ay be 
th a t it is for us as a never-tiring  
stream , here laughing and spark ling  
over the rocks, there  deeper in a 
quiet pool, but alw ays the sam e hap
py, beautiful good-natured  stream  
reflecting th is s to re ’s business life. 
Indeed, we try  alw ays to  m ake our 
advertis ing  a s tra igh t, frank, un
equivocal w ritten  presen ta tion  of the 
sp irit and ideals of our business.

As it came in to  being  w ith our 
sto re  itself, it is an in tegral p a rt of 
our sto re-po licy  and from  its very 
inception it was addresse’d to  the  
com m on-sense and self-respect of 
every  person who patron izes the 
store.

I ts  purpose is to  appeal to  d iscrim 
ination, th a t those  who th in k  will, 
th rough  reason, re ly  upon o ur pub
lished w ord as they  w ould upon the 
w ord of any o th er friend, and o thers 
will re ly  upon it, because they  have 
faith th a t th is store  would not unde*- 
any circum stances take advantage of 
any  person’s lack of shopping  exper
ience.

O u r advertising  is w ritten  rem em 
berin g  th a t in te lligen t m en and w om 
en know  th a t an organization  of this 
kind m ust have scientific, highly  ef
ficient m erchandising  m achinery, con
stan tly  in operation—and that, th ere 
fore, when the phrase  “unusual value” 
is w ritten  it can and does represen t 
a concrete  and dependable sta tem en t 
of fact to  the purchaser.

In  the m atte r of fashions and all 
th ere to  appertain ing , our advertising  
follow s the  au th o rity  of all the best 
sources of style, but we leave it to  
our custom ers to  accept or re ject as 
they  see fit. W e do not try  to  force 
a fashion upon them  any m ore than  
we would try  to  force som e out-of- 
date goods o r m erchandise n o t up to 
the righ t standard  of quality.

In  the  m atte r  of furniture, house
hold devices, hon est analysis is always 
given—of th e ir elem ents, th e ir oper
ation, their advantages over others.

But th is advertising, even though 
an inalienable p a rt of each branch 
of m erchandise, is not, we believe, 
m erely  a bald sta tem en t of fact, and 
una ttrac tiv e  because of its sheer 
streng th .

A lthough no em pty, h igh-sounding 
phrases are used, no convolutions of 
rheto ric  perm itted  to  obscure the real 
ch aracter of the m erchandise, it is 
our constan t endeavor to  use a ph rase
ology th a t will convey o u r “m erchan
dise” ideas, clearly  and p leasantly— 
th a t these ideas in them selves m ay 
be a reflection of the atm osphere  of 
our sto re  and the sp irit of its service

R ather, then, is our advertism g a 
“news sto ry ,” fresh, in teresting , new
ly inform ed from  day to  day because 
it has to  do each day with the new, 
refreshed  offerings of this store, and, 
like the ed ito rials of a tru sted  new s
paper, th is advertising  is purposed to 
m old the m erchandise opinions of an 
in te lligen t patronage, a patronage 
th a t has learned to  pu t im plicit faith 
in the honesty and trustworthiness of

th is  s to re ’s spoken and published 
word.

Now, I think, m any of these p rin 
ciples of advertis ing  are  to  be ap 
plied to  any business, large o r sm all— 
for advertis ing  is a service in itself 
because it is p a rt of the  service of 
any sto re  to  inform  its custom ers of 
its daily happenings, of the th ings 
th a t are new, and of events of a p ro f
itable and educational nature. T o 
day a s to re ’s advertis ing  largely  takes 
the place of th a t personal elem ent 
typical of the  old “one line” s to re  
w here the p ro p rie to r had  the o p p o r
tu n ity  o f com ing in co n tac t w ith  his 
custom ers, one by one.

If  the advertisem ent contains 
w arm th, cheerfulness and a welcom e 
w ritten  in betw een the  lines it m akes 
the reader believe th a t the  m essage 
has gone out to  him  o r h e r direct, 
and it leads the reader to  believe th a t 
it is a m essage from  his o r h e r sto re , 
which it is, w hether all th is is ex
pressed in the first person and to  the 
p a rty  personally  by the  p ro p rie to r of 
the store  o r not.

I t  is the “atm osphere” which the 
advertisem ent carries w ith it th a t ac
com plishes m ost, and a tm osphere  is 
a fte r all only an o th er w ord  fo r p e r
sonality.

I f  a m an has a p ersonality  s tro n g  
enough to  carry  th ro u g h o u t h is store, 
w hether it be a big o r little , a p e r
sonality  th a t his clerks can see and 
unconsciously acquire th a t m an has 
an “individual” store.

H e in his business is applying the 
principles we apply in advertising , 
w hether he knows it or not. He, 
having a personality , allow s it to  be
come the “a tm osphere” of his s to re__
and th a t personality , being  liked, 
form s the  favorable m ental im pres - 
sion of the sto re  in the m inds of those  
people who come in to  it to  trade. 
T hen if his sto re  advertises, and the 
principles of advertis ing  as I  have 
put them  down are  applied, th a t “a t
m osphere” is carried  on and on in 
broadening  circles until all w ho come 
in con tact w ith his advertis ing  know  
his sto re  alm ost as well as do those  
who come in con tact w ith his store, 
itself, o r him, personally .

J. R. Parsons.

W ho hopes th e  o u te r  m an  w ill p a v ’
T he  G rocer.

W ho p u ts  y o u r foodstuffs in  a  sack
v ^ n<3s* you i?n y o u r h o m ew ard  tra c  Piot know ing  w hen h e ’ll see  you b a c k 9 

T h e  G rocer.
W ho closes up  each  n ig h t a n d  s ig h s?  

T he  G rocer.
WTio goes to  bed w ith  h e av y  e y e s ’

T h e  G rocer.
W ho w alks all day  from  a isle  to  a isle  
And seldom  g e ts  a  p le a sa n t sm ile ’
W ho longs to  s top  a n d  r e s t  aw h ile?

T he Grocer.

W ho Sets fre sh  eggs an d  f ru it  each  d ay ?  
T he G rocer.

W ho g e ts  m ore p ro d u c ts  th a n  pav ?
T he Grocer.

W ho lis ten s  to  y o u r da ily  roar,
T o u r th re a ts  to  t ry  a n o th e r  s to re  
W ith o u t a  sign  th a t  he  is so re?

T he  Grocer.

T he G rocer. ’
H e ’s k in d e r th a n  th e  av e rag e  m an.

T he Grocer.
I^H e 'L '^ ys a  je ho t a n d  te m p e rs  flam e And wild w ords ta k e  th e  p lace  of tam e. 
W ho n e a r ly  a lw ays is to  b lam e?

T he  custom er.
W . F . K irk .

A wise m an does his du ty ; a fool 
does his friends.
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A War Record
These * D R Y = S O X  Shoes were in 
continuous service for 15 months 
and 13 days in the European War.

T h e average life of an army shoe in 
this W ar is 6 w eeks.

Read the remarkable story of ID. $. Dangubicb of Eead, $o. Dak.
“ I am sending to  you  by express today the pair of Mayer DRY-SOX Shoes I w ore during 

the entire tim e of m y enlistm ent w ith  the Serbian Arm y in the European War, w hich  was 15 
m onths and 13 days; beginning D ec. 25th, 1914, and ending May 7th, 1916. During this time the 
shoes received constant service over som e of the roughest roads that had to  be traveled in all the 
territory w here the W ar raged. A t one tim e I had to travel 8 days w ithout rem oving the shoes 
from m y feet, as w e w ere retreating from the enem y at an average of 25 m iles a day.

DRY -SO X
Honorbilt Brand

T h e SHOE of SPECIAL QUALITY and 
CO NSTRUCTIO N for W E T  W EATH ER

The DRY-SOX is not only a most profitable seller, but is unequalled 
as an advertising leader and feature for your store.
It is made in many handsome styles and patterns and will give your trade 
the utmost satisfaction for style, fit, comfort and long wearing service. 
Send for our DRY-SOX catalog and selling plans.

F. MAYER BOOT & SHOE CO.
MILWAUKEE, WIS.

S o l id  O a k  T a n n e d  C o u n t e r

Vi B e l lo w s  T o n g u e

S o l id  O a k  T a n n e d  I n s o l e

F u l l  L e a t h e r  
V a m p

S o lid  O a k
T a n n e d
H e e l

E x t r a  S t r o n g  
S h a n k  

B e s t  Q u a l i t y  
U p p e r  L e a t h e r
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Michigan Retail Shoe Dealers’ Association 
P re s id e n t—F red  M urray , C h arlo tte . 
S e c re ta ry —E lw yn  Pond , F lin t. 
T re a s u re r—W m . J .  K reger, W y an d o tte .

Annual Meeting of Michigan Retail 
Shoe Dealers.

The twelfth annual convention of the 
Michigan Retail Shoe Dealers’ Associa
tion, which w as held at the Hotel Tuller, 
Detroit, was well attended.

Mayor Oscar B. Marx welcomed the 
shoe retailers most heartily to Detroit, 
the convention city of the Middle W est. 
He told the shoemen that since they 
w-ere distributors of necessities as well 
as one o f the most particular and im
portant parts o f raiment, so far as health 
was concerned, their duty in life was 
a most important one. He made a few 
jocular remarks relative to the freakish 
fads that were being worn on the feet 
of women and wound up by offering the 
delegates the hospitality of Detroit, 
“where life is worth living.”

Ferd Adams, shoe dealer at Flint, was 
the first speaker scheduled. He left 
home in such a hurry he forgot to 
bring a carefully prepared paper cap
tioned, “Guarding the Profit Mine.” 
However, he did his best from mem
ory. He took the stand that the shoe 
retailer did not get the profit to which 
he is entitled.

“W e are more or less plungers and, 
when we consider the risks we have to 
take, we don’t make enough profit on 
our investment,” remarked the speaker. 
“I have in mind the case of a dealer in 
women’s clothing with whom I am ac
quainted. He placed in his display win
dow a beautiful velvet gown. He didn’t 
expect to sell it. He merely used it to 
attract attention to other goods of which 
he was making a specialty. A woman 
whom he had never seen before came 
into the store and asked the price of the 
gown. He didn’t want to sell it, so he 
said $135 was his price. The sale was 
made. After the woman left the dealer 
said he felt guilty, for the gown had 
cost him but $50 wholesale. However, 
much to his surprise, he had made a 
steady customer for the other merchan
dise. The woman got what she wanted 
and paid for it.

“I t is the same with shoe retailers. W e 
should base our prices more on what 
the buying public want and what is in 
demand than we should on what the 
m anufacturer or jobber charge us. The 
trouble is. we lack nerve and as a result 
many of us sail too closely to the rocks 
of bankruptcy. There is nothing in 
handing out a lot of marked-down shoes 
and getting the thanks of the public in
stead of profits. This talk about big 
sales and short profits is not what it is 
cracked up to be.

“Another thing is our failure to take

proper care of our short or slow mov
ing lines. There is no use to hoard these 
until we have a store full of antiquated 
stock and then sell it at a big sacrifice. 
Keep this stock moving all the time.

“Perpetual inventories are the thing 
for the shoe retailer. He should at all 
times know what he has in stock and 
know just where it is. He should not 
divide his inventory merely into classes 
of men’s, women’s and children’s shoes. 
He should divide them according to 
styles, lasts and colors, so that he knows 
at all times just what particular style is 
moving and what is not. He then knows 
better how to buy and better how to 
keep his stock moving at a profit, not at 
a sacrifice.

“The sooner you get novelties and 
freak styles out of the store the better. 
Staples will take care of themselves. 
Keep your store looking clean and well 
decorated. You will not buy from a 
slovenly wholesaler—how about your 
customer?

“I went into a Boston house on a buy
ing trip not long ago. I  asked what 
they had that was good. ‘W e have some 
regular bargains upstairs that will move 
out of any store,’ was the reply. When 
I got upstairs the salesman took me over 
in a corner and from a pile of floor 
sweepings selected several samples which 
he dusted off with a cloth. Need
less to say, I didn’t take the ‘bargains.’ 
Neatness and proper care of stock is a 
mighty big factor in the shoe business 
just as it is in everything else.”

At this juncture Ira  C. Henry, form er
ly a Michigan retailer and now a trav
eling man representing the Cahill Shoe 
Co., Cincinnati, took occasion to laud 
the remarks of Mr. Adams, but believed 
he left out an important item when 
profits were to be considered.

“Did it ever occur to you dealers to 
ask the salesman what he should sell 
his shoes for?” queried Mr. Henry. 
“The traveler, if he is fair with you, 
can greatly help you in fixing the prices 
which you should charge for your stock. 
Don’t tell him what you paid for any 
shoe and then figure the smallest pos
sible margin, but ask him what you 
should sell that particular shoe for and 
what it is bringing elsewhere. I t  is 
profit that keeps the front doors open 
and it is profit that you must look out 
for.”

The only other speaker at Tuesday’s 
session was F. J. Blake, manager of the 
sole and heel department of the Good
year T ire & Rubber Co., Akron, Ohio. 
He chose as his topic, “Is Leather Nec
essary for Shoes?”

Mr. Blake gave a summary of con
ditions in the hide and leather market 
to show that leather is actually getting 
scarcer and higher in price each year,

Use Extreme Care 
in Fitting 

Children's Shoes
Fit the little grow

ing feet w i t h  
Playmate Shoes.

Allow liberally for 
expansion.

See that the shoes 
are amply long.

You will make the child happy in the comfort 
secured.
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means profit to the dealer.
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HEROLD-BERTSCH SHOE CO.
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and that with this situation confronting 
the trade his company had found a sub
stitute for leather soles in a product 
which it manufactures and distributes 
under the name of “Neolin.” He de
scribes how “Neolin” had given satis
factory service in many extreme tests 
of the material and that since it was 
introduced the soles had been used with 
satisfaction by many manufacturers, re
tailers and consumers.

He said that the United States Navy 
Department reecntly made tests of 
twenty-four pairs of shoes, the soles of 
which were made of material used as a 
substitute for sole leather and from 
individual reports received the Depart
ment felt warranted in placing a con
tract for its first order of 10,000 pairs 
of shoes to have soles that would re
place leather. The fact that the Gov
ernment has decided to 'officially recog
nize a material to replace leather soles 
should be proof that this material has 
passed the experimental stage. In con
clusion, he urged retailers to investigate 
any new product that appears on the 
market and if it possesses merit to give 
it careful consideration.

Second Day’s Session.
The programme as prepared by the 

committee was almost abandoned for the 
day because of the inability of several 
prominent speakers to appear as prom
ised. Eleventh hour telegrams announc
ed that those who had previously agreed 
to deliver addresses or read papers on 
important topics were detained in their 
home cities and could not appear.

Clifford Page, a retailer of Lansing, 
wrote that because of a “Dollar Sale” 
being worked out by all of the m er
chants in his city he could not be pres
ent. H is topic promised to be of great 
interest, as Mir. Page is a man of wide 
experience and progressive ideas per
taining to the retail distribution of 
shoes. H is topic was to have been, 
“Coining Personality Into $$$$$.”

Dr. Block, of St. Louis, an expert on 
foot ailments, was to have appeared 
with a paper at the morning session. He 
was unable to appear with his paper, 
entitled “The Correction of Foot Ail
ments,” but E. C. Dieckmann, represent
ing the W izard Foot Appliance Co., of 
St. Louis, discussed the same subject 
and gave an interesting talk.

F. W . Spencer, of Grand Ledge, who . 
has been a speaker at the sessions of 
the Association in form er years, was 
scheduled to read a paper entitled, “How 
to Meet the Catalogue House Proposi
tion.” Much interest centered in what 
“Mr. Spencer might have said” and it 
was a source of great disappointment 
when the convention was advised that 
he could not appear.

“Adjustm ents and Readjustments” was 
to have been the topic of H arris W. 
Fleming, advertising manager of the 
Churchill & Alden Co., Brockton, Mass. 
This topic was another one of the head
liners of the convention, but Mr. Flem
ing wrote to Secretary Elwyn Pond that 
because of the protracted illness of a 
member of the firm he would be unable 
to attend.

C. A. W est, of the Pingree Co., De
troit, also was unable to appear. He 
was to have discussed, “W omen’s Foot
wear.”

Notwithstanding these disappoint-

ments the retailers went ahead with 
their convention with- more enthusiasm 
than ever. The lack of the scheduled 
speakers seemed to inspire the mem
bers with the idea that there was a hard 
situation to be met and they met it nobly 
by showing up in large numbers and 
taking part in the discussions with a 
will.

Roy Pingree, of F. C. Pingree Son’s 
Co., threw  a monkey wrench into the 
cogs of some of the well laid plans and 
pet ideas of the Michigan dealers when 
he decried the tendency toward fancy 
and freak ideas in footwear which are 
engaging the attention and filling the 
shelves of the shoe merchant.

“To say that the fancy and freak 
shoes which are now being shown are 
in the majority, that the demand will 
continue and that these types are the 
best things to load up your shelves with 
is all bunk,” said Mr. Pingree. “If the 
situation is carefully considered you 
will find that 90 per cent, of the shoes 
now being sold are staple lasts and 
shades. They will always be with us 
and will continue to bring the profits 
that make a healthy business.

“W hile we are clamoring for fancy 
and freak shoes let us consider what 
the war in Europe is doing to the fancy 
market by the stoppage of exports of 
European hides and dyestuffs. W ith 
embargoes on Russian and German 
hides, the enactment of laws in Russia 
and Germany forbidding the slaughter 
of cattle until they have grown to the 
meat producing age, we are facing a 
serious situation. W e had better get 
down to staples and find ‘where we are 
at.’ To load up with a lot of shoes 
with great high tops and a lot of fancy 
dyestuffs spread over them is a waste 
of hides and a waste of money. . Con
servation would be a good thing in these 
directions.

“I t is no wonder that the warring 
nations in Europe will not ship us hides. 
Did you ever stop to think that there 
are between 15,000,000 and 18,000,000 
soldiers in Europe who are wearing out 
a pair of perfectly good shoeg every six 
weeks when prior to the war they wore 
but two pairs a year?

“W e are crying now about thè advance 
in shoe prices. W hy shous haven’t be- 
gnu to go up. Some shoes are going 
to cost $2 more a pair than they do now 
before the war is over. There will be 
no relief until a year a fter the war has 
ended and the retailer who loads up now 
with shoes that he considers high in 
price need have no fear that the stock 
will be dead wood on his hands, for 
there will be high-priced shoes until 
a year or more a fter the European con
flict has ended, whenever that may be.” 

Mr. Pingree was roundly applauded 
as he sat down, and being a m anufac
tu rer of shoes, his words caused a hum 
of “unofficial” discussion. President 
Edward Stocker rapped for order and 
then introduced J. E. Wilson, manager 
of the W alk-Over store in Detroit, 
which through aggressive business meth
ods has spread over the entire area of 
a five-story building. President Stocker 
called attention to the fact that Mr. 
W ilson was a new member, having only 
just signed up an application blank.

“Yes, I ’m a new member and it’s all 
your fault,” began Mr. Wilson. “Why

THEY WILL PROBABLY LAST ONE WEEK LONGER SO WE 
ARE REPEATING THIS ADVERTISEMENT
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didn’t you fellows come out and stick 
an application blank under my nose long 
ago? And to think that the Association 
is charging $2 per year for dues! Why, 
I would rather pay $20 to belong to a 
live wire organization than 15 cents to 
belong to one that wasn’t. Why don’t 
you fellows charge at least $5 or $10 
a year? You’d have a lot bigger mem
bership of your officers had more change 
to handle. There would be more inter
est on the part of the individual mem
ber if you ‘soaked’ him a little more for 
the privilege of getting together with 
his fellow sKoe retailers and getting the 
great benefits that are to be derived from 
a gathering like this.

“Everybody tells us that the shoe 
business is getting to be a harder propo
sition right along. Well, so be it. The 
harder it gets the better I like it. We 
will have to work harder, that’s all, and 
any regular healthy fellow likes to work. 
Drop your fears and pick up a lot of 
nerve and get together and you can’t 
lose. We can make our business easier 
by such gatherings as this. You are 
making things easier for yourselves by 
being here to-day. And there isn’t a 
fellow in the room right now that is too 
big to learn a whole lot from his smaller 
brother.

“ Shoemen are the most poorly organ 
ized of any of the crafts, and many a 
shoe store is so conducted that at the 
end of the year the proprietor is lucky 
if he has enough left to buy himself 
a lot in the cemetery and a casket. Many 
a shoe dealer is afraid to take profits 
that will enable him to live and pursue 
his search for happiness and comfort. 
The only way to sell shoes is to make 
enough profits to live and to carry on 
your business.

“Right here I am going to take a shot 
at my good friend, Roy Pingree. He 
is trying to tell you that staples are the 
only thing that is worth carrying. Why, 
he might as well tell us to live on beans 
and bacon like some of our ancestors 
had to. W e have passed the beans and 
becon stage in the shoe business. The 
public demands fancy shoes and freaks. 
Give them to the buyer. The more 
fancy shoes you have on your shelves 
and in your windows, the more business 
you will do. If  you haven’t got enough 
courage to carry the stocks that sell best, 
stiffen up your backbone.

“Maybe I’m rambling, but let’s get 
back to this organization work. Shoe- 
men need more and stronger organiza
tions. Every man who comes to a con
vention with his eyes open gets some 
new idea that will help him to get profits 
if  he properly carries out the suggestion 
given. I  have in mind a young fellow 
who came to the last Buffalo convention 
of W alk-Over dealers. He came from  a 
little town and was trying to live on 
a business of $1,700 a year. Someone 
sprung the ra ther unusual idea of hav
ing a reception room in the front of his 
store. W hen he got back home he 
thought over the proposition. He sized 
up his store and thought that a lot of 
improvements could be made. He got a 
saw and hammer and tore his store all 
apart. He established a reception room 
in the front of his store, not for the 
town loafers, but for citizens—women 
who were shopping and who were tired. 
He painted up. Why, the results were

wonderful. W ithin two years he was 
doing about all the shoe business in his 
town and his store brought in $14,000 
a year. I f  he had not gone to the B uf
falo convention he would probably be 
worrying along with a little business of 
$1,700 a year.

Before adjournm ent on Wednesday, 
the following officers were elected:

President—Fred Murray, Charlotte.
Vice-Presidents—V'. A. Osborn, Do- 

w agiac; J. E. Wilson, D e tro it; A. Ger- 
mer, Mt. Clemens; Fred Adams, Sagi
naw.

Secretary—Elwyn Pond, Flint.
T reasurer—W ta. J. Kreger, W yan

dotte.
Directors—E. J. Dittman, Mt. Pleas

ant ; Edward Stocker, D e tro it; Charles 
Webber, Kalamazoo; Joseph Brozette, 
Bay C ity ; L. P. Hyde, H a r t ; Albert 
Lutz, Ann A rb o r; Rollo Chase, Owosso.

PLEASANT SURPRISE!
“I say, chauffeur, what place is th a t?” 

asked a New Yorker yesterday, one ot 
a oarty of four who had entered an 
open automobile at the LaSalle Street 
Station only a few minutes before. They 
were riding north through Clark street.

“That's the New Kaiserhof Hotel,” 
replied the chauffeur, “but your Hotel is 
farther north.”

“Well, why go farther?” asked the 
New Yorker. “Just stop here, old chap, 
and we’ll have a look at this. This 
Hotel looks good to  me.”

They alighted a t the main entrance 
unmindful of the glum looks of the 
chauffeur, who saw a  short fee in the 
brief ride. Entering the Hotel the vis
itors found themselves in the main 
lobby, a luxurious and large, but home
like apartment, spread with costly rugs, 
with easy chairs here and there, inviting 
to  rest.

“Better and better, let’s register,” sug
gested the New Yorker, and they forth
with. Ascertaining that the hotel was a  
new one, the visitors afterw ard accepted 
the invitation of the manager to inspect 
it. Throughout the New Kaiserhof was 
found to contain every luxury, so dwelt 
upon in descriptions of more oretentious 
hostel ries.

Individual desks in the writing room, 
afforded every element of privacy to the 
guests in writing their letters to  friends 
and business houses. Every desk was 
provided with stationary of the most 
artistic sort. An attendant was on hand 
to carry out the wishes of any of the 
guests using the room.

The Ladies’ parlor revealed a  dream 
of luxury and comfort. From  there the 
visitors went i n . tu rn  to  the garden, 
where amid plants and potted palms they 
could dine as comfortably as in any Sum
m er garden. From there they went to 
the Ladies’ cafe and the grill room, and 
a fte r making a to u r of the private din
ing rooms which are especially fitted 
for social functions and small business 
assemblages, they entered the lofty and 
wonderful Louis XV. banquet hall.

Lastly, an inspection of a number o t 
the private dining rooms was made, to  
the delight of the visitors. They were 
surprised to  learn that the Kaiserhof has 
450 rooms and that 300 of them have 
private bathrooms. That evening the 
New Y orker sent a night letter to his 
wife, reading:

“I have found just the place for us, 
right in the center of the city, near 
theatres and business houses. I t’s a 
dream. Come and bring the children.”

Trying to Make Sure.
“ I say, w hat do you th ink  th a t is?” 

said a m an to  an assis tan t in a gen
eral store. H e laid on the counter a 
paper contain ing  som e pow dery m at
ter. “Ju s t tas te  it and give me your 
opinion.”

“I should say it was soda,” said the
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Michigan Retail Hardware Association.
P re s id e n t—K a rl S. Ju d so n , G rand  R a p 

ids.
V ic e -P re s id en t—J a m e s  W . T y re , D e

tro it.
S e c re ta ry —A rth u r  J . Sco tt, M arine  

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

The Clerk Who Hadn’t Any Head 
For Business.

W ritte n  fo r th e  T rad esm an .
Phillips smiled sardonically. The 

deal whereby Morris Jaffray acquired 
the Phillips Hardware Company was 
all closed up, signed, sealed and de
livered; and Phillips felt that he could 
now afford to be frank on one point.

“Oh, the staff is just so so. Rut
land is a pretty good salesman, and 
the others are fair average hardware 
clerks—nothing very brilliant, but 
they’ll do because you can’t get any
thing better. Except for one—and 
he’s a regular dunderhead.”

