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New Era The Winner
T h irty  Thousand N e w  Eraites 

H ave a M onopoly For 
T w o  Years More

H O W  S O ? The Fraternal Amendment contained areal guarantee against
old age freeze-outs, sell-outs (consolidations), etc., which is 

now found only in the New Era Constitution, as follows:
Page 14, Section 1. “This Constitution may be altered or amended 

by means of the Initiative or Referendum as hereinbefore provided, 
and not otherwise. The affirmative vote of a majority of all members 
shall be necessary for such change.”

N O T E —A failure to  vote is a vote a g a in s t—The above paragraph is a REAL GUARANTY of 
a square deal.

2 2 5 ,2 2 0  voted “y e s”
on the  F raternal Amendment, or tw o and a half tim es more than  tw o years ago.

Every New Era member should call the a tten tion  of these voters to the fac t th a t the New Era 
alone can give them  the guarantee th ey  voted for.

T h e N e w  Era Has Originated
a lodge not in conflict w ith  the  d u ty  a member owes his church, home, wife or husband. We cannot 
advertise how th is is done, but i t  makes “lemonade out of th a t lemon" known as the Ogg law.

During the campaign in October, we w rote more than  $600,000 new business and still i t  comes. 
Join now and be protected for the  fu ture. For full particulars address

N E W  E R A  A S S O C I A T I O N
GRAND RAPIDS, MICH.

N O W  W E  DO LAUGH



The Iron Safe Clause
in Fire I n s u r a n c e  Policies, 
which is frequently used as a 
club by unscrupulous insur
ance adjusters to coerce mer
chants who have suffered loss 
by fire to accept less than the 
face of their policies, has no 
terrors to the merchant who 
owns a York fire proof safe.

This safe is carried in slock and 
sold at factory (»rices by the Western 
Michigan representative of the Yorh 
Safe & Loch Co.

GRAND RAPIDS SAFE CO.
GRAND RAPIDS, MICHIGAN

Let us help you  w ith  your

Cheese Business
W e can furnish you with 

Fancy June Made New Yorks
The T asty  Rind

Fall Made Michigan
Soft and Creamy

Fall Made W isconsins

A good line of

Imported and Dom estic Cheese
a t reasonable prices

J u d so n  G ro cer  C o.
T he Pure Foods House

G R A N D  R A PID S, M IC H IG A N

Fancy Shelled Pop Corn
= = = = =  IN  PA CK A G ES —

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

PACKED BY

THE ALBERT DICKINSON CO.
C H IC A G O , ILL.

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

NEW  YORK BOSTON ■
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BIG MAN FOR BIG JOB.
A big man among big men has come 

into our midst in the person of the 
Right Reverend Bishop Michael 
James Gallagher. He is so big that 
“He hath a tear for pity and a hand 
open as day for melting charity” and 
such should be the feeling and atti
tude of one occupying the exalted 
and dignified position of Bishop of 
Grand Rapids.

Born in humble circumstances, but 
with the spark of Divine love in him, 
he early evinced a desire to follow in 
the footsteps of the Great Master as 
one of his disciples; and after a varied 
career, educationally, he finally land
ed at the Royal Imperial University, 
at Innspruck, Austria, where he re
ceived that thorough classical and 
theological education that this insti
tution of world wide reputation gives 
to the intelligent and knowledge- 
hungry student.^ *

Of rugged frame and strong intel
lect, he soon won foremost rank 
among the student body, composed 
of men from all quarters of the globe, 
bent on preparing for the holy priest
hood in the Catholic Church, the 
church of his fathers. After gradu
ating with high honors and being or
dained as a minister of God, he re
turned to the great State of his birth, 
Michigan, to enter his career in the 
priesthood, which has been an open 
book, clean, honorable and square and 
one that all his friends and acquaint
ances can be, and are proud of.

Bishop Gallagher is a very learned 
man, not only in philosophy, literature 
and theology, but in the canon law 
of the church, of which he has now 
become the head and director in this, 
the Grand Rapids Diocese.

His knowledge of church law is 
profound and clear .and his advice is 
sought far and wide on canon law. 
But beyond his great learning his 
generous heart, his goodness and 
piety, there stands the man, Michael 
James Gallagher, citizen.

Bishop Gallagher you have a great op
portunity in our vicinity and throughout 
your diocese to do big things for your 
church, and the community generally. 
If we read you rightly, you are of a 
broad and generous nature, capable of 
big things, and the community ex

pects big things from a man accept
ing the exalted position you now have 
in our midst. You are more than the 
Bishop of Grand Rapids. You are 
one of her most distinguished and for
ward citizens and, as such, are to take 
a leading part in the welfare and 
growth of our city; in its physical 
well-being; its moral uplifting; and 
the general great good, a man of your 
attainments and ability occupying the 
high office which you do occupy, can 
do. You see much is expected of you. 
Bishop Gallagher, but we have no fear 
in prophesying that you will make 
good.

We expect you to call about you the 
strongest and ablest men in your dio
cese as your advisers to help in your 
arduous duties, to the end that your 
administration may be eminently suc

SHABBY SHOWING.
No one can read the account of the 

condition of the Belgian people, and 
especially the Belgian children, present
ed in the recent report of the Commis
sion for Relief in Belgium, without 
having his heart wrung over so pitiful, 
so appalling, a spectacle. But wringing 
of the heart is not, in itself, of any 
avail. What ought to be brought home 
to the American people—what is brought 
home to them in such a statement, if 
people will but stop to think—is that it 
is easily in our power to rescue these 
helpless and innocent victims from the 
worst of their distress, and that we are 
not doing it. From the Atlantic to the 
Pacific, from the Great Lakes to the 
Gulf, this Nation has sympathized with 
Belgium, has admired her heroic sacri
fice, has been filled with indignation at

TVte Spirit of the New Year pervades the Michigan 
Tradesman, filling every nook and corner with Glad
ness and every heart with Good Will. It strength
ens our Faith in the privilege of Work and in the 
Blessedness of Service.

As the candle of the Old Year burns low in its socket 
this Spirit brings to us the grateful Remembrance 
of your many Kindnesses and impels us to send to 
you our Hope that the candle of the New Year may 
illumine your pathway with the golden glow of 
Peace, Prosperity and Happiness.

cessful, and that you may fully attain 
the goal that you shall strive for; to 
better your fellowmen, so as to lead 
them to follow in the footsteps of the 
lowly Nazarene, with Peace on Earth 
and Good Will towards all men. The 
day of bigotry, intolerance and little
ness, thank God, is passed, and we all 
—Catholic and non-Catholic, Jew and 
Gentile—take off our hat to you, 
Bishop, and wish from the bottom of 
our heart, God speed and good luck 
to you.

Mrs. Charity B. Fisk, proprietor of the 
John Fisk Lodge, Central Lake, writes 
as follows: “Please find enclosed check 
for $2 to pay for my subscription for 
two years, as I want to take ad
vantage of the old terms. Trust I 
shall not miss a number. Have al
ways found it instructive, uplifting 
and entertaining. I like your meth-' 
ods of handling your subjects—clean- 
cut, straight-from-the-shoulder-way of 
saying what you believe. I have no 
criticism to offer, but many words of 
commendatiorr for the future of your 
most excellent publication.”

the cruel wrong to which she has been 
subjected—has done everything, in short, 
except give her material help in a 
measure anywhere near what is requir
ed to meet her direst needs, or anywhere 
near what it is our plain duty to give. 
Whether it be $8,000,000 that has been 
subscribed in America, as the Commis
sion says, or $10,000,000, as has been 
stated by others, the amount is paltry. 
It is unworthy of our position of pre
eminent wealth, our abounding pros
perity, our high professions of human
ity ; it makes a shabby showing when 
compared with that of other countries 
laboring under the tremendous stress 
of war. Surely there must be some 
way of bringing together those who feel 
the imperative need of giving much and 
giving quickly, and organizing an ener
getic canvass for the raising of at least 
what is necessary to save the children of 
Belgium from the extreme of hunger, 
and the wasting diseases that are its 
inevitable consequence.

BE KIND.
A great deal of wit, humor and 

sage philosophy are being prepared

for public consumption right now. 
There will be solemn review of the 
Nation’s affairs: and intimate self- 
analysis by hopeful mortals who crave 
to better themselves. There will be 
flippant comment on the frailties of 
human nature; and ponderous moral
izing on personal ethics.

A resolution which can profitably 
be made by everyone and which re
quires no painful strain nor any cost
ly self-sacrifice suggests itself.

It is a resolution which brings its 
own reward speedily; a resolution 
which fits puritan and profligate, em
ployer and employe, parent, child, hus
band, wife, friend.

Resolve to be a little more kindly. 
It is not kind to whine and snarl; it 
is not kind to gossip, it is not kind to 
loaf. There is not a person who 
cannot be more kind in some respect. 
Gentleness is the infallible s:gn of 
strength. Only the weakling needs 
to bluster, to growl, to bully.

With many resolutions, a momentary 
lapse brings such discouragement that 
the whole undertaking is abandoned. 
With this resolution, failure only im
pels fresh endeavor. Kindness is 
purely a matter of habit. The man 
who is liked, who is followed, who is 
upheld always by friendship, is the 
man who is kind.

For thousands of years the great 
leaders have preached moral improve
ment, and when all their teachings 
are resolved into simplest terms the 
one lesson is “Be Kind.”

Being kind does not mean being 
soft. The hardest kmd of self-con
trol is called for. No virtue includes 
so many other virtues; no course of 
action requires more steadfastness, 
yet none other is so accessible to 
every mortal.

A moving story of distress from Cen
tral Alabama, where through flood and 
boll-weevil the cotton and corn crops 
were practically failures this year, ought 
to awaken a response at the North— 
and a prompt response, for the need is 
urgent. Even white landlords there are 
mortgaging their plantations to get food 
and clothing. Some of the negroes, ac
cording to the Montgomery Advertiser, 
are catching rabbits as a means of sus
tenance, some are beating the woods 
for wild nuts to barter for meal and 
some are shivering over stick-fires all 
night because they have not the bed
clothes to lie under. On the farms, 
states the Advertiser editorially, “human 
beings are experiencing the gnawing 
pangs of hunger, and men, women and 
children are facing freezing weather in 
a few rags.” A committee distributing 
help, which can be reached through the 
Advertiser, has found whole settlements 
every one of whose members needs as
sistance. Many poor blacks and whites 
alike might be saved from pitiable suf
fering by prompt contributions.
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SUPPLY AND DEMAND

Should Regulate the Marketing of 
Dairy Products.*

During the past year no one problem 
in farm marketing has attracted greater 
state or Nation-wide attention than that 
of marketing dairy products, particular
ly market milk for city distribution. 
Here in New York State, because of 
the leading importance of your dairy 
industry, you have been especially in
terested in this question. To your prob
lem I have given some thought and it 
will be my purpose to discuss some of 
the economic phases of the producers’ 
problem in marketing milk.

Present Status of Milk Marketing.
In New York State and it is practical

ly true for all sections of the United 
States, this situation which has con
fronted the market milk producer has 
been this: In the city there has existed 
a limited demand and in the country an 
unlimited production of milk Milk dis
tributors have been free to bargain for 
their milk supplies within this area of 
unlimited production wherever the con
ditions met with the legal requirements 
of the Board of Health regulations of 
the cities in which the milk was dis
tributed. The Board of Health regula
tions often have been the chief factor 
which limited the milk distributor from 
obtaining all or a part of his supply 
in any given community within the area 
of unlimited production. With improved 
transportation facilities for shipping 
milk, the establishment of country facil
ities in the form of receiving, cooling 
and shipping stations and the education 
of the farmer in properly caring for his 
milk on the farm, the distance that 
milk could safely be shipped into cities 
for market milk consumption has been 
increased from a few miles to several 
hundred. The area from which New 
York City obtained its milk supply has 
been extended with n a few years from 
a zone radius of less than 100 miles to 
one of over 350. This condition has 
enabled milk distributors to buy milk 
for city distribution at practically its 
value for manufacturing purposes for 
this entire section of the country was 
previously either a butter or a cheese 
producing section and in some cases 
both, cheese being made in summer and 
butter in winter.

In order to change the use of the 
milk produced in a community from 
butter or cheese production to that of 
market milk for city distribution, it was 
often necessary for the milk distributor 
to obtain control of the country facility, 
that is, the country creamery or cheese 
factory, and convert it into a milk ship
ping station. By so doing, he ^virtually 
obtained a local buying monopoly, for 
but few localities have produced enough 
milk to warrant the operation of a com
peting station. So long as the prices 
paid have been profitable the farmers 
have continued to produce milk and 
many have continued even when the 
prices received have not been equal to 
the cost of production as determined 
by an approved cost accounting method.

Such a condition was the natural re-
* A ddress  delivered  before  th e  a n n u a l 

conven tion  of th e  N ew  Y ork  S ta te  D a iry 
m en’s A ssoc ia tion  a t  Syracuse, N ovem ber 
IS. 1916, by  R oy C. P o tts , S pec ia list in  
M arketing: D a iry  P ro d u c ts , Office o f M ar
k e ts  a n d  R u ra l O rg an izatio n , U. S. D e
p a r tm e n t  of A g ricu ltu re .

suit of the merchandising practices fol
lowed, which consisted in buying milk 
as cheaply as possible in the communi
ties where it could be obtained. The 
buyers so far have had the advantage, 
for, when the situation is analyzed from 
the standpoint of competition to sell 
among the producers and to buy among 
the buyers, we find the various pro
ducing communities are in active com
petition in offering their milk to supply 
the market, while the buyers often oper
ate in different communities and are in 
virtual control of the country facil
ities thus causing but little competi
tion in the buying of the milk supply. 
This condition often exists in the 
primary marketing of farm products, 
and by primary marketing is meant the 
sale of products by the producer in his 
local market. In the wholesale or dis
tributing markets competition of a 
keener sort usually exists, as contrasted 
with the competition among buyers in 
the producers’ or primary market. So 
long as we are to continue under the 
competitive system, that is, one in which 
producers are to compete in supplying 
a demand and buyers are to compete 
in getting the supply, we may expect 
prices generally to be fixed by supply 
and demand. To establish the milk in
dustry upon such a basis, it would seem 
desirable that conditions be such that 
the freest and greatest competition may 
exist not only among producers in sell
ing but among buyers in buying. If 
such a condition is to be obtained, we 
naturally ask ourselves this question: 
How can this be brought about?
Competition vs. Monopoly Conditions.

