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O PPO R TU N ITY

With doubt and dismay you are smitten 
You think there’s no chance for you, son? 

Why, the best books haven’t been written 
The best race hasn’t been run,

The best score hasn’t been made yet,
The best song hasn’t been sung 

The best tune hasn’t been played yet,
Cheer up, for the world is young!

No chance? Why the world is just eager 
For things that you ought to create 

Its store of true wealth is still meager 
Its needs are incessant and great,

It yearns for more power and beauty 
More laughter and love and romance,

More loyalty, labor and duty,
No chance—why there’s nothing but chance!

For the best verse hasn’t been rhymed yet 
The best house hasn’t been planned,

The highest peak hasn’t been climbed yet 
The mightiest rivers aren’t spanned,

Don’t worry and fret, faint hearted 
The chances have just begun,

For the Best jobs haven’t been started 
The Best work hasn’t been done.

Berton Braley.
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“ A Smile Follows the Spoon When It's Piper's”

Made for a Discriminating Public by a Discriminating 
House for Discriminating Dealers.

If you wish to secure the agency of the BEST ICE 
CREAM it is possible to produce, write at once to

Piper Ice Cream Co.
Kalamazoo, Michigan

Bread is the Best Food
It is the easiest food to digest.
It is the most nourishing and, with all its 

good qualities, it is the most economical food.
Increase your sales of bread.

Fleischmann's Yeast
secures perfect fermentation and, therefore, 
makes the most wholesome, lightest and tastiest 
bread.

Sell Bread Made With

F L E ISC H M A N N ’S Y E A ST

Boston Breakfast 
Blend

— Splendid Q uality 
at a

M oderate Price

Judson Grocer Co.
The Pure Foods House

GRAND RAPIDS, MICHIGAN

G R A N D  R A P I D S  S A F E  C O .
Agent for the Celebrated YORK M A N G A N ESE BANK SAFE 

Taking an insurance rate of 50c per $1,000 per year. What is your rate?
Particulars mailed. Safe experts.

TRADESMAN BUILDING GRAND RAPIDS. M ICHIGAN

FR A N K U N  
“SUGAR TALKS" 

TU GROCERS
“Drive Thy Business 
Let Not It Drive Thee”

Said the wise, old philosopher, Benjamin Franklin.
He became famous as a man of large accomplish
ments because he did not let little things take his 
time and attention away from im portant matters.
If Franklin were here to-day he would tell you tha t 
it is foolish to go to the trouble of filling and 
tying bags of sugar when you can get it in neat 
FRANKLIN cartons and cotton bags, all ready to 
sell—nothing to do but hand it to the customer, and 
take the money. No work, no trouble, no risk of 
loss by over-weight.

FRANKLIN PACKAGE SUGAR IS GUARANTEED  
FULL WEIGHT, AND MADE FROM SUGAR CANE

Original containers hold 2k, k8, 60 and 120 lbs.

THE FRANKLIN SUGAR REFINING CO., Philadelphia

A Million Mothers

are marshaled in solid array behind the purest, 
cleanest, most nutritious of all cereal foods—

Shredded W heat
If you want to cater to the women who decide 
the food question in a million homes, you will 
always carry a good stock of Shredded Wheat.
It is ready-cooked and ready-to-serve. Deli
cious for breakfast with milk or cream, or for 
any meal with fruits.

T h is  Biscuit is packed in odorless spruce w ood 
cases, w hich  m ay be easily sold fo r 10 o r  15 
cents, thereby  adding to  the  g rocer’s profits

Made only by

The
Shredded Wheat Co.

Niagara Falls, N. Y.
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_  SP E C IA L  FE A T U R E S .P age
2. U niform  C ost S ystem .
4. N ew s of th e  B usiness W orld.
5. G rocery  and  P roduce  M arket.
6. B an k ru p tcy  M atte rs .
7. U pper P en in su la .
8. E d ito ria l.

5 “ t t e r > E 00s and  P rov isions.11. T he  M eat M arket.
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16. Dry Goods.
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26. D rugs.
27. D rug P rice  C u rren t.
28. G rocery  P rice  C u rren t.
30. Special P rice  C u rren t.
31, B usiness W an ts .
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PAYING CASH ON DELIVERY.
The virtue of paying for a thing when 

you get that thing cannot be too fre
quently and emphatically exploited, and 
the country is to be congratulated on 
an effort now being made to enforce 
this lesson 'on farmers, who are pro
verbially devoted to the practice of pay
ing for their purchases when they find 
it convenient. This practice, whether 
among that class or any other, is hurt
ful to both 'buyer and seller and the 
widely circulated virus is damaging to 
the entire business, of the country! 
George A. Ranney, Secretary of the In
ternational Harvester Company, has had 
in mind for a long time the subject of 
cash payments for agricultural imple
ments and he delivered an address on 
this subject at Atlantic City last week. 
The central idea was that of paying for 
such merchandise on delivery, if not in 
cash in the form of a written obligation 
such as a note or acceptance, rather than 
having the transaction entered in a 
book account. This method would align 
the business in this country with the 
same class of trade in Europe and with 
the practice in many other departments 
of commerce among highly developed 
communities.

The agricultural implement companies 
have long recognized the desirability of 
immediate payment, by allowing a dis
count for cash. The whole industry of 
distributing this class of merchandise 
could be immensely benefited by the uni
versal application of the cash require
ment or, what is the next thing to it, 
exacting a definite obligation from the 
purchaser at the moment. In the case 
of persons not able or willing to pay 
money down a note is the right thing. 
That note, indorsed by the agent of the 
manufacturer, could then be handed to a 
bank^nd discounted. The dealer would 
then have means of making further pur
chases and thus getting the advantage of 
the discount from the manufacturer. The 
local banker could, if he desired, redis
count this paper in a correspondent 
bank, presumably in a larger town, and 
this paper would become one of the 
staples of commerce. It is the experi
ence of these manufacturers that the 
paper given in the purchase of agricul
tural implements is of high quality and 
under present conditions the companies 
have large quantities of it on hand,

which are rightly considered among 
their best assets. As to the farmer, the 
hold of a note on him is much stronger 
than the claim of a book account, which 
is payable at no particular time and the 
liquidation of which is sometimes post
poned for long periods through the good 
nature of the creditor and the dilatori
ness of the debtor. Thus the note or the 
acceptance would create good business 
habits among the farmers and would 
better relate them to the banking cen
ters. The note must be paid when it is 
due.

The Federal reserve system lends it
self to this method of doing business. 
It affords facilities for the rediscount 
of such notes by the member banks. In
deed, it,was one of the chief purposes 
in enacting this law to offer the farmers 
facilities fpr doing business in a more 
businesslike way. This address of Mr. 
Ranney and his influence as an officer 
of the International Harvester Company 
should greatly promote the reform.

The increased cost of living which 
everybody appreciates and which every
body knows is higher than it was three 
or four years ago has prompted a num
ber of Retail Grocers’ Associations to 
support the petition which is to be sent 
to the President demanding an embargo 
on food stuffs. The reason assigned 
why these necessities cost so much is, 
that they can be sold at profitable fig
ures in the foreign markets, and that 
prices are regulated by demand and 
supply. The suggestion on the part of 
those who buy their products that the 
export trade be limited will meet the 
prompt opposition of the farmers, the 
middlemen, etc., who are making money 
out of existing conditions. Everybody 
who has to buy wishes the prices were 
lower, and those who have things to 
sell, wish they were higher.

The other day a pencil peddler was 
arrested in Chicago, but he was ar
raigned as a seller of “dope.” He de
nied ihat he sold morphine and pleaded 
for release, saying he would go back 
to his home in Auburn, N. Y. He ad
mitted that he and his wife used about 
$10 worth of “dope” a week, but said 
that he made from $25 to $50 a week 
selling pencils. A Washington pencil 
peddler said he never made less than 
$2.50 a day. Evidently pencil selling is 
more profitable than one would imagine.

If  you found a $10 bill in your coat 
pocket, would you thank your lucky 
stars and spend it or would you turn it 
over to the police? A Chicagoan did 
the latter. He said when he finished 
his work at night he put his hand in his 
coat pocket and found the bill and he 
knew it did not belong to him. He re
fused to accept the responsibility of 
caring for the bill and left it with the 
city custodian,

THE CRANBERRY.
While a few years ago this might 

have fittingly been called the “Thanks
giving berry.” its use is now prolong
ed so much that it may well be called 
the “berry of many months.” Because 
of its growing popularity and its last- 
ing qualities, even the small dealer 
should not hesitate in laying in his 
supply by the barrel, rather than by 
the crate. By purchasing fruit of good 
color and firm quality there is little 
need of material loss.

Its acid flavor is just the thing to 
balance the meat diet which is apt 
to preponderate at this season. It 
is an appetizer of the very best sort. 
The housewife has learned that there 
are many other ways of using it than 
in the time-honored cranberry sauce 
which was a part of that first Thanks
giving dinner of the Pilgrims. She 
has also learned that she can keep 
the fruit in a moderately cool place 
for weeks if she so desires.

It is a pleasure to note that in Mas
sachusetts, which furnishes more than 
half of this fruit, there has been an 
increase of more than half in the pro
duction within the last ten years. New 
Jersey and W isconsin have until re
cently completed the trio of cranberry 
states, but others are taking up the 
industry, and there is no reason why 
many of the cool bogs of other states 
may not be reclaimed. Neither is 
there any reason why the fruit cannot 
be a most valuable asset to the dealer 
from the time when it is first offered 
until spring. If kept in a cool, dry 
place it is the least perishable of our 
fruits as well as one of the most pop
ular. Its  beauty may be enhanced in 
the dreary days by placing some of 
the fruit in close proximity to a pot of 
ferns. Keep a liberal display in full 
view, yet out of the reach of inquisi
tive fingers, with always a goodly re
serve supply to replenish the measure 
as fast as needed.

REDUCING DISCOUNTS.
The agitation to reduce discounts 

in the dry goods line is not meeting 
with the approval of the retail mer
chants of the country, and an attempt 
to “jam it down the retailer’s throat” 
would seem to be poor policy upon 
the part of the manufacturer.

The retailer has many strong rea
sons to support his objection to a 
reduction of terms. The reasons of 
the manufacturer for his attitude are 
less apparent, or at any rate less 
logical.

Is it good policy for the “seller” to 
antagonize the “buyer” even if it hap
pens to be a “seller’s m arket” just at 
present?

Purchase prices have advanced and 
are continuing to advance in many 
lines, and, if retail prices are not ad
vanced in the same ratio, there will 
be a marked decrease in gross profit 
at inventory period.

A store has every w arrant for ad
vancing prices and should not hesi
tate to do so where necessary.

A store is a merchandise purveyor 
only and is entitled to its operating 
cost and a reasonable profit. It is 
not expected that a store can regu
late the market—supply and demand 
does that. A store should in its sell
ing prices simply reflect market con
ditions. To do less is neither good 
business nor profitable.

GET BETTER ADVERTISING.
W hy spend so much money in ad

vertising merchandise that is very dif
ficult to obtain and cannot be re
placed at the price paid for it? An 
effective method to regulate adver
tising expenditures is to make up a 
yearly budget in advance and stick to 
it. Notify the advertising manager 
that the amount apportioned must 
do the work—regardless of emergen
cies. He must lay aside some of his 
apportionment for emergencies.

By following this course you will 
get better advertising and a lessened 
expenditure. T ry it!

Everybody who admires skill and 
courage will applaud Capt. Koenig, 
who the second time has piloted the 
undersea freighter Deutschland to an 
American port. His first trip was 
counted a wonder of the seas, as in
deed it was, and his second is even a 
greater accomplishment. His cargo 
is dye stuff and drugs, worth almost 
literally their weight in gold. He 
will take back another load as precious 
to those to whom it is consigned. 
Capt. Koenig has earned this distinc
tion of being the foremost navigator 
of his time.

The leading hotels of Springfield, 
Mass., eight in number, advanced their 
rates 25 per cent. Wednesday. Increas
ed cost of operation was given as the 
îeason for action. Other hotels have 
raised their rates and still others will 
do it, which leads the person who is pay
ing out money to wonder where all this 
boasted prosperity is going to lead. Mon
ey is kept in circulation when it is paid 
out as soon as it comes in, and that is 
what is happening to-day, but that does 
not give the person of small means 
chance to lay by for a rainy day.

WATCH YOUR MARK-UPS. 
Merchants should watch merchan

dise mark-ups keenly at all times, but 
especially at the present time.

The cranky employer may be able 
to keep his clerks in line while they 
work for him, but they will show an 
exasperating tendency to go to work 
for somebody else.

Revenge is the doubtful pleasure 
of a feeble mind.
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UNIFORM COST SYSTEM.

Wholesale Grocers Aiming to Assist 
the Retailers.

The long expected uniform cost ac
counting system, devised by the Ed
ucational Committee of the National 
Wholesale Grocers’ Association, un
der the personal charge of Education
al Director Fiske, was mailed to mem
bers last Saturday.

It is a comprehensive presentation 
of the system in a special issue of the 
Bulletin, and includes the basic list 
of accounting items, accompanied by 
a more or less elaborate discussion of 
the reasons for framing them and the 
elements underlying each, as listed. 
Accompanying it are official letters 
from President Whitmarsh, the Ed
ucational Committee, Professor Mel
vin T. Copeland, of Harvard, with 
whom the committee has co-operated 
in the work, and several discussions 
of certain phases of the system writ
ten by the director.

In his letter President Whitmarsh 
says:

“Since the appointment of our first 
Cost Research Committee more than 
a year ago, diligent efforts have been 
made to find a satisfactory method 
of ascertaining the cost of doing the 
wholesale grocery business. Our 
committee enlisted the co-operation of 
the Bureau of Business Research of 
Harvard University, and for nearly 
a year both have been engaged in 
studying the cost accounting needs 
of the wholesale grocer with the pur
pose of devising a simple and ade
quate cost system.

“The results of these studies are 
most gratifying. At the meeting of 
our Committee in New York on Sep
tember 22, 1916, a proposed system of 
operating accounts for wholesale gro
cers and a profit and loss statement 
drafted by the Harvard Bureau of 
Business Research, with a full explan
ation for each item, were presented 
for consideration. The committee, 
with Melvin T. Copeland, of Harvard 
University, took up each item separ
ately, and after making several 
changes for the purpose of simplicity, 
and in order to avoid possible debata
ble items, approved the form which, 
with the explanatory statement, com
prises a large part of this bullet'n. 
The committee does not hold that the 
statement is perfect, but believes that 
it more nearly meets the require
ments than any similar form so far 
suggested.

“The statement may include items 
over which accountants and others 
may disagree, but the primary im
portance of uniformity should offset 
any technical differences of opinion. 
Unless all adopt the same form that 
most valuable asset, comparison, is 
lost. The advantages of adopting a 
cost accounting system, as suggested 
in this bulletin, may be briefly enum
erated as follows:

1. It provides an exact statement 
of the cost of doing business, w’thout 
an accurate knowledge of which you 
cannot be sure of your success.

2. It provides figures which should 
enable you to obtain the banking cred
it to which you are entitled.

3. It assists you to obtain a cor

rect and reasonable return on your 
investment.

4. It encourages economy and ef
ficient management.

“I trust that you will find it desir
able to adapt your accounts to the 
suggested form. Large houses will, 
no doubt, wish to extend the number 
of accounts. Smaller houses may 
consider the items too numerous, and 
for that reason may wish to combine 
some of them. Allowance has been 
made for such modifications provided 
all items of cost are included. To 
derive the important benefits which 
can be secured by comparison, the 
results of the adoption of the sug
gested system are absolutely neces
sary. The Bureau of Business Re
search of Harvard University will 
compile figures furnished by whole
sale grocers in order to show the 
relative costs of doing business un
der varied conditions. The variations 
due to geographical location, to the 
influence of urban and rural trade 
conditions, and to population will be 
shown.

“To assure us of the benefits of 
comparison to be derived from a study 
of the facts, you are requested to fill 
out one of the enclosed forms for 
your business, and send it to Melvin 
T. Copeland, director, Bureau of Busi
ness Research, Harvard University, 
Cambridge, Mass. All information 
will be held in strict confidence.”

The list of items on which the sys
tem is based is as follows:

Merchandise Statement.
1. Gross sales.
2. Returns and allowances to cus

tomers.
3. Prepaid freight, express and 

parcel postage collected from cus
tomers.

4. Cash discounts taken by cus
tomers.

5. Net sales.
6. Inventory of merchandise at be

ginning of period.
7. Depreciation on inventory at be

ginning of period.
8. Net inventory of merchandise 

at beginning of period.
.9. Purchases of merchandise at 

billed cost.
10. Inward freight and cartage.
11. Cost of purchases of merchan

dise.
12. Returns and allowances receiv

ed on purchases of merchandise.
13. Cash discounts received on 

purchases of merchandise.
14. Net cost of purchases of mer

chandise.
15. Total cost of merchandise.
16. Inventory of merchandise at 

end of period.
17. Depreciation on inventory at 

end of period.
18. Net inventory of merchandise 

at end of period.
19. Net cost of merchandise sold.
20. Gross profit.

Expense Statement.
Selling expense; salesforce expense:

(a) Salaries and wages of salesforce;
(b) commissions to salesforce; (c) 
traveling expense (selling only).

21. Total salesforce expense.
22. Advertising.
23. Other selling expense.
24. Total selling expense.

Receiving, handling and shipping 
expense:

25. Salaries and wages of receiv
ing, warehouse and shipping force.

26. Packing cases and wrappings.
27. Outward freight, express, par

cel postage and cartage (not collect
ed from customers.)

28. Total receiving, handling and 
shipping expense.

Buying expense:
29. Salaries of buying force.
30. O ther buying expense.
31. Total buying expense.
General management and office ex

pense:
32. Executive salaries.
33. Office salaries.
34. Postage and office supplies.
35. Telephone and telegraph.
36. Credit and collection expense.
37. O ther management expense.
38. Total general management and 

office expense.
Fixed charges and upkeep expense:
39. In terest on capital—borrowed.
40. In terest on capital—owned.
41. Total interest.
42. Rent.
43. Heat, light and power.
44. Taxes.
45. Insurance (except on build

ings).
46. Repairs of equipment.
47. Depreciation of equipment.
48. Total fixed charges and upkeep 

expense.
49. Miscellaneous expense.
50. Losses from bad debts.
51. Total expense.
52. Net profit (or loss; loss in red).

N et Gain Statement.
53. Sundry revenue net.
54. Interest and rentals earned.
55. Total net gain (or loss; loss in 

red)..
56. Income taxes.
57. Dividends (corporation,) shar

ings (partnership) or withdrawals (pro
prietorship).

58. Surplus (or deficit) for the peri
od (deficit in red).

Get Away From the One-Day Bargain 
Business.

A merchant who has been featuring 
one day of the week as a bargain 
day writes us as to the advisability 
and regarding the method of getting 
away from the plan.

We replied to his enquiry as foil- 
lows:

“Stores to-day, whether catering to 
medium, fine or popular trade, are 
fast coming to the realization that it 
is much better to cater to the pub
lic upon a basis of service than price. 
T hat old axiom, ‘Have what the peo
ple want, when they want it, at the 
right price,’ is truer than ever to-day.

“While the one-day bargains have 
undoubtedly been very helpful to you 
in building up your business, with the 
statem ent as it appears in your letter 
and ’the m atter as I see it at long 
range, it seems quite clear that this 
advertising method has run its course 
with you. I have always contended 
that a price or item advertised that 
was not extremely interesting had 
better never have been published. I t 
is not only a waste of the advertising 
expenditure but it creates just the op
posite of the desired impression upon 
the reader’s mind.

“Unless you plan something to re
place the omission of your one-day 
bargain advertisements, you would 
undoubtedly suffer for a time. I would 
suggest that you distribute your ad
vertising through the week, stating in 
a general way that the concentration 
of your bargains into one day’s sell
ing prevents your extending the kind 
of service you. desire and to remedy 
this situation you have decided to dis
tribute your bargains, giving them 
thfoughout the week.

“If I were you, I would then se
lect one item for Monday, a strong 
special, and feature it very prominent
ly, being sure to select something 
that is generally wanted and would 
prove an unquestionable attract on. 
I would do the same for Tuesday and 
each day of the week. This will break 
up the one-day bargain business and 
you will find that eventually you can 
drop these daily announcements, if 
you desire.

“In addition, why would it not be a 
good plan to run your advertisements 
into a little more conversational form, 
calling attention to arrivals of new 
merchandise, popularly priced, with a 
series of editorials daily giving your 
policy of reasonable profits, large 
stocks of merchandise, most efficient 
service, etc.

“If you once get away from this 
one-day bargain business, you will 
never return to it, I am sure.

“I think that one of the reasons so 
many items are put in the advertise
ment is the demand from the various 
departments, but I believe that the 
people can be brought to the store 
with one very big and important item 
just as well as they can with forty 
or fifty items.”

Cancel Orders For Christmas Goods.
At the right time in December— 

the number of days to be determined 
by your distance from market—go 
through your back orders and cancel 
orders for Christmas goods which can 
not arrive in time to be sold before 
Christmas.

A prominent garment maker had 
this to say a few days ago regarding 
back orders:

“Buyers should check up back or
ders more closely. I know,” he stat
ed, “that there are thousands, yes, 
hundreds of thousands of dead back 
orders standing on garment manufac
turers’ books uncancelled. These or
ders will never be filled because the 
manufacturers cannot get the ma
terials. The manufacturers have not 
notified the buyer to cancel and the 
buyer carries the unfilled order as an 
obligation or due against his stock.”

Butter, Eggs, Poultry, Beans and 
Potatoes.

Buffalo, Nov. 8—Creamery butter, 
extras, 36@36^,c; first 35@35Hc; 
common. 33@35c; dairy, common to 
choice, 27@33c; poor to common, all 
kinds, 24@27c.

Cheese—No. 1 new, 21@21J^c; 
choice, 20T/ 2(a)21c.

Eggs—Choice, new laid, 40c; fancy 
hennery, 48@50c; storage 31@33c.

Poultry (live) — Fowls, 14@18c; 
springs, 14t@18c; old cox, 13@14c; 
ducks, 16(S)18c.

Beans—Medium, $7.25@7.50; pea, 
$7.25; Red Kidney, $6.50@6.75; White 
Kidney, $7.00@7.50; Marrow, $7.50.

Potatoes—$1.70@1.75 per bu.
Rea & Witzig.

mailto:7.25@7.50
mailto:6.50@6.75
mailto:7.00@7.50
mailto:1.70@1.75


N ov em b er S, 1916 M I C H I G A N  T R A D E S M A N 3

Five Systems Working to Educate the 
Retailer.

A vast amount of energy is being 
expended in “educating” the retailer: 
so much in fact that it would not be 
surprising if the retailer suddenly be
gan to feel like the much educated 
“Mr. Pipp” and rebelled against so 
much beneficence on his head. For 
instance, as an exchange epitomizes 
the sundry efforts now in progress, 
there are five distinct movements at 
work to make the retailer a better re
tailer, as follows:

1. The Department of Retailers’ 
Education, conducted by the National 
Wholesale Grocers’ Association, al
though nothing tangible has come out 
of this as yet.

2. The system of keeping retailers’ 
accounts, devised by the Bureau of 
Research of Harvard College.

3. The system of keeping retailers’ 
accounts, devised by the Federal 
Trade Commission.

4. The National Mercantile Educa
tional Association formed by repre
sentatives of fourteen National job
bing associations.

5. A service plan of improving the 
conduct of any retail business, which 
has been worked out by the Associat
ed Advertising Clubs of the World.

The latest of the arrivals in the ed
ucational field is the Associated Ad
vertising Clubs, which proposes to 
unify cost accounting systems for the 
following reasons:

“First—By supplying a large num
ber of them, it will be possible to fur
nish them and the service that will 
be rendered in connection with them, 
at a price not far from what the bind
ers and other supplies, alone, would 
cost through ordinary channels.

“Second—By installing the same 
system in a large number of stores 
in each line, so that each of a large 
number of merchants will have the 
same facts, it will be possible, through 
the service department of the Asso
ciated Advertising Clubs at Indian
apolis, in co-operation with the Busi
ness Research Bureau of Harvard 
University, to compare results in vari
ous communities, and thus to give a 
local merchant the advantage of the 
experience of many other merchants 
in the solution of his problems.”

For several months the preparation 
of the systems has been under way, 
and while they are all fundamentally 
similar, there is an individual system 
for each line of business. They all 
follow, in a general way, a system for 
retail jewelers which was worked out, 
at a very considerable expense, by the 
Ingersoll watch people. The Inger- 
soll system is in use by more than 
400 retail jewelers and has proved 
successful, both as a means of giving 
the retailer daily knowledge of the 
condition of his business and enabl
ing him to compare his situation and 
his results with those of many other 
jewelers in other cities or towns about 
the size of his own.

J. W. Fisk, formerly with Lord & 
Taylor, New York, and prior to that 
with the Dry Goods Economist, who 
was at one time in the retail business 
on his own account, has been made 
manager of the department promot
ing the use of the systems, with head
quarters at Indianapolis, and I. J.

Schulte, formerly Secretary of the 
National Advertising Commission, has 
been placed in charge of the account
ing service to help the retailer make 
the best possible use of the records. 
The service of the departm ent will 
go further than mere book-keeping in
formation. I t  will help the dealei 
solve problems that present them
selves from time to time as a result 
of the keeping of such records.

Briefly, these records, although sim
ple and easy to keep, will afford the 
retailer a perpetual inventory showing 
him, among other things:

The total capital tied up in his busi
ness.

The total of his outstanding ac
counts (at all times).

W hat parts of his business are mak
ing and what parts are losing money.

W hat classes of goods sell rapidly; 
what slowly.

How many turnovers he gets a year 
on the line as a whole, and in each 
department of his business.

How much each sales person is sell
ing and therefore earning.

Just what, at all time, he owes. The 
records will tell the retailer, and are 
cited merely as examples.

The advertising men suggest that 
with such records the merchant can 
at all times show his banker just 
where he stands, and in the event of 
a fire, he can give the insurance com
pany such accurate information as to 
the current condition of his stock that 
adjustm ents can be made with prac
tically no delay, as has been proved 
through experience. The danger of 
overstocking, or of robbing the oper
ating capital to too great a degree 
through extending too large a volume 
of credits need have no terrors under 
the operation of such a system.

The systems are to cost $25 each, 
and this is to include the subsequent 
service which the new department of 
the Advertising Clubs will render.

“Any retailer will understand these 
systems at a glance,” said Mr. Fisk, 
“and thirty  minutes’ work each m orn
ing and each evening—an hour a day 
—will keep them up-to-date. The re 
tailer who doesn’t use a system wh ch 
gives him this information immediate
ly is paying a big price in lost op
portunities.”

Canners Estimate Costs For 1917.
At the recent Chicago meeting of the 

Fruit and Pea Sections of the National 
Canners’ Association the increase in 
canning costs was the overshadowing 
subject for consideration. Canners who 
are in touch are thoroughly aroused to 
the situation and are determined that 
every canned foods packer in this coun
try shall realize the conditions to be 
faced in 1917 before commencing the 
sale of futures. .To make both little 
and big canners everywhere realize that 
it will cost between 20 and 30 cents a 
dozen more to pack canned foods 
next year is what the leaders are deter
mined upon for the good of the industry 
at large and for the salvation of the ig
norant canners.

The Western Canners’ Association de
cided that a committee on costs be ap
pointed to take up work on cost of pro
duction and report to the next meeting 
of the Association. The president ap
pointed on this committee W. J. Sears,

Chillicothe, O., chairman; A. T. Bacon, 
Chicago, 111.; J. W. McCall, Gibson City, 
1 1 1 .

Secretary Drake submitted the follow
ing estimate of the cost of packing corn 
in 1917:

No. 2 cans, average over all grades.
_ P e r  dozen
C orn ($9 p e r  ton , 600 c an s  p e r  to n ) .18
D ire c t lab o r ..................................................... 07
C ans an d  caps  ................................................252
B oxes .................................................................. 054
L abels  .................................................................. 034
S u g a r a n d  s a lt  ................................................015
P o w er p la n t ......................................................016
M ach inery  re p a irs  .......................................01
B uild ing  re p a irs  ..............................................005
D ep rec ia tio n  ..................................................... 02
F a c to ry  expense  .........................................no
G eneral expense  (fac to ry  p ropo rtion ) .062
In te re s t  on in v e stm en t .............................01
D iscoun t an d  sw ells  ...................................025
B ro k erag e  ................................................; .  .018
G eneral expense  ............................................031
T rav e lin g  ..........................................................005

86.7
The entire session of the Pea Section 

was devoted to a discussion of costs 
and the method of arriving at same. 
A method similar to that followed by 
the Corn Section was followed out in 
estimating the probable cost of canned 
peas from the 1917 pack, the figures in 
detail being as follows:

No. 2 cans, average over all grades.
P e a s

P e a s  a t  3c p e r  lb ............................................315
V in er re n ta l  ....................................................015
D irec t lab o r ......................................................015
C ans .................................................................... 252
B oxes .................................................................. 054
L ab e ls  .................................................................. 034
S u g a r an d  s a lt ................................................025
P o w er p la n t expense  ................................... 016
F a c to ry  su p e r in te n d en t ............................. 002
M ach inery  re p a irs  ....................................... 015
B u ild ing  re p a irs  ..............................................005
D ep rec ia tio n  ....................................................015
F a c to ry  expense  ............................................059
F a c to ry  p ro po rtion  of g e n e ra l e x 

pense  acco u n ts  ......................................... 036
In te re s t  .............................................................. 010
D iscoun t ............................................................ 025
B ro k e rag e  ........................................................025
O th e r selling  expense  ................................. 005
G eneral E x p en se  ..........................................031

T o ta l co st to  m ake  a n d  sell . . . .  1.049
W. C. Leitsch, of Wisconsin, while 

expressing approval of the institution 
of the uniform accounting system, point
ed out that many canners are not train
ed to business details and it would be 
much better under present conditions to 
point out in plain, straightforward lan
guage some of the known advances in 
various items of cost which will cer
tainly have to be reckoned with for 
next season’s pack. It is estimated that 
the difference in the price of cans alone 
will be equal to about 8 cents per dozen; 
direct labor may be safely figured at an 
advance of 15 to 20 per cent, over the 
year 1916; boxes at equivalent to about 

cent per dozen; labels from 50 to 60 
per cent, higher than in 1916.

Discounts and brokerage, which are, 
of course, figured on the full selling 
prices, will naturally be higher in view 
of the selling price being higher.

Sales of Automobiles.
Lockwood Barr, of J. H. Oliphant 

& Co., states that the automobile manu
facturers of this country in the fiscal 
selling year ended August 1, 1916, 
produced 1,500,000 cars, compared 
with 700,000 in 1915 and 515,000 in 
1914. Production in the fiscal year 
1917 is variously estimated at from
2,500,000 to 3,000,000 cars. To get 
the data, letters of enquiry were sent 
to the leading manufacturers of au
tomobiles asking production in the 
fiscal selling years ended August 1, 
1914, 1915 and 1916, and estimated 
production in 1917. Figures other 
than official were complied from ad
vertisements, from the public print 
and from other sources. Of course

the figures are not guaranteed. The 
results of this enquiry are tabulated 
below, the official figures being indi-
cated by an asterisk.

1917 1916 1915 1914
Estimât. Actual Actual Actual

Chalmers .........  25,000 15.000
Chandler 20,000 15,000 8,000
Chev’let *150,000 96,485 10,000 5,000
Cole...................  6,000 4,000 1,911
Dodge .. 80,000 *60,390 ±17,948
Ford... 800.000*533.920 308,213 248,307
Franklin 10,000 4,100 3,500 2,500
General
Motors *200,000 133,000 76,000 58,987

Grant................. *10,000 4,189 1,982
Haynes.. 11,000 *6,700 3,780 1,780
Hudson *31,000 20.800 14,500 8,000
Hupmobile 18,000 *16,000 11.000 10,262
Locomobile.......  *1,747 1,436 970
Lozier............................. 1,828
Marmon *4,000 ......... 515
Maxwell *120,000 60,498 32,281 16,366
Mitchell-

Lewis 20,000 *15.000 6,186 3,500
National 4,800 *2,502 753
Packard t*15,000 12,750 4,908 3,612
Paige-

Detroit 20,000 17,000 7,749 5,262
Peerless ...................... 3.000 752
Pierce-

Arrow ...................... 9,000 2.097
Regal. . .  6,200 5,500 3,897 2.052
Reo....................  80.000 19,800 12,000
Saxon.. *60,000 25,399 12,000 8,000
Scripps-

Booth *10,000 6,000
Simplex *1,500 225 156 152
Stearns *5,000 3.000 1,000 750
Stude-

baker *120,000 75.000 46,845 35,460
Stutz..................  *2,000 1,079 643
White................ |! 8,000 3,594
Willys *300,000 200,000 95,000 48.000
Winton ...................... 1.137

*Confirmed officially. tPackard pro
duction of pleasure cars was 7,750 
in 1916, 1,893 in 1915 and 2,809 in 1914. 
Production of trucks was 5,000 in 1916, 
4,908 in 1915 and 803 in 1914. ¿Dodge, 
six months. |[White, 6,000 trucks and 
2,100 pleasure cars.

Increasing the Sale of Nuts. 
W ritte n  fo r th e  T rad esm an .

One enterprising confectioner draws 
patronage to his Brazil nuts through 
the simple and inexpensive scheme ot 
letting the hard round shell in which 
they grow do the advertising. This 
is placed in his show window beside 
an appetizing tray of the fresh nuts. 
Of course, not every passer knows 
what it is—this dark, spherical form 
—but beside it there is its counter
part with the top part removed, al
lowing the circle of nuts to be seen, 
in the exact position in which they 
grow.

Every year the teachers of the city 
are gladly loaned this curio as an ad
junct in teaching geography. N atur
ally, when the products of South 
America are studied and the queer 
way in which these nuts grow, the 
care with which they are protected 
by the hard shell during growth, ex
cite the interest of the pupils. While 
not many of them would care to be 
under a tree growing these nuts at 
the time when the hard shells are fall
ing, all have an added interest in the 
nuts—to the extent of spending their 
spare nickels and dimes in testing 
their quality. Parents are told of the 
queer nut cups, and they, too, be
come interested: while of course the 
teachers who have been favored with 
the curio for illustrating reciprocate 
through the medium of increased 
trade. Bessie L. Putnam.

Pessimists are misfortune tellers.
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Movements of Merchants. 
Muskegon—S. Temple will re-open 

the Central market Nov. 1.
Charlotte—R. O. Rank suceeds E.

J. Fast in the grocery business.
Dowling—Rice & Colies succeed 

Rice & Cassidy in general trade.
Orleans—R. A. Patterson succeeds 

J. C. Osborn in the grocery business.
Winegar—The Wright-Carson Co. 

will engage in general trade, handling 
produce also.

Hastings—Miss Etta Hubbard, of 
Middleville, has engaged in the mil
linery business.

Palo—The capitalization of the Home 
Telephone Co. has been decreased from 
$50,000 to $25,000.

Jackson—The Union Truck & Storage 
Co. has increased its capital stock from 
$24,000 to $50,000.

St. Ignace—P. V. Pilson has engag
ed in the jewelry and optical business 
in the Chambers building.

Detroit—The Burtenshaw & Sibley 
Co., engaged in the insurance business 
has changed its name to Burtenshaw & 
Co.

Sears—Thieves entered the general 
store of Arthur Crittenden Nov. 3 
and carried away some stock and $75 
in cash.

Shelby—E. C. Spencer has sold his 
farm southeast of Shelby and will en
gage in the grist mill business at 
Wolf Lake.

Stanton—J. M. Van Nocker has sold 
his stock of genera’ merchandise to 
Charles H. Strong, of Pentwater, who 
has taken possession.

Fenton—Harry L. Williams, pro
duce dealer at Howell, has opened a 
branch store here under the manage
ment of Sam Bennett.

Zeeland—G. Moeke & Sons will im
mediately rebuild the lumber manufac
turing plant and planing mill which was 
recently destroyed by fire.

Lapeer—Frank Cutting, lumber 
dealer, has taken over the E. M. Wil
cox & Co. lumber yard and will con
solidate it with his own.

Mendon—A. D. Collard has pur
chased a lot and will erect a model 
store building which he will occupy 
with a stock of groceries.

Petoskey—Long Bros, have closed 
out their stock of meats, sold their 
store fixtures and retired from busi
ness, removing to Lansing.

Portland—M. E. Doremus has clos
ed his bakery and ice cream parlor 
and will remove to Lansing, where 
he has secured employment.

Kalamazoo—John Lyons, a Kalama
zoo druggist, had his left leg amputated 
Sunday at Wakefield. That leg was 
splintered Thursday, when the gun he 
carried was accidentally discharged 
while he was hunting.

Middlevile—R. Dirteen, recently of 
Grand Rapids, has leased the Brand- 
stetter building and will occupy it 
with a stock of meats Nov. 15.

Mendon—F. D. Estes, druggist, has 
purchased a lot and will erect a 
modern store building which he will 
occupy with his stock of drugs.

Saginaw—E. Steuart Tray, of Jack- 
son, succeeds F. D. Broom in the 
photograph and photograph supply 
business at 516J4 Genesse avenue.

Pontiac—Detroit wholesalers will
come to Pontiac Thursday of this week, 
in three special cars, to be guests of lo
cal retailers, to discuss trade conditions.

Tecumseh—P. C. Snell, who has 
conducted a department store here 
for the past ten years, died at his 
home, Nov. 5, following a short ill
ness.

Detroit—The Brown Electric Co. 
has been organized with an authoriz
ed capital stock of $1,000, all of which 
has been subscribed and paid in in 
cash.

St. Charles—The Superior Coal Co. 
has been organized with an authorized 
capital stock of $15,000, all of which 
has been subscribed and paid in in 
property.

South Haven—Theodore Chaddock, 
who recently purchased the Star candy 
store, has opened a restaurant in con
nection and changed the name to the 
Princess Cafe.

Battle Creek—John O’Brien has 
purchased the W. J. Polley cigar and 
tobacco stock and will continue the 
business at the same location, 19 North 
Jefferson street.

Woodland—S. C. Van Houten has 
sold his furniture stock to George 
Miller, of Hastings, who will continue 
the business under the management of 
Glenn England.

Elk Rapids—O. E. Bohannon has 
opened a bakery in connection with 
his restaurant, having purchased the 
stock and fixtures of the Culman & 
Hahner bakery.

Flint—The Michigan Lumber & 
Fuel Co. has been incorporated with 
an authorized capitalization of $30,- 
000. all of which has been subscr bed 
and paid in in cash.

Buchanan—The Home Lumber & 
Coal Co. has been incorporated with 
an authorized capitalization of $15,- 
000, all of which has been subscribed 
and paid in in cash.

Rockford—Clarence W. Stocum has 
sold a half interest in his undertaking 
stock to E. M. Hubbard and the busi
ness will be continued under the style 
of Stocum & Hubbard.

Lansing—Harry L. Knickerbocker has 
traded his store building, grocery and 
meat stock to Silas E. Jordan, of Char
lotte, for his 140 acre farm. Posses
sion will be given Nov. 15.