“They looked good enough to me.” 
commented Jaffray. He knew from 
experience that you had to work with 
a man a while to know all his possi
bilities for good and for evil, for 
achievement and for non-achieve
ment.

“I’d recommend you to fire him. 
He’s got no head whatever for busi
ness. And he will persist in butt ng 
in and insisting on doing things in 
his own fool way. He’s the big-eyed, 
big-nosed fellow, Clint Thompson. 
I’d say, fire him, even if you can’t 
get another.’

Jaffray found the staff pretty much 
as Phillips had described them. He 
tolerated Clint Thompson, the big- 
eyed, not from kindly motives, but 
because he didn’t believe in a new 
broom sweeping clean until the per
son who held the broom had a chance 
to- size things up. Thompson was a 
junior, with an especial attachment 
for the smallwares and the house
holds, and a sort of roving commission 
(issued by himself, evidently) to get 
on the nerves of the rest of the staff. 
The first Monday Jaffray discovered 
Clint in collision with Dennis, who 
was putting on a paint window.

“Say, Dennis,” he jeered, “that 
looks like a moving picture of the 
dead on a battle field.”

“Perhaps, Clint,” intervened the 
boss, “I could get you to tell Denis 
here how to improve our paint sales. 
He’s had charge of the paint depart
ment only three of four years.”

The sarcasm was quite lost on Clint.
“Boss, if you can pad the day out 

to forty-eight hours, I’ll try,” he said, 
coolly.

Jaffray laughed. A laugh was the 
easy way out of an embarrassing po
sition. He turned away.

“But see here, Dennie” he heard the 
junior arguing, earnestly, “there does

seem to be something lacking in that 
window of yours. It’s like lemonade 
without any lemon or sugar.”

“What would you do to improve 
it?” snapped Dennie.

The junior subsided. Evidently he 
had no remedy to suggest. “He’s a 
nuisance,” mused Jaffray. “The oth
er clerks don’t like him. I’ll let him 
go.”

Next day, though, he witnessed 
a 15 cent transaction at the small
wares counter. A customer had 
picked out a 5-cent fly-swatter, a very 
cheap affair. Big-eyed Clint butted 
awkwardly in. “This one at 15 cents 
is a beauty,” he declared. “It will be 
swatting the great grand children of 
flies that will be born after the other 
swatter is worn out. I t’s worth ten 
times the money.” And he rang 
up a 15-cent sale.

Jaffray eyed him.
“Just why did you do that?” he 

demanded.
“So’s he wouldn’t think afterward 

that the store had stung him. I know 
what those 5-cent swatters are like. 
My mother’s used both kinds at 
home.”

Any other clerk would have knock
ed at the entrance to Jaffray’s little 
office; but Clint at 6 o’clock blunder
ed noisily in unannounced. “Mr. 
Jaffray,” he blurted out, excitedly. 
“I’ve figured out how that paint win
dow could have been improved? 
D’you know what’s the trouble? It’s 
too entirely neat. Now, when I was 
taking down the mail, I lamped every 
window between here and the post- 
office, and if I was making that win
dow over, I’d pump it full of home 
made show cards that’d hit folks 
square between the eyes and make 
’em sit up and take notice. And an 
umbrella, right in the center of it. 
Say, ‘Paint’s the umbrella that 
shelter’s property.” I’ll hustle out 
and tell Dennie—”

“Hold on,” said Jaffray. He called 
Dennie, and pleasantly suggested 
Clint’s ideas to him. “Clint will 
make the show-cards for you,” he 
added, “if you’re too busy.”

The show-cards Clint turned out 
were crude, but forceful in their very 
crudeness. Clint had used what oth
er show-cards he saw in Carisford 
store windows as his imperfect mod
els; but the slogans he put into the 
window were terse, slangy expres
sions characteristic of himself.

“There’s sortie punch to that dis
play now,” commented Clint, egotis
tically.

Jaffray at 6 o’clock called him in 
and handed him a trade paper. 
“There’s an article on show cards I 
want you to read,” he said.

The boss came down late next

morning. The crude, curlicue-lettered 
cards of the day before had vanished 
from the window; their successors 
showed a decided improvement in 
legibility and effectiveness. Jaffray 
smiled. “I guess I helped him to ac
quire both knowledge and modesty,” 
he mused.

A minute or two later he looked 
up to find blundering, noisy Clint 
Thompson at his elbow, staring at 
him with the same big eyes.

“Say, Mr. Jaffray,” he blurted, “that 
trade paper had a dandy article about 
showing the small wares on tables 
instead of stacking them away on the 
shelves where folks can’t see them. 
Instead of waiting for a customer to 
ask for things, the goods jump right 
up at him when he comes in and howl 
to be bought. Don’t you think we’d 
better put in a couple of tables?”

Jaffray choked. “I’ll get them in,” 
he parried, “as soon as you figure out 
how big they should be.” To think 
that, far from being “taken down” 
by the lesson of the trade paper, this 
big, awkward boy would innocently 
read his own employer a lesson, 
would have irritated a good many 
merchants beyond measure.

Jaffray had a sense of humor. Al
so, he was not entirely stupid. Only 
two of his sales people had volunteer
ed suggestions since he took hold, or 
had asked for advice. They were 
Rutland, the star salesman, and Clint 
Thompson, the big-eyed junior who 
—according to old Phili ps—hadn’t 
any head for business and should be 
fired. Conversely, there were only 
two of the sales people to whom h° 
had volunteered suggestions, and 
they were the same two.

At the first opportunity he made 
it a point to have a series of little, 
personal chats with the other mem
bers of his staff. These were not 
sessions on the carpet, but little, in
formal gossipings as the boss moved 
about the store and happened to no
tice things. A little later he held his 
first staff conference. There were 
lots of staff conferences after that, 
but that was memorable. Jaffray 
knew—any student of salesmanship 
could see—Clint’s weak point and his 
strong one. His strong one was 
earnestness. His weak one was a 
noisy, blustering, know-it-all manner. 
Jaffray himself, quiet, smooth spoken 
and yet very earnest, himself went on 
the floor and impersonated a skilful

salesman answering all manner of ob
jections of an imaginary customer. 
Then, himself impersonating the cus
tomer, he put Clint through the same 
drill. The contrast wasn’t lost on 
Clint. Even before the conference 
closed, his manner showed a modi
fication that told he was learning to 
adapt himself to new ideals. But just 
as the conference broke up, he made 
a suggestion—not blurted out, but ad
vanced with an air of polite deference 
that was close to Jaffray’s own style.

“Pardon me, Mr. Jaffray, but 
wouldn’t a customer be rather re
pelled by a salesman who kept run
ning his hand through his hair.”

Jaffray dropped his hand. That lit
tle habit, he knew, was one of his pet 
weaknesses: something he had never 
thought to check.

Old Phillips would have fired Clint 
for such a suggestion. Jaffray smil
ed—and, at the first opportunity, 
boosted Clint’s salary.

Victor Lauriston.

Holland Ladder & Mfg. Co.
Holland, Mich.

High Grade Ladders of all kinds. 
Write for Catalogue and Prices.

T E N T S

All sizes and prices. Write for catalogue.
CHAS. A. COYE, INC. Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.
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TRAITOR TO HIS TRAINING.

Right Kind of Experience Beats 
Wrong Kind.

H u g o  had ju s t barely  w riggled 
th rough  his freshm an y ear in college! 
No, bless your little  hehrt, he had no 
difficulties w ith his stud ies—it was 
the  finances th a t nearly  flunked him.

W hen he had first landed am ong 
the  elm s and  essays, H ugo  boasted a 
last y ear’s suit and enough m oney to  
hand the  D ean fo r his tuition. T hey  
had to  take his w ord th a t he would 
pay for his room  and board.

M any and m any a n igh t he had 
studied g rea t them es while tend ing  
the n igh t sw itchboard  of a second- 
ra te  hotel.

M orning, noon and n igh t he had 
slung hash a t a beanery w here his 
m ore fo rtunate  classm ates dined, b it
ing his lip while sarcasm , jibes and 
w itty  com m ent w ent the rounds at 
his expense.

But w ith all this, H ugo had finaiiy 
m ade both ends m eet ending w ith a 
suprem e effort by which he m anaged 
to  accum ulate a reserve fund of five 
dollars.

T his la tte r  incident was very  lucky, 
for it enabled him to m ake his first 
plunge into society.

H e ju s t finished saving the V  on 
the day the richest m an in class over
spen t his allow ance and H ugo had 
the fine revenge of lending it to  him.

But, a t last, exam inations w ere 
over and H ugo  w as tu rned  ou t of 
house and dorm ito ry  while he w atch 
ed the boys w ho had o th er hom es, 
packing their w ardrobe tru n k s and 
golf clubs and beating  it back to  
their th irty -room  sum m er bunga
lows.

O n the  o th er hand, H ugo  beat it 
to  the em ployes’ en trance  of an es
tab lishm ent w hich had signed its 
nam e to  a little  gem  in the  Daily 
Gazook. entitled  “W anted  E xperi
enced Salesm en.”

A m odest little  chap like H ugo 
would never have applied w hen the 
w ord E xperienced was m entioned, 
except th a t he had noticed by th ree  
m on ths’ careful read ing  of the W an t 
C olum ns th a t nobody ever m entioned 
Inexperienced ones, and so had come 
to  believe it was pure bunk.

W hen asked about it, H ugo  had to  
adm it th a t his sole experience had 
been selling c igarettes a t  the  college 
sm oke-shop; even th is could hard ly  
be called Salesm anship, it was like 
A utom atic V ending!

B ut it w as enough to  fill up the 
A pplication B lank and H ugo  squeez
ed by, which explains the  fact th a t 
we find him  one fine m orn ing  (fifteen 
m inutes too  early ) punching the tim e- 
clock and finding out th a t he had 
been assigned to  Lace C urtains— 
which m eant less than  S anskrit to  
him.

T he fact th a t being  the youngest 
appren tice  in the place gave every
body for m iles a round  the rig h t to  
give him the  d irty  w ork  they  did not 
w ant to  do, bo thered  H ugo  not at 
all, for a freshm an year in college 
m akes a m an m eekly subm issive to 
the  m ost poin ted  insults.

B ut along  abou t ten o ’clock, the

chores done. H ugo  had  a chance to  
look around and be in itiated  in to  the 
m ysteries of salesm anship.

H e  found m uch to  his surprise  th a t 
selling  lace curta ins w as n o t so u n 
like selling c igarettes as he had  sup
posed.

E ven the s ta r  salesm an, w hom  all 
the o th ers  looked up to  as a G rand 
M ogul of the  T ribe , a lw ays ap
proached a custom er w ith  the  inevit
able question as to  w hat she w anted  
to  pay.

T he question answ ered, he laid 
before her several sam ples and con
descendingly  allow ed her to  take her 
choice—a privilege custom ers did not 
alw ays seem  to  appreciate.

T he G rand M ogul’s success, he 
confidentially im parted  to  H ugo  la te r 
in the day, lay in hu stlin g  them  in 
and hustling  them  out. I f  they  did 
no t care to  buy, he should w orry— 
he passed on to  the  nex t w ho would 
probably  prove a richer field.

H ugo had been tau g h t in college 
th a t the first foundation  for any w ork 
he purposed to  do was inform ation. 
H e had been raked over the coals a 
dozen tim es for neg lecting  to  take 
the college library , the  E ncyclopedia 
and several o th er friends in to  his 
confidence when em bark ing  on a 
new en terprise.

C onsequently , it is easy to  under
stand w hy he m ade the b reak  he did! 
H e asked the  G rand M ogul to  tell 
him  som eth ing  abou t how  lace cu r
tains w ere made, w here th ey  came 
from , and som eth ing  about th e  uses 
to  w hich the  various kinds w ere put.

I t  took  him  exactly  five m inutes to  
learn  his place. W ith  a sneer and a 
lifting  of eyebrow s he was to ld  th a t 
th is w as all rubbish . T he th in g  to  do 
was to  find out how m uch they  would 
stand and slip them  th e  stuff.

H ugo  apologized and sneaked in to  
his rat-hole. A t lunch-tim e he sneak
ed out of his ra t-ho le  and over to  
the public library .

By 2 p. m., a lthough  he had a 
yearn ing  void w here a lunch should 
have been, he had satisfied one appe
tite  and had learned the p a rt th a t 
Belgium , Ireland, F rance  and these  
U n ited  S ta tes played in the m aking 
of lace curtains.

H e had learned scrim  from  m ar
quisette, and filet from  both. H e had 
learned w here B arm an lace, A rab 
color and D utch valance go t their 
cognom ens.

T he nex t noon, he slipped over to  
see a college chum w hose fa th e r was 
in the lace business, w here  he did 
som e m ore research  w ork, th rough  
an in troduction  to  the  old gent.

H e learned to  tell the real article  
from  the  im itation. H e learned of 
all the changes th a t the  w ar had 
m ade and which of the substitu tes 
w ere regu lar fellow s and w hich were 
m erely  hoboes w ith th e ir faces w ash
ed!

And th a t n igh t as he lay in the 
little  room  he had hired a t the Y. M. 
C. A., H u g o  m ade up his m ind th at 
he would be a T ra ito r  to  the Sales
m en 's F ra tern ity .

H e  would be a N ihilist, a R evolu
tion ist, a  Socialist, a D em ocrat—call 
it any hard  nam es you w ish—but he

w ould n o t sell lace cu rta ins the  way 
they  w ere selling them !

A nd so we find H u g o  tak in g  in tow  
w hat the  G rand  M agul called a 
H ard-bo iled  E g g —a  w om an w ith an 
1898 bonnet w ho looked as though  
she w anted  a  yard  of cheeseclo th  to  
keep the  sun ou t of a hencoop.

W h a t did H ugo care? If  his new 
tactics w ere righ t, he could earn  com 
m ission on the cheap-skates the  m ore 
experienced salesm en w ould n o t con
descend to  w ait upon.

H u g o ’s first question  w as n o t how 
m uch the  H ard-bo iled  E g g  w anted 
to  pay. H e asked w hat kind of a 
room  the  cu rta ins w ere for, he asked 
the  color of the wall paper, the height 
of the w indow s, the  color of the 
fu rn itu re , the m aker pf th e ir piano— 
every th ing  bu t the price.

A nd then  he laid before M rs. H ard - 
boiled th ree  lace cu rta ins—all in the 
sam e color, a rich cream , w hich he 
to ld  h e r w ould blend well w ith  the 
fu rn itu re  and finishing.

O ne was a sim ple p a tte rn  th a t cost 
little , but w ould w ear fo rever; the 
second m ore elaborate, bu t a  rank 
im itation  of good lace th a t would 
fall aw ay in no tim e; the th ird  their 
m ost expensive kind—tru e  it did not 
look it, bu t its cost w as justified by 
its rich sim plicity, a rtistic  design and 
genuineness.

F o r the  first tim e, M rs. H ard-bo il
ed broke the  frig id ity  of h e r coun
tenance. w hich as a  m atte r  of record  
had been frozen  stiff by her se t-tos 
w ith  the  d ignities of the  s to re— the 
doorm an w ho had d irected  h e r to  the 
bargain  basem ent a fte r g iving her the 
once-over, the  e levator m an w ho had 
ignored  her questions, and the  Grand 
M ogul w ho had tu rned  his back on 
h e r and left h e r  fo r the “freshm an. *

W ith  a friendly  wave of her hand, 
she indicated the m ost expensive 
w ithout ask ing  the  price, and o rdered  
duplicate se ts fo r a room  w ith  six 
windows.

W ith  a friendly  nod, she gave the 
charge address of a nam e th a t alw ays 
led the  p a tronesses a t ch arity  ba
zaars and horse  shows.

W ith  a lm ost a sm ile, she asked 
H ugo to  pass on to  the  curta ins fo r 
bungalow s as h e r sum m er hom e a t 
B ar H a rb o r w as to  open shortly .

A nd w hen the  Hiard-boiled E gg  
passed  on, H u g o  had  earned  enough 
com m ission to  ge t a flying s ta r t  on 
his nex t te rm ’s tuition .

No, dear reader, H ugo  did no t be
com e the  buyer the  nex t week, n o r 
m arry  the  p ro p rie to r’s daughter, nor 
was he called to  the firm ’s office and 
given the Iro n  Cross.

H e m erely  w ent rig h t along 
th rough  the  su ltry  sum m er selling 
lace cu rta ins to  H ard-boiled  E ggs 
and the friends H ard-bo iled  E ggs 
recom m ended him  to.

H e w ent m errily  a long  never in
qu iring  prices, bu t finding needs and 
supplying them —telling  the tru th  
and g iv ing  inform ation .

H e applied real salesm anship to  a 
fe rtile  field w hich had languished for 
the  w ant of g ray  m atter.

Alo"ng tow ard  fall he had saved 
enough, so th a t he could s tudy  a

little  h a rd er the nex t w in ter w ithout 
slinging hash  a t a  beanery.

And w hen he left fo r the elm s and 
essays, the  Chief Guy invited him  to 
come an d  spend the  C hristm as holi
days w ith  him—behind the  counter, 
selling!

M oral: T he r ig h t kind of inexperi
ence beats the w rong  kind of experi
ence by a c ity  block.—'Francis G rover 
H arriso n  in W om en’s W ear.

Hunting For the Right Man.
Jackson, an active m anufacturing  

cen ter of about 40,000 inhab itan ts, 
adopted the com m ission-m anager plan 
in Novem ber, 1914. A t the  very  o u t
set the City C om m ission determ ined 
to  secure the best available “ta le n t” 
for the  c ity  m anagership, regard less 
of all considerations of residence or 
politics. I ts  first selection w as a m an 
who had been ho lding a sim ilar posi
tion in the  very much sm aller M ichi
gan city  of Big Rapids. H e rem ain
ed, however, but a few m onths.

W hen it cam e to  appoin ting  the 
successor, the C om m ission undertook  
to  secure Mr. A shburner, the city 
m anager of Springfield, by an in
crease of sa lary  of $1,500, bu t he de
clined.

Still resolved on a tried  m an they 
offered the position  to  G aylord C. 
Cummin, the  city  eng ineer of Day- 
ton, an understudy  of Mr. W aite. H e 
accepted.

Mr. Cummin has m ade good in a 
conspicuous fashion—n oth ing  spec
tacu lar bu t the so rt o f th in g  th a t 
distinguishes a well run  m unicipality  
from  a local “pie-counter.”

H e installed m odern  accounting  
system s.

P u t the budget on a scientific basis.
S tarted  a w ater w aste survey th a t 

will save the city  400,000 gallons a 
day.

In stitu ted  th e  purchase of coal on 
a heat unit basis.

C entralized purchasing.
Put back $300,000 on the. tax dupli

cate which had formerly been ex
empted without legal reason.

Gave the city  its first decent repair 
of unpaved streets.

In stitu ted  food and m ilk inspection.
R eorganized the public welfare 

sources.
Gave efficient san ita ry  inspection
Began work on a 520-acre park.
Reduced the  stand ing  debt by  $50.-

000.
Gave $10,000 w orth  of ex tra  service 

no t figured in the budget.
Paid off a floating indebtedness or 

$14,000 and
E nded the  first year w ith a balance 

of $10,000.
T hese are only a few of the item s 

which suggest th a t the  Com m ission 
was justified in seeking far and wide 
to  get the best in the way of a city 
m anager.

Temporary Objection.
A shoem aker was fitting  a custom er 

with a pair of boots, when the buyer 
observed th a t he had b u t one objec
tion to  them , which was th a t the soles 
were a little  too  thick.

If th a t is all,” replied the  shoe
m aker, “pu t on the  boots and the  ob
jection  will gradually  w ear away.”
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“ In a 

Class by 

Itself

Manufactured

Under

Sanitary

Conditions

Made in

Eight Sizes

G. J. Johnson 
Cigar Co.

Makers

G ra n d  R a p id s , M ic h .
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Grand Council of Michigan U. C. T. 
G rand  C ounselor—F red  J :  M outler, 

D e tro it.
G rand  J u n io r  C ounselor—Jo h n  A. 

H ach , J r .,  C oldw ater.
G rand  P a s t  C ounselor—W a lte r  S. L aw - 

ton . G rand  R apids.
G ran d  S e c re ta ry —M aurice  H eu m an , 

Jackson .
G rand  T re a s u re r—W m . J .  D evereaux , 

P o r t  H uron . _
G rand  C onductor—W . T . B allam y , B ay  

C ity
G rand  P ag e—C. C. S ta rk w e a th e r , D e-

t f G ran d  S e n tin e l—H . D. R anney . S ag -

k^N ext G rand  C ouncil M eeting—B ay  C ity, 
J u n e  1 a n d  2, 1917.

Pickings Picked Up in the Windy 
City.

Chicago, Oct. 2—From reports of 
the school board, Chicago schools will 
have enrolled for the winter session 
of night study between 40,000 and 50,- 
000 scholars for the winter. This 
is the largest average of any at
tendance for the past five years. It 
seems that the foreign element in 
Chicago is grasping for more knowl
edge. This is the reason for such 
a large enrollment.

Chicago for the past three weeks 
has been hard hit by private bank 
failures. Each one closed has left so 
little cash or negotiable notes in the 
vaults that the depositors have very 
little chance to realize any returns. 
For four days past there have been 
from one to two failures per day. All 
but two were located in the foreign 
district and meant the life savings of 
some. A few, it was found, had ac
cepted money for deposit to be trans
ported to some foreign government 
to the war zone, but this money had 
never left Chicago, the private bank 
owners using same for their own 
benefit. This, as any one can see, is 
partly the fault of our State law 
makers in not having any jurisdiction 
over private banks in this State. It 
was found that some had organized 
for the purpose of manufacturing cer
tain merchandise and were drawing 
the money from their own banks 
without any security for the purpose 
of running these factories, and on 
closing some of the private banks, it 
was found necessary to foreclose on 
the factories in order to get back 
some of the depositors’ money. If 
ever there was a time for the State 
to put a check to this it is now by 
putting every private bank under the 
jurisdiction of the State banking law.

It is expected that the city council 
of Chicago will vote to spend $1,500,- 
000 on improvements the coming 
w'inter. If so, this will give a great 
many workers something to do dur
ing the cold weather.

As election draw's near in this town, 
one finds both sides doing their level 
best to make the other side look very 
small, some going so far as to try to 
have their political competitors pull
ed into court on some technical 
charge for the purpose of belittling 
them before the people.

Money in Chicago is so plentiful— 
that is, with a certain few—that it 
took the Morrison Hotel Co. only 
four months to sell over $500,000 
worth of stock for the purpose of 
building the new addition to the New 
Morrison Hotel.

The past week Chicago entertained 
the National Vegetable Growers As
sociation. The convention was held

at the La Salle Hotel. The meet
ing it is said, will bring the commis
sion men and growers closer together 
in a way that both will derive a better 
understanding as to marketing this 
great food product and also give the 
growers an opportunity to hear the 
commission men’s side of the trans
action that both are interested in. It 
is reported that 500 were in attendance 
at headquarters. One of the dele
gates present from Grand Rapids was 
Otto Dejong. One of the commission 
men present and who enjoys the con
fidence of most all the- vegetable 
growers throughout Central Michi
gan is Daniel J. Coyne, of Coyne 
Bros.. 119 West South Water street, 
Chicago. Th;s firm, handles during 
the course of the season thousands 
of dollars’ worth of Michigan vege
tables and the vegetable growers al
ways feel at ease when shipping this 
firm goods.

One of the interesting things that 
has come to the attention of the writ
er in Chicago is the way that the 
vehicle tax is used by the city to re
pair the streets. It is reported that 
15 per cent, of this tax is kept by the 
Street Repair Department to be used 
in the section w'hich carries the most 
traffic. The balance is allow’ed to the 
section where the ow ner of the vehicle 
lives. This, as one can see, gives 
each section a certain amount of avail
able cash to keep in repair the streets 
in that location. On the other hand 
it works a hardship tc some sections 
where there are not so many cars 
owned and vehicle tax paid. Where 
this money is not spread on the gen
eral tax rolls. The papers of late 
have been giving this quite a lot of 
publicity and, no doubt, very shortly 
this vehicle tax will be so arranged 
that every section of the city, regard
less of the number of cars ow'ned and 
tax paid, will get the same amount 
of repair work. As it is now, some 
streets get a new pavement, other 
streets get patched and some streets 
will have to wait for the general tax 
fund before they get paved.

Chicago has added one more boule
vard to its great boulevard system. 
This is known as South Park boule
vard, formerly called South Park av
enue. The writer learned this a short 
time ago by being stopped by a South 
Park policeman while driving on this 
new boulevard with a Dutch Master 
advertising car. Chicago is getting 
so full of boulevards that the poor 
advertising vehicles will be forced out 
of existence or else carry automatical
ly operated drop curtains, so that 
they can be dropped and raised every 
two or three blocks.

There seems to be no let up in Chi
cago on the number of new apart
ments being built and it seems that 
the new ones are immediately leased 
by tenants. This seems to be the case 
twice a year—the first of May and 
the first of October—which is Chi
cago’s leasing seasons. All leases in 
Chicago begin and expire on the first 
day of the above months.

Charles W. Reattoir.

Not From Our Regular Muskegon 
Correspondent.

Muskegon, Oct. 2—A. W. Stevenson 
left for Mackinac Island Friday night, 
this being his last trip for the sea
son.

The Muskegon union depot, we are

very sorry to announce, is in a very 
untidy condition.

Speaking of trains, funny so many 
stick to the smoker on the guberna
torial train w'hen numerous politicians 
prefer the Sleeper.

Better not continue roasting E. P. 
Monroe about those bear stories, 
Editor Stowe. He might get even.

We are informed that W. A. Mc- 
Farlind has purchased the Mulder 
drug store, on Pine street, and placed 
George Barr in charge.

We w'onder when Milton Steindler 
is going to take that business (?) trip 
to New York. Say, Milt., we are 
getting anxious for that smoke.

Jay Lyon says he cannot make any 
progress writing without help from 
the balance of the U. C. T. boys, as 
he is no good in fiction, so come on, 
boys, let us give him a lift.

Kaiser Bill Engle has moved from 
his farm to the city for the winter. 
While busy selling lard, Will gets 
time to move every six months from 
the farm to towrn and back.