An analysis of the question of market 
milk prices will show that the problem 
is a very complex one, for there are so 
many competing forces in the market 
milk business. Before taking up an 
economic consideration of this problem, 
it must be agreed that monopolistic or
ganization on the part of any branch of 
the industry may tend to reduce compe
tition and to that extent limit the normal 
adjustment of prices in accordance with 
the natural law of supply and demand. 
When active competition ceases, it has 
generally been conceded that a potential 
monopoly exists and. for the proper 
safeguarding of the interest of the pub
lic, legislation may be necessary for its 
regulation. If monopolistic conditions 
are to exist in the milk industry, then 
the solution of the milk marketing prob
lem depends not upon an adjustment of 
conditions so as to produce the most 
ideal competitive conditions, but upon 
legislation for the regulation of monop
olies. The question of whether the 
regulation of monopolies is either more 
or less desirable than competitive con
ditions is not within my province to 
discuss. At present and for some time 
to come, it will be impossible at least 
for a complete monopoly of the supply 
to be established; therefore, competition 
will continue among the producers. The 
extent to which producers are able to 
organize and pool their product, will of 
course, be a factor in limiting competi
tion. Organization, however, has its ad
vantages, such as the establishment of 
more sanitary, adequate and economical 
facilities for the handling of milk or 
manufacture of dairy products, and for 
those reasons it should be encouraged.

Market Demand for Milk.
In the marketing of milk under com

petitive conditions, there are various 
demands for it. Each of these demands 
bid, as we may say, for a portion of the 
milk supply. As the result, a portion is 
used for market milk purposes, a portion 
for cheese-making, a portion for butter
making and a portion for condensing, 
and such products as milk powder, milk 
sugar and casein are also produced. 
There is a rather limited local demand 
for market milk, and for the other prod
ucts there is a world demand. Because 
of the fact that there exists an unlimited 
supply of milk wherever there exists a 
market demand for it, it is evident that 
a portion of this unlimited supply must 
be used to supply a part of the world de
mand for milk products, that is, be used 
in the manufacture of some of the lesser 
perishable milk products.

As a concrete illustration of this, we 
will take a dairy community in New 
York State which produces 225 ten- 
gallon cans or a carload of milk a day. 
When this milk is produced under con
ditions required by the New York City 
Board of Health, it may be shipped as 
market milk to New York City if a 
buyer for it can be obtained. It may 
also be used locally for the manufacture 
of butter, cheese, condensed milk or 
other dairy products. If this milk is 
used for the production of butter, cheese 
or condensed milk, its value will depend 
upon the value of these products in the 
world’s market for there is an inter
national trade in these products. The 
producers of milk in this community, 
unless their product supplies a special or 
local demand are virtually in competition 
with all the milk producers supplying 
milk for the same market demand. Com
petition exists not only among the pro
ducers supplying milk for a single form 
of milk product, but also to some extent 
among those supplying milk for use in 
manufacturing the different products. 
Condensed milk is recognized as a com
peting product with market milk in 
many cities. If the price of one 
becomes excessive, it stimulates the de
mand for the other. The milk producers 
supplying a condensery are therefore 
in competition with the milk producers 
supplying fluid milk to any market 
where condensed milk is consumed.

During the past year we have had 
some most excellent illustrations of the 
competition in the world’s markets in 
bidding for a portion of the milk supply 
to supply a world demand. Due to the 
increased demand for cheese for the 
European armies, the market prices of 
cheese have advanced in all parts of the 
world. Butter, a less useful food for the 
armies, did not increase proportionately 
in price with cheese; therefore, it be
came more profitable to convert milk 
into cheese than into butter and as a 
result many creameries in New Zealand 
have been converted into cheese fac
tories. Even here in New York State, 
some few milk shipping stations have 
been equipped to make cheese, for it 
was more profitable to convert the milk 
into cheese, than to ship it as market 
milk to New York City. Competition 
of this character is continually acting 
and tends to stabilize the world prices 
of not only the products of milk but 
milk itself, for milk cannot continue

long to have a lower market value than 
its manufactured products.

The standardization of the market 
value of milk and of its products, is 
dependent upon the free use which may 
be made of milk in converting it into 
the various milk products. The con
verting of the constituents of milk into 
the various forms of milk products is 
fundamentally of greater importance to 
the producer and the consumer than to 
any other classes of people, for upon 
the extent to which milk is used to sup
ply the various market demands depends 
not only the return to the producer but 
also the price of it and its products to 
the consumer. In order to obtain a ready 
economic adjustment of the market 
value of milk to the market 
value of its constituents in the form of 
manufactured milk products, it is neces
sary that the power to convert at least 
a part of the milk into that product 
which will return to the producer the 
highest net return, remain in the hands 
of the producer. It is, therefore, eco
nomically wrong for the country milk 
stations, creameries, or cheese factories 
to be owned exclusively or be controlled 
exclusively by anyone other than the 
producers of the milk themselves, for 
to have the country facility otherwise 
controlled is to place upon the operator 
an economic duty which he may not be 
able to render.

Instances of distributors or dealers in 
dairy products who have found it ad
visable to relinquish their control over 
the facilities for production are noted 
in the butter and cheese industry. A 
number of years ago, wholesale distrib
utors of each of these products owned 
and operated country creameries and 
cheese factories. Frequently they found 
themselves confronted with a local con
dition in which milk for market milk 
purposes had a higher value than for 
butter or cheese-making purposes and 
to hold the farmers’ patronage they had 
to meet competition by paying higher 
prices which meant financial losses. To 
have converted the creamery or cheese 
factory into a milk shipping station, 
would have required that they engage 
in a business which was not properly a 
part of the regular business they were 
organized to conduct, viz., that of dis
tributing at wholesale butter or cheese. 
Another condition which sometimes 
arose, was that of having the product 
of their own factory cost them more 
than they could have purchased just as 
good a quality product from another 
factory. Butter and cheese distributors, 
therefore, generally have disposed of 
their country creameries and cheese fac
tories as producing facilities. Frequent
ly, we find cheese factories which are 
operated by a distributor under a lease, 
the owners thereby having released tem
porary control of the use to be made of 
the milk.

Applying this general principle to the 
buying of milk, we find it to be uneco
nomical for a milk distributor to pur
chase a larger supply of milk than he 
requires for his market milk trade if 
its value when converted into milk prod
ucts does not closely approximate its 
value for market milk purposes unless 
he can buy the milk at a lower price than 
it is worth for market milk purposes. 
Similarly unless market milk and con
densed milk have approximately the



D ecem b er 27, 1916

same market value, it is not good eco
nomics for milk to be brought under 
those conditions that make it necessary 
to pay the same price for milk to be 
used for these two purposes. Milk con
densing companies engaged in the mar
ket distribution of both fluid and con
densed milk have found themselves hand
icapped in trying to pay two different 
prices in the same locality for milk 
bought for these two uses. If the value 
of milk for these two purposes is greatly 
different and two different prices cannot 
be paid, then the price paid must be an 
average prices of what milk is worth 
for both purposes, which would be less 
than it is worth for the one purpose 
and more than it is worth for the other. 
This necessarily means that one business 
is carrying a burden caused by the other, 
for, if a profit is made on the milk used 
for each separate purpose, the producer 
is receiving less or the consumer of one 
of these products is paying more than 
he should. An adjustment of the mar
ket price of milk to the market demand 
and value of it for different uses, there
fore, would require that the purchase 
of milk to supply one demand be not 
complicated with its purchase to supply 
another. If milk for market milk pur
poses, where retail prices are rather 
constant, has a higher value than milk 
for other purposes where retail prices 
fluctuate with wholesale prices, then the 
producer would be able to obtain the 
highest prices, when he is able to supply 
the distributor with approximately the 
exact quantities required for his market 
milk trade. To be able to do this and 
also to be able to obtain the highest 
net return for the surplus not required 
for market milk purposes, the producer 
must provide and control the use of 
the facilities required to convert the 
surplus into those forms of milk prod
ucts which will bring the largest net 
return.

Prices of Milk Products Abnormal.
At the present time the prices of but

ter, cheese, and condensed milk in the 
world’s markets are above normal. To 
some extent, these extreme advances are 
due to abnormal conditions in certain 
producing areas and an increased de
mand for these products on account of 
the European war. The price of miilk 
for market milk purposes has also been 
increased due to a general demand for 
a higher price by the producer. There 
is not at the present time, the induce
ment for creameries and cheese factories 
to be converted into milk shipping sta
tions that there will be later if market 
milk prices remain as at present and 
butter and cheese prices are again ad
justed to normal conditions. The effect 
of an increased supply tends to lower 
prices and it will not be surprising if 
milk prices also will decrease in accord
ance with the increased supply at least 
to the basis of the market value of milk 
for manufacturing purposes, plus an 
amount to cover the cost of extra care 
and labor required to produce milk for 
market milk purposes.
Market Grades and Standards for Milk.

In the marketing of milk, grades and 
standards which recognize differences in 
quality are as important in facilitating 
equitable trading as in the marketing 
of other products. If there exists a 
demand for a superior quality of milk 
known as Grade “A” which the consum-
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er may purchase at a higher price, the 
consumer should have some assurance 
that when he purchases Grade “A” 
milk, he is actually getting better milk 
than Grade “B.” If Grade “A” quality 
milk requires extra care and labor in its 
production, then the producer is entitled 
to a higher price for it. Some progress 
has been made in the establishment of 
market grades of milk by cities. If state 
or .Federal grades are to follow, and 
farms and shipping stations are to be 
licensed to market milk of the various 
grades, it would be highly advantageous 
for the country milk stations to be 
equipped so that milk may be quickly 
and accurately graded. Such facilities 
in the hands of the producers would 
enable them to contract to supply a de
mand for a certain grade of milk at 
the highest price obtainable for that 
particular trade. The markets for milk 
would be open to all producers, and 
distributors would not be burdened with 
the ownership of country stations which 
today limit to a considerable degree 
competition in the market distribution 
of milk.

Summary.
The country station when controlled 

by the producer, should enable him to 
obtain the highest market price foj his 
milk either as market milk for city dis
tribution or as milk for manufacturing 
purposes. It also should result in the 
regulation of the market price of milk 
bv the law of supply and demand as in
fluenced by the market value of the 
constituents of milk when manufactured 
into the various forms of milk products 
for which there is a world demand.

This we may assume is the condition 
desired in order to establish the dairy 
industry upon a truly competitive basis 
when supply and demand will regulate 
market prices and cost of production 
in relation to market prices will limit 
the supply.

Beating the Sensationalist to It.
The San Francisco Retail Grocers 

Association has found one way to set 
back-fires against the “yellow” press 
of the Pacific Coast, at least in some 
measure, and there might be some
thing worth considering in the sub
ject, both for other retail grocers and 
the newspaper editors.

Frank B. Connolly, State and local 
Secretary of retail grocers and erst
while President of the National As
sociation, has been cultivating the 
newspaper men and as a result is in- 
treviewed practically daily as to the 
situation. Mr. Connolly has adopted 
the policy of telling in advance just 
what is likely to happen and why and 
thus “beating the papers to it,” so that 
the sensational side of the food mar
ket, bad as it is, is made less harsh 
when things happen.

It does seem regrettable that more 
of the local papers and more of the 
reformers do not interview the men 
who actually know what is going on 
rather than to publish columns 
of theories and opinions of men 
in no wise familiar with the causes and 
effects of the prevailing conditions in 
trade and whose interviews, read by 
those who do know, sound like more 
inflammatory buncombe.

Never lend money to a stranger. 
If you must have any financial tran
sactions with him, borrow it.

Message From President of Board of 
Pharmacy.

Bay City, Dec. 26—A retrospect of 
the transactions in the pharmacy work, 
for the past year in the State, cannot 
but fill to overflowing the heart of the 
pharmacist, while "he beholds the 
progress of the profession, in dispell
ing the moral darkness which has 
brooded over society, by eliminating 
from our ranks those druggists, who, 
in years gone by, obtruded themselves 
into our profession, desecrated phar
macy and destroyed our standing as 
honored citizens in our community, 
by selling liquor and dope. They are 
gone, and sunk into oblivion, many of 
them have gone to their graves un
honored and the memory of the sur
vivors will perish and be forgotten, 
as pharmacy advances in her trium
phant march. Only let the members 
of our profession be true to them
selves—let them rise to that stan
dard of perfection to which our pro
fession belongs—let the community 
at large see that we are, in truth, what 
we claim to be, and the day is not 
far distant when pharmacy will be 
hailed as the benefactor of our race 
and our profession admitted second 
to none.

I have not, during the past year, 
been an uninterested spectator of what 
has been doing in our sister states. 
I have witnessed with joy the on
ward march of our profession every
where—more particularly the untir
ing efforts which are making to ele
vate the intellectual as well as the 
moral conditions of those who are 
beginning the study of pharmacy, by 
establishing in the high schools a 
course in pharmacy. But as these 
matters more appropriately belong 
to the committee on higher educa
tion, I shall confine myself in my re
marks and in the suggestions I have 
to make to a report of my official acts.

In a review of State affairs, there 
is much to gladden and rejoice the 
heart. On every side our druggists 
are prospering almost beyond a paral
lel, and new stores are springing up 
nicely equipped and honorably con
ducted, and dispensing the benefits 
of our higher qualifications far and 
wide.

But amidst these evidences of pros
perity which a general view presents, 
we cannot shut our eyes to individual 
cases of irregularity practiced by some 
of our more careless druggists, and 
several cases of violations of the 
pharmacy law have occurred in the 
State which resulted in prosecutions 
and convictions.

Some of my official acts, which 
faithfulness to my duty requires, I 
can scarcely expect will meet the 
druggists’ entire approval, although 
I assure the profession they have been 
done in good faith, and with the ad
vice of the members of the Board of 
Pharmacy. It sometimes devolves 
upon me to prosecute upon techna- 
calities, it being the only possible 
means of bringing violators to justice.

A subject of deep interest to the 
prosperity of our profession is to se
cure a uniformity of laws in all the 
states. This should not be lost sight 
of, and I know of no way the object 
can be attained with so much certain
ty as by encouraging the services of 
those who are appointed to draft a 
modern pharmacy law. That our ef
forts in this regard have signally fail
ed the past year, ought in no wise to 
discourage us. We certainly have 
among us members of the profession 
who are not only capable, but who are

willing to devote their time that the 
prosperity of the profession is in
dicated by the number of its mem
bers, and hence, to increase the number, 
too little regard is paid to the char
acter and qualifications of the candi
date for registration. He is accepted 
with little or no enquiry as to his 
qualifications, hurried through the ex
amination and often proves a pharma
ceutical dwarf, and sometimes a curse 
and disgrace to the profession. To 
avoid such and kindred evils, I would 
recommend the character and quali
fications of candidates be most thor
oughly scrutinized. Let them be men 
not only without reproach, but also 
men of capacity, capable of acquiring 
a suitable knowledge of the arts and 
sciences. This will secure intelligent 
as well as good pharmacists.