Pewamo—Charles B. Brunn, owner 
of the Pewamo Hardware Co. has sold 
his stock to James Long, who will take 
possession Nov. 15 and continue the 
business under the same style.

Petoskey—John G. Braun has leased 
his hotel and restaurant, the Braun, 
to his son George, who has been 
identified with his father in the man
agement of the hotel for the past two 
years.

Alpena—Fire destroyed the store 
building and stock of dry goods, cloth
ing, women’s ready-to-wear garments, 
shoes, etc., of Isaac Cohen, entailing 
a loss of about $125,000. He will re
build at once.

Berrien Springs—V. F. Wager, 
grist and feed miller, has leased the 
Godfrey canning factory ?nd will re
model it into a modern grain and pro
duce elevator, opening it for business 
about Dec. 1.

Climax—G. G. Hamilton, who has 
conducted a meat market here for many 
years, has sold his store building and 
stock to Charles Jones, of Battle Creek, 
who will continue the business under the 
style of the Climax Meat Market.

Detroit—The Fancy Kosher Deli
catessen Store has been organized 
with an authorized capital stock of 
$2,000, all of which has been sub
scribed and paid in in cash. The 
store is located at 1024 Hastings 
street.

Detroit—-The Ideal Metallic Furni
ture Co. has engaged in business at 
1259 Military avenue, with an author
ized capital stock of $25,000, of which 
amount $21,100 has been subscribed, 
$1,000 pa:d in in cash and $20,100 paid 
in in property.

Jackson—Wm. E. Brewer, 59 years 
old, coal merchant, former Michigan 
Central engineer, alderman and mem
ber of the Board of Public Works, drop
ped dead as he entered his office Mon
day. It is believed death was caused 
by heart disease.

Saginaw—Frank C. Marshall has 
purchased the interest of his part
ner, Archie G. Bittermann, in the 
jewelry stock of Marshall & Bitter
mann and will continue the business 
under his own name at the same loca
tion, 322 Genesse avenue.

Houghton—Gekas Bros., conducting 
a chain of confectionery stores in the 
copper country, have erected a modern 
store building at the corner of Sheldon 
and Pewabic streets, which they will 
occupy with a stock of confect'onery 
and ice cream parlor Nov. 11.

Lansing—Arthur Frye has sold his 
store building and meat stock to Wil
liam J. Noveskey, recently of 
Adrian, who is remodeling the build
ing and will add a stock of groceries 
and conduct the business under the 
style of the Palace Grocery & Meat 
Market.

Mendon—Hickmott & Dukette are 
receiving a stock of general merchan
dise and will conduct a store in 
temporary quarters until a new store 
building can be erected on the site of 
the one destroyed by fire recently. 
Michael Dukette will retire from the 
firm and W. J. Hickmott will continue 
the business under his own name, leas
ing the new store building of Mr. 
Dukette, who will erect a store build
ing of the most modern type.

Lansing—Claude L. Smith has resign
ed the assistant cashiership of the In
dustrial Exchange Company Bank and 
will devote his entire time to the Mich
igan Brass & Electric Co., of which he 
has been Vice-President for the past 
three years. This concern has shown a 
remarkable growth and has recently 
moved into its new quarters at 1204 
South Washington avenue.

Howard City—The general stock of 
Charles A. Vandenberg was sold at auc
tion sale to Thomas M. Henderson, of 
Lapeer, for $1,950. The stock was in
ventoried at $3,961. Trustee Holden 
has received about $200 in the payment 
of book accounts. The creditors, whose 
claims aggregate about $11,000, will re
ceive from 15 to 20 per cent, on the 
dollar.

Hillsdale—In an effort to improve 
retail service to the buyer, the H ills
dale Chamber of Commerce is asking 
each member of the Association to 
carefully answer a series of questions 
relative to the local business places: 
Do you get courteous treatm ent? Do 
clerks serve you promptly and intelli
gently? Are goods displayed inviting
ly? Are stocks fresh, and up-to-date 
as they should be in a city of this 
size? Do the merchants secure for 
you promptly anything they may not 
have in stock? W hat articles are you 
not able to find here? Are deliveries 
prompt and satisfactory? How about 
quality? About price? Anything 
else? In answering the questions, it 
is requested that the members of the 
Chamber of Commerce will try  to be 
fair both to the merchant and to them 
selves.

Manufacturing Matters. 
Kalamazoo—The Harrow Spring Co. 

will erect a $100,000 addition to its 
plant.

Morrice—L. W. Fenton, who recently 
purchased the creamery, has taken pos
session.

Pontiac—The Monroe M otor Co. 
has increased its capital stock from 
$250,000 to $1,000,000.

Saginaw—The Eastman Salt Prod
ucts Co. has decreased its capitalization 
from $300,000 to $100,000.

Bay City—The Farmers’ Auto & Ma
chinery Co. has increased its capitaliza
tion from $50,000 to $150,000.

Ypsilanti—The Litho Marble Co. has 
sold all of its stock and will erect its 
plant on South Michigan avenue.

Detroit—The Shakespeare Co., manu
facturer of fishing tackle, has increased 
its capital stock from $250,000 to $425,-
000.

Portland—L. O. Ewing & Sons have 
removed their button factory from Muir 
to Portland and will continue the busi
ness.

Detroit—The Fisher Starter Co. has 
engaged in the manufacture of electrical 
appliances with an authorized capital 
stock of $1,000, all of which has been 
subscribed and paid in in cash.

Greenville—L. B. H art, formerly 
of the H art Manufacturing Co., which 
removed here from Shelby last sprmg, 
has organized the Original Manufac
turing Co. for the manufacture of 
original toys. The company has leas
ed the wood working plant o f  O. 
Christensen and is making more than
1,000 coasters a day.
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Review of the Grand Rapids Produce 
Market.

Apples—Baldwins, Wolf River and 
Tallmans, $3.50@4; Greenings, $3.50@ 
3.75; Hubbardstons, $3.75@4; Spys, $4 
@5.

Bananas—Medium, $1.75; Jumbo, $2; 
Extra Jumbo, $2.25; Extreme Extra 
Jumbo, $2.50 up.

Beans—The Association price is $5 
for white and red kidney. These are 
the prices buyers pay the farmers. Deal
ers hold picked at $5.50@5.75 in car- 
lots.

Beets—$1 per bu.
Butter—The market is very firm at 

an advance of lc per pound. This is 
due to the heavy consumptive demand, 
large exports and lighter receipts. The 
average quality is showing up well for 
the season and the prospects are for 
even higher prices during the present 
month. It looks now as if butter might 
not drop until the first of the year. 
Creamery grades are held at 3' tubs 
and 37c in prints. Local deaios pay 
28@29c for No. 1 in jars and 25@26c 
for packing stock.

Cabage—$1.25 per bu.
Carrots—75c per bu.
Celery—20c per bunch.
Citron—$1.50 per doz.
Cocoanuts—$6 per sack containing 100
Cranberries—$7.50 per bbl. for Early 

Black from Cape Cod; late Howes, due 
to arrive about Nov. 10, will start in at 
$9.50.

Cucumbers—$1.25 per dozen for fancy 
hot house; $1.50 for extra fancy.

Eggs—The market is very firm at an 
advance of lc per dozen on strictly 
fresh stock. Storage eggs are also firm 
and unchanged. The receipts of fancy 
fresh eggs are light and promise to 
continue light for some time. Storage 
eggs are gradually tending up, although 
they are already about 7c per dozen 
above normal. Local dealers pay 35c 
for fresh, candled and loss off, and hold 
at 37c. Cold storage are held at 33c 
for April and May, 31c for firsts and 
29c for seconds.

Figs—Package, $1 per box; layers, 
$1.50 per 10 lb. box.

Grape Fruit—$5 per box for either 
Florida or Cuban.

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.

Lettuce—10@12c per lb. for hot house 
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.
Nuts—Almonds, 18c per lb.; filberts, 

16c per lb.; pecans, 15c per lb.; walnuts, 
16c for Grenoble, 15^c for Naples; 19c

for California in sack lots.
Onions—Home grown $3.50 per 100 

lb. sack for red and $3.75 for yellow. 
Spanish, $1.75 per crate of either 50s 
or 72s.

Oranges—Valencias, $5.25@5.75 per 
box.

Oysters—Standards, $1.40 per gal.; 
selects, $1.65 per gal., New York Counts, 
$1.90 per gal. Shell oysters, $8.50 per 
bbl.

Pears—Kiefers, 75@90c per bu.
Peppers—Garden grown are now out 

of market. Hot house command $3.50 
for 6 basket crate.

Pop Corn—$1.75 per bu. for ear, 4%c 
per lb. for shelled.

Potatoes—Home grown sell in a job
bing way at this market for $1.75 per 
bu. Growers are getting from $1.40@ 
$1.50, delivered on track. The market 
is quite a little weaker than it was two 
weeks ago.

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

about 15@16c; broilers, 22@23c; tur
keys, 18c; ducks, 17c; geese, 11c. Dressed 
fowls average 3c above these quota
tions.

Radishes—25c for round.
Ruta Bagas—Canadian command $2.50 

per 100 lb. sack.
Squash—$2 per bbl. for Hubbard.
Sweet Potatoes—$3.50 per bbl. for 

Virginia and $1.25 per hamper; $5 per 
bbl. for Jerseys.

Tomatoes—$1 for 8 lb. basket.
Turnips—$2.25 per bbl.
Veal—Jobbers pay 13@14c for No. 1 

and 10@12c for No. 2.

The Grocery Market.
Sugar—Sugar seems to have struck 

the lull that usually is witnessed in 
the interim between the winding up 
of the old Cuban crop and the begin
ning of the new. Under the circum
stances it would not surprise the trade 
if comparative dullness accompanied 
by stable conditions should prevail. 
The country has bought for several 
weeks and will go slow in view of the 
growing movement of beets into con
sumption, which, of course, relieves 
the strain on the cane refiner. I t  is 
true that the factories are several 
weeks behind in delivery, with ex
ceptional cases in Michigan, which 
would infer that competition east of 
Buffalo might be a distant contingen
cy. Moreover, the crop in Ohio and 
Michigan will be materially short of 
expectations, according to the accept
ed view. The prosperity throughout 
the country should logically make for 
a big consumption, but the prevailing 
high prices are exerting the usual re
tarding effect in this as in other com
modities. Refiners are now quoting 
7}4c as a rule for granulated, which 
compares with 5 A c  a year ago.

Tea—The country has been buying 
quite freely of recent weeks, as the 
books of local dealers show, and can 
afford to look on for the immediate 
future. I t  is argued, however, that 
there will be a resumption of activity 
later on and some circles feel that 
prices will do better. This argupient 
is based on the way the primary mar
kets keep up, Colombo and Calcutta 
having been sustained by the Russian 
buying. London in turn is firm. For- 
mosas are strong and settlements have 
been at full prices. Back of the 
strength is the fact that the crops of 
black teas are short. Green teas also 
are showing up smaller in quantity 
than a year ago.

Coffee—Rio and Santos grades are 
A @ H c lower. The reason appears 
to be the large supply of coffee and 
the fact that the New York cotton in
terests which have been supporting 
the market have temporarily w ith
drawn from it. Mild coffee shows no 
change for the week, but may be forc
ed below their present very low basis 
if Brazils go lower. Java and Mocha 
grades are unchanged and quiet.

Canned Fruit—Until there is some 
relief from the present scarcity of sup
plies the market will remain upon a 
more or less nominal basis. Prices 
aTe very firm but there is very little 
offering with which to do business.

Canned Vegetables—The tomato mar
ket is certainly close to the danger line 
and nobody is warranted in buying 
more than he can immediately use. 
It is certain that the 1916 pack of to 
matoes is pretty well out of packers’ 
hands, but a very large percentage of 
it must remain unsold in jobbers’ or 
retailers’ hands. The demand is fair 
considering the situation. Corn is un
changed from last week, but very 
scarce and very high, and with no 
prospect of any decline. Peas are 
unchanged for the week, the entire 
line being firm on a comparatively 
high basis.

Canned Fish—Salmon is unchanged 
for the week, the demand being very 
good considering the high prices. 
There is more pink to be had but 
nothing like what is necessary for ac
tual requirements. The car situation 
is showing no signs of improvement 
but, if anything, is growing worse. 
Domestic sardines have advanced to 
$3.50 for quarter oils. Imported sar
dines are unchanged and still on a 
very high basis. Some Norwegian 
slimmer sardines are coming over 
but not enough to easily supply the 
demand. Tuna is scarce and difficult 
to buy.

Dried Fruits—Late Saturday the 
California Associated Raisin Company 
wired re-opening prices on 1916 seed
ed Muscat raisins as follows: 36-16s, 
$3 per case; 48-16s, $3.95; 25-pound 
boxes, bulk, $1.75; 36-16s, fancy, $3.05; 
45-12s, fancy, $3.15; 25-pound, boxes, 
bulk, $1.75; 36-16S, choice, $2.90; 45- 
12s, $2.95; 25 pound boxes, bulk, $1.75; 
50-pound boxes, 1 crown, $4; 2 crown, 
$3.25; 3 crown, $3.50; 4 crown, $3.75; 
3 crown London layers in 20-pound 
boxes, $1.50; 4 crown clusters, $1.75; 
6 crown imperial clusters, $2.60; 5 
crown, 50c additional; 10 crown, 25c 
additional; Sun-Maid clusters, 20 one- 
pounds in box, $1.85; 24 one-pounds, 
$2.20; 12 two-pounds, $2.20; 4 five-

pounds, $2.35. Vineyard run, layers 
50 pounds to the box, bulk, $3.25; 100- 
pounds to the box, bulk, $6.25. Prices 
are guaranteed until April 1, 1917. 
Prunes are unchanged from last week, 
being perhaps just a shade easier. 
Peaches and apricots are neglected, 
with prices about unchanged. Cur
rants remain extremely high, being 
about twice the normal price as previ
ously reported, with no change for 
the week. There are no imported 
figs, and will be none during the com
ing season. Dates remain unchanged.

Rice—The market record for the 
week is that of increasing activity. 
Buyers are taking hold and enlarging 
their assortment. Even at the recent 
advance on all styles, rice is apparent
ly conceded to be on a safe basis for 
operation, and present prices are like
ly to be sustained at least up to Jan. 
1, if not for the remainedr of the 
present crop. In fact, all grades of 
all varieties show an advancing 
tendency, due to the unprecedented 
demand caused by high prices of other 
food stuffs. When placed in com
parison with present prices of beans 
and potatoes, one can appreciate the 
cause of the large demand for this 
cereal and that consumption of rice 
will be greatly increased this year.

Cheese—The market is very firm at 
A @ A c  advance, due almost wholly 
to the large export business and ad
vices from the country points quot
ing an advance of J^@tc. The make 
has also dropped off. The quality 
is generally good for the season. 
Skims are in light supply and good 
demand.

Salt Fish—We are getting less fine 
shore mackerel than we have been, 
as the catch has been very well work
ed over. As no recession has been 
made from high prices on account of 
the decline in quantity, the market 
has in effect advanced. Irish mackerel 
show no change, as do Norwtws. The 
demand for mackerel is good consid
ering the prices. Cod, hake and had
dock show no change, the entire line 
"being very high and scarce, particular
ly cod.

Provisions—The market is firm and 
unchanged, with a good consumptive 
demand. Prices are not likely to go 
any higher during November, as the 
hog killing season has now opened. 
In fact it is possible that the prices 
may go lower. Lard is very firm at 
/'¿(QAc advance. There is no surplus 
and stocks are very light. In spite 
of the very high prices (1754@18c) 
the home consumption is very heavy. 
Compound lard is very firm and shows 
an advance of %c. The demand is 
good and the supply very light. All 
cottonseed oil products are high. Bar
reled pork is firm and unchanged with 
a fair consumptive demand and very 
light receipts.

Tonnis Van Kuiken, who has con
ducted a grocery store at 925 Alpine 
avenue, for many years, has uttered 
a trust mortgage, naming Perry 
Barker as trustee, to secure creditors 
whose claims aggregate about $1,500. 
The stock will probably inventory 
about $500.

I t ’s a good brand of fertilizer that 
will raise a mortgage.

mailto:5.50@5.75
mailto:5.25@5.75
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BANKRUPTCY MATTERS.

Proceedings in the Western District 
of Michigan.

G rand  R apids. Oct. 30—In  th e  m a tte r  
of th e  F a ir , b a n k ru p t, th e  tru s te e  h a s  
e lected  to  tak e  th e  lease  of th e  s to re  
bu ild ing  occupied by  th e  b a n k ru p t a s  a  
p a r t  of th e  a s s e ts  o f th is  e s ta te  a n d  w ill 
p u t th e  sam e  up  fo r sa le  an d  sell to  th e  
h ig h est b idder. T h is  is p u rs u a n t to  th e  
o rd e r of th e  re fe ree , d ire c tin g  th a t  he  
e lec t to  ta k e  o r re je c t  such  lease.

In  th e  m a tte r  of G eorge W . H all, J r .,  
th e  final m ee tin g  of c red ito rs  w as  held  
th is  day . I t  a p p ea rin g  th a t  th e re  a re  n o t 
suffic ient a s s e ts  to  p ay  a n y  d iv idend  to  
c red ito rs  th e  final o rd e r of d is tr ib u tio n  
w as m ade  d ire c tin g  th e  tru s te e  to  p ay  
th e  ad m in is tra tio n  expenses, a f te r  w hich  
th e  e s ta te  w ill be closed.

Oct. 31—In  th e  m a tte r  of G a rre t V an - 
den B erg , b a n k ru p t, th e  firs t m ee tin g  of 
c re d ito rs  w as  held th is  day. W a lte r  H . 
B rooks w as e lected  tru s te e  a n d  h is  bond 
fixed a t  $500. A n o rd e r to  show  cau se  
a s  to  sa le  h a s  been  m ade  re tu rn a b le  Nov. 
14. An offer fo r  th e  a s s e ts  of th e  b a n k 
ru p t has been  received  from  C. K laussen , 
G rand  H aven , w ho offered $225 fo r  th e  
s tock  and  fix tu res  o r $140 fo r th e  s tock  
of g roceries. T he  a s s e ts  a re  a p p ra ised  
a s  follow s: nl
S tock  in  tra d e  ....................................... oei on
F ix tu re s  ...................................................   ¿si.su

T o ta l ..........................    $549.81
T he  a s s e ts  of th is  e s ta te  a re  c la im ed  

ad v erse ly  by  p a rtie s  c la im ing  in te re s ts  
bv  reaso n  of a  sa le  re se rv in g  tit le  in  
th e  a s s e ts  of th e  b a n k ru p t. T h ese  p a r 
t ie s  h av e  consen ted  to  the_ sale , b u t th e  
ou tcom e a s  to  g en era l c red ito rs  is  d o u b t-

fUN ov 1—In  th e  m a tte r  of th e  G rand  
R ap id s  T a ilo r in g  Co., th e  firs t m ee tin g  of 
c re d ito rs  w as  held  th is  day. W a lte r  H . 
B rooks w as du lv  e lected  tru s te e  a n d  h is  
bond fixed a t  $3,000. T he  tru s te e  w as 
d irec ted  to  con tinue  o p e ra tio n s  u n til  th e  
a s s e ts  a re  no ticed  fo r sale, w h ich  w ill 
p ro b ab ly  be a t  a n  ea rly  d a te .

Nov. 2—In  th e  m a tte r  of E d w ard  M. 
O leschak, b an k ru p t, th e  firs t m ee tin g  of 
c re d ito rs  w a s  held  to -d ay . W a lte r  H . 
B rooks w as e lected  tru s te e  a n d  h is  bond

fiXI r f  th e ^ 'm a t te r  of A rend  J .  N yland . 
b a n k ru p t th e  final m ee tin g  of c red ito rs  
h a s  b een  held. A d iv idend  of ap p ro x i
m a te ly  8 p e r  cen t, w ill p robab ly  he pa id  
to  c re d ito rs  h e re in . _  __

Nov. 3—In  th e  m a tte r  of D. H . G eyer. 
b a n k ru p t. C larion , a  h e a r in g  ^ s  held 
th is  day . an d  th e  a s s e ts  sold to  th e  G rand  
R anids S to re  F ix tu re s  Co. fo r  $670.

In  th e  m a tte r  o f A lfred  A. N ichols, 
b a n k ru p t th e  final m ee tin g  o f c red ito rs  
w as held  th is  day. I t  a p p ea rin g  th a t  
th e re  a re  n o t su ffic ien t a s s e ts  to  p ay  an y  
d iv idend  to  c red ito rs , th e  o rd e r of d is 
tr ib u tio n  w as  m ade  d ire c tin g  th e  tru s te e  
to  n a v  th e  a d m in is tra tio n  expenses.

isfov. 4—In  th e  m a tte r  of E m m et A. 
D avis, b a n k ru p t, S he ridan , a  h e a r in g  
w as  he ld  th is  d ay  on th e  o rd e r to  show  
cau se  a s  to  sale , and  th e  stock w a s  sold 
to  M. T a u b e r  & Co., C hicago, fo r $552.50.

In  th e  m a tte r  of H . L. G odfrey  & Sons, 
M cB rides, a t  th e  h e a r in g  held  on th e  
o rd e r to  show  cause  a s  to  sale, th e  s to ck  
w a s  sold to  M. T a u b e r  & Co., C hicago,

f ° T h e 5H am ill D ru g  Co., of G rand  R apids, 
filed a  p e titio n  in b a n k ru p tcy . A d ju d ica 
tio n  h a s  b een  m ade  a n d  th e  m a tte r  r e 
fe rred  to  R eferee  Corw in. G eorge S. N o r- 
c ro ss  h a s  been  ap p o in ted  cu sto d ian  a n a  
is  now  in ch arg e . T he  firs t m e e .in g  of 
c red ito rs  h a s  been  called fo r Nov. 17, a t  
w hich  tim e  c re d ito rs  m ay  ap p ea r, prove 
th e ir  c la im s, e le c t a  tru s te e , and  tra n s a c t 
su ch  o th e r  bu s in ess  a s  m ay  com e before  
th e  m eeting . T he  schedu les o f th e  b a n k 
r u p t  com pany  rev ea l a s s e ts  a m o u n tin g  to  
1300, w hich  inc ludes $250 claim ed a s  e x 
em pt. T h e  liab ilities  a m o u n t to  $4,083_55. 
c o n sis tin g  fo r  th e  m o s t p a r t  o f d e b ts  due 
on  open accoun t.

Secured  C laim s.
C a lis ta  A. H am ill, Cooksville, 111. $200.00 
P o x  T y p e w rite r  Co., G rand  R ap id s  61.75 
N a tio n a l C ash  R e g is te r  Co., G randPaplds ......................................  485.00
F re d  I*  S tevens, Io w a  C ity , la . 40.00 
R e ta ile rs ’ In d e m n ity  Co., G rand

R ap id s  ..................    30-00
U n secu red  C laim s.

A m erican  D ru g g is ts , S yndicate ,
N ew  V ork  ............................... • •• * "2.27

A H . L ew is M edicine Co., S t. L ou is  14.80 
H e v s te k  & Canfield Co., G rand  R ap id s  6.32 
Jo h n  W y eth  & Bro.. P h ilad e lp h ia  46.25 
E  D. D e lam ate r, G rand  R ap ids  . .  22.16
H y g rad e  L am p  Co., Salem , M ass. 9.00 
R oyal P h o to  Co., G rand  R ap id s  . .  17.94
Jen n in g s  Co., G rand  R ap id s  ........... 22.68
W  R. W a rn e r  & Co.. P h ilad e lp h ia  33.84 
G. R. C a len d a r Co., G rand  R ap id s  10.00 
R andolph  Box & L abe l Co., C hicago 3.87
S erfling  Co., G rand  R ap d is  ........... 3.02
N orw ich  P h a rm a c a l Co., C hicago 19.82 
T ay lo r P r in tin g  & P ubl. Co.,

" G rand  R ap id s  ...................................  11.75
H o ch sch ild -K e lte r Co., C hicago . .  22.20
P u r i ta n  In s ti tu te  .G rand  R ap ids . .  4.00
S te rlin g  R em edy  Co., G rand  R ap ids 1.50 
S tr a u s s -P r i tz  Co., C in c in n a ti . . . .  32.72
M ayer B ros. Co., C in c in n a ti .............  62.50
B au e r & B lack , C hicago ...................  6.40
P a b s t C hem ica l Co., C hicago ----- 5.25
H u m p h re y s  H om eopath ic  M edicine

Co., N ew  Y ork  ................................ 25.00

G. R. D ry  Goods Co., G rand  R ap ids  6.20 
C h am b erla in  M edicine Co.. D es

M oines ..............................................  6.00
G. R. N ew s Co., G ran d  R ap id s  . . . .  7.27
C arp en te r-U d e ll C hem ical Co.,

G rand  R ap id s  ...............................  3.87
Geo. H . S eym our & Co., Grd. R pds. 5.15 
B ay  V iew  W ine  Co., S andusky , O. 33.50 
U. S. In c a n d esc en t L am p  Co.,

S t. L ou is  ............................................ 22.94
F oo te  & Jen k s , J ac k so n  .....................  1.94
N elson, B ak e r & Co., D e t r o i t ........... 2.98
M ich. H a rd w are  Co., G rand  R ap ids 8.24
T alcum  Puff Co., N ew  Y ork  ...........  12.00
S prague, W a rn e r  & Co., C hicago 15.00
M cN eil & H ig g in s  Co., C hicago . . . .  4.50
B ru m m ele r V an  S tr ie n  Co., G rand

R ap ids  ................................................  7.30
A e tn a  C hem ical Co., D e tro it ......... 6.33
Am. A u toch rom e  Co., C hicago . . . .  3.50
D efender P h o to  Supply  Co.,

R ocheste r, N . Y ...............................  25.09
F n io n  P a p e r  & T w ine  Co., D e tro it 11.67 
Seneca  C am era  Mfg. Co., R oches

te r , N. Y, .......................................... 62.58
A dirondack  T issue  P a p e r  Co., U tica ,

N  Y .....................................    9.35
D evilb iss M fg. Co., T o le d o '...............  5.23
N atio n a l G lue & M ucilage Co.,

Tw o R ivers, W is ...............................  3.40
L ee & Cady, D e tro it ...........................  47.50
T a m p a -B u b a  C igar Co., T am p a , F la . 4o.26 
Shaw  N ew s A gency, G rand  R ap id s  11.00
G. R. C ig a r Co., G rand  R a p i d s ----- 4.95
Citz. T e lephone Co., G rand  R ap id s  10.25 
S qu ires  R u b b er Co., G rand  R ap id s  10
A. E . B rooks & Co., G rand  R ap id s  21.08
R vsdale  C andy  Co., G rand  R ap id s  35.00
O lthoff C andy  Co., G rand  R ap id s  14.64 
W oodhouse Co.. G ran d  R ap id s  . . . .  18.83
V andenberge  C igar Co., G rd R ap ids  26.00 
G. J . Jo h n so n  C igar Co., G rd R ap id s  32.35 
J u in e t ta  H am ill, G rand  R ap id s  . .  40.00
A L. Joyce  & Sons, G rand  R ap id s  2.70 
D ie rd o rf C ig a r Co., G ran d  R ap id s  25.00
F u lle r-M o rrisso n  Co.. C hicago ----- 12.00
M. T. V andenbosch  & Co., G rand

R ap id s  ................................................ 50.00
E  A. W ood C igar Co., G rd R ap ids 18.00 
C W . M ills P a p e r  Co.. G rand  R ap ids 17.42 
H olland  C ig a r Co.. G rand  R ap id s  37.00 
B o stw ick -W elte r C ig a r Co., G rand

R ap id s  ................... . . .  . . . . . .  4.90
K u p n en h eim er C ig a r Co., G rand  

R ap id s  .............................................
G. R. P re s s , G rand  R ap id s  ........... l"-*®
P a tte r s o n  P r in tin g  Co.. G rand  R ap id s  2.93 
M asonic F a ir ,  G rand  R ap id s  . . . .  .60
H . S ch n e id e r Co., G rand  R ap id s  . .  13.75
H . R iechel D ru g  Co., G rand  R ap id s  10.52 
S h u m a te  R azo rr Co., S t. L ouis . . . .  12.50
C ollins-N o. Ice  Co.. G rand  R ap id s  8.24 
D ru g  E x ch an g e  Club, G rand  R ap ids 12.00
P a rk e . D av is  & Co., D e tro it ......... 5.97
C E . H ertz le r, G rand  R ap ids . . . . .  L65
D ornbos C igar Co., G rand  R ap ids  6.80 
K e lle r T ra n s fe r  Co.. G rand  R ap id s  1.45 
S outh  E n d  W eek ly  Sun, G rd R ap id s  5.00 
C en tra l M ichigan P a p e r  Co.,

G rand  R ap ids ................    is>3
M ichigan S ta te  T elephone Co.,

G rand  R ap ids ............. • • • • • • • • • .v
H o e k s tra  C ream ery  Co., G rd R ap ids 66.18 
H . L eo n ard  & Sons. G rand  R ap id s  1.85
R oyal T . G ille tt. G rand  R ap id s  ----- 3.00
V ern e  B. H am ill, G rand  R ap id s  47.50 
M rs C alis ta  H am ill. Cooksville, 111. 45.00 
E d u ca tio n a l T ab le t Co.. K alam azoo  17.94 
L yon  Co., P u n ch b o ard s . G rd  R ap id s  30.00
C. D. H am ill, G rand  R ap ids  ..........  300.00
L. J . H am ill. G rand  R ap id s  ........... 75.00
Jo h n  D. M artin  .....................• •• •• •  •••

John  V an  K äm m en, G rand  R apids, do 
in g  bu s in ess  a s  a  c o n tra c to r  an d  bu ilder, 
filed a  p e titio n  in b a n k ru p c ty . A d ju d ica 
tio n  h a s  been  m ade an d  th e  f ir s t m ee tin g  
o f c red ito rs  called fo r  Nov. 21, th e  sch ed 
u les show  liab ilities  $6,829.10 a n d  a s s e ts  
of $3,920.20. includ ing  $500 c la im ed  a s  
exem pt, and  $2,770.20 due on open a c 
counts. All c red ito rs  of G rand  R apids.

U nsecu red  C red ito rs .
G. R. L u m b er Co. ........................... $o'7s l '46
M arq u e tte  L u m b er Co. • • • • ' ' '  r i« 2 «19 Toledo P la te  & W indow  G lass Co. 612.99
R y sk am p  B ro s ..........................................
Jo h n  K am p  .................................................. - i l 'X
B oum a B ro s ..............................................
O verbeek &  Goulooze ...... ..................
Golden & B o te r  T ra n s fe r  Co.............  11.60
C. A. S p ea rs  & Son .......................  442.14
H e th  B ro s ................................ .. ..............  £” ¿2
S. A. M orm an  & Co...............................
H a rk e m a  B ro s ............................................ 20.00
Theo. B eyne  ........................................ 600.00

In  th e  m a t te r  of M artin  J . V anden  
B erg , final m ee tin g  of c red ito rs  w as  held. 
T h e re  a re  n o t suffic ient a s s e ts  to  p ay  th e  
expenses  an d  th e re  w ill be no  d iv idend  
fo r th e  g e n era l c re d ito rs . ,

In  th e  m a t te r  of C lin ton  E . L incoln , 
th e  final m ee tin g  of c re d ito rs  w as  held. 
T h e re  a re  n o t su ffic ien t a s s e ts  to  p ay  
th e  expenses  and  conseq u en tly  th e re  w ill 
be no d iv idend  fo r  c red ito rs .

S t Jo seph , Oct. 30—In  th e  m a tte r  of 
H e rb e r t O. B ra n t, do ing  bu s in ess  a s  th e  
B ra n t  M oto r Co., b a n k ru p t, of B en ton  
H a rb o r, th e  firs t m ee tin g  of c re d ito rs  w as  
held  a t  S t. Joseph . W ilb u r C u nn ingham  
w as e lected  tru s te e , h is  bond b e in g  fixed 
a t  $100. H a r rv  P lu m m er, F ra n k  H a m 
m ond an d  H a rr is  S. W h itn e y  o f B en to n  
H a rb o r w ere  ap p o in ted  ap p ra ise rs . T he  
b a n k ru p t w as  sw orn  a n d  exam ined  b y  th e  
re fe ree  w ith o u t a  re p o rte r  w hereupon  th e  
m e e tin g  w as  a d jo u rn ed  fo r  th re e  w eeks.

In  th e  m a t te r  of W a rre n  & Co., a  co
p a rtn e rs h ip , com posed o f G eorge L . W a r
ren , F ra n k  W arren , B essie  W a rre n  an d  
W illiam  L ay m an , b a n k ru p t, o f N iles, th e  
ad jo u rn ed  firs t m ee tin g  o f c re d ito rs  w as

held  a t  S t. Jo sep h  an d  th e  t ru s te e ’s  firs t 
re p o r t  a n d  acc o u n t w ere  app roved  an d  
allow ed. T h e  fees  an d  expenses  of th e  
a tto rn e y s  fo r th e  p e titio n in g  c re d ito rs  an d  
b a n k ru p t w ere  fixed an d  app roved  and , 
a t  th e  re q u e st of th e  tru s te e , th e  m e e t
ing  ad jo u rn ed  fo r  one w eek.

In  th e  m a tte r  of W illiam  L aym an, 
im pleaded  w ith  G eorge L. W arren , e t  al, 
b a n k ru p t, of B errien  C en ter, th e  firs t 
m ee tin g  of c re d ito rs  w as  held  a t  S t. 
Jo seph . T h e  b a n k ru p t w as sw o rn  an d  
exam ined  by  th e  re fe ree  w ith o u t a  r e 
p o rte r , w hereupon  h is  o ffer of com posi
tion , a s  s u b m itte d  to  th e  tru s te e  an d  
c red ito rs  of W a rre n  & Co., b an k ru p t, 
w as  considered . A t tn e  re q u e s t of coun 
sel, th e  m ee tin g  ad jo u rn ed  to  Nov. 2 a t  
th e  re fe re e ’s  office.

Oct. 31—In  th e  m a tte r  o f F ra n k  A. 
Boyce, b a n k ru p t, of K alam azoo , th e  in 
v en to ry  an d  re p o r t  of a p p ra ise rs  w as 
filed, show ing  a s s e ts  of th e  a p p ra ised  
value of $3,286.49. T he  re c e iv e r filed a  
p e titio n  fo r a u th o r ity  to  se ll th e  e n tire  
a s s e ts  of th e  b a n k ru p t e s ta te  p r io r  to  th e  
firs t c re d ito rs ’ m eeting . T he  p e titio n  
w as considered  a n d  a n  o rd e r m ade  d i
re c tin g  th e  tru s te e , a f te n  te n  d a y s ’ n o 
tice  to  th e  c red ito rs , to  sell th e  sam e  on 
Nov. 15 a t  th e  s to re  of th e  b a n k ru p t.

N ov. 1—In  th e  m a tte r  of M ax P. 
A u gust, b a n k ru p t, of K alam azoo , a n  o r 
d e r w as m ade calling  th e  final m ee tin g  
of c re d ito rs  a t  th e  re fe re e ’s  office fo r th e  
pu rpose  of p a ss in g  upon th e  tru s te e ’s 
final re p o rt an d  acco u n t a n d  th e  d e c la ra 
tio n  an d  p a y m e n t of a  firs t an d  final 
d iv idend, p rov id ing  th e re  a re  fu n d s  
enough  to  d eclare  sam e. C red ito rs  w ere  
d irec ted  to  show  cause, if an y  th e y  have, 
w h y  a  cer tif ic a te  shou ld  n o t be m ade  by 
th e  re fe ree  recom m end ing  th e  b a n k 
ru p t’s d ischarge .

Nov. 2—In  th e  m a tte r  of W illiam  L a y 
m an , im pleaded  w ith  G eorge L. W arre n , 
e t  a l., b a n k ru p t, th e  ad jo u rn ed  firs t 
m ee ting  of c re d ito rs  w as held  a t  th e  
re fe re e ’s  office. T he  b a n k ru p t’s  o ffer of 
com position  w as  considered  and , i t  a p 
p e a r in g  c re d ito rs  in m a jo rity  b o th  in 
n u m b er an d  a m o u n t of c la im s filed and  
allow ed had  filed a cc ep tan ces  of su ch  
offer of com position , i t  w as  de te rm in ed  
th a t  th e  sam e  be re fe rred  to  th e  D is tr ic t 
Ju dge, w ith  reco m m en d atio n  th a t  th e  
sam e  be confirm ed. T h e  b a n k ru p t d e 
posited  th e  sum  of $6,500 w hich , if  th e  
com position  is confirm ed, w ill w ith  th e  
o th e r  fu n d s  now  on h a n d  p ay  th e  c re d 
ito rs  of W a rre n  & Co. d iv idends of a t  
le a s t  50 p e r  cen t.

Nov. 3—In  th e  m a t te r  of th e  O rig ina l 
D ollar H a t S tore, a  co rpo ra tion , b a n k 
ru p t. of K alam azoo , a n  o rd e r  w as  en te red  
by  th e  re fe ree  calling  th e  firs t m e e tin g  of 
c re d ito rs  a t  th e  la t te r  p lace on  N ov. 15, 
fo r th e  pu rpose  of p ro v in g  cla im s, th e  
e lection  of a  tru s te e ,  th e  ex am in a tio n  of 
th e  b a n k ru p t an d  th e  tra n s a c tio n  of such  
o th e r  business  a s  m ay  p roperly  com e b e 
fo re  th e  m ee tin g ; a lso  fo r th e  pu rpose  
of se lling  th e  a s s e ts  of th e  b a n k ru p t 
e s ta te .

In  th e  m a tte r  of F ra n k  A. Boyce, b a n k 
ru p t, of K alam azoo, a n  o rd e r w a s  m ade 
by  th e  re fe re e  calling  th e  firs t m ee tin g  
of c red ito rs  a t  th e  la t te r  p lace  on Nov. 
15 fo r th e  pu rp o se  o f p ro v in g  c la im s, th e  
e lection  of a  tru s te e , th e  ex am in atio n  of 
th e  b a n k ru p t an d  fo r  th e  tra n s a c tio n  of 
such  o th e r  bu s in ess  a s  m ay  p roperly  
com e befo re  th e  m eeting .

The Making of American Cane Sugar.
Joseph E. Freeman, secretary of the 

American Sugar Refining Company, 
has written concisely yet entertain
ingly the history of sugar refining in 
this country, and the company which 
he serves so efficiently has published 
the little essay in an artistic form, il
lustrated with ten remarkably fine en
gravings. The book is entitled “A 
Century of Sugar Refining in the 
United States,’’ and its contents will 
win more than casual examination 
from any reader into whose hands it 
may come.

Sugar was a luxury a hundred years 
ago, and granulated sugar was un
known. The cost of refining sugar 
in 1816 was more than the price of 
refined sugar to-day. About nine mil
lion pounds of sugar was refined in 
New York during the year 1816, while 
at the present time the American 
Sugar Refining Company can refine 
that quantity in forty-eight hours. 
The changes and improvements in 
the process of refining are described 
by Mr. Freeman, and many im portant 
details of the great business built up 
by the company are explained and 
made clear by the illustrations.