Our correspondent says members 
of No. 404 ought to go and hear Dr. 
Honeywell preach, so we went and 
found one other brother there also. 
We must admit we rather enjoyed the 
meeting, as they have very fine sing
ing and we concede that the speaker 
tells you the exact truth. We hear 
the Muskegon people are liberal in 
their donations to the good cause.

I t is rather amusing to hear our 
friends from some other cities give 
their reason why Muskegon will never 
be a large city. We do not blame 
them for boosting their native city, 
but dislike to hear them knock ours.

The local street railway company 
has two more new cars which arrived 
this week. Here is hoping it may 
continue in the good work, as it has 
not kept pace with our city’s rapid 
growth.

We were highly entertained last 
week by John Sharp, of B:g Rapids. 
We alw'ays thought John a fine fellow 
and now we know it.

No doubt if President Wilson could 
have heard all the wise (?) discussion» 
we were forced to listen to last week 
and had put them into practice, we 
w'ould have had the European war 
ended, the Mexican problem settled 
and never any thought of a railway 
strike, but he, poor man, did not have 
access to such great storehouses of 
knowledge.

Charles Inman, (Heinz Pickles) and 
his smiling face were present on our 
territory last week. Charley always 
w'ears a cheerful aspect.

Despite the fact that house build
ing is going on at a raoid rate, hun
dreds of Muskegon families are living 
in tents and temporary shanties in the 
outskirts of the city.

The P. M. wreck at Newaygo caused 
somewhat of an uncertain train 
schedule last Thursday.

E. P. Monroe.

Idle curiosity is the busiest thing 
on earth.
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DETROIT DETONATIONS.

Cogent Criticisms From Michigan’s 
Metropolis.

Detroit, Oct. 2—Detroit has many 
criminals in its busy midst who stoop 
at nothing to accomplish their ends, 
even to murder. The Grand Trunk 
Railway, a foreign controlled corpor
ation, operates one of the vilest de
pots of any in a city the size of De
troit. Sunday several people were 
killed at a grade crossing of the G.
T. If memory serves us right, the 
company has fought every attempt to 
make them separate the crossings. 
There are several methods of murder 
and several combinations to commit 
it.

S. M. W einberg , general m erchant 
of P resco tt, was a D e tro it business 
v isito r th is week.

I. Altman, has opened a men’s 
furnishing goods store at 134 Lafay
ette boulevard in the building former
ly occupied by the Rochester Clothing 
Co.

Straw votes may show which way 
the political wind blows, but $7 beans 
should- cause it to waft in the right 
direction.

B urglars en tered  the jew elry  store 
of P. D. W icks, 1740 W oodw ard  av
enue, last week. Proceeds, $100 w orth  
of m erchandise.

For the benefit of those who have 
tried to telephone news items to us 
only to find an incorrect number was 
given in the Tradesman, we wish to 
announce the number is Hickory 3202 
W est. In fact, we already told the 
fellow.

I. Korobkin and S’. Rappaport have 
opened a men’s furnishing goods store 
at 331 Michigan avenue.

Wooden shoes will be furnished 
Allied prisoners in Germany. The 
prisoners will, undoubtedly, object to 
the innovation, wooden shoe?

Employes of the Commercial Elec
tric Supply Co., 42-46 Congress street, 
with their wives, were entertained at 
dinner in the Hotel Cadillac Satur
day evening as guests of the company. 
The dinner is an annual affair. The 
gathering was presided over by F. 
W. Woolrich, general manager.

Clyde C ochrane, general m erchant 
of Yale, was in D e tro it th is week on 
business.

A. M acM illan, departm en t m an
ager for B urnham , Stoepel & Co., is 
in New Y ork on business for the  firm.

Fourteenhundred trail hitters in Billy 
Sunday’s tabernacle Sunday. The 
saloons, too, had a few thousand hit
ting ’em up.

K. J. Hines, who has been connect
ed with the Detroit Board of Com
merce, has resigned to accept a posi
tion as manager of the Marathon Tirt 
Sales Co., 580 Woodward avenue. 
The company will handle a complete 
assortment of auto accessories.

D etro it hotels are going to  charge 
ex tra  fo r bu tter. T h a t’s w hat we call 
sp read ing  it on.

The Rochester Clothing Co., 134 
Lafayette boulevard, has moved into 
a newly remodeled store at 255 Mich
igan avenue.

Frederick Stockwell and William 
Hazelton, of Edson, Moore & Co., 
have returned from a business trip to 
New York in the interests of the 
house.

The news last week of the death 
of Lem Thompkins, of Jackson, was 
received with regret by his host of 
friends, in this city. Others, no 
doubt, will eulogize him in this week's 
issue of the Tradesman. Suffice foi 
us to say, he was a loyal friend whose 
personality was such as to make him 
friends wherever his business called 
him. His passing will also be felt 
by the United Commercial Travelers, 
an organization in which he took a 
great interest and devoted much of 
his time.

J. V. Harding, formerly representa
tive for the Goodyear Tire & Rubber 
Co., of Akron, has been appointed 
General Manager of Sales for the 
Neville More Room Steering Wheel 
Co., 74 Congress street, West. T he

company is now seeking a new and 
larger factory location.

John Scudder, Treasurer of the 
American Electrical Heater Co., of 
this city, has resigned and will retire 
from active business.

Fred W. Chaffee, well know in lo
cal automobile circles, has been made 
Manager of the George W. Franklin 
Co., 700 Woodward avenue, and will 
cover a portion of Southeastern Mich
igan in the interest of the Dort cars, 
which are sold by the Franklin 
agency.

The clothing store of Jabor Karon. 
566 Gratiot avenue, was entered and 
$100 worth of clothing taken last 
week.

What promises to be the bon ton 
event of the traveling men’s soc’at 
season will be a banquet, followed by 
a ball, on Nov. 25. Full details will 
appear in these columns at a later 
date. The appointment by Cadillac

M artin  F . Reed.

Council of M artin  Reed as chairm an 
gives assurance th a t no details will be 
lacking in the a rrangem en ts for the 
success of thè event.

M. Stone, 1066 Joseph Campau av
enue, dealer in men’s furnishing 
goods, has opened a branch store at 
322 Ferndale avenue.

Fred J. Armstrong, has been ad
vanced from Assistant to General 
Manager of the General Ice Delivery 
Co. Mr. Armstrong’s advancement 
is all the more notable from the fact 
he began as a driver’s helper for a 
small ice company in Detroit in 1883.

Charles Holtz, for the past fifteen 
years identified with the leading hat 
stores in the country, has been ap
pointed manager of the hat depart
ment for Grimshaw & Stevens, haber
dashers and hatters, 16-18 Grand 
River avenue.

Mr. Peters, departm en t m anager 
for the D avidson M ercantile Co., of 
Davison, was a D e tro it business v is
ito r th is week.

The slump continues in Detroit. 
Building permits for the past week 
fell off to $1,037,335.

A fleet ng glim pse of John  D. M ar
tin was reported  in our dynam ic city 
last week. W h ith e r bound, John?

C harles R eatto ir, the Chicago scribe 
says, “ D on’t fail when in Chicago to 
visit the  g reat stock yards.” P e rso n 
ally, we don’t care a sm ell about it.

W h at’s becom e of the  old fashioned 
traveling  salesm an w ho used to  w rite 
poetry  for the T radesm an?

One th in g  we m ust say for the 
boozer who is in business—he never 
loses a scent.

Billy Sunday is still w ith us and 
the dod gasted, rum  soaked, b lither
ing, ivory dom ed, inebriates are 
ke tch in’ hell.

A lso o ther th ings too horrib le  to  
m ention. Jam es M. Goldstein.

A child’s cuteness o r im pudence de
pends on w he ther it belongs to  you 
o r to  one of the  neighbor’s.

Not a Ford.
W illiam  Judson 
H as a new car.
A Packard.
A tw in-six.
And i t’s nice 
And shiney 
And sm ooth-running  
And he’s proud 
O f it,
As well 
H e m ight be.
And he has 
A relative,
A lady,
A m in iste r’s wife.
And she’s nice,
A nd honest,
And a good judge 
O f autom obiles,
Nit.
And W illiam  
Being proud 
O f his new car,
A nd w ishing 
T o  show  it to  her 
D rove out 
T o  her hom e,
And she,
Being duly 
Im pressed ,
A nd nice 
A nd honest,
And his relative,
W ished to  show 
H e r appreciation,
And said 
My! th a t’s 
A nice car.
I believe 
T h a t it’s 
T he n icest car 
I ever saw.
Is  it 
A ford?

Why Do They “See Things?”
T he T radesm an is unable to  explain 

w hat there  is about th e  w ork of co r
responding  for the T radesm an which 
causes its co rrespondents to  “see 
th ings.” R ea tto ir sees snakes, M on
roe sees bears, M artin  sees com m it
tees w ho are derelict in th e ir duty. 
B orden sees the  t sam e com m ittees 
w ork ing  like T ro jan s. Cook sees 
g reat th ings in sto re  for B attle  Creek. 
G aniard sees Jackson  rivaling  the 
g row th  of F lin t. G oldstein sees Billy 
Sunday ro llin g  in w ealth. T ap ert 
sees C loverland blosson like a rose. 
B allam y sees D em ocrats rem ain away 
from  the  polls a t Bay City. L yon 
sees Mfiskegon going ahead with giant 
strides. H opkins sees h im self w rit
ing  a le tte r  to  the  T radesm an  every 
week.

Received Too Late to Be Classified.
W alte r  E. M ellenger, who w ent to 

Chicago last S aturday  to  a ttend  the 
second annual d inner of the A m ateur 
E d ito r Fossils, was in troduced to  the 
diners, a t the conclusion of the re 
past, as the m ost popular ladies man 
and the m ost colossal h ea rt sm asher 
in M ichigan. Mr; M ellenger pleaded 
guilty  to  the charge and announced 
him self in readiness to  stand  tria l on 
the indictm ent.

E. A. Fellers, who for the past year 
has been in Ionia, has resigned his 
position in the W alk-Over store and 
taken a position as trave ling  sales
m an for the  Scholl F o o t Co., of Chica
go. Mr. Felle rs has been in terested

in foot work, having m ade a study of 
it for som e time.

O ka Tow n, of A llegan, has taken  a 
position  w ith the U nited  D rug A sso
ciation, of Chicago and will travel 
over Southern  M ichigan. H e has all 
of th is te rr ito ry  to  cover.

A change has been m ade in the 
Alm a H otel, which will affect to  some 
ex ten t the m anagem ent of the place.
F. G allagher, th rough  arrangem en t 
w ith Mr. M oore, the proprieto r, will 
have charge of the d ining room  in the 
future. Mr. M oore will continue to  
m anage the hotel, which will be un
der the  E uropean  plan in the future, 
the  din ing  room  being entirely  
separated  th ro u g h  being under a dif
fe ren t m anagem ent.

Y ears ago yellow  fever was a 
scourge of the tropics, and sem i-trop
ical sections suffered from  epidem ics 
of the disease. But so effective has 
been the fight against yellow fever 
th a t on its to u r of Ecuador, P eru  and 
Columbia, the R ockefeller Yellow 
Fever Com m ission found the disease 
in only one port, a t Guayaquil, E cua
dor, and v isitors are the chief victim s 
there, as the natives are immune. Due 
to  the  yellow  fever, the trade  of the 
po rt of Guayaquil is slight. T he city 
is now p u ttin g  in a w ater and sewage 
system  which will do aw ay w ith stag 
nant pools and the  use of rainw ater. 
T he cisterns and pools help in the 
breeding of m osquitoes, and when 
Guayaquil abolishes them  the yellow 
fever m ay disappear.

A t the annual m eeting  of stock
holders of the M acey Co., held last 
T hursday, a rep o rt was presented  by 
the tru stees show ing th a t the indebt
edness had been reduced 37 per cent, 
since Jan. 3—from  $412,000 to  $275,- 
000. A portion  of th is result is due 
to  the  reduction  of the overhead ac
count $110,000 per year. T he report 
was received w ith m uch enthusiasm  
by the  stockholders.

Provisions—All smoked meats are 
firm but unchanged in price and with a 
moderate consumptive demand. Pure 
and compound lard are steady and un
changed, with a light demand. No 
change seems likely at the moment. 
Dried beef, on account of aggravated 
scarcity, has advanced during the week 
and is firm at the advance. Canned 
meats are unchanged and so is barreled 
pork.

Katherine Stonehouse, dry goods 
dealer at 937 Divisioti avenue, South, 
has merged her business into a stock 
company under the style of the Stone- 
house Dry Goods Co. The corpora
tion, is capitalized at $6.000, of which 
$5,180 has been paid in. The stock
holders are as follows: Katherine 
Stonehouse, 400; Evelyn Matthews. 
104; Rupert V. Pfeffer, 14.

R. J. Barnes, form erly  engaged in 
the d rug  business a t O tsego, has tak 
en the  position of p rescrip tion  clerk 
for W . W . B arth , co rner W ealthy  
s tree t and D iam ond avenue.

T. R. W hite, who conducts a general 
store at Solon, in renewing his subscrip
tion to the Michigan Tradesman, says; 
“The Tradesm an is the best paper I am 
taking.”
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¡DRUGS DRUGGISTS SUNDRIES;

The Fundamental Business Needs of 
Pharmacy.

A m ong the illustrious m en who 
have chronicled the h isto ry  of as no
ble a calling as man ever followed, but 
few have touched upon th a t phase of 
the business th a t constitu tes the very 
foundation on which success m ust be 
builded. T he w izards of scientific re 
search have taken the un lettered  youth 
and led him th ro ughou t the m ystic 
aisles and taugh  him  the secrets. 
L istening, wide-eyed and astonished, 
he has heard the sto ry  and seen the 
b irth  of an alkaloid: w ith trem bling  
hand and brain  a le rt, he has beheld 
the w onderful transfo rm ations ot 
chem istry ; with a tten tive  ear and 
to leran t understand ing , he has de
voured the w onders of serum  therapy 
He is tu to red  in the  ethical re la tions 
th a t he m ust m aintain tow ard  his co
w orker, the  physician, in the field of 
usefulness. He is sent out into the 
world with m aterial for a g rea t su
perstructure, although, w ith sickening 
certain ty , he m ust realize th a t he has 
no foundation upon which to  build.

The commercial needs of pharmacy 
have been overlooked. Our educators 
have discussed every requisite of suc
cess save one. The young pharma
cist comes from the laboratory and 
lecture room with a knowledge of 
pharmacy that is superb. Before the 
State Board he displays a knowelge 
of the processes of pharmacy, the ac
curacy and thoroughness of which are 
beyond criticism. Yet to the veteran 
of the tile and spatula, who has been 
throwing bottles at the wall for a life
time, he is yet a child, because with 
all the tutorship of the masters of 
the mystic art, he has never learned 
that the grand prize of the high call
ing is a meal ticket and a room key. 
He has traced rare chemicals to their 
sources and made them reveal their 
identity, but has never been enlighten
ed on the subject, “How to pay the 
rent.”

To the gray-haired, practical drug
gist, the battle-scarred graduate of 
the school of experience, who has 
given humanity the “once over” and 
recorded their numbers on the pages 
of a retentive memory, the pride of 
Alma Mater and the wonder of the 
State Board is a joke .He looks on 
the young man as a matriculate in 
pharmacy’s finishing school. He 
sizes him up from every angle, and 
with figures that do not lie shows 
that his real worth to a modern drug 
store is less than the young man 
could live on. The education of a 
pharmacist may start in a noble in
stitution of learning that has to its 
credit nearly a hundred years of use
fulness, but until the curriculum is 
changed it mus* have its finish in a

"human suffering parlor” where the 
dollar is a part of the goal.

The pharmacy schools of the coun
try do not merit all the blame for the 
existing business needs of pharmacy.
A part of this blame may be placed 
at the doors of the journalists of the 
craft who have evaded commercial 
pharmacy with a reticence akin to 
silence. The editorial pages of out 
greatest publications are prone to 
discuss elaborately everything that 
pertains to pharmacy, excepting that 
one thing that is so needful, if we are 
to stay in the game—providing for 
the girl and the babies and garnering 
a few shekels for the rainy day. Con
tributing editors from the ranks and 
hand - embellished orthographical 
dream about how to pack a perco
lator when really the howling need 
of the craft is a thesis on how to melt 
the bearings out of a cash register. 
The formula page is rife with meth
ods for making everything but a dol
lar. We seen so fascinated with the 
work that we forget the wage.

Successful proprietors have come 
to look on a college1 graduate as be
ing a man capable of being educated 
to a degree that he will finally be 
able to steer a store clear of the 
breakers to success. So far, the col
leges have sent us unfinished prod
ucts and given us the task of teach
ing them the business of pharmacy.

The writer does not wdsh to be mis
understood by having anyone infer 
that we do not believe in the highest 
standards of professional pharmacy. 
We would not for the world lower 
the plane of scientific pharmacy one 
jot or tittle. But since 75 per cent, 
of the business of a modern drug store 
comes from in front of the prescrip
tion partition, the business needs of 
pharmacy are at least as important 
as the scientific or professional needs, 
although they have never been recog
nized as such. A knowledge of the 
business end of pharmacy does not 
detract from the professional ability 
of a pharmacist. That a man is able 
to call the alkaloids by their chemical 
initials and is versed in the technical 
processes of pharmacy should in no 
way hinder him from being thorough
ly conversant with the legitimate dol- 
lar-getting methods of modern busi
ness. The man who is to come up to 
the standard of the pharmacy of to
day should be able to make a trial 
balance and a urine analysis with 
equal deftness. His inability to do 
so shows that he is only half equip
ped. Some of the best pharmacists 
of this country argue that the busi
ness or commercial end of pharmacy 
cannot be taught successfully in the 
schools. T his we think is an error, 
because not so many years ago many

of the  p ro p rie to rs  w ere prejudiced 
ag ainst the college m an in favor of 
the m an w ho go t even his technical 
know ledge of pharm acy in a drug 
store. W e have all seen th is theory  
sm ashed in to  sm ithereens. W e know 
th a t so far as the scientific side of 
pharm acy' is concerned, the college 
m en of to-day are w ell-nigh faultless. 
O ur s ta te  boards m eet m en w ho are 
w onders of scientific knowledge. If 
the  g reat teachers are able to  g raduate  
m en w ho border on scientific perfec
tion. we know th a t m en m ay be found 
who can teach business.

O nce the h ighest priced m an on the 
pay roll of the  g reat factories was the 
chem ist who w orked and loved into 
existence the  processes by which the 
p roducts w ere made. T his is no t 
so to-day. T he w izard who sets his 
ow n salary, the m an who is of g rea t
est im portance and w ho is w orth  
w hatever he costs, is not the chem ist 
— he is the m an who is doing for the 
g reat m anufacturing  p lan ts w hat 
som ebody should do for pharm acy. 
H e is the efficiency export who con
serves the com pany’s in te res ts by 
husbanding  its dollars and teaching 
its em ployes business.

T he needs of pharm acy are not 
confined to  a thorough  know ledge of 
it as a science. T h a t p a rt has been 
well cared for. A pharm acist who is 
unable to  go fu rth er than  the p repar
ation and d ispensing of medicinal 
p roducts can p lay but a sm all part 
in w'hat we are  pleased to  denom inate 
pharm acy to-day. A very  small per
centage of the d ru g  sto res in A m er
ica can be divided into departm ents 
in which the w orker is required  to  
do only the w'ork of his departm ent. 
T he ideal pharm acist is the m an who 
can do w hatever there  is to  do. W e 
do not believe th a t the scientific end 
has been o r can be overdone, but we 
do believe th a t scientific achievem ent 
has been cheapened because our young 
pharm acists have not been equipped 
to  m eet the  business needs of p h ar
macy. T he vocation of a pharm acist 
is 25 per cent, a profession and 75 
per cent, a business. Some of us are 
lo th  to  adm it this, but it true  ju st the 
same.

T o  equip a m an for the scientific 
end of pharm acy  alone is very  much 
like teaching a physician anatom y and 
sending him  out in to  the w orld as a 
general p ractitioner. He cannot suc
ceed. H e is not a m aster of his craft.

He is only partially equipped for the 
work that is demanded of him. A 
pharmacist should be able to conduct 
a pharmacy. When he is given a 
diploma he is a finished product and 
should meet every demand of his call
ing. When a graduate of the engi
neering department receives the O.
K. of the faculty he is ready to dig 
a tunnel, construct a sky-scraper oi 
build a railroad. When a student 
finishes the school of law he is able 
to take care of himself and his client 
in any court in the land. But when 
James Brown, Ph. G., winner of the 
honors of the graduating class of 
nineteen-fifteen, is placed in charge 
of a busy store on Main street and 
told to make an inventory and render 
a sworn statement to Bradstreet, of 
the exact financial condition of the 
business, he feels like mailing the 
sheepskin back to the faculty with a 
request to please cancel the honors. 
He is up against the task of admitting 
his gross inefficiency. He must tell 
his employer that he cannot do it. 
He must make a confession that is the 
most humiliating one that any crafts
man ever had to make. He must say “I 
don’t know how.” He must acknowl
edge that the job is too big for him. 
This is enough to kill progress and 
crush every bit of punch and fighting

•‘When mothers once take it 
They never forsake it.”

For Sal* by all Wholesale Drug fiats

Satisfied Customers
are the foundation of our business

Good Merchandise and Prompt Service
have strengthened this foundation

Heystek & Canfield Co.
Jobbers of

Wall Paper — Paints — Factory Supplies
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sp irit out of him. Is it any w onder 
th a t the pathw ay of A m erican p h a r
m acy is thickly strew n w ith financial

should do. A fter we have employed 
a g raduate  pharm acist to  conduct a 
store, m any tim es we find it necessary

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day ot issue

w recks? Can you m arvel a t the fact 
th a t a large percen tage of the  d rug 
sto res  of th is coun try  are insolvent 
and do not know it? T here  are stores 
th a t have been operated  for years th at 
have never been solvent. T here  has 
been no tim e since their estab lish 
m ent th a t they  could have been sold 
for enough m oney to liquidate their 
debts, yet the p ro p rie to r th inks he is 
g e tting  along  fairly  well and has nev
er dream ed th a t he has been broke 
for years. Some drugg ists a t the end 
of each year w onder w hy they have 
no m oney to  show  for a year of hard  
w ork, bu t they  do not know  how  to 
find out. O u r educators and the 
pharm aceutical p ress are too  prone 
to  stand  aloof from  simple, com m on
place business. T oo  m any of us de
ligh t to  delve into science and d is
cuss the ra re  p roducts 'th a t m ean lit
tle o r n o th ing  to  the druggist. W e 
are servan ts of the craft, and to  say 
that, so far we have served it poorly 
is p u ttin g  it mildly. W e do not mean 
by th is th a t it is possible to  m ake a 
financial success of every m an who 
en ters the  game.

O ur ideal pharm acist is a man 
learned in the science of pharm acy, 
who is able to  m ake a ■ sta tem ent 
show ing the profit on the business 
for Ju ly  w ith the sam e ease with 
which he show s the percentage of 
iodine in a specim en of the  tincture. 
T he plan of pharm aceutical education 
in vogue a t p resen t m akes it necessary 
to  em ploy tw o m en to  do w hat one

to go to a hardware store or a lumber 
yard and find a man who does not 
know whether a halogen is for soft 
corns or is a new name for the ba
nana split, but one who can tell an 
asset from a liability without taking 
it to the laboratory. Merging the 
two men, we get an efficiency that we 
should get from one. This condition 
grates on the nerves of the man who 
wants both the professional and 
business side of his business efficient
ly managed. The outlook is no; 
bright to the young man who has 
spent two or three years in a college 
of pharmacy and on completing his 
course finds that he must serve an 
apprenticeship at a nominal salary to 
learn business. Of course, there are a 
few places in pharmacy for the young 
man whose ambition is to spend his 
life wearing out a hole in the floor in 
front of the tile and who is satisfied 
with $25 a week for dispensing physi- 
c ans’ prescriptions; but he is a long 
way from being an antidote for the 
business needs of pharmacy because 
the man who is satisfied with his sal
ary would be satisfied with his sales, 
and the druggist who is satisfied with 
his sales is finished.

W e hope th a t in the near future the 
b u s’ness needs o f pharm acy will be 
recognized and m et by a system  of 
business education th a t will equip the 
young pharm acist to  fill efficiently 
the position in the w orld’s w ork for 
which he seeks to  qualify.

W . H. Cousins.

Holiday Goods
---------------------- A N D  ----------------------

Staple Sundries
Now on display in our sundry room, viz:

White Ivory Goods 
Leather Goods in Gents’ Sets

Hand Bags, Writing Sets,
Collar Bags, etc., Toilet, Manicure and 

Military Sets
Smoker’s Articles, General Novelties 

Cut Glass
Stationery, Books, Bibles, Games

Hazeltine & Perkins Drug Co.
Wholesale Druggists Grand Rapids, Michigan

Acid»
B oric  (P ow d.) ..  17® 25
B oric (X ta l)  . . , . .  17® 25
C arbolic ............. . .  74® 78
C itric  ................... . .  81® 85
M u ria tic  ............. . 2%@ 5
N itric  ................. . 8%@ 15
O xalic ................ . .  80® 90
S ulphuric  ........... . 2%@ 5
T a r ta r ic  ........... . .  82® 85

A m m onia
W ate r , 26 deg. . . 8  @ 12 
W a te r , 18 deg. . .  5%@ 9
W a te r , 14 deg. . .  4%@ 8
C a r b o n a t e ...........  IS 0  16
C hloride .............  10 @ 25

B alaam s
C opaiba ............... 1 00@1 40
F ir (C an ad a ) . .  1 25@1 50 
F ir  (O regon) . .  40® 50
P e ru  ...................  4 50@4 75
T olu  .......................  60® 80

B errie s
Cubeb .................  70 @ 75
F ish  ...................  15 @ 20
J u n ip e r  ...............  8 ®  15
P rick ley  A sh  . . . .  ®  30

B a rk s
C assia  (o rd in a ry ) 25® SO 
C assia  (S aigon) 90@1 00 
E lm  (pow d. 35c) 30® 35
S a ssa fra s  (pow . 35c) @ 30 
Soap C u t (pow d.)