Another evil which is doing mischief 
to the profession is the custom among 
some of our druggists of conferring 
too great responsibilities upon our ap
prentices before the candidate for reg
istration has made suitable proficiency. 
It is not infrequently I find young men 
with no knowledge of pharmacy assum
ing full charge of a drug store. Such a 
course is a flagrant violation of the 
pharmacy law, a menace to the public 
health, and a fraud upon the community.

In some parts of Europe where phar
maceutical knowledge and intelligence 
are properly estimated, a candidate is 
obliged to qualify in the highest degree 
before he is entrusted with the simplest 
details of a pharmacy, and in some 
states in our own country it is made a 
law that a candidate shall, besides hav
ing the necessary practical experience, 
also be a graduate of a high school 
and a recognized college of pharmacy 
before he can practice his profession. 
But in my view while I am a firm be
liever in higher education, time is not 
so important as diligence. One candi
date by diligence may be qualified to 
pass the examination in two years, while 
another may never qualify himself, con
sequently the qualification proposition is 
a debatable question. Only some plan 
should be devised and strictly adhered 
to that will make our qualifications sec
ond to none in the United States, 
our pharmacy law, that there shall be 
a higher standard for registered phar
macist and a more practical arrangement 
for registered druggist.

Having now gone through with what 
I proposed to submit for your con
sideration, allow me in all kindness to 
urge you to faithful discharge of your 
duties as a pharmacist.

Remember that you are not acting for 
yourselves alone, but for posterity. On 
your careful and cautious legislation 
in a great measure rests the prosperity 
of the pharmaceutical profession.

Satisfactory liquor and qualification 
legislation will serve to enlighten the 
path, not only of those who shall come 
after us, but also pharmacists in sister 
states who are walking side by side 
with us in pursuit of knowledge and 
better pharmacy. E. T. Boden,

President Michigan Board of Phar
macy.

Harry E. Smith, grocer at Owosso, 
pays his subscription four years in 
advance and says: “We would hate to 
be cut from your list. We enjoy your 
paper and find many interesting sub
jects brought up for solution; also 
many useful hints to the business man 
that are worth many times the amount 
of the subscription.”

G. N. Snyder. Pres. H. C. Rindge. Vice Pres. W. W. Huelster. Sec.-Treas
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Movements of Merchants.
Dighton—Ross & Updyke succeed 

Guy M. Hartley in general trade.
Ludington—The Lunde Clothing 

Co. has increased its capital stock 
from $3,500 to $4,000.

Niles—The Niles Lumber Co. suc
ceeds Carmi R. Smith in the lumber 
and building material business.

Detroit—The capital stock of the 
Woodward Hardware Co., Inc., has 
been increased from $10,000 to $15,000.

Menominee—The Square Peoples’ 
House Furnishing Co. has increased 
its capital stock from $40,000 to $65,- 
000.

Marlette—The Red Star Creamery 
Association has been incorporated 
with an authorized capital stock of 
$5,000.

Bronson—George Dumont has clos
ed out his stock of clothing and is 
now in the employment of the Doug
las & Rudd Manufacturing Co.

Flint—Zimmerman & Attaway have 
sold their drug stock and store build
ing 318 South Saginaw street to Reid 
& Goodwin, who have taken poses- 
sion.

Vestaburg—The elevator of the 
Michigan Bean Co. was detroyed by 
fire Dec. 22, entailing a loss of about 
$100,000, which is covered by insur
ance.

Detroit — The McAdamite-Alum- 
inum Co. has been organized with an 
authorized capital stock of $1,000, all 
of which has been subscribed and 
paid in in cash.

Sparta—Loren Gardner has sold his 
interest in the Gardner & Seibert bak
ery to his partner, J. E. Seibert, who 
will continue the business under the 
style of the Home Bakery.

Vassar—George E. Atkins has sold 
a half interest in his undertaking 
stock to Perry Johnson, of Milford, 
and the business will be continued 
under the style of Atkins & Johnson.

Detroit—The Detroit Distributing 
Co. has engaged in the warehouse and 
storage business with an authorized 
capital stock of $3,000. all of which 
has been subscribed and paid in in 
cash.

Saginaw—James J. Keho has taken 
over the interest of the late Frank 
Keho in the grocery stock of J. J. &
F. Keho, at 408 Court street, and will 
continue the business under his own 
name.

Hillsdale—The Hillsdale Mercan
tile Co. has engaged in business to 
handle at wholesale and retail paper, 
wooden and galvanized ware and 
manufacture brooms, with an author
ized capitalization of $30,000, of which 
amount $15,000 has been subscribed, 
$7,300 paid in in cash and $7,700 paid 
in in property.

Cassopolis—C. E. Osborne has op
ened a bakery in the Goodwin block. 
It is thoroughly equipped with the 
latest machinery for mixing and mak
ing bread and all kinds of baked 
goods.

Lansing—Nicklios & Speros Perikes 
have engaged in the confectionery 
and lunch business under the style of 
the Puritan Candy Co. They will 
manufacture their entire stock of con
fectionery.

Detroit—The Yankee Auto Special
ty Co. has engaged in business at 733 
Woodward avenue with an authorized 
capital stock of $50,000, all of which 
has been subscribed and $49,800 paid 
in in property.

Lansing—The Wolverine Coal Min
ing Co. has been organized with an 
authorized capital stock of $100,000, 
of which amount $28,500 has been sub
scribed, $3,500 paid in in cash and 
$25,000 paid in in property.

Ypsilanti—Gingsberg & Glover, of 
New York City, have leased a store 
building on Huron street which they 
occupy with a stock of women’s 
ready-to-wear clothing, coats and furs, 
under the style of The Fair.

Detroit — The Lassen - Johnston,
Inc., has engaged in business at 1001 
Penobscot Bldg., to handle auto ac
cessories with an authorized capital 
stock of $2,000, of which amount $1,000 
has been subscribed and paid in in 
cash.

Ovid—George J. Corring & Co. 
dealers in clothing and shoes, have 
filed a trust mortgage in favor of their 
creditors, naming John H. Robson 
as trustee. The latter is negotiating 
a sale of the stock to Detroit mer
chants.

Muskegon—Henry F. Cooper has 
sold his interest in the clothing stock 
of Cooper & Bjorklund, at 124 West 
Western avenue, to M. Y. Miller, of 
Scottville, and the business will be 
continued under the style of Bjork
lund & Miller.

Eaton Rapids—Fire destroyed the 
Fred Lyon stock of general merchan
dise and store building, at Partello, 
an inland village southwest of this 
place, D̂ ec. 20. The loss was par
tially covered by insurance. Mr. Lyon 
will rebuild the store at once.

Rockford—Henry Burch has pur
chased the interest of his partner, 
William Haskell, in the wagon fac
tory, planing mill and cider mill of 
Haskell & Burch and will enlarge the 
business by specializing in manufac- 
ing interior wood work, silos and po
tato crates.

Manufacturing Matters. 
Holland—The Holland Furnace Co. 

has increased its capitalization from 
$250,000 to $650,000.

Saginaw—Fire damaged the plant 
of the Erd Motor Co. Dec. 23 to the 
extent of about $2,000.

D etroit— The Brown-Hitchinson 
Iron Works has increased its capital 
stock from $10,500 to $60,000.

Ionia—The Ypsilanti Reed Furni
ture Co. has declared a 5 per cent, 
bonus for all its employes who quali
fy-

Dowagiac—Lanfield & Steele, Inc., 
cigar manufacturer, has opened a 
branch factory here and will employ 
at least 100 men.

Kalamazoo—The Shakespeare Co. 
has increased its capital stock from 
$250,000 to $425,000 and declared a 
40 per cent, dividend on the common 
stock.

Marion—The Ex-Cel-0 Co. is be
ing organized to manufacture 
Pritchard’s patent paints and other 
products and will make its headquar
ters here.

Three Rivers—The Sheffield Car 
Co. has established a pension fund 
for employes who have been in the 
service of the company for a given 
number of years.

Pontiac—The Pontiac Tractor Co. 
has been incorporated with an author
ized capitalization of $42,000, all of 
which has been subscribed $10,204.87 
paid in in cash and $31,795.13 paid in 
in property.

Detroit—The Williams Iron Co. has 
been incorporated with an authorized 
capitalization of $200,000, of which 
amount $40,000 has been subscribed. 
$5,000 paid in in cash and $35,000 paid 
in in property.

Pontiac—The Oliver Co. has en
gaged in the manufacture of car
bonated beverages with an authoriz
ed capital stock of $25,000, of which 
amount $15,000 has been subscribed 
and $6,000 paid in in cash.

Battle Creek—The Spaulding Drug 
Co. has been organized with a capital 
stock of $2,000 to take over the drug 
stock of A. J. Erwin, 471 Marshall 
street. Mr. Erwin, who has owned 
the store for many years, will enter 
the auto body manufacturing business 
in Detroit.

Adrian—The Manaphone Corpora
tion has been organized to manufac
ture musical instruments with an au
thorized capital stock of $250,000 
common and $250,000 preferred, all of 
which amounts has been subscribed. 
$30,000 paid in in cash and $345,000 
paid in in property.

Benton Harbor—'The Climax Shock 
Absorber Co. has engaged in the man
ufacture of shock absorbers, auto 
parts and supplies and wood and 
metal specialties with an authorized 
capitalization of $10,000, all of which 
has been subscribed, $1,000 paid in in 
cash and $5,000 paid in in property.

D. D. Alton, of the Pioneer drug 
store, at Fremont, writes as follows: 
“Enclosed find our check for $5 for 
five years' subscription in advance to 
the Tradesman. We are not doing' 
this at this time in order1 to take ad
vantage of your very generous offer, 
but somehow we sleep better knowing 
that this valuable journal will not be 
stopped N. P. D. We find it in- 
despensible and of untold value to us 
in our every day business life.”

Live Notes From a Live Town. 
Owosso, Dec. 26—Mrs. Cora Has- 

brock, who has successfully run the 
hotel in Ashley for twenty years, 
known to the commercial world as 
Cora’s Tavern, has sold out to Mrs. 
C. M. Thayer, who has taken posses
sion. Aunt Cora, who is known by 
hundreds of traveling men and well 
liked not only for excellent meals, but 
for her eccentricities, has been a good 
reliable old standby and will be 
missed. We once heard an old weath
er beaten salesman remark that if he 
ever# was unfortunate enough to be 
sick away from home, he would rather 
be at Cora’s Tavern than any place he 
knew of. She ran her own place in 
her own way, but way down in her 
good old heart she has always been 
an angel in disguise. Mrs. Thayer 
comes well recommended and will 
make the place a real traveling man’s 
home, with pies like mother used to 
make. She will continue to run a 
real old home tavern on the three- 
meal-a-day American plan.

From conversation that we have 
listened to in the down town district 
of our fair city, we gather the impres
sion that the Owosso churches have 
become so congested with worship
pers that in the course of human 
events it has become necessary to 
build a tabernacle, which is to be com
pleted by Dec. 31, 1916. It seems to 
an innocent bystander like ourself that 
if we could only wait until peace is 
declared and the war is over, it would 
be less dangerous for the building 
committee to cross the Atlantic, 
where they possibly would be able to 
pick up a second-hand, one as we 
have read that King Solomon had one 
stored away somewhere in the Tem
ple that once belonged to the Israel
ites, but had fallen into disuse from 
the fact that since that period they 
had been furnished with more com
fortable places for worship.

Fred Hanifan has been figuring 
again and says he can live cheaper 
now in this age of high cost of living 
than he could before and can prove it. 
He says now take eggs, for instance. 
They are cheaper to eat at 48c per, 
than they were at 12c, for a customer 
takes a dozen eggs at 48c and eats 
two for breakfast and you have 40c 
worth left. At 12c a dozen, eat two 
and you have only 8c worth left and 
five times eight is forty, consequently 
it is about five times cheaper now 
than before. We can’t figure this uot 
to our entire satisfaction. It possibly 
might be done by casitng out the 9’s, 
and also the bad eggs, but if we ever 
become prosperous enough to buy a 
dozen all at one swat we may give 
the problem a practical test.

J. L. Newbury, of North Star, has 
sold his stock of general merchandise 
to Eichenburg & Son, who have taken 
possession.

Roy E, Brooks, of Carson City, has 
opened a store at Sethton, with a 
stock of general merchandise and is 
doing a nice business.

L. H. DeLoche has sold his pool 
and billiard room and lunch counter 
to Julius Caesar, who has taken 
possession. Mr. DeLoche is doing a 
successful business in the moving pic
ture line in an adjoining building.

R. E. Lower, of Sheridan, has re
modeled his store and has recently 
removed his stock of general merchan
dise from his former place of business 
into his new location, which is very 
handily arranged, and he now has one 
of the best country stores in Mont
calm county and is enjoying a very 
fine trade. Here’s wishing a pros
perous New Year.

J. D. Royce, of Corunna, the Broad- 
head goods salesman, is on the sick 
list this week. Honest Groceryman.

Some men seem to imagine that 
they were given heads so they would 
have -something to butt in with.
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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; Hubardstons, $3.75'@4.25; Spys, 
$4@5.

Bananas—Medium, $1.50; Jumbo, 
$1.75; Extra Jumbo, $2; Extreme Ex
tra Jumbo, $2.50 up.

Beets—$1.25 per bu.
Brussel’s Sprouts—20c per qt.
Butter—The market is very firm 

but unchanged for the week, with a 
good consumptive demand. Receipts 
are light and strictly fancy butter is 
still very scarce. Under-grades, how
ever, are a little freer. No immediate 
change is in sight. Local dealers 
hold fancy creamery at 38J^c and cold 
storage creamery at 35c. Local deal
ers pay 33c for No. 1 in jars and 27c 
for packing stock.

Cabbage—4c per lb.; $60 per ton.
Carrots—75c per bu.
Celery—20c per bunch for small; 

30c for large; bo?t (3J^@4 doz.), $1.50 
@1.75.