Commends the Suggestions of Mr.
Hach.

Kalamazoo, Nov. 6—Reading the 
letter by John A. Hach in your val
uable paper recalls to my mind several 
instances similar to those he mentions 
and I think, as he does, that it is time 
for the commercial travelers to get 
together and insist upon legislation 
which will rectify these evils.

I cannot understand why the rail
road companies should be entitled to 
charge an extra fare to a passenger 
going from one state to another, sim
ply because they cross a state line, 
when the regular fare in the states is 
only 2 cents per mile. W hen they got 
this permission from the lawmakers 
it must have been because the travel
ing men had no one to represent their 
interests.

The railways made a vigorous kick 
against the reduction of fares, but 
statistics show their earnings have 
been greater than before. We believe 
that “Every laborer is worthy of his 
hire,” but we do not believe in ex
tortion and see nothing fair in the 
Inter-state Commerce Commission 
allowing them the advance above men
tioned.

I also believe and have for some 
time that the hotels should post in 
a conspicuous place the price of their 
rooms. We will admit that a great 
many of them place a card on the back 
of the door, giving the rates and know 
sometimes that the price is lower than 
the one quoted and arranged for at 
the desk.

Let us urge equitable legislation 
along these lines mentioned.

Frank H. Clay.

A Missionary For Michigan Interests.
With its issue for October 25, the 

Michigan Tradesman entered its 
thirty-fourth year of usefulness and 
prosperity. Editor E. A. Stowe es
tablished his paper in Grand Rapids 
in 1883 and in the third of a century 
in which it has illuminated the routes 
of good business there have been no 
changes in its ownership, editorship, 
or business management. The Trades
man was one of the pioneers in the 
field of trade journalism and it has 
always been an able, clean and influ
ential paper. The number which 
celebrates the thirty-third anniversary 
of its birth presents a hundred pages, 
filled with original articles contributed 
by prominent business men, the usual 
wise and courageous editorials, much 
interesting correspondence and the 
trade announcements of many Michi
gan houses which are known Nation
ally.—American Food Journal.

First Rice Train to Cross Continent.
Chinese rice was shipped across the 

American continent for the first time 
the other day. A trainload of thirty 
cars was made up at Seattle and Ta
coma to go via the Union Pacific 
system to New Orleans where it will 
be shipped to Cuba. The load was 
valued at about $42,000.

The shipment of the cargo across 
the United States by rail is an extraor
dinary thing. The routing ordinari
ly would have been through the Pana
ma Canal. The dearth of ocean ton
nage made this impossible, however. 
Banana ships plying across the Gulf 
of Mexico are plentiful and the ship
ment has been booked clear through 
to its destination. The cost of rail 
transportation across the continent in 
ordinary times would make such a 
Touting out of the question.

Waste little time arguing with peo
ple who don’t care.
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UPPER PENINSULA.

Recent News From the Cloverland of 
Michigan.

Sault Ste. Marie, Nov. 6—The Boston 
store has been enlarged and is now one 
of our finest dry goods stores. Mr. 
Mansourri, the manager, has done much 
to make the Boston store the success 
it is.

The many friends of Colonel Bates 
are interested to know that he is now 
commanding the 212th Overseas bat
talion, quartered in Winnipeg, Mani
toba, where he has received orders to 
leave for overseas at the head of a 
brigade. He states that the people of 
Manitoba are delighted to have the 
Colonel at the head of the regiment. 
The Colonel writes that he gets a little 
homesick for dear old Michigan at 
times, but it is hard to tell when, if 
ever, he will be back now.

It will be in line to make a correction 
in the announcement made in last week’s 
issue that Fred Bye was the happy fath
er of a new born girl, as it was Frank 
Bye, cousin of Fred, who should have 
had the honor.

The Parisian restaurant has made an 
assignment.

M'anistique has a new green house 
which opened for business last week,
E. N. Johnson being the proprietor. The 
opening was a big success and many of 
the Manistiquites improved the oppor
tunity to visit the new enterprise. The 
display of roses and chrysanthemums 
were the finest ever shown in Manis
tique.

The first eight cylinder Cadillac for 
the Soo arrived last week, being the 
property of W. L. Murdock, one of our 
esteemed citizens and Vice-President of 
the Northwestern Leather Co. Mr. 
Murdock is one of our home buyers and 
purchased the auto through the local 
agent.

Charles Peterson & Sons, of Mans
field, were awarded the logging contract 
from Andrew Bjorkman, of Iron Moun

tain, \vhich will take at least four win
ters to complete. The timber to be cut 
is located about eighteen miles up the 
river from the Mansfield dam and will 
be banked on the Fence river. In the- 
spring the logs will be floated down to 
Mansfield, where it will be loaded on 
cars.

From a report received from Me
nominee, it is evident that the wolves 
are plentiful in Spalding and other 
points in the country, north of Menomi
nee county. Mr. Arnold, a well-known 
Spalding farmer and trapper, has dis
played the hides of three wolves which 
he recently trapped in Northern Me
nominee.

That new Overland which has been 
at Ozark for the past two weeks is the 
property of one of our well-known 
travelers and from present indications 
it is safe from auto thieves or joy rid
ers, being minus the steering geers, 
which were stripped in trying to make 
the country roads along the D., S. S. & 
A. at this season of the year. The owner 
states that the auto is not what it is 
cracked up to be by a long ways.

Pickford road is now open between 
the Soo and Pickford. Six miles of the 
first trunk contract has been accepted by 
the county. This is good news for the 
autoist, who can now enjoy a spin of 
twenty-four miles, to the neighboring 
village.

For the first time in many years a 
yoke of oxen hitched to a farmer’s rig 
was seen in the Soo last week, being 
driven through from Fiber. The owner 
declared that the roads were in such a 
condition that horses would have been 
stuck in many places.

L. Seaman, J. Adams and J. Leidey, 
all prominent merchants of Drummond 
Island, were business visitors here last 
week, completing their purchases for 
the winter supply.

E. S. Taylor, of Pickford, paid the 
Soo a flying visit last week. This, how
ever, is nothing unusual for Ed., as he 
is one of the flying kind who is in again 
and out again with a load both ways.

John Hogarth, one of our esteemed 
citizens, has been elected Police Com
missioner by the Common Council to 
fill the vacancy of P. Glaude who re
cently left the Soo. Mr. Hogarth is one 
of the Soo’s oldest residents and well 
qualified to handle the job, having serv
ed as patrolman and acted as marshal 
for four years. He is also United States 
Deputy Marshal in this district.

The many friends of George A. Fer
ris, who until a few years ago was an 
old time Sooite, were pleased to learn 
that he is lack in the printing business 
at Detroit, being head of the Ferris- 
Crane Printing Co. Mr. Ferris has 
many friends here who wish him every 
success in his new venture.

That it pays to advertise is vouched 
for by John McDonald, of St. Ignace, 
who recently shipped some potatoes, at
taching a tag stating where grown and 
by whom. The result was that enquiries 
began to pour in on him for quotations 
on carload lots.

F. W. Pilson, St. Ignace, has opened 
up his new jewelry store and is ready 
for business.

R. W. Peterson, representing the 
Rockwell Manufacturing Co., was a 
Mackinac Island visitor last week.

One of the immediate after results of 
the European war in the countries which 
have suffered from it will be a sudden 
stiffening of the demand in the goat 
market.

The numerous autoists at St. Ignace 
are now beginning to take on metropol
itan airs. Last Tuesday two cars came 
together, one belonging to Joseph Smith 
and the other the Wynn garage. The 
Smith car was badly wrecked, but the 
Wynn car escaped with but little dam
age. None of the occupants were killed, 
however. William G. Tapert.

Briefly Explained.
“W hy have you named this corn the 

Jackrabbit variety?”
“Long ears.”

When Canned Goods Were Really 
High.

There can be no doubt as to the fact 
that food prices are advancing at a rate 
which is highly burdensome on the high 
cost of living, but in reaching such a 
conclusion one is really testifying to the 
fact that for many years past food costs 
have really been getting cheaper and 
our standards of judgment are based on 
food costs that are really very low.

This is strikingly shown in the dis
covery by someone in Boston of an in
voice of canned foods- dated 1864, in the 
midst of the Civil War, from which he 
makes some interesting comparisons 
with food costs of to-day. At that time 
there was less than $1,000,000 invested 
in canning plants and the output was 
under 2,500,000 cases annually. This 
year there is an estimated investment 
of over $200,000,000 and an annual out
put of a billion or more cans of canned 
foods in this country alone.

The comparisons referred to are as 
follows, prices being at wholesale:

Per Dozen
1916 1864

Tomatoes . . . . .. No. 2 $ .85 $3.75
Corn ............... . . No. 2 .90 5.00
Succotash . . . . .. No. 2 1.10 5.50
Beets ............... .. No. 2 1.10 4.00
Asparagus ___ .. No. 2 1.75 6.00
String beans .. .. No. 2 1.15 5.00
Lima beans . . . .. No. 2 1.20 6.00
Peas ............... .. No. 2 1.25 6.00
Peaches . . . . . . .. No. 3 1.50 5.00
Shad ............... .. No. 2 1.35 6.00
Salmon ........... .. No. 1 1.80 7.60

Bartenders always have a smile for 
men with the coin.

Barney Lanfieler haa worked in 
this institution continuously for 
over forty-five yeara.

Barney says—

I used to think that the President of our Company was 

too particular about the way in which we shipped our 

orders; but the increase of our business during the 

last fifteen years, convinced me that the merchants of 

Western Michigan like our way of doing business.

And by Colly, I am going to help keep our shipping 

service the best in the country just as long as I live.

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

GRAND RAPIDS—KALAMAZOO

THE PROMPT SHIPPERS
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GOOD-BYE, GAMBLER.
Deacon Ellis may as well come to 

the conclusion that obscurity and for
getfulness are his inexorable fate. His 
candidacy for Congress, four years 
ago, developed that he was a trailer 
and not a leader. When he ran for 
Governor, two years ago, he received 
so few votes that his candidacy was 
generally regarded as a joke. Yester
day he was a candidate for the State 
Senate and made a sorry showing, 
carrying but one precinct in his en
tire district. This was the first pre
cinct of the First ward, where he 
scored over White to the tune of 197 
to 144. In every other precinct of the 
district, which comprises the entire 
East side of the city of Grand Rapids, 
White led by a comfortable margin.

Having played fast and loose with 
every friend and every interest—false 
to all and loyal to none—he can now 
sit in darkness and despair, ruminating 
on the ruin of the men, the despair 
of the women and the starvation of 
the children he accomplished during 
the time he was accumulating a com
petence as the boss gambler of Grand 
Rapids.

SOWING THE W IND.
Twenty-five years ago the typical ad

juster of fire insurance losses was a 
crook, employed solely because he was 
a master hand in the employment of 
sharp practices which befuddled and 
confounded the insured and enabled the 
adjuster to effect settlements by hook 
and crook, by blandishment, cajolery and 
deceit, which were, in many cases, far 
below the amounts the insured were 
entitled to receive by the terms of the 
policies. This type of representation 
found an exact counterpart in the low 
standard of honor then existing in the 
adjusting departments at the headquar
ters of most of the insurance companies. 
Of course there had to be a reaction 
and opposition to this type of shyster 
became so pronounced that the insur
ance companies recognized the force of 
public opinion by dispensing with sharp
ers and criminals and replacing them 
with men of broader ideas and better 
morals. Of later years, however, there 
has been a tendency to lower the stan

dard of insurance adjusters by the em
ployment of adjustment bureaus having 
headquarters in the larger cities and 
local representatives in such cities as 
Grand Rapids and Detroit. This change 
in the method of adjusting losses has 
arbitrarily taken the settlement of 
claims out of the hands of the com
panies and delegated it to men of ques
tionable character who rely solely on 
trickery, chicanery and bulldozing to 
accomplish their ends and who have re
established and amplified the pernicious 
practices and dishonest methods which 
formerly prevailed. The Tradesman has 
recently received many complaints from 
merchants who have been swindled by 
these shysters and is in possession of 
facts, supported by affadavits, which 
disclose a most deplorable condition of 
affairs. Specific instances of the exist
ence of these abuses and detailed ac
counts of the criminal methods pursued 
by this class of adjusters have been care
fully compiled and tabulated and will be 
presented from time to time in the 
columns of the Tradesman, so that the 
insuring public may be fully informed 
as to the menace which confronts them 
in the event of their suffering losses by 
fire.

The Iron Age says that the pig iron 
market of the past two weeks is prac
tically without a parallel in the experi
ence of present day producers. Follow
ing advances of $1 to $2 a ton, recorded 
a week ago, prices in all Northern selling 
centers have gone up $2 to $3 more, with 
every indication that higher levels will 
be reached. The advances are unprec
edented in being due, not to a clamor
ous demand for iron for quick ship
ment, as in all previous excited markets, 
but to a simultaneous effort of buyers 
to cover far forward requirements—in 
many cases through the second half of 
1917. The pig iron market has now cut 
loose and is for the first time showing 
likeness to the war market for steel.

Who’s to blame? President Trues- 
dale of the Lackawanna road says the 
increase in coal prices is not justified 
and that shipments of coal from the 
mines have not decreased. The an
thracite companies say there is a short
age of more than 2,000,000 tons and that 
the miners are to blame, as they took 
too many holidays. The mine workers 
say they have taken no more holidays 
than they did in the past, and that the 
shortage of railroad cars may be re
sponsible for coal shortage. All the 
parties accused claim to be innocent and 
lay the blame for the shortage and high 
prices of coal on the other fellows.

Owners of automobiles hereabouts 
are receiving notices from the Secre
tary of State requesting that they 
make early application for next year’s 
license plates. In order to facilitate 
the work and get it out on time, Sec
retary Vaughn, like the good busi
ness man he is, takes time by the fore
lock and calls for the applications in 
advance of the date when they will 
be required. It is up to automobile 
owners to co-operate with the depart
ment, and this they can do by making 
prompt return.

Be sure you’re wrong before you 
back up.

DOOM OF THE DEMON.
The outcome of the dry vote in the 

State is the happy outcome of the agita
tion which has been conducted in the 
Tradesman ever since it was established 
in 1883. The verdict is due quite as 
much to the excesses and abuses of the 
liquor men as to the growth of temper
ance sentiment, per se. Indeed, hun
dreds of cases are on record where men 
who were naturally allied with the wet 
side of the controversy voted the dry 
ticket through sheer disgust over the 
methods of the liquor men and the 
nefarious tactics of the shystering lead
ers who conducted their ill-fated cam
paign.

Michigan has gone dry, but the fight 
has only begun. The liquor men will 
bend every energy to discredit the re
sult of the election by blind pig and 
bootlegging methods. The law must be 
enforced with the same degree of vigi
lance and enthusiasm we have employed 
in securing its adoption. To stop now 
and „crow over the result, instead of 
making new resolves to stay by the law 
and insist on its rigid enforcement, 
would greatly impair and nullify the 
great work accomplished through such 
desperate effort and unselfish devotion.

EUROPE’S WAR LOSSES.
When predicting conditions after 

the war, the very best of us are liable 
to get tangled up not only in our facts 
but in our logic. There is Mr. Kies, 
a Vice-President of the country’s larg
est bank. He made a speech on our 
trade after the war. He considered 
Europe’s man-power. He said that, 
wrhile the largest estimates of losses 
only gave 3,000,000 men, the increase 
in population of the warring nations 
would be about 5,000,000 per year, at 
least half of which would be men. 
“The actual number of males avail
able, therefore, for industrial pursuits 
in Europe,” he concluded, “at the 
close of the war will be nearly as 
great as at the beginning of the war.” 
Now let us examine.

We shall accept Mr. Kies’s figures. 
The 3,000,000 men who are killed or 
disabled are all full-grown men. The
2,500,000 men who are born are all 
babies, infants. For at least fifteen 
years they will be more of a drag, 
a handicap, economically, than an ad
vantage. Therefore the net decrease 
in “males available for industrial pur
suits” will be 3,000,000.

Even this contains a fallacy, how
ever. There are always men reach
ing maturity, or an age when they be
come available for industry. We may 
fix an arbitrary age of 17. Now 
if we assume that seventeen years ago 
the birth-rate was also 5,000,000 a year, 
then 2,500,000 men are now entering 
industry every year. This would seem 
to bring us back to Mr. Kies’s con
clusion. But while part of the popu
lation is becoming economically use
ful, another part is becoming econom
ically useless. While part is entering 
industry, part is leaving industry. 
While part is becoming fit, part is 
becoming unfit. Men die normally, 
become old, retire. We may fix an 
arbitrary age when men leave industry 
of, say, 55. These men do not quite 
offset those who newly enter industry, 
but they nearly do so. In addition 
to Europe’s losses by war, therefore,

there are Europe’s normal losses. And 
it must be kept in mind that if work
ing population be counted an ad
vantage then that advantage, after 
the war, will be with the United 
States. Against our normal popula
tion gains must be placed Europe’s 
normal population gains. Against our 
normal losses must be placed Europe’s 
normal losses. But in addition to this 
are Europe’s war losses, and Amer
ica has no losses to place against this. 
No mathematical juggling can over
come that fact.

THE METAL INDUSTRY.
We have become so accustomed to 

larger profits and higher prices in the 
metal industry that the continuation of 
those conditions during the war has 
come to be pretty much taken for grant
ed." “While the war lasts,” runs the 
opinion, “foreigners must come to us for 
metals in increasing amounts; produc
tive capacity will be taxed, and output 
will be eagerly taken. That has been 
true during two years, and it must con
tinue so.” Yet the growing insistence 
of questioning as to what will happen 
when the war is over has led, naturally, 
to some enquiry as to whether some 
change in conditions may not be realized 
even while the war is in progress. No 
change in the actual or prospective de
mand is held accountable for any re
vision of opinion, but the fact that pro
duction is rapidly increasing and costs 
rising has given occasion to doubts 
whether all will be smooth sailing for 
the metal producers.

One of the leading elements in this 
prospective change in metal-trade con
ditions is the increasing cost and grow
ing inefficiency of labor. Another is the 
fact that in most of the divisions of the 
metal trade—copper, lead, zinc—stren
uous efforts have been made to increase 
plant capacity until the Engineering and 
Mining Journal foresees the time when 
production will fairly well catch up with 
consumption, stocks, at present non-ex
istent in copper especially, will begin to 
accumulate, and prices to fall away. 
Assuming that the war will last well 
into 1917, this metal-trade organ ven
tures the opinion that “there is reason 
to anticipate for the metals a continued 
large demand, which will be filled at 
gradually diminishing prices, while 
profits will contract even more sharply 
than prices, for the reason that costs 
will continue to rise. It is conceivable 
that we may settle generally upon a 
plane of price (for copper) 40 or 50 per 
cent, above normal, whereon nobody will 
realize any more profit than he used to 
in normal times.”

The earnings of munition and powder 
companies have ceased to attract the 
interest they once did—possibly because 
they have become so large that they are 
meaningless. The Hercules Powder 
Company, for instance has made pub
lic its earnings for the nine months 
ended September 30. The gross earn
ings of $43,875,000 were an increase of 
$35,199,000 over the corresponding 
period last year. The surplus after 
charges ana preferred dividends was 
$12,833,400, an increase of $10,784,000. 
This is equal to 179.47 per cent, on the 
common stock. It is a rate of 239.40 
per cent, for the year, as compared with 
a beggarly 38.20 per cent, last year.
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One Hundred Per Cent to Be Delivered
On All Snider Orders

The following remarkable letter has been sent to the Wholesale Grocers of the United States 
and Canada:

Chicago, Nov. 1—Our sales have been enormously heavy past thirty days. We still have five hundred and 
twelve cars to ship on our fall orders. We have been running night and day since August 4th.

The unusual amount of late orders we have received unquestionably have been diverted to us from some of 
our competitors on account of many of them delivering short on their future orders.

We have considerable surplus stock for sale after we have filled all of our future orders. Prices and terms on 
our surplus stock will be made public within thirty days.

Until we have shipped our prompt shipping orders, we will not accept any more orders from wholesalers.

We have a tabulated list showing amount of goods sold to you; also amount of orders sold to the retail grocers 
through you. We respectfully request you to properly fill 100 per cent on all our orders from retail grocers that 
we have turned over to you. Please see that you do not sell against your purchases so that you will not be able to 
fill 100 per cent on the retail orders we have sold through you.

We trust you will realize the importance of filling your retail orders in the manner described in the previous 
paragraph. You understand it is your obligation to the retailer—not ours. Our obligation is to fill your order com
plete and your obligation is to completely fill your orders that we have turned into you for the retail grocers.

Yours very truly,

THE T. A. SNIDER PRESERVE CO.

Their Second Letter Which Was Issued to Their Salesmen on November 1, 
1916, Regarding Their Position on Their Retail Orders 

Through the Wholesale Grocers
Chicago, Nov. 1.—We sent you day letter yesterday as follows, which we now confirm:

“Our Sales Have Been Enormously Heavy Past Thirty Days. We Still Have Five Hundred and 
Twelve Cars to Ship on Rush Fall Orders. Until We Can Catch Up on Prompt Shipping Orders, We Will 
Not Accept Any More Orders From Wholesalers or Retailers Direct. Have Your Salesmen Sell Against 
Wholesaler’s Previous Purchases Only.”

We are going to leave it to your business intelligence to see that ALL wholesale grocers deliver 100 per 
cent on all the free deals on Snider’s Catsup and Soup that you have sold them.

We Will Deliver One Hundred Per Cent to the Wholesalers on Their Orders.

Some wholesalers will undoubtedly deliver short on the orders carrying free catsup and free soup unless you 
properly check them. *

The only danger point for you to watch is that the wholesaler does not sell against his stock so he will be 
unable to fill his retail orders 100 per cent that you have turned into him.

Post your men correctly and in detail on the points mentioned above.

Yours very truly.

THE T. A. SNIDER PRESERVE CO.
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M ichigan P o u ltry , B u tte r  an d  E gg Aaao- 
c la tlo n .

P re s id e n t—J . W . Lyons, Jack so n . 
V ic e -P re s id en t—P a tr ic k  H urley , D e

tro it.
S e c re ta ry  and  T re a s u re r—D. A. B en t-  

Saginaw .
E x ecu tiv e  C om m ittee—F . A. Johnson , 

D e tro it;  H . L . W illiam s, H ow ell; C. J .  
C handler, D e tro it.

Exports of Butter and Eggs.
The British demands for butter iron, 

this side of the Atlantic have lately 
been supplied chiefly from the United 
States. Shipments from New York 
since the movement began about mid- 
July have been nearly 180,000 pack
ages, nearly 87,000 packages of which 
have gone out during the past four 
weeks, during which time the exports 
from Canada have fallen to insignifi
cant figures. Earlier free exports from 
Canada—amounting to over 156,000 
packages May 1 to October 7,—have 
left Canadian markets very short of 
butter and there is now a difference 
in current prices of creamery product 
of 4$4'@5c between Montreal and New 
York. This readily accounts for the 
shifting of export buying to this coun
try, whence the British demand has 
taken out more high grade table but
ter than for many years past.

It is interesting to note however 
that a similar difference in egg prices 
at New York and Montreal has failed 
to shift the direct export trade so 
largely to our Atlantic Coast cities. 
Shipments of eggs from Montreal dur
ing the past month have ranged from 
about 19,000 to 33,000 cases weekly 
while from New York they have 
amounted to only about 15,500 cases as 
the total for the past four weeks and 
only very moderate shipments have 
been made from Boston, although 
storage eggs are reported selling for 
export in Montreal as high as 38J^c. 
Even if this price represents stock 
especially packed for export it is at 
least 4c. higher than fine storage eggs 
can be obtained at New York in ex
port order.

Of course a good deal of the stock 
going out through Montreal is of 
United States packing drawn from 
Western warewarehouses, but if these 
goods get through Canada at con
siderably lower cost than the prices 
reported for export eggs in Montreal 
it is remarkable that such a differ
ence in price can be maintained; and 
if they do not it is remarkable that 
more of the export trade does not 
shift to our Atlantic Coast ports. The 
cause is doubtless to be found in the 
higher reputation gained for Canadian 
eggs in British markets and to their 
higher selling value when landed 
abroad. Whether this is due to safer 
shipper facilities from Montreal, to 
better methods of export packing, or 
to a better initial quality of goods

shipped we do not know. Probably 
the average quality of Canadian stor
age eggs may be higher than the aver
age in this country, just as our North
ern production averages higher than 
that from more Southernly sections; 
but it is hard to believe that the Ca
nadians have any better eggs in stor
age than our fine Northern April pack
ings that can be bought here much 
cheaper than Montreal prices for Ca
nadian packings, and it is reasonable 
to expect that as the season advances 
a larger proportion of the export de
mands may be diverted to United 
States markets.

Appreciate Department’s Efforts.
Following is a copy of the resolutions 

adopted at a recent meeting of the 
members of the Michigan Co-opera
tive Association of Creameries held 
in the Chamber of Commerce rooms 
in Grand Rapids:

Whereas—Our co-operative farmers’ 
creameries individually are powerless 
alone to attain complete success, and 
in order to do this we must have an 
ideal that can only be reached through 
organized effort; in other words, the 
unification of all the individual efforts 
that make for the greatest good of 
our industry can only be secured 
through an organization of this char
acter and as outlined in our constitu
tion; and

Whereas—The Michigan Dairy and 
Food Department first initiated the 
idea in Michigan of federating the 
co-operative farmers’ creameries for 
the purpose of collective effort in pro
duction, manufacture and marketing 
and through whose instrumentality 
this organization received its con
ception and birth, having for its pur
pose the demonstrating of the feasi
bility of the plan; and

Whereas—The above mentioned de
partment has proposed to lend its 
services for the purpose of extending 
the principle of our organization State
wide; therefore be it

Resolved—That we who compose 
the members of the Michigan Co
operative Association of Creameries 
and have gone through the experi
mental stages of this movement now 
commend the plan to all co-operative 
farmers’ creameries in this State; and 
be it further

Resolved—That we extend our 
thanks and gratitude to the Michigan 
Dairy and Food Department for their 
untiring efforts in fostering and en
couraging this movement, and we now 
recognize its tremendous possibilities 
as a means of entrenching our posi
tion in advancing the cause of stable 
and more remunerative dairying; and 
be it further

Resolved—That we accept the De-

partment’s tender to enlist as mem
bers all of the co-operative farmers’ 
creameries in Michigan and that we 
extend to them our fullest co-opera
tion. G. E. Watts, Secretary.

Go Slow on the Flint Produce Co.
Lansing, Nov. 9—The Flint Produce 

Co. is sending to various creameries 
in the State requests for shipments 
of butter, eggs and other farm pro
duce. We are informed that this 
company is operated by one Earl Day. 
Mr. Day has operated for a number of 
years in Michigan, in Hastings, Pinck
ney, Holly,» Owosso, Lansing and 
Mancelona. In each of these places 
there are now a large number of 
mourners. We would suggest to all 
creameries that shipments of produce 
to the Flint Produce Co. of Flint, be 
made only C. O. D., in view of Mr. 
Day’s record in the past.

James W. Helme,
State Dairy and Food Commissioner.

What Did They Mean?
“How .was your speech received 

last night?” asked one commuter of 
another.

“Well,” was the reply, “When I sat 
down they all said that it was the 
best thing I ever did.”

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

Color and one that compile* with the 
pure food lawa of every State and of 
the United State«.

M anufactured by W ell* & R ichardson Co.
Burlington, Vt.

Packed by

W. R. Roach & Co.« Hut* Mich.
M ichigan People W ant M ichigan P ro d u cta

R ea & W itzig
PRODUCE 
COMMISSION 
MERCHANTS

104-196 W est Market St. 
Buffalo, N . 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.

Mr. Flour Merchant:
You can own and control your 

flour trade. Make each clerk a 
“salesman’' instead of an “order 
taker."

Write ua 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.

(¡RAND RAPIDS DRAIN &  
MILLING C0.t

Grand Rapids, Michigan
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THE MEAT MARKET

An Old-Time Butcher to His Son.
I was in a meat market the other 

day which, instead of being devoted 
to supplying the needs of its cus
tomers, was run as a full-fledged de
bating society for the settlement of 
the problems of this country and of 
the world as well.

When I went into the market the 
master butcher and one of his clerks 
were busily engaged in discussing 
the relative chances of Hughes and 
Wilson in the coming presidential 
election, and both of them seemed to 
be highly put out because a customer 
disturbed them just at the most ex
citing part of their discussion. While 
the clerk was waiting on her, the 
butcher, himself, turned to me, and 
endeavored to discover whether I had 
any views on the possible winner of 
the European war. When I told him 
I was neutral, I imagined from the 
way he looked at me that I hadn’t 
enough brains to have an opinion.

Every man that’s a good citizen 
ought to take a direct interest in poli
tics. But he ought to leave that inter
est outside of his market doors when 
he opens up in the morning. Politics 
and business refuse to mix. There’s 
only one thing worse as a subject for 
discussion than politics—and that’s 
religion, and you know as well as I 
know what the usual end of a religious 
argument is.

When I first went into the business 
I used to work for a fellow that was 
a red-hot Republican. For two 
months before election day he never 
thought of anything save whether his 
party was going to come out on top 
or not. He never lost a chance of 
presenting his views to any one who 
he could find would listen to them. 
He decorated his windows with cam
paign lithograhps, and if his party did 
win, any of his customers who had 
any views to the contrary had to stand 
his jeers over their defeat for a year 
or so. His interest in politics finally 
led to his failure in business, for not 
only did he drive a lot of customers 
away by quarreling with them, but 
still a greater number refused to wait 
to be served until he had finished air
ing his views on how the country 
should be managed.

There’s another example of the 
same character that I can call to mind. 
Last election we had a pretty stiff 
suffrage campaign up in this town. 
Some of the best-known women who 
live around here were busy working 
for “vo.tes for women.” There was 
a butcher who had a good market in 
the town then who didn’t believe in 
that theory in any way, shape or 
form. He couldn’t see it through the 
largest telescope that ever was in
vented. When you went into his

market all you heard him say was 
“The woman’s place is in the home, 
and if she won’t stay there it’s her 
husband’s place to make her stay.” 
As a good proportion of his customers 
thought the opposite way, he lost a 
lot of business through it, and to-day 
he is out of business.

Now, I don’t claim that this fellow 
wasn’t entitled to his opinion. Every 
man is entitled to that. But a meat 
market is a place where you sell meat, 
not a place in which political debates 
are to be held. I don’t believe that a 
butcher should be constantly switch
ing his opinions because his customers 
believe differently than he, but I do 
believe that he should avoid all dis
cussion along these lines that he pos
sibly can.

The butcher who debates politics 
in his market sets a bad example for 
his clerks, for just as soon as he does 
it they are going to follow in his foot
steps. The service given in that mar
ket immediately suffers, and with poor 
service there is no market that can 
be successful to-day. It’s a bad busi
ness from every side that you look at 
it.

And while I ’m on this subject 
there’s another thing that I want to 
talk about. That’s the habit of con
tinual gossiping which some butch
ers have while they are at work. A 
customer comes in and they at once 
start talking with her, usually about 
the other customers who come to the 
market. First thing you know he finds 
that one of his customers doesn’t come 
any more. He hasn’t any more idea 
of the reason why she has stopped 
than the man in the moon. But 1 
have. He has probably said some
thing about her, which, while it was 
nothing in itself, has reached her 
ears in a distorted form through the 
usual channels, and has made her de
cide to get another butcher who 
doesn’t talk quite so much.

Gossip is an old woman’s game, but 
there are some men in the retail meat 
business who are worse at it than any 
old woman who ever lived. And it’s 
just this type that wonders why he is 
continually losing trade.

You don’t need to be a grouch in 
the market. You can exchange the 
ordinary pleasantries which courtesy 
requires you to do. In fact, you 
should be careful never to neglect 
them. If you like social life, however, 
get all of it you can after the mar
ket’s closed. That’s the real time for 
it.—Butchers’ Advocate.

Enough, Thank You.
Customer—Your cream is very 

good.
Clerk—It ought to be. I just 

whipped it.

That’s it, of Course

(  Vj ( . \

“There it is—the one with the big red 
word Jell-O on it."

That is the way to be sure it is Jell-O. 
Every Jell-O package has the word Jell-O 
on it in big red letters.

The word Jell-O occupies in one partic
ular very much the same position in the 
business world that the words “Kodak' ' and 
“Winchester” occupy.

You know everybody calls every kind of a camera a “Kodak,” and all story 
writers speak of a rifle as a “Winchester." Now, it appears, all kinds of jellifying 
products are called “Jelloes,” as though there were more than one

J e l l - 0
The Genesee Pure Food Co. makes all the Jell-O that is 

made, and the other kinds, made by Tom, Dick and Harry, 
are something else. They are not Jell-O.

You are interested because in selling Jell-O you turn your 
money over from four to six times oftener than with the 
“something else” kind.

The Genesee Pure Food Company, LeRoy, N. Y., and Bridgeburg, Ont.
A tightly sealed waxed paper bag. proof against moisture and air, 

encloses the Jell-O  in each package.

"Back to the Land"
T h e  L o n g  D ista n ce  T e lep h o n e  is d o in g  
w ond ers to  m ake A m erican  farm  life  p leas
ant and  profitable. It h e lp s the m an or  
the w om an  in  th e cou n try  to  h elp  h im self.

It h e lp s  the c ity  m an and w om an  to  co 
operate w ith  th ose  in  the country  to  the  
advancem ent o f all.

P rod u cer and con su m er, the gardener, the  
co m m issio n  h ou se , the m arketer, the local 
m erchant and the c ity  w holesa ler, the live
sto ck  dealer and the dairym an, all rely on  
the L o n g  D ista n c e  T e lep h o n e .

Michigan State Telephone Company
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Advantages of the New Stock Ex
change.

Due to its rapid growth and com
manding geographic situation in 
Western Michigan, Grand Rapids has 
become an active market for the bet
ter class of stocks and bonds—so much 
so that the investment houses and 
brokers have formed an organization 
which will be the foundation of a 
stock exchange. An office has been 
equipped in the Michigan Trust Com
pany building, where representatives 
of the Michigan Trust Co., the Grand 
Rapids Trust Co., Howe, Snow, Cor
rigan & Eertles, Kusterer, Hilliker & 
Perkins, Allen G. Thurman & Co., 
C. S. Coleman & Co. and others meet 
daily, at which time local quotations 
are fixed in accordance with the de
mand for securities. This arrange
ment is a distinct advantage to both 
banks and investors, as the quotations 
thus fixed form 'a reliable basis for 
values of securities offered the banks 
as collateral. In the absence of re
liable local quotations based upon ac
tual market conditions, it was diffi
cult for bankers to arrive at a reason
able and just valuation of securities 
offered as collateral.

The same growth has caused the 
location here of two first-class out
side brokerage houses having stock 
exchange connections and private 
wire facilities in the larger markets 
of New York. Boston, Philadelphia 
and Chicago. Nothing speaks more 
eloquently of the steady progress of 
the metropolis of Western Michigan 
than the fact that all of the firms men
tioned are enjoying excellent busi
ness.

A noticeable and acceptable change 
in the mind of the Grand Rapids pub
lic—that portion of the community 
who in former prosperous times con
tracted the speculation fever and 
plunged on margins—has taken place. 
It would be surprising to those un
informed to learn how many salaried 
people are now actually investing, 
either in bonds of small denomination 
yielding from 5 to 6 per cent., or in 
small lots of some of the motor 
stocks, such as Reo, Continental Mo
tors, etc. The latter frankly buy with 
a hope of a rising market, the former 
from a desire to receive as large an 
earning on their savings as they can 
with any degree of safety. And yet. 
the savings deposits in the Grand Rap
ids banks are steadily increasing, 
showing a growing tendency toward 
thrift which is most encouraging. The 
situation is largely due to the educa
tional publicity of the savings banks. 
They have made the people think. 
What is true of Grand Rapids is true 
of most of the other towns and cities 
of Western Michigan.

For bonds falling due, called for 
payment at a premium, and interest 
coupons payable on Nov. 1, the Mich
igan T rust Co. and the Grand Rapids 
T rust Co. paid out during the first 
few days of the month more than 
$300,000. A large proportion of this 
amount went to Grand Rapids in
vestors living in the W estern part of 
the State. A good share of this was 
immediately re-invested in bonds.

Kelsey, Brewer & Co., operating 
the American Public Utilities Co., 
have moved into their handsome new 
quarters in the new Grand Rapids 
Savings Bank building. The firm oc
cupies the entire tenth floor. The 
Metropolitan Life Insurance Co. has 
also moved into its new quarters in 
the same building and Howe, Snow, 
Corrigan & Bertles, who will occupy 
the entire third floor, will move in 
before Nov. 15. Frank S. Coleman. 
Cashier of the Grand Rapids Savings 
Bank, says the bank quarters will 
probably be ready for occupancy about 
the first of the year. The Commercial 
Savings Bank building is also virtual
ly completed.. Some of the tenants 
have already moved in and the bank 
expects to occupy its handsome new 
home by December 1.

The enactment and taking effect 
of the new income tax law has cre
ated an unprecedented demand for mu
nicipal and first mortgage real estate 
bonds which are exempt from taxa
tion, and local trust companies and 
investment banking houses find no 
difficulty in selling about all the good 
Michigan municipals they can get hold 
of. This demand has created a keen 
competition in bond buying, with the 
results that premiums are now being 
paid for small village and township 
issues which would have gone begging 
a few years ago. It is, however, of 
great benefit to the State and con
firms the old adage, “it’s an ill wind 
that blows no one good.” The scram
ble to get tax exempt bonds, in order to 
get out from under the income tax has 
stimulated the good roads movement 
through affording an excellent market 
for road bonds. The commercial and 
financial possibilities of this good 
roads development are legion, and 
there is not an issue of good roads 
bonds which will not find a ready 
market, providing the proceedings are 
regular. There are several reasons 
for this: One is that the banks and 
trust companies realize the future 
benefits to the localities and to the 
State of good roads; another is that 
even in sparsely settled districts, 
where men have the courage and 
faith in the future to tax themselves, 
they will pay the obligations they 
assume. Here, again, enters the ele
ment of character, which is the key
note of business. Paul Leake.

G RAND RAPIDS N A TIO N A L CITY BANK  
C I T Y  T R U S T  & S A V I N G S  B A N K

ASSOCIATED

CAMPAU* SQUARE

The conveaient banks for out of town people. Located a t the very center of the c ity . Handy 
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 must be the ultimate choice 
of out of town bankers and individuals.

Combined Capital and Surplus....................................... t  1,778,700.00
Com bined T o ta l D eposits................................................  8,577,880.00
Com bined T o ta l R eso u rc e s ........................ ...................  11,503,380.00

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

T h e  M i c h i g a n  T r u s t  C o .
OF GRAND RAPIDS

As Custodian or Trustee w ill for 

a small fee, take your securities for 

safe keeping, manage your property, 
collect your income, whether in the 

form of rents, interest or dividends, 

care for your real estate and pay you  

the proceeds at stated periods to be 

agreed upon.