35c .......................  23® 25

E x tra c ts
L icorice .................  38®
Licorice pow dered  50®

Flow ers

M u sta rd , tru e , oz. @1 80 
M u sta rd , a rtif il  oz. @1 65
N eatsfo o t .............  85® 95
Olive, p u re  . . . .  2 50®3 50 
Olive, M alaga,

yellow  ...........  1 60® 1 75
Olive, M alaga,

g reen  ...............  1 60® 1 75
O range, S w eet . .4  00®4 20 
O riganum , p u re  . .  ®2 50
O riganum , com ’l @ 75
P en n y ro y a l . . . .  2 26®2 50 
P e p p e rm in t . . . .  3 25®3 50 
R ose, p u re  . .  12 00®14 00 
R o sem ary  F low s 1 60@1 75 
Sandalw ood, E .

1........................... 9 50@9 75
S a ssa fra s , t ru e  1 25@1 45 
S a ssa fra s , a r tif i’l 50® 60
S p ea rm in t ......... 2 75@3 00
Sperm  .......................  95®1 05
T a n sy  ...................  3 50®3 75
T a r, U SP  .............. 30® 40
T u rp en tin e , bbls. @ 53 
T u rp en tin e , less  58@ 63
W ln te rg reen , t r .  5 50® 5 75 
W ln te rg reen , sw eet

b irch  ............... 4 00@4 25
W in te rg re e n , a r t  2 60® 2 SO
W orm seed  ......... 3 50@4 00
W orm w ood . . . .  3 75@4 00

P o tassiu m
B ica rb o n a te  . . . .  1 90@2 00
B ich ro m a te  ........... 60® 65
B rom ide ........... 1 80® 2 00
C arb o n a te  ......... 1 60@1 75
C hlora te , x ta t an d

pow dered  ......... 57® 60
C h lo ra te , g ra n ’r  62® 65
C yanide ................. 50® 60
Iod ide ...............  A 30®4 40
P e rm a n a g a n a te  2 15@2 25
P ru ss ia te , yellow  @1 50

Ipecac ...................  ® 76
Iron , clo.................  ®  M
K ino .....................  ® M
M yrrh  ...................  ®1 05
N ux V om ica . . . .  ® 70
O pium  .................  ®3 50
O pium . C apm h. ® 90
Opium , D eodors’d @2 75 
R h ubarb  ............. ® 74

P a in ts
Lead, red  d ry  . .  10 @10% 
L ead, w h ite  d ry  10 @10% 
Lead, w h ite  oil 10 @10% 
O chre, yellow  bbL 1 & 1% 
O chre, yellow  less 2 ®  6
P u tty  .....................  2%@ 6
Red V en e t’n  bbl. 114® 4
R ed V en et’n  less 1%® 5
Verm illion, A m er. 25® 30
W hiting , bbl...............  @1 45
W h itin g  ............... 2® 5
L. H . P . P repd . 1 60@1 70

A rn ica  ................... 85® 90 P ru ss ia te ,  red  . . . . @3 50
C ham om ile (G er.) 80® 85 S u lp h a te  ................. • @1 10
C ham om ile  (R om ) 56® 60

Roots
G um s A lk an et ................... 90@1 00

A cacia, 1st ........... 50® 60 Blood, pow dered 20® 25
A cacia , 2nd ........ 45@ 5G C alam us ................. 75@3 00
A cacia, 3rd ........... 46® faU E lecam pane , pw d. 15® 20
A cacia , S o rts  . . . 25® 30 G en tian , powd. 38® 45
A cacia, pow dered 40® 60 G inger, A frican ,
A loes (B arb . Pow ) 30® 40 pow dered  ........... 20® 2b
A loes (C ape P ow ) 20® 25 
A loes (Soc. P ow .) 40® 50 
A safo e tid a  . . . .  1 uo® l 10 
A safoetida , Pow d.

P u re  ...............  1 15® 1 25
U. S. P. Pow d. 1 30® 1 60

C am phor ............... 89@ 92
G uaiac  ...................  40® 45
G uaiac , pow dered  50® 55
K ino  .......................  70® 75
K ino, pow dered  . .  75® 80
M y rrh  ...................  @ 40
M yrrh , pow dered  ® 50
O pium  .............  12 75@13 00
Opium , pow d. 14 25®14 60 
O pium , g ra n . 14 25® 14 60
S hellac  ...................  40® 45
Shellac, B leached  45® 50
T ra g a c a n th

No. 1 .....................  @3 50
T ra g a c a n th  pow der 2 25 
T u rp en tin e  ...........  10® 15

Leaves
B uchu .................  1 75@1 85
B uchu, pow dered  1 85® 2  00
Sage, bulk  ............. 67® 70
Sage, 14s loose . .  72® 78 
Sage, pow dered  . .  55® 60
Senna , A lex  ......... 65® 60
Senna , T ln n ........... 42® 50
S enna, T lnn . pow . 50® 55 
U v a  U rs i ............... 18® 20

Oils
A lm onds, B itte r,

t ru e  .............  15 00®15 25
A lm onds, B itte r,

a rtif ic ia l .........  7 00@7 25
Alm ouds, Sw eet,

t ru e  .................  1 25®1 50
Almouds, Sw eet,

im ita tio n  ........... 66® 75
A m ber, c ru d e  . .  2 00@2 20 
A m ber, rec tified  3 00® 3 20
A nise ................... 2 00®2 26
B erg am o n t . . . .  8 00@8 20
C ajep u t ............. 1 35®1 60
C assia  ...............  2 25®2 60
C as to r  ................. 1 40® 1 55
C edar L e a f . . . .  1 25@1 40
C itrone lla  ...............  90® 1 20
Cloves ................. 1 85 @2 00
C ocoanut ...............  20® 25
Cod L iv e r ......... 5 90@6 00
C otton  Seed 1 15@1 25
C ro ton  ............... 1 50@1 80
C upbebs .............  4 25@4 50
E igeron  .............  1 76®2 00
E u ca ly p tu s  . . . .  1 00® 1 25
H em lock, p u re  . . . .  @1 00
J u n ip e r  B errie s  10 00® 10 20 
J u n ip e r  W ood . .  2 00@2 20
L ard , e x tra  ...........96®1 06
L ard , No. 1 ........... 85® 95
L av en d e r Flow . 5 00@5 20 
L avender, G a r’n 1 25 @1 40
L em on ............... 2 00®2 26
L inseed , boiled bbl. @ 86
L inseed , bid. less  91 @ 96
L inseed , raw , bbl. @ 85
L inseed , raw , less  90® 95

I n s e c t ic id e s
A rsen ic  ...................  9®
B lue V itrio l, bbl. . .  @ 
B lue V itriof, less  14® 
B ordeaux Mix P s t  8® 
H ellebore, W h ite

pow dered  ...........  35®
Insect Pow der . .  30®
L ead, A rsen a te  10% @ 
Lim e and  S u lphu r 

Solution, gal. . .  15® 
P a r is  G reen  . . .  37 %@

G inger, J a m a ic a  30® 35 
G inger, Jam a ic a ,

pow dered  ........... 30® 35
G oldenseal pow. 7 50@7 70 
Ipecac, pow d. . .3 25 @3 50
L icorice  ............. 32% @ 35
Licorice, powd. . .  28® 35
O rris, pow dered 30® 36
Poke, pow dered  20® 25
R h ubarb  76® 1 00
R hubarb , powd. 75®1 25
R osinw eed, powd. 25® 30
S arsap a rilla , H ond.

g round  ...............  55® 60
S a rsa p a r illa  M exican,

g ro u n d  ............... 25® 30
Squills ...................  35® 40
Squills, pow dered  40® 60
T um eric , powd. 13® 20
V alerian , pow d. 79® 75

Seeds
A nise  ...................  20® 25
A nise, pow dered  @ 25
Bird, I s  .................  ® 10
C an a ry  ...................  8® 12
C araw ay  ................. 30® 35
C ardam on  ........... 1 80®2 Oo
C elery  (Pow d. 40) 30® 35
• 'n r ian d er ........... 10® IS
D ill ...........................  25® 30
F en n e ll ................. @ 75
F lax  .......................  5%@ 10
F lax , g ro u n d  . . .  6%@ 10 
F o en u g reek , pow. 8® 10
H em p .....................  8® 12
Lobelia ...................  40® 54
M u sta rd , yellow  19® 25 
M u sta rd , b lack  ..19®  25
M usta rd , powd. 22® 20
P o p p y  ...................  @ 40
Q uince ...............  1 00@1 25
R ape  .....................  10® 16
Sabad illa  ...............  40® 60
S abad illa , powd. . .  @ 4 0
Sunflow er ............. 7® 10
W orm  A m erican  @ 25
W orm  L e v a n t . .  1 50@1 75

T in c tu res
A conite ................. @ 76
Aloes .....................  @ 66
A rn ica  .................  @ 75
A safoe tida  ........... @1 35
B elladonna ......... @1 65
B enzoin ................. @1 00
B enzoin Com po’d
B uchu ...................
C an th a rad ie s  . . .
C apsicum  .............
C ardam on  ...........
C ardam on, Comp.
C atech u  ...............
C inchona  .............
C olchicum  ...........
C ubebs .................
D ig ita lis  ...............
G en tian  ...............
G inger ...................
G uaiac  ...................
G uaiac , A m m on.
Iod ine  ...................
Iod ine , C olorless

M iscellaneous
A cetan a lid  ........... 90® 1 00
A lum  .........................  9® 12
Alum, pow dered  a n d

g ro u n d  ...............  n @  15
B ism uth , S u b n i

t r a te  ...............  3 80@4 00
B orax  x ta l or

pow dorea  ...........  10® 15
C a n th a rad e s  po 2 00 @12 00
C alom el ...............1 95® 2 00
C apsicum  ............. 30® 36
C arm ine  ........... 6 50® 7 0°
C assia  B uds . . . .  @ 4C
Cloves .....................  30® 35
C halk P rep a re d  . .  6® 8 %
C halk P rec ip ita te d  7® 1<<
C hloroform  ...........  65® 7S
C hlora l H y d ra te  1 92@2 12
C ocaine ............... 5 4u®6 60
Cocoa B u tte r  . . . .  60® 70 
C orks, list, less 70%
C opperas, bb ls...........@ 2
C opperas, less  . .  2%@ 7
C opperas, powd. . .  4® 10 
C orrosive Sublm . 1 86® 1 90 
C ream  T a r t a r  . . . .  50® 55
C uttlebone  ............. 45® 50
D ex trin e  ............... 7® 10
D over’s  P ow der . .  ®2 50
E m ery , a ll Nos. 6® 10
E m ery, pow dered  5® 8
E psom  S a lts , bbls. @ 2% 
E psom  S a lts , le ss  3® 7
E rg o t .................  1 35®1 60
E rg o t, pow dered  2 76®3 00 
F lake W hite  . . . .  15® 30 
F o rm ald eh y d e  lb. 15® 20
G elatine  .............  1 10® 1 15
G lassw are, fu ll c ase s  80% 

G lassw are, le ss  70% 
G lauber S a lts  bbL @ 1% 
G lauber S a lts  less  2® s 
G lue, b row n  . . . . .  13® 18
Glue, b row n g rd . 12® 17
Glue, w h ite  .......... 16® 36
Glue, w h ite  g rd . 16® 20
G lycerine ...............  50® 65
H ops .......................  4 6 0  40
H ops .........................  45® 60
iodine .................  6 68@6 »1
Iodofo rm  ...........  6 78@6 94
Lead A c e ta te  . . . .  20® 25
L ycopdium  . . . .  2 25@2 50
M ace .....................  85® 9o
M ace, pow dered  95 @1 00
M entho l .............  4 25 @4 50
M orphine ...........  6 30®6 65
N ux  V om ica . . . .  20® 25 
N ux V om ica pow. @ 24 
P epper, b lack  pow. @ 35
P epper, w h ite  ......... @ 40
P itch , B u rgundy  . .  O  16
Q u ass ia  .................  12® 15
Q uin ine ......................55® 65
Rochelle S a lts  . . .  43® 50
S acch arin e  oz........... @1 60
S a lt P e te r  ............. 35® 40
S eid litz  M ix tu re  . .  36® 40
Soap, g reen  ........... 20® 25
Soap, m o tt c a s tl ls  12® 15 
Soap, w h ite  c as tile

case  .......................  @8 00
Soap, w h ite  c as tile  

less, p e r b a r  . .  @ 8 5
Soda A sh  ...........  4%@ 10
Soda B ic a rb o n a te  2%@ 6
Soda, S a l .............  1%@ 5
S p ir its  C am phor 0  76 
S u lp h u r ro ll . . . .  2%@ 6
S u lp h u r Subl. . .  3 0  7

T a m a rin d s  ............. 15® 30
T a r t a r  E m e tic  . . . .  0  20
T u rp en tin e  V en . 3 00@3 25 
V an illa  E x . p u rs  1 00@1 50 
W itc h  H a s s l  . . . .  65 0 1  00 
Z inc S u lp h a te  . . .  10® 15
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G RO CERY  P R IC E  C U R R E N T
These quotations are carefully corrected weekly, within six hours of mailing, 

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

A D V A N C E !» DECLINED
Holland Rusks F lou r
B room s Jelly
S au e r K rau t C u rra n ts
T om atoes Lem on Peel
C itron Scotch P eas

Index to M arkets
By Columns

Col
A

A m m onia .......................  1
Axle G rease  ...................  1

B
Baked B e a n s - ................. 1
B a th  B rick  .....................  1
B luing  ...............................  1
B re ak fa s t Food ........... 1
B room s .............................  1
B ru sh es  ...........................  1
B u tte r  Color .................  1

C
C andles ...........................  1
C anned Goods ............. 1-2
C atsu p  .............................  2
C heese .............................  2
C hew ing Gum  ...............  3
C hocolate .........................  3
C lothes L ines  ............... 3
Cocoa ...............................  3
C ocoanut .........................  3
Cofree ...............................  3
C onfections .....................  4
C rack ers  .......................  5, 6
C ream  T a r ta r  ...............  6

D
D ried F ru i ts  .................  6

E
E v a p o ra te d  M ilk ......... 6

F
F a rin aceo u s  Goods . . . .  6
F ish in g  T ack le  ........... 6
F lav o rin g  E x tra c ts  . .  7
F lo u r  an d  F eed  ...........  7
F ru i t  J a r s  .....................  7

G
G ela tin e  .........................  7
G ra in  B ag s ...................  7

H
H e rb s  .............................. 7
H ides an d  P e lts  ........... 8
H o rse  R ad ish  ............... 8

I
Ice  C ream  .......................  8

J
Je lly  .................................. 8
Je lly  G lasses  .................  8

M
M acaron i .......................... 8
M apleine .........................  8
M eats , C anned  .............  9
M ince M ea t .....................  8
M olasses ...........................  8
M u sta rd  ...........................  8

N
N u ts  .................................. 4

O
O lives ................................ (

P
P e a n u t B u tte r  ...........  8
P e tro leu m  P ro d u c ts  . .  8
P ick les  .............................  8
P ip es  .................................. 8
P la y in g  C ard s  ...............  8
P o ta s h  .............................  8
P ro v isio n s  .......................  8

R
R ice .................................... 9
Rolled O a ts  .................  9

8
S alad  D re ss in g  .........  9
S a le ra tu s  .........................  9
S al S oda  .........................  9
S a lt .................................... 9
S a lt F ish  .......................  9
Seeds .................................. 10
Shoe B lack in g  .............  10
Snuff .................................. 10
Soda .................................. 10
Spices ................................ 10
S ta rc h  .............................. lo
S y rups  ............................ 10

T
T ab le  S au ces  .................  10
T e a  ......................................  10
T obacco .............  11, 12, is
T w in e  .............................. 18

V
V in eg ar .......................  18

W
W icking  ...........................  18
W oodenw are  .................  18
W rap p in g  P a p e r .........  14

Y
Y eas t C ake ...................  14

AMM ONIA
12 o*. ovals, 2 doz. box 1 60

A X L E  G R EA SE 
F ra z e r’s

lib . wood boxes, 4 doz. 3 00 
lib . tin  boxes, 3 doz. 2 35 
3%Ib. t in  boxes, 2 dz. 4 25 
101b. pails, p e r  doz. . . 6  00 
151b. pails, p e r  doz. . .7  20 
261b. pa ils , p e r  doz. . .1 2  00

B A K E D  B EA N S
No. 1, p e r  doz.......... 45@ 90
No. 2, p e r  doz. . .  95@1 40 
No. 3, p e r  doz. . .  1 35@1 75

BATH BRICK  
E nglish  ...........................  95

BLUING
Jen n in g s ’

C ondensed P e a rl B lu ing  
Sm all, 3 doz. box . . . .  1 95 
L arg e , 2 doz. box . . . .  2 40 

F o lg e r’s
S um m er Sky, 3 dz. cs. 1 40 
S u m m er S ky  10 dz bbl 4 50

B R E A K F A S T  FOODS 
A petizo, B iscu its  . . . .  3 00 
B ea r Food. P e tt i jo h n s  2 13 
C racked  W h ea t 24-2 2 90
C ream  of W h e a t ___  5 40
C ream  of R ye, 24-2 . .  3 00 
Q u ak er Puffed  R ice . .  4 25 
Q u ak er P uffed  W h ea t 3 45 
Q u ak er B rk fs t B iscu it 1 90 
Q u ak er C orn F la k e s  . . 1  75 
W ash in g to n  C risps  . .  1 85
W h ea te n a  .....................  4 50
E v a p o r’ed S u g a r C orn  90
G rap e  N u ts  ...............  2 70
S u g a r Corn F la k e s  . .  2 50
H olland  R u sk  ............. 3 80
K rin k le  C orn F la k e s  1 75 
M ap l-F lak e , W hole

W h ea t .........................  3 fio
M inn. W h e a t M eal . .  4 50 
R alsto n  W h ea t Food

L a rg e  18s .................  2 25
R a ls to n  W h t Food 18s 1 45 
R oss’s  W hole  W h ea t

B isc u it .......................  2 70
S axon  W h e a t Food . .  2 80 
S h red  W h e a t B iscu it 3 60
T risc u it, 18 .................  1 80
P illsb u ry ’s  B es t C er’l 1 60 
P o s t T o as tie s , T -2  . .  2 60 
P o s t T o as tie s , T -3  . .  2 70 
P o s t T a v e rn  P o rrid g e  2 80

BROOMS
F a n c y  P a rlo r , 25 lb. 5 00 
P a rlo r , 5 S tring , 25 lb. 4 75 
S ta n d a rd  P a rlo r , 23 lb. 4 00
Com m on, 23 lb ............. 3 75
Special. 23 lb ................ 3 25
W arehouse , 23 lb .......... 5 25
Com m on, W h isk  . . . .  l  10 
F an cy , W h isk  .............  1 40

BRU 8 H E S
Scrub

Solid B ack , 8 in .......  75
Solid B ack, 11 in  . . . .  95
P o in ted  E n d s  ..........  85

S tove
N o. 3 .................................  90
No. 2 ..........................  1 25
N o. 1 ..............................  1 75

Shoe
No. 3 ..............................  1 00
No. 7 ..............................  1 30
N o. 4 ..............................  1 70
No. 3 ..............................  1 90

B U T T E R  COLOR 
D andelion , 25c s ize  . .  2 00

C A N D L ES
P araffine , 6s  .................  7
P araffine , 12s ..........  7%
W ick in g  .......................  20

C A N N E D  GOODS 
A pples

3 lb. S ta n d a rd s  . .  @ 9 0
No. 10 .................... @2 75

B lack b erries
2 lb ........................  1 50 @1 90
S ta n d a rd  N o. 10 @5 25

B eans
B aked  .................  1 00@1 30
R ed K idney  ......... 90@ 95
S tr in g   .............  1 00@1 75
W ax  .......................  75@1 25

B lueberries
S ta n d a rd  .......................  l  40
No. 10 .............................  9 60

C lam s
L ittle  N eck, 1 lb ..............1 25

Clam  Bouillon
B u rn h a m ’s  % p t ...........2 25
B u rn h a m 's  p ts ............... 3 75
B u rn h a m 's  q ts ............... 7 50

Corn
F a i r  .......................  85@ 90
Good ...................  1 00@1 10
F a n c y  ...................  @1 30

F ren ch  P eas  
M onbadon (N a tu ra l)

p e r  doz...........................  l  75
G ooseberries

No. 2, F a i r .....................  1 35
No. 2, F a n c y  ...............  2 50

H om iny
S ta n d a rd  .......................  85

L o b ste r
V.i lb .................................... 1 75
% lb ................................... 2 90

P icn ic  F la t  .................  3 10
M ackerel

M usta rd , 1 lb .................  1 80
M usta rd , 2 lb .................  2 80
Soused, 1% lb ...............  1 60
Soused, 2 Id.....................2 75
T om ato , 1 lb ...................  1 50
T om ato , 2 lb .................  2 80

M ushroom s
B uttons, % s .............  @25
B uttons, I s  ...................  @40
H otels, I s  .....................  @34

O y sters
Cove, 1 lb ...............  @ 75
Cove, 2 l b ............... @1 40

P lu m s
P lu m s .....................  90@1 35

P e a rs  In  S y rup  
N o. 3 can s , p e r  doz. . .1  50 

P eas
M arro w fa t ........... 90@1 00
E a rly  J u n e  . . . .  1 10@1 25 
E a r ly  J u n e  s if td  1 45@1 55 

P each es
P ie  .......................  1 00@1 25
No. 10 s ize  c a n  p ie  @8 25 

P ineapp le
G ra ted  ...............  1 75@2 10
Sliced ...................  95@2 60

P um pk in
F a ir  .................................. 80
Good ................................ 90
F a n c y  .............................  1 00
No. 10 .............................  2 40

R asp b errie s
S ta n d a rd  ...............  @

Salm on
W arre n s , 1 lb. T a ll . .  2 30 
W arre n s , 1 lb. F la t  . .  2 45
Red A lask a  ___  1 85@1 95
M ed. R ed A lask a  1 40@1 45
P in k  A la sk a  ........... @1 20

S ard in es
D om estic, % s ............... 3 75
D om estic, % M u sta rd  3 25 
D om estic, % M u sta rd  3 25
F ren ch , % s .................  7@14
F ren ch , % s .............  13@23

S a u e r K ra u t
No. 3, c an s  .....................  90
No. 10, c an s  ............... 2 75

S hrim ps
D unbar, I s  doz................1 25
D unbar, l% s  doz...........2 40

S ucco tash
F a ir  .......................  @90
Good .......................  @1 20
F a n c y  .................  1 25@1 40

S traw b e rr ie s
S ta n d a rd  .....................  95
F a n c y  ...........................  2 25

T o m ato es
Good ...............................  1 20
F a n c y  ................   1 65
No. 10 ...........................  3 75

T u n a
C ase

%s, 4 doz. in  case  . . .  2 60 
%s, 4 doz. in  case  . . .  3 60 
Is , 4 doz. in  c ase  . . . .  5 60 

C A TSU P
S n id e r’s  p in ts  ...........  2 35
S n id e r’s  % p in ts  ......... 1 35

C H E E S E
A cm e .....................  @22%
C arso n  C ity  . . . .  @22%
B rick  ...................  @25
L eiden  .................  @16
L im b u rg e r ...........  @25
P in eap p le  . . . . . .  40@60
E d am  .....................  @85
S ap  Sago . . : . . . .  @80
S w iss, D o m estic  @30

C H E W IN G  GUM 
A dam s B lack  J a c k  . . . .  62
A dam s S ap p o ta  ........... 65
B eem an ’s  P ep s in  .........  62
B eech n u t .........................  62
C hic le ts  .........................  1 33
C olgan V iolet C hips . .  65 
C olgan M in t C hips . . . .  66
D en ty n e  ................    62
D oublem in t .......................  64
F la g  S pruce  ...................  62
H esh ey  G um  ...................  48
Ju icy  F ru i t  .....................  64
R ed R obin  .......................  62
S te rl in g  G um  P ep . . .  62
S te r l in g  7 -P o in t .............  62
S p ea rm in t, W rig ley s  . .  64 
S p ea rm in t, 5 box ja r s  3 20 
S p ea rm in t, 6 box ja r s  3 85
T ru n k  Spruce ...................  62
Y u c a ta n  ............................ 62
Zeno ...................................... 64
S m ith  B ros. Gum  ........... 62

CH OCO LA TE 
W a lte r  B ak e r  & Co.

G e rm an ’s  S w eet .............  24
P rem iu m  ...........................  35
C araca s  .............................  28

W a lte r  M. L ow ney  Co.
P rem iu m , % s ...................  35
P rem iu m , % s .................  35

C L O T H E S L IN E
P e r  doz.

No. 40 T w is ted  C otton  1 00 
No. 50 T w isted  C o tton  1 40 
No. 60 T w is ted  C otton  1 75 
No. 80 T w isted  C otton  2 00 
No. 50 B ra ided  C otton  1 45 
No. 60 B raided  C otton  1 85 
No. 80 B ra ided  C o tton  2 25 
No. 50 S ash  Cord . . . .  2 25 
No. 60 S ash  Cord . . . .  2 75
No. 60 J u te  ...................  90
No. 72 J u te  ...................  1 10
No. 60 S isa l .................  1 00

G alvanized  W ire  
No. 20, each  100ft. long  1 90 
N o. 19, e ach  100ft. long 2 10 
No. 20, each  100ft. long  1 00 
No. 19. each  100ft. long 2 10

COCOA
B a k e r’s  ................................ 39
C leveland ............................ 41
Colonial, % s ...................  35
Colonial, % s .....................  33
E p p s  .................................... 42
H e rsh e y ’s, % s .................  32
H e rsh e y ’s, % s .................  30
H u y le r ................................ 36
L ow ney, % s .....................  38
L ow ney, % s ...................  37
L ow ney, % s ...................  37
L ow ney, 5 lb. c a n s  . . . .  37
V an  H o u ten , % s ...........  12
V an  H o u ten , % s ...........  18
V an  H o u ten , % s ...........  36
V an  H o u ten , I s  ...............  65
W a n - E ta  ...........................  36
W ebb  ......................    33
W ilber, % s .......................  33
W ilber, % s .......................  32

COCOANUT 
D u n h a m ’s  p e r  lb.