Cocoanuts—$6 per sack containing
100.

Cranberries—$7.50 per bbl. for Early 
Black from Cape Cod; $9 per bbl. foi 
late Howes.

Eggs—The market for fresh is firm 
and unchanged, with moderate re
ceipts and a fair consumptive demand. 
There is cold weather in the pro
ducing sections and Southern eggs 
have not yet started to arrive. The 
market on storage eggs is firm and 
unchanged with a good demand. 
Stocks, generally speaking, are light 
and the market is likely to hold up 
for a while. Local dealers pay 40@ 
42c for fresh, candled and loss off, 
and hold candled at 44@45c. Cold 
storage candled are held at 35c for 
April and May, 34c for first, 32c for 
seconds and 31c for dirties.

Figs—Package, $1.10 per box; lay
ers, $1.50 per 10 lb. box.

Grape Fruit—$3.40 per box for 
Florida.

Green Onions—Chalotts, 60c per 
doz. bunches.

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

Lemons—California, $3.50 per box 
for choice and $4 for fancy.

Lettuce—12c per lb. for hot house 
leaf; $3 per bu. for Southern head.

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

pure.
Mushrooms—75@80c per lb.
Nuts—Almonds, 18c per lb; filberts, 

16c per lb.; pecans, 15c per lb.; wal
nuts, 16c for Grenoble, 15^c for Na
ples; 19c for California in sack lots.

Onions—Home grown $4 per 100 
lb. sack for red or yellow. Spanish, 
$1.75 per crate of either 50s or 72s.

Oranges—Pineapple Floridas, $3.25; 
California Navals, $3.25.

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

Peppers—Southern commands $4 
per 6 basket crate.

Pop Corn—$2 per bu. for ear, 5@ 
5 ^ c  per lb. for shelled.

Potatoes—Tubers sell in a jobbing 
way at this market for $1.85 per bu. 
Growers are getting $1.50@1.60, de
livered on track.

Poultry—Local dealers pay as fol
lows, live weight; old fowls, light, 
12@13c; medium, 13@13J^c; heavy 
(6 lbs.), 14c; springs, 14@15c; broil
ers, (1t/2 lbs.) 18c; turkeys, 22@24c; 
geese, 10@12c; ducks, white pekin, 
14c; heavy 14c; Indian runners, 12^c. 
Dressed fowls average 3c above these 
quotations.

Radishes—35c per doz. bunches for 
small.

Ruta Bagas—'Canadian command 
$2.25 per 100 lb. sack.

Squash—$2 per bbl. for Hubbard.
Sweet Potatoes—Kiln dried Dela

ware Jerseys, $1.90 per hamper.
Tomatoes—$2.50 for 10 lb. basket.
Turnips—$2.25 per bbl.

The Grocery Market.
Sugar—The market declined 10 

points Dec. 26, followed by a demor
alized condition in New York to-day, 
which reduced granulated to 6.80@ 
6.90c. Some orders are received for 
granulated to eke out stocks, but the 
general tendency of the wholesale 
grocers and manufacturers is to go 
slow over the turn of the year, when 
the inventories will be behind them. 
There is no question but that stocks 
in the country are very light, since 
the buying for weeks has been ex
ceedingly hand to mouth and the in
visible supplies must have been sharp
ly reduced.

Tea—Business is very quiet and, in 
fact, little is expected before the end 
of the year, as the distributers are 
pushing holiday goods. Some hand- 
to-mouth orders are filled, but there 
is no snap to the movement, specula
tive activity having ceased. On the 
other hand, the absence of pressure 
is commented upon, it being felt that, 
statistically, tea is in a good position, 
peace or no peace.

Coffee—The peace talk has caused an 
advance in Rio and Santos grades lA@  
He. The reason for this is that if peace 
comes Germany, which is now closed 
to the coffee traders, will be opened 
and a very large business will almost 
immediately ensue. The domestic de
mand for Brazil coffees is still poor. 
Mild grades show no change as yet, 
but will undoubtedly share in the ad
vance if any advance comes.

Canned Fruit—There is nothing be
ing done at the moment as the im
mediate needs of the trade have been 
supplied and there are no surplus 
stocks to force selling pressure. The 
market is nominally firm.

Canned Vegetables—Canners are not 
anxious to offer future tomatoes on 
the dollar basis, and while there has 
been some business done at that price 
the canners who have made these quo
tations are not asking for more busi
ness but on the contrary have ad
vanced their figures to $1.05, which 
buyers do not care to pay. The larger 
canners do not see how it is possible 
to name a figure below $1.10 and even 
at that they are not willing to name 
opening prices as yet. Spot tomatoes 
are weak at $1.20 f. o. b. cannery and 
it was intimated that if there was any 
real business in sight still lower prices 
might be found acceptable. There is 
nothing being done in the other can
ned vegetables to furnish a basis for 
a revision of quotations.

Canned Fish—While this market is 
suffering from the prevailing holiday 
dullness it is likely that some business 
could be accomplished if there were 
freer offerings but in the absence of 
both willingness to sell and anxiety 
to buy the general list is on a nominal 
basis, although a firm one.

Dried Fruits—Prunes, apricots and 
peaches are unchanged. The Raisin 
Association has found that it will have 
more sultana raisins than it expect
ed, and will, therefore, deliver about 
15 per cent, more than it promised 
some time ago, making a total de
livery of 90 per cent. Currants re
main nominally unchanged although 
some of the holders have cut prices 
during the week of about lj^c per 
pound.

Rice—Business is still very quiet, 
nothing developing to affect the mar
ket locally, which is under the holiday 
influence. Prices are sustained, since 
the arrivals are light. Dullness at 
primary points is also in evidence and 
little improvement is expected until 
after the turn of the year. The ship
ping question still operates against 
activity as well as the firm ideas of 
the planter. Peace may cause a loos
ening up, since the crop is large, but 
to date there is little indication of a 
decline.

Cheese—The market is steady with a 
light consumptive demand. Receipts 
are very light and are showing de
fective quality. Advices from the coun
try markets show an inclination to de
cline, and this is helped by the present 
lack of export demand. A decline of 
l@ lHc per pound is not unlikely.

Beans—The Association price is 
$5.25 for white and red kidney. These 
are the prices buyers pay the farm
ers. Dealers hold picked at $6 in car- 
lots.

Provisions—Smoked meats are a little 
weaker for the week and show a decline 
of about J4c, due to the heavy consump
tion of poultry and fresh pork. Pure 
lard is steady and unchanged, with a 
fair demand. The production is light 
owing to the fact that the hogs are 
killed earlier than usual this year and 
are not in their usual fine fat condition. 
Compound lard is unchanged but an ad
vance is expected within a week or ten 
days owing to the situation in cotton

seed oil. Dried beef is firm and un
changed with a good demand. Barreled 
pork is steady and dull. Canned meats 
are firm and unchanged.

Salt Fish—Prices on all grades of 
mackerel are firmly held, and it is pos
sible that after the first of the year 
the prices may advance a little, because 
stocks are undoubtedly small. Cod, 
hake and haddock show no change, 
being still scarce and firm.

The Cloven Hoof of the Adjustment 
Bureaus.

A well-known insurance authority 
writes the Tradesman as follows un
der date of Dec. 22:

My attention has been called to the 
article entitled “Creatures of the 
Companies” on the first page of the 
Tradesman for Dec. 20.

Permit me to state the impression 
therein conveyed is incorrect—the ad
justment bureaus are not owned by 
the fire insurance companies, but by 
the general managers of the com
panies, which is a very unfortunate 
situation, as you will readily see. If 
the companies owned the stock of 
these bureaus, the actions of the bu
reaus could be controlled, but since 
the adjustment bureau business is 
very profitable and the ownership 
of the bureaus is vested in the man
agers of the insurance companies, it 
will be seen that the bureaus are real
ly wheels within a wheel. The man
agers derive so much more profit 
from their holdings in the bureaus 
than they do in the companies which 
employ them that they derive a larg
er percentage of profit by turning 
their adjustments over to the bureaus 
than they would by having them made 
by their own employes.

This explains why it is so hard to 
get any action where an adjustment 
is not properly made by appealing to 
the companies direct. The officers 
of the companies depend on their 
managers to handle these matters 
and the managers laugh up their 
sleeves at the fat profits they receive 
from their investments in the bureaus, 
As a matter of fact, the bureau stock 
usually costs the owner nothing—it 
is given to him outright in exchange 
for the business he can send the bu
reau in the shape of fire losses for 
adjustment.

One of the unexplained features of 
the war is why Great Britain has not 
made more use of the might of her 
subject empires. India alone could 
furnish millions of men, for her pop
ulation is more than six times that of 
the British Isles. Yet the cables have 
told of no large additions to the 70,- 
000 who were brought to the Western 
front early in the struggle and whose 
number was less than one-fifth of the 
total of troops that Canada alone has 
raised. In South Africa there are 
millions of men who would doubtless 
make splendid fighting material when 
led by white officers. There might 
be a sentimental argument against 
employing such troops against white 
soldiers but there could be none 
against the Turks. France has some 
colored troops and they have acquit
ted themselves well but their number 
is small compared with what England 
might employ.

mailto:1.50@1.60
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W RETCHED SERVICE

Accorded Patrons of the Michigan 
Railway Company.

Grand Rapids, Dec. 26—I heartily 
commend your graceful and deserved 
tribute to the efforts of Walter Baker, 
of Kalamazoo, in the last Tradesman’ 
but I think you will agree with me 
that Mr. Baker is up against a stone 
wall in the effort to make a grand 
piano out of a sow’s ear.

In common with thousands of oth
ers who live along the line of the 
Michigan Railway Company, I am 
proud of the wonderful achievements 
of that corporation. Its road bed is 
a marvel. Its cars are superb. Its 
equipment is unsurpassed. Its fa
cilities for handling travel are ahead 
of those of any other road of its class 
in the United States. But—and I 
write this in sadness and sorrow—its 
service is the most wretched I have 
ever experienced; and I am some trav
eler. Instead of availing itself of 
experienced managerial assistance, 
it has evidently undertaken to 
see how cheaply it can run its 
cars and in doing so it has made 
the road the laughing stock of 
the country. I happened to be a 
passenger on the flyer which was 
scheduled to leave Grand Rapids at 
9:30 Sunday morning. As a matter 
of fact, we left at 9:45 instead. The 
parlor section of the coach I boarded 
was as cold as ice, which is a com
mon complaint on the road—both as 
to its cars and its depots. All went 
well for about thirty minutes, when 
we were held up by a North bound 
train near Bradley, which had split 
a switch in undertaking to sidetrack. 
Within an hour a wrecking crew ar
rived from Grand Rapids to take 
charge of the situation. The members 
of the crew—all undersized men, with 
narrow foreheads and unintelligent 
faces—leisurely went at the job as 
though they had all the time in the 
world at their disposal, using imple
ments which were adapted to a farm
er’s wagon, rather than a fifty ton 
car. The experience would have been 
amusing if it had not been exasperat
ing, owing to the fact that I had a 
2 o’clock dinner engagement at Alle
gan. I watched the men at their play 
with unfeigned disgust until a local 
car came up at the rear from both 
ends and exchanged passengers. I 
undertook to transfer to the South
bound local, so as to get to Monteith 
to take the car on the Allegan branch, 
but was assured by an official nam
ed Ferguson, who happened to be on 
the train, that I would gain nothing 
by so doing because he would see that 
the Allegan car was held at Monteith 
until the flyer arrived there. I took 
him at his word and exercised all the 
patience I could command for more 
than three hours, when the poor in
competents who were entrusted with 
the work of getting the car on the 
track accomplished their purpose. 
We reached Monteith in a few mo
ments, only to find that the individual 
named Ferguson had lied to us—the 
Allegan car was gone. No one being 
able to inform me when it would re
turn, I approached the Train Dis
patcher in as amiable a frame of mind 
as a man could command under the 
circumstances and asked if he could 
tell me how long it would be before 
the Allegan car would start out again. 
Instead of replying to me civilly, he 
instructed a burly ruffian who was 
expectorating all over the floor of 
the office to slam the door in my face, 
which was done. I have had more 
or less experience with train dispatch
ers all my life and this is the first 
time I have ever found a boor and a 
tough in that position. As a rule, 
train dispatchers are gentlemen. I 
know how anxious Mr. Hodenpyl is 
that all employes of the road shall 
be gentlemen and conduct themselves 
in a gentlemanly manner, but his 
lieutenants have certainly slipped one 
over on him in keeping such a miser
able creature on the payroll ,of the 
company. All other expedients hav

ing failed I tried the public telephone, 
which I found was a Bell instrument, 
which precluded my obtaining any 
information from the people I could 
reach in Allegan or elsewhere. The 
Allegan car arrived within a half hour 
and waited 45 minutes longer before 
the dispatcher permitted it to pro
ceed to Allegan, where I arrived at 
3:45—exactly six hours from the 
time I left Grand Rapids and two 
hours too late to keep my engagement.

It so happened that several gentle
men on the same car with me are 
stockholders in the Consumers Pow
er Co., which owns the road. They 
were so incensed over the manner in 
which they were deceived by Fergu
son and insulted by Train Dispatcher 
Sutton that they said they would im
mediately sell their stock, never travel 
over the road again or permit a pound 
of their freight to go over the line. 
I undertook to assure them that if 
they would bring the matter to the 
attention of Mr. Hodenpyl he would 
order ■such creatures fired as soon as 
he could secure a telegraph blank, but 
they were so infuriated over the 
wretched affair—which I am assured 
is almost a daily occurrence on the 
line—that my importunities had little 
effect.

I make this complaint through the 
Tradesman, because the editor hap
pened to be a passenger on the same 
train and will—I believe—verify all I 
have written in regard to the miser
able incompetents who rattle around 
in positions of trust and responsibil
ity. Frank Stowell.