Consultations are always con

fidential.

Send for Booklet on Descent and Distribution 

of Property and Blank Form of Will.
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INDUSTRIAL PREPAREDNESS.

It Is the Foundation of Public 
Safety.*

It is impossible to cover a large 
matter briefly and it is not my pur
pose to undertake a comprehensive 
discussion of the subject of Industrial 
Preparedness. I have not the time 
for preparation and if I had the time 
I have not the ability to discourse 
authoritatively on a matter of such 
importance. It will be sufficient if I 
make reference to a few details that 
stand out prominently, and those of 
you who are largely interested in the 
subject undoubtedly possess or have 
discovered ways and means for its 
study in a far more detailed manner 
than I could suggest.

Our present day motto is AMER
ICA EFFICIENT! The untrained 
hand, when confronted with a special 
job, is obliged, on account of a lack 
of manual skill, to cut and try; it 
bungles in its effort to overcome the 
existing difficulty. Htence arises the 
so-called “rule of thumb” method, the 
results of which are all too patent to 
those of us who have a natural admi
ration for fine handiwork.

The untrained mind, when confront
ed with an emergency calling for im
mediate action, having no real experi
ence to guide it, vainly tries, through 
the application of certain personal 
theories, to accomplish the work re
quired. Such course of action gener
ally makes for inefficient effort and 
costly experiments.

We witness daily the unhappy out
come due to the inefficient effort of 
the untrained hand or the untrained 
mind. No one understands better 
than the engineer the need for ade
quate preparation in the construction 
of any important work or the carry
ing out of any prospective enterprise.

A little in retrospect. Not so far 
back as the Civil War, but only as 
far back as 1900. Industrially, and 
the Spanish-American War.

In 1894 or 1895, I was in Watervliet 
conferring with the Major who was 
then in charge of the Government Ar
senal, in regard to the electrifica
tion of the works and was permitted 
to view the recently completed hun
dred ton gun designed for the pro
tection of New York harbor and to 
be mounted at Sandy Hook. Some 
ten years later I learned that the im- 
placement or mounting for that gun 
was being designed and was soon to 
be constructed. Perhaps this gun and 
its mate were in position for use or 
service in 1910 or 1911, a dozen years 
after its completion.

When the Spanish-American Wai 
broke out and later, when the where
abouts of Cervera’s fleet was un
known, consternation and fear were 
in the minds of the merchants and 
business men of the larger Atlantic 
maritime cities. The harbors were 
poorly protected and we were really 
quite unprepared for a visit from the 
supposedly impregnable Spanish fleet. 
Had that fleet belonged to some other 
government and not to impoverished, 
decadent Spain, a different story 
might have been told.

It devolved upon a private corpora
tion, inexperienced in the manufac
ture of munitions of war, to devise, 
prepare and install mines and other 
protective devices based on remote 
control for the harbors of New York 
and Boston. The Government was 
unprepared and unable to furnish the 
necessary plans, material or electrical 
equipment to supplement the big guns 
to ensure an adequate defense should 
the Spanish fleet suddenly appear off 
Sandy Hook or Boston Light.

An army of invasion was con
templated for Porto Rico. The army 
organization was such that it could 
not quickly and automatically expand 
sufficiently to furnish the engineering 
personnel required to promptly pro-

* P a p e r  re a d  befo re  G ran d  R ap id s  E n 
g in ee rin g  S ociety  b y  M r. H . H . C row ell.

vide plans and ways and means for 
road and bridge construction, field 
communication and electric equipment 
for the emergency. Therefore, an 
executive of a large industrial cor
poration, a graduate of West Point, 
on his own initiative, organized a 
volunteer regiment of engineers to 
supplement the regular force that in
vaded Porto Rico.

It was an open secret and a matter 
of current report at the time that our 
facilities for the manufacture of war 
weapons, equipment and subsistence 
of troops and supplies for army and 
navy were wholly inadequate for the 
emergency that faced the Govern
ment upon the blowing up of the U. 
S. Cruiser Maine, even though the 
enemy was only Spain.

You are all familiar with the re
sults at the concentration camps, the 
canned beef episode and the fact that 
some of the troops did not get their 
khaki uniforms until they returned 
from Cuba. They faced Mausers that 
would kill at 2,000 yards. Manilla 
Bay and Santiago were due to a bet
ter preparedness.

In the fall of 1913 I traveled 
throughout the German Empire, Italy, 
France and England. It was my good 
fortune to come in contact with im
portant business men in the cities of 
Hamburg, Berlin, Dresden and Mu
nich. I also had opportunity to talk 
with officers of the Prussian, Saxon 
and Bavarian army and it was my 
privilege to ride from Rome to Genoa 
with officers of the Italian army who 
were on their way to Africa for 
duties in connection with the control 
and government of the Italian posses
sions on that continent. When in 
Paris, I talked with engineers who 
were familiar with the military organ
ization and attitude of France regard
ing military training of the youth and 
early manhood of that country.

I do not wish it to be understood 
that I succeeded in gaining any cons'd- 
erable data regarding European 
armies, but I did get some color of 
information such as one could readily 
obtain who was at all interested in 
such matters.

While I observed certain soldiery 
in England and Scotland, attending 
reviews and guard mounts and local 
manoeuvres, I had no opportunity to 
talk with any one who was familiar 
with the military policy of Great 
Britain. There was in circulation, 
however, certain credited observa
tions as to England's pitifully inade
quate army.

In Hamburg and Berlin I learned 
of the system of supply and replenish
ment of the government’s military 
subsistence, equipment and arms. I 
also learned that the “first line” were 
entirely informed as to their duties in 
case of war, the location of their 
equipment, the place of mobilization; 
and was told that the reserve, who 
first would be called upon in time of 
emergency, knew where could be 
found their weapons, their equipment 
and kit, their first aid supolies. and 
that the size of their individual hats 
and roundabouts and shoes was 
known and provided for.

I was in Dresden, Munich and Leip- 
sic shortly before and at the time of 
the unveiling of the war monument 
at Leipsic to celebrate the victory 
over Napoleon in 1813, at which un
veiling 200,000 of the regular forces 
of- Prussia, Germany, Saxony and 
from all the other states of the Ger
man confederation were present.

I spent a week with a major in the 
commissary department of the Saxon 
army, a very intelligent man and a 
keen observer, who had been sent by 
his government as special representa
tive to Japan during the Russian- 
Japanese war. He returned leisurely 
through the United States, visited 
England and France, and it was pat
ent that he had a very comprehensive 
idea of the preparedness or unpre-
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paredness and relative strength of the 
various nations that had come under 
his observation.

I saw the Prussians in their Fall 
manoeuvres and the differences in 
handling Prussian, Saxon and Bavar
ian men were explained to me—dif
ferences to be understood by even a 
layman. The Prussians showed the 
effect of an iron discipline.

I was informed in Hamburg and 
Berlin that Germany was prepared 
for a great war and I was told in 
Saxony, upon expressing my surprise 
at an order given by the Commissary 
M ajor for 8,000 horses in time of 
peace, that there would be a great 
war soon. I was impressed with the 
apparent carelessness of Italy and 
France on the question, although 
there appeared to be an undercurrent 
of uneasiness in France regarding 
Germany.

You all know what happened dur
ing the first two or three weeks of 
August, 1914, and we all remember 
that the French government fled to 
Bordeaux when German troops came 
within sight of the walls of the city 
of Paris; and none of us are ignorant 
of the fact that much French terri
tory, many natural resources and a 
large number of the more important 
industrial establishments of France 
are now in the hands of the Germans, 
because of the fact that France was 
unable to resist the first dash of the 
German arm y; also that all engage
ments and battles on the W estern 
front have taken place on French and 
Belgium soil. German territory up 
to now is unscathed and undesecrated.

You all know how hard it was for 
England to furnish equipment stores 
and subsistence to the pitifully small 
army of occupancy, not exceeding 
250,000, which they were able to send 
across the English Channel to aid the 
French in an effort to stand off the 
first tremendous rush of the Germans.

A German officer visiting in Boston 
told a Welshman of my acquaintance 
that there was a large red building 
opposite a certain church in London, 
and yet the German had never been 
in London. Germany was prepared.

Those who have visited Russia, 
who have observed intelligently and 
have returned to tell about the situa
tion, are unanimous in their report 
that the splendid man-power of Rus
sia in the first year had been serious
ly wasted and its offensive strength 
reduced almost to nil on account of 
the shortage of ammunition, clothing, 
stores, camp and field equipment. 
Russia to-day, ably assisted in a finan
cial way by Great Britain, after two 
years of sore trial and distress and 
a loss of millions of her young man
hood, is apparently, able to equip and 
keep a properly officered and armed 
army in the field, which can hold its 
own against the German troops that 
face them. Russia was really unpre
pared.

The United States has been called 
a commercial Nation, but in no sense 
can we say that the Government ever 
has been in close touch and in active 
sympathy with the business activities 
of the country or that it has in any 
way worked in harmony with such in
terests to the end that there was in
telligent appreciation or knowledge 
on the part of the Government as to 
just what the business interests of 
the country could do in time of need 
or as to just what the Government 
could do in a helpful preparatory way 
for business interests in order that 
they might develop in education and 
efficiency as a foundation for the 
Government to rest upon in case of 
emergency.

I t would be superfluous for me to 
call your attention to the tremendous 
influence of the engineer, the scien
tist and the technical mind and hand 
in the present great war. W ar to
day is a m atter of science and engi
neering. Battles have been won in

the past by an eager and highly- 
keyed army, plus the superior stra t
egy of some individual born to high 
command, even though unequally 
equipped and illy prepared for the 
conflict, but modern wars surely will 
not be won in such manner.

The soldier in the field or trench 
and the sailor at sea needs now, as 
never before, the scientist, the engi
neer and the mechanician. W hile in 
the end man-power wins battles, that 
man-power must depend upon thor
oughly mobilized science, production 
and manufacture as a prerequisite to 
tactics and leadership, if the victory is 
to be won.

This is the age of science. This is 
the age of machinery. The proper 
tool must be placed in the proper 
hands at the proper time to be used 
at the proper moment, and this can 
only be done through the effort of 
properly prepared peace industrialism.

It sounds good to hear some one 
say, “Should the American flag be in
sulted or should emergency arise a 
million citizen soldiers will spring to 
arms in a night.” But a moment’s 
thought will cause us to realize that 
this is no longer 1776, nor does a 
minuteman sleep on his rifle, nor does 
he spring to arms at the sound of a 
tolling bell, nor does the good house
wife come running with his powder 
flask as he hurries out of the door 
to join his neighbors and friends be
hind some stone wall to repel a few 
hundred hireling soldiery who are 
marching to destroy the powder 
house.

I t is very interesting to hear some 
one say, “The youth of America 
makes the finest soldier in the world. 
He is self-reliant and resourceful; he 
can fight his battle almost without the 
aid of his officer;” but to the serious 
mind such talk is simple folly. If he 
is such, he is too good a man to send 
out unprepared and illy equipped.

It sounds well for some one to say 
that the militia of the several states 
will supplement our small arm y nu
cleus and that this citizen soldiery 
will instantly mobilize in case of 
emergency. A study of the humiliat
ing exhibition afforded by our a t
tem pt to mobilize the State militia 
on the Mexican border is sufficient 
answer to such observations.

A few details culled from one of 
the monthly magazines, with which, 
perhaps, you are all familiar, may 
serve to illustrate this point.

Secretary of W ar Baker said of 
mobilizations, “They take place easily 
and need not be upon a magnificent 
scale in advance.”

But this is what happened when 
the Secretary issued his call to arms 
on June 18, 1916. After ten days of 
maximum effort, the various depart
ment commanders succeeded in get
ting just 12 per cent, of the men 
started for the border. Not a single 
state was ready to do its share. A 
report to the Military Committee of 
the Senate indicated that 30 per cent, 
of the men who went to the border 
had never fired an army rifled W hole 
companies, notably those from O re
gon and New York, were sent into 
the sweltering border heat wearing 
woolen winter uniforms.

On paper, Alabama had 172 officers 
and 2,826 men. W hen mobilization 
orders came, her organization was 
lacking uniforms and field equipment.

From Arizona, 700 of the 1,200 
National Guard went to the border 
equipped with antiquated Springfield 
rifles. The balance were unequipped.

From Arkansas, the militiamen de
parted for Mexico, wearing straw 
hats and carrying umbrellas.

In Colorado, eight days after orders 
had been issued for an "immediate’ 
mobilization, the National Guard was 
being “indefinitely delayed” by lack 
of equipment. In less time than it 
took Colorado militia to prepare to 
move, Germany had overrun Belgium
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and penetrated France to within 
striking distance of Paris.

In Connecticut, eight days after the 
• call to arms, in the field-artillery 
“only the guns were lacking” and in 
the cavalry “only the horses.”

Six days after the order for mobili
zation, two whole battalions in Dela
ware were still waiting for shoes.

In Georgia, almost all of the re
cruits were without uniforms, shoes 
or tent equipment.

A week after the orders for “imme
diate” mobilization, more than a quar
ter of the men assembled at Camp 
Dunne, in Illinois, were still without 
uniforms. There weren’t even any 
mustering blanks on which to sign 
up the new recruits.

In Indiana, there were no horses. 
Company A, Signal Corps, went into 
camp with three mounts when it need
ed seventy-five.

In Iowa, “immediate mobilization” 
was theoretically accomplished in just 
twenty-eight days.

In Michigan, not a single man in 
camp had been given a chance to fire 
a practice shot, except those who 
practised on the salute gun when the 
flag went up in the morning.

In Minnesota, ten days after mo
bilization orders, the troops had “ev
erything except guns and uniforms.” 

When the Massachusetts Guards
men reached the border, its members 
tried some of their canned salmon 
and thirty cases of ptomaine poison
ing resulted.

Nevada suffered from a lack of 
rifles, to the disgust of one of its 
majors, who declared that “There is 
yet to be found the enemy that will 
slow up at the cry: ‘Hold on there! 
No fair coming any farther until we 
find our triggers!’”

Horses were lacking in New Hamp
shire. There was need for 383 and 
371 of the number were lacking.

It took two weeks to get equip
ment and mounts in New Jersey and 
even then two troops had to be left 
behind because they had no horses.

From New Mexico the militia 
marched off to the border in oxfords 
and tennis shoes, as the Government 
was deaf to the demand for shoes.

North Dakota had no field-artillery 
and no cavalry. They were short uni
forms, blankets and field equipment.

In New York, the Twenty-third 
mobilized promptly, but was held up 
two weeks for proper outfits. The 
Second Regiment from Troy arrived 
at Camp Beekman with at least a 
quarter of its members lacking uni
forms. The Tenth arrived at camp 
wearing sweaters, “sneakers” and col
ored duck trousers.

So much for Immediate Mobliza- 
tion of the State Militia.

I am not a believer in military pre
paredness in the sense that it is under
stood on the continent.

I am a believer in compulsory train
ing of our youth, which is not in 
any sense the same as compulsory 
service.

I am a believer in the skilled hand 
and the trained mind and in being 
prepared for any emergency through 
a knowledge of what we have, where 
it is and how it may be utilized should 
occasion require.

I know that’ you will be interested 
in learning a few details about the 
recent attempt of the engineers to 
make an industrial inventory of the 
country’s resources, with a view to 
their- tabulation and study by skilled 
observers in an effort to ascertain 
just what the situation is or would be 
should a great emergency face this 
country.

We Americans are pathetically 
optimistic. When all is going well, 
no possible future ills disturb our 
present joy of living. We are pros
perous—the spirit of freedom is ours 
—God is in his heavens. All’s well 
with the world.

First, let me state that it was diffi

cult for us to make the happy-go- 
lucky casual manufacturer, business 
man and employer of labor under
stand or realize that in time of war 
men at the front would not only need 
everything that they used in time ol 
peace, but in addition they would 
need, and need most urgently, every
thing that the human mind could 
imagine that would make for their 
comfort under extraordinary condi
tions, plus war material for actual 
offense and defense.

In the recent inventory* campaign, 
I failed to discover one single busi
ness activity that did not produce 
something that could be utilized for 
some governmental purpose in time 
of war. To be sure, there were found 
many instances where the factory out
put was so small or its character so 
remote from immediate requirement 
that they would not be considered in 
the first scheme of industrial mobili
zation, but of the output of the most 
important establishment down to that 
of the least, there Avas something to 
be had which would serve, if not now, 
at some later time, should there be’ 
a prolonged conflict or a war over 
any extended period of time.

Speaking in a more personal man
ner, I am pleased to report that 
Michigan was well toward the front 
in the country in this inventory move
ment, and to state, further, that we 
were able to send to headquarters re
ports reasonably complete on as large 
a percentage of the industrial estab
lishments in Michigan as did any oth
er state committee.

Michigan is now classified as a 
great manufacturing State. In fact,
I think it is seventh in the Union in 
the value of its output, and it is well 
to the front in the variety and quan
tity of natural resources that make 
for a great industrial commonwealth.
I have in mind copper, iron, salt, 
coal, cement, etc., and further, ade
quate rail and water transportation 
facilities.

Our inventories disclosed that 
Michigan would be a great factor in 
any future emergency. Its ten thou
sand industrial establishments are 
turning out an immense variety of 
materials and manufactured articles. 
Michigan could also furnish its share 
in staple products of the soil. It is 
entirely unnecessary to call attention 
to its manufacture of vehicles and 
rolling stock, its chemicals, its wood 
working, its canneries, its bean crop, 
its fruits and its cereals. Michigan 
would be of vast help in supplying 
trucks, freight cars, tractors, -gasoline 
power plants, areoplanes, water craft, 
hospital supplies, clothing and equip
ment, as well as shells, raw materials, 
munitions and the deadly gases for 
the trenches.

All of these reports are now in 
Washington, where they will be made 
use of to the greatest extent possible 
by those who have them in charge. 
They represent the answers of the 
engineers of this country to a direct 
appeal from the Government that the 
industrial leaders of the country co
operate with the Government in this 
movement looking toward real pre
paredness.

Certain legislation has been enacted 
at Washington since this industrial 
inventory was started, and I believe 
the President is authorized to appoint 
a Board of Mobilization of Industries 
essential for military preparedness. 
To this Board will be given the 
authority to organize and co-ordinate 
all the work.

I believe, also, that the Secretary 
of War will be authorized to make 
educational purchases on behalf of the 
Government from private firms, fur
nishing them with specifications and 
detailed drawings of munitions and 
material equipment, such as would be 
required in time of war.

(Concluded next week).

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

The Detroit Board of Commerce, 
after investigating housing conditions 
there, declares that rents in general 
are too high and that many skilled 
workmen and laborers with families 
are leaving Detroit on this account 
to secure employment elsewhere. The 
excuse of landlords that higher taxes 
has forced them to advance rents in 
some instances 50 per cent, is brand
ed as untrue. The reason in most 
cases is that homes are scarce and 
rates are pushed higher than the traf
fic will bear.

Saginaw refuses to pay its share of 
the county road taxes, which cuts 
about $85,000 from the road money 
this year. The city’s action is based 
on a recent court ruling that the Board 
of Supervisors had exceeded its au
thority in passing a county road act 
and it is held that this decision in
validates the entire act. It is de
clared that the city is bearing an un
just burden, paying about 80 per cent, 
of the county road tax and retaining 
only 20 per cent, of its own road 
money for use inside the city, while 
the same act requires that the county 
road money raised in the townships 
must be used in improving the roads 
in the township in which it is raised. 
Court proceedings will probably fol

low, in an effort to make the city pay 
its road taxes as usual.

The Lake Odessa Board of Com
merce is preparing for a busy sea
son and will champion good roads 
and other measures for the good of 
the town. G. A. Weed has been re
elected as President.

Port Austin, which is at the tip end 
of the Thumb, has formed a Boosters’ 
Club of business men, with G. J. 
Wallace as President and C. R. Cart
wright as Secretary.

Mulliken will soon have electric 
lights, supplied by a private plant.

The Newaygo Improvement As
sociation has elected officers as fol
lows: President, Dr. E. G. McCon
nell; Vice-President, L. H. Coon; 
Secretary, Joseph Cox; Treasurer, W. 
E. Worthy. A banquet will be held 
Nov. 16.

An easing up in the labor situation 
at Muskegon is reported by the State 
Free Employment Bureau, with slight
ly more applicants for jobs than jobs 
a condition which has not been noticed 
before for many months.

Four milk condensaries want to lo
cate at Hastings and the city will en
deavor to land one of them.
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Story of a Dry Goods Dealer’s Ro
mance.

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

The Moore Dry Goods Store is a 
busy place these days. Of course at 
the very first, the great war had a de
leterious effect on business of all kinds 
in our city. It took us several months 
to become mentally adjusted to this 
stupendous struggle of giant-powers, 
with its daily congeries of death, de
struction and primeval brutalities; 
but now, to be sure, like other so- 
called neutrals the world over, we are 
so accustomed to such things, nothing 
in the war-butchery line seems to 
feeze us. But even in those dark, 
troublesome months of the first year 
of the big war, Mr. Moore was not 
hit nearly so hard as a good many 
other merchants of our city. Every
body felt it, from the least to the 
greatest. But it was due as much to 
Elsworth Seaton Moore as to any 
other one business man of our city 
that Centerville got out of the slough 
of business despondency as quickly 
and as effectively as she did. At a 
time when many other men were per
ceptibly panicky, Elsworth Moore set 
a fine example of poise and sane judg
ment. He didn’t retrench in his ad
vertising as some others did, but kept 
right on after dry goods business just 
as if there weren’t any such place as 
war-torn Europe.

He also got quite a lot of perfectly 
good advertising, if I may so desig
nate it, for which he paid out nothing 
whatever in the way of money. It 
came about in this fashion. As I 
have already stated, Centerville has 
quite a pretentious park-extension 
scheme. Our people are proud of it. 
Several thousand acres of land in dif
ferent sections of the city—mostly 
out-lying suburbs, of course—have 
been acquired. To convert these 
tracts into parks, and construct also 
certain boulevards and viaducts like
wise contemplated in the scheme, will 
require time and money. In the mean
time available funds for improving 
the property already purchased was 
pretty  well exhausted ,and a bond is
sue for providing park-extension funds 
with which to  carry out the pro
gramme, was put up to our people at 
their last election. This called for a 
thorough discussion pro and con, in 
the newspapers, on the street corners 
—everywhere. As a leading spirit
in it all, and back of it, Elsworth Sea
ton Moore, the dry goods man, was 
considerably to the fore in our daily 
pr'nts. Well, to make it brief, the 
cons carried overwhelmingly. And 
the sovereign will of the people, as 
indicated by our election returns, ap
proved of their park scheme and sub

stantially indorsed their park com
missioners. And then, just to make it 
unanimous, those citizens of Center
ville who had yelped the loudest 
against the bond issue, turned right 
around like true American citizens 
and applauded vociferously when they 
sawr it had carried. And Elsworth 
Seaton Moore was something of a 
nine-days’ wonder.

But some of my readers will doubt
less wonder by this time what has be
come of Annette Merkle, and for the 
benefit of such I am happy to state 
that Annette had fully arrived. Dear 
old Mrs. Kingsley of Bloomfield— 
and somehow I always think of that 
familiar, meaningful phrase, “the salt 
of the earth,” when I think of Mrs. 
Kingsley—had insisted that her niece 
must have the kind of clothes a girl 
of social proclivities is expected to 
have; and she furtherm ore insisted 
on paying for them- So, with the help 
of Mrs. Richardson, things began to 
happen. There were mysterious shop 
ping excursions to local stores where 
women’s fashionable finery is dis
played, and other trips to Eastern 
style-centers where individual crea
tions are planned, wrought out and 
occultly fitted to a woman in such 
manner as to accentuate an attractive 
woman’s charm, and become, as they 
make it to seem, a very part of her 
personality and presence. Being a 
mere man. I don’t know however they 
do it—only that they do. Of course 
it’s genius, and, as everybody knows, 
your genius generally knows how to 
charge for such services; but they 
get results. And when Annette Mer
kle knew the psychological moment 
had come, she made her appearance 
on the social sky-line of our socially- 
tight little community. Our women
folk adjusted their lorgnettes and 
looked her over. The sheer beauty of 
the girl made them fairly gasp. But 
a t first they made as it they didn’t 
suppose for a moment that she was 
anything notable—merely an unusual
ly pretty  woman outwardly. But as 
they got to know her and see the 
sparkle of her intellect and sense the 
solid timber of her personality, they 
changed their minds. They had to ad
mit that Annette Merkle really and 
truly belonged. And when they had 
heard her sing, and singing, merge 
her very soul into the spirit of the 
song, they gathered Annette Merkle 
into their arms.

Of course all the men of our social 
set—young and old alike, and both 
married men and bachelors—fell im
mediately and overwhelmingly in love 
with Annette. And she shed the 
sparkle of her wit and the witchery 
of her smiles on all alike—all except

B A RLO W  BROS. Grand Rapida, Mich.

GEO. S. DRIGGS 
MATTRESS &  CUSHION CO.

Manufacturers of Driggt Mattress Protectors, Pure 
Hair and Felt Mattresses, Link and Box Springs. 
Boat, Chair and Window Se iiCushions. Write for 
prices. Citizens 4120. GRAND RAPIDS

Wo are manufacturers of TRIM M ED AND 
UNTRIMMED HATS for Ladies. Misses and 
Children, especially adapted to the  general 
store trade. Trial order solicited.

CORL, K N O T T  & CO., Ltd.
Corner Commerce Are. and Island St. 

Grand Rapids, Mich.

DOUBLE YOUR MONEY

Put in a line o f

PILLOWS
Get this Leader Assortment:

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

12 Pairs for $19.00, in best grade 
ticking.

Grand Rapids Bedding Go.
Grand Rapids, Mich.

Trade
Stimulators
For
Price
Advertising

Our m o n t h l y  cata
logue of General Mer
chandise abounds with 
these.

Get acquainted with 
the Yellow Page Specials 
in each issue of “Our 
Drummer.” They will 
help you pull trade to 
your store.

Butler Brothers
Exclusive Wholesalers of 

General Merchandise

New York Chicago 
St. Louis Minneapolis 

Dallas

H oliday Goods
Our line is comprised of such items that sell 

readily in every dry goods store. Handkerchiefs, 
Mufflers, Neckwear, Suspenders, Garter and Arm- 
band Sets, Ivory Toilet Sets, Perfumes, Etc. Also 
a good assortment of Toys and Games.

Paul Steketee & Sons
Wholesale Dry Goods Grand Rapids, Michigan

“STYLES THAT SELL”
SOFT

&
STIFF HATS

THE
NEW LAND

HAT

CAPS, GLOVES 
&

MITTENS

W e carry a complete line of the latest styles for prompt shipment 

Mail orders solicited

Newland Hat Company
164-166-168 Jefferson Ave. Detroit, Michigan



November 3, 1916 M I C H I G A N  T R A D E S M A N 17

Mr. Elsworth Seaton Moore, and 
there, as they all saw, she bestowed 
the lion’s share. So it soon got to be 
noised abroad that there was an af
fair between Elsworth Moore and 
Annette Merkle—quite an interesting 
one in fact, which sounds almost like 
a story one reads in books of fic
tion. And this rum or was presently 
confirmed by the announcement ot 
their engagement. And this event was 
duly consummated just before the 
holidays. Socially it was a brilliant 
affair, and doubtless the only reason 
it didn’t a ttract more attention 
throughout the country is that Pres
ident Wilson took it into his presi
dential head to embark matrimonial
ly just a few weeks later, and the an
ticipatory shadows of this forthcom
ing event dimmed our local limelight.

Aunt Catherine Kingsley boasts that 
her health was never better, and she 
surely radiates good cheer and full- 
hearted contentedness with life on 
those not unfrequent occasions when 
Elsw orth and Annette run out to 
spend the night with her. Annette 
laughingly declares that she is some
times jealous of Aunt Catherine since 
the latter has become so fond of her 
husband, and as for Mr. Moore, he 
insists there never was another Aunt 
Catherine.

“The little lady in black,” is as 
bright and chipper as ever, and her 
husband, Mr. William E rnst Richard
son, has gotten his financial affairs 
into better shape. They still live at 
their Pell Place home.

And as for Frank Vaughn, erstwhile 
bandit, who evaded our w orthy police 
force and disappeared from Center
ville as if the solid earth had opened 
up and swallowed him, word comes 
that he is located in a certain W estern 
city, got a steady job, and doing well. 
Annette has unbounded faith in his 
goodness of heart, a faith that her 
husband also shares, and they think 
that Frank has been completely cured 
of his tem porary madness. Annette 
corresponds with her half-brother and 
his wife, and next summer they are 
planning to make them a visit in theii 
far W estern home. They are going 
to drive through in their car. Moore 
says that the only way he can justify 
himself for the part he played in 
Frank’s get-away, is to keep in close 
touch with the boy and help to be a 
wall around him, if at any time he 
should manifest symptoms of waver
ing.

Moore and his old friend Curtis 
Lenier, the magazine writer, lunch 
together Tuesdays as of yore, and 
sometimes .when conversation lulls 
and trailing wisps of smoke from their 
after-dinner cigars curl upwards, 
forming fantastic designs that fade 
and vanish even as one looks upon 
them, Elsworth Seaton Moore re
calls a dim, far-off period in his life 
when he labored under the delus:on 
that his days were drab, prosaic and 
uneventful. And then as he smiles at 
the thought of the folly that was his 
for so thinking, he sees—or imagines 
so vividly it is almost as if he were 
seeing—the smiling face of a queenly 
woman—the just, winsome, beloved 
face, of a woman of infinite charm 
and sparkle, and for him the one

woman in all the wide world—his 
own Annette.

Charles L. Garrison.

Has the World Gone Profit Mad?
A wholesale grocer remarked last 

week that prices were advancing so 
fast and on so many items that it 
was impossible to keep track of them 
except by referring to the cost book. 
If the retail grocer has not noticed 
this fact, he probably will do so on his 
next invoices.

It may even cause the retailer to 
wonder how far these extraordinary 
increases are justified, and how far 
they are the result of an effort on the 
part of somebody to grab an exorbi
tant profit on pretext of the war situ
ation.

One big wholesale house makes the 
public charge that some, at least, of 
the new prices are unjust. “Manu
facturers and jobbers have gone prof
it-mad, using the war as an excuse,” 
says this company, in a circular issued 
recently to its trade.

Item s which really are not and 
should not be influenced materially by 
the war have advanced, and retailers 
are wondering why. O ther items 
which would naturally be expected to 
slump in price as a result of the shut
down in foreign demand have advanc
ed, and the retail trade is unable to 
understand it.

Of course there are a good many 
items which the war might reasonably 
be expected to affect, but does it not 
seem a little remarkable that this 
great, rich, and prosperous country, 
which boasts about its ability to sup
port itself regardless of what the rest 
of the world does, should be obliged 
to pay such sharp advances on prac
tically all of the necessities of life?

Meantime there are manufacturers 
who have a staple line of goods on 
the market at a staple price who are 
being hard hit by the present bulge 
in raw materials. The man who sells 
a package of crackers, or a package 
of breakfast food, or a package of 
macaroni, which has an advertised, es
tablished price on the market, which 
can’t be raised without injuring the 
advertised value of the article—that 
manufacturer is doubtless gritting his 
teeth nowadays as the price of wheat 
and oats and corn climb skyward.— 
Merchants Journal.

Follow This Advice.
Be h o n e st in  y o u r a d v er tis in g —

T ell th e  t r u th  and  sh am e  th e  devil. 
Be ag g ress iv e—e n te rp ris in g .

T re a tin g  people on th e  level.
E a rn e s t  be in each  endeavor.

S crupu lous in  a ll y o u r selling,
T h o ’ y o u r riv a ls  m ay  be clever,

You, in  t ru th ,  shou ld  be excelling!

B e h o n est in  yo u r a d v e r tis in g —
Do n o t stoop  to  b ase  deceiving.

E v e ry  w ord  be analyzing ,
So a ll re a d e rs  a re  believing. 

Confidence w ill keep  on g row ing  
W ith  each  p rom ise  m ade  a n d  p rin ted , 

I f  w ith in  th e  s to re  yo u ’re  show ing  
J u s t  ex ac tly  w h a t you’ve h in ted .

B e h o n est in  y ou r a d v er tis in g —
T h u s  yo u ’ll e a rn  a  rep u ta tio n ,

B uild ing  b u sin ess  q u ite  su rp ris in g — 
E a rn in g  public  ap p roba tion !

S tick  to  fa c ts  in a ll y o u r offers,
A ll ex ag g e ra tio n  killing ,

T h en  to  fill y o u r b ig g est coffers 
You w ill find th e  people w illing!

Silence With Reservations. 
“Tommy, mother has letters to 

write. W on’t you please be quiet?” 
“Yes, muvver, if you'll give me my 

drum to play with.”

Grand Rapids 
Store Fixture Co., Inc.
T he Place, 7 Ionia A ve., N . W .

BUY A N D  SELL
Used Store and Office Fixtures

1 3 9 -1 4 1  M onroe S t  
Rotti Phones

GRAND RAPIDS. MICH.

Bell Phone 860 Citz. Phone 2713

Lynch Bros. 
Special Sale Conductors

Expert Advertising—Expert Merchandising 
28 So. Ionia Ave. Grand Rapida. Mich.

ëV é S B A D y
FLASHLIGHTS
are made in 75 styles, among 
which your customers are bound 
to find some that just meet their 
needs. Vest pocket lights, tubular 
pocket lights, house lamps, hand 
search-lights, fountain pen lights, 
guest candles and flashlight clocks 
are just a few of the many kinds.

The EVEREADY Line is a real 
profit maker.

LET US TELL YOU MORE 
ABOUT IT

C. J. LITSCHER ELECTRIC 
COMPANY

Wholesale Distributors 
41-43 S. Market St.

Grand Rapids. Michigan

B l u e  B i r d  
Crochet Cotton

is the latest addition to the popu
lar selling lines of Cottons made 
by the Richardson Silk Company.

It comes in plain and shaded 
colors, packed one dozen balls to  
the box, at 43 cents per box. Our 
salesmen have color cards and w ill 
be pleased to book a trial order.

Grand Rapids D ry  G oods C o.
Distributors for Western Michigan

20-22 Commerce Ave. - Grand Rapids, Mich.

Pere M arquette R ailroad Co.
DUDLEY E. W A T E R S, PAUL H. K IN G . Receiver«

F A C T O R Y  S I T E S
AND

Locations for Industrial Enterprises in 
Michigan

The Pere Marquette Railroad runs through a territory peculiarly adapted by Accessibility 
excellent Shipping Facilities. Healthful Climate and Good Conditions for Home Life, for the 
LOCATION OF INDUSTRIAL ENTERPRISES.

First-class Factory Sites may be had a t reasonable prices. Coal in the Saginaw Valley 
and Electrical Development in several parts of the State insure Cheap Power. Our Industrial 
Department invites correspondence with manufacturers and others seeking locations AU in
quiries will receive painstaking and prompt attention and will be treated as confidential.

A<Wrww GEORGE C. CONN,
Freight Traffic Manager,

Detroit, Michigan
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M ichigan R eta il Shoe D eale rs’ A ssociation  
P re s id e n t—F red  M urray , C h arlo tte . 
S ec re ta ry —E lw yn  Pond , F lin t. 
T re a s u re r—W m . J .  K reg er, W y an do tte .

Seeking Gift Articles in the Shoe 
Shop.

W ritte n  fo r th e  T rad esm an .
Time was when people rarely ever 

thought of the retail shoe merchant 
and his wares when they went out 
shopping for giftings.

Oh, of course there was ever a re
spectable minority who, in spite of 
the overwhelming sentiment against 
them, persistently sought to give gifts 
of a substantially practical nature.

And these eminently sensible peo
ple even then bought slippers for gen
tlemen, cushion shoes for elderly peo
ple, dainty footwear creations for lit
tle folks, and occasional wear shoes 
of exceptional value and charm to 
women’s eyes.

But, broadly speaking, the multi
tudes of pre-holiday shoppers passed 
by the retail shoe dealer’s door when 
they fared forth in search of com
modities to be used for gift purposes.

But, mark you, how the times have 
changed! Nowadays it has come 
about that the proprietor of the smart 
shoe shop and his corps of regular 
and special salespeople are extremely 
busy waiting upon the crowds of 
Christmas shoppers.

I t is no longer considered an 
anomalous thing under the sun that 
any one should think of the shoe shop 
as a likely place in which to find a 
gift token altogether worthy of his 
consideration.

And every season the progressive 
shoe store is growing in favor with 
the increasing armies of Christmas 
shoppers.

Practical Giftings.
Why is it the shoe shop has come 

to have a vogue with holiday shop
pers?

Well, for one thing, the gift-mak
ing sentiment has been pretty  gener
ally submitted to what may be termed 
the censorship of the practical judg
ment.

The people as a whole are selecting 
better merchandise for gift purposes 
—i. e. merchandise of a more service
able nature.

In other days people were accus
tomed to giftings of a showy sort. 
W hatever it was, if it would measure 
up to the popular estimate of a de
sirable Yuletide token, it must be 
strong on sheen and sparkle, for 
tha t’s the kind of presents everybody 
was giving.

But presently people began to see 
the ingrained stupidity of giving cost
ly and worthless trinkets, gewgaws 
and gimcracks, and a decided re-action

set in towards giftings of a practical 
nature and a more perm anent value.

Admittedly such presents are far 
more satisfactory both to those who 
receive and to those who give. And 
now the commodity that lacks the 
fundamental m erit of utility has fallen 
into disfavor with the majority of 
shoppers.

And this commendable transit'on 
from gaudy and meretricious giftings 
to presents of a more serviceable kind 
has naturally lead people to consider 
the shoe shop as an excellent place 
for Christmas shopping.

Lines of Greater Amplitude.
Not only so, but the lines now car

ried by progressive shoe dealers are 
far more extensive than used to be 
the case.

The present-day shoe store with its 
holiday trim  and its holiday array of 
sm art and attractive offerings is a far 
cry from the old-time shoe store with 
its subdued tones and traditional lines.

The old shoe store with its leisure
ly ways and conventional wares 
wouldn’t recognize its modern suc
cessor.

New lines have been added. Old 
lines have been brightened up. And 
many appliances and contrivances for 
interior trims and displays have been 
introduced.

Holiday specials of many different 
kinds from many different sources 
have materially helped to create an 
atmosphere essentially new in the 
shoe store of to-day.

Numerous modern types of dress, 
millinery and special wear footcraft 
creations are in evidence; and a long 
and constantly augmenting list of 
articles, for many purposes, belong
ing to the class of merchandise desig
nated shoe findings; and footwear 
ornam ents and jewels, together with 
hosiery for everybody, and numerous 
other subsidiary lines.

All these things nowadays are 
found in shoe stores; and because of 
them the shoe shop of more progres
sive sort has taken on a way that wins 
with people who are looking for suit
able giftings wherewith to make other 
hearts rejoice.

Consequently the shoe dealer of to 
day who takes time by the forelock 
finds it no difficult m atter to get in 
on the ground floor of the big and 
lucrative pre-holiday business that 
bathes the whole commercial world 
in a golden flood of good cheer.