%s, 5 lb. case  ...............  30
%s, 5 lb. c a s e ...................  29
%s, 16 lb. c ase  ...............  29
%s, 15 lb. case  ...............  28
Is , 15 lb. c ase  .................  27
% s & % s, 15 lb. case  . .  28 
Scalloped G em s . . . . . . . .  10
% s & % s p a ils  ...............  16
B ulk , p a ils  .......................  16
B ulk , b a rre ls  ...................  15
B a k e r’s  B ra z il S h redded  
70 6c  pkgs., p e r  case  2 60 
36 10c pkgs., p e r  case  2 60 
16 10c a n d  33 5c pkgs.,

p e r  c ase  ....................... 2 60
B a k e rs  C anned , doz. . .  90

C O F F E E S  RO A STED  
Rio

Com m on .........................  19
F a i r  .................................. 19%
C hoice ...............................  20
F a n c y  .................................  21
P e a b e r ry  .........................  23

S an to s
C om m on ...........................  20
F a i r  .................................. 20%
C hoice ...............................  21
F a n c y  ...............................  23
P e a b e r ry  .........................  28

M aracaibo
F a i r  .................................... 24
C hoice .............................. 25

M exican
Choice ............................... -25
F a n c y  .............................. 26

G u a tem ala
F a i r  .................................... 25
F a n c y  ..............................  28

J a v a
P r iv a te  G row th  . . . .  26@30
M and ling  ................   31@35
A uko la  .......................  30@32

M ocha
S h o rt B ean  ...............  25@27
L ong  B ean  ...............  24 @26
H . L. O. G ....................26@28

Bogota
F a i r  .................................... 24
F a n c y  ................................ 26
E x ch an g e  M ark e t, S tead y  
S po t M ark e t, S tro n g  

P ack ag e
N ew  Y ork  B asis  

A rbuck le  ............. .. 19 00

M cL aughlin 's  XXXX 
M cL augh lin ’s  X X X X

pack ag e  coffee is  sold to  
re ta ile rs  only. M ail a ll o r
d e rs  d ire c t to  W . F . M c
L au g h lin  & Co., Chicago. 

E x tra c ts
H olland . % gro. bxs. 95
Felix , % g ro ss  ............  1 15
H u m m el’s  foil, % gro. 85 
H u m m el’s  tin , % gro . 1 43

CO N FEC TIO N E RY  
S tick  C andy P a ils

H orehound  .....................  11
S ta n d a rd  .........................  11
S tan d a rd , sm all ..........  12
T w ist, sm all .................  12

C ases
Ju m b o  ...........................  11%
Jum bo, sm all ................. 12
B ig S tick  .......................  11%
B oston S u g a r S tick  . .  15

Mixed C andy 
, P a ils

B roken ...........................  12
C ut Loaf .......................  12
F ren ch  C ream  ........... 13
F ancy  .............................  14
G rocers .............................  8
K in d e rg a rte n  .........* 12%
L eader ...........................  n
M onarch  .........................  11%
N ovelty  ...........‘...............  12
P a r is  C ream s ...............  14
P rem io  C ream s ........... 16
R oyal .............................  10
Special ...........................  10%
V alley  C ream s ........... 15
X  L  O .............................  8

S pecialties
P a ils

A uto  K isses  (b a sk e ts ) 13 
B onnie B u tte r  B ite s  . .  17 
B u tte r  C ream  C orn . .  15 
C aram el Bon B ons . .  15
C aram el D ice . .............  13
C aram el C ro q u e tte s  . .  14 
C ocoanut W affles  . . . .  14
Coffy Toffy ...................  15
N a tio n a l M in ts  7 lb tin  20
E m p ire  F u d g e  .............  15
F udge , W a ln u t ...........  16
F udge , F ilb e r t  ...........  15
F udge , Choco. P e a n u t 14 
F udge , H oney  M oon . .  15 
Fudge. W h ite  C en te r 15
F udge , C h erry  ........... 15
Fudge. C ocoanut . . . .  15 
H oneysuck le  C andy  . .  16
Iced  M aroons ............. 15
Iced G em s .....................  15
Iced O range  Je llies  . .  13 
I ta l ia n  Bon B ons . . . .  13
Je lly  Mello ...................  13
AA Licorice D rops

5 lb. box ...............  l  25
L ozenges, P ep  ........... 14
L ozenges. P in k  ........... 14
M anchus .......................  14
M olasses K isses, 10

lb . box .......................  13
N u t B u tte r  P u ffs  . . . .  14 
S ta r  P a tt ie s .  A ss t . .  14

C hocolates P a ils
A sso rted  Choc...............  16
A m azon C aram els  . .  16
C ham pion .....................  15
Choc. C hips, E u re k a  20
C lim ax  ...........................  16
E clipse , A sso rted  . . . .  15 
Idea l C hoco lates . . . .  15 
K londike C hoco lates 21
N abobs ...........................  21
N ibb le  S tick s  ............... 25
N u t W a fe rs  ................. 21
Ocoro Choc C aram els  18
P e a n u t C lu ste rs  ......... 24
Q u in te tte  .....................  15
R eg ina  ...........................  14
S ta r  C hoco lates ......... 15
S u p erio r Choc, (lig h t)  18 

Pop Corn Goods 
W ith o u t prizes. 

C rack e r J a c k  w ith
coupon .......................  3 25

Oh My 100s ...................  3 50
C rack er Jac k , w ith  P rize
H u rra h , 100s ............... 3 50
H u rra h , 50s ................. 1 75
H u rra h , 24s ...............  85
B alloon Corn, 50s . . . . 1  75 

Cough D rops
B oxes

P u tn a m  M entho l . . . .  1 00 
S m ith  B ro s .....................  1 25

NU TS—W hole
lbs.

A lm onds, T a rra g o n a  20 
A lm onds. C alifo rn ia  

so ft shell D rak e  ..@ 20
B raz ils  ...................  14@18
F ilb e r ts  .......................  @18
Cal. No. 1 S. S. . . .  @20 
W a ln u ts , N ap les  16%@18% 
W aln u ts , G renoble 
T ab le  n u ts , fa n cy  13@14
P ecan s , L a rg e  ___  @15
P ecan s , E x. L a rg e  @17 

Shelled
No. 1 S p an ish  Shelled

P e a n u ts  ........... 7%@ 8
E x. Lg. Va. Shelled

P e a n u ts  ......... 11%@12
P ecan  H a lv es  ........... @65
W aln u t H a lv es  . . . .  @42
F ilb e r t M ea ts  ......... @38
A lm onds .....................  @45
Jo rd o n  A lm onds . .

P e a n u ts  
F a n c y  H  P  S uns

R aw  .................  6 @ 6 %
R o asted  ........... 7 @7%

H. P. Jum bo.
R aw  .................  8%@ 9
R o asted  ...........  9%@10

C RA C K ER S
N a tio n a l B iscu it Com pany 

- B ra n d s

In -e r-S e a l T rad e  M ark 
P ack ag e  Goods

„  P e r  dos.
B aro n e t B isc u it ........... 1 00
F lak e  W afe rs  ............... 1 00
C am eo B iscu it ............. l  50
C heese S andw ich  . . . .  1 00 
C hoco late  W afe rs  . . .  l  00
F ig  N ew to n  .................  1 00
F ive  O’c lo ck  T e a  B e t 1 00 
G inger S n ap s  N B C  . .  1 00 
G rah am  C ra ck e rs  . . . .  l  00
Lem on S’n ap s  ...........  59
M. M. D a in tie s  .........  1 00
O y ste re tte s  .................  59
P re tzeen o s  ...................  59
R oyal T o as t .................  i  99
Social T e a  B iscu it . .  l  00
S a ltin e  B iscu it ...........  1 99
S a ra to g a  F la k e s  ____  1 59
Soda C rack ers , N B C  .1  00 
Soda C ra ck e rs  P rem . 1 00
T okens .......................... 1 99
U needa B iscu it ...........  59
U needa  J in je r  W ay fe r  1 00
\  an illa  W afe rs  ............. 1 00
W a te r  T h in  B isc u it . . 1  00 
Zu Zu G in g er S n ap s  50
Z w ieback  ........................ 1 99

O th er P ack ag e  Goods 
B a rn u m ’s  A n im als  . .  50
Soda C ra ck e rs  N B C  2 60

Bulk Goods
. . C ans  a n d  boxes

A nim als .........................  13
A tlan tic s . A ss td  ......... 16
A v en a  F r u i t  C akes  . .  15
B everly  ...........................  14
B onnie Doon C ookies 12 
Bo P eeps, S. o r  M. . .  11
B ouquet W afe rs  ..........  22
C an to  C akes  .................  i s
Cam eo B iscu it ............  25
C ecelia B iscu it ............ 18
C heese T id  B its  ........... 20
C hocolate  B a r  (c an s) 20 
C hocolate P u ff C ake 20
C ircle C ookies ............... 15
C ocoanut T affy  B a r  . .  16
C ocoanut D r o p s ........... 16
C ocoanut M acaroons 25 
C ocoanut M olas, B a r  16 
Choc. H oney  F in g e rs  20 
Coffee C akes Iced  . . .  15
C opia C akes ................... 14
C racknels  .......................  25
C ru m p e ts  .........................  15
C ry s ta l Ju m b le s  . . . .  14 
D in n er P a il  M ixed . .  15 
E x t r a  W ine  B isc u it . .  14 
F an d an g o  F in g e rs  . .  16
F ig  C akes A ss td ...........15
F ig  N ew tons ................. 16
F ires id e  P e a n u t  Ju m b  13 
F lu ted  C ocoanut B a r  15
F ro s te d  C ream s ........... 12
F ro s te d  R a is in  Sqs. . .  14
F ru ite d  O vals ............... 12
F ru ite d  O vals, Iced  . .  13
G inger D rops ................. 16
G inger G em s P la in  . .  12 
G inger G em s Iced  . .  13 
G rah am  C rack e rs  . . . .  l l  
G inger S naps  F a m ily  12 
G inger S n ap s  R ound  10 
G olden Rod S andw ich  18 
H ippodrom e B a r  . . . .  15
H obnob C akes ..............16
H oney  F in g e rs  A ss t’ 16 
H ouseho ld  Cooks. Iced  14 
H u m p ty  D um pty , S

o r  M ................................  11
Im p e ria ls  ........................ 12
Ju b ile e  M ixed ................. 15
K a ise r  Ju m b le s  Iced  15 
L ad y  F in g e rs  Sponge 35 
L eap  Y ear Ju m b le s  . .  20 
L em on B iscu it S q u are  12
L em on C akes  ................  12
L em on W afe rs  ............. 20
L em on T h in  ................... 20
L o rn a  Doone ................. 20
M ace C akes ................... 12
M acaroon Ju m b le s  . .  25
M ary  A nn  ....................... 10
M arshm allow  P e c an s  22
M elody C akes ............... 18
Mol. F r t .  Cookie, Iced  14 
NBC H oney  C akes  . .  15 
O a tm eal C rack e rs  . . . .  11
O range  G em s ................. 12
P en n y  A sso rted  ............  16
P icn ic  M ixed ................. 16
P in eap p le  C akes  . . . .  18
P la n e t C akes ................  14
P risc illa  C ake .............  10
R ais in  Cookies ............. 14
R ais in  G em s ................. 15
R oyal L u n ch  ................. 10
R ev eres  A ss td ................. 20
R itten h o u se  B iscu it . .  18 
See Saw , &. o r  M. . .  11
S n ap aro o n s ..................... 16
Spiced Ju m b les. Iced  15 
Spiced M arshm allow  18
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6 7 8 9 10 11
S u g ar F in g e rs  ........... 13
S u g a r  C rim p ...............  12
V an illa  W afe rs  ...........  22

Butter
B oxes

N B C ,  S q u a re  ...........  8
N B C ,  R ound  . . . . . .  8

Soda
N B C  Soda C rack e rs  8
P rem iu m  Sodas ........... 9
S a ra to g a  F la k e s  ......... 15

Oyster
D andy, O y sters  ........... 8
N B C  O y sters  S q u are  8 
Shell ................................ 8%

Specialties
A dora  .............................  1 00
N abisco  (10 c en t t in s )  1 00 
N ab isco  (N o. 204 T in ) 1 75 
F e s tin o  (No. 202 T in ) 1 50 
F es tin o  (25c tin s )  . . .  2 50
L o rn a  D oone ...............  1 00
A nola ................................ 1 0 0
M in erv a  F r u i t  C ake 3 00

A bove q u o ta tio n s  of N a 
tio n a l B iscu it Co., su b jec t 
to  ch an g e  w ith o u t notice. 

CREAM  TARTAR
B arre ls  o r D ru m s ........... 50
S quare  C ans ................. 54
Boxes .................................. 51
F ancy  C addies ............... 59

D R IED  FRUITS  
ADples

E v a p o r’ed Choice b lk  @8% 
E v a p o r’ed F a n c y  b lk  @9%

Apricots
C alifo rn ia  .................  13 @15

Citron
C orsican  .........................  18

C u rran t*
Im p o rted , 1 lb. pkg. 16% 
Im p o rted , bu lk  ........... 16%

M uirs—Choice,'^ 251b. . .  7% 
M uirs—F an cy , 251b. . .  8 
F an cy , Peeled , 251b. . .  12 

Peel
Dem on, A m erican  ___  14
G range, A m erican  . . . .  13% 

R aisin s
C luster, 20 c a r to n s  . .  2 25 
Loose M usca tels, 4 Cr. 8 
Loose M usca tels, 3 Cr. 7%
L .  M. Seeded, 1 lb. 8% @9 

California Prunes 
90-100 25 lb. boxes ..@  6% 
80- 90 25 lb. boxes . .@ 7% 
70- 80 25 lb. boxes ..@  7% 
60- 70 25 lb. boxes . .  @r 8% 
50- 60 25 lb. boxes . .@ 9 %  
40- 50 25 lb. boxes ..@ 10 

EVAPORATED M ILK  
Red Band Brand

B aby  ...............................  2 40
T a ll .................................  3 50

5 case  lo ts, 5c less ; 10 
case  lo ts , 10c less. 

FARINACEOUS GOODS
Beans

C alifo rn ia  L im as  ......... 8
M ed. H a n d  P ick ed  . .  7 50
B row n H olland  ...........

Farina
25 1 lb. p ack ag es  ----- 1 70
B ulk, p e r  100 lb ............ 5 25

Original Holland R u sk  
P ack ed  12 ro lls  to  c o n ta in e r
3 c o n ta in e rs  (40) ro lls 3 80 

HoirHny
P e a rl, 100 lb. sack  . .  2 75 
Maccaroni and Vermicelli 

D om estic, 10 lb. box . .  60
Im ported , 25 lb. box . 3 50

Pearl Barley
C h es te r  ...........................  4 50
P o r ta g e  ...........................  6 00

Peas
G reen W isconsin , bu. 3 90 
S p lit, lb ...............................  6%

Sago
E a s t  In d ia  ................... 8%
G erm an , sack s  ..............  9
G erm an, b roken  pkg.

Tapioca
F lak e , 100 lb. sack s  . .  8% 
P ea rl, 100 lb. sack s  . .  8%
P e a rl, 36 p k g s...............  2 60
M inu te , 10 oz., 3 doz. 3 60

FISH IN G  
% to  1 in. .. 
1% to  2 in. 
1% to  2 in. 
1% to  2 in. .
2 in ................. .
3 in .................

T AC KLE........ 6
................... 7
................... 9.............  11
................. 15.......  20

Cotton Lines
No. 1, 10 fe e t .........
No. 2, 15 fe e t .........
No. 3, 15 fe e t  .........
No. 4, 15 fe e t ...........
No. 5, 15 f e e t ............
No. 6, 15 fe e t ...........
No. 7, 15 fe e t  ...........
No. 8, 15 fe e t ...........
No. 9, 15 fe e t  ...........

Linen Lines
Sm all ...........................
M edium  ..................... .
L a rg e  .........................

5
7
9

10
1112
15
18
20

20
26
34

Poles
Bam boo, 14 f t. ,  p e r doz. 55 
B am boo, 16 ft. ,  p e r  doz. 60 
Bamfboo, 18 ft, per do*. 80

FLAVORING EXTRACTS  
Jennings D C Brand

P u re  V anilla
No. 1, % oz....................... 90
No. 2, 1% oz......................1 25
No. 4, 2% oz. ______  2 25
No. 3, 2% oz. T a p e r  2 00
2 oz. F la t  .......................2 00

T erp en e less  
P u re  L em on

No. 1, % oz. P a n e l . .  75 
No. 2, 1% oz. P a n e l 1 13 
No. 4, 2% oz. P an e l 2 00 
No. 3. 2% oz. T a p e r  1 75 
2 oz. F la t  .......................  1 75

FLOUR AND FEED
G rand  R ap ids G ra in  & 

M illing  Co.
W in te r  W h ea t

P u r ity  P a te n t  ............. 7 50
F a n c y  S p rin g  . . . . . . .  8 75
W izard  G rah am  . . . .  7 40
W izard , G ran . M eal 5 00 
W izard  B uckw ’t  cw t. 3 50
R ye .................................  6 50
V alley C ity  M illing Co.

L ily  W h ite  ................... 8 60
L ig h t L oaf ................... 8 20
G rah am  .........................  3 70
G ran en a  H e a lth  ___  3 80
G ran . M eal ................. 2 70
B olted  M eal ...............  2 60

V oigt M illing Co.
V o ig t’s  C rescen t ___  8 55
V oig t’s R oyal ............... 8 95
V o ig t’s F lo u ro ig t . . . .  8 55 
V oigt’s  H yg ien ic  G ra 

ham  .............................  7 40
W atso n -H ig g in s  M illing Co.
N ew  P e rfec tio n  ........... 8 45
T ip  Top F lo u r ............. 8 00
G olden S heaf F lo u r  . .  7 60 
K e rn ’s Success F lo u r  9 00 
M arsh a ll B es t F lo u r  . .  8 50 
K e rn 's  W isconsin  R ye 7 00 

W orden G rocer co .
Q uaker, p a p e r ................. 8 25
Q uaker, c lo th  ...............  8 35

K an sas  H ard  W h ea t 
V oigt M illing Co.

C alla  L ily  ..................... 9 25
W orden G rocer Co.

A m erican  E ag le , % s 9 00 
A m erican  E ag le , % s 8 90 
A m erican  E ag le , % s 8 80 

b p ring  w n e a t  
Roy B ak e r

M azeppa .........................  8 60
Golden H o rn  b a k ers  8 50
W isconsin  R ye ........... 7 10
B oh em ian  R ye ........... 7 40

J udson G rocer Co.
C ereso ta . % s ............... 9 90
C ereso ta , %s ............... 9 80
C ereso ta , % s ............... 9 70

Voigt M illing Co.
C olum bian  ..................... 9 25

VYurueii G rocer Co. 
W ingold , % s c lo th  . .  9 70 
W ingold, % s c lo th  . .  9 60 
W ingold , % s c lo th  . .  9 20 
W ingold, % s p a p er . .  9 40 
W ingold, % s p a p er . .  9 20 

Meal
B olted  .............................  4 80
G olden G ran u la ted  . .  5 00 

Wheat
R ed .................................  1 39
W h ite  .............................  1 35

Oats
M ichigan  c a r lo ts  ............. 50
L ess  th a n  c a r lo ts  ........... 52

Corn
C arlo ts  ...........................  96
L ess  th a n  c a r lo ts  . . . .  98

Hay
C arlo ts  ...........................  14 00
L ess  th a n  ca rlo ts  . .  16 00 

. F eefl
S tre e t C ar F eed  . . . .  37 00 
No. 1 C orn & O a t F d  37 00
C racked  C orn ........... 37 00
C oarse  Corn M eal . .  37 00

FR U IT  JA R S 
M ason, p ts ., p e r gro. 4 90
M ason, q ts ., p e r gro . 5 25 
M ason, % gal. p e r gro . 7 60 
M ason, c an  tops, g ro . 2 25 

G ELA T IN E
Cox’s, 1 doz. la rg e  . .  1 45 
Cox’s, 1 doz. sm all . .  90
K nox’s  S park ling , doz. 1 25 
K nox’s  Spark ling , g r. 14 00 
K nox’s A cidu’d  doz. . .  1 25 
M inute , 2 q ts .,  doz. . .  1 25 
M inute, 2 q ts ., 3 doz. 3 75
N elson 's  .........................  1 50
O xford ...........................  75
P ly m o u th  Rock, P hos. 1 25 
P ly m o u th  R ock, P la in  90 

GRAIN BAGS 
B road  G auge, 12 oz. . .  18
C lim ax, 14 oz...................  23
S ta rk , A, 16 oz....................26

H ERBS
Sage .................................... 15
H ops ...................................... 15
L au re l L eav es  .................  15
S enna  I,eav es  ...................  25

H ID ES  AND PELTS  
Hides

G reen, No. 1 ................. 16
G reen, No. 2 ................  15
C ured , No. 1 ................  18
C ured, N o. 2 ................  17
C alfsk in , g reen , No. 1 20
C alfsk in , g reen , No. 2 18%
C alfsk in , cu red , No. 1 22
C alfsk in , cured , No. 2 20%

Pelts
Old W ool ............. 60@1 25
L am b s  ....................... 50@ 75
S h ea rlin g s  .............  50@ 75

Tallow
No. 1 .....................  @ 6
No. 2 .....................  @ 5

Wool
U nw ashed , m ed. @32
U nw ashed , lne  . .  @27

HORSE RADISH
P e r  doz..................................  90

ICE CREAM
P ip e r  Ice  C ream  Co. B ran d s
B ulk, V an illa  .................  70
Bulk. F an cy , a n y  flavor 75
B rick , P la in  ...................l  00
B rick , F a n c y  ................. 1 20

JELLY
51b. pails, p e r  doz. . .  2 50 

151b. pails , p e r  pa il . .  70
301b .pails , p e r  pa il . .  1 20

JELLY  GLASSES  
% p t. in bbls., p e r  doz. 19 
% p t. in  bbls., p e r doz. 19 
8 oz. capped  in  bbls., 

p e r doz.............................. 20
m a p l e i n e

2 oz. b o ttle s , p e r  doz. 3 00 
1 oz. bo ttle s , p e r  doz. 1 75 
16 oz. b o ttle s , p e r dz. 18 00 
32 oz. bo ttle s , p e r  dz. 30 00 

M INCE MEAT
P e r  case  .......................  2 85

MOLASSES  
New Orleans

F ancy  O pen K e ttle  . . .  45
Choice .............................  38
Good ................................ 32
Stock ..............................  27

H a lf  b a rre ls  2c e x tra  
Red H en, No. 2% . . . . 2  15
Red H en , No. 5 ......... 2 00
Red H en, No. 10 ......... 1 95

MUSTARD
% lb. 6 lb. box .................  16

OLIVES
Bulk, 1 gal. kegs  1 10@1 20 
Bulk, 2 gal. kegs 1 05® 1 lb 
Bulk, 5 gal. kegs 1 00@1 10
Stuffed, 5 oz.....................  90
Stuffed, 8 oz...................  1 25
Stuffed, 14 oz...............  2 25
P it te d  (n o t s tu ffed )

14 oz.............................. 2 25
M anzanilla . 8 oz............. 90
L unch . 10 oz...................1 35
L unch . 16 oz................... 2 25
Q ueen. M am m oth, 19

oz............... ......................  4 25
Q ueen, M am m oth , 28

oz .................................  5 75 ..
Olive Chow, 2 doz. cs.

p e r doz.......................... 2 25
PEANUT BUTTER  
B el-C ar-M o Brand 

25 lb. fibre pa ils  . . . .  10 
14 lb. fibre pa ils  . . . .  10%
10 lb. tin  p a ils  ........... 11
23 oz. ja rs ,  1 doz. . .  2 30 
2 lb. t in  p a ils . 1 doz. 3 00 
7 oz. ja rs ,  2 doz...........1 80
11 oz. ja rs ,  2 doz...........1 35
PETROLEUM PRODUCTS

Iro n  B arre ls
P e rfec tio n  .......................  7.5
R ed C row n G asoline  17. 
G as M achine G asoline  28.9 
V  M & P  N a p h th a  . .  16.5 
C ap ito l C ylinder . . . .  33.4 
A tla n tic  R ed E n g in e  ..19.4
S um m er B lack  ...............  8.2
P o la rin e  ............   32.4

P IC K L E S
Medium

B arre ls , 1,200 c o u n t . .9  25 
H a lf bbls., 600 c o u n t 5 25
5 gallon  kegs  ............... 2 20

Small
B arre ls  .......................  10 50
H alf b a rre ls  ................. 6 25
5 gallon  k eg s  ............. 2 50

G herk ins
B arre ls  .........................  14 00
H a lf b a rre ls  ...............  6 75
5 gallon  k eg s  ............... 2 75

S w eet Sm all
B a rre ls  .......................  21 00
H a lf b a rre ls  .................. 11 50
5 gallon  k e g s ...............  4 20

P IP E S
Clay, No. 216, p e r  box 2 00 
C lay, T . D. fu ll co u n t 80
Cob .................................  90

PLA Y IN G  CARDS 
No. 90, S te a m b o a t . . . .  75 
No. 15, R iva l a sso rte d  1 25 
No. 20, R over, e n am ’d 1 50
No. 572, S p e c i a l ...........1 75
No. 98 Golf, S a tin  fln. 2 00
No. 808, B ic y c le ...........2 00
No. 632 T o u rn ’t  w h is t 2 25 

PO TASH
B a b b itt’s, 2 doz........... 1 75

PR O V ISIO NS 
B arreled  P o rk  

C lear B ack  . .  25 00 @27 00 
S h o rt C ut C lr 23 00@24 00
B ean  ............... 25 00@26 00'
B risket, C lear 24 00^>2& 00

C lear F a m ily  ............. 26 00
Dry Salt Meats

S P  B ellies ___  14% @15
Lard

P u re  in  tie rc e s  14 @14% 
C om pound L a rd  11% @12
80 lb. tu b s  ___ ad v an ce  %
60 lb. tu b s  ___ ad v an ce  %
50 lb. tu b s  . . . .a d v a n c e  % 
20 lb. p a ils  . . .a d v a n c e  % 
10 lb. p a ils  . . .a d v a n c e  % 
5 lb. p a ils  . . .a d v a n c e  1 
3 lb. p a ils  . . .a d v a n c e  1

Smoked Meats 
H am s, 14-16 lb. 18%@19 
H am s, 16-18 lb. 18 @18% 
H am s, 18-20 lb . 17 @18 
H am , d ried  beef

s e ts  ................... 29 @30
C alifo rn ia  H a m s  14 @14% 
P icn ic  Boiled

H am s .............  19%@20
Boiled H am s . .  29% @30 
M inced H am  . .  13 @13%
B acon ................. 19 @24

Sausages
B ologna ............... 10% @11
L iv er ...................  9% @10
F ra n k fo r t  ........... 12 @12%
P o rk  ...................  l l  @12
V eal .................................. 11
T ongue ...........................  11
H eadcheese  .................  10

B eef
B oneless ......... 20 00@20 50
R um p, new  . .  24 50@25 00 

P ig ’s F ee t
% bb ls...............................  1 05
% bbls., 40 lbs................2 10
% bb ls...............................  4 25
1 bb l.................................... 8 50

T rip e
K its , 15 lb s .......................  90
% bbls., 40 lb s ...............1 60
% bbls., 80 lb s ............... 3 00

C asings
H ogs, p e r lb ....................  35
Beef, rounds, s e t  . .  19@20 
Beef, m iddles, s e t  . .  60@70
Sheep .................  1 15@1 35

U ncolored B u tte rln e  
Solid D a iry  . . . .  13%@17% 
C oun try  Rolls . . 1 5  @21

C anned M eats 
C orned Beef, 2 lb. . .  4 50 
C orned Beef, 1 lb. . .  2 40
R o ast Beef, 2 lb ........  4 50
R o as t B eef, 1 lb...........2 50
P o tte d  M eat, H am

F lavo r, % s .................  48
P o tted  M eat, H am

F lav o r, % s .................  90
D eviled M eat, H am

Flavo r, % s .................  48
D eviled M eat, H am

F lavo r, % s ...............  90
P o tted  T ongue, % s . .  48
P o tte d  T ongue, % s . .  90

RICE
F a n c y  .....................  7 @7%
J a p a n  S t y l e ...........5 @6%
B roken  ................... 3%@4

R O LLED  OATS 
Rolled A venna. bbls. 6 20 
S tee l C ut. 100 lb. sks. 3 15
M onarch , bb ls...............  5 95
M onarch . 90 lb. sk s. 2 85 
Q uaker, 18 R eg u lar . .  1 45 
Q uaker, 20 F a m ily  . .  4 50 

SALAD D RESSIN G  
Colum bia, % p in t . . . .  2 25
Colum bia. 1 p in t ......... 4 00
D u rk ee ’s, la rge , 1 doz. 4 20 
D u rk ee ’s, sm all, .2 doz. 5 00 
S n id e r’s, la rge , 1 doz. 2 35 
S n id e r’s, sm all. 2 doz. 1 35

SALERATU S  
P ack ed  60 lbs. in  box.