The editor of the Tradesman re
grets to state that he was a co
passenger with the gentleman who 
wrote the above arraignment of the 
unfortunate methods which have been 
permitted to creep into the service of 
the Michigan Railway Company. Such 
a deplorable condition is exactly what 
could be expected from the long-dis
tance management inaugurated by 
the Michigan Railway Company when 
it transferred the headquarters of its 
Western Michigan lines from Grand 
Rapids to Jackson. Under the di
rection of Mr. Floyd, competence, 
loyalty to the system and courtesy to 
patrons were made the sole requisites 
for employment. Under existing con
ditions, extravagance, incompetence, 
ignorance and ability to insult passen
gers and patrons appear to be the sole 
requisites to employment. The 
Tradesman regrets the necessity of 
recording this statement, but candor 
compels the admission, in order that 
Mr. Hodenpyl and his associates may 
understand that the ambitious plans, 
far-seeing undertaking and remark
able achievement they realized on the 
completion and installation of the 
Michigan Railway Company are great
ly hampered in their development 
through incompetent lieutenants who 
apparently do not know how to give 
the public good service. It is a pity 
that such a well-equipped road should 
be hampered by such narrow minded 
policy on the part of the operating 
department. The most unfortunate 
feature of all is that the operat
ing department seems unable to de
tect its own shortcomings and accept 
suggestion or criticism in the proper 
spirit.
Gabby Gleanings From Grand Rapids.

Grand Rapids, Dec. 26—Mrs. Arthur 
N. Borden had the misfortune to be 
robbed of $12 in cash while on a shop
ping expedition before Christmas. 
Mrs. Borden thinks the thief was a 
woman.

Christmas morning was the first an
niversary of the death of William F. 
Blake, tea salesman and tea manager 
for the Judson Grocer Company—one 
of the finest men who ever entered 
the portals of a grocery store in 
search of business.
_ Thomas Ford, the well-known spe

cialty salesman, parts company to
day with his sister-in-law, Mrs. Hazel 
Leavitt, who joins her husband in 
New York, where he has started a

theatrical booking agency. Mrs. 
Leavitt has been the guest of Mr. and 
Mrs. Ford about two months.

John D. Martin exercised his usual 
thoughtfulness by remembering his 
friends with beautiful Christmas 
cards.

J. H. Hagy, whose specialty depart
ment in the Hazeltine & Perkins Dru& 
Co. is rapidly acquiring a National 
reputation on account of its scope 
and completeness, is entertaining his 
daughter and children from Chicago 
during the holidays. Hagy is about 
as fond of his family as he is of his 
department—which, by the way, is 
saying a good deal.

Walter Baker was “Johnny on the 
spot” at the tie up at Bradley Sun
day, when a dozen or more cars were 
stacked up on both main and side 
tracks on account of a flyer splitting 
a switch. Walter did what he could 
to pacify the irate passengers, but 
most of the latter were too mad to 
talk.

It is understood that A. N. Borden 
is receiving many applications from 
traveling men for front seats at 
the Bob Jones revival meetings here 
next spring. It is extremely fortu
nate that the traveling fraternity has 
so able a representative to intercede 
for them in securing this concession.

Only three more days remain in 
which to secure the Tradesman at 
the $1 rate. Remember that all re
mittances must be in by Sat
urday night of this week in order 
to take advantage of this opportunity.

John B. Olney, Michigan repre
sentative for the American Type
founders Co., is gaining quite a repu
tation as an insurance appraiser. He 
acted for the insured in the settle
ment of losses at Reed City and Cadil
lac and recently assisted in settling 
a printing office loss at Ludington. 
Mr. Olney is remarkably well posted 
on values of presses, type and print
ing material generally and is so fair 
minded that even adjusters of the 
Shaw type concede the justice of his 
findings.

Frank M. Pierson, Michigan repre
sentative for Carson, Pirie, Scott & 
Co., is out for the ’steenth time with 
his annual calendar which bears the 
following message to his customers:

Better a wee “bit” impatient
Than too shy on ginger.
Mr. Pierson’s annual reminders in 

the shape of calendars have come to 
be regarded as certain as death and 
taxes. They are highly prized by the 
recipients because of the crisp coup
lets Mr. Pierson invariably gives ex
pression to at the top of his annual 
reminders.

I understand Harry Harwood is 
anxious to present me with a box of 
cigars in appreciation of the nice 
notice I gave him in last week’s 
Gabby Gleanings. I have no objec
tion to his carrying out this intention. 
The box can be sent to me in care 
of the Tradesman in perfect safety, 
because Editor Stowe does not smoke.

Among the things I have to be 
thankful for is that my name is not 
Shaw. When Editor Stowe gets af
ter a man—and he is pretty apt to 
be sure of his ground before he 
starts anything—some one must yield. 
In this case it was Shaw who yielded 
by applying for a transfer to a city 
where there is no Michigan Tradesman 
to unearth and chronicle his shortcom
ings. I happen to know that Mr. 
Stowe received frequent complaints 
regarding Shaw before he consented 
to espouse the cause of the insuring 
public against unfairness and injustic, 
but his innate sense of fairness and 
his belief in the theory and practice 
of the Square Deal precluded his 
printing anything on the subject until 
he had first visited Shaw at his office 
and personally confirmed the charges 
made by local wholesaler dealers to 
the effect that Shaw is utterly unap
proachable.

John D. Martin had a Christmas tree 
at his house on Henry street Sunday 
evening, which was participated in by 
twelve people, including his son, Jess,

and wife, from Elgin, 111. The distribu
tion of the presents, which aggregated 
$350 in value, was followed by a lunch
eon which was participated in by all 
present |

Beware of a man who represents him
self as agent for a soap company with 
a French name. This man shows a 
sample of soap supposed to be a very 
fine grade of castile soap when as a 
matter of fact it is nothing more than 
a cheap laundry soap. This man also 
represents that he has taken large orders 
for the soap from wholesale druggists 
which is not true. Should he call upon 
you call up the Tradesman office at 
once and obtain the facts.

“I t  Points the Way.”
Muskegon, Dec. 25—I feel it only 

fair to the Tradesman that I write 
you a letter to tell you how much I 
feel under obligation to you for the 
manner in which you point the way 
out of the difficulties which confront 
us merchants. I have taken many 
trade papers in my time and have, of 
course, enjoyed the manner in which 
they go after trade abuses and mer
cantile problems which deserve criti
cism and condemnation. The Trades
man is the only trade journal I have 
ever seen which not only condemns 
abuses in trade and impositions on 
business men, but which points the 
way out by suggesting how improve
ments _ can be effected. I consider 
the editorial on Some Insurance Don’ts 
in last week’s Tradesman as a re
markable case in point. I am so de
lighted over the article that I have 
had it framed and hung over my desk, 
so I can refer to it every time an 
insurance^ agent hands me a fire insur
ance policy. I have already taken 
all my policies to the agents who 
wrote them and had the word “con
current” stricken out, per your ad
vice. Most of the agents told me I 
was a fool not to have done this be
fore, but when I asked them why they 
did not do it themselves, they were 
silent.

Personally, I feel very thankful 
that the merchants of Michigan have 
a strong mind and a steady hand at 
the head of their favorite trade jour
nal who can be depended on at all 
times to fight their battles and point 
the way to prosperity and success.

Old Timer.
Some Reflections on Christmas Trade

Mears, Dec. 26—'Tis the day after 
Christmas. Yes, Christmas is over in 
Meara, no matter whether it is in other 
places.

Am I satisfied with Christmas trade? 
Well, it does not matter now, as it is 
too late to remedy the conditions.

1 think as it is I split fifty-fifty on 
that. While trade wasn’t nearly as good 
as I expected, it was a whole lot better 
than I thought it would be. While oth-

rural merchants will spend the next 
three months just setting and thinking, 
I will just set. But I get so tired doing 
nothing that I am unabe to do anything.

I spent the past week with Dewitt 
Pearson, the flour man, selling and try
ing to sell flour to the farmers. Trying 
put it all over selling, though. We 
bucked the blizzard and impassable 
roads and if you get through an im
passable road as we did, that’s going 
some and more than has ever been done 
before.

Don’t worry, I will get rid or this 
bread material if I have to make dough
nuts for the German army. ‘̂Eventually, 
but not now.”

The old saw says: “A little nonsense 
now and then is relished by the best 
°iT kut it puts so much stress on
the little” I think I better saw off or 
saw myself off. Chronic Kicker.

Are you helping to make your com
munity a success? Are you boosting 
with the rest in the commercial club? 
Or are you just taking the advantages 
secured by the other fellows and do
ing nothing yourself?
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Recent News of the Cloverland of 
Michigan.

Sault Ste. Marie, Dec. 26—The news 
department has been somewhat neglect
ed this week as all of the trains have 
been from one hour to two days late and 
only a few of the travelers have been 
heard from. They all hung up their 
stockings as usual and we will give you 
what they contained up to this report.

Charlie Hass found the usual greet
ings from the house with a smile.

F. Allison found a big turkey stick
ing out; also a circular of his new car 
that he expects later.

Herman Schiff found a little pony, but 
he got away.

Will Herbst found a nice big gobbler 
and a necktie.

Clint Collins found a new pair of 
policeman suspenders and tie.

Jim MacKenzie found a big hole; also 
a new pair of striped socks and a collar 
button to match.

From the looks of the smile by Pat 
Moher, manager of the Standard Oil 
Company here, his friends surmise that 
John D. must have fell for it.

Ted McKinney found a nice speech 
ready for the next banquet.

Stant Newton found his stocking fill
ed with dividends and a new check 
book.

Frank Flood found an all day sucker 
and a new sample case filled with new 
goods. “It pays to be the candy man,” 
says Frank,

J. MacManon spent Christmas with 
his people at Saginaw and forgot to 
leave his socks for this report.

Don Harrison pulled out a check 
which almost staggered him. He is still 
undecided whether to buy an automobile 
or a ford.

Chester Black found a turkey and a 
hole in the end of the stocking.

Poly Lapine was so busy trying to 
get his new auto to start that he forgot 
to hang up his stocking.

The other boys promised to hand in 
their list alter.

Ben Rothwell, for the past few years 
manager for the A. H. Eddy store, has 
tendered his resignation, to take effect 
Jan. 1, to accept the management of the 
sales department of the Raymond Fur
niture Co.-

A. J. Fair, manager of the meat de
partment of the A Westin Co., of New
berry, is spending Christmas with rela
tives at Grand Rapids.

Christmas cards were received from 
Ira D. MacLaughlati. captain of Com
pany M., of the Sault Ste. Marie Guards. 
The Soo boys are all still on the job 
and are still not on speaking terms 
with Villa on the Mexican border.

We are advised that Canada is going 
to have another pulp and paper mill, 
the capital stock being $6,500,000. It is 
backed by Chicago and other American 
capital. The new company will be known 
as the Michipocoten Power and Paper 
Co The war does not seem to have 
any effect on some of Canada’s indus
tries. Wish we knew how to attract 
attention here, as the Soo could accom
modate such an industry without the 
least hesitation.

Tsaac DeYoung says that this is the 
finest Christmas weather the Soo has 
had for years. He is out most of the 
time in his auto and putting in the bal
ance of his spare moments opening up 
holiday greetings.

William G. Tapert.

This prayer is to be sent all over the 
world. It was said in ancient days 
that all who wrote it would be free 
from calamity and all who ignored 
it would meet with some calamity or 
misfortune.

Mr. Koster has been a praying man 
all his life and sees no reason why he 
should use the same prayer for nine 
consecutive days when he has orig
inality enough to express his own 
prayers and utter them whenever he 
is in the mood. .

Chain Prayer Which Brings Great 
Joy.

Louis J. Ksoster (Edson, Moore & 
Co.) is somewhat disturbed over the 
receipt of a letter containing a pray
er which he is requested to transmit 
to nine friends in nine days—one a 
day—as follows:

“Oh, Lord, I implore Thee to bless 
all mankind. Bring us to Thee; keep 
us to dwell with Thee.”

National Wholesalers Secure New 
Cash Discounts.

Robert J. Roulston, chairman of the 
Discount for Cash Committee, of the 
National Wholesale Grocers’ Associa
tion, reports in the official bulletin 
that at the recent convention of the 
Wisconsin Pea Packers’ Association 
a resolution was carried to grant 
buyers a 2 per cent, discount for cash 
when sight draft with bill of lading 
attached is paid on arrival of the 
goods. No discounts for cash to be 
permitted on freight or other allow
ances.

The Pillsbury Flour Mills Co., of 
Minneapolis, Minn., also announces 
that on and after December 18, 1916, 
it will allow 2 per cent, discount for 
cash on their Pillsbury’s Vitos if bills 
are paid in prompt ten days from 
date of invoice.

Don’t go out and buy something 
extravagant on the strength of a 
single good day’s business. Bear in 
mind that to-morrow may be the 
smallest business of the year.

Belgium to Be “Restored.”
Washington, D. C., Dec. 26—In 

your editorial, “Peace Offer Not to 
Be Flouted,” you say:

“The Allies might, with the ap
plause of mankind, lay down one in
dispensable condition—namely, that 
both parties should agree, before even 
debating anything else, that Belgium 
was to be evacuated and restored.”

The evacuation of Belgium would 
be simple enough, but how should she 
be “restored?” If you mean (as l 
feel sure you do not) that she should 
be restored in her present state to her 
own government and people, surely 
that would be utterly inadequate. If 
she had accepted Germany’s proposal, 
and consented to the invasion of 
France through her territory, thus 
surrendering her independence and 
sovereignty, and abandoning her duty 
of defending her neutrality, as a 
country neutralized by treaty, Ger
many would have been bound, by her 
own offer, to make good the conse
quences. But Belgium did her duty, 
and defended civilization in defending 
herself to the utmost of her strength, 
and now the power that broke into 
her domain, and, while unlawfully 
within her borders« inflicted every 
conceivable wrong and injury upon 
her, should “restore” her, not wrecked 
and plundered and impoverished as 
she is, but as nearly in the same con
dition as she was when the German 
legions invaded and devasted her ter
ritory.

And Germany, whose Chancellor 
acknowledged this unparalleled wrong 
at the time of its commission, could 
well afford to undertake this restora
tion, for, costly as it would be, its 
cost would not be equal to the blood 
and treasure of another year of the 
existing war.

Yes, it is indeed “one indispensa
ble condition” of peace that Belgium 
should be “evacuated and restored.”

Crammond Kennedy.
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Barney says

During the last forty-five years I have seen a great 

many lines of Canned Goods, but I have never in all 

my life seen a line of Canned Vegetables that can 

compare with the Daggett and Fremont lines we are 

now selling.

They have the biggest value in the can that l have 

ever seen.

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

G R A N D  R A P ID S — KALAM AZOO

T H E  P R O M P T  SH IPPERS
Barney Langeler baa worked in 

this institution continuously for 
over fo rty -fire  years.



8 M I C H I G A N  T R A D E S M A N D ecem ber 27, 1916

MlCfflGANlfiADiSMAN
_______ (PnBtee a n y  o th e r  pap er.)