Our Specialty: “Royal Oak“
FO R  SHOEM AKERS 

Bends. Blocks and Strips 
Shoe Store Supplies 

Wool Soles. Socks. Insoles. Etc.
T H E  BOSS L E A T H E R  CO.

744 Wealthy St. Grand Rapids, Michigan

Rouge Rex Shoes
High tops that the farmer wants.

A quality of stock that grips 
his desires and turns your 
efforts into quick profitable 
sales.

A combination of comfort 
and service that makes him 
talk about them to his friends 
and neighbors, recommend
ing your store as the place 
to buy footwear.

It PAYS to handle ROUGE 
REX shoes.

Let us quote you prices.

HIRTH-KRAUSE COMPANY
Hide to  Shoe

Tanners and Shoe Manufacturers

G r a n d  R a p i d s ,  M i c h i g a n

It is  S n a p p y  S h o e s  that th e  
Y o u n g  M en  W a n t

And

H ere  T h e y  A re!

And the same 
in

Tan Russia 
Goodyear Welt 
No. 336 @ $3.00

Two Beauties 
Are you with us?

Grand Rapdsghoe R ubber ( q .

The Michigan People Grand Rapids
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Presents For Everybody.
Holiday shoe store advertising has 

assuredly looked up.
I t is no longer meek as a mouse, 

tentative and afraid to let itself speak 
in tones of confidence.

The modern shoe dealer, and the 
alert general shop-keeper who han
dles shoes and footwear accessories, 
knows how to play up his holiday 
wares.

He is persuaded in his own mind 
that footwear and footwear acces
sories and jewels and subsidiary mer
chandise are just as suitable and ap
propriate for gift purposes as any 
other class of merchandise under the 
canopy.

They have the basic merit of serv
iceability: they can be used—and the 
continued use of them is a source of 
pleasure to their owners.

Moreover, many of them are intrin
sically beautiful in themselves—real 
products of genius—not only sub
stantially made, but attractively made. 
Some of them—especially the finer 
specimens of footcraft and the finer 
things in footwear jewels—are really 
works of art; and as such are capable 
of making a strong appeal to all lov
ers of art, as it finds embodiment in 
commercial products.

W hy aren’t such things eminently 
suitable for gift purposes? They are. 
They can carry as weighty a cargo 
of seasonable good cheer, dollar for 
dollar, as any other sort of merchan
dise in which people delight.

And this is the gospel that alert 
shoe dealers all over this country 
are right now proclaiming through 
newspapers, through direct appeals, 
through brightly gleaming shop win
dows, and through countless other 
mediums.

So it has come about that the hur
rying feet of the multitudes of shop
pers do not all hurry past the shoe 
dealer’s place of business. Many of 
the happy throng are deliberately 
headed for the retail shoe dealer’s 
shop, and others who are just passing 
by, are quickly halted and interested 
by the eloquent appeals of tempting 
displays.

Yes, indeed, the enterprising shoe 
dealer has demonstrated his right to 
a sizable portion of this excellent 
holiday business.

Charles L. Phillips.

“Radical Who Tempers Work With 
Wisdom.”

The Michigan Tradesman, the most 
influential trade journal in the Middle 
West, celebrated its 33rd an
niversary October 25 with a 100 page 
issue, every page indicative of high 
character and its having the good 
will and confidence of the best ele
ment in the mercantile, commercial 
and financial life of Michigan and the 
Central West. I t was at the Ohio 
Retail Grocers’ State Convention, 
about thirty years ago, we met Editor 
E. A. Stowe, a man who by his own 
exertion fought his way against odds 
which would stagger a less resolute 
man from a journeyman printer to 
the position of prominent journalist, 
successful printer and capitalist. He 
is one of the workers who keep things 
moving and growing. He identifies 
himself with industrial enterprises,

makes time for public service, has 
ever been the friend of organizat on, 
the prom oter of whatever he believes 
tends toward the improvement of the 
race, the maintenance of good govern
ment, the uplift of his State, city and 
neighborhood. He has kept right at 
it for one-third of a century and prob
ably will continue to do so until life 
ends. He has a right to say:

“Thirty-three years is a long time 
to look back upon, but they have all 
been years of pleasure and profit, only 
occasionally marred by disappoint
ment and sadness. Many of the mer
cantile, manufacturing, moral and 
civic changes which have occurred 
during this long period are graphical
ly set forth in the thirty-three con
tributed articles kindly prepared by 
the friends of the Tradesman for pub
lication in this anniversary edition. 
No more comprehensive treatm ent 
was ever accorded an anniversary 
than this one, and the Tradesman feels 
under great obligations to its con
tributors for the effort they put forth 
in the preparation and presentation 
of such a remarkable collection of in
formation.”

Stowe has the courage of his con
victions. For thirty-three years he 
has advocated temperance; tariff com
mission; clean politics; better mercan
tile methods; more wholesome laws 
and better enforcement of existing 
laws. He is one of those radicals who 
tempers work with wisdom.

“The position of the Tradesman on 
the temperance question found de
cisive expression in its persistent re
fusal to accept any advertising for 
spirituous liquors, including whisky, 
wine and beer. It has never deviated 
for this policy, which has also been 
stretched to include cigarettes as well. 
The temperance question has invar
iably been discussed solely from a 
business standpoint on the theory that 
liquor drinking and business are in
compatible and that the sooner all 
forms of liquor drinking are abolished 
the better it will be for all concerned.”

“The Tradesman has always stood 
for individualism and freedom—mer
cantile, commercial and individual. I t 
has opposed tyranny in any form and 
cast its influence in behalf of the right 
of private agreem ent and individual 
action. This has lead it to oppose 
the walking delegate, the closed shop 
and the collective agreement as to 
wages, because all of these weapons 
are based on unfairness, intolerance 
and injustice.”

Michigan has enriched Stowe, but 
Stowe has enriched the Middle W est 
as well as his own State. We con
gratulate our contemporary on his 
long and useful career and trust the 
God he serves will perpetuate his life 
for scores of years to come when his 
work will be reviewed by the W riter 
in the Beyohd. Even if it is soon 
finished he has won his crown as a 
“good and faithful servant.”—Amer
ican Grocer.

Quality C o-operation
is the kind of Service and Shoe value 
your customers demand of you in 
these days of high living costs.

You know and your trade knows 
that wearers of our shoes pay a little 
more per pair, but buy fewer pairs per 
year than they do in other makes.

This is Quality Co-operation eco
nomically applied. Think it over.

Rindge, Kalmbach, Logie Company
Grand Rapids, Mich.

BIGGER, BETTER SALES 
ARE YOURS

I f  you w ill center your business on the 
H. H. HARD PAN (service) and BERTSCH 
(dress) shoes for men.

It is extremely difficult to OVER-ESTIMATE the importance of 
HEROLD-BERTSCH quality in your shoe department.

The extreme care taken to use only the best leather, trimmings 
workmanship, etc., insures the same uniform wear-resisting qualities 
in every pair of shoes made in our factory.

ARE YOU CAPITALIZING FULLY THE GOOD NAME THESE 
LINES HAVE ATTAINED?

Think what their sale w ill mean to you in protection and profit.

For your convenience in ordering we carry a large stock of 
each number on the floor.

CONCENTRATE ON THESE LINES AND 

WATCH YOUR BUSINESS GROW 

THEY WEAR LIKE IRON

HEROLD-BERTSCH SHOE CO.

Manufacturers of Serviceable Footwear GRAND RAPIDS, MICH.
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Two Purposes in Education—Both 
Essential.

W ritte n  fo r  th e  T rad esm an .
Not long ago I heard a woman make 

this remark: “There is a lot of that 
stuff in a high school course that real
ly is of no use unless one is prepar
ing to teach.” A bright girl was pres
ent, a junior in high school and an 
enthusiastic student. As the woman 
made her blunt criticism, a cloud 
passed over this girl’s face, and for 
a half hour she locked puzzled, as if 
debating in her mind whether or not 
she is wasting her time by remaining 
in school. It happens this girl does 
not expect to teach. She already has 
taken a course in a commercial col
lege, and after graduating from high 
school she plans to help her father 
in his business.

A friend of mine, a young lady of 
20, is a trimmer in a fashionable mil
linery shop. She had to leave school 
altogether when she was 15, and her 
attendance before had been quite ir
regular, so she knows very little of 
books. She lately has been considering 
taking some private lessons in compo 
sition and English. She would like 
to be able to speak correctly, write 
a good letter, and read more under
standing^ than she now does. P er
haps later on she would study other 
branches. She has asked me to tell 
her frankly whether it is worth while 
for her to take the little course out
lined. May she better do it, or shall 
she save her money or spend it in 
having a good time, as some of her 
friends advise?

Another acquaintance, a matron 
whose main business in life is keep
ing house and making a home for her 
husband and two children, has just 
joined a class that is taking some 
university extension work in English 
and American literature. Her sister 
scoffs at the idea. “I can’t see how 
Nell can derive any benefit from all 
that study. She has more education 
now than she can use in cooking and 
washing dishes. What good will it 
do her to study Shakespeare and Walt 
Whitman?’’

W hen some highly educated woman 
whom you know chooses the domestic 
life, do you ever fail to hear the com 
ment—“Yes, she graduated from 
Smith or W ellesley or Michigan (or 
whatever may have been her alma 
mater) and then just went and got 
married!”

There are many persons—some oi 
th era very shrewd and intelligent 
along practical lines—who hold the 
view that culture is wasted unless it 
can be made to yield returns in money 
—that time spent in study, if it does 
not serve to increase the income, is 
time thrown away.

There is another, an entirely dif
ferent view also widely held that is 
just as erroneous and misleading. 
This is the belief that education is 
bound to pay out—that it can’t help 
but be the means of financial success. 
Men and women who have been 
hampered and kept back by their own 
lack of schooling, often have exag
gerated ideas of what education will 
do. A college degree is a sort of 
fetich to which they bow in sincere 
but unthinking devotion.

I know a family who, at great sac
rifice, sent an intellectual son to col
lege. The father and the mother 
wore shabby clothes and denied them
selves many common comforts in or
der to meet the boy’s expenses at a 
famous university. They were deter
mined he should have the best. An
other son who for some years had 
been earning, advanced money. A 
daughter who is a stenographer also 
contributed her share. All believed 
that Charlie had a brilliant future and 
would be able, not only to bring hon
or to the family name, but also to 
pay back, many times over, all they 
were spending on him. x

Since graduating with high honors, 
Charlie has tried teaching— has for a 
short time held a position in three dif
ferent schools. But he is not suc
cessful as a teacher—has not the 
right kind of a personality. Nor is 
he master of any profession or trade 
or business by which he can earn an 
honest living, to say nothing of an 
income in keeping with his attain
ments. Very pointedly this young 
man illustrates the error of the belief 
that book learning alone is a complete 
equipment for life.

There is needed a clearing up of 
the business and confusion of ideas 
that prevail as to just what results 
may be expected from education. The 
two kinds of education and the two 
purposes which education serves ough. 
to be more sharply defined in the 
popular mind.

F irst there is practical education— 
the kind that enables one to earn 
bread and butter. Sometimes this is 
acquired in industrial or professional 
schools or in courses of technical 
training. Quite as often it is gotten 
mainly in the great outside university 
of work and experience.

Then there is the other kind of ed
ucation—that which opens up and cul
tivates the powers of the mind and 
soul and ministers to the higher life. 
My little friend the trim m er has the 
first sort but lacks the other and keen
ly feels the lack. The young man with 
the university diploma has the second 
kind and sorely needs the other. The 
two are not interchangeable. Som e
times the higher sort largely serves

A  Set  C onsists of:
SO a d ju stab le  m etal c lam ps 
50 fu ll size stick er 0 tc 9
50 n a rro w  s tic k er 1 to  8
50 each  —¡‘H”—“ lb ."—“ doz." 
lO .each—"fo r  ,5c"—“ for 10c" 
—“ fo r 15c."—" fo r  25c"— “ for 

30c” —“ for 50c.”
T o ta l 1110 stic k e rs  

Price of com- $ 0 2 5  
plete set as above 

E x tra  c lam p s  $2 50 p e r  100.
E x tra  s tic k e rs , 10c for 50.
Order Through Your Jobber 

o r  if h e d o e sn o tc a r ry th e m  send  
u s  check o r  m oney o rd e r fo r 
$3.25 an d  com plete  se t w ill be 
sen t you by  p arce l p o s t p rep a id .
Send draft, money order o r  check to

Frank G. Shuman Company
Room 965 168 No. Michigan Ave.

CHICAGO

A $3.25 Equipment of
Shuman 

Shelf Tags
Will sell more goods than 
one extra clerk—every day

They save clerks time
They make no mistakes 

They invite purchasee
They inspire confidence 

They look businesslike
They make inventory easy

They are always on the job  
They save marking every article 

They ask no pay
They cost very little.

Shuman’s Adjustable Price 
Sticker and Shelf Clamps

co n sis ts  o i a  s in g le  s tr ip  o f  g a lv an ized  
stee l 2 )4  in . w ide  b e n t so  th a t  i t  c lam p s 
its e lf  firm ly  o n to  a n y  shelf, from  ¥ \  in . 
to  1 )4  in . th ick .

T h e  p rice -s tick er is  p a s te d  o n to  th e  
c lam p  e ith e r before o r a fte r i t  is  s p ru n g  
o n to  th e  shelf.

S tickers  a re  g u m m ed  w ith  fish  g lue , th a t 
s ticks  o n  b o th  w ood  a n d  m e ta l su rfaces.

E ig h tee n  d ifferen t lab e ls— m ake a ll 
co m b in a tio n s  from  lc .  to  99c.

O rder O ne Set
T ry  i t  o u t in  one sec tion  of y o u r  sto re . 

T hen  w atch  i t  boost sa le s  in  th o se  stocks.
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both purposes, as in the case of a 
successful teacher or librarian or 
writer. But this is not true in ever} 
instance, and it is a mistake, one which 
may result in sad disappointment, to as 
sume that culture always can be de
pended on as a satisfactory means of 
livelihQod.

Every young man and every young 
woman in ordinary circumstances 
needs to know how to make a living. 
No amount of higher learning will 
take the place of some skill of hand 
or brain—or both—that can be turned 
to account in earning money.

The increasing attention given to 
mechanical and industrial training in 
our schools is a move in the right di
rection, but as yet it does not meet 
the need fully. This is not intended 
as a slam at our educational system, 
but it has to be ¿omitted that many- 
high school graduates who want to go 
to work at once, are not fitted for any 
employment. Nor can it be denied 
that boys and girls who stop at the 
tenth grade and learn some trade or 
take technical training, are better pre
pared to make their own way at 17 or 
18 than those who have continued in 
high school. Doubtless in some cases 
it is wise to defer the higher educa
tion somewhat in order to gain the 
practical. And let it be made emphatic 
that always it is a serious mistake 
when the practical is neglected too 
long or omitted altogether.

It is a mistake almost equally seri
ous when the other kind of education 
—the higher kind—is neglected. I 
do not hesitate to urge my milliner 
friend to take the course of study, 
even though I can see no way in which 
it will be likely to add a dollar to her 
earnings. She will be well paid for 
her effort, but it will be in satisfaction 
and not in money. The girl who plan', 
to help her father after she graduates 
is not wasting her time in high school. 
Nor is it foolish and absurd for the 
housemother to take up literature if 
she has a taste for it and enjoys it. 
Time spent in study, whether in 
school and college or outside, is lost 
only when, through lack of application 
or natural gift, the mind fails to grasp 
the beauty and meaning of the sub
jects pursued.

If the daily occupation is mechan
ical and monotonous and does not 
stimulate the intellect to healthful 
activity, nothing will add more to 
enjoyment than something in the line 
of real culture. Music may best meet 
the needs of some—others take great 
delight in the amateur pursuit of art 
in some one of its branches. Still 
others may like a language. The 
study of political economy, sociology, 
politics, current events—subjects 
which develop and broaden the mind 
and at the same time have a prac
tical bearing on everyday life—is 
especially good. Time and effort so 
expended constitute an investment 
sure to yield rich dividends—but us
ually not in cash. Quillo.

Desirable, Anyway.
“Can any girl tell me the three foods 

rquired to keep the body in health?”
There was silence until one maiden 

held up her hand and replied:
“Yer breakfast, yer dinner and yer 

supper.”

Worth of Sawdust Learned.
American and Canadian sawmills 

have discovered that the sawdust 
which they have been perplexed how 
to rid themselves of as a worthless 
encumbrance is worth at least $4() a 
ton. In Baltimore a chemist has per
fected a process of extracting gas 
from sawdust, adequate enough to 
supply a city like Ottawa with light 
and heat at 65 cents per 1,000 feet. 
This is thought to portend that around 
the great sawmills, which have been 
emptying their dust into the Ottawa 
River, a variety of new industries sub
sisting on it are likely to grow up.

In Austria, where everything in the 
shape of fuel is being carefully search
ed for, sawdust is impregnated with a 
mixture of tarry substances and heat
ed to the proper tem perature; it is 
then passed over a plate of iron heat
ed by steam, from which a screw- 
conveyor takes it to a press, where 
it is compressed into briquets of the 
required size. The press turns out 
about nineteen every minute, weigh
ing two fifths of a pound each and 
measuring six inches by two and a 
half inches by one and a half inches. 
One Austrian factory alone produces 
about 7,000,000 of these sawdust 
briquets a year.

In Germany there is a bakery that 
turns out 20,000 loaves of sawdust 
bread daily and finds an open market 
for this product. Although this saw
dust bread is intended for consump
tion by horses only, it is claimed by 
the manufacturers that, in case of 
famine, sawdust b rea l would furnish 
a nutritious and very highly satisfac
tory food for human beings. The 
sawdust is first subjected to a process 
of fermentation and various chemical 
manipulations, and is mixed with one 
third of rye flour. I t is then shaped 
into loaves and baked in an oven like 
other bread.

For many years the French have 
extracted coloring dyes from saw
dust. The sawdust, it appears, is 
acted upon by sulphur and caustic 
soda in a furnace. Sulphuretted hy
drogen is liberated in large quantities 
and the vegetable substance, w hat
ever it may be, is rendered soluble in 
water, to which it imparts a strong 
color, varying with the substance em
ployed. These solutions are employed 
as dyes which are fixed by passing 
the fabric through boiling bichromate 
of potash.

His Own Shame.
Robert’s m other’s admonishings to 

her small son generally -ended with 
the words, “I ’d be ashamed of you 
if you did so and so,” and the word 
ashamed; therefore, was constantly 
in his ears.

One day, after he had eaten up his 
little sister’s candy, his mother said 
to him:

“Robert, did you eat D orothy's 
candy when I told you not to?”

“Yes, ma’am,” said Robert in a tone  
of triumph, “and I ’m just as ashamed 
of myself as I can be, so you needn’t 
be ashamed of me at all!”

Good Reason.
“I can’t say I like your new tooth 

paste.”
“T hat’s shaving cream.”

A “ Seasonable Suggestion"
Your customers will 

appreciate

MAPLEINE
That Golden “Mapley" Flavor 

These are days of waffles, 
and “Mapley" syrup made with 
iust sugar, water and Mapleine.
Order from your jobber or 

Louis H itter Go.
1503 Peoples Life Bldg. 

Chicago, III.
CRESCENT MFG. CO. 

Seattle, Wash.

Watson-Higgins 
Milling Co.

Merchant Millers 
Grand Rapids, Michigan

Owned by Merchants

Products Sold Only 
by Merchants

Brands Recommended 
by Merchants

T E N T S

All sizes and prices. Write for catalogue. 
CHAS. A. COYE. INC. Grand Rapida. Mich.

Hartnett Flower Shop
Cut Flower*—Floral Decorations 
Funeral Wreaths and Sprays 

72 N. IONIA. Jast North Monroe 
Both Phones Grand Rapids, Mich.

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

f l

-
g m pnkin

■
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frag*
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Your Trade
Every grocer is entitled to as much 

of his community’s business as the 
quality of his goods and service can 
command. Some get the lion’s share 
— others hang on and just make ex
penses. W hy?

It is largely a question of quality 
and service. Goods that are known 
for their high quality command the 
great bulk of the trade.

N . B. C . advertising has earned 
the message of the best biscuit baked 
to nearly everyone, nearly everywhere. 
A  display of the famous In-er-Seal 
Trade Mark packages is an asset to 
any grocer. People recognize these 
superior products as an indication of a 
quality store and do their regular buy
ing accordingly.

NATIONAL BISCUIT 
COMPANY
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What the Hardware Dealer Can Do 
in November.

W ritte n  fo r  th e  T rad esm an .
By the end of November, the pro

gressive hardware dealer’s Christmas 
campaign should be, not merely plan
ned, but definitely under way. With 
many merchants in this and other 
lines of trade, the Christmas cam
paign opens almost immediately the 
Thanksgiving holiday is past. Some 
merchants may prefer to wait until 
the second week in December; but 
it is now generally realized that an 
early start at the selling end is ad
visable if early Christmas buying is 
to be stimulated.

Throughout November, therefore, 
the hardware dealer must keep one 
eye for part of the time upon his 
Christmas plans. But in addition to 
Christmas planning, there is lots of 
immediate work to do.

For instance, the stove season is 
by no means finished. In fact, a lot 
of people who ought to buy heaters, 
have a habit of holding off until the 
very last minute; and it takes real, 
nippy cold weather to get them mov
ing. The hardware dealer who quits 
pushing is not going to get the lion’s 
share of this last minute business.

Every plumber knows the rush that 
starts with the first cold snap. Every
body has jobs which demand immedi
ate attention. Well, it’s somewhat the 
same with stoves. Therefore, it will 
he worth the hardware dealer’s while 
to put on at least one more good dis
play, and for a few weeks more to 
keep his ranges and heaters well up 
to the front.

If you have any prospects who 
haven’t responded—and of course you 
have—get after them again. A last 
minute personal canvass, if you can 
spare a little time, will pay. You 
might, also, repeat the demonstration 
with which you opened the stove sea
son.

As a clincher, dealers sometimes 
offer premium goods. Quite often 
a set of kitchen ware is offered as a 
bonus on a range sale. In other in
stances some piece of furniture is 
thrown in.

Now, premiums of ar.y sort aren’t 
the best kind of business. The best 
kind of business, in my view, is to 
give the best value you can in return 
for a fair price and a fair profit. The 
dealer who bases his selling upon the 
value of the goods is building upon 
a thoroughly sound foundation.

Nevertheless, there are customers 
who will be caught by a premium 
proposition. I t  is better, however, 
to offer as a premium something apart 
from the regular stock. Then, it 
does not cut into your regular lines 
as were you to offer something you 
regularly handle, such as kitchen ware.

Folks get into the habit of expecting 
you to throw in a bunch of kitchen 
utensils with the range on which you 
have quoted a specific price. If, on 
the other hand, they arc fully stocked 
with kitchen stuff, they’ll w ant to 
beat down your price in consideration 
for their not taking the premium.

Stick to straight business; or, if 
you feel that you must offer a pre
mium, emphasize the time limit and, 
if you can, put up a premium that 
isn’t part of your regular stock.

I have suggested a last minute 
stove canvass. I t does take time, I 
admit, for the merchant to get ou: 
and see people. In some instances 
he can use the telephone to good ad
vantage, at least in finding out if his 
prospect is at home or making an 
appointment.

The shrewd dealer can secure some 
worth while byproducts or consola
tion prizes in such a canvass. H ere’s 
an illustrative incident. A prospect, 
called on by a hardware dealer, posi
tively refused to buy a range.

Said the hardware dealer: “Do you 
need any glass or putty for your storm 
windows? I t’s a good thing to fix 
them up for the winter.”

The order resulting from this sug
gestion was expanded until it includ
ed several dollars worth of stuff. 
If you take time to go out after 
customers and can’t laud them on one 
thing, try  them with another. T hat’s 
the way to get the best results.

A Fix Up for W inter campaign is 
timely about now. There are lots 
of little out of door repairs that 
should be done before things freeze 
up tight. The hardware dealer can 
sell glass and putty, nails and tacks, 
hammers, saws, paint and a lot of 
other incidentals. Close upon the 
out-door fixing up should follow an 
interior brightening up for Christmas, 
when inside finishes, floor finishes, 
wall paints and similar lines will be 
in good demand.

Perhaps it is worth while to get uo 
a circular letter to your regular pros
pect list, discussing these timely lines. 
Many hardware dealeis get out such 
letters every month.

A line tha t’s worth pushing is roof
ing either metal or composition or 
both. Some merchants claim the 
profits in these lines have been cut 
all to pieces by unfair competi
tion. O thers are making money han
dling them. Pushfulnesr can accomp
lish a great deal in the teeth of anv 
and every competition.

The outstanding factor in sales of 
roofing is to let folks know that yon 
have the goods. Handle reliable lines. 
If you want to meet cheap competi
tion, put in a little of a competitive 
line; but put your selling efforts be
hind the good goods that will give

MOLDS

SHINGLES
Reduces Fire Insurance 

Rates
Will Not Ignite from Flying 

Sparks or Brands 
Sold by

All Lumber Dealers

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

G r a n d  R a p id s , M ic h .

Established 1862 Incorporated 1891

Adolph Leitelt Iron Works
ERIE and MILL STREETS 

Grand Rapids, Mich.

Manufacturers and Jobbers

Elevators Special Machinery Lumber Lifts 
Steam Forging Boilers Heat Systems 

Smoke Stacks Factory and Mill Supplies

Foster, Stevens & Co.
W holesale Hardware

e r f

157-159 Monroe Ave. :: 151 to 161 Louis N. W .

Grand Rapids, Mich.

‘The End of Fire Waste”

CO M PLETE A PPRO V ED

Automatic Sprinkler Systems
Installed by

Phoenix Sprinkler & Heating Co.
Grand Rapids, Mich. Estimates Free Detroit, Mich. 

115 Campaii Ave. 909 Hammond BMg.
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satisfaction and help you to make 
more sales. Then, tell people about 
the lines you handle. Newspaper 
space, circulars, display and personal 
solicitation are all factors in getting 
out after the business.

In November, the dealer is well 
advised to make a good start with his 
winter lines. Get people thinking 
ahead of the season, and when goods 
are actually timely they will start to 
move rapidly. In the latter part of 
November, skates, hockey sticks, 
sleighs and similar lines can be shown. 
These appeal to the lovers of out of 
doors. On the other hand, there will 
be an insistent demand for winter 
comforts. If you handle electrical 
appliances, these can be shown to ad
vantage. A reading lamp is a verv 
attractive article to display as the 
long evenings draw on. Then, too. 
curtain rods, ash sifters, coal scuttles 
and kindred lines fit in very nicely.

A “Cosy Evening’’ display will be 
good. F it up a dummy mantel and 
grate at one end of your window. 
W ork in a table and an easy chair. 
On the table put a reading lamp and 
a coffee percolator. Curtains, screens 
and cushions can be added to give 
the room an air of cosy comfort. A 
red light in the grate, and the ligh t
ing of the reading lamp, will add the 
finishing touches.

Oil, gasoline and spirit heaters can 
be advantageously pushed. There is 
often in a house a room that requires 
in real cold w eather a little extra bit 
of heat to make it comfortable. H ere’s 
where the oil stove should fit in. 
More of these devices could be sold 
if hardware dealers realized and took 
full advantage of their opportunities.

In November the retailer will do 
well to push his collections. As a 
m atter of fact, the modern retailer 
watches his credit customers very 
closely from month to month. Now, 
however, is the time to put a special 
push into your efforts. Many retail
ers don’t realize that quite often an 
unpaid account at tlu ir  store will 
help to drive customers elsewhere. 
I t’s a curious tw ist of psychology, but 
a lot of people, having run up ac
counts, will take their cash business 
elsewhere. Offhand, I can’t tell why 
they do it. Get the outstanding ac
counts settled up, and make sure of 
your share of Christmas business.

Christmas goods should be bought 
early. There’s nothing so stimulating 
to early Christmas buying as an ap
pealing display of Christmas goods 
right after Thanksgiving. Indeed, 
some dealers are now putting on pre
liminary holiday displays as early as 
November 10. They say .it pays, and 
I don’t doubt them.

W ith the holiday season coming 
next month, it will pay you to look 
ahead; to plan the details of your 
campaign well in advance; to look 
about for the extra help you need; 
to outline on paper vour Christmas 
advertising and displays. All this 
preparation will save work and worry 
in the rush season, when you have 
no time to spare for such things. A 
Christmas programme mapped out in 
November will help you to secure 
more Christmas business, and to han
dle it with greater facility.

William Edward Park.

Dame Fashion’s Tips to the Motorist.
Sleeveless sweaters, or slip-ons, 

sometimes called “middy sweaters,” 
are greatly favored for motoring. 
They keep the body warm, get rid 
of the extra sleeve bulk and look 
very sm art when the loose coat is 
unbottoned. They come in all of the 
silk, fiber and wool weaves 'in pop
ular c olors. One most attractive 
sweater is the slip-on model, but 
with sleeves, is a hand-knitted Shet
land model in royal purple, having 
collar and cuffs of mouse-gray an
gora wool. The sash is purple, with 
gray worsted tassels on the ends.

Unusual in appearance, even in this 
season of odd hats, is a dark tan 
beaver turban, like those worn by the 
Austrian soldiers. The pointed crown, 
folded over envelope fashion, is 
caught by a beaded military orna
ment, and the facing of old blue velvet 
shows just a line under the edge of the 
close brim. Another odd hat is a 
helmet turban of old blue velvet em
broidered in Arabesque ornaments and 
the half brim, turned up around the 
back, is faced with dull gold galloon. 
Close veils are all that can be worn 
with these hats on account of their 
shape.

Following the fad for Japanese ma
terials, one evening coat for limousine 
wear is made of silver and black 
brocade in the battle of flowers de
sign. The coat is in one of the com
plicated loose draped effects with deep 
collar and cuffs of taupe wolf, and it 
is lined with shell pink crepe de chine. 
The fastenings on the front are frogs 
made of silver and black braid.

One of the latest top coats is made 
of bottle green Bolivia cloth and it 
is lined with Nile green crepe de 
chine. The model is loose, gathered 
into a deep yoke in the back, and the 
fulness in the front is absorbed by 
two deep inverted box pleats. Rac
coon collar and cuffs finish the trim 
ming and the buttons are of dull sil
ver and green metal.

Another pretty coat is of taupe 
velour de laine and has a taupe satin 
lining. The model is gathered into 
a belt in front and falls in two deep 
inverted box pleats in the back. There 
is a band of natural wolf around the 
bottom, and collar and cuffs of the 
same fur.

Leather hats in various shapes are 
chosen for touring wear on account 
of their durability. As one may buy 
them in becoming colors they are not 
as hard and trying to the face as the 
plain black or patent leather were. 
One in an Alpine model of old blue 
leather is simply trimmed with an 
Indian beaded band, the knot at the 
left side having two eagle feathers 
drawn through it.

New Cars at New York Show.
All available exhibition space in 

Grand Central palace, New York, has 
been alloted to exhibitors and there 
is a long waiting list. The exhibition 
space alloted amounts to 112,000 
square feet. Manager Miles is try 
ing to provide space for late 'appli
cants and has employed engineers to 
attem pt the addition of space to the 
palace. This is the first time in the 
history of the National shows that all 
of the space has been filled at the

first drawing. Ten makes of cars 
have been given space on the fourth 
floor, which in former years was de
voted exclusively to accessories. 
There will be shown ninety-eight 
makes of cars, and of this number 
seventeen will make their first appear
ance, being cars that have come into 
the market during the past year.

Her Little Game.
“I think she will make a fine wife. 

I have been calling on her for several 
months now, and nearly always find 
her darning one of her father’s socks. ’ 

“That caught me, too, until I found 
out that it was the same sock.”

Insure Your Tires Against 
Puncture at S1.00 the Car

No one wants to patch or change 
tires in cold, snow and slush and 
it is not necessary. C a r b i d e  
Sealer will instantly and perma
nently seal any puncture of the 
average size and while the car is 
running.
This Sealer will do all any puncture 
cure can do and it costs the least. 
One gallon will treat four 4-inch 
tires. It is easy to apply and it’s 
action is certain.
A good business for at least one 
dealer in each county and partic
ulars and a special proposition if 
you will Address Box 87,

Oden, Mich.

U n  Half aa Much

Champion Motor Oil
as of other Oil 

G R A N D  RA PID S O IL  CO.

USED AUTOS
—My Specialty. Largest S to c k -
Runabouts $65—$350 Touring Cars $150 and up 

Easy T erm s 
W hat have you to trade 

D w igh t’s Used A u to  Ex. 230 Ionia, N .W .

U n it e d  T ru ck s
1 y2 to 6 ton all 

worm drive
United Trucks are the best busi
ness and profit builders a dealer 
can secure. They are standard
ized in construction and are 
capable of performing beyond 
the requirements usually made 
on similarly rated trucks as to 
capacity and endurance.
You will be interested in the particulars 
when you hear about them. W rite, 
wire or visit us personally.

The United Motor Truck 
Company

Grand Rapids, Michigan

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 
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.

N O K A R B O
M O T O R  O I L

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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Absolute Necessity of Getting the 
Price.

The spirit of accommodation is all 
right in its place, but it amounts to 
an offence against your house when 
you take the liberty of displaying it 
at the firm’s expense. I t  is easy to 
be generous with other people’s re
sources, unless your character is free 
from kinks. Price-cutting is charac
ter weakness. Did you ever think 
of it in that light?

W hat right have you to reduce the 
price of another’s goods purely of 
your own volition?

No more right than you have to 
go behind the cashier’s desk, put your 
hand in the money-drawer, and take 
out the same amount you lop off in 
a cut price and give to a customer.

Sounds severe, does it not? I t is 
the truth. Truth hurts sometimes, 
but when it hurts most it does the 
most good.

You are paid to sell goods at a 
profit.

The Sheldon definition of salesman
ship is the best I have ever heard—

“Power to persuade people to pur
chase at a profit.”

Not simply to purchase, but to pur
chase at a profit.

Your salary is based upon a percent
age of your sales, plus traveling ex
pense. W hen you cut prices, this per
centage does not fluctuate with your 
cuts. It goes on just the same 
whether you are steady on prices or 
not. The basis of profit to you re
mains the same. If your house fixes 
the percentage on the profits of your 
sales instead of the actual sales, that 
is a different proposition. T hat is the 
safest and surest remedy for price- 
cutting: it makes the fiddler dance to 
his own music.

The house employing many sales
men without a profit-figuring depart
ment is like a steam boiler without a 
safety-valve.

Strange as it may seem, salesmen 
who have enjoyed the widest liberty 
in the conduct of their firm’s affairs 
abroad, and whose basis for salary 
has been changed from net sales to 
profit on sales, decidedly prefer the 
latter method. I t leaves no gaps in 
the selling-fence through which the 
salesman is tempted to wander into 
by-paths. It is always easier to keep 
your mind on one object than on a 
dozen. W hen that object is the sale 
of goods at a profit, it is easier of 
accomplishment with the course posi
tively defined. The man is yet undis
covered who can successfully watch 
all the attractions going on at once 
in a five-ring circus.

If. however, your house is still op
erating on the old plan of percentage 
on sales, and there is no limit to your 
latitude (don't put the coat on, now,

unless it fits: this article is intended 
for that class of salesmen for whom 
instructions have but little restraining 
influence), stop for a moment to con
sider your house. It pays you your 
salary. It is the head of the business 
family of which you are a member. 
True, you could go elsewhere and se
cure a position—almost any one could. 
That is the meanest argum ent you 
could use. The question is. Have 
you no .filial business regard for the 
head of your business family?

Why, of course! Down in the in
ner recesses of your sterner nature 
you know you have, only you have 
not stopped to think of it in that 
light. Show it, then, by quitting the 
price-cutting habit.

You would not lift your hand 
against the safety and maintenance of 
your own father’s household, would 
you? \ \  hy do you do it. then, against 
the home of your business family? 
When you compare the two cases 
there is not much difference.

You have some pride, have you not? 
\ \  ell. then, if you don’t want to be 
known to the father and brothers of 
your business family as a weakling, 
constantly requiring care and watch
ing. quit that habit of price-cutting. 
S tart in to hold up your end in sup
porting that family, in place of being 
a drag on it.

Every time that you take a liberty 
that you have no business to take, 
some one suffers for it. W hen you 
fail to do your part in keeping up the 
profits of your house, your brother 
salesmen have to carry the load you 
have imposed upon them by your lack 
of sense of obligation.

The most justifiable kick any sales
man ever makes is when another sales
man in his house cuts the price, while 
he remains firm. If you want the 
privilege of being a “special rights” 
member of the family, you ought to 
be willing to pay for it.

My first business venture was the 
establishment of a house that traveled 
ten men. O ur capital was limited, 
and we could not afford to make many 
mistakes. But in our desire to get a 
foothold, we allowed our salesmen a 
considerable degree of latitude the 
first two or three years. Finally we 
were obliged to call a halt. The cut
ting of prices was ruining our busi
ness. We took the men aside one 
day and explained matters, asking 
their support in refusing to cut prices 
any longer. Our best men stopped the 
practice at once, but there were three 
or four weaklings on the staff, who 
thought the request was a joke, and to 
correct these it became necessary to 
make .a positive rule that all sales
men cutting prices would be charged 
with the difference.

The rule worked splendidly, and our 
sales increased. All but one man fell 
into line. He was the tail-ender on 
the force, and a little, nervous, over
anxious fellow, as methodical as an 
eight-day clock about everything ex
cept getting the price. T hat worried 
him.

Two days after the new rule went 
into effect he sent an order in with 
several cut prices. On the face of it. 
there was no earthly reason for his 
action, as the quantities were all small 
and the prices shaved just a little all 
down the line. These cuts amounted 
to eight dollars in all. We immed ate- 
ly authorized the cashier to debit his 
personal account with that amount 
and to deduct it from his next pay- 
check.

W hen our star cutter received his 
check minus the eight dollars, he got 
very mad and came in from a near
by town to tell us so. As soon as he 
arrived we told him to save his breath: 
that we knew what he had come in to 
tell us: that our profits were involved, 
not his, and we would do the talking.

In language that he managed to 
comprehend at last, he was informed 
that the rule would stand—the eight 
dollars that he had taken from us and 
donated to his customer would not be 
refunded; that we w'ould add to it 
the amount of his railroad fare from 
the town he had run in from and back 
to the next one; that he would be 
docked for the time lost while in the 
house and en route: that it was cost
ing him money every minute he re
mained: and if there was any doubt 
left in his mind that we meant busi
ness, and he still wanted to deliver 
himself of that kick he had brought in 
with him, that we would accept his 
resignation then and there and put a 
man in his place from among the 
dozen young fellows in the store who 
were waiting and anxious to fill it, 
and who would obey instructions.

T hat settled it with him. He tu rn
ed red in the face, a lump came up in 
his throat, he swallowed it along with 
his conceit and with whatever it was 
he had some in to tell us, reached for 
his hat, picked up his grip, set it down, 
and extended his hand, simply say- 
ing, “Thank you. I can get the price,” 
and was gone. We never had any 
more trouble with him. and he did 
net lose his trade either.