A rm  an d  H a m m e r . .  3 00 
W yando tte , 100 % s . .  3 00 

SAL SODA
G ran u la ted , bb ls...........1 40
G ran u la ted , 100 lbs. cs. 1 50 
G ran u la ted , 36 pkgs. . .1  40 

SALT
C om m on G rades

100 3 lb . sack s  ............. 2 60
70 4 lb. sack s  ............. 2 50
60 5 lb. sack s  ............. 2 50
28 10 lb. sack s  ............ 2 35
56 lb. sack s  ...............  40
28 lb. sack s  .............  20

Warsaw
56 lb. sack s  ...................  26
28 lb. d a iry  In d rill bags  20 

Solar Rock
56 lb. sac k s  .....................  ST

Common
G ranu la ted , F in e  . . . .  1 15 
M edium , F in e  .............  1 25

SALT  PI8H  
Cod

L arge , w hole ........... @ 9
Sm all, w hole ........... @ 8%
S trip s  o r b rick s  . .  9@13
Pollock  .....................  @ 5%

Smoked Salmon
S tr ip s  ...............................

Halibut
S tr ip s  ............................. ..
C hunks ................. ..

Holland Honing
S tan d a rd , b b ls ............ 18 50
Y. M. w h. hoop % bbls.
S tan d a rd , k eg s  ........... 1 05
Y. M. w h. hoop Milchers 

kegs ...........................
Herring

Med. F a t  Split, 200 lbs 8 00 
T .aborador S p lit 200 lb  10 00 
N orw ay  4 K , 200 lbs. 16 50 
Snecial, 8 lb. p a lls  . .  70
Scaled, in  boxes . . . .  15 
B oned, 10 lb. boxes . .  18

Trout 
No. 1, 100 lbs. . 
No. 1, 40 lbs. ., 
No. 1, 10 lbs. . . .  
No. 1, 2 lbs. ...

Mackerel
M ess, 100 lbs...............  16 50
M ess, 40 lbs...................  7 00
M ess, 10 lb s ...................  1 85
M ess, 8 lb s .....................  1 56
No. 1. 100 lb s ..................15 50
No. 1, 40 lbs....................  6 70
No. 1. 10 lbs....................  1 76

Lake Herring
100 lb s ...............................  4 00
40 lb s ...............................  2 35
10 lbs..................................  58
8 lb s .................................. 54

SE E D S
A nise  .............................  18
C anary , S m y rn a  . . . .  6
C araw ay  .......................  28
C ardom on, M ala b a r 1 20 ,
C elery  .............................  45
H em p, R u ss ian  ............. 7
M ixed B ird  ...................  9
M u sta rd , w h ite  ........... 20
Poppy  .............................  36
R ape ...............................  10

SH O E BLACKING 
H an d y  Box, la rg e  3 dz. 3 50 
H an d y  Box. sm all . .  1 25 
B ixby ’s  R oyal Po lish  85 
M iller’s C row n Po lish  85 

S N U F F
Scotch, in  b lad d ers  . . .  37 
M accaboy, in  ja r s  . . . .  35 
F ren c h  R apple  in ja r s  . .  43

SODA
B oxes ...............................  5%
K egs, E n g lish  ...............  4%

SP IC E S 
W hole Spices 

A llspice, J am a ic a  . .9@10
A llspice, lg. G arden  @11 
Cloves, Z an z ib a r . .  @24 
C assia , C an ton  . .  14@15 
C assia , 5c pkg. doz. @35 
G inger A frican  . . .  @ 9%
G inger. Cochin ___  @14%
M ace, P e n a n g  ........  @90
M ixed, No. 1 ........... @17
M ixed, No. 2 ........... @16
M ixed, 5c nkgs. dz. @45 
N u tm egs, 70-80 . . . .  @35 
N u tm eg s. 105-110 . .  @30
P epper. B lack  ......... @20
P epper, W h ite  . . . .  @28 
P epper, C ayenne  . .  @22 
P a p rik a , H u n g a rian  

P u re  G round In Bulk 
A llspice. J a m a ic a  . .  @12 
Cloves, Z azn ib a r . .  @28 
C assia, C an ton  . . . .  @26
G inger, A frican  ___  @18
M ace, P e n a n g  ......... @1 00
N u tm eg s  ................... @30
P epper, B lack  ......... @24
P epper, W h ite  ......... @32
P epper, C ayenne  . .  @25 
P a p rik a , H u n g a rian  @45

STARCH
Corn

K ingsford , 40 lb s ...........7%
M uzzy, 48 lib . pkgs. 6 

K ingsford
S ilver Gloss, 40 lib . . .  7% 

Gloss
A rgo, 24 5c p k g s .......... 90
S ilver G loss, 16 31bs. . .  6% 
S ilver Gloss, 12 61bs. ..8 %  

Muzzy
48 11b. p ack ag es  ........... 6
16 31b. packages  ........... 5%
12 61b. p ack ag es  ........... 7%
501b. boxes .....................  3%

SY R U PS
c o rn

B arre ls  ...............................  30
H alf b a rre ls  ...................  32
Blue K aro , No. 1%,

2 doz.............................. 1 80
B lue K aro , No. 2, 2 dz. 2 lt>

doz..................................  2 40
B lue K aro , No. 2%, 2 
B lue K aro , No. 5, 1 dz. 2 40 
Blue K aro , No. 10, %

doz..................................  2 30
R ed K aro , No. 1%, 4

doz..................................  4 10
Red K aro , No. 2, 2 dz. 2 40 
R ed  K aro , No. 2% 2dz. 2 90 
Red K aro , No. 5, 1 dz. 2 80 
R ed K aro , No. 10 %

doz..................................  2 70
Pure Cane

F a ir  .................................  16
Good ...............................  20
Choice ...........................  25

Folger’s Grape Punch 
Q u arts , doz. case  . . .  6 00 

TABLE  SAUCES
H alfo rd , l a r g e ...............3 75
H alfo rd , sm all ........... 2 26

F o rm o sa , M edium  
F o rm o sa , Choice 
F o rm o sa , F a n c y

25@28 
32 @35 
50@60

E n g lish  B re ak fas t 
Congou, M edium  . .  25@30 
Congou, Choice . . . .  30@35
Congou, F an cy  ___  40@60
Congou, E x . F a n c y  60@80 

Ceylon
Pekoe, M edium  . . . .  28@30 
D r. Pekoe, Choice . .  30@35 
F lo w ery  O. P . F a n c y  40@50

TOBACCO 
F ine  C ut

B lo t ...............................  1 45
Bugle, 16 oz...................  3 ¿4
Bugle, 10c ...................  11 00
D an P a tc h , 8 an d  16 oz. 33
D an  P a tc h , 4 oz.......... 11 52
D an P a tc h , 2 oz...........5 76
F a s t  M all, 16 o*...........7 80
H ia w ath a , 16 oz..............  60
H ia w a th a , 5c ............... 5 40
M ay F low er, 16 oz. . .  9 36
N o L im it, 8 oz..................1 86
N o L im it, 16 oz...........3 72
O jibw a, 8 an d  16 oz . 40
O jibw a, 10c ............... 11 10
O jibw a, 8 and  16 oz. . .  42 
P e to sk ey  Chief, 7 oz. 2 00 
P e to sk ey  Chief, 14 oz. 4 00 
P each  and  H oney, 5c 6 76
R ed Bell, 16 oz................. 3 84
Red Bell, 8 fo il ........... 1 92
S terling , L  & D. 5c . .  5 76 
Sw eet C uba, c a n is te r  9 16
S w eet Cuba, 5c ___ 5 76
S w eet Cuba, 10c ___  95
S w eet Cuba, 1 lb. t in  4 50 
S w eet C uba, % lb. foil 2 25 
Sw eet B urley , 5c L& D 5 76 
S w eet B urley , 8 oz. . .  2 45 
Sw eet B urley , 16 oz. 4 90 
S w eet M ist, % gro . . .  5 76 
Sw eet M ist, 8 oz. . .  11 10
T eleg ram , 5c ............. 5 76
T iger, 5c .......................  6 00
T iger, 25c can s  ........... 2 40
U ncle  D aniel, 1 lb. . .  60
U ncle D aniel, 1 oz. . .  5 23

Plug
Am. N avy, 16 oz. . . . .  32
Apple, 10 lb. b u t t  ___  37
D rum m ond N a t. L eaf, 2

and  5 lb ...........................  60
D rum m ond N a t. L eaf,

p e r  doz.............................. 96
B a ttle  Ax .......................  32
B race r, 6 an d  12 lb. . .  30 
B ig  F o u r. 6 an d  16 lb. 32
Boot Jack , 2 lb .................  90
Boot Jack , p e r doz. . .  96
Bullion, 16 oz...................  46
C lim ax Golden T w ins  49
C lim ax, 14% oz.................  44
C lim ax, 7 oz.......................  47
C lim ax, 5c t in s  ........... 6 00
D ay’s  W ork. 7 & 14 lb. 38 
C rem e de M enthe, lb. 65 
D erby, 5 lb. boxes . . . .  28
5 B ros., 4 lb .......................  66
F o u r R oses, 1 0 c ...............  90
G ilt E dges, 2 lb ............. .’ 50
Gold Rope, 6 an d  12 lb. 58 
Gold Rope. 4 an d  8 lb. 58 
G. O. P „  12 an d  24 lb. 40 
G ran g e r T w ist, 6 lb. . .  46 
G. T. W ., 10 an d  21 lb. 36 
H o rse  Shoe. 6 an d  12 lb. 43 
H oney  D ip T w ist, 5

an d  10 lb .......................... 45
Jo lly  T a r, 5 and  8 lb. 40 
J . T ., 5% and  11 lb. . .  40
K e n tu ck y  N avy , 12 lb. 32 
K ey sto n e  T w ist, 6 lb. 45
K ism et. 6 lb .......................  48
M aple Dip, 16 oz.............32
M erry  W idow , 12 lb. . .  32 
N obby Spun  Roll 6 & 3 58
P a rro t ,  12 lb ...................... 32
P a t te r s o n ’s N a t. L e a f 98 
P eachey , 6. 12 & 24 lb. 43 
P icn ic  T w ist, 5 lb. . . .  45 
P ip e r  H eidsieck , 4 & 7 lb 69 
P ip e r  H eidsieck , p e r  dz. 96 
Polo, 3 doz., p e r  doz. 48
R ed C ross .......................  30
Scrapp le , 2 a n d  4 doz. 48 
S h e rry  Cobbler, 8 oz. 33 
S p ea r H ead , 12 oz. . . .  44 
S p ea r H ead , 14% oz. . .  44
S p ear H ead , 7 oz........... 47
Sq. D eal, 7, 14 & 28 lb. 30 
S ta r , 6, 12 and  24 lb. . .  43 
S ta n d a rd  N avy , 7%, 15

an d  30 lb .........................  34
T en  P en n y , 6 an d  12 lb. 35
Tow n T alk , 14 oz...........32
Y ankee  Girl. 12 & 24 lb. 32

TEA
Uncolored Japan

M edium  .....................  20@25
Choice .........................  28@33
F an cy  .........................  36@45
B ask e t-fired  M ed’m 28@30 
B ask e t-fired  Choice 35@37 
B ask e t-fired  F a n c y  38@45
No. 1 N ibs ............... 30@32
S iftings , b u lk  .............  9@10
S iftings , 1 lb. pkgs. 12@14

Gunpowder
M oyune, M edium  . .  28@33 
M oyune, Choice . .  35@40 
M oyune, F a n c y  . . . .  50 @60 
P in g  Suey, M edium  25@30 
P in g  Suey, Choice 35@40 
P in g  Suey, F a n c y  . .  45@50 

Young Hyson
Choice .........................  28@30
F a n c y  ...........................  45@56

Scrap
All R ed, 5c ...................  5 76
Am. U nion  S c rap  . . . .  5 40
B ag  P ipe, 5c ............... 5 88
C u tlas, 2% oz................... 26
Globe Scrap , 2 oz ........... 30
H ap p y  T h o ugh t, 2 oz. 30 
H oney  Com b Scrap , 5c 5 76 
H o n est Scrap , 5c . . . .  1 55 
M ail Pouch , 4 doz. 5c 2 00
Old Songs, 5c ............. 5 76
Old T im es, % gro . . .  5 50 
P o la r  B ear, 5c, % g ro . 5 76 
Red B and, 5c, % gro . 6 00 
R ed  M an Scrap , 5c . .  1 42
Scrapp le , 5c p k g s ........... 48
S ure  S ho t, 5c, % gro. 5 76 
Y ankee  G irl S c rap  2oz 5 76 
P a n  H an d le  S crp  % gr 6 00 

P e ach ey  S crap , 5c . . .  5 76



48 M I C H I G A N  T R A D E S M A N O cto b er 4, 1916

S P E C IA L  P R IC E  C U R R EN T 15 16 17

12 13 14

B adger,
B anner,
B anner,
B an n er,

Sm oking
All L ea f, 2% & 7 oz. 30
BB, 3% oz.......................  6 00
BB, 7 oz........................... 12 00
B B, 14 oz......................... 24 00
B adger, 3 oz................... 6 04

7 oz..................... 11 52
5c ...................  5 76
20c .................  1 60
40c .................  3 20

Belwood, M ix tu re , 10c 14
B ig  Chief, 2% oz.......... 6 00
B ig Chief, 16 oz........... 30
B ull D u rh am , 5c . . . .  6 00 
B ull D u rh am , 10c . . . .1 1  52
B ull D u rh am , 1 5 c -------1 45
B ull D u rh am , 8 oz. . .  3 65 
B ull D urham , 16 oz. . .  6 80
B uck  H orn , 5c ............. 5 76
B uck  H orn , 10c ......... 11 52
B ria r  P ipe , 5c ............... 5 76
B ria r  P ipe , 10c ........... 11 52
B lack  Sw an, 5c ............. 5 76
B lack  Sw an, 14 oz. . .  3
Bob W h ite , 5c ............. 6
C arn iva l, 5c ....................5
C arn iva l, % oz...............
C arn ival, 16 oz...............
C ig a r C lip’g  Johnson  
C ig a r C lip’g  Seym our 
Id e n tity , 3 a n d  16 oz. 
D arby  C ig a r C u ttin g s  4 
C o n tin en ta l Cubes, 10c
C orn  Cake, 14 oz.......... 2
C orn  C ake, 7 oz. .
C orn Cake, 5c . . .
C ream , 50c p a ils  .
C uban S ta r , 5c foil 
C uban  S ta r , 16 oz. pis 5 72
C hips, 10c ...................  10 30
Dills B est, 1% oz....................  79
D ills B est, 3% oz ....................  77
D ills B est, 16 oz....................  73
D ixie K id, 5c ................. , 4 8
D uke’s M ix ture , 5c . .  5 76 
D uke’s  M ix tu re , 10c ..11  t-2 
D uke’s  Cam eo, 5c . . . .  5 / 6
D rum , 5c ....................   5 76
F . F . A., 4 oz.....................  5 04
F . F . A ., 7 oz ......................11 52
F ash io n , 5c ...................  6 00
F ash io n , 16 oz........................5 28
F iv e  B ros., 5c ............. 5 76
F iv e  B ros., 10c ___  10 80
F ive  cen t c u t P lu g  . .  29
F  O B  10c ...................11 52
F o u r R oses, 10c ........... 96
F u ll D ress, 1% oz. . . .  72
Glad H an d , 5c ...............  48
Gold Block, 10c ..........12 i>0
Gold S ta r , 50c pa il . .
G ail & A x N avy , 5c
G row ler, 5c .................
G row ler, 10c ...............
G row ler, 20c .................
G ian t, 5c .......................
G ian t, 40c .....................
H an d  M ade, 2% oz. . 
H aze l N u t, 5c 
H oney  Dew, 10c 
H u n tin g , 5c . . .
I  X  L , 5c

50
00
70
39
40 
30 
30 
30 
50 
90

2 55 
1 45 
5 76
4 70
5 76

Rob Roy, 5c fo il . . . .  5 76 
S. & M., 14 oz. doz. . .  3 20 
S o ld ier Boy, 5c g ro ss  5 76
S oldier Boy, 10c ......... 10 50
S tag , 5c ............................5 76
S tag , 10c ............  11 52
S tag , 8 oz. g la ss  . . . .  4 50
S tag , 90c g la ss  ............. 8 40
S old ier Boy, 1 lb .......... 4 75
S w eet C aporal, 1 oz. 60
S w eet L o tu s, 5c ........... 5 76
S w eet L o tu s, 10c . . . .1 1  62 
S w eet L o tus, p e r  doz. 4 60 
S w eet R ose, 2% oz. . .  30
Sw eet T ip  Top, 5c . . .  50
S w eet T ip  Top, 10c . .  1 00 
Sw eet T ips, % gro . ..1 0  80
Sun C ured , 10c ........... 98
S um m er T im e, 5c . . . .  5 76 
S u m m er T im e, 7 oz. 1 65 
S um m er T im e, 14 oz. 3 50 
S ta n d a rd , 5c foil . . . .  5 76 
S tan d a rd . 10c p a p er 8 64 
Seal N . C. 1% c u t p lu g  70 
Seal N. C. 1% G ran . . .  63 
T h ree  F e a th e rs ,  1 oz. 48 
T h ree  F e a th e rs , 10c 11 52
T h ree  F e a th e rs , and  

P ip e  co m b in a tio n  . .
Tom  & J e r ry , 14 oz.
Tom  & J e r ry , 7 oz. . .
Tom  & J e r ry , 3 oz. . 
T u rk ish , P a tro l , 2-9 
T uxedo, 1 oz. b ag s  . 
T uxedo, 2 oz. t in s  , . .
T uxedo, 20c .................
T uxedo. 80c tin s  . . . .  
U nion L eader, 5c coll 
U nion L ead er, 10c .

pouch .......................  I t
U nion  L eader, re ad y

c u t .............................  11 62
U nion  L e a d e r  50c box 5 10
W ar P a th , 5c .............
W ar P a th , 20c ...........
W av e  L ine, 3 oz............
W av e  L ine, 16 oz. . . .
W ay  U p, 2*4 oz. . . . .
W ay  U p, 16 oz. pa ils
W ild  F ru it ,  5c ...........
W ild  F ru it ,  10c

B u tte r  P la te s  
Ovale

% lb., 356 In crate . . . .  35 
% lb., 250 In crate ---- 35
1 lb., 260 In c r a te .........40
2 lb., 250 in c ra te .........50
3 lb., 250 in crate ...........70
5 1b.. 250 In c r a te .........90

Wire End
1 lb., 250 in c r a te .........35
2 lb ., 250 In c r a t e ...........46
3 lb., 25° in c r a te ......... 66
5 lb., 20 in  c r a t e ...........65

Y E A ST  C A K E
M agic, 3 doz..................1 16
S un ligh t, 3 doz. ...........1 00
S u n ligh t. 1*4 doz...........  60
Y east Foam , 3 doz. . .1  15 
Y east Foam , 1% doz. 86

TELFER’S £ . COFFEE

Churns
B arrel, 6 gal., each  . 
B arre l. 10 gal., each

C lothes P ins 
R ound H ead  

4% inch, 5 g ro ss

. 2 40
.2 66

6 00 
1 60 

. 40

. 40
5 75 

32
6 00 12 00

Y um  T urn, 5 c .............. f
Y um  Y um , 10c ...........11 52
Yum  Y um , 1 lb. doz. 4 80

I 60 
5 76 

42 
94 

1 s5 
5 76

. CO 
6 00 

12 00 
. 38
6 10

I  X  L . In p a ils  ........... 3 90
K iln  D ried, 25c . . . . . .  2 45
K in g  B ird , 7 oz .................2 16
K in g  B ird , 10c ........... 11 52
K in g  B ird , 5c ............. 5 76
L a  T u rk a , 5c ............... 5 76
L itt le  G ian t, 1 lb ........... 28
L u ck y  S trik e , 10c ----- 96
L e Redo, 3 oz............... 10 E0
L e R edo, 8 & 16 oz. . .  40
M y rtle  N avy, 10c . . . .1 1  52
M yrtle  N avy . 5c ........... 5 78
M ary land  Club, 5c . . . .  50
M ayflow er, 5c ..................6 00
M ayflow er, 10c ............. 1 00
M ayflow er, 20c ............. 1 92
N ig g e r H a ir , 5 c ...........6 00
N ig g er H a ir, 10c . . . .1 0  70 
N ig g e r H ead , 5c . . . .  5 40 
N ig g er H ead , 10c . . . .1 0  56
N oon H our, 5c ........... 48
Old Colony. 1-12 gro. 11 52
Old M ill, 5c ................... 5 76
Old E n g lish  C rve 1% oz. 96
Old C rop, 5c ..................6 00
Old Crop, 25c ............... 2 52
P . S., 8 oz. 30 lb. case  19 
P . S., 3 oz., p e r  gro. 5 70
P a t  H an d , 1 oz............... 63
P a tte r s o n  Seal, 1% oz. 48 
P a tte rs o n  Seal, 3 oz. . .  96 
P a tte r s o n  Seal, 16 oz. 5 00
P ee rle ss , 5c ................. 5 76
P ee rle ss , 10c c lo th  .11 52 
P ee rle ss , 10c p a p e r  ..1 0  80
P eerle ss , 20c ................. 2 04
P ee rle ss , 40c ............... 4 og
P laza , 2 gro. case  . . . .  5 76
P low  Boy, 5c ............... 5 76
P low  Boy, 10c ........... 11 40
Plow  Boy, 14 oz...........4 70
P edro , 10c ......................11 93
P r id e  of V irg in ia , 1% . .  77
P ilo t, 7 oz. doz................. 1 05
Q ueen Q uality , 5c . . . .  48 
Rob Roy, 10c g ro ss  ..1 0  52
Rob Roy, 25c doz.......... 2 10
Rob Roy, 50c doz .......... 4 10
8 . A M ., 5c g ro ss  . . . .  5 76

T W IN E

No
No.
No.
No.

W ICK ING
0. per g ross . . .
1. pe r g ro ss  . .
2. p e r  g ro ss  . .
3. p e r  g ro ss  . .

86
46
65
80

C arto n s, No. 24, 24s, bxs. 70

Egg Crates and Fillers 
H um pty  D um pty , 12 dz. 20 
No. 1 com plete  .............40
N o 2 c o m p le te  ..............
C ase No. 2, fillers, 15

sets ................... . J
C ase, m edium , 12 s e ts  1

F au ce ts  
C ork  lined. 3 In. 
C ork  lined . 9 in. 
P o rk  lined. 10 in

28

79
80 
90

CIGARS
B a r re t t  C ig a r Co.

L a  Q u alitencia . L ondres 68 
L aQ u a liten c ia , P a n e te lla  60 
L a  Q ualitencia , C oncha 68
B. A S., H a v a n a  ..........33
B. A S., B ro ad leaf .........33

Jo h n so n  C igar Co.’s  B ran d  
D u tch  M as te rs  C lub 70 00 
D u tch  M as te rs  Inv . 70 0O 
D u tch  M as te rs  P an . 70 00 
D u tch  M as te r G rande  65 00 
D u tch  M as te rs  5c size

(300 lo ts) ............... 10 00
Gee J a y  <300 lo ts) . .  10 00 
E l P o r ta n a  (300 lo ts) 10 00 
S. C. W . (300 lo ts) . .  10 00
W orden  G rocer Co. B rands  

pfln*»»Man C*l” b 
L ondres, STTs, w ood . . . .  35
L ondres, 25s tin s  ........... 35
L ondres, 200 lo ts  ............. 10

Moo Sticks
T ro ja n  s p rin g  . . . . . . .  1 10
E c lip se  p a te n t  s p rin g  1 05
No. 1 com m on ...........  1 05
No. 2, p a t. b ru s h  hold  1 10 
Id ea l No. 7 . . . . . . . . .  } J®
121b. co tto n  m op h ead s  1 50

Palls
10 q t. G alvan ized  . . . .  2 50 
12 q t. G alvan ized  . . . .  2 75 
14 q t. G alvan ized  . . . .  3 00 
F ib re  .............................. 4 00

Toothpicks 
Birch. 100 packages  
Ideal .............................