D EV O TE D  TO T H E  B E S T  IN T E R E S T S  
__________O F B U SIN E S S M EN.

Published Weekly by 
TRADESMAN COMPANY, 

Grand Rapids, Mich.
S ubscrip tion  P rice  D uring  1S16.

One do lla r p e r y ea r , if pa id  s tr ic tly  advance.
Tw o do lla rs  p e r y e a r , ¡f n o t pa id  In 

advance.
C an ad ian  eu l/scrip tions, $2.04 p e r  year, 

payab le  in v a riab ly  in ad vance . 
S ubscrip tion  P rice  A fte r J a n u a ry  1, 1S17.

Tw o d o lla rs  p e r  y ear, if  paid  s tr ic tly  in 
advance.

T h ree  d o lla rs  p e r year, it not paid  In

C an ad ian  su b sc rip tio n s, $2.44 p e r year, 
payab le  in v a riab ly  In advance .

f-.arnple copies a c en ts  each .
E x tra  copies o f c u r re n t issues, S c en ts ; 

tesaes  a  m onth  o r m ore old, 10 c en ts ; 
issues  a  y ea r o r m ore old, 25 c en ts ; Issues 
five year«  o r  m ore old, $1.

E n te red  a t  the  G rand  R ap ids Postoffice 
a s  Second C lass M atte r .

__________E, A. ST O W E , E d ito r.

December 27, 1916

WORK ONLY HALF DONE.
The origin and development of the 

Michigan Railway Company from 
Grand Rapids South is a monument 
to the far-seeing genius of Anton G. 
Hodenpyi. The manner in which the 
road quietly creeps on its own right 
of way into the center of the city 
without being hampered by street 
traffic or other delays or obstructions 
is one of the most remarkable 
achievements of the age. As a loyal 
son of Grand Rapids who wanted to 
do something of lasting benefit for 
the city of his adoption—the seat of 
his early struggles and triumphs—Mr. 
Hodenpyi thought this important pro
ject all out with the vision of a 
seer and the deliberation of a man of 
large affairs, before he passed his am
bitious plans and dreams over to his 
engineering associates for develop
ment and elaboration. The construc
tive genius which accomplished the 
building of the road places the line 
in a claes by itself. I t is unique in 
many respects. The road bed is a 
marvel. The cars are models of ele
gance and comfort. The depots are 
convenient.

With all this lavish expenditure of 
money and brains and effort, the serv
ice of the road is wretched. The man
agement is not in keeping with the 
master mind which originated the 
project and watched its development 
with jealous care. The minor officers 
of the road are men of small minds 
and narrow foreheads. The em
ployes, as a class, are inferior in ap
pearance, abrupt in manner and in
sulting in speech. Because of this 
condition the road is deprived of 
much patronage it ought to enjoy, on 
account of the exceptional facUities 
it affords travelers and traffic between 
three of the great cities of Western 
Michigan. The public is clamoring 
for the improvement it has a right to 
expect and demand.

Will the great mind on Wall street 
which conceived this gigantic project 
and funrshed the millions to put it 
into execution now kindly turn his at
tention for a mom< nt to the critical 
situation which jeopardizes his well- 
earned reputarion and the investments 
of the men who have placed implicit

confidence in his matchless judg
ment, marvelous fairness and enor
mous business capacity?

MERE SCRAPS OF PAPER.
The Traidesman pays its respects

else where in this v*eek's issue to the
mariner in which th irteeri of the lead-
ing fire insurance companies doing
business ir: this country have finally
“settied” the loss cif the Valley City
Chair Co. The wretched work done
in this maiter has cost the thirteen
comparties composi!3g th is conspiracy
the loss of hundred;5 O f  f riends whose
frieiidship would h>e worth having
and whose enmity v.ill firid expression
late;r on in oppos ition, competition
and legisla tion whiich wiill cost them
dollars for every cent they took away 
from the insured by the reprehensible 
methods they pursued in this case.

The Tradesman publishes else
where the list of the companies which 
have violated their word by not hon
oring their own appraisal and who 
have converted their policies into 
“scraps of paper” by betraying the 
trust reposed in them when they ac
cepted money for protection which 
was not forthcoming when protection 
was needed. The treatment of Bel
gium by the Kaiser is not more repre
hensible than the actions of the thir
teen insurance companies in this 
case.

ANOTHER RIDER REQUIRED.
In view of the wretched work which 

has been done by the representatives 
of adjustment companies in this State, 
it is a matter of self preservation for 
every policy holder to see that an
other rider is immediately added to 
his policies, reading as follows:

It is a condition of this contract 
between the insurer and insured that, 
in the event of fire, the loss be adjust
ed by an officer or employe of the 
company and not by an adjustment 
company.

These riders can be obtained free 
of charge by applying to the Michigan 
Tradesman.

Merchants who prepare and have 
printed their own forms should in
clude this paragraph in the printed 
portion.

Merchants everywhere should see 
to it that this rider is attached to 
their policies by the agents without 
a day’s delay.

Alfred B. Tozer, who died at Battle 
Creek last Friday and will be buried 
to-day, was for many years a regular 
contributor to the Tradesman. Most 
of his articles appeared under the cap
tion of the Merry Merchant. He was a 
man of remarkable industry and prob
ably turned out more written copy than 
any other writer since the days of Sir 
Walter Scott. Mr. Tozer was a man 
of generous impulses and unselfish tem
perament. He helped many young men 
to gain a foothold in the world of busi
ness and literature and the influence of 
his writings was always uplifting. He 
never catered to the ignorant, the prej
udiced or the debased, but wrote to point 
a moral, to make the world better and 
to imbue his readers with high ideas and 
honorable ambitions. It is deplorable 
that he should have suffered a stroke 
of apoplexy at 66 which sent him to 
the grave at 69.

NEW YEAR RESOLUTIONS.
A New Year’s greeting means very 

little if it does not convey a wish for 
a better year than the last one. The 
New Year may be merely and only the 
continuance of previous years or it 
may be an opportunity for new 
thoughts, higher aspirations, greater 
enlargement of views, broader out
looks, advance in all good things, and 
increase in the forces vigor and joy 
of life.

We grow very tired of the monot
ony of life, and we wear out the 
freshness of the old routines. We 
crave something that will make life 
worth while. We are weary of the 
sameness of existence. Even our old 
friends sometimes are tiresome. We 
know just what they will say and 
how they will say it. We want new 
ones, new garments, new homes, new 
expansion in our business, greater 
ability in our calling or profession. 
We long for new worlds to conquer, 
new problems to master, new difficul
ties to overcome. All this is as it 
should, be the God-given restlessness 
of us all is meant as a spur to activity, 
progress and growth. It is life seeking 
adequate and full expression. It is 
the birth-place of latent genius, fet
tered powers and hidden capacities. 
We crave the infinite and will never 
be satisfied until we find it. Interpreted 
religiously it means that the soul was 
made for God and will never be sat
isfied until we find Him. In other 
words we crave and hunger for all 
that God stands for, freedom from 
limitation, infinite and everlasting 
growth, unbounded power, unrealized 
love, control over nature, and immor
tality.

Art, poetry, business, politics, 
amusement, enjoyment, wealth, posi
tion and all the things we can de
sire are quite powerless to satisfy 
beings who are strangers on earth 
and exiles from the Father’s house.

In the ages of the past the wise 
men said there is nothing new un
der the sun. They were right as in
terpreters of those days. There was 
nothing new then. Man’s life was 
but labor and sorrow and the grave 
ended the little drama of each life. 
But when Christ came this began to 
change and the world awoke to new 
life. New things are everywhere 
about us in all lines of human en
deavor. The old things are being dis
placed by the new. The Divine life 
is making all things new, and it will 
go on until every man may become a 
new man and the old earth and all 
that is in it shall fade and be lost in 
the overwhelming glory of the New 
Heaven and the New Earth. It is 
common to-day to hear of the new 
social conscience, the new standards 
of morals, the new methods in cura
tive medicine, surgery and huntan 
welfare. There is a new psychology, 
a new chemistry, a new astronomy. 
There are new ways of looking into 
nature. Simple objects and facts are 
found to be complex and the value of 
by-products is found to be greater 
than their original composition.

It is not possible to foretell the 
new things of the coming year. 
Imagination fails utterly to forecast 
invention or discovery. Every year

has shown its marvels and miracles. 
Shall the coming year be less produc
tive than the past? Especially may 
we look in the near future for greater 
light on the human soul and the de
velopment of our knowledge of the 
powers of the mind. Most important 
of all is the sphere of the spiritual 
man, which has to do with knowledge 
of God, of the higher life, and of the 
extension and scope of the spiritual 
life; we have developed in the mind 
and the brain, but we have made 
scarcely any progress in the knowl
edge and the attributes of the spirit.

In a thousand ways the future is 
beckoning us to go forward, to en
ter the Aladdin’s palaces of the com
ing glories, resplendent and dazzling 
with undreamed of power and beauty. 
How unsatisfying our present. How 
inspiring the future. Let this be our 
incentive to high ideals noble resolves 
and may the next year find us with 
greater happiness. “Forgetting the 
things that are behind let us press 
forward” in the power of the ever 
new Christ, and do our part toward 
bringing in the New Heaven and the 
New Earth.

Before another issue of the Trades
man reaches its readers it will have 
passed from the $1 to $2 class—where 
it has properly belonged for many 
years in the estimation of most of its 
appreciative patrons. So many have 
taken advantage of the advance pay
ment opportunity that the increased 
price will make very little difference 
in the subscription receipts of the 
Tradesman for some time to come, 
except, of course, in the case of new 
subscribers, which are pouring in con
stantly as the result of the recom
mendations of the Tradesman’s read
ers, who wish others to share with 
them the good things they find in 
their favorite publication. Many 
changes and improvements are in 
store for Tradesman readers which 
will be apparent as the year pro
gresses.

The San Francisco ordinance to pro
hibit picketing passed by a vote of 73,- 
993 to 68,570. The independent man 
is now protected in his rights to work 
in that city, where heretofore he has 
had to run the gauntlet of union vio
lence and intimidation. The ordinance 
was proposed by the law and order com
mittee of the Chamber of Commerce. 
It is the first step in the campaign of the 
business men to rescue the city from 
the control of the union politicians.

Again the Tradesman warns its 
readers against permitting the word 
“concurrent” in their fire insurance 
policies. If fire insurance was a sys
tem, instead of a hold-up game, the 
use of this word would do no harm; 
but under existing conditions it is 
simply a catch phrase to entrap the 
unwary.

As a reward for faithful service, the 
Interlake Pulp and Paper Company of 
Appleton, Wisconsin, distributed $20,- 
000 among thirty-six of their employes 
who remained at work when a strike 
was called at the plant recently.

A coward manages to dodge a lot of 
things that are headed his way.
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OIL APPLIED TO ROADS.
Oil treatment, if properly applied upon 

a well-graded roadbed in good condition 
for it and subject to comparatively light 
traffic, is a splendid, although more or 
less temporary, dust and mud preventive. 
Every experiment tried so far indicates 
that there must be at least one applica
tion each year, and sometimes two each 
year, to produce the desired results. Oil 
does not add much to the resistance of 
a dirt road to wear. Heavy traffic on 
a dirt road will tear apart the particles 
of earth, but the oil-soaked condition

prevents the particles from rising in dust 
clouds. There will be a mat of dust on 
the surface of the oiled road, although 
not so much as on an unoiled road, but 
the dust will generally cling to the sur
face.

As a preventive, the oil works finely 
through short storms, but the hardest 
trial of the roads comes during the 
spring break-up. Their ability to resist 
destruction at this time depends on the 
amount of traffic borne and the general 
drainage conditions of each road. If 
water stands in the side ditches, the

road will become saturated, and the 
alternate freezing and thawing will add 
to the difficulties the oil has to over
come. If the road surface is rough or 
rutted or has holes in it where water 
may stand, the difficulties will be in
creased.

Water below the oiled crust, which 
has soaked down through the surface 
of the road or percolated sideways from 
the ditches, helps to reduce the good 
effect of the oil. If the road while in 
this condition is much used, mud is sure 
to result. The oil-treated dirt of the

top surface is mixed with the lower 
dirt. When the road dries, the surface 
is no longer exclusively oil-treated 
earth, but has a large proportion of 
untreated earth in its make up. Only 
another application of oil can restore 
the road to its original oiled condition. 
The experiments made in road oiling 
this season have given better results 
than those of last year. This has been 
due to three things mainly, a better 
grade of oil, better preparation of the 
road surface, before oiling, and a more 
careful application of the oil.

Keep in mind the fact that Bevo, being a  soft drink, will freeze a t 32° 
Fahrenheit—just like any other non-alcoholic beverage. Be careful about this, 
as freezing affects the rich fullness of that delightful Bevo flavor which goes so 
particularly well with a  meal or a bite to eat.

If  Bevo were merely a summer beverage this warning might not be so timely— 
but, as all who drink it know—

Bevo is an all-year-’round drink
Everybody enjoys it for more than just its 
thirst-quenching qualities — the pleasure it 
gives comes from its flavor, purity and whole
some nutritiousness—the enjoyment of these 
qualities is independent of time or season.
To get full pleasure out of Dutch lunches, 
Welsh rarebits, oysters, clams, lobsters, sau
sage, cheese and many other such delicious 
edibles, Bevo should be included.
Serve it with your meals too. Everyone at 
the table will enjoy the zest it adds to eating

and will profit besides by its pure whole
someness.
In short—Bevo is the ideal beverage with 
meals and between meals, every day in the 
year for everybody—young and old.
You will find Bevo at inns, cafeterias, restau
rants, groceries, department and drug stores, 
soda fountains, dining cars, steamships, can
teens, so ld ier ’s hom es, navy, and other 
places where refreshing soft drink beverages 
are sold.

Your grocer will supply you by the case—demand the genuine—have 
the bottle opened in front of you — see that the seal is unbroken 
covering the crown top and see that the crown top bears the Fox.

A n h e u s e r - B u s c h S t . L o u i s

Anheuser-Busch Brewing Ass’n
Distributers GRAND RAPIDS, MICH.
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Michigan Poultry, Butter and Egg A sso
ciation .

P re s id e n t—J . W . Lyons, Jack so n . 
V ice -P re s id en t—P a tr ic k  H u rley , De

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

ley. 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.

Prices For Making Cheese Must Be 
Advanced.