W alter D. Moody.
Copyrighted 1907.

The Cushman Hofei
P E T O S K E Y  

The Leading Hotel of

Northern Michigan
One day LAUNDRY SERVICE 

Send your soiled linen by parcel post
Make the Cushman your headquarters 

while working this entire region
$2.50 and up

American Plan A ll Meals 50 Cents
W . L. M cMANUS, JR ., P rop .

The Hotel Geib
Eaton Rapids, Mich.

L. F. GEIB. P ropr.

AMERICAN PLAN

Artesian Water Steam Heat 
$2 Per Day

Sample Room in Connection

O UR POLICY
I&, T H E  S U B S C R I B E R  BE P L E A S E D

The 15,321 Telephones in the Grand Rapids 
Exchange, an increase of approximately 
1,000 each year, without direct solicitation, 
proves our policy a good one.

CALL CONTRACT DEPT. 4416.

Citizens T elephone Company
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Pickings Picked Up in the Windy 

City.
Chicago, Nov. 6—Thomas C. Den- 

nehy has purchased from Frederick 
R. Barnheisel, the land and ten-story 
building at 616 to 622 Michigan av
enue, 80 x 172 feet, 80 feet north of the 
Blackstone Hotel, for a consideration 
understood to be $1,300,000. This is 
the largest sale of the year. The 
ground belonged to the estate of the 
late H etty H. R. Green and was leas
ed by her to John D. Murphy for nine
ty-nine years from April 1, 1912, at an 
annual rental of $15,000 for the first 
five years, $20,000 for the second five 
years, $28,000 for the succeeding th ir
ty-nine years and $35,000 for the re
mainder of the term. This lease was 
subsequently sold by Mr. Murphy to 
Mr. Barnheisel for $105,000 and he 
erected the present building. The 
lease provided that should Mrs. Green 
at any time receive a bona fide offer 
for the purchase of the fee she should 
first submit the property and the of
fer to the lessee and give him the 
privilege of buying it within thirty 
days at the same price and upon the 
same terms and conditions.

Recently the estate of Mrs. Green 
received an offer of $665,000 for the 
fee in the land and accordingly noti
fied Mr. Barnheisel and it is under this 
right that Mr. Dennehy secures title 
to the land. Deeds from Mrs. Green’s 
estate to Mr. Barnheisel and from the 
latter to Mr. Dennehy were passed 
to-day. The contract of purchase pro
vides that Mr. Dennehy may takb 
over the lease and building on the 
land within thirty  days from date.

The building is a ten-story struc
ture, is sufficiently substantial to carry 
six additional stories. The facade is 
very ornate and it is altogether a 
very attractive structure. I t is said 
that the building is about 85 per cent, 
rented and pays under the present 
rentals considerably over 6 per cent, 
net on the purchase price and when 
fully rented will yield a very hand
some return on the investment.

The Grant Park frontage of Michi
gan avenue—a little over a mile in 
extent from Randolph to Twelfth 
streets—is already established as one 
of the most attractive thoroughfares 
in the world. This is due to the park, 
the view of Lake Michigan, and the 
many beautiful and attractive im
provements which line it. Many com
petent judges of real estate values 
predict for this frontage the highest 
prices of any street in this city. It 
is the face of Chicago to strangers. 
The widening of Twelfth street, now 
in progress, the erection of the Field 
Museum now under way, the proposed 
Union Station at Twelfth street and 
the lake, which will be as handsome 
as any railroad station in the world, 
will, in the opinion of experts result 
in extremely high prices for frontage 
in this vicinity.

The widening and improvement of 
Michigan avenue northward to connect 
with the Lake Shore Drive, legal pro- 
ceed ngs to provide for which are now 
in progress,, will mean that Michigan 
avenue not only in the opinion of the 
Chicago Plan Commission, but of 
many people of wide vision, will then 
carry the heaviest traffic of any street 
in the world.

The growth of the telephone busi
ness is such that the W estern Electric 
Company is about to construct a 
building to contain 300,000 square feet 
of floor space, comprising an addi
tion to the telephone apparatus shop 
at Hawthorne. The contract for the 
masonry has just been awarded to 
James Shedden & Co. I t may be de
fined either as four new buildings, or 
one structure five stories high, 1,100 
feet long and sixty feet wide. The 
buildings will be of steel and brick 
with structural floor arches and will 
be entirely fireproof. The sash will 
be of steel to give the maximum of 
light. Excavating is now being com
menced with a view to its completion 
July 1. The cost of the building will 
be $700,000. The company now has at

Hawthorne sixty-eight buildings of 
the most modern and substantial type 
of construction.

As the time draws near to election 
in the city of Chicago it looks very 
much as though it would take the 
whole police department as well as 
special sworn-in deputy sheriffs to 
keep peace in the family. Each side 
seems to think the other side is going 
to be crooked.

The most freakish political adver
tisements have been parading around 
the loop of late. This goes to show 
that Chicago is an over grown village.

The high cost of living has now 
gotten into men’s clothing, hitting 
such wearing apparel as shirts, neck
ties, socks, collars, underwear, suits 
of clothes, overcoats and shoes. All 
of the above have advanced in price 
from 15 to 50 per cent.

It is planned by the city govern
ment to make Chicago the best lighted 
city in the world. To carry this out 
it will take an appropriation of about 
$2,226,100. It is planned in building 
this lighting system to so arrange the 
poles that they will be unclimbable 
by children. The reason for this is 
that there are a great number of chil
dren who lose their lives during the 
year, climbing electric light and tele
phone poles.

Cupid is making gains. In Cook 
county during October the gain w a s  
320 over one year ago October. The 
total number of marriage licenses is
sued last month was 3,203.

Automobile licenses issued in 
Illinois since January 1, 250,000.

Anyone venturing out of the house 
in Chicago last Saturday would ima
gine he was on the Mexican border 
trying to defend himself from aggres
sive Mexicans. The reason for this 
was that there were ten different so
cieties selling tags on the street, all 
at the same time, so that a person, if 
inclined to be generous, had a differ- 
ent star or badge hanging to each 
button. The w riter is in favor of 
charity, but charity of this kind and 
collected in this way where it becomes 
a nuisance, is out of place and there 
should be a stop put to it. Again, it 
is possible, owing to loose business 
condition, for some people inclined 
to be crooked to get in on a little of 
this easy money.

One of Chicago’s visitors last week 
was G. J. Johnson of the G. J. John
son Cigar Co., Grand Rapids. Mr. 
Johnson, after spending a few hours 
in Chicago, left for Cincinnati, return
ing to Grand Rapids some time Tues
day, Nov. 2. Charles W. Reattoir.

Hopes to Round Out Fifty Years.
Grand Rapids, Nov. 6—I have read 

with a great deal of interest every 
page of your thirty-third anniversary 
edition of the Tradesman—interesting 
reading, every article, I cannot file 
this issue for preservation without ex
tending to you my congratulations 
on your thirty-three years of merited 
success, also my sincere wish that yon 
may be permitted to realize the wish 
expressed on the editorial page, that 
you may round out fifty years of pub
lication of your excellent paper.

Incidentally, I remember well when 
the Tradesman was established. I was 
a small lad working in a grocery store 
up in the Northern Michigan woods 
at the time. The next year I began 
my life work in the telephone busi
ness, so perhaps we may close our 
business careers not so very far apart, 
for I, too, hope to make it fifty years 
before I balance the book.

Charles E. Wilde.
V. H. McKee has purchased the 

grocery stock of J. & W. Cooling, at 
109 Gold street. Mr. McKee comes 
from Homer with the reputation of 
being a first-class grocer. He took 
possession Nov. 1.

Josh Billings says, “I t ’s better to 
know nothin’ at all than so much that 
ain’t so.

TREES.
W ritte n  fo r th e  T rad esm an .
N o t s im ply  th in g s  of g ro w in g  wood.
B u t it  seem s th e y  un d ers to o d  
W h a t to  do, a n d  how to  grow ,
T h ey  b e au tify  th e  w hole w orld  so.

T ree s  a re  m ore th a n  w h a t th e y  seem .

In  th e  fo re s t’s  coolest sh ad e  
W h ere  th e  soil from  leaves  is m ade  
F rom  th e ir  m old tim id  o rch id s  grow  
W hich  m ake  th e  w orld  w onder so.

T ree s  do m ore th a n  w h a t th e y  seem .

In  o u r o rch a rd  g ro w in g  fa ir  
A re m an y  k inds  of f ru it  m ost ra re , 
T h e re  w e in su m m er love to  go,
T hey  sa tis fy  th is  old w orld  so.

T ree s  g ive m ore th a n  w h a t th e y  seem .

W hen  th e ir  b ra n c h es  to w ard  th e  sky  
N e st tin y  b ird s  u n til  th e y  fly 
M aking  hom es fo r squ irre ls , too, 
S h e lte rin g  th e  w ild w orld  so.

T ree s  m ean  m ore th a n  w h a t th e y  seem .

W h en  a t  n ig h t I  lay  m y h ead  
’N e a th  th e  p ine  tre e s —quieted ,
By th e ir  song, a s  w inds ra g in g  blow 
My tired  w orld  a  d e b t does owe.

T ree s  b rin g  m ore th a n  w h a t th e y  seem .

W hen  th e y  th e ir  course  h av e  run ,
N o longer grow  w ith  su m m er’s  sun  
T h ey  g ive th em selv es  fo r  fireside  glow  
B rin g  th e  cold w orld  co m fo rt so.

T ree s  y ield m ore th a n  w h a t th e y  seem .
C h arle s  A. H e a th .

Half Century Not Long Enough.
Thirty-three years ago, E. A. Stowe 

launched the Michigan Tradesman in 
Grand Rapids. For the first issue he 
was editor, business manager, circulation 
manager, and compositor. The Michigan 
Tradesman in those days consisted of a 
small sheet, little more pretentious than 
a handbill. It was mailed gratis to a 
select list of business men whom the 
editor believed would be interested. Not 
until he had demonstrated that his paper 
had a real value did he put a price on 
it. From that day, some six months 
after its birth, all subscriptions have 
been paid and they now total some 10,- 
000 subscribers. Last week’s copy of the 
Tradesman consisted of 100 pages, in
cluding specially written articles by 
leading men of Grand Rapids in various 
forms of business activity. It was prob
ably the finest issue of the magazine 
turned out in the third of a century dur
ing which Mr. Stowe has occupied the 
editorial chair.

Michigan Tradesman wields a com
pelling influence on its readers. Prob
ably half of them .are known personally 
to the editor. They know him to be 
eminently fair and just, but never-the- 
less the arch enemy of tyranny in any 
form, the champion of mercantile, com
mercial and individual freedom and the 
relentless prosecutor of cheats and 
frauds. From the first he took a stand 
against booze. “The temperance ques
tion has invariably been discussed solely 
from a business standpoint,” as he says, 
“on the theory that liquor drinking and 
business are incompatible and that the 
sooner all forms of liquor drinking are 
abolished the better it will be for all 
concerned.”

Every reader of the Tradesman will 
sincerely pray that Editor Stowe may 
see his dearest wish gratified. That he 
may round out a full half century in the 
service of the merchants of the Middle 
West. But if he lives to see that day, 
they probably will disagree with him 
that the time, even then has arrived for 
him to retire.—Ludington News.

Recent Changes in Michigan Banks.
D etroit—Directors of the National 

Bank of Commerce at their meeting 
Monday authorized the transfer of 
$250,000 from undivided profits to sur
plus account. This addition gives

the bank surplus of $750,000, with 
capital stock of $1,000,000, and is un
derstood to leave approximately $150,- 
000 in undivided profits.

Grand Ledge—The new quarters 
of the Grand Ledge State Bank are 
now occupied, the transfer being made 
by the staff, last week. The mahog
any wood work, the decorations and 
the lighting system present a hand
some appearance.

Benton H arbor—The long contested 
case of the City vs The BentonHarbor 
State Bank, in which the Bank was 
charged with violating a city ordinance 
by posting advertising in ink on the 
entire side walk links of the city, cul
minated in an acquittal. Cashier M. 
P. Resch was his own lawyer. His 
defense was that he had taken pre
cautions to get the permit from two 
former city attorneys who were called 
to the stand, and from the Mayor, D. 
B. Sutherland, a stockholder in the 
Bank.

Alma—Ray Tomlin, book-keeper 
with the First State Bank of Alma, re
signed his position several days ago 
to accept a position tendered him by 
the Republic M otor Truck Co. and 
he is now at work in the offices of 
that corporation.

Up Against the Real Thing.
Old Reed City residents will be in

terested in the last issue of the Michi
gan Tradesman, which is published by 
E. A. Stowe, a former resident of this 
place.

The issue in question was known as 
the third of a century edition and sur
passed anything in a trade journal ever 
attempted in Michigan. It contained 100 
pages which are not only teeming with 
the trade news of the day, but contain
ed a large number of “write-ups” which 
are of interest to all.

Mr. Stowe has the distinction of hav
ing the only trade journal in the world 
which has been published thirty-three 
consecutive years without change of 
ownership, editorship or business man
agement. When he started the publica
tion he could buy the paper for it for 
a song, so to speak, but to-day he is up 
against the real thing. For instance, 
two years ago he could buy a carload 
of paper for $2,100, while now he has to 
pay $6,600 for the same thing. This is 
why he makes an announcement of the 
subscription price increase from $1 to $2. 
—Reed City Herald-Clarion.

None Other Like It.
The Michigan Tradesman has round

ed out a third of a century under the 
management of its able and distinguish
ed editor, E. A. Stowe. The issue em
braced 100 pages. There is no other 
trade paper in the world with such a 
record. Mr. Stowe’s personal ambition 
is to be at the helm for seventeen years 
more, making it an even fifty years. 
Here’s hoping his life will be spared 
to. do it.—Otsego Union.

The retailer who handles unknown 
or unfavorably known products is 
handicapping his store both in im
mediate sales and in prestige in the 
community.

Promises in politics are just like 
doughnuts; when the outside is off, 
the hole is gone.
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M ichigan B oard of P h a rm acy . 
P re s id e n t—E . T. B oden, B ay  C ity. 
S e c re ta ry —C harles  S. K oon, M uskegon. 
T re a s u re r—G eorge F . S nyder, G rand  

R apids.
O th e r M em bers—L eonard  A. S eltzer, 

D e tro it; E llis E . F a u lk n e r, D elton.
N ex t M eeting—G rand  R apids, Nov. 21, 

22 an d  23.

M ichigan S ta te  P h a rm a c e u tica l A sso
c ia tion .

P res id e n t—C. H . Jo n g e jan , G rand  
R apids.

S e c re ta ry —F . J .  W h ea to n , Jack so n . 
T rea su re r—Jo h n  G. S tek e tee , G rand  

R apids.
N ex t A nnua l M eeting—G rand  R apids, 

J u n e  19, 20 a n d  21, 1917.

M ichigan P h a rm a c e u tic a l T rav e le rs ’ A s
socia tion .

P re s id e n t—F red  L. R aym ond, G rand  
R apids.

S e c re ta ry  an d  T re a s u re r—W a lte r  S. 
L aw ton , G rand  R ap ids.

The Drug Market.
Business in drugs and chemicals 

showed the usual week-end shrinkage 
on Saturday and the market had a quiet
er appearance. A number of changes 
were reported in prices. The opium sit
uation lacks new features, the market 
being firm at the advance previously 
noted. Salicylic acid, methyl salicylate 
and sodium salicylate are lower in sec
ond hands owing to an absence of de
mand of importance and keener com
petition among holders. Powdered lic
orice extract and powdered guarana are 
higher on a decrease in supplies. The 
essential oils are well maintained as a 
rule, but citronella and rose are available 
at lower prices. Higher prices are de
manded for Valencia saffron flowers, 
gum arabic and rose leaves. Tinnevelly 
senna leaves are easier, influenced by an 
increase in supplies. Gentian root is 
shaded. Among the seeds caraway and 
flax are higher, while celery is easier. 
A further advance occurred in perman
ganate of potash and powdered salam- 
moniac. Cochineal is obtainable at con
cessions. Shellac is again reported high
er in Calcutta and the market here is 
stronger.

No new features have developed in 
the opium situation. The enquiry from 
consumers continues light, but the mar
ket retains a firm tone and previous 
prices remain in effect. Gum is quoted 
by leading importers at $12 per pound 
and powdered and granular at $13.

Powdered licorice extract is in small 
supply and prices have been advanced 
to 45@50c per pound.

Grains of Paradise are scarce and a 
sale was reported at $1.65 per pound, 
showing a further advance.

Caramel color has been advanced 10c 
a gallon by manufacturers.

Powdered guarana is stronger owing 
to a decrease in supplies and prices have 
been advanced to $1.40@1.50 per pound.

Insect powder has been revised down
ward to 30@43c per pound for No. 1.

Menthol continues quiet and easy at 
$3@3.10 per pound.

Interesting Compilation of Color 
Tests.

Some years ago the writer made a 
compilation of color tests of thirty-five 
alkaloids and eighteen other organic 
compounds. In doing so it soon became 
evident that authorities differed widely 
in the statement of the color produced 
by a given reagent on a given com
pound. Recently I have been checking 
over these tests and have come to the 
conclusion that the following conditions 
will account for the variation.

1. There is a great difference in eye
sight and in the power to distinguish 
colors and shades of colors. What 
looks like a certain color to one person 
will resemble another color to a differ
ent observer. This defect in some peo
ple amounts almost if not entirely to 
color blindness.

2. There is no recognized standard 
adopted by chemists with which to com
pare colors. A certain color can be 
called a violet-red or a red-violet and 
both be correct. It is difficult to dis
tinguish the shades, for instance, as 
they pass from yellow through orange 
to browm, and it is still more difficult 
to describe them so that another person 
will catch them. It is to be regretted 
that there seems to be no convenient 
standard available for small laboratories 
so that one writer in describing a color 
could call it by the name and number of 
the standard color with which it agrees. 
The only book of which the writer 
knows gives about 4,000 shades and 
costs $8. A few charts with perhaps 
100 to 200 colors would be of great 
use, provided the colors could be made 
permanent.

3. The impurities occurring in alka
loids and other compounds will account 
for some variation. Principles as ob
tained from drugs and preparations in 
analytical work are frequently contam
inated with foreign matter or are mix
tures of several principles, as in case 
of sabadilla or pomegranate alkaloids. 
These impurities may modify the color, 
entirely cover it up, or destroy it. In 
some cases, as with digitalis glucosides 
or aconite alkaloids, manufacturers put 
up different compounds under identical 
names. Moreover, some chemicals 
change on keeping and give different re
sults, as apomorphine and apocodeine.

4. Reagents sometimes have impuri
ties in them which modify the colors, 
as iron or nitric acid in sulphuric acid.

5. Several reagents are made up with 
sulphuric acid as the solvent. Sulphuric 
acid being so hygroscopic, it will contain 
variable amounts of water. If the con
tainer of such a reagent is opened fre
quently for a week, enough water may 
be absorbed so that no color is obtained 
when there should be one. Reagents, 
like Froehde’s formaldehyde in sulphuric

acid, or ammonium selenite in sulphuric 
acid, should be made up frequently.

6. The variation in strength of re
agents may give different results. Some 
workers in making up Froehde’s reagent 
use 0.05 Gm., others 0.1 Gm. up as high 
as 1.0 Gm. for every 10 Cc. of sulphuric 
acid.

7. The actual amount taken of the 
compound being tested, the amount of 
the reagent applied, and the proportion 
of reagent to the compound in certain 
cases cause a variation. Occasionally 
where the weight of the compound is 
directed, it is so much larger than it is 
possible to get in commercial analysis, 
the test is of but little value.

8. The order of mixing, whether the 
reagent is added to the compound or the 
compound to the reagent, which is in 
excess, may cause some variation.

9. On adding a reagent the color 
produced may be permanent, or it may 
change slowly, requiring several minutes 
or even hours, or it may change very 
rapidly. The amount of substance being 
tested will often cause a variation in the 
time required for the change. Different 
workers may catch these colors at differ
ent stages of change. In analytical 
work it is impossible to use the same 
amount of substance each time or as 
the original test called for.

10. Some tests require the applica
tion of heat. The degree of heat and 
the rapidity with which it is applied in 
some cases causes a variation.

Since we must depend so largely on 
color tests for the identification of al
kaloids and some other organic com
pounds, it is unfortunate that so many 
factors must be considered. To elim
inate those as far as possible I would 
suggest to those who report results from 
color reagents: That they test the re
agents used; that they state the strength 
of the reagent; that the reagent be add
ed to the compound being tested, or if 
any other order be followed, it be so 
stated; that the amount of substance 
being tested be small, approximating 
what might be expected in making an 
analytical examination; that the amount 
of reagent added be one or two drops 
from a small stirring rod or dropper, 
unless otherwise stated; that if heat is 
to be used, the mixture of substance and 
reagent be placed on a bath in which 
the water is already boiling; that the 
name of the manufacturer of the alka
loid be given, where there is any doubt 
as to ifs purity.

E. A. Ruddiman, Ph.C., M.D.

O pportunity  
of a Lifetime

To buy a long-established, 
steady, nearly cash busi
ness, comprising stock of 
Drugs, Books, Stationery, 
Wall Paper and Photo Sup
plies. including A. D. S. 
Agency stock, in a room 
24 x  100 feet in dimensions, 
well lighted, with fine base
ment. Central location on 
main street. An unusual 
opportunity for druggist or 
doctor to increase an al
ready good business.
Stock and fixtures will in
ventory about $8,000. W ill 
sell at inventory less dis
count for cash or part cash 
and bankable paper.

George D. Van Vranken 
Cadillac, Mich.

K eeley
Treatm ent

Don’t Despise the Drink
ing M an-H elp Him

Don't kick a man because he 
is 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.

“ Made of purest hops and malt — 
Guaranteed without a fau lt.”

For Sale by all Wholesale Druggists

Satisfied Customers
are the foundation of our business

Good Merchandise and Prompt Service
have strengthened this foundation

Heystek & Canfield Co.
Jobbers of

W all Paper — Paints — Factory Supplies

mailto:1.40@1.50
mailto:3@3.10
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Stock Feeding Stuffs Analyzed and 

Described.
From Pennsylvania comes a State 

report which is of notable value and 
interest to feeders of horses, cattle, 
hogs and poultry, and to the manufac
turers of stock feeding stuffs. I t is 
a volume of 275 pages, made up, for 
much the greater part, of tables which 
show the constituent elements of sam
ples examined. No less than 778 pro
prietary and miscellaneous mixed 
feeds are reported on, with every de
tail necessary for a complete under
standing of the nature and value of the 
commodity. The bulletin covers a 
year’s work of Chief Chemist James 
W. Kellogg and his assistants, and the 
results are commendable from every 
point of view'. It is doubtful if the 
edition printed is large enough to sup

ply the host of breeders and producers 
of feeding stuffs who should possess 
the book, and an early application is 
suggested. The volume is entitled 
Bulletin No. 280, Feeding Stuffs Re
port, 1915.

Rambling Route of the Bee.
According to a well known apiarist 

if a bee finds a suitable patch of flow
ers by following a ziz-zag course of 
exploration, it will seek it again by the 
same devious route, and not in a 
straight line from the next. Thus he 
found that certain bees coming to 
visit a hollyhock in his garden al
ways came over the wall some twenty- 
five yards to one side of the flower in
stead of directly opposite. They were 
following the devious route by which 
they had first found the flower.

AVOID DELAY A N D  DISAPPO INTM ENT
GET YOUR ORDERS IN /VOW FOR

PUTNAM FACTORY Grand Rapids, Michigan
Distributors for Western Michigan

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, W riting Sets,
Collar Bags, etc., Toilet, Manicure and 

Military Sets
Smoker’s Articles, General N ovelties 

Cut Glass
Stationery, Books, Bibles, Games

Hazeltine & Perkins Drug Go.
Wholesale Druggists Grand Rapids, Michigan

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day ot issue

B oric  (P ow d.) . . , 17® 25
B oric (X ta l) ___. 17 @ 25
C arbolic  ............... 72® 76
C itric  ..................... . 81® 85
M u ria tic  ............... 2%@ 3
N itric  ................... 7%@ 10
O xalic ................... 80® 90
S u lphuric  ............. 2%@ 3
T a rta r ic  ............... 82® 85

A m m onia
W ate r , 26 deg. . . 8 @ 12
W a te r , 18 deg. . . 5%@ 9
W ate r , 14 deg. . . 4%@ 8
C arb o n ate  ......... 14 @ 16
C hloride ............. 16 @ 35

B alaam s
C opaiba ............... 1 00@1 40
Fir (C an ad a) . .  1 25@1 50 
F ir  (O regon) . .  40® 50
P e ru  ...................  4 50@4 75
Tolu .......................  60® 80

B erries
Cubeb .................  70 @ 75
F ish  ...................  15 @ 20
Ju n ip e r  ............... 8 @ 15
P rick ley  A sh . . . .  @ 30

B a rk s
C assia  (o rd in a ry ) 25@ 30
C assia  (Saigon) 90@1 00 
E lm  (pow d. 35c) 30® 35
S a ssa fra s  (pow. 35c) @ 30
Soap C ut (pow d.)

35c .......................  23® 25

E x tra c ts
L icorice ................. 38® 40
Licorice pow dered  50® 55

F low ers
A rn ica  ................. l  20@1 40
C ham om ile  (G er.) 80® S5 
C ham om ile (R om ) 55® 60

G um s
A cacia, 1st ........... 50® 60
A cacia , 2nd ......... 45® 5G
A cacia, 3rd ........... 45® 50
A cacia, St»rts . . .  25® 30 
A cacia, pow dered  40® 50 
Aloes (B arb . P ow ) 30® 40 
A loes (C ape P ow ) 20® 25 
A loes (Soc. P ow .) 40® 50
A safo e tid a  . . . .  1 00@1 10 
A safoetida , Powd.

P u re  ...............  i  15®1 25
U. S. P . Pow d. 1 30@1 50

C am phor ............... 95@ 98
G uaiac  ...................  40® 45
G uaiac, pow dered  50® 55
K ino .......................  70® 75
Kino, pow dered  . .  75® 80
M yrrh  ...................  9  40
M yrrh , pow dered  ® 50
O pium  ............. 13 75@14 00
Opium , powd. 15 00@15 20 
Opium , g ran . 15 00@15 20
Shellac  ................... 45 @ 50
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

L eaves
B uchu .................  l
B uchu, pow dered  1
Sage, bulk .............
Sage, Via loose . .  
Sage, pow dered  . .
Senna, A lex  .........
S enna , T in n ...........
S enna, T inn . pow. 
U va  U rs i ...............

75@1 85 
85@2 00 
67® 70
72® 78 
55® 60
70® 75 
42® 50 
60® 55 
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
Alraouds, Sw eet,

t ru e  ................. 1 25@1 50
Almouds, Sw eet,

im ita tio n  ........... 65® 75
A m ber, c ru d e  . .  2 00@2 20 
A m ber, rec tified  3 00@3 20
Anise ................... 2 00® 2 25
B erg am o n t . . . .  8 00@8 20
C ajep u t ............. 1 35® l  60
C assia  ...............  2 25@2 60
C as to r ................. l  40® 1 55
C ed ar L ea 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 30@1 40
C ro ton  ............... 1 50@1 80
Cupbebs .............  4 25@4 50
E igeron  .............  1 76@2 00
E u ca ly p tu s  . . . .  1 00® 1 25
Hem lock, p u re  . . . .  @1 00
J u n ip e r  B errie s  10 50@10 75 
J u n ip e r  W ood . .  2 00 @2 20
L ard , e x tra  ........... 95® 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 25
L inseed , boiled bbl. @ 93
L inseed , bid. le ss  98@1 03 
L inseed , raw , bbl. @ 92
L inseed , raw , le ss  97® 1 02

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@l 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 25@2 50 
P ep p e rm in t . . . .  3 2S@3 50 
Rose, p u re  . . .  18 00@20 00 
R osem ary  F low s 1 50@1 75 
Sandalw ood, E .

1.......................  11 50@11 75
S a ssa fra s , t ru e  1 25@1 45 
S a ssa fra s , a r t if i’l 50® 60
S p ea rm in t ......... 2 75@3 00
S perm  .....................  95@1 05
T an 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 in te rg reen , sw eet

b irch  ............... 4 00@4 25
W in te rg reen , a r t  2 15® 2 30
W orm seed  ......... 3 50@4 00
W orm w ood . . . .  3 75@4 00

P o ta ssiu m
B icarb o n ate  . . . .  1 90@2 00
B ich ro m ate  ........... 60® 65
B rom ide ........... 1 80@2 00
C arb o n ate  ......... 1 60@1 75

pow dered  ........... 60® 65
C h lo ra te , g ra n ’r  80® 85
C h lo ra te , x ta l  o r

pow d.......................  75® 80
C yanide ................. 50® 60
Iodide ............... 4 30@4 40
P e rm a n a g a n a te  2 60@2 75 
P ru ss ia te , yellow  @1 50
P ru ss ia te ,  red  . . . .  @3 50
S u lp h a te  ................  @1 10

Roots
A lkanet ................... 90@1 00
Blood, pow dered  20® 25
C alam us ............... 50@3 50
E lecam pane , pw d. 15® 20 
G en tian , powd. 38® 45
G inger, A frican ,

pow dered  ........... 20® 25
G inger, J a m a ic a  30® 35 
G inger, J am a ica ,

pow dered  ........... 30® 35
G oldenseal pow. 7 50@7 70 
Ipecac, powd. . .3  25@3 50
L icorice  ............. 32Vs® 35
Licorice, powd. . .  28® 35
O rris, pow dered  30® 35
Poke, pow dered 20® 25
R h u b arb  ................. 75® 1 00
R hubarb , powd. 75@1 25
R osinw eed, powd. 25® 30 
S a rsap a rilla , H ond.

g round  ...............  55® 60
S a rsa p a r illa  M exican,

g round  ............... 25® 30
Squills ................... 36® 40
Squills, pow dered 40® 60
T um eric , powd. 13® 20
V alerian , pow d. 70® 75

Seeds
A nise ...................  20® 25
A nise, pow dered  @ 25
Bird, I s  .................  @ 10
C an a ry  ...................  8® 12
C araw ay  ................. 40@ 45
C ardam on  ........... 1 80@2 00
C elery  (Pow d. 40) 30® 35
C orian d er ...............  10® 18
D ill ...........................  25® 30
F en n e ll ................. @ 76
F la x  .......................  5%@ 10
F lax , g round  . . .  5%@ 10 
F oenugreek , pow. 10® 15
H em p .....................  8® 12
Lobelia ................... 40® 50
M u sta rd , yellow  19® 25 
M u sta rd , b lack  ..19®  25 
M ustard , powd. 32® SO
P oppy  ...................  @ 40
Q uince ............... 1 00® 1 25
R ape .....................  10® 16
S abad illa  ............... 40® 50
SaLbadilla, powd. . .  @ 4 0
Sunflow er ............. 7® 10
W orm  A m erican  @ 25
W orm  L e v a n t . .  1 60® 1 76

T in c tu res

Ipecac ................. .
Iron , clo. ............
K ino .....................
M yrrh  ...................
N ux V om ica . . .
O pium  .................
Opium . C apm h. @ 9«
Opium , D eodors'd  @3 76
R hubarb  ............. @ 70

•  n  
0  <0 
9  80 
9 1  05 
@ 70 
@3 50

P a in ts
Lead, red  d ry  . .  10 @10Vi 
Lead, w h ite  d ry  10 @10% 
Lead, w h ite  oil 10 @10% 
O chre, yellow  bbL 1 @ 1V4 
Ochre, yellow  less 2 @ 6
P u tty  .....................  2V5@ 6
Red V en et’n  bbl. 1%@ 4
Red 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

Insectic ides
A rsen ic  ................... 9 @ 15
Blue V itriol, bbl. . .  @ 15 
B lue V itrio l, le ss  16® 25 
B ordeaux M ix P s t  8® 10 
H ellebore, W h ite

pow dered  ...........  35® 40
Insect P ow der . ,  30® 50
Lead, A rsen a te  10% @, 16 
Lim e a n d  S u lphu r 

Solution, gal. . . 1 5 ®  35 
P a ris  G reen  . . .  37Vi® 43

M iscellaneous
A cetan a iid  ............. 85 @ 95
A lum  .........................  9® 12
Alum, pow dered  a n d

g ro u n d  ...............  11® 15
B ism uth , S ubni

t r a te  ............... 3 80@4 00
B orax x ta l or

pow dered  ...........  10® 15
C an th a rad e s  po 2 00® 12 00
C alom el ................1 96@2 00
C apsicum  ............. 30® 85
C arm ine  ........... 6 50@7 0°
C assia  B uds . . . .  @ 44
Cloves .....................  30® 3j
C halk  P rep a re d  . .  6® 8Vi 
Chalk P rec ip ita te d  7® 10
C hloroform  ........... 65® 73
C hloral H y d ra te  1 92@Z 12 
C ocaine . . • • . . • •  5 4o®5 60 
Cocoa B u tte r  . . . .  60® 70 
C orks, lis t, le ss  70%
C opperas, bb ls...........®  2
C opperas, le ss  . .  2Vi® 7 
C opperas, powd. . .  4® ie  
C orrosive Sublm . 1 85@1 90 
C ream  T a r t a r  . . . .  50® 56
C uttlebone  .............  45® go

H I  7® 10
@2 50 

6® 10 
5® I 

@ 2% 
3® 7

D ex trin e  
D over’s  P o w d er . .  
E m ery , a ll  Nos. 
E m ery , pow dered  
E psom  S a lts , bbls. 
E psom  S alts , less
E rg o t .................  1 25@l 60
E rg o t, pow dered  2 75@3 00
F lake  W h ite  . . . .  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 a se s  80% 

G lassw are, le ss  70% 
G lauber Stelts bbL @ 1% 
G lauber S a lts  l e u  2® s
Glue, b row n ......... 13® 18
Glue, brow n g rd . 12® 17
Glue, w h ite  ......... 16 0  26
Glue, w h ite  g rd . 16® 20
G lycerine ............... 58® 71
H ops .......................  4 5 0  55
H ops .........................  45® 60
Iodine .................  5 68@6 91
Iodoform  ...........  6 78@6 94
Lead A c e ta te  . . . .  20® 25
L ycopdium  ............. @2 25
M ace .....................  85® 90
M ace, pow dered  95@1 00
M entho l ............. 4 50@4 75
M orphine ........... 7 30® 7 55
N ux V om ica . . . .  20® 25 
N ux V om ica pow. O  25 
P epper, b lack  pow. @ 35
P epper, w h ite  ......... @ 40
P itch , B u rgundy  . .  @ 16 
Q u ass ia  ...................  12®

A conite ................. 0  75 Q uinine ................ ...5 5 ® 65
Aloes ..................... 0  65 R ochelle S a lts  . . . 43® 50
A rn ica  ................. @ 75 S acch a rin e  oz. . . . . .  @1 75
A safoe tida  ........... @135 S a lt P e te r  ......... 37% @ 40
B elladonna ......... @1 65 Seid litz  M ix tu re  ,. .  36® 40
Benzoin ................. @1 00 Soap, g reen  ......... . 20® 25
Benzoin Com po’d @1 00 Soap, m o tt c a s u le  1 2 0 16
B uchu ................... @1 50 Soap, w h ite  cas tile
C an th a rad le s  . . . @1 80 case  ...................
C apsicum  ............. @ 90 Soap, w h ite  cas tile
C ardam on  ........... @1 60 less, p e r b a r @ 85
C ardam on, Comp. 92 00 Soda A sh  ........... 4%@ 10
C atech u  ............... 9  60 Soda B ica rb o n a te  2V4® 6
C inchona ............. @1 06 Soda, S a l ............. 1 * 9 5
C olchicum  ........... 9  75 S p ir its  C am phor 76
C ubebs ................. 9 1  2« S u lp h u r ro ll . . . . 2 * 0 «
D ig ita lis  ............... O 80 S u lp h u r Subl. .. 7
G en tian  ............... @ 75 T a m a rin d s  ........... . 15® 20
G inger ................... @ 96 T a r t a r  E m etic  . . 0 SO
G uaiac ................... @1 05 T u rp en tin e  Ven. 50@3 50
G uaiac, A m m on. 9  SO V anilla  E x . p u re 1 00®1 50
Iod ine ................... 0 3  00 W itc h  H aze l . . . . « 5 0 1  00
Iodine, C o lo rle u OS * Z inc S u lp h a te  . . . 100 11
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GROCERY PRICE CURRENT
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.