2 00 
85

L a rg e  G alvan ized  
M edium  G alvanized  
Sm all G alvan ized  . .

C otton, 3 p ly  ...................  27
C otton , 4 p ly  ...................
J u te , 2 ply .......................  J*
H em p, 6 p ly  ...................  *
F lax , m edium  ...............
Wool. 1 tb. b a t e s .........10%

VINEGAR
W h ite  W ine, 40 g ra in  8% 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine, 100 g ra in  13

O akland  V in eg ar A Pick le  
Co.’s  B ran d s

H igh land  app le  e ld e r 20 
O akland  app le  c id e r . .  16
S ta te  Seal s u g a r  .........14
O akland  w h ite  p ick lg  10 

P ack ag es  free .

Window
In ................
in ................
In ...............

Cleaners

13 in . 
15 in. 
17 in . 
19 in.

R oasted
D w lnnell-Wright Brand*

W O OD EN W A RE
Baskets

B ushels .........................  1 00
B ushels, w ide band ..  1 15
M ark et .........................  40
Splint, la rg e  ...............  4 00
Splin t, m edium  ........... 8 60
S plin t, sm all ...............  8 00
W illow. C lo th te , la rg e  8 00 
Willow. Clothes, small 6 86 
Willow, Clothes, me’m 7 86

DETROIT

USB
J&mo. 1 lb . t in  ........... 81
E d en , 1 lb . t i n ................87
BeUe Is le , 1 lb . Dkg. 87 
B ism arck , 1 lb . p k g . 84
V era, 1 lb . p k g ........... 88
K o ran , 1 tb . p k g ...........88
T e lle r’s  Q u a lity  86 . .  19
M osan .............................. 18
Q uality , 20 .................... 16
W . J .  G. T e a  ...............  87
C h erry  B lossom  T e a  87 
T e lfe r’s  Ceylon . . . .  40

AXLE OREASE

Trans
M ouse, wood, 5 holes 
M ouse, wood, 4 holes
iO q t. G alvanized  -----
12 qt. G alvanized  . . . .
14 q t. G alvanized  . . . .  
Mouse, wood, 6 holes 
Mouse, tin , 5 holes . .
R at, wood ...................
R at, sp rin g  .....................  7S

Tubs
No. 1 F ib re  .................*?
No. 2 F ib re  ................ «  00
No. 3 F ib re   .........I9 60

8 00 
7 00

W h ite  H ouse, 1 lb. . . .  
W h ite  H ouse, 2 lb . . . .  
E xcelsio r, B lend, 1 lb. 
E xcelsio r, B lend, 2 lb  . 
T ip  T op  B lend, 1 lb. ,
Royal B lend ...................
R oyal H igh  G rade  . . ,
S u p erio r B lend  ...........
B oston  C om bination

1 lb . boxes, p o r g ro ss  8 70 
8 lb . boxes, p e r  g ro ss  88 10

BAKING PO W D ER  
K C

10c, 4 doz. in  c a se  . . 
15c, 4 doz. in  case  . 
25c, 4 doz. in  case  . 
50c, 2 doz. p la in  top  
80c, 1 doz. p la in  top

Doz. 
. 90
1 35
2 25 
4 50 
6 75

D is trib u ted  by  Ju d so n  
G rocer Co., G rand  R ap ids; 
Lee & Cady, D e tro it;  Lee 
& C ady, K a lam azoo ; Lee 
& Cady, S ag in aw ; B ay  
C ity  G rocer C om pany, B ay  
C ity ; B row n, D avis  & 
W arn er , J a c k s o n ; G ods- 
m ark , D u ran d  & Co., B a t 
tle  C reek ; F ie lb acu  Co., 
Toledo.

8ALT

10 lb. % dz., p in  to p  13 50

S pecial d ea ls  q u o ted  u p 
on  request.

K  C B ak in g  P o w d e r is 
g u a ra n te e d  to  com ply  w ith  
A L L  P u re  Food L aw s, bo th  
S ta te  an d  N a tio n a l.

Royal

10c s ise  . .  90 
%!b c a n s  1 88 
8 o s c an s  1 99 
% lb c a n s  8 56 
% lb c an s  8 71 
l ib  c an s  4 89 
l ib  c a n s  18 09 
61b c an s  81 66

Morton*
r *EE  RUN NI * 6

S a l t
iiìPQÌJB?

M orton’s  S a lt
P e r  case , 24 2 lbs.......... 1 70
F iv e  case  lo ts  .............  1 60

SOAP
L a u tz  B ros.’ & Co.

[A pply to  M ichigan, W is 
consin  an d  D u lu th , only.]
A cm e, 70 b a rs  ........... 3 05
A cm e, 100 cakes. 5c sz  3 60 
A corn, 120 c ak es  . .  2 50

C lim ax, 100 oval c ak es  3 25 
G loss, 100 cakes, 5c sz  3 60 
B ig  M as te r, 100 b locks 4 00 
N a p h th a , 100 cak es  •
O ak L eaf, 100 c ak es  3 60 
Q ueen A nne, 100 c ak es  3 60 
Q ueen W hite . 100 cks. 3 9" 
R ailroad , 120 c ak e s  . .2  50 
S a ra to g a , 120 c ak es  . .  2 50 
W h ite  F leece, 50 cks. 2 50 
W h ite  F leece, 100 cks. 3 25 
W h ite  F leece, 200 cks. 2 50

P ro c to r  & G am ble Co.
L enox  ............................ 3 20
Ivory , 6 oz.......................  4 00
Ivory , 10 oz.....................  6 75
S ta r  .................................. 3 35

S w ift A C om pany
S w ift’s  P r id e  .............  2 85
W h ite  L a u n d ry  ........... 3 60
W ool, 6 oz. b a rs  ......... 3 85
W ool, 10 oz. b a rs  . . .  6 50

T rad e sm a n  C om pany 
B lack  H aw k , one box 2 60 
B lack  H aw k , five b x s  2 40 
B lack  H aw k , te n  bxs 2 25

Scouring
Sapollo, g ro ss  lo ts  . .  9 50 
Sapolio, h a lf  gro . lo ts  4 85 
Sapolio, s ing le  boxes 2 40
Sapolio, h an d  ...............  2 40
Scourlne, 50 cak es  . .  1 80 
Scourine, 100 cak es  . .  3 50 
Q ueen A nne  S co u re r 1 80

Soap Compounds 
Jo h n so n ’s . F in e , 48 2 3 25
Jo h n so n ’s X X X  100 5c 4 00
R ub-N o-M ore  .............  3 85
N ine  O’Clock ...............  3 50

W ASH ING  POWOER3. 
Gold D u st

24 la rg e  p ack ag es  . . . . 4  30 
100 sm all p ack ag es  . .3  85

L a u tz  B ros .’ A Co. 
[A pply to  M ichigan, W is
consin a n d  D ulu th , only  I 

Snow  Boy
100 pkgs., 5c s ize  . . . . 3  75 
60 pkgs., 5c size . . . . 2  40 
48 pkgs., 10c s ize  . . . . 3  75 
24 pkgs., fam ily  s ize  . .3  20 
20 pkgs., lau n d ry  size  4 00

N a p h th a
60 pkgs., 5c s ize  . . . . 2  40 
100 pkgs., 5c s ize  . . . . 3  75

Q ueen A nne
60 5c p ack ag es  ........... 2 40
24 p ack ag es  .................  3 75

O ak L ea f
24 p ack ag es  .................  3 75
100 5c p ack ag es  ......... 3 75

W a s h b o a r d s
B an n e r, Globe ...........  3 25
B rass , S ingle ...............  » 0 0
G lass. S ingle ...............  3 »0
D ouble P e e rle ss  ......... 6 50
Single P ee rle ss  -----  4 60
N o rth e rn  Q ueen ......... 4 25
Good E nough  ............. 4
U n iv e rsa l .....................  4

FITZPATRICK BROTHERS’ SOAP CHIPS UttLS.
White City (Dish Washing).............................................210 lbs.........Sc par lb.
Tip Top (Caustic)........................................................250 lbB......... 4c per lb.
No. 1 Laundry 88% Dry........................................................225 lb*......... 5#c per lb.
Palm Soap 88% D ry....................................................... 800 lbs-------6 % c  per lb

SEND FOR SAMPLES

The Only Five Cent Cleanser
Guaranteed to Equal the Best 10c Kinds

Wood Bowls
B u tte r  ...............  1 75
B u tte r  ...............  8 15
B u tte r  ...............  6 76
B u tte r  ............. 10 50

W R A P PIN G  P A P E R  
F ib re  M anila, w h ite  . .  7% 
r'lnre. M anila, co iorea
No. 1 M an ila  ...............  7%
B u tc h e rs ’ M an ila  . . . .  6%
K ra f t  ............................. • 19%
W ax  B u tte r, sh o rt c  n t  16 
W ax  B u tte r , fu ll c ’n t  20 
P a rc h m 't  B u tte r , ro lls  17

C H A R C O A L
C a r  l o t s  o r  l o ca l  s h i p m e n t s ,  
b u l k  o r  s a c k e d  in p a p e r  o r  
j u t e .  P o u l t r y  a n d  s t o c k  
c h a r c o a l .

DEWEY -  SMITH CO . Jacksoo .M ch.
S u . c r s s o r  l o M  O  D L W I . V  C O

Kitchen
•HENZES

riJ A*T|3EFTft rut
è ssa si

80 Cans.........$2.90 Per Case
SHOWS A PROFIT OF 40%

Handled by All Jobbers

Place an order with your jobber. If goods are not satis
factory return same at our expense.— FIT ZPAT R ICK  BROS.

Economic Coupon Books
They save time and expense.
They prevent disputes.
They put credit transactions on cash basis.
Free samples on application.

TRADESMAN COMPANY, Grand Rapids, Mich.



October 4, 1916 M I C H I G A N  T R A D E S M A N 49

BUSINESS-W ANTS DEPARTM ENT
Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each subsequent 

continuous insertion. No charge less than 25 cents. Cash must accompany all orders.

BU S IN ESS  CHANCE6.

D ru g  S to re  F o r  Sale—O r tra d e . Mod 
ern , good s tan d , te rm s  easy . $1,500 value. 
W rite , Low  R en t, c a re  T rad esm an . 533 

S to re  F o r  R en t—N os. 23, 25 a n d - 27
O tta w a  avenue , s ix  floors an d  basem en t, 
80,000 sq u a re  fee t. R ailro ad  s id in g  and  
te am  tra c k . W ill re n t first a n d  second 
floors a n d  b a se m e n t if desired . S team  
h ea t, e le c tr ic  lig h t a n d  pow er. F re ig h t 
and  p a sse n g e r  e le v a to r serv ice . N ig h t 
w a tch  an d  ja n i to r  serv ice . S prink led  fo r 
cheap  in su ran ce . A pply on  th e  p rem ises  
o r to  H . L eo n a rd  & Sons, G rand  R apids.
___________________________________  524

T e n a n t W an ted —F o r s to re  room  30 x  90 
ft., b rick  bu ild ing  w ith  w areh o u se  in  r e a r  
30 x 30 ft., a lso  flour house, coun ty  s e a t  
tow n 1,400. Good ch u rch es  an d  good 
schools. Tw o ra ilro ad s . U p to  d a te  bu ild 
ing  on good location , su itab le  fo r  g en era l 
m erchand ise . R e n t reasonab le . A ddress
H . P . O tto, W apello , Iow a.___________525

F o r Sale—Ice c ream  p a rlo r, co n fec tio n 
ery , period ical an d  new s s to re , a ll m arb le  
iceless soda  fo u n ta in ; loca ted  in  a  good 
live m a n u fa c tu rin g  to w n  of 3,000. A d- 
d ress  S. H . B row ne, SUndwich, 111. 526

F o r Sale—L am so n  tu b e  sy stem , 21 s ta 
tions, w ith  a ll accesso ries . A lso one 
O tis p a sse n g e r  e lev a to r an d  one g la ss  e n 
tra n c e  d isp lay  case. P a u l S tek e tee  &
Sons, G rand  R apids, M ichigan._____ 527

S to re  F o r  R en t—In. Owosso, a  v e ry  p ro 
g ressiv e  tow n  of 12.000 in h a b ita n ts , before  
N ovem ber 1. W rite  S ta r  B arg a in  H ouse ,
Owosso, M ichigan. _____________ 528

F o r Sale—S e v en ty -fo u r a c re  g en era l 
pu rpose  fa rm , good soil, liv ing  w a ter, 
fru it,  s to ck  o r g ra in . 300 peach , 26 app le  
tre e s , o th e r  sm all fru it.  Good e ig h t-ro o m  
house, b a rn , n ice  bun ch  tim b er, o n e -h a lf  
m ile to  school, one an d  o n e -h a lf  m iles to  
s to n e  pike, o r m ig h t conside r c lean  s tock  
of m e rch an d ise  up  to  $3,000 o r $3,500. 
P r ic e  of fa rm  $4,500, inc lud ing  te am  of 
fa rm  m are s . F o r  p a r tic u la rs  w rite  No. 
518, c a re  T rad esm an . 518

F o r  Sale—P ro sp e ro u s  d ru g  s to re  In c ity  
of G rand  R apids. T h is  s to re  is loca ted  
in b e s t g ro w in g  p a r t  o f c ity . You can  
c lean  up  $2,000 p e r  y ear. I have  done 
th is  an d  b e tte r . H om e m u s t be sold w ith  
sto re , b o th  $11,000. O p p o rtu n ity  to  g e t 
located  r ig h t w ith  c ity  ad v an tag e s . A d
d ress  No. 519, care  T rad esm an . 519

F o r  Sale  O r T rad e—F o r  fa rm , th re e -  
s to ry  b rick  block  su itab le  fo r d e p a r tm e n t 
s to re  o r can  be rem odeled. T rem endous 
b a rg a in  fo r qu ick  sale. C lear title . W .
E . M iller, C ohoctah , M ichigan._____ 520 _

W a n te d —Good h a rd w a re  s to ck  In live 
M ich igan  v illage  fo r good 80-acre fa rm , 
va lue  $5,000. M igh t p ay  som e difference. 
C. G, M abey, W ay lan d , M ichigan. 522

F o r  Sale  O r T rad e—F o r  fa rm , b a rb e r  
shop w ith  th re e  tab le  b illia rd  room  in 
connec tion . N o com petition . A snap .
B arbersbop , C ohoctah , M ichigan.__  521 _

F o r  Sale  O r T rad e —F o r  fa rm , Im ple
m en t b usiness, bu ild ing , s to ck  an d  tw o 
hom es. T w e n ty -tw o  .y ea rs  in business. 
B es t re a so n  fo r selling. A. J . P eckens ,
C ohoctah . M ichigan._________________ 523

F o r  R en t—A n u p - to  d a te  s to re -room , 
36 x 108, w ith  a  w ell lig h ted  b a sem en t 
salesroom , 36 x  90, on a  p ro m in en t co rn e r 
in a  m a n u fa c tu rin g  c ity  of 30,000. A  sec 
ond an d  th ird  floor w ith  12 a n d  15 foot 
ceilings, if desired . F o r  p a r tic u la rs  ad  
d re s s  S. L . V an  P e tte n , A nderson , I n 
d ian a .___________________________ 529 

G eneral M erchand ise  A uctioneer—T en  
y e a rs  success  closing  o u t a n d  red u c in g  
s tocks. R eference  a n y  re liab le  m e rc h a n t 
in C adillac. A ddress  W- E . B row n, C ad-
illac. M ichigan.______________________530

F o r  Sale Q uick—U p -to -d a te  a n d  com 
p le te  d ry  goods s to ck  a t  H a r t .  G re a t r e 
duc tion  sale  th is  w eek. W ill reduce  to  
low figure. G re a t o p p o rtu n ity  fo r a  young  
h u s tle r . F ix tu re s  an d  b a lan ce  o f s tock  
a t  a  b a rg a in . M ust a c t  qu ick . C harles
B. E ddy , H a r t ,  M ichigan.__________ 531

F o r  Sale—F eed  a n d  seed  s to re  do ing  
good bu sin ess  in  live tow n. R eason  too  
m uch o th e r  b u siness . Do n o t a n sw er 
u n less  you w a n t to  buy. A ddress  No.
532, c a re  T rad esm an ._______________ 532 _

D ru g  S to re—W ell located , good trad e , 
low expense. F av o rab le  te rm s . O w ner 
™ ishes to  re tire . A ddress  A ge 66, c a re
T rad esm an .________ ___ ______________ 534

F o r  Sale—360 ac re s  o f v irg in  hardw ood  
tim b e r in  N o rth e rn  M ichigan. E s tim a te s  
fu rn ish ed  on ap p lication . Q u a lity  o f soil 
A 1. M igh t exchange  fo r o th e r  d esirab le  
p roperty . M ulholland B ros., R eed  C ity,
M ichigan.____________________________ 503

F o r  Sale—C lean, s tap le , w ell a sso rte d  
s tock  g e n e ra l m erch an d ise . D iscoun t fo r 
c ash . W ould  co n isd e r sm all fa rm  a s  p a r t  
p ay m en t. Good reaso n s . W . F . B ea tty , 
N ew  L o th rop , M ich igan . 606

F o r  Sale—W holesa le  p a p e r  an d  no tions  
bu s in ess  in  good tow n  in  M ichigan. E x 
cellen t te rr i to ry . E s ta b lish ed  tw e n ty  
y ea rs . A d d ress  P a p e r, c a re  T rad esm an .

514
F o r  S’ale O r T rad e—P a rk  V iew  H o te l, 

B loom ingdale, M ich igan  fo r fa rm . W m . 
B ensinger, P ro p rie to r._______________ 515

M erch an ts  P lea se  T ak e  N otice! W e 
have  c lien ts  of g rocery  s tocks, genera  I 
s tocks , d ry  goods stocks, h a rd w a re  stocks, 
d ru g  stocks. W e hav e  on o u r lis t a lso  a 
few  good fa rm s  to  exch an g e  fo r such  
stocks. A lso c ity  p ro p erty . If you w ish 
to  sell o r exchange  you r bu sin ess  w rite  
us. G. R. B usiness  E xchange , 540 H o u se 
m an  B ldg., G rand  R apids, M ich. 859

F o r  Sale—H alf in te re s t  in g ro ce ry  do 
ing  $45,000 bu sin ess  in  college tow n of 
8,000 population . I f  you a re  looKtng fo r 
a  good p ay ing  business  in v e s tig a te  th is . 
A ddress No. 499, c a re  T rad esm an . 499

GOOD DRUG C L E R K  AT O N CE—E x 
perienced  y o ung  m an. M ust be s tr ic tly  
honest, in d u s trio u s  an d  reliab le. Good 
h a b its  and  re fe ren ces . S ta te  p a rtic u la rs  
an d  sa la ry  requ ired . F . R. S’k in n er. St. 
C harles. M ichigan.___________________512

F o r  Sale—D ru g  s to re  in a  N o rth e rn  
M ichigan tow n  of 500. W e t co u n ty  b u t 
no saloon in tow n. Good place fo r doc to r 
w ho w ishes  to  ru n  s to re  in  connec tion  
w ith  p rac tice . S tock, f ix tu res  and  bu ild 
ing  $3,800. A ddress D ru g g is t, c a re  M ich
igan  T rad esm an . 513

F o r Sale—B ak e ry  and  g ro ce ry  in  good 
fa rm in g  tow n of 500. T he  only b ak ery  in 
tow n. S tock  a n d  fix tu res  invoice ab o u t 
$1,600. O w ner m u s t re tire . You c an  buy  
th is  bu sin ess  r ig h t. E . J .  S tan to n , C ale
donia, M ichigan. 507

E x ce llen t O p p o rtu n ity —C lean s to ck  of 
g en e ra l m erchand ise , shoes, groceries, 
m en ’s fu rn ish in g s , s a lt  an d  flour. I n 
v en to ry  ab o u t $18,000. C an  reduce  to  an y  
d esired  am o u n t in a  few  w eeks. W ill 
sell a t  invoice. M ost s tock  ad v an ce  from  
10 to  50 p e r cen t, in  v a lu a tio n . Good, 
exce llen t G erm an  fa rm in g  coun try . A 
good chance  fo r an y  live  p a r ty  to  c lean  
up from  $1,000 to  $2,000.before  th e  firs t 
of th e  y ear. P a y  $30 p e r  m o n th  re n t, 
$24 p e r w eek fo r lab o r an d  do bu sin ess  
from  $38,000 to  $45,000 a  y ear. T h is  is a  
b a rg a in , b e t te r  h u rry . Lock Box 222, 
B onduel, W isconsin . 509

F o r Sale—G eneral m e rch an d ise  s to ck  
in S o u th e rn  M ichigan. E s ta b lish ed  ab o u t 
25 y ea rs ; good lo ca lity ; good business . 
A ddress No. 511, c a re  T rad esm an . 511

F o r Sale—One H . B. S m ith  m oulder 
m ach ine  No. 1162, fo u r inch  head , fo u r  
s ides. T h is  m ach ine  is in good condition . 
S la te r  C o n stru c tio n  C om pany, P o n tiac , 
M ichigan. 500

F o r Sale—E leg a n t fu ll m o d em  b rick  
b o a rd in g  house, Illino is  c ity , 40,000, cen 
t r a l  lo ca tio n ; bu s in ess  e stab lish ed  25 
y ears . P r ic e  $12,000. U nion S ales Co.,

•G alesburg , Illinois.___________________ 501
F o r Sale—A sto ck  o f lad ies ’ re a d y - to -  

w e a r  fu rn ish in g s  loca ted  in a  th r iv in g  
M ichigan city . A ddress  No. 489, c a re  
M ichigan T rad esm an . 489

G all S tones—Y our b ilious colic is  th e  
re s u lt ;  y o u r phy sic ian  can  n o t cu re  you; 
only one rem edy  know n on e a r th ,  posi
tiv e ly  cu res. F re e  B ooklet. B raz ilian  
R em ed y ' Co., Box 3021, B oston , M assa 
c h u s e t t s ______________________________478

F o r  Sale—M eat m a rk e t in  p ro sp e rin g  
tow n of 5,000. Good b usiness, good loca
tion  in  bu s in ess  sec tion . P r ic e  re a so n 
ab le  if ta k e n  a t  once. A d d ress  No. 497, 
c a re  T rad esm an . 497

F o r  Sale — M achinery , fo rm u la  and  
p a te n t fo r a n  ab so lu te ly  fire an d  acid  
p roof p a in t. A p a in t w h ich  c an  be h e a t 
ed w h ite  h o t w ith o u t in ju ry . C an be 
m ade cheap . T h e re  is a n  un lim ited  field 
a n d  no com petition . W ould  co n sid e r re 
m oval of p la n t to  S o u th e rn  M ichigan o r 
to  Ohio o r In d ian a . F o r  p a rtic u la rs  a d 
d re ss  Box 87, Oden, M ichigan. 498 

A P a r tn e r  W an ted —To conduct and 
hav e  ch a rg e  of a  la rg e  m a n u fa c tu rin g  
bu s in ess ; 100 em ployes; w o rk in g  cap ita l 
$100,000; w ill be ab le  to pay  50 cen ts  d iv i
dend  o r m ore upon w ork ing  c ap ita l each  
y ear. 22,000,000 cu sto m ers  (a  p a te n t) . 
P a r tn e r  c an  ow n o n e -fo u rth  in te re s t if 
desired . A young ish  m an  p re fe rred , bu t 
m u s t be a  th o ro u g h  bu s in ess  person. 
W rite  fo r fu ll p a r tic u la rs . A ddress P . <). 
Box No. 155. H ow ell. M ichigan, 485 

F o r  Sale—N atio n a l cash  re g is te r  and  
p a p er b a le r  n e a r ly  new , office safe, tw elve 
iron  couch tru c k s , s ix  wood, n ine  iron  
E u rek a  tab le  ra ck s, lace  c u rta in  rack , 
g la ss  an d  wood c a s te r  cups, one h a ir  
p icker. F u rn itu re  w agon  an d  horse . A d
d re ss  No. 447, c a re  M ich igan  T rad esm an .

447

F o r  Sale— S pring  w agon  w ith  top , wood 
sides, d r iv e r’s sea t, b rake, pole, sh a f ts , 
cond ition  good, p rice  $65. One 7% H . P., 
A. C. M otor, 3 p hase , 60 cycle, p rice  $120. 
One 3 H . P. seco n d -h an d  gaso line  engine, 
in good cond ition , p rice  $55. O ne 4 H . P ., 
oil engine, new , p rice  $145. O ne 7 H . P ., 
new , gaso line  eng ine  p rice  $155. O ne 20 
H  P. C allah an  gaso line  eng ine, good con 
d ition , p rice  $260. “M ” E n g in ee r, Box 4,
S ta tio n  “ U ” C inc innati, Ohio. 462

TH E W ORLD’S GREATEST  SALES  
CONDUCTORS— Offer you the serv
ices of men who have had extraordi
nary success, In handling both large 
and small stocks in the United States 
and Canada. There is no sales pro
moter operating in the world to-day 
can furnish you with the references 
we can. We not only sell your stock 
— but we sell It at a profit during one 
of our personally conducted sales. We 
handle Department Stores, Clothing 
Stores, Shoe Stores, Furniture Stores 
and General Stores, and no town or 
stock is too large or small for us to 
handle successfully. You pay us abso
lutely nothing until we have sold your 
stock at a profit. Write to-day for 
free plans and Information. LYNCH  
BROS., 28 So. Ionia Ave., (Wm. Alden 
Smith Bldg.) Grand Rapids, Michigan.