As was clearely proven at the recent 
annual convention of New York State 
Dairymen’s Association some advance 
must be made in the price charged for 
manufacturing cheese in New York 
State if manufacturers are to reap a 
fair return for their labors another 
season. For many years New York 
cheesemakers, operating their factories 
on a commission basis and furnishing all 
supplies, have worked on an extremely 
small margin of profit, a much smaller 
margin than their brother cheesemakers 
in Wisconsin. There are sections of 
New York State in which the price 
charged for making and furnishing is 
less than $1.25 per 100 pounds for twins 
and where only a very slight advance has 
been charged for this service over the 
prices charged ten or twenty years ago. 
And this in spite of the fact that labor 
and all supplies have increased enor
mously in cost, and that the cheese itself 
has more than doubled in value. The 
result has been that where the maker 
owns the plant there is often barely a 
living wage and no money left for fac
tory improvements or to offset deprecia
tion.

Out in Wisconsin several factories 
have announced a further advance in the 
price of making cheese to offset the 
heavier expense incurred, and many oth
ers are planning to follow suit. And to 
add weight to the fairness of this ad
vance E. L. Aderhold, of the Wisconsin 
Dairy and Food Commission, has issued 
the following open letter to patrons of 
American cheese factories;

“The writer often wonders whether 
you appreciate the services rendered by 
competent cheesemakers.

“Many factories have from twenty to 
forty patrons whose farms, with equip
ment plus cattle, are worth from a q u a r 
ter of a million dollars to half a million 
dollars. The chief product of all these 
farms and of the vast amount of labor 
employed thereon, is milk, which is sent 
to the factory and entrusted in the care 
of the cheesemaker.

“In handling your most important crop 
and converting it into cheese, how nec
essary it is that the factory be equipped 
for the best possible service.

“The honorable banker helps to handle 
your cheese money and makes a profit 
by doing it. Before he can handle your 
money the humble cheesemaker helps 
you to make it. The cheesemaker with 
his factory has played a more important

part in creating prosperity and in build
ing up the value of your lands than 
some of you give him credit for.

“Do you realize that in the year 1916 
cheesemaking supplies and factory help 
are more costly than ever before and 
that the same thing is true as regards the 
up-keep of the factor}' building and 
equipment?

“Do you realize that factories on the 
average, are more sanitary than here
tofore and that clean factories constitute 
good advertising for dairy products?

“Do you realize that in 1916 many 
thousands of dollars were invested in 
improving cheese factories and their 
equipment ?

“Surely cheese factories are equipped 
for better service and that service is 
more costly than in previous years but 
the writer has failed to hear of any 
general increase in the price paid for 
that service.

“Without doubt, under present condi
tions, many factory operators are not 
properly paid for services rendered. 
Where that is the case the patrons can 
well afford to increase the pay for man
ufacturing cheese inasmuch as the prices 
they are receiving for that article are 
much higher than they ever expected 
to see.” E. L. Aderhold.

Fallacies of Cold Storage Function.
Isn’t it about time that the cold 

storage interests woke up to the need 
for a campaign of public education, 
in the hope of removing some of the 
prejudice that exists against products 
held in refrigerators? If they would 
and the public could understand the 
facts as traders do, much of the preju
dice would be reversed and there 
would be a preferrence for the cold 
storage egg, carefully protected from 
spoilage.

And then there arc the storage dat
ing laws and the storage limit laws, 
both based on false notions. What 
possible difference can it make how 
long a product has been in refrigera
tion if it is still of fine quality? Be
cause an egg comes within the legal 
limit of time does not mean that it 
is a superior egg, any more than the 
reverse is true. It is absurd to as
sume that an egg one day short of 
the storage limit is good and forty- 
eight hours later is unfit to eat. Isn’t 
the real test the quality of the egg 
itself or anything else at the time it 
comes out, irrespective of time? And 
if this be true, would it not be all that 
the public needs in the way of pro
tection, to have the law require in
spection when goods come out of 
storage, not to limit the time or re
quire fanciful markings?

The green grocer is in a position to 
acquire a lot of ripe experience.
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Mr. Flour Merchant:
You can own and control your 

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

Write us to-day for exclusive 
sale proposition covering y o u r  
market for

Purity Patent 
Flour

We mill strictly choice Michigan 
wheat, properly blended, to produce a 
satisfactory all purpose family flour.

GRAND RAPIDS GRAIN & 
MILLING CO.,

Grand Rapids, Michigan

Colem an
(Brand)

T erpeneless

L E M O N
and

Pure High Grade

V A N IL L A
E X T R A C T S

Made only by
FOOTE & JENKS

Jackson, Mich.

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

Color and one that complies w ith the 
pure food laws of every State and of 
the United States.

M anufactured by  W ells dt R ichardson Co. 
Burlington, Vt.

D0RNB0S’
SINGLE r * r
BINDER
CIGAR

D0RNB0S’
Perfectos C e  
Cigar a )

Rea & Witzig
PRODUCE
COMMISSION
MERCHANTS

104-126 West 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.

W e A re in the  M arket D  P  A  X T  C  
Daily to  Buy O  H /  I N  ¡3

White Beans, Red Kidney Beans, Brown Swedish Beans 
Also CLOVER SEED

W rite  o r  call
Both Phones 1217 MOSELEY BROTHERS Grand Rapids, Mich.

The Vinkemulder Company
Jobbers and Shippers of 

Everything in

Fruits and Produce

Grand Rapids, Mich.
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Michigan Dairymen’s Association.
Ever since the close of Billy Sun

day’s revival meetings in Detroit, just 
previous to election, the Executive 
Committee of the Michigan Dairy
men's Association has been engaged 
in an attempt to secure his monster 
tabernacle as a meeting place for the 
next annual convention of the As
sociation. The Executive Committee 
has just found, however, that the 
tabernacle was created under a special 
concession issued by the Detroit 
Building Commission and that the 
structure must be torn down previous 
to the opening of the dairymen’s con
vention. It was the hope of the 
Executive Committee to secure the 
tabernacle for the purpose of holding 
a convention unique in the history 
of the Association. In addition to 
serving as the meeting place for the 
seven auxiliary organizations now 
meeting annually under the auspices 
of the parent organization, it was 
planned to hold a cattle show. The 
great size of the tabernacle would 
make it possible to install the machin
ery exhibit in the center of the struc
ture, while a row of cattle stalls could 
be erected around the walls. Acting 
through the Detroit Convention Bu
reau the Executive Committee made 
a vigorous attempt to have the tear
ing down of the tabernacle deferred 
until next March. In this they were 
unsuccessful, and as the next best lo 
cation in Detroit, they selected, at a 
meeting held Dec. 18, the smaller 
structure known as the Detroit 
Armory. This building is the one 
used constantly by all sorts of con
ventions and public shows. It is 100 
x 145 feet in size with every modern 
convenience; is located within four 
blocks of the heart of the city, and 
will offer the finest facilities that have 
ever been secured for an annual con
vention of the Association.

Another matter definitely decided 
by the Executive Committee was that 
of the date on which the meeting is 
to be held. It was decided that the 
convention should open on March 6 
and continue to March 8.

In selecting Detroit as the meeting 
place for the 1917 convention, the 
directors took into account the fact 
that it is now necessary to consider 
the consumer in making plans for a 
convention. The present agitation in 
regard to the high prices of dairy 
products makes it more than ever 
necessary that something by way of 
dairy show should be provided that 
will serve to educate the consumer. 
In previous years the Michigan con
vention has been held largely for the 
purpose of educating its own mem
bers, and the Executive Committee 
now believes that it is the duty of the 
Association to do all in its power to 
educate the consumer of dairy prod
ucts that the prices of butter, cheese, 
ice cream and milk are no higher than 
they should be, and that even at these 
prices the food value of these products 
makes them the best possible pur
chase for the money.

Bale Your Waste Paper.
At prevailing prices for waste pa

per, it is possible for the merchant to 
turn this source of annoyance into a 
source of profit.

Paper balers are not expensive de
vices. At prevailing prices of baled 
paper stock, it would take only about 
two tons of this to pay the original 
cost of such a baler.

All that is sold after that is just 
so much “velvet.” It may well be that 
for an individual retailer to save suffi
cient paper to make a carload would 
be rather out of the question. And 
carlot shipment is about the only way 
to handle the matter economically.

Even so, the retailers in a town 
could make co-operative shipments, 
each receiving his pro rata share of 
the receipts. In this way an addi
tional source of retail profits would 
be secured.

Watch For Bands on Wild Ducks.
If you kill or capture a wild duck 

bearing an aluminum band around 
one leg, having a number on one side, 
and on the other a statement request
ing that the United States Department 
of Agriculture, or the Biological 
Survey, be notified, you are requested 
to send this band at once to the 
Bureau of Biological Survey, Depart
ment of Agriculture, Washington, D. 
C. This band, if accompanied by a 
statement as to date, place, and cir
cumstances under which the bird was 
taken, will be of service to the Survey 
in its efforts to determine the longevi
ty of individual ducks and the routes 
of migration of the species. The

GOVERNMENT CHEESE STOCK; REPORT.
We give herewith the report of cold storage holdings of American 

cheese on Dec. 1, as compiled by Office of Markets, U. S. Department of 
Agriculture:

Reports from 282 cold storages show that their rooms contain 33,205,484 
pounds of American cheese as compared with 40,434,524 pounds in 223 
storages on Nov. 1. The 203 storages that reported holdings on Dec. 1 
of this year and last show a present stock of 25,754,366 pounds as com
pared with 30,943,632 pounds last year, a difference of 5,189,266 pounds, 
or 16.8 per cent. The reports of 212 storages show that their holdings 
decreased 15.3 per cent, during November as compared with the decrease 
of 2.5 per cent, during October. Last year the holdings decreased 1.5 
per cent, during October and decreased 9.3 per cent, during November. 

Comparison of Holdings 1915 and 1916 by Sections.
No. of Storages Dec. 1,1915, Dec. 1,1916,

Sections reporting Pounds Pounds
North Atlantic:

New England .. __  9 4,093,695 4,365,516
N. Y., N. J., Pa. __  52 11,574,338 8.530,711

South Atlantic ......... . 15 2,219,884 1.432.987
North Central :

E. of Mississippi 48 8,413,507 5,967.876
W. of Mississippi 28 1,299,171 1,137,994

South Central ......... ----  19 226,489 192,321
Western (North) .. ---- 11 289,555 675,327
Western (South) . . . __  21 2,821,993 3,451,634

Totals ......... __  203 30,943,632 25,754,366
Comparison of Holdings with Previous Month

Nov. 1, 1915........... 151 storages—32,427,658 Pounds
Dec. 1, 1915........... 151 storages—29,398,871 Pounds

Pounds less Dec. 1, 3,028,787 (9.8 per cent.)
Nov. 1, 1916........... 212 storages—37,569,742 Pounds
Dec. 1, 1916........... 212 storages—31,833,373 Pounds

Pounds less Dec. 1, 5,736,369 (15.3 per cent.)
The Dec. 1 report is more complete than that of Nov. 1 and it in

dictates what we have held right along, that had the earlier Government 
reports covered all warehouses they would have shown a larger relative 
decrease in this year’s reserve, compared to a year ago. The only sections 
now showing an increase in stocks over last year are New England and 
the Far West, and in no case is this increase important. The relatively 
large November reduction in the holdings, indicated above, should be 
encouraging to holders, who have lately been further encouraged by con
tinued advances in the English market.

Waste paper around the store is a 
good way to increase the fire hazard. 
Even though it is stored in the ware
house after baling, and while waiting 
shipment, the hazard from fire is no
where near as pronounced as when 
loose papers are scattered around.

Retailers have noted on recent in
voices the upward trend of the market 
on wrapping paper and paper bags. 
This is due to the shortage of paper 
stock. By conserving the supply of 
paper materials, not only will the 
effect be to relieve the shortage of 
manufactured paper, thus checking 
the rise in paper prices, but it will 
also, as noted earlier, make a material 
addition to the net income of the 
store.—Trade Outlook.

bands are being attached to consider
able numbers of wild duck of several 
species which have been cured of the 
duck sickness prevalent around Great 
Salt Lake, Utah, and there released. 
The Department is practically anxious 
to secure reports from these birds to 
determine their complete recovery

from this malady which has killed 
hundreds of thousands of ducks in 
Utah.

Horlick Loses British Case.
The British House of Lords has 

decided recently that the words “malt
ed milk” were merely descriptive. 
Horlick’s Malted Milk, an American 
concern, sued for an injunction 
against Hedley’s Malted Milk. The 
First Court refused an injunction, the 
Court of Appeals upheld the decision 
and now the Lords settle the question 
finally against Horlick’s.

You may think you cannot afford 
to take the position that the customer 
is always right, but you certainly can
not afford to act as if you think the 
customer is w rong:.

Bell Phone 860 Citz. Phone 2713

L y nch  Bros. 
Special Sale Conductors

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

WatsonHiggins 
Milling Co.

M erchant M illers 
Grand Rapids, Michigan

Owned by Merchants

Products Sold Only 
by Merchants

Brands Recommended 
by Merchants

139141 Monroe St.
Borii Phonos

GRAND RAPIDS. MICH.

Signs of the Times
Are

Electric Signs
Progressive merchants and manufac

turera 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

If you want to buy or sell potatoes, wire or write
MILLER MICHIGAN POTATO CO.

Wholesale Produce Buyers and Shippers
P O T A T O E S

Correspondence solicited
Wm. Alden Smith Bldg. Grand Rapids, Michigan
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Business and Industrial Outlook 
Bright.

Nineteen Sixteen, just drawing to 
a close, has been a most remarkable 
year, bringing revolutionary changes 
in business conditions and in many 
cases in business methods. It has 
witnessed more movements for the 
betterment of the toiling classes than 
any other year in recent times. It 
has been beneficial in another sense, 
in that the unusually active demand 
for all manufactured products has set 
institutions upon their feet which were 
in a decadent condition before the 
war and this is a factor which must 
be taken into consideration when 
looking forward to the possibilities 
of 1917.

The manner in which the bottom 
dropped out from under the market 
for industrial stocks serves to show 
how much the public attributes pres
ent prosperity to war orders. This 
sentiment may, however, be carried 
too far, and the fear that some of 
the enterprises which have been re
vived since the war began will drop 
back to their former state of weak
ness is really unfounded. Enforced 
liquidation of industrial loans by the 
banks would be a mistake, as most 
of these concerns have orders on their 
books which will carry them through 
the year of 1917, and possibly be
yond, in good shape, irrespective of 
further contracts. Another factor for 
permanency of improvement is the 
conservatism shown by industrial 
managements which, while the profits 
have been enormous, have not dis
tributed the excess, but have retained 
large amounts in their treasuries as 
a precaution against adversity.