ADVANCED
C anned B lackberries  
Cove O ysters  
S a rd in es  
Cheese
K rink le  Corn F lak es  
Jelly

ADVANCED
G reen P eas  
P o tted  M eats 
K ingsford  S ta rch  
D airy  S a lt 
Y ankee G irl Scrap

Index to Markets
By Colum ns

Col
A

A m m onia .......................  1
Axle G rease  ...................  1

B
B aked B ean s  .................  1
B a th  B rick  .....................  1
Bluing- ...............................  J
B re a k fa s t Food ........... 1
B room s .............................  J
B ru sh es  ...........................  J
B u tte r  C olor .................  1

C
C andles ...........................  J
C anned Goods ............. 1 " |
C a tsu p  .............................. *
C heese .............................  ;
C hew ing G um  ...............  |
C hocolate  .........................  “
C lo thes L in es  ............... 3
Cocoa ...............................  “
C ocoanu t .........................  |
Coffee ...............................  "
C onfections .....................  *
C rack e rs  .......................  «, 6
C ream  T a r t a r  ...............  6

D
D ried F r u i ts  .................  6

E
E v a p o ra ted  M ilk ......... 6

F
F a rin aceo u s  G o o d s -----  6
F ish in g  T ack le  ...........  6
F lav o rin g  E x tra c ts  . .  7
F lo u r  and  F eed  ............... 7
F ru i t  J a r s  .........................  7

G
G ela tin e  .........................  7
G ra in  B ags ...................  7

H
H e rb s  .............................. 1
H ides and  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 aplelne .........................  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 .................................... 8

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 e s  .................................. 8
P la y in g  C ards  ................... 8
P o ta s h  .............................  8
P ro v isio n s  ...........................  8

R
R ice .................................... 8
Rolled O a ts  .................  9

S
S a lad  D re ss in g  .........  9
S a le ra tu s  .........................  9
S a l 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  ................................. 10
S yrups  ................................  10

T
T ab le  S au ces  ....................  10
T e a  ......................................... 10
T obacco  .............  11. 12, 18
T w in e  .................................  18

V
V in eg ar ............................   18

W
W icklng  ..............................  18
W ooden w a re  ....................  18
W ra p p in g  P a p e r ......... 14

Y
T o a s t C ak e  ......................  14

AMMONIA
12 os. ovals, 2 doz. box 1 60

A X LE G R EA SE 
F ra z e r’s

lib . wood boxes, 4 doz. 3 00 
1Tb. t in  boxes, 3 doz. 2 35 
3%Ib. t in  boxes, 2 dz. 4 25 
101b. pails, p e r  doz. . .6  00 
15Tb pails, p e r  doz. . .7  20 
25Tb. pails, p e r  doz. . .  12 00

BA K ED  BEANS
No. 1, p e r doz................... 90
No. 2, p e r  doz.................. 1 40
No. 3, p e r  doz.................. 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 arge , 2 doz. b o x ___ 2 40

Folger*s
S u m m er Sky, 3 dz. cs. 1 40 
S u m m er Sky 10 dz bbl 4 50

B R E A K FA ST  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 uaket P u ffed  W h ea t 4 25 
Q u ak er B rk fs t  B iscu it 1 90 
Q uaker C orn F la k e s  . .1  75 
W ash in g to n  C risp s  . .  1 85
W h ea te n a  .....................  4 50
E v ap o r 'ed  S u g a r  C orn 90
G rap e  N u ts  ...............  2 70
S u g a r C orn  F la k e s  . .  2 50
H olland  R u sk  ............. 3 80
K rin k le  C orn  F lak es  2 00 
M ap l-F lak e , W hole

W h ea t .........................  3 60
M inn. W h e a t M eal . .  4 60 
R alsto n  W h e a 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 e a t

B isc u it .......................  2 70
Saxon  W h ea t Food . .  2 80 
S h red  W h e a t B iscu it 3 60
T risc u lt, 18 .................  1 80
PiU sbury’s  B es t C erT  1 50 
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 an cy  P a rlo r , 2 51b. 6 50
P a rlo r , 5 S tr in g , 25 lb. 5 25 
S ta n d a rd  P a rlo r , 23 lb. 4 50
Com m on, 23 lb .................4 25
Special, 23 lb ................ 3 65
W arehouse , 23 lb .......... 5 50
Com m on, W h isk  . . . .  1 10 
F an cy , W h isk  .............  1 40

B R U 8H E S
Scrub

Solid B ack , 8 in .................. 75
Solid B ack, 11 in . . . . .  95
P o in ted  E n d s  ..........  85

8 tove
No. 3 .................................. 90
No. 2 .............................  1 25
No. 1 ...............................  1 75

Shoe
N o. 3 ..........................   1 00
No. 7 ...............................  1 30
No. 4 ...............................  1 70
No. 3 ...............................  1 90

B U T T E R  COLOR 
D andelion , 25c size  . .  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

8 lb. S ta n d a rd s  . .  @ 9 0
No. 10 .....................  @2 75

B lackberries
2 lb .......................... 1 60@1 90
S ta n d a rd  No. 10 @6 00

B eans
B aked  ................... 1 00@1 80
R ed K i d n e y ........... 95@1 00
S tr in g  ................... 1 10@1 75
W ax  ....................... 1 00® 1 75

B lueberries
S ta n d a rd   ................ 1 40
No. 18 ......................  « N

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 60

Corn
F a i r  .......................  1 00@1 10
Good ....................... 1 10@1 20
F a n c y  ...................  1 20@1 40

F ren ch  P eas  
M onbadon (N a tu ra l)

p e r doz.......................... 1 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
% lb .................................... 1 75
% lb ..................................  2 90

P icn ic  F la t  .................  3 10
M ackerel

M u sta rd , 1 lb ................. 1 80
M usta rd , 2 lb ................  2 80
Soused, 1% lb ...............  1 60
Soused, 2 lb ........................2 75
T om ato , 1 lb ................. 1 50
T om ato , 2 lb ................  2 80

M ushroom s
B u tto n s , % s ...............  @28
B u tto n s , I s  ...................  @42
H ote ls, I s  .......................  @36

O ysters
Cove, 1 lb ..................  @ 90
Cove, 2 lb ...................  @1 60

P lum s
P lu m s .....................  90@1 35

P e a rs  In Syrup  
No. 3 cans, p e r  aoz. . .1  50 

P eas
M arro w fa t . . . .  1 10@1 15
E a r ly  J u n e  .........1 35@1 45
E a rly  J u n e  s if td  1 45@1 65 

P each es
P ie  .......................  1 00@1 25
No. 10 size  c an  p ie  @3 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  ...............  @

W arre n s , 1 lb. T all . .  2 30
W arren s , 1 lb. F la t . .  2 45
R ed A lask a  ___  2 00@2 10
M ed. R ed A la sk a  1 40@1 60
P in k  A la sk a  . . . . @1 25

S ard ines
D om estic, % s ........ . . .  8 75
D om estic, % M u sta rd  3 75 
D om estic, % M u sta rd  3 7b
F ren ch , % s ............... .  7@14
F ren ch , % s ............. 13@23

S au e r K ra u t
No. 3, c a n s  ............. . . .  1 25
No. 10, c an s  ........... . . .  3 50

S hrim ps
. . . . 1  25D unbar, I s  doz. . .

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 45
F a n c y  ......................... . . .  1 75
No. 10 ....................... . . .  5 00

T u n s
C ase

%s, 4 doz. in  case  
%s, 4 doz. in  case  
Is, 4 doz. in  c ase  .

C A TSU P
S n id e r’s % p in ts  . . . .  1 40
S n ider’s  p i n t s ......... . . .  2 40

C H E E S E
A cm e ..................... @27
C arson  C ity  . . . . @27
B rick  ................... @25
L eiden  .................  @15
L im b u rg e r ...........  @26
P in eap p le  ...........  40060
E d am  .....................  0 8 5
Sap Sago ............. @40
Sw iss, D o m estic  @20

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 .............................  60
C h ic le ts  .........................  1 33
C olgan V iolet C hips . .  65 
C olgan M in t C hips . . . .  65
D en ty n e  .............................  62
D oublem in t .........................  64
F lag  S p ruce  .....................  62
H esh ey  G um  .....................  45
Ju icy  F ru i t  .......................  64
R ed R obin  .......................  62
S te rl in g  G um  Pep. . .  62
S te rl 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  S p ruce  ..................... 62
Y u c a ta n  .............................. 62
Z eno .......................................  64
S m ith  B ros. G um  ............  62
W rig ley s  5 box lo ts  . .  61 

C H OCO LA TE 
W a lte r  B ak e r  & Co.

G e rm an ’s  S w ee t ............... 24
P rem iu m  ...........................  35
C a rac a 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 isted  C o tton  1 20 
No. 50 T w is ted  C o tton  1 60 
No. 60 T w isted  C otton  2 00 
No. 80 T w is ted  C o tton  2 25 
No. 50 B ra ided  C otton  1 60 
No. 60 B ra id ed  C o tton  2 00 
N o. 80 B ra id ed  C o tton  2 50 
No. 50 S ash  C ord . . . .  2 50 
No. 60 S ash  C ord . . . .  3 00
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, each  100ft. long 2 10 
No. 20, each  100ft. long 1 00 
No. 19, e ach  100ft. long 2 10

COCOA
B ak e r’s  ................................ 39
C leveland ............................ 41
Colonial, % s ................... 35
Colonial, % s ....................  33
E p p s  .................................... 42
H ersh ey ’s, % s .................  32
H e rsh e y ’s, %s .................  80
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 an 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  ...........................  86
W ebb  .................................... 33
W ilber, % s .......................  33
W ilber, % s .......................  32

COCOANUT 
D u n h am ’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 s il  S h red d ed  
70 5c pkgs., p e r  case  2 60 
36 10c pkgs., p e r  case  2 60 
16 10c an d  33 5c pkgs.,

p e r  case  .....................  2 60
B ak e rs  C anned, doz. * ..  90

C O F F E E S  RO ASTED  
Rio

C om m on .........................  19
F a i r  .................................. 19%
Choice ...............................  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 ir  ...................................  24
Choice .............................. 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 andling  ...................  31@36
A ukola .......................  30@32

M ocha
S h o rt B ean  ................. 25@27
L ong  B ean  ...............  24@25
H . L. O. G ......................26@28

B ogota
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 p o t M ark e t, S tro n g  

P a ck ag e
N ew  Y ork  B as is

A r b u c k le  ................ .. I t  H

M cLaughlin’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 um m el’s  foil, % gro. 85 
H u m m el’s  tin , % gro . 1 43

C O N FEC TIO N E RY
S tick  C andy F a ils

H o rehound  ................. . 12
S ta n d a rd  ..................... . 12
S ta n d a rd , sm all . . . . . 13
T w ist, sm all ............. . 13

Ju m b o  ...........................
C ases 
. 12%

Jum bo , sm all ........... . 13
B ig  S tick  ..................... . 12%
B oston  S u g a r S tick  ,. .  16

Mixed C andy 

B roken .........................
P a lls  

. 12
C u t L oaf ..................... . 12
F ren ch  C ream  ......... . 13
F an cy  ........................... . 14
G rocers .......................... .  9
K in d e rg a rte n  ............ . .  13
L e a d e r ......................... . .  12
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 pecia lties
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 B on 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 t in  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 llie s  . .  13 
I ta l ia n  Bon B ons . . . .  13
Je lly  M ello ...................  13
AA L icorice  D rops

5 lb. box ...............  1 25
L ozenges, P ep  ...........  14
L ozenges. P in k  ........... 14
M anchus .......................  14
M olasses K isses, 10

lb. box .........................  14
N u t B u tte r  P u ffs  . . . .  14 
S ta r  P a ttie s . A sst . .  14 
M olasses Coco B alls  

30 lb ..............................  18
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 ...........................  15
Eclipse, 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 afe 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 C orn Goods 
W ith o u t p rises. 

C rack e r J a c k  w ith
coupon .......................  3 25

Oh M y 100s ................... 3 50
C rack er Jac k , w ith  P rize
H u rra h , 100s ............... 3 50
H u rra h , 60s .................  1 75
H u rra h , 24s ...............  86
B alloon Corn, 50s . . .  .1 75 

Cough D rops
Boxes

P u tn a m  M entho l ___  1 20
S m ith  B ro s .....................  1 25

N U 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 aln 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  . . . .  @16 
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
Ex. Lg. V a. Shelled

P e a n u ts  ........... 7%@ 8%
P e c an  H a lv es  ........... @65
W aln u t H a lv es  . . . .  @45
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 an cy  H  P  S uns

R aw  .................  6 @ 6%
R o asted  ........... 7 @ 7%

H. P. Jum bo,
R aw  ................. 8%@ 9
R oasted  ........... 9% @10

CRA C K ER S
N a tio n a l B iscu it C om pany 

B ran d s

In -e r-S ea l T rad e  M ark  
P ack ag e  Goods

P e r  doz.
B aro n et B isc u it . . . . .  1 M
F lak e  W afers  .............  l  oo
C am eo B iscu it ...........  1 50
C heese S andw ich  . . . .  1 00 
C hocolate  W afe rs  . . .  1 00
F ig  N ew ton  ...............  1 00
F ive  O’c lo c k  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  . . . .  1 00
Lem on S naps  ...........  60
M. M. D a in tie s  ...........  1 00
O y ste re tte s  ...................... 50
P re tzeen o s  .......................  50
R oyal T o as t ...............  1 00
Social T e a  B iscu it . .  1 00
S a ltin e  B iscu it ......... 1 00
S a ra to g a  F la k e s  . . . .  1 60 
Soda C rackers , N B C  .1 00 
Soda C rack e rs  P rem . 1 00'
T okens .........................  l  go
U needa B iscu it ..............  60
U needa J in je r  W ay fe r  1 00
V anilla  W afe rs  ...........  l  00
W ate r  T h in  B iscu it . .1  00 
Zu Zu G in g er S n ap s  50
Z w ieback ...................... 1 0 0

O ther P ack ag e  Goods 
B arn u m ’s  A n im als  . .  50
Soda C rack e rs  N B C  2 60

Bulk Goods
C an s 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 ...............  18
C am 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 rops ...........16
C ocoanut M acaroons 25 
Choc. H oney  F in g e rs  20 
Coffee C akes Iced  . . .  15
Copia C akes .................  14
C racknels  .....................  25
C ru m p e ts  .......................  16
C ream  F in g e rs  ........... 18
C ry s ta l Ju m b le s  . . . .  14 
D in n er P a il  M ixed . .  16 
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  . . . .  12 
G inger S n ap s  F a m ily  13 
G in g er S naps  R ound  11 
G olden R od S andw ich  18 
H ippodrom e B a r  . . . .  16
H obnob C akes ...........16
H oney  F in g e rs  A ss t’ 16 
H ousehold  Cooks. Iced  14 
H u m p ty  D um pty , S

o r  M ..............................  l l
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  D oone ...............  20
M ace C akes .................  12
M acaroon Ju m b le s  . .  25
M ary  A n n  .....................  10
M arshm allow  P e c an s  22
M elody C akes ............. 18
Mol. F r t .  Cookie, Iced  14 
N BC H oney  C akes  . .  15 
O a tm eal C rack e rs  . . . .  12
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 r isc illa  C ake  ...........  10
R aisin  Cookies ........... 14
R aisin  G em s ...............  15
R oyal L u n ch  ...............  11
R everes A ss td ............... 20
R itten h o u se  B iscu it . .  18 
See Saw , S. o r  M. . .  11
S n ap aro o n s ...................  16
Spiced Ju m b les, Iced  16 
Spiced  M arsh m allo w  11
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6 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 a fe rs  ...........  25

B u tte r
B oxes

N B C ,  S q u a re  ...........  9
N B C ,  R ound  ...............  9

Soda
N B C  Soda C rack e rs  9
P rem iu m  S o d a s ...........10
S a ra to g a  F la k e s  ......... 15

O yater
D andy , O y sters  ............. 9
N B C  O y sters  S q u are  9 
Shell ................................ 8%

S pec ia ltie s
A dora  .............................  1 00
N abisco  (10 c en t tin s )  1 00 
N ab isco  (No. 204 T in ) 1 75 
F e s tin o  (No. 202 T in ) 1 50 
F e s tin o  (25c tin s )  . . .  2 50
L o rn a  D oone ...............  1 00
A nola ...............................  1 00
M inerva  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  TA R TA R
B arre ls  o r D ru m s ........... 50
S quare  C ans .................  54
Boxes .................................  51
F an cy  C addies ............... 59

D R IED  FR U IT S 
Apples

E v a p o r’ed C hoice b lk  @8% 
E v a p o r’ed F a n c y  b lk  @9% 

A pricots
C alifo rn ia  .................  13@15

C itron
C orsican  .........................  18

C u rra n ts
Im p o rted , 1 lb. pkg. 17%
Im p o rted , bu lk  ...........  16%

P eaches
M uirs—Choice, 251b. . .  7% 
M uirs—F an cy , 251b. . .  8 
F ancy , P eeled , 251b. . .  12 

Peel
L em on, A m erican  . . . .  15 
O range. A m erican  . . . .  16 

R aisin s
C luster, 20 c a r to n s  . .  2 25 
L oose M usca tels, 4 Cr. 8% 
L oose M usca tels, 3 Cr. 8 
L . M. Seeded, 1 lb. 9%@9% 

C alifo rn ia  P ru n es  
90-100 25 lb. boxes . .@ 7% 
80- 90 25 lb. boxes . .@ 8% 
70- 80 25 lb. boxes . .  @; 9 
60- 70 25 lb. boxes ..@  9% 
50- 60 25 lb. boxes ..@ 10 
40- 50 25 lb. boxes ..@ 10%  

E V A PO R A TE D  M ILK 
Red B and B rand

B ab y  .............................. 3 15
T a ll ...................................  4 25

5 case  lo ts, 5c less ; 10 
case  lo ts, 10c less. 

FA R IN A C EO U S GOODS 
B eans

C a lifo rn ia  L im as  ........  8
M ed. H a n d  P ick ed  . .  7 50
B row n H o lland  ...........

F a rin a
25 1 lb. p ack ag es  . . . .  1 90
B ulk , p e r 100 lb ........... 6 00

O rig inal H olland R usk 
P ack ed  12 ro lls  to  c o n ta in e r 
3 c o n ta in e rs  (40) rolls 3 80 

H om 'ny
P e a rl, 100 lb. sack  . . . .  3 00 
M accaronl and V erm icelli 

D om estic, 10 lb. box . .  60
Im ported , 25 lb. box . 3 50 

P ea rl B arley
C h es te r ...........................  4 65
P o r ta g e  ...........................  6 00

P eas
G reen, W isconsin , bu. 5 2b 
S p lit, lb ............................ 7%

Sago
E a s t  In d ia  .....................  8%
G erm an , sack s  ............. 9
G erm an , b roken  pkg.

T ap ioca
F lak e , 100 lb. sack s  . .  8% 
P e a rl, 100 lb. sack s  . .  8%
P e a rl, 36 p k g s .................. 2 60
M inute , 10 oz., 3 doz. 3 60

FISH IN G  T A C K L E
% to  1 in .........................  6
1% to  2 in .........................  7
1% to  2 in .........................  9
1% to  2 in .......................... H
2 in ........................................ 15
3 in ........................................ 20

C otton  L ines
No. J, 10 fe e t ............... 5
No. 2, 15 fe e t ...............  7
No. 3, 15 fe e t  ...............  9
No. 4, 15 fee t ...............  10
No. 5, 15 f e e t ................... 11
No. 6, 15 fe e t ................  12
No. 7, 15 fe e t ................  15
No. 8. 15 fee t ..............  18

FLA VO RIN G  E X T R A C TS 
J en n in g s  D C B rand  

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 an e l . .  76 
No. 2, 1% oz. P a n e l 1 13 
No. 4, 2% oz. P a n e l 2 00 
No. 3, 2% oz. T a p e r  1 75 
2 oz. F la t  .......................  1 75

FLO U R  AND F E E D  
G rand  R ap id s  G ra in  & 

M illing Co.
W in te r  W h ea t

P u r i ty  P a te n t  ............... 9 40
F an cy  S p ring  ........... 10 90
W izard  G r a h a m ........... 9 20
W izard , G ran . M eal 6 00 
W iaz rd  B uckw ’t  cw t. 5 00
R ye ...................................  8 25
V alley  C ity  M illing  Co.

L ily  W h ite  ...................  9 60
L ig h t L oaf ...................  9 20
G rah am  ...........................  4 00
G ran en a  H e a lth  ___  4 10
G ran. M eal ...................  3 10
B olted  M eal ............... 3 00
W atso n -H ig g in s  M illing Co.

h a m  .............................  8 95
N ew  P e rfec tio n  ........... 9 50
T ip  T op F lo u r  ...........  9 00
G olden S h ea f F lo u r . .  8 60 
M arsha ll B es t F lo u r  10 00 
W a te r to w n  W isconsin

R ye .............................  7 60
W orden  G rocer Co.

Q uaker, p a p e r  ........... 10 00
Q uaker, c lo th  ............... 9 60

K an sas  H ard  W h ea t 
W o rd en  G rocer Co. 

A m erican  E ag le , % s 10 75 
A m erican  E ag le , % s 10 65 
A m erican  E ag le , % s 10 55

Spring  W h ea t 
Ju d so n  G rocer Co.

C ereso ta , % s ......... . 12
C ereso ta , %s ......... . .  11
C ereso ta , % s ......... . 11

W orden  G rocer Co.
W ingold, % s clo th . .  11
W ingold, %s c lo th . .  11
W ingold, %s clo th . .  10
W ingold, % s p ap er . .  11
W ingold , % s p a p er . .  10

Meal
B olted  .......................... . .  5
G olden G ran u la ted . .  6

W h ea t
R ed  ............................... . . .  1
W h ite  ......................... . .  1

O ats
M ich igan  c a r lo ts  . .
L ess  th a n  ca r lo ts

Corn
C arlo ts  ..................... . .  1
L ess  th a n  c a r lo ts  . . . .  1

H ay
C arlo ts  ....................... . 12
L ess  th a n  c a r lo ts  .,. 14

Feed
S tre e t  C ar F eed  . . . .  44 00 
No. 1 C orn & O a t F d  44 00
C racked  C orn ........... 44 00
C oarse  C orn M eal . .  44 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, gro . 2 25 

G E L A 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  S park ling , g r. 14 00 
K nox’s A cidu’d doz. . .  1 25 
M inute, 2 q ts ., doz. . .  1 25 
M inu te , 2 q ts ., 3 doz. 3 75
N elson 's  .........................  1 50
Oxford ...........................  75
P ly m o u th  R ock, P hos. 1 25 
P ly m o u th  Rock, 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 E R B S
Sage .................................... 15
H ops .....................................  15
L au re l L eav es  .................  15
S enna  L eav es  ...................  25

H ID E S  AND P E L T S  
H ides

G reen, No. 1 ................. 20
G reen, No. 2 ................. 19
Cured, No. 1 .................  22
Cured, No. 2 .................  21
C alskin, g reen , No. 1 28
C alfsk in , g reen , No. 2 26% 
C alfsk in , cured , No. 1 32 
C alfsk in , cured , No. 2 30%

No! 9. 15 fe e t .......... ! . .  20 Old W ool .'.7'."."... 60@1 25
L inen L ines

20
L am b s  ..................... 60@1 00 

50@1 00
M edium 26 Tallow
L arg e  . .

Poles
34 No. 1 ...................

No. 2 .......................
@ 6 
@ 5

Bam boo, 14 ft.„  p e r doz. 55 Wool
.. @35B am boo, 16 ft. ,  p e r doz. 60 U nw ashed , m ed. .

Bamfboo, 18 fL . p e r doz. 80 U nw ashed , fine . .  @30

H O RSE 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
B ulk. F an cy , a n y  flavor 75
B rick , P la in  ....................1 00
B rick , F a n c y  ..................l  20

JE L L Y
51b. pails , p e r doz. . .  2 70 

151b. pails , p e r  p a il . .  75
301b. pails , p e r  p a il . .  1 25 

Jell-O
3 doz.

A sso rted  C ase ........... 2 70
L em on (S tra ig h t)  . . . .  2 70 
O range  (S tra ig h t)  . . . .  2 70 
R asp b e rry  (S tra ig h t)  2 70 
S traw b e rry  (S tra ig h t)  2 70 
C h erry  (S tra ig h t)  . . .  2 70 
C hocolate (S tra ig h t)  2 70 
P e a ch  (S tra ig h t)  . . .  2 70 
J e ll -0  Ice C ream  Pow der.

3 doz.
A sso rted  C ase ........... 2 70
C hocolate  (S tra ig h t)  2 70 
V an illa  (S tra ig h t)  . . .  2 70 
S traw b e rry  (S tra ig h t)  2 70 
L em on (S tra ig h t)  . . .  2 70 
U nflavored  (S tra ig h t)  2 70 

JE L L Y  G LA SSES 
% 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 IN E

2 oz. b o ttle s , p e r  doz. 3 00 
1 oz. b o ttle s , p e r  doz. 1 75 
16 oz. b o ttle s , p e r  dz. 18 00 
32 oz. b o ttle s , p e r  dz. 30 00 

M IN CE M EAT
P e r  case  .......................  2 85

M OLASSES 
N ew  O rleans

F an cy  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. 1 0 ......... 1 95

M USTARD
% lb. 6 lb. box ...............  16

O LIV E S
Bulk, 1 gal. k eg s  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 o z ...............  2 25
P it te d  (n o t s tu ffed )

14 oz..............................  2 25
M anzan illa . 8 oz.............  90
L unch. 10 oz................... 1 35
L unch . 16 oz................... 2 25
Q ueen. M am m oth , 19

oz...................................... 4 23
Q ueen, M am m oth , 28

oz.................................. 5 75 ..
Olive Chow, 2 doz. cs.

p e r  doz.......................... 2 25
PE T R O L E U M  PRO D U CTS 

Iro n  B arre ls
P e rfec tio n  .......................  7.5
R ed C row n G asoline  16. 
G as M achine G asoline 31.9 
V  M & P  N a p h th a  . .  15.5
C ap ito l C y linder ......... 33.9
A tla n tic  R ed E n g in e  . 18.9
S um m er B lack  .............  9.2
P o la rin e  ...........................  32.9

P IC K L E S
M edium

B arre ls , 1,200 co u n t . .9  25 
H a lf bbls., 600 co u n t 5 25
5 ga llon  kegs  ............... 2 20

Sm all
B a rre ls  .......................  10 50
H alf b a rre ls  .................  6 25
5 gallon  kegs ............. 2 50

G herk ins
B arre ls  .........................  14 00
H alf 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 c o u n t 80
Cob .................................. 90

PL A YIN G  CARDS 
No. 90, S te a m b o a t . . . .  75 
No. 15, R iv a l a sso rte d  1 25 
No. 20, R over, e n am ’d 1 50
No. 572, S p e c ia l ...........1 75
No. 98 Golf, S a tin  fln. 2 00
No. 808, B icycle ...........2 00
No. 632 T o u rn ’t  w h is t 2 25 

POTASH
B a b b itt’s, 2 doz........... 1 76

PR O V ISIO NS 
B arre led  Pork  

C lear B ack  . .  27 00@29 00 
S h o rt C u t C lr 26 00@27 00
B ean  ................. 27 00@i28 00
B risk e t, C lear 30 00@31 00
P ig  .............................
C lear F a m ily  ............. 26 00

D ry S a lt M eats
S P  B ellies ___  14% @15

L ard
P u re  in  tie rc e s  18 @18% 
Com pound L a rd  15 @16
80 lb. tu b s  ___ ad v an ce  %
60 lb. t u 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. pa 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 lls  . . .a d v a n c e  1 

Sm oked M eats 
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 am s 13%@14 
P icn ic  Boiled

H am s ............. 19% @20
Boiled H am s . .  30 @31 
M inced H am  . .  14%@15
B acon  .................  20@ 25

S au sag es
B ologna . . . . . . .  12 @12%
L iv er ...................  9% @10
F ra n k fo r t  ......... 13 @14
P o rk  ...................  11 @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
% b b ls ...............................  1 25
% bbls., 40 lb s ...............2 50
% bb ls ................................ 4 25
1 b b 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
B eef, rounds, s e t  . .  19@20 
Beef, m iddles, s e t . .  45@55
Sheep  .................  1 15@1 35

U ncolored B u tte rln e
Solid D a iry  ........... 15%@22
C o u n try  Rolls ........... 17@23

C anned  M eats 
C orned B eef, 2 lb. . .  4 50 
C orned B eef, 1 lb. . .  2 40
R o as t B eef, 2 lb ........  4 50
R o as t B eef, 1 lb ...........2 50
P o tte d  M eat, H a m

F lav o r, % s ...............  50
P o tte d  M eat, H am

F lav o r, % s .................  90
D eviled M eat, H am

F lav o r, %s ...............  50
D eviled M eat, H am

Flavo r, % s ...............  90
P o tte d  T ongue, % s . .  50
P o tte d  T ongue, % s . .  90

RICE
F a n c y  .....................  7 @7%
J a p a n  S ty le  ........... 5 @S%
B roken  ................... 3% @4

R O LLE D  OATS 
Rolled A venna, bbls. 7 00 
S tee l C ut, 100 lb. sks. 3 40
M onarch , bb ls...............  6 75
M onarch , 90 lb. sk s. . .  3 25 
Q uaker, 18 R eg u la r . .  1 45 
Q uaker, 20 F am ily  . .  4 65 

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 40 
S 'nider’s, sm all, 2 doz. 1 45

SA L ER A TU 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 

SA LT
C om m on G rades

100 3 lb. sack s  .........  2 85
70 4 lb. sack s  .........  2 75
60 5 lb. sac k s  .........  2 75
28 10 lb. sack s  ..........  2 60
56 lb. sack s  ...............  40
28 lb. sack s  .................  21

W arsaw
56 lb. sack s  ...................  26
28 lb. d a iry  in  d rill bags  20 

S o lar Rock
56 lb. sack s  .....................  17

Com m on
G ranu la ted , F in e  . . . .  1 15 
M edium , F in e  .............  1 25

SA L T FISH  
Cod

L arge , w hole ........... @ 9
Sm all, w hole ........... @ 8%
S trip s  o r b rick s  11% @15
Pollock  .....................  @ 6

H olland H erring
S tan d a rd , bb ls ............ 18 50
Y. M. w h. hoop % bbls.
S tan d a rd , kegs  ........... 1 06
Y. M. w h. hoop M llchers

kegs ...........................
H erring

M ed. F a t  Split, 200 lbs 8 00 
L ab o rad o r S p lit 200 lb  10 00 
N orw ay  4 K, 200 lbs. 16 50 
Special, 8 lb. p a lls  . .  70
Scaled, in boxes . . . .  15 
B oned, 10 lb. boxes . .  14 

T ro u t
No. 1, 100 lb s ....................7 50
No. 1, 40 lb s .................  2 25
No. 1, 10 lb s ....................... 90
No. 1. 3 lbs. ...................  76

M ackerel
M ess, 100 lb s ...............  16 60
M ess, 40 lb s .........................  7 00
M ess, 10 lb s .........................  1 85
M ess, 8 lbs ...........................  1 56
No. 1. 100 lbs...............  15 50
No. 1, 40 lb s .........................  6 70
No. 1. 10 lb s .........................  1 76

L ake  H e rrin g
100 lb s ...................................... 4 00

40 lbs...................................... 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  .........................  35
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 ustard , w h ite  ........... 20
Poppy  .............................  36
R ap e  ...............................  10

SH O E BLACKING 
H a n d y  Box, la rg e  3 dz. 3 50 
H a n 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 e rs  . . .  37 
M accaboy, in ja r s  . . . .  35 
F ren c h  R app le  in ja r s  . .  43 

SODA
Boxes ...............................  5%
K egs, E ng lish  ................. 4%

SP IC E S 
W hole Spices 

A llspice, J am a ic a  ..9@ 10 
Allspice, Ig. G arden  @11 
Cloves, Z an z ib a r . .  @24 
C assia , C an to n  . .  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 la ck ........  @20
P epper, W h ite  . . . .  @28 
P epper. C ayenne . .  @22 
P a n rik a , H u n g a ria n  

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 lbs. . .  7%
M uzzy, 48 lib . pkgs. 6 

K ingsford
S ilver Gloss, 40 lib . . 7%

Gloss
A rgo, 24 5c pkgs. . . . .  90 
S ilver G loss, 16 31bs. . .  7 
S ilver Gloss, 12 61bs. . .  8%

M uzzy
48 lib . p ack ag es  . . . . . .  6
16 31b. packages  ___ . .  5%
12 61b. p ack ag es  . . . . . .  7%
501b. boxes ................. . .  3%

SY RU PS
Corn

B arre ls  ......................... . . .  35
H a lf b a rre ls  .....................  37
Blue K aro , No. 1%,

2 doz...............................  1 80
B lue K aro , No. 2, 2 dz. 2 10

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
Red 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 99 
Red K aro , N o. 5, 1 dz. 2 80 
R ed K aro , No. 10 %

doz..................................... 2 70
P u re  C ane

F a i r  ...................................  16
Good .................................  20
Choice .............................  25

F o lge r’s G rape P unch  
Q u a rts , doz. case  . . .  6 00 

T A B L E  SA U CES
H alford , l a r g e ......................3 75
H alfo rd , sm all .............  2 26

TE A
U ncolored J a p a n

M edium  ................  20@25
Choice ...........................  28@33
F a n c y  .........................  36@45
B ask e t-fired  M ed’m  28@30 
B ask e t-fired  C hoice 35@37 
B ask e t-fired  F a n c y  38@'45
No. 1 N ibs ...............  30@32
Sriftings, b u lk  ...........  9@10
Siftings, 1 lb. pkgs. 12@14 

G unpow der
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 H yson
Choice .........................  28@30
F a n c y  .........................  45@56

Oolong
F o rm o sa , M edium  . .  25@28 
F o rm o sa , C hoice . .  32@35 
F orm osa , F a n c y  . .  50@60 

E ng 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 
Dr. Pekoe, Choice . .  30@35 
F low ery  O. P . F a n c y  40@60

TOBACCO 
F ine  C ut

g io t  ...............................  1 45
Bugle, 16 oz...................  3 g4
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 ail, 16 oz...........7 89
H ia w ath a , 16 oz..............  60
H iaw ath 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. . . . .  8 72 
O jibw a, 8 an d  16 oz . 40
O jibw a, 10c ............... 11 10
O jibw a, 8 and  16 oz. . . 4 2  
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 5 76
R ed Bell, 16 oz.................3 84
Red Bell, 8 foil ........... 1 92
S terling , L  &  D. 5c . .  5 76 
Sw eet Cuba, c a n is te r  9 16
S w eet Cuba, 5c . . . .  5 76
Sw eet Cuba, 10c __  95
Sw eet Cuba, 1 lb. t in  4 50
Sw eet C uba, % lb. foil 2 25 
Sw eet B urley , 5c L& D  5 76 
Sw eet B urley , 8 oz. . .  2 45 
Sw eet B urley , 16 oz. 4 90 
Sw eet M ist, % gro. . .  5 76 
S*weet 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  ........... 40
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 attle  A x .......................  32
B race r, 6 and  12 lb. . .  30 
B ig  F our, 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 tin 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 and  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 and  12 lb. 43 
H oney  D ip T w ist, 5

an d  10 lb .......................... 45
Jo lly  T a r, 5 an d  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  R oll 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 each ey , 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
Scrapple , 2 and  4 doz. 48 
S h e rry  Cobbler, 8 oz. 33 
S p e a r H ead , 12 oz. . . .  44 
S p ea r H ead , 14% oz. . .  44
S p ea r H ead , 7 oz........... 47
Sq. D eal, 7, 14 & 28 lb. 30 
S ta r, 6, 12 an d  24 lb. . .  43 
S ta n d a rd  N avy , 7%, 15

and  30 lb .........................  34
T en  P en n y , 6 a n d  12 lb. 35
Tow n T alk , 14 oz...........32
Y ankee  G irl, 12 & 24 lb. 32

S crap
A ll Red, 5c ...................  5 76
Am. U nion S c rap  . . . .  5 40
B ag  P ipe, 5c ...............  5 88
C utlas, 2% oz...................  26
Globe Scrap , 2 oz ........... 30
H ap p y  T h o ugh t, 2 oz. 30 
H oney  Comb Scrap , 5c 5 76 
H o n est S crap , 5c . . . .  1 55 
M ail Pouch , 4 doz. 5c 2 00
Old Songs, 5c ............. 5 76
Old Tim 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
Scrapple , 5c p k g s ...........  48
S ure  S hot, 5c, % gro. 5 76 
Y ankee  G irl S c rap  2oz. 6 00 
P a n  H and le  S crp  % gr 6 00 
P e ach ey  Scrap , 5c . . .  8 76
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SPECIAL PRICE CURRENT 15 16 17

12 13 14
Sm oking

All L eaf, 2% A  7 oz.  30
BB, 3% oz..................... . 6 00
BB, 7 oz......................... .12 00
BB, 14 oz ....................... .24 00
B adger, 3 oz................. . 5 04
B adger, 7 oz. ............. .11 52
B an n er, 5c ................. .. 5 76
B anner, 20c ................. 1 60
B an n er, 40c ................. 3 20
Belwood, M ix ture , 10c 14
B ig  Chief, 2% oz. . . . . 6 00
B ig Chief, 16 oz. . . . 30
Bull D u rh am , 5c ___. 6 00
B ull D urham , 10c . . . .11 52
B ull D u rh am , 15c . . . . 1 45
Bull D urham , 8 oz. . . 3 65
B ull D u rh am , 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 50
Bob W hite , 5c ......... . 6 00
C arn ival, 5c ............... . 5 70
C arn iva l, % oz........... .. .  39
C arn ival, 16 oz ........... .. .  40
C igar C lip’g  Johnson 30
C igar C lip’g  Seym our 30
Id en tity . 3 an d  16 oz. 30
D arby  C ig a r C uttingsi 4 50
C o n tin en ta l Cubes, 10c 90
C orn Cake, 14 oz........... 2 55
Corn C ake, 7 oz. . . . , . 1 45
C om  Cake, 5c ........... 5 76
C ream , 50c p a ils  . . . . 4 70
C uban  S ta r , 5c foil .,. 5 76
C uban  S ta r, 16 oz. p is 5 72
C hips, 10c ................... 10 30
Dills B est, 1% oz. . . . . .  79
Dills B est, 3% oz. . . . . .  77
D ills B est, 16 oz. . . , .. 73
D ixie K id, 5c ............ ,. 48
D uke’s  M ix ture , 5c . . 5 76
D uke’s  M ix ture , 10c .,.11 F 2
D uke’s Cam eo, 5c . . . . 5 76
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
Five 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 ........ . i'6
Fu ll D ress, 1% oz. . . . 72
Glad H and , 5c ............. . 48
Gold Block, 10c .......... 12 00
Gold S ta r, 50c pa il . . 1 «0
G ail & A x N avy, 5c 5 76
G row ler, 5c ................. . 42
G row ler, 10c ............... . 94
G row ler, 20c ................. 1 ¿5
G ian t, 5c ....................... 5 76
G ian t, 40c ..................... 3 72
H and  M ade, 2% oz. . . 50
H azel N u t, 5c ........... 6 00
H oney  Dew, 10c . . . . 12 00
H u n tin g , 5c ................. . 38
I X  L, 5c ....................... 5 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 J6
K ing  B ird , 10c ........... 11 52
K in g  B ird , 5c ............. 5 76
L a  T u rk a , 5c ............... 5 76
L i tt le  G ian t, 1 lb. . . . .. 28
L ucky  S trik e , 10c . . . . 96
Le Redo, 3 oz............... 10 P0
Le Redo, 8 & 16 oz. . . 40
M y rtle  N avy, 10c ___ .11 52
M yrtle  N avy , 5c ........ 5 76
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 er H a ir , 5c ........... 6 00
N igger H a ir , 10c . . . . 10 70
N ig g er H ead , 5c . . . . 5 40
N ig g er H ead , 10c ___ 10 56
Noon H our, 5c ......... . 48
Old Colony, 1-12 gro. 11 52
Old Mill, 5c ................. 5 76
Old E n g lish  C rve 1% oz. 96
Old Crop, 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 rs o n  Seal, 16 oz. 5 00
P eerle ss , 5c ................. 5 76
P eerle ss , 10c c lo th  ..11 52
P eerle ss , 10c p a p e r  . . 10 80
P eerle ss , 20c ................. 2 04
P eerless , 40c ............... 4 08
P laza , 2 gro. case  . . . . 5 76
P low  Boy, 5c ............... 5 76
Plow  Boy, 10c ........... 11 40
Plow  Boy, 14 oz........... 4 70
P edro , 10c ..................... 11 93
P rid 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  . . 10 52
Rob Roy, 25c doz.......... 2 10
Rob Roy, 50c doz.......... 4 10
S. & M., 5c g ro ss  . . . . 5 76

Rob Roy, 5c fo il . . . .  6 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 62
S tag , s oz. g la ss  . . . .  4 60
S tag , 90c g la ss  ...............8 40
S oldier Boy, 1 lb .......... 4 75
S w eet C aporal, 1 oz. 60
S w eet L o tu s, 5c ........... 6 76
S w eet L o tus, 10c . . . .1 1 5 2  
S w eet L o tus, p e r  doz. 4 60 
S w eet Rose, 2% oz. . .  30
Sw eet T ip  Top, 5c . . .  50
Sw eet T ip  Top, 10c . .  1 00 
Sw eet T ips, % g ro . . .1 0  80
Sun Cured, 10c ...........  98
S u m m er T im e, 5c . . . .  5 76 
S um m er T im e, 7 oz. 1 65 
S u m m er T im e, 14 oz. 3 50 
S tan d a rd , 5c foil . . . .  6 76 
S tan d a rd , 10c p a p e r  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 , an d  

P ip e  co m b in a tio n  . .  2 25 
Tom  & J e r ry , 14 oz. 3 60 
Tom  & J e r ry , 7 oz. . .  1 80 
Tom  & J e r ry , 3 oz. . .  76
T u rk ish , P a tro l , 2-9 5 76
T uxedo, 1 oz. b ag s  . .  48 
T uxedo, 2 oz. t in s  . . . .  96
T uxedo, 20c .................  1 90
T uxedo. 80c t in s  . . . .  7 45 
U nion  L eader, 5c coll 5 76 
U nion L eader, 10c

pouch .......................  11 52
U nion L eader, re ad y

c u t .............................  11 52
U nion  L e a d e r  50c box 5 10
W a r  P a th , 5c .............  6 00
W a r P a th , 20c ........... 1 60
W av e  L ine, 3 oz..............  40
W av e  L ine, 16 oz..........  40
W ay  Up, 2% oz...........5 75
W ay  U p, 16 oz. p a ils  32
W ild  F ru it ,  5c ............. 6 00
W ild  F ru it ,  10c ......... 12 00
Y um  Y um , 5c ..................5 76
Y um  Yum , 10c ........... 11 52
Yum  Yum , 1 lb. doz. 4 80

CIGARS
P e te r  D ornbos B ran d s  

D ornbos, Sinl B in d er 35 00 
D ornbos, P e rfec to s  33 00 
D ornbos, B ism arck  70 00
Alien D. G ra n t ___  65 00
Alien D ............................ 33 33

Jo h n so n  C ig a r Co.’s  B ran d  
D u tch  M as te rs  C lub 70 00 
D u tch  M as te rs  In v . 70 00 
D u tch  M as te rs  P an . 70 00 
D u tch  M as te r G rande  65 00
D utch  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 

C anad ian  Club 
L ondres, Sos, w ood . . . .  35
L ondres, 25s t in s  ........... 35
L ondres, 200 lo ts  ..............10

T W IN E

C otton , 3 p ly  ...................  33
C otton , 4 p ly  .................  33
J u te ,  2 p ly  .....................  20
H em p, 6 p ly  ...................  22
F lax , m edium  .................  35
W ool, 1 lb. b a le s  ...........  15

V INEGAR
W hite  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  P ick le  
C o .'s  B ran d s

H igh land  app le  c id 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 lck lg  10 

P ack ag es  free.