F o r Sale—200-acre s tock  and  g ra in  
fa rm  in S ou the rn  M ichigan. W ill ta k e  
som e p ro p e rty  in p a r t  p ay m en t. W. 
W allace, 1419 F o rre s  Ave., S t. Joseph , 
M ichigan. 480

F o r Sale— D rug  stock , co n sis tin g  of 
d rugs , p a in ts , an d  oils, w all pap er, books 
an d  s ta tio n e ry , school supplies. Only s to re  
of i ts  k ind  in sm all b u t p ro sp e ro u s  tow n, 
in b e s t fa rm in g  an d  d a iry in g  sec tio n  in 
C en tra l M ichigan. O ne sideline  a lone p a y 
ing  $85 p e r m on th . O w ner w ish es  to 
re tire . S nap  fo r a  live w ire  d ru g g is t. 
P r ice  inc lud ing  o n e -s to ry  b rick  bu ild ing  
22 x  85 $4,500. $3,000 down, ba lance  easy .
F o r in fo rm atio n  ad d re ss  a ll en q u irie s  to 
J . D. G., c a re  M ichigan T rad esm an  or 
J . D. Gilleo, P om peii, M ichigan. 491 

F o r Sale  C heap—One V. & K. No. D 
A 6 w a te r  m otor. U sed less  th a n  y ear. 
A ddress E . J .  M., c a re  T rad esm an . 494

F o r  Stile—120-acre fa rm  tw elve  m iles 
from  A lpena. N in e ty  a c re s  c leared ; 350 
f ru it  tre e s. Sm all house  an d  ba rn , a lso 
ca ttle , ho rses  an d  m ach inery . O w ner 
dead . A ddress  Lock Box 232, O naw ay, 
M ichigan.____________________  ______ 475

S afes  O pened—W . L. Slocum , safe  e x 
p e rt and  locksm ith . 128 A nn  S t., N. E ., 
G rand R apids, M ichigan. 104

T he  M erch a n t’s A uction  Co. T h e  m ost 
re liab le  a n d  successfu l sa le  concern . F o r 
c losing  ou t, c lean ing  o r  reducing , ad d re ss  
R eedsburg , W isconsin . _________ 289

S tocks W an ted —W rite  m e if you w an t 
to  sell o r bu y  g ro ce ry  o r g en e ra l s tock . 
E . K ru isen g a , 44-54 E llsw o rth  Ave., 
G rand  R ap ids, M ichigan.____________ 304

W ill p ay  cash  fo r  w hole o r  p a r t  stocks 
of m erchand ise . L ou is  L ev insohn , S ag - 
inaw , M ichigan.______________________ 757

F o r Sale— B est g ro ce ry  an d  m e a t m a r 
k e t in N o rth e rn  M ichigan. W ill sell b e 
low in v en to ry  a b o u t $6,000 stock . L o 
ca ted  a t  one of th e  fines t su m m er r e 
s o r ts  in  th e  U n ited  S ta te s . D oing $70,000 
bu sin ess  a  y e a r . Good re a so n s  fo r  se ll
ing. A pply ow ner, Box 84, C harlevoix . 
M ichigan. 338

F o r Sale—Old e s tab lish ed  fu rn itu re  
a n d  ru g  business. C ity  10,000. A1 trad e . 
W ill sell p a r t  o r a ll of s tock . M ust sell 
a cco u n t ill h e a lth . F . S. G utschow , M t. 
C lem ens, M ichigan.__________________ 410

T he D e tro it M ercan tile  A d ju ste rs , 
counselo rs and  execu to rs  of h igh  g rad e  
specia l sa le s  and  b uyers  of e n tire  stocks. 
Room 1, V hay Block, 91 G rand  R iver 
Ave., D e tro it, M ichigan. 32

F o r Sale—A t a  b a rg a in , s to ck  of m e r
chand ise , s to re  a n d  house. W m . Sw eet, 
C edar, M ichigan. 416

POSITION W ANTED.

P o s itio n  W an ted —A s grocery c lerk  by 
experienced  young m an. B es t re fe rences . 
A d d ress  F loyd  W . K n isk ern , E lkho rn , 
W isconsin , Box 224. 516

W an ted —P o sitio n  by experienced  sa le s 
lady  e ith e r  in g e n era l s to re  o r d e p a r t
m ent. R eferen ces  fu rn ish ed . A ddress
No. 504, c a re  T rad esm an . 504

W an ted —P o sitio n  a s  b o o k -k eep er by  
w om an of experience. R eferences. A d
d ress  623 E . C h es tn u t St., D enison, Iow a.

505

H ELP  W ANTED.

W an ted —E xperienced  young  m a n  fo r 
g en e ra l s to re . M ust be well recom m end
ed. M arried  m an  p re fe rred . Geo. M. 
B rooks, M anton , M ichigan. 517

W an ted —G irls and  W om en. S teady  
w ork ; $1 a  day  to  b eg in n ers  w ith  a d 
vancem en t. Room  an d  board  w ith  all 
m odern  conveniences, includ ing’ th e  use  
of th e  lau n d ry , a t  th e  com pany’s -board
ing house a t  $3 a  w eek. F o r  in fo rm atio n  
w rite  W es te rn  K n ittin g  M ills, R ocheste r, 
M ichigan. 502

W an ted —A b u tc h e r  an d  m e a t c u tte r. 
M arried  m an p re fe rred . 119 Bell P hone  
o r w rite  J . K. Jack so n , O tsego, M ichigan.

474

“Blizzard” Ensilage Cutters

CLEMENS & GINGRICH CO.
D istributors fo r C entral W estern  States

1501 Wealthy St. Grand Rapids, Michigan
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UPPER PENINSULA.

Recent News From the Cloverland 
of Michigan.

Sault Ste. Marie, Oct. 2—J. W. Mc- 
Tavish, proprietor of the Murray Hill 
hotel, has returned from Rochester, 
Minn., where he accompanied his wife, 
who underwent a serious operation at 
the Mayo hospital. Mr. MicTavish re
ports her condition as favorable, but he 
will not be able to bring her home for 
several weeks.

A large bull moose crossed the river 
from the Canadian side last Thursday 
morning, landing at the mill of Kelly & 
Mayor. It being fair time, he was ten
dered a reception at the fair grounds 
and was quite an attraction after the 
news was spread around the city.

Escanaba is after the big armor fac
tory and an appeal has been sent to 
Secretary of the Navy Josephus Daniel 
and members of the General Naval 
Board at Washington.

‘‘Most of the slips occur after the cup 
has been to the lips.”

Manistique is to have a new restaur
ant. The Cameron cafe, recently oper
ated by W. S. Bayliss, has been rented 
by Charles Sample, who will conduct 
a first-class restaurant.

A deal which has been pending for 
some time was closed late Saturday af
ternoon, when papers were signed at the 
office of the Consolidated Lumber Co. 
for the transfer of the Manistique Light 
and Power Co.’s holdings and the water 
power right of the Consolidated Lumber 
Co. to Minneapolis capitalists, repre
sented by F. W. Little. This transaction 
will mean much to Manistique and may 
decide* its future destiny to become the 
city of the Upper Peninsula, as the new 
owners have big plans in store regarding 
their newly-acquired property, involving 
expenditures of nearly $1,500,000. The 
power plant will be enlarged to its full 
capacity in development of power and 
will be thoroughly modernized to keep 
pace with the growth of the city, includ
ing a new concrete dam to reach from 
shore to shore. A pulp mill, with a 
capacity of 6,000 tons of pulp per year, 
will be constructed, to be ready in the 
spring of 1917. Manistique is also plan
ning on a $1,000,000 paper mill to be 
located at the old west side mill which 
has been idle for a number of years.

F. A. Johnson, of St. Paul, has arriv
ed in the city to succeed E. D. McLean 
as Manager of Armour & Company. 
Mr. McLean has made many friends 
while here who regret to learn of his 
departure, but wish him every success. 
He expects to leave the city shortly for 
Minneapolis, where he expects to make 
his permanent headquarters. Mr. John
son comes highly recommended and will 
carry out the good work started by Mr. 
McLean.

The Chippewa County Clam Bake Club 
held its second annual clam bake near 
Raco Sunday. The party enjoyed them
selves to the full extent, judging by the 
favorable comment made by those pres
ent. Expert chefs were engaged and 
the eats were excellent. The band was 
in attendance and Mr. Burns favored 
the crowd with ideal weather.

The Chippewa County Fair here clos
ed Friday night and was pronounced 
by all a grand success, even with the 
bad weather during the week. A num
ber of prizes were awarded the list of 
winners. The officials of the society 
plan on having the grounds in better 
shape than ever for 1917.

W. T. Feetham, jeweler, has returned 
home after a two weeks’ trip, during 
which he visited at Chicago, Milwaukee, 
Cleveland. Detroit. Elgin, 111., and other 
cities. Mir. Feetham has added much 
to his already large stock and assures 
his many patrons he can take_ care of 
their Christmas orders to their entire 
satisfaction. Mr. Feetham says the war 
has certainly hit the jewelry business 
hard, but the Soo won’t suffer if Billy 
can help it. He was accompanied on his 
trip by his wife and while in Elgin they 
w ere guests of their son, George, who

expects to make a visit to his old home 
town here during the holiday season.

Francis T. McDonald, city attorney, 
has been appointed District Deputy 
Grand Exalted Ruler by Edward Righ- 
tor, of New Orleans, Grand Exalted 
Ruler of the National order. The posi
tion is one of honor and importance 
for our Soo man and he has been re
ceiving the congratulations of his num
erous friends here upon his selection. 
He has tendered his resignation as Ex
alted Ruler of the local lodge of Elks, 
to take effect next Tuesday as he can
not hold both positions at the same 
time.

The County Clerk’s office has been a 
busy place during the past few days, 
getting out licenses for the rabbit season 
which opened Sunday and a long list 
of sportsmen left the city to enjoy the 
first day’s hunt. They were favored with 
ideal weather.

Director Thompson, of the Y. M. C 
A., has been a busy man during the past 
week or two, getting his training class 
in readiness for the season, which will 
open Tuesday evening with a big ban
quet. Mr. Thompson has 100 men now 
in his class and expects to increase this 
number to 140.

About October 15 our weather bureau 
will inaugurate a new system of night 
storm warning displays on the Great 
Lakes. During the past several years 
night storm warnings have been display
ed by the aid of two lanterns, while 
the new system uses three lanterns. The 
small craft warning, a red pennant 
above a square red flag with black cen
ter displayed by day, or two red lanterns, 
one above the other displayed by night, 
indicate the approach of a storm of 
marked violence with winds beginning 
from the Northeast. The Southwest 
warning, a red pennant below a square 
red flag with black center displayed by 
day or one red lantern displayed by 
night indicates the approach of a storm 
of marked violence with winds begin
ning from the Southeast. The South
west storm warning, a white pennant 
above a square red flag with black cen
ter displayed by day or a white lantern 
below a red lantern displayed by night 
indicates the approach of a storm of 
marked violence with winds beginning 
from the Northwest. Hurricane or 
whole gale warning, two square flags, 
red with black centers, one above the 
other, displayed by day or two red lan
terns with white lantern between dis
played by night indicate the approach of 
a tropical hurricane or of one of the 
extremely severe and dangerous storms 
which occasionally move across the 
Great Lakes. This will be of great in
terest to the boats making late trips.

Lorenzo DeLucca, one of our Italian 
grocers, is entertaining his brother, P. 
Delucca, and his son, Joe DeLucca, who 
arrived last week from Naples, Italy. 
America is not strange to the son, he 
having spent several years in this city, 
returning to Italy only a few years ago. 
The brother, however, is a stranger in 
a strange land.

Fourteen of our young men and wom
en left the city last week for Ann Arbor, 
where they will enter the State Univer
sity, six others having left previously. 
This speaks well for the Soo and all 
join in wishing the young people every 
success during the coming year.

O. J. Classen, representative of Swift 
ft Company, who has been here during 
the past two weeks, left to-day for 
Saginaw.

The Watson & Bennett Co., Drum
mond Island, suffered a large loss from 
the effects of a bad fire last week. It 
carried insurance ample to cover the 
loss.

W. G. Tapert left last week on a 
business trip to Ann Arbor, Detroit. 
Saginaw and other cities. He was ac
companied bv his wife and daughter. 
Miss Jessie Tapert, who will enter the 
University at Ann Arbor.

J. McMannen. Canadian salesman for 
the Cornwell Co., returned last week 
from Toronto, where he spent a few 
days in the interest of the company.

He was accompanied by O. J. Classen, 
representative of Swift & Company.

Michael McCann, native of Mackinac 
county and former resident of St. Ig- 
nace, died at Rotterdam, Holland, where 
he had for several years been a repre
sentative of Nelson Morris & Co., Chi
cago. The news of his death was re
ceived by his many friends at St. Ig- 
nace with much regret. It was a terrible 
blow to his sisters who were prostrated 
over the news and have the sympathy 
of the entire community in their be
reavement.

Fred Avery, well known pioneer gro
cer of Drummond Island, has sold his 
business to Adams ft Leedy, who will 
continue the general store with a full 
line of groceries, merchandise, hardware 
and dry goods. The new proprietors 
are both young men having had previous 
experience in the above line and are 
considered both husjtlers and should 
make the new venture a decided success.

William G. Tapert.
Bankruptcy Proceedings in Western 

District of Michigan.
G rand  R ap ids, Sep t. 21—In  th e  m a tte r  

of th e  N a tio n a l W oodenw are  C om pany, 
L td ., a  final m ee tin g  o f c red ito rs  in  th is  
m a t te r  h a s  b een  called  fo r Oct. 5. fo r 
th e  pu rpose  of p a ss in g  upon th e  final 
re p o rt an d  acc o u n t of th e  tru s te e ,  w hich  
show s to ta l  re c e ip ts  from  th e  sa le  of th e  
a s s e ts  in  th is  e s ta te , $5,000; d isb u rse 
m e n ts  a s  follow s: a d m in is tra tio n  e x 
penses, $154.81; p re fe rred  and  secu red  
c la im s  pa id  b y  o rd e r of th e  co u rt, $3,- 
673.21; to ta l $3.828.02; b a lan ce  on hand , 
$1,171.98; a n d  a lso  fo r th e  pu rpose  of d e 
c la r in g  an d  o rd e rin g  pa id  a  firs t an d  final 
d iv idend  to  c re d ito rs  here in .

Sept. 24—H a rv e y  L. G odfrey  and  W il
d e r  H . G odfrey, ind iv idua lly  an d  co
p a r tn e rs  a s  H . L. G odfrey  & Son, doing  
b u s in ess  a t  M cB rides, w ere  th is  d ay  a d 
ju d ic a ted  b a n k ru p t an d  th e  m a t te r  h as  
been  re fe rred  to  R eferee  C orw in. T he  
schedu les show  to ta l  liab ilitie s  of $7,- 
345.25 an d  a s s e ts  of $4,655.50. T h e  firs t 
m ee tin g  of c re d ito rs  h a s  been  called  fo r  
Oct. 9, a t  w hich  tim e  c re d ito rs  m ay  a p 
p ea r , e lec t a  tru s te e , an d  tra n s a c t  such  
o th e r  bu s in ess  a s  m ay  com e befo re  such  
m eeting . T h e  fo llow ing a re  lis ted  a s
c re d ito rs :
C ora  G odfrey, M cB rides ...................$ 65.00
A llith  P ro u ty  Co., D anville , 111. 39.39
Allen & C om pany, P h ilad e lp h ia  . .  15.37 
A tla s  Oil C om pany, C leveland . . .  149.44 
Assoc. M fg. Co., W aterlo o . Iow a . 632.73
A th e rto n  M fg. Co., B a tav ia , 111. . .  24.16
A lm a R o lle r M ills, A lm a .................  47.08
A ndre, Ju liu s  & Son. M ilw aukee . .  42.15
B ru ick  S ec tiona l Book C ase Co.,

S ag in aw  .......................................... 5.45
B roks, Oil C om pany, C leveland . .  112.79 
Boye N eedle C om pany, C hicago . .  19.45
B orn  Sales Co., G ran d  R ap ids  . . .  104.25
C. B u rn e tt.  Dowell .......................... 125.00
B elk n ap  W agon  Co., G rand  R ap id s  14.00 
C a rp e n te r  U dell Co., G rand  R ap ids 199.61
Colson & Co., P a r is ,  111.......................  30.00
C aughey. Jo ssh am , D e tro it ........... 129.50
D u ra n t-D o rt Co., F lin t  .....................  400.00
K ik en h o u t H . & Sons, G rand  R ap id s  44.96
F a le s , E . E ., B eld ing  .......................  10.60
F leck . J .  J .. Tiffin, O h i o .......................  8.00
F o s te r-S te v e n s  & Co., Grd. R ap id s  104.56 
G eograph ica l C om pany, C hicago . .  14.50
H ale, J . & Sons, Io n ia  ...................  123.50
G odfrey, C ora, M cB rides ................. 310.00
H u n t, H elm  & F e rr is , H a rv a rd , 111. 62.95 
H a g g ard , M arcosson  Co.. C hicago 11.93
H ard ie  M fg. Co.. H ud so n  ............... 117.80
K om pass  & Stoll Co., N iles  . . . .  35 50
K napp , E . J .  & Co., B eld ing  ........... 11.20
L eC lear, C. E ., E d m o re  ............... 1,000.00
M ills P a p e r  Co., G rand  R ap id s  . .  81.68
M ilw aukee S e p a ra to r  C om pany,

M ilw aukee ........................................ 205.75
M ichigan Coal Co., L a n s in g  ........... 57.30
M onarch  M fg. Co.. O m aha, N eb. 13.25 
N ew aygo P o r tla n d  C em en t Co.,

G rand  R ao id s  ...............................  100.00
N orcross, C. S. & Son, B ushne, 111. 1.00
P a ra g o n  R efin ing  Co., L a n s in g  . . .  25.48
P h ilad e lp h ia  & R ead in g  Coal Co.,

B uffalo .............................................. 135.57
R eliance  E n g in ee rin g  Co., L a n s in g  69.81 
S ta n d a rd  Oil Co., G rand  R ap id s  33.25 
S u p erio r Glove Co., G reenv ille  . . . .  9.14
Seeley, S h a fe r  Co., D e tro it ........... 12.00
S ag inaw  L ad d e r Co., S ag in aw  . . . .  7.75
T urnbu ll W agon  Co., D efiance, O. 361.25 
U n iv e rsa l P o w er Co., E d m o re  . . .  72.68
D sin g er R azo rb lade  Co............................38.25
W in e g a r  M fg. Co.. L o w e l l ................. 12.50
W eller, F o a rd  Co., M orris tow n,

T en n essee  ........................................ 29.50
W a lte r  A. W ood & Co., M oosac

F a lls . N. Y ...................................... 1,413.88
Z eeland B rick  Co.. Z eeland ........... 87.55
In d ep en d en t Silo Co., S t. P a u l . .  22.00
R eview , M cB rides ...............................  21.00
T im es, E d m o re  ...................................... 10.00
C lip p e r-H era ld . S ta n to n  ................... 10.00
R u m ery  Silo Co.. Shelbyville  ........... 150.00
Geo. Sherw ood, M cB rides ............. 1,377.81
Geo. E . Sherw ood, M cB rides ......... 300.00
N eff’s B ank , M cB rides .......................  20.65
A lb e rt S hum an , A lliance ................... 35.00
C has. H . Dopp, M cB rides ...............  35.00
C. B. L eC lear, E d m o re  .......................  65.00

N eff’s  B ank , M cB rides .......................... 118.75
A lb e rt Shum an , A lliance .................  22.00
S ta te  S avn igs  B an k . S ta n to n  . . . .  123.00
B er t H ayes, Low ell ................................  12.00
D r. R. L. B ently , S ta n to n  ...............  8.00
D r. Lilly, M cB rides ...........................  2.50
Low ell S ta te  B an k , Low ell .............  25.00

T he  above nam ed  b a n k ru p ts  w ere  d ea l
e rs  in  h a rd w are , fa rm  im p lem en ts  and  
coal.

Sept. 26—In  th e  m a t te r  o f M ason W . 
M anly, b a n k ru p t, G rand  R apids, th e  t r u s 
tee  h a v in g  filed a  re p o r t  a n d  p e titio n  s e t 
tin g  fo r th  th a t  he  h ad  a n  o ffer fo r  a ll 
of the  s to ck  in  tra d e , f ix tu res  a n d  book 
acco u n ts  of th e  b a n k ru p t’s  e s ta te  in  th e  
sum  of $450, a n  o rd e r  w as  m ade  th a t  th e  
c red ito rs  show  cause , if a n y  th e y  had , 
a t  th e  office o f th e  re fe re e  on  Oct. 6, 
w hy  such  o ffer o r a n y  o th e r  o ffer w hich  
m ig h t be  received  on o r  before  su ch  d a te  
should  n o t be approved , a n d  th e  sa le  of 
such  a s s e ts  confirm ed.

Sept. 27—In  th e  m a t te r  of M ichael S'. 
R azzoog, b a n k ru p t, E v a r t ,  a  final m ee tin g  
of c re d ito rs  h a s  been  called  fo r Oct. 9, 
fo r th e  pu rpose  of p ay in g  c e r ta in  a d m in 
is tra tio n  expenses  a n d  d e c la r in g  an d  o r
d e rin g  pa id  a  firs t d iv idend  to  c red ito rs . 
T he tru s te e ’s firs t r e p o r t  a n d  acco u n t 
filed in th is  m a tte r  show s to ta l  re ce ip ts  
from  th e  sale  of a sse ts , acco u n ts  re 
ceivable  a n d  r e n t  of p rem ises, $2,534.51; 
d isb u rsem en ts  fo r a d m in is tra tio n  ex 
penses, $93.04. and  a  b a lan ce  on  h an d  cf 
$2,441.54.

Sept. 28—D. H . G eyer, o f C larion, w a i  
th is  d ay  ad ju d ic a te d  b a n k ru p t an d  the  
m a tte r  re fe rred  to  R eferee  C orw in. T he 
firs t m ee tin g  o f c re d ito rs  h a s  been  ca lled  
fo r Oct. 12, a t  w h ich  tim e  c re d ito rs  m ay 
ap p ea r, p rove th e ir  c la im s, e lect a  t r u s 
tee , and  tra n s a c t such  o th e r  an d  fu r th e i 
bu sin ess  a s  m ay  p ro p erly  com e before 
such  m eeting . T he  fo llow ing a re  lis ted  
a s  c red ito rs :

Secu red  C red ito rs .
S ta te  B an k  of P e to sk ey  ....................$100.00
C harles  G ever, C larion  .....................  200.00

U n secu red  C red ito rs .
A rm o u r & C om pany, C hicago ___ $ 72.06
V inkem ulder C om pany, Grd. R ap id s  9.48 
O ra to r  F . W oodw ard , N . Y. C ity  18.20 
P e to sk ey  G rocer Co., P e to sk ey  . .  828.97
H an k ey  M illing  Co., P e to sk ey  . . . .  122.90
G. R. D ry  Goods Co., G rd. R pds. 130.59 
In te rn a tio n a l H a rv e s te r  Co.. G rand

R ap ids ............................................ 26.25
W . R. W a rn e r  C o m p an y ,. P h ila 

de lph ia  ................................................  11.00
A m erican  T h read  A gency, N. Y. C ity  4.14 
M cC askey R eg is te r  Co., A lliance . .  5.40
Idea l C lo th ing  Co., G rand  R ap id s  11.97 
S trau b  B ro th e rs  & A m co tte , T ra v 

e rse  C ity  ..........................................  8.40
S ta n d a rd  Oil Co., G rand  R ap id s  . .  12.92
F. E . M oore & Co., L akev iew  . . . .  12.00
F o s te r, S tev en s  & Co., Grd. R ap id s  22.42 
Iow a Soap C om pany, B u rlin g to n  9.63 
W oodhouse C om pany, G ran d  R ap id s  12.64 
N a t. B iscu it C om pany. Grd. R ap id s  25.92 
W . F . M cL aughlin  & Co., C hicago 26.20 
S ta te  B an k  of P e to sk ey  ...................  175.00

O ctober 3—In  th e  m a tte r  of th e  A r 
cad ia  C o-O pera tive  Co., a n  o rd e r  w as  th is  
d ay  m ade d ire c tin g  th e  tru s te e  to  m ake  
sale  of c e r ta in  p ro p e rty  in  h is  h a n d s  tc  
V incen t B ab n aw  fo r  th e  su m  of $10. T h is  
rep re sen ted  a n  eq u ity  in som e re a l e s ta te  
m ortg ag ed  fo r m ore th a n  could be re a l
ized from  it  an d  th e  tru s te e  is deed ing  
to  th e  m ortgago r.

Mr. Hutchins a Wonder.
Petoskey, Oct. 3—The Grand Rap

ids Wholesalers were successful in 
leaving a good impression with the 
business men of Petoskey. They gave 
us some good talks. Lee Hutchins 
is certainly a wonder and a city which 
possesses such a gifted speaker among 
its business men is fortunate indeed.

John A. Lake.
S. M. Frost, an experienced gro- 

ceryman, has taken the management 
of the grocery department of the I. 
M. Smith Co.

Grass is naturally green, but after 
a man has bumped up against a grass 
widow he is apt to imagine he is color 
blind.

No matter how bad a man may be, 
there is one woman who can find 
some good in him.
_______ BU S IN ESS  CHANCES.

F o r  Sale—Only s te a m  la u n d ry  in  tow n  
3,000; do ing  good b u siness . A lso ho te l 
bu ild ing , p a r t ly  b rick , on  M ain  s tre e t . 
C ash  o r  e a sy  te rm s . H . C. Cobb, 221 
W , M ain, D u rand. M ichigan. 535

F o r  Rale O r R en t—D ouble s to re  bu ild - 
ing. E lec tr ic  lig h ts , c ity  w a te r , s te a m  
h e a t  (c an  he h e a ted  w ith  s to v es), b e s t 
c o rn e r in  th e  village. W ill r e n t  s to re 
room s sep a ra te ly  o r a s  one. M an  to n  Is 
one of th e  b e s t  tow ns in  N o rth w e s te rn  
M ichigan. R ig h t in  th e  c e n te r  o f th e  
b e s t  g ro w in g  da iry , s to ck  an d  g e n e ra l 
fa rm in g  d is tr ic t.  W rite  o r  call on  V. F . 
H u n tley , M anton , M ichigan. . 536