W ICK IN G
No. 0, p e r g ro ss  . . . . . .  36
No. 1, p e r  g ro ss  . . . .  45
No. 2, p e r  g ro ss  . . . .  66
No. 3, p e r  g ro ss  . . . .  80

W O O D E N W A R E
B ask e ts

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  ............  3 50
Splin t, sm all ................. 3 00
W illow, C lothes, la rg e  8 00 
W illow, C lothes, sm all 6 25 

W illow , C lothes, m e’m  7 25

B u tte r  P la te s
O vals

% lb., 256 in  c r a t e ___ 35
% lb., 250 in  c ra te  . . . .  35
1 lb., 250 in  c r a t e ........... 40
2 lb., 250 in  c r a t e ...........60
3 lb., 250 in c ra te  ........... 70
5 lb.. 250 in  c r a t e ...........90

W ire  E nd
1 lb.. 250 in c r a t e ...........35
2 lb., 250 in  c r a t e ..........  45
s Tb., 250 in c ra te  ............. 55
5 lb., 20 in  c r a t e ...........65

C hurns
B arrel, 5 gal., each  . .  2 40 
B arre l, 10 gal., each  ..2  66

C lothes P ins 
Round H ead

4% inch, 5 g ro ss  ........... 65
C arto n s, No. 24, 24s, bxs. 70

Egg C ra te s  and  F illers  
H u m p ty  D um pty , 12 dz. 20
No. 1 com plete  .............  40
No 2 com plete  ............. 28
C ase No. 2, fillers, 15

s e ts  .............................  1 35
C ase, m edium , 12 s e ts  1 15

F a u ce ts
C ork lined, 3 In ..................70
C ork lined , 9 in ...........  80
Cork lined, 10 in ..................0«

Mop S ticks
T ro ja n  sp rin g  .............  1 10
E clip se  p a te n t  sp rin g  1 05
No. 1 com m on ........... 1 05
No. 2, p a t. b ru sh  hold  1 10
Idea l No. 7 .................  1 10
121b. co tton  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

T oo thp icks
B irch, 100 p ack ag es  . .  2 00 
Ideal ...............................  85

T rap s
M ouse, wood. 2 ho les . .  22 
M ouse, wood, 4 holes . .  45 
10 q t. G alvanized  . . . .  1 56 
12 q t. G alvanized  . . . .  1 70 
14 q t. G alvanized  . . . .  1 90 
M ouse, wood, 6 holes . .  70 
Mouse, tin , 5 holes . . . .  65
R at, wood .......................  80
R at, sp rin g  .....................  75

T ubs
No. 1 F ib re  .................16 50
No. 2 F ib re  ................ 15 00
No. 3 F ib re  ................13 50
L a rg e  G alvan ized  . . .  9 00
M edium  G alvanized  . .  8 00 
Sm all G alvan ized  . . . .  7 00

W ash b o ard s
B an n er, Globe ........... 3 25
B rass , S ingle ..............  5 75
G lass, S ingle .............. 3 60
D ouble P e e rle ss  ......... 6 00
S'ingle P e e rle ss  ........... 4 50
N o rth e rn  Q ueen . . . .  4 50
Good E nough  ............. 4 65
U n iv e rsa l .....................  4 75

W indow  C leaners
12 in ..................................  1 65
14 in ..................................  1 85
16 in ..................................  2 30

W ood Bowls
13 in . B u tte r  .............. 1 75
15 in. B u tte r  .............. 3 15
17 in . B u tte r  .............  6 75
19 in. B u tte r  ..............10 50

W R A P PIN G  P A PE R  
F ib re  M anila, w h ite  . .  7% 
F ibre. M anila, colored
N o. 1 M an ila  ...............  7%
B u tc h e rs ’ M an ila  . . . .  6%
K ra f t  ...............................  10%
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

CHARCOAL
C a r lo t s  or  local sh ipments , 
bulk  o r  s acked  in pape r  or  
jute. P o u l t ry  and s to ck  
charcoal .

D E W E Y - SMITH CO., Jicksoo.M ch.
S u c c e s s o r  l „  M O  D E W E Y  C O

Y E A ST  C A K E
M agic, 3 doz..................l  16
S un ligh t, 3 doz...............l  00
S u n ligh t, 1% doz...........  50
Y east F oam , 3 doz. . .1  15 
Y east Foam , 1% doz. 86

TELFER’S E-COFFEE

DETROIT

in
Jam o , 1 lb. t in  ........... 31
Eiden, 1 lb. t i n ................27
Belle Isle , 1 tb. pkg. 27 
B ism arck , 1 tb . pkg. 24
V era, 1 tb. p k g ........... 23
K oran , 1 Tb. pk g ...........32
T e lfe r’s  Q uality  26 . . 1 9
M osan .............................. 18
Q uality , 20 ...................  16
W . J .  G. T e a  ...............  37
C h erry  B lossom  T e a  37 
T e lfe r’s C eylon . . .  40

A X L E  G R E A 8E

1 lb. boxes, p e r  g ro ss  8 70 
3 Tb. boxes, p e r  g ro ss  38 10

BAKING PO W D E R  
K C

Doz.
10c, 4 doz. in  c ase  . . . .  90 
15c, 4 doz. in  case  . .  1 35
25c, 4 doz. in  c ase  . .  2 25
50c, 2 doz. p la in  to p  4 50
80c, 1 doz. p la in  to p  6 75
10 lb. % dz., p in  top  13 50

S pecia l d ea ls  q u o ted  u p 
on req u est.

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  a n d  N a tio n a l.

R e y  s i

5Tb ca n s  31

R oasted
D w in e ll-W rig h t B ran d s

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 l b ........
T ip  T op B lend, 1 lb .............
R oyal B lend ...........................
R oyal H igh  G rad e  .............
S u p erio r B lend ...................
B oston  C om bina tion  .........

D is trib u ted  by  Ju d so n  
G rocer Co., G rand  R ap ids; 
Lee & Cady, D e tro it; Dee 
& C ady, K alam azoo ; Lee 
& Cady, S ag inaw ; B ay  
C ity  G rocer C om pany, B ay  
C ity ; B row n, D avis & 
W arn er , J ac k so n ; G ods- 
m ark , D u ran d  & Co., B a t 
tle  C reek ; F ie lb acn  Co.. 
Toledo.

C lim ax, 100 oval c ak e s  3 25 
Gloss, 100 cakes, 5c sz  3 60 
B ig  M aste r, 100 b locks 4 00 
N ap h th a , 100 cak es  . .  3 90 
O ak L eaf, 100 cak es  3 60 
Q ueen A nne, 100 c ak es  3 60 
Queen W hite , 100 cks. 3 90 
R ailroad , 120 c ak e s  . .2  50 
S a ra to g a , 120 c ak es  . .  2 60 
W h ite  F leece, 50 cks. 2 50 
W h ite  Fleece, 100 cks. 3 25 
W h ite  F leece, 200 cks. 2 50

P ro c to r A  G am ble Co.
L enox .............................  3 50
Ivory, 6 oz...................... 4 15
Ivory, 10 oz.................... 7 00
S ta r  ...............................  3 40

S w ift A  C om pany
S w ift’s  P r id e  .............  2 85
W hite  L au n d ry  ........... 3 60
Wool, 6 oz. b a rs  ......... 3 85
W ool, 10 oz. b a rs  . . .  6 60

T rad esm an  C om pany 
B lack  H aw k, one box 2 50 
B lack  H aw k, five bx s  2 40 
B lack H aw k , te n  bxs 2 25

Scouring
Sapolio, g ro ss  lo ts  . .  9 50 
Sapolio, h a lf  g ro . lo ta  4 86 
Sapolio, s ing le  boxes 2 40
Sapolio, h an d  ...............  2 40
Scourine, 50 cak es  . .  1 80 
Scourine, 100 cak es  . .  3 50 
Queen A nne S co u re r 1 80

Soap C om pounds 
Jo h n so n ’s F ine , 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’c lo ck  ...............  3 50

W A SH IN G  PO W D E R 8. 
Gold D usi

24 la rg e  p ack ag es  ___ 4 3©
100 sm all p ack ag es  ..3  85

L a u tz  B ro s .’ & Co. 
[A pply to  M ichigan, W is
consin  an d  D ulu th , on ly l 

Snow Boy
100 pkgs., 5c size . . . . 3  76
60 pkgs., 5c size  2 40
48 pkgs., 10c size  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 size . . . . 2  40
100 pkgs., 5c s ize   3 76

SOAP
L a u tz  B ros.’ A  Co.

[A pply to  M ichigan, W is 
consin  a n d  D ulu th , only.]
A cm e, 70 b a rs  ........... 3 05
Acm e, 100 cakes. 5c sz  3 60 
A corn, 120 cak es  . .  2 50

Q ueen A nne
60 5c p ack ag es  .......... 2 40
24 p ackages  ................  3 75

O ak L ea f
24 p ack ag es  ................ 3 75
100 5c p ackages  ......... 3 75

FITZPATRICK BROTHERS’ SOAP CHIPS
White City (Dish Washing).......................................
Tip Top (Caustic)..................................................
No. 1 Laundry 88 % D ry..................................................
Palm Soap 88 % D ry .................................................

SEND FOR SAMPLES

BBLS. 
210 lba. 
250 lbs. 
225 lba. 
.300 lbs.

Sc per lb. 
4c per lb. 
5 # c  per lb 
6j¿c per lb

T h e O nly F ive  Cent C lean ser

é s I S h

Guaranteed to Equal the Best 10c Kinds

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 .—FITZPATRICK BROS.

noiiMMs: Killarney( A )  Ginger Ale
(CONTAINS NO CAPSICUM)

An Agreeable Beverage of the CORRECT Belfast Type. 
Supplied to Dealers, Hotels, Clubs and Families in Bottles Having 

Registered Trade-Mark Crowns
A Partial List of Authorized Bottlers: A. L. I0YCE & SON. Grand Rapids and Traverse City, Mich.; 

KALAMAZOO BOTTLING CO., Kalamazoo. Mich.; KILLARNEY BOTTLING CO., /action, Mich.
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B U S I N E S S -W A N T S  D E P A R T M E N T
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.

B U SIN E SS CHANCES.
R eta il M erch an ts—L iq u id a te  yo u r la rg e  

stocks . W e c an  show  you how  to  tu rn  
yo u r s to ck  in to  m oney. T he  re s u lts  you 
can  o b ta in  th ro u g h  “H a rp e r  S erv ice” w ill 
f a r  exceed y o u r ex p ec ta tio n s . B ased  
upon fifteen  y e a rs  of ex p erien ce  in  con 
d u c tin g  spec ia l a d v e r tis in g  sa le  c am 
p a ig n s  fo r m e rc h a n ts  in  a lm o s t ev ery  
s ta te  in  th e  U nion—o u r a b ility  a n d  record  
h a s  stood th e  t e s t  of tim e . W e h av e  
con v erted  h u n d red s  of th o u san d s  of dol
la rs ' w o rth  of m erch an d ise  in to  qu ick  
cash . L e tte rs  by  th e  sco re  from  s a t i s 
fied m e rc h a n ts  ev ery w h ere  te ll of th e  
w onderfu l re s u lts  from  “ H a rp e r  S erv ice .” 
You should  know  m ore a b o u t th is  serv ice . 
A le t te r  w ill b rin g  you th e  rea l fa c ts . 
S im ply s ta te  s ize  of y o u r s to ck  an d  w rite  
to -d a y  fo r free  in fo rm atio n . O ur m e th o d s 
m u s t be r ig h t an d  re s u lts  s a tis fa c to ry  o r 
w e could n o t re fe r  by  p e rm issio n  to  C hi
cago  w holesale  houses, C om m erc ial A gen
cy Book of R a tin g s  an d  tra d e  p a p ers  upon 
req u est. C. N . H a rp e r  & Co., Inc ., 519-520 
W e s tm in is te r  B ldg., C hicago, 111. 599

200 A cres F o r  Sale—Good bu ild ings; 
th re e -fo u r th s  m ile from  ra ilro ad  s ta tio n . 
E s ta te  to  s e tt le . $100 p e r acre . A ddress 
J am e s  L o w er's  Sons, L a  P o rte , Ind . 600 

F o r  Sale  O r R en t—N ew  c o rn e r s to re  
bu ild ing  in  one of th e  b e s t to w n s  in  
S o u th e rn  M ichigan. M odern fro n t, fine 
location , exce llen t o p p o rtu n ity  fo r  d ry  
goods o r g en e ra l s to re . W ood & W ood-
ruff, A thens, M ichigan._______  601

F o r  Sale—A sto ck  of goods co n sis tin g  
of g en e ra l m erch an d ise , do ing  a  good 
business  in  a  good live tow n  in  C en tra l 
M ichigan. W ill se ll a t  a  b a rg a in . A d-
d ress  No. 602, c a re  T rad esm an ,_____ 602

B ak e ry  F o r  Sale—D oing a b o u t $2,000 
m onthly . Tw o s to res, b e s t loca tion  in 
c ity  of 37,000 popula tion . A ll re ta il. I 
am  su b jec t to  p leu risy  a n d  w a n t to  go 
Sou th  fo r m y h ea lth . T h is  is  a  golden  
o p p o rtu n ity  fo r som e one. J . W . B ak er, 
1934 B roadw ay , L o rain . Ohio. 613

F o r  Sale— Six oak  b icycle ladders, 135 
fee t o f tra c k  an d  pole w ith  fix tu res  to  
m atch . All in A1 condition . T h ro ck 
m orton  B oot Shop, M ich igan  C ity, In d i
ana-__________________________  603

F o r Sale—G eneral m erch an d ise  s to re  in  
one of th e  finest to w n s in  th e  coun try . 
Good fa rm in g  an d  re s o rt business. R ig h t 
on L ak e  M ichigan. $8,000 stock . E v e ry 
th in g  in f irs t-c la s s  cond ition . A ddress
J o h n  Joseph , E m pire , M ichigan. 605

F o r Sale—M achine shop  a n d  g a ra g e  
com bined. C em ent block  bu ild in g  50 x  80 
feet. M odern tools, good s to ck  o f a cce s
so ries. P r ic e  $3,800. R easons  fo r  selling. 
A ddress C. N. C lauson, R ansom , K an sa s.
___________________________________  604

R eg iste red  P h a rm a c is t—L e t m e s e t  you 
up  in business. You find th e  location , I 
w ill fu rn ish  th e  stock . H av e  sm all b u t 
com plete  s to ck  w h ich  I  m u s t sell. E a sy  
te rm s . W rite  m e. No. 606, c a re  T rad e s -  
m an. _________________________ 606

F o r  Sale—S tock  of g e n e ra l m erch an d ise  
in good N o rth e rn  tow n. Can reduce  s to ck  
to  su it p u rc h a se r  a s  ow ner h a s  bough t 
h a lf  in te re s t in a  m a n u fa c tu rin g  concern  
an d  m u st look a f te r  it by  A pril 1, 1917. 
F o r  fu r th e r  in fo rm atio n  a d d re ss  No. 607, 
c a re  M ichigan T rad esm an . 607

F o r  Sale—Good c lo thes  c lean in g  an d  
p re ss in g  e s ta b lish m e n t in  tow n  of 2,000. 
O w ner w a n ts  to  re tire . Box 59, H olly, 
M ichigan. 60S*

F o r Sale—E sta b lish ed  h a rd w a re  and  
house fu rn ish in g  b usiness, loca ted  on 
M ain s tre e t .  Invoice  w ith  fix tu res  $4,500. 
R easons fo r  selling, fa ilin g  h ea lth . A d
d re ss  W a rn e r  H a rd w are  C om pany, 134 
N o rth  M ain s tre e t , M em phis, T enn . 609

F o r  Sale—H u b b a rd  oven, dough m ixer, 
R ead  cak e  m ixer, pans, tro u g h s , ra ck s, 
ev e ry th in g  in b ak ery . I. O chsensch lager, 
A uro ra , Illinois. 610

F o r  Sale—N ew , u p - to -d a te  h a rd w a re  
s to ck  in  good tow n  of 500 in  N o rth e rn  
M ichigan. S tock  an d  fix tu res  w ill invoice 
$4,000. N o com petition . Good fa rm in g  
com m unity . A n exce llen t chance  fo r  a n y 
one w ish in g  to  e m b a rk  in  th e  h a rd w a re  
gam e. O w ner go ing  on fa rm . T e rm s  
cash . N o tra d e . A ddress  No. 611, care  
M ich igan  T rad esm an ,________________611

H a rd w are  F o r Sale—In  one of th e  b e s t 
to w n s in  M ichigan. C lean  stock , good 
location , a n d  very  good tra d e . V ery  good 
rea so n s  fo r  selling . A ddress  Box 612, 
M ichigan T rad esm an .________________ 612

F o r  Sale—R exall d ru g  s to re , $6,500 
s to ck ; e v e ry th in g  m odern  a n d  u p -to -d a te . 
D one $15,000 bu s in ess  in  1915. W ill in 
voice sam e  an d  ta k e  75 cen ts  on dollar. 
N o tra d e s ;  c ash  ta lk s . If  you w a n t snap , 
g e t busy . S te w a r t D ru g  Co.„ F orm oso, 
K an sa s, Jew e ll C ounty , M ain  line  R. I. 
R . R . 661

D ru g  S to re  O ffered—D iscount. Sales
a b o u t $10,000 y e a r . Gem  D ru g  Co., H u d 
son, K an sa s . 598

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 e n e ra l s tock . 
E . K ru isen g a , 44-54 E llsw o rth  Ave., 
G rand  R apids, M ichigan. 304

On acco u n t of o th e r  business, w ill d is 
pose o f a ll o r p a r t  of a  lig h t m a n u fa c 
tu r in g  p la n t to  a  capab le  m an  w ho can  
m an ag e  sam e. Sm all in v e s tm en t r e 
qu ired . Goods show  han d so m e  profit. 
F . H . C., care  T rad esm an . 579

Good In v e s tm e n t—$250 buys o n e -h a lf  
in te re s t  in  m in e ra l c la im  a lo n g  S nake  
river, in  O regon, one m ile from  ra ilro ad ; 
m oney needed  to  g e t ore  out. L a rg e  p ro 
d u c in g  m ines su rro u n d in g  th is  p ro p erty . 
F o r  p a rtic u la rs  a d d re ss  A. S. W ig h t, 
H u n tin g to n , O regon. Box 12._______ 584

T he M erch an ts  A uction  Co., B araboo , 
W isconsin . T h e  m o s t re liab le  sa le s  con
cern  fo r  c losing  out, red u c in g  o r  s tim u - 
la tion . W rite  fo r  in fo rm ation .______585

F o r  Sale—E x tra  good fa rm , 75 acres , 
n e a r  one of th e  b e s t  lit t le  to w n s iri 
S o u th e rn  M ichigan. F in e  bu ild ings. W ill 
sell a t  a  b a rg a in  o r  w ill exchange  fo r 
s to ck  o f m erchand ise . B est re a so n  fo r 
selling. I f  in te re s ted  w rite  fo r p a r t ic u -  
la rs . Box 57, B angor. M ich igan . 586

A utom obile B u sin ess  B arg a in  F o r  Sale  
—F in e s t sa lesroom  an d  g a ra g e  in  S ta te ;  
ideal c lim ate . G a rag e  fu lly  equ ipped ; 
re n ta l  low. B ow ser g a s  a n d  oil ta n k s , 
fu rn itu re  an d  fix tu res. S tu d e b a k e r  a g e n 
cy tw o  coun ties. W ell e stab lish ed  b u s i
ness. Idea l location . T ow n 8,000. Y e ar
ly  p rofits  b e tw een  $6,000 an d  $7,000, p rice  
$2,500. Good re a so n s  fo r selling . W rite  
o r  w ire  S an  M iguel M otor C om pany, L as  
V egas, N ew  M exico. 593

Shoe Shop F o r  Sale—Only one in  live 
N e b ra sk a  tow n  of 1,500 and  la rg e  coun 
t r y  te r r i to ry . P o o r h e a lth  an d  o th e r  
bu sin ess  re a so n s  fo r selling . T h is  is  a  
sp lend id  o p p o rtu n ity  fo r shoe re p a ir in g  
m en. A d d ress  Jo h n  P a rk e r , G enoa, N e 
b ra sk a . 594

W ill T rad e—Tw o h ouses  on 4 x  11 lot, 
one house  fro n t, one a t  re a r , b ack  of th a i  
a  good b a rn . C en tra lly  loca ted  in  B a ttle  
G reek , M ichigan, fo r s to ck  o f m e rc h a n 
dise. W . W . B ishop, B a ttle  C reek , M ich- 
igan._________________________________ 596

In v e s tm e n ts  W an ted —I have  a  lease  of
1,000 acres , p roven  oil land . W a n t a  few  
p a r tie s  to  p u t in  $100 each  an d  p u t dow n 
a  well. A bso lu tely  a  g round  floor p ropo 
sition . F o r  fu ll in fo rm a tio n  ad d re ss  C. 
E . S'haffer, M. D., M oline, K an sa s . 592

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 o f th e  fin es t su m m e r r e 
s o r ts  in  th e  U n ited  S ta te s . D oing $70,000 
bu s in 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

To E x ch an g e—N early  new  $365 e lectric  
o p e ra ted  N a tio n a l c ash  re g is te r  fo r  m en’s 
fu rn ish in g s . A ddress  F u rn ish in g s , care  
T rad esm an . 597

M ER CH A N TS’ LOAN ASS’N—W h y
w o rry  over y o u r b u s in ess  w hen  you can  
g e t qu ick  m oney  a t  6% an d  w hen  you 
w a n t it. G ive k ind  an d  am o u n t of s to ck  
on hand . W rite  u s  to -d a y . I t  m ay  m ean  
th o u san d s  to  you. A ll bu sin ess  s tr ic tly  
confidential. A ddress M erch a n ts ’ L o an  
A ss’n, Office C ry s ta l H otel, F lin t, M ichi- 
gan . M ain  office. Chicago.__________ 578

F o r  Sale O r T rad e—Good c lean  s tock  
of m en’s c lo th in g  an d  fu rn ish in g s , doing  
a  n ice business , lo ca ted  in  a  good fa rm in g  
com m unity . W ill invoice a b o u t $8,000; 
a lso  good c lean  s to ck  of g en e ra l m e r
ch an d ise  loca ted  in  a  good p rosperous 
l itt le  to w n  of a h o u t 800. W ill invoice 
a b o u t $11,000. B oth  o f th e se  s to ck s  a re  
do ing  a  n ice  bu s in ess  and  can  g ive  good 
rea so n s  fo r re tir in g . E d. S um m ers, M ont- 
pelier, Ohio.__________________________ 577

F o r  Sale—V ery  live an d  p ro g ressiv e  d e 
p a r tm e n t s to re  in a  good c ity  o f 65,000 
do ing  a n  an n u d l bu sin ess  of $60,000. All 
c lean  s tap le  m erch an d ise , no  d ead  stock . 
T h is  s to re  is m ak in g  m oney  fo r th e  
ow ners, b u t ow ing  to  d isag ree m e n t s to re  
m u s t be sold. P re s e n t s tock  a b o u t $30,000 
b u t can  reduce  to  s u it p u rch ase r. A d
d ress  No. 566, c a re  M ich igan  T rad esm an .

566
F o r Sale—M eat m a rk e t s to ck  a n d  fix

tu re s . A n old e s tab lish ed  s ta n d  in  a  
good location . C all o r  w rite  fo r p a r t ic u 
la rs . C. E . P u lv e r, T rav e rs e  C ity, M ich- 
igan.__________________________________567

F o r  Sale—L a rg e  covered  g roce ry  w a g 
on fo r  c o u n try  de live ry  cheap  if ta k e n  
a t  once. A lso m e a t o r  m ilk  w agon. 
E . E . P o s t  & Son, H olland , M ich. 573

F o r  Sale—B es t g ro ce ry  in to w n  of 2,000 
in fine fa rm in g  com m unity  in  C en tra l 
M ichigan. D oing $3,000 p e r m on th . I n 
voice $3,500. A ddress  No. 554, care  
T rad esm an . 554

F o r  Sale—Good c lean  s to ck  of shoes 
an d  g roce rie s  in  live tow n  of 3,000 doing  
good cash  business. S tock  w ill invoice 
a b o u t $2,500. Good re a so n s  fo r selling. 
A ddress  No. 540, c a re  T rad esm an . 540

T H E  W O RL D ’S G R E A T E S T  SA L ES 
CONDUCTORS—O ffer you th e  s e rv 
ices of m en w ho  have nad e x tra o rd i
n a ry  success, In hand ling  bo th  large 
and sm all s to ck s  In th e  U nited  S ta te s  
and  C anada . T h e re  Is no sale s  p ro 
m o te r o p e ra tin g  In th e  w orld to -d ay  
can  fu rn ish  you w ith  th e  re fe ren ces  
w e can . W e no t only sell y o u r  s to ck  
—b u t w e sell It a t  a p ro fit d u ring  one 
of o u r personally  conducted  sales. W e 
hand le  D ep artm en t S to res , C lo th ing  
S to res, Shoe S to res , F u rn itu re  S to res 
and  G eneral S to res , and  no tow n  or 
s to ck  Is too  la rg e  o r sm all fo r  us to  
hand le  successfu lly . You p ay  u s ab so 
lu te ly  no th ing  u n til w e  have sold you r 
s to ck  a t  a profit. W rite  to -d a y  fo r 
free  p lan s  and  In fo rm ation . LYNCH 
BROS., 28 So. Ionia Ave., (W m . Alden 
S m ith  B ldg.) G rand  R apids, M ichigan.

G eneral M erchand ise  A uc tioneer—T en 
y e a rs  success  c losing  o u t a n d  reduc ing  
stocks. 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

M erch an ts  P le a se  T ak e  N otice! W e 
have  c lien ts  o f g ro ce ry  stocks, general 
s tocks, d ry  goods s tocks, h a rd w a re  stocks, 
d ru g  stocks. W e h av e  on o u r lis t a lso  a 
few  good fa rm s  to  exchange  fo r such 
stocks. A lso c ity  p roperty . I f  you w ish 
to sell o r  exchange  yo u r bu s in ess  w rite  
us. G. R. B u sin ess  E xchange , 540 H o u se 
m an Bldg., G rand  R apids, M ich. 859

F o r Sale—G eneral m e rch an d ise  s tock  
in S o u th e rn  M ichigan. E s ta b lish ed  ab o u t 
25 y e a rs ; good lo ca lity ; good business. 
A ddress No. 511, c a re  T rad esm an . 511

F o r  Sale—D ru g  s to re  s to ck  co n sis tin g  
of d rugs, w all paper, p a in t, soda  fo u n 
ta in , etc. Good tow n, good trad e , ow ner 
w ishes to  go South . A b a rg a in  if sold 
a t  once. A ddress L ock Box 137, F en to n , 
M ich ig an .____________________________ 576

S afes  O pened—W . L. Slocum, safe  e x 
p e rt an d  locksm ith . 128 A nn  S t., N. E., 
G rand  R apids, M ichigan. 104

F o r  Sale—N atio n a l cash  re g is te r  and  
p ap er b a le r n ea rly  new , office safe, tw elve 
iron couch tru ck s , s ix  wood, n in e  iron  
E u re k a  tab le  ra ck s, lace  c u rta in  rack , 
g la ss  a n 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 ress  No. 447, c a re  M ichigan T rad esm an . 
________ ______________________________ 447

W ill p ay  cash  fo r w hole o r  p a r t  s tocks  
of m erchand ise . L ou is  L ev insohn , S ag 
inaw , M ichigan. 757

PO SITIO N  W A N T E D .

S itu a tio n  W an ted —A  firs t-c la s s  d ry  
goods m an  w a n ts  to  connec t w ith  good 
concern  now  o r by  J a n . 1, a s  m an ag er, 
buyer, g en e ra l sa le sm an  o r com bination . 
H av e  h ad  y e a rs  of p ra c tic a l experience  
in buy ing  an d  selling  d ry  goods, c a rp e ts , 
d rap e rie s , cloaks, su its , fu rs  an d  lad ies 
fu rn ish in g  goods. A m  considered  good 
a ll a ro u n d  m an. C an fu rn ish  A1 re fe r
ences a s  to  qualification . A m  now  e n 
gaged  a s  g en era l sa le sm an  b u t n o t tied  
up. A ddress 83 M. care  T rad esm an .

595

H E L P  W A N T E D .

W an ted —An experienced  m an  fo r o u r 
po u ltry  d e p a r tm e n t—one u n d e rs tan d in g  
feeding , k illing  an d  pack in g  p o u ltry  a n d  
w ho can  g ive good re fe rences . C ulpeper 
P roduce  C om pany, C ulpeper, V a. 582

W an ted —G irls  an d  W om en. S teady  
w ork ; $1 a  d ay  to  b eg in n ers  w ith  a d 
vancem en t. R oom  a n d  b oard  w ith  all 
m odern  conveniences, inc lud ing  th e  use  
of th e  lau n d ry , a t  th e  com pany’s b o a rd 
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

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

Illll!llllllllllllll!l!!llllllll!lll!lllllilllllll!llll!l!l!lllllllllllillllll!lll!!!lll!lllllll!lli!!ll!lllllll̂

Only Stock of Safes Carried in 
Western Michigan

Largest Line of Safes Carried 
in Michigan
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Manufacturing Matters.
Ecorse—The Ecorse Foundry & Ma

chine Co. has engaged in business with 
an authorized capital stock of $100,000, 
of which amount $50,000 has been sub
scribed and $10,000 paid in in cash.

D etroit—The Deodora Laboratory 
Co. has been organized to manufac
ture disinfectants with an authorized 
capitalization of $1,000, all of which 
has been subscribed and $300 paid in 
in cash.

Muskegon—A four-wheel drive for 
motor vehicles is being perfected by J. 
W. Lupher, of this city. The invention 
is designed to be used on all motor- 
driven vehicles, the power being ap
plied to the front wheels as well as the 
rear.

D etroit—The L. M. H. Development 
Co. has been incorporated to build 
and demonstrate a farm tractor and 
other machinery with an authorized 
capital stock of $30,000, all of wh'ch 
has been subscribed and $3,000 paid in 
in cash.

D etroit—The W olverine Stone Co. 
has engaged in business to manufac
ture and deal in stone and other build
ing material with an authorized cap
ital stock of $50,000, of which amount 
$25,000 has been subscribed and $5,000 
paid in in cash.

Port Huron—Canvas Goods, In
corporated, has engaged in the manu
facture of tents and awnings and can
vas goods with an authorized capital 
stock of $35,000, of which amount $32,- 
000 has been subscribed and $4,000 
paid in in cash.

Greenville—The Original Manufac
turing Co. has been incorporated to 
manufacture steel, metal, rubber and 
paper toys with an authorized capital 
stock of $2,000, all of which has been 
subscribed. $700 paid in in cash and 
$1,300 paid in in property.

Ypsilanti—The Ypsilanti Motor Truck 
Co. has been organized to manufacture 
auto trucks, bodies and other auto parts 
with an authorized capitalization of 
$50,000, of which amount $25,000 has 
been subscribed, $1,600 paid in in cash 
and $5,000 paid in in property.

D etroit—The D etroit Novelty Man
ufacturing Co. has engaged in business 
to manufacture m otor parts and ac
cessories, motor equipment, hardware 
and novelties with an authorized cap
italization of $5,000, of which amount 
$2,500 has been subscribed and paid 
in in cash.

Perrinton—The W olverine Con
densed Milk Co. has completed the 
concrete foundation for an addition 
to the plant which was built in Per
rinton eighteen months ago. This 
addition will have a flour space of ap
proximately 40,000 square feet, being 
140 x 140 feet and two stories high, 
of brick construction.

Hastings—A Chicago milk condens
ing company, which wants to erect 
a plant costing between $125,000 and 
$150,000, is looking for a location 
along the M. C. R. R„ and F. E. Adair, 
local agent, has received an enquiry as 
to the suitability of Hastings as a place 
for this plant. The company would 
expend $200,000 for this purpose and 
no bonus is asked.

Holland—The Holland-St. Louis 
Sugar Co. had produced 7,000,000 
pounds of refined up to Monday of

this week a t its three plants a t H ol
land, St. Louis and Decatur. Its  total 
output this season will range some
where between 26;000,000 and 30,000,- 
000 pounds. L ast season it was 36,- 
000,000 pounds. The decrease is due 
to the reduction of 25 per cent, in 
the acreage, on account of cold, wet 
w eather early in the season and the 
long spell of hot w eather later in the 
summer. The beets going to St. Louis 
are richer in saccharin than last sea
son, ranging from 17.2 to 17.4. The 
same is true of Decatur. Holland is 
about the same as last year. On ac
count of the selling price being 1.9c 
per pound higher than last year, the 
aggregate volume of business will be 
up to last year’s totals, despite the 
shortage in raw material.

Grocers Protest Rail Rate Boost.
Michigan wholesale grocers at Chi

cago, November 20, will give reasons 
why transcontinental railroads should 
be denied the proposed increase in rates 
on foodstuffs shipped from Pacific coast 
points to Eastern destinations.

The hearing will be conducted by Ex
amining-Attorney Thurtell of the Inter
state Commerce Commission. Hearings 
will be held in other Eastern as well as 
Western cities.

According to C. C. Ward, Secretary 
of the Michigan Wholesale Grocers’ As
sociation, the proposed increases will 
meet with vigorous opposition. The 
proposed rates are approximately 25 per 
cent, higher for all foodstuffs. Among 
the proposed increases are, salmon from 
60 to 75 cents per 100 pounds ; dried 
fruits, 62J^ cents to 85 cents, and can
ned goods from 90 cents to $1.10.

SITUATIONS W ANTED.

POSITION W ANTED—A s m a n a g e r  of 
g e n e ra l s to re . T w e n ty  y e a r s ’ experience  
a n d  a lw ay s  m ad e  good. M y hobby is 
w ork , in c re a s in g  tra d e  a n d  c u tt in g  dow n 
expense. A m  a t  p re s e n t em ployed and  
I  h av e  good rea so n s  fo r m ak in g  a  change. 
H av e  no  b ad  h a b its , good ap p ea ran ce  
C an  fu rn ish  th e  b e s t of recom m ends. 
A d d ress  N o. 614, c a re  M ich igan  T ra d e s 
m an . 614

B U S IN E S S  C H A N C B 8.

FOR SALE CHEAP—N ew  im proved 
P u tn a m ’s  c lo th  c h a r t. Tw o ribbon  cases, 
e ig h t-fo o t show  case  an d  coffee mill. 
G eorge D unn, Jo n es , M ichigan. 616

F o r  Sale O r T rad e  F o r  F a rm —G rocery1 
a n d  m ea t m a rk e t o r  w ill sell s ep a ra te ly . 
D oing in  ne ighborhood of $500 b u s in ess  
a  w eek. A s expenses  a re  k e p t dow n 
sav e  a  n ice  p rofit a  y ear. A d d ress  No. 
615, care  T rad esm an .________________ 615

$30,000
Automobile damage cases settled for $2400 

John Abeare, of Bay County, while 
driving his automobile in West Bay 
City had an accident, April 29th, 
1916. William McGifford was knock
ed down and run over and Edward 
Hauser knocked down and injured; 
McGifford died about fifteen days 
later. There was a conflict among 
the witnesses, and the administratrix 
of the estate of William McGifford 
brought suit against John Abeare for 
$25,000, and Edward Hauser brought 
suit for $5,000. Mr. Abeare was in
sured in the Citizens’ Mutual Auto
mobile Insurance Company, of Ho
well. The evidence was looked up 
carefully and attorneys employed to 
defend the case. What looked like 
two years of litigation was brought 
to a close, and a settlement was 
reached for the sum of $2,400 to 
settle both cases. Checks were mail
ed from Howell under date of Octo
ber 30th, 1916.

The Car that Stands Still 
Costs Everybody 
Money
To Shippers on the Pere Marquette Railroad:

We are doing everything possible to relieve the car shortage. We need 
your co-operation, in fact, we must have it if we are to be successful in our 
efforts.

There are too many cars on Pere Marquette teamtracks Many of 
these cars are now being used as warehouses. Possibly some of you are figuring 
that the payment of demurrage justifies this. Such, however, is not the fact. 
We would far rather have the car than the demurrage so that we can get cars to 
move your neighbor’s freight and possibly your own freight when you put in 
your next order.

One of the principal causes of the coal shortage is the shortage of 
cars due to the inability of carriers to keep cars moving.

Please do not under any circumstances keep a car under load, or hold it for 
loading, a single day longer than is imperatively necessary.

Only prompt action on your part will enable us to supply you with
cars when you want them. t»attt uPAUL H. KING,

OPERATING RECEIVER.