It is known that the more prom
inent industrial corporations are car
rying huge cash balances with their 
bankers to provide sinew's of war 
during a possible lean business peri
od. To look for a shrinkage in value 
of these industrial securities to a 
point level with the former business 
depressions will be a mistake, and 
those figuring on this basis have no 
idea of the real status of the proper
ties or their future prospects. It 
will be due to a knowledge of these 
facts that unfounded fears of a possi
ble panic, due to stock market slumps, 
will be quieted.

There is no prospect and little prob
ability that peace will be declared 
during the coming year. The mere 
official proposal by Germany has, 
however, had a salutary effect in 
checking reckless speculation. The 
banking interests are quietly prepar
ing for all kinds of possibilities by 
strengthening their reserves and ex
ercising greater care in making call

loans. They are thus erecting a 
barrier against depression while hold
ing open the door to legitimate in
dustrial and commercial demands.

A pleasing feature of the situation 
is that domestic business is far be
yond the normal in volume, irrespec
tive of war orders. Unempoyed la
bor is at the low'est ebb known in 
years, while the average wage is the 
highest every known. Voluntary 
wage increases and distribution of 
bonuses have broken all records. 
Yet some prophets see in the sinister 
and underhanded methods of organ
ized labor a dark cloud and a more 
than threatened disturbance of busi
ness conditions. It is true that the 
unreasonable demands of union labor 
are the only indications of a fly in 
the ointment, but there is every rea
son to believe the more conservative 
and sensible element of organized 
labor will make their counsels felt 
and prevent industrial hari-kari. This 
is indicated from the present posi
tion of the four brotherhoods of rail
way train employes. The leaders of 
these brotherhoods are seeing the 
handwriting on the wall. They now 
seek the repeal of the Adamson eight 
hour law they were so anxious to 
have passed and have tendered the 
olive branch to the railroads. They 
propose the withdrawal of the eight 
hour law’ case from the Supreme 
Court; repeal by Congress of this 
law; elimination of the Federal Board 
of Mediation and Conciliation in rail
road labor disputes; establishment of 
a non-partisan board composed equal
ly of railroad operators and brother
hood representatives for adjustment 
of questions of wages, schedules and 
hours. This show's a most complete 
change of front. As W. G. Lee, one 
of the brotherhood leaders, puts it: 
"We hope it will wrork out. We 
know if we, the employers and em
ployes, will not work it out, some 
one else wdll in a manner that will 
not be satisfactory to either side.” 
With this end in view further confer
ences have been arranged between 
the brotherhoods and the railroads. 
Thus it will be seen that the dark 
labor cloud is showing its silver lin
ing. With the relations between cap
ital and labor adjusted, the only ob
stacle to a continuance through 1917 
of the present prosperity wdll have 
been removed.

Investments in stocks of corpora
tions non-dependent upon war orders 
and at prices based on average earn
ings will be both safe and profitable, 
while the purchase of short time, well 
secured bonds can be safely recom
mended.

Taken all in all, the prospects are 
most encouraging.

No individual, however capable 
or well equipped, could possibly 
combine all the elements of strength, 
experience, efficiency, safety, con
venience and economy possessed by 
this company. Its organization is 
permanent and its facilities for han
dling estates unexcelled.

Send for Blank Form of Will and Booklet on 

Descent and Distribution of Property.

The Michigan Trust Go.
OF GRAND RAPIDS

Safe Deposit Boxes to rent at low cost.

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

ASSOCIATED

CAM PAU SQUARE

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

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

Combined Capital and Surplus........................................9 1,776,7M.M
C om bined T o ta l D eposits................................................  8 577 800.M
Com bined T o ta l R eso u rc e s ............................................  11,563 300.00

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

ASSOCIATED
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What the country now needs, even 
more than the crusade against the 
high cost of living, is an intelligent 
and aggressive campaign against 
American extravagance. In other 
words, the installation of the habit of 
thrift. Even though one may be justi
fiably optimistic as to the future, 
smaller contributions to the garbage 
pail are in order. No small item in 
the total consumption of food stuff 
is the daily, weekly, monthly and an
nual waste. It is no disgrace to be 
saving, both in the use of materials 
and money. In fact, sane economy 
known as “thrift” is the basis of good 
conduct, both at home and abroad. 
The man who is careful in the use of 
his own money, property and time 
will be equally careful of his employ
er’s interest. The man who opens a 
bank account and keeps it intact car
ries a strong letter of recommenda
tion—his bank book. Thrift makes 
better citizens. When the man who 
saves his money sees his bank account 
grow, he becomes ambitious for a 
home of his own and better surround
ings for his family. Once he has ac
quired a proprietary interest in prop
erty, he becomes a better and more 
useful citizen and takes a keen and 
practical interest in questions of tax
ation, local government, educational 
facilities, etc. In fact, his character 
is strengthened, not by the accumula
tion of money alone, but by the re
sponsibility it brings and the ambi
tions it excites.

It is this education that is needed 
now more than ever before in the his
tory of the United States. The Fed
eral Department of Labor estimates 
that 5,750,000 workers will benefit from 
increased wages, salaries and bonus 
distributions in this country and that 
the amount involved aggregates $300,- 
000,000. Were a fair proportion of this 
amount directed into the banks, it 
would go a long ways toward assum
ing a continuance of business pros
perity, as through the use of these 
funds the banks could continue to aid 
in the extension of stable industrial 
and commercial enterprises.

Business vision should not be blur
red by wars, rumors of war and rum
ors of peace, the latter attended by 
fears of the crumbling of the struc
ture of industrial activity. Nor should 
the fact that the 27,500 banks and 
trust companies in the United States 
had on July 1, 1916, loaned $3,243,- 
000,000 more than at the same period 
in 1915 cause alarm when the scope 
of industrial activity necessary to 
meet domestic demands alone is taken 
into consideration.

Gold added to the country’s total 
supply during the past two years 
amounted to more than $800,000,000. 
This cannot be stored in idleness, nor 
can all that is being received be im
mediately absorbed with prudence. 
The exercise, therefore, by the banks 
in financing new enterprises, and at 
the same time permit free rein to 
prooer expansion is the bulwark 
against which the waves of would-be 
disaster will harmlessly break. Yet 
this conservatism should not propa
gate and spread a spirit of fear. Fun
damental business conditions are 
sound and cannot be upset by the 
shaking out of gamblers who have

been playing the stock market on 
margins.

Manufacturers and merchants, both 
wholesale and retail, can go their way 
calmly and confidently so long as or
dinary business sense and caution are 
used. Paul Leake.

Only Remedy Lies in Legislation.
Kalamazoo, Dec. 26—I have fre

quently commended the Tradesman 
for its efforts and accomplishments in 
behalf of the retail merchant, but the 
edition of Dec. 20 certainly eclipses 
all previous issues in point of sugges
tion and usefulness. The eighth (ed
itorial) page is so replete with sug
gestions and advice that I would not 
take a $10 bill for it if I could not 
obtain a duplicate. The little editorial 
entitled "Some Insurance Don’ts” 
covers the whole subject in a nut
shell and gives the merchant in com
pact form the most valuable advice 
he ever received at the hands of any 
trade journal editor. In fact, I do 
not know of any trade journal any
where which has made such a study 
of fire insurance as the Tradesman 
has and—what is more to the purpose 
—has the courage and confidence to 
state its conviction in sturdy English, 
no matter who or how hard it hits 
In common with most merchants I 
have always been given to understand 
that the managers of fire insurance 
companies were men of the highest 
integrity, but your disclosures regard
ing the ownership of the adjustment 
bureaus show me very plainly that 
insurance officials who put on a bold 
face when walking out the front dooi 
of their offices, create underhanded 
organizations to slug and plunder the 
insured via the back door. I heartily 
agree with the Tradesman that the 
only way to remedy this menace to 
the insuring public is to secure the 
enactment of legislation prohibiting 
the employment of adjustment bu
reaus in this State.

Long-Time-Merchant.

Watch Lest These Fall Into Your 
Hands.

First look at a $5 Federal Reserve 
note of New York counterfeit is de
ceptive, but a closer look will show 
the base breed of the note. Check 
letter is “D,” and number is 
B9313900A of notes already found. 
Lincoln’s portrait adorns the bill and 
the signatures are W. G. McAdoo and 
John Burke as Secretary of the Treas
ury and Treasurer of the United 
States. Silk fiber is imitated with red 
and blue lines.

The figures of the second counter
feit, a silver certificate for $5, are 
poorly made and too large. It is 
series of 1899, check letter is “D” 
and number 807 or 207. It is printed 
from etched plates and printed lines 
imitate the silk fiber, black on the 
face and green on the back. It is 
signed by Gabe E. Parker and John 
Burke. The specimen is numbered 
M27451468.

The Easier Way.
She had two boys. The mother 

wished not only to give them a seri
ous idea of her desire to make them 
good, but also to make clear to their 
minds the gravity of the task before 
her. At the end of a particularly 
touching adjuration 5-year-old Francis 
was suddenly overcome with the im
possibility of ever attaining his moth
er’s ideal.

“Don’t try to make us good, moth
er,” he said earnestly. “Just shoot 
us.”

LOGAN & BRYAN
STOCKS, BONDS and GRAIN

G rand Rapids, Office 
305 G ODFREY BUILDING 

Citizens 5235 Bell Main 235

Members
New York Stock Exchange 
Boston Stock Exchange 
Chicago Stock Exchange 
New York Cotton Exchange 
New York Coffee Exchange 
New York Produce Exchanß

Investment Buying
Does not put the stock market up 
because it is done on reactions.

There are good chances to make 
money. Let us assist you.

Allen G. Thurman & Co.
136 M ichigan T ru s t Bldg. 

G R A N D  RAPIDS

jNew u n e an s  rjotton Exchange 
Chicago Board of Trade 
Minneapolis Chamber of Commerce 
Winnipeg Grain Exchange 
Kansas C ity Board of Trade

Private wires coast to coast 
Correspondence solicited

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

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

Resources
9 M illion D ollars

3 % Per Gent.

Paid on Certificates

Largest State and Savings Bank 
in Western Michigan

O L D
N A T I O N A L

B A N K V
G R A N D  R A P I D S  M I CH .

177 M O N R O E  A VE.

Complete 
Banking Service

Travelers' Cheques 
Letters of Credit 
Foreign Drafts 

Safety Deposit Vaults 
Savings Department 

Commercial Department

O ur Z l/2 P er C en t
Savings Certificates are a 

desirable investment

Veit Manufacturing Co.
M anufacturer of

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

Bronze Work, Marble & Tile
G rand R apids, M ichigan

Fourth National Bank
United States^Depositary

; Ä f  (  I t i ! ' i

Li.. 1 . _ï !i i «

W M . H . A N D ER SO N . Preaident 
L. Z. C A UK IN , Cashier

Savings Deposits 

Commercial Deposits

Per Cent Interest Paid on 
Savings Deposits 

Compounded Semi-Annually

3 !4
Par Cent Interest Paid on 
Certificates of Deposit 

Left One Yesr

Capital Stock and Surplus

$580,000

JO H N  W . B L O D G E T T . Vice P resident 
J . C. BISHOP, A ssistant Cashier

C onservative Jnvestors Patronize Tradesman Advertisers
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Development of School Savings in 
Grand Rapids.

Realizing that the children of to
day are the men and women of the 
future and fully alive to the value to 
the individual and to the community 
of the habit of saving money, the 
Grand Rapids Savings Bank some 
twenty years ago adopted the idea of 
educating the school children in this 
important branch of economics. At 
that time it was realized that it was 
wholly an educational matter which 
must be carried on without hope of 
financial return for many years. The 
value of the movement to the then 
growing generation and to the gener
ations to come was fully appreciated 
and the Grand Rapids Savings Bank 
took the matter up with the Board 
of Education with the result that the 
system was started in four schools, 
the teachers looking after the tiny 
contributions to thrift.

The effect on the children was en
couraging and it was decided, not
withstanding the fact that the busi
ness was conducted at a loss, to con
tinue the school savings system and 
school savings were introduced into 
all the schools. From then on it 
grew steadily but slowly until 1906 
there was $35,000 on deposit. To-day 
there is on deposit $75,000 belonging 
to 8,000 school children.

“The Grand Rapids Savings Bank 
issued savings stamps,” said Cashier 
Frank S. Coleman. “They were in 
denominations of one cent, five, ten 
and twenty-five cents. It was found, 
however, that so few of the stamps of 
the higher denomination were used 
that they were abandoned and now 
nothing but one cent stamps are used. 
We issue cards with spaces for fifty 
one-cent stamps. When these are 
filled the child brings the card into 
the Bank, is given a Bank book with 
an attractive cover printed in colors 
and the money begins to draw inter
est from that date. It was a business 
so small that only one bank in a 
city could handle it with any hope of 
financial profit, even after years of 
development. This Bank was not al

together unselfish in the project be
cause we realized the advertising 
value of school savings, knowing that 
the children growing up and saving 
their pennies come to know the 
Bank intimately and that in after 
years when they have business to 
transact they will naturally turn to 
this Bank. The business is not yet 
wholly self supporting. There is a 
great deal of detail to the department, 
special stationery, etc. It has, how
ever, grown so we now have a special 
collector and a special department for 
which excellent quarters have been 
established in our new Bank. While 
it is impossible to trace direct re
turns from the school savings system 
outside of the actual school money 
deposited by the scholars, we feel we 
are benefitting the community through 
education in thrift, and believe we 
will get full returns in later good will 
thus engendered. Were it not for 
these considerations the Bank would 
not bother iwth it. Some seem to think 
school savings are great things for 
the Bank. Beyond the tributary ad
vantages I have pointed out, this is 
not so. It would take years of prof
it to counterbalance the expense dur
ing the years the system was being 
built up.”

There is truth in what Mr. Coleman 
says, but at that it is evident the 
Bank has builded better than it knew, 
and for every child who through 
school savings becomes a provident 
man or woman, the Bank will re
ceive its just reward.

Roses Were Easy.
“Before we were married,” com

plained the wife, “you used to send 
around a dozen roses every week.” 

“That was a cinch,” responded the 
husband. “This week I ’m sending 
around two tons of coal and a rib- 
roast.”

Invest in New Proposition
Always something good to offer

DEUEL & SAW ALL
Financial A gents

405-6-7 Murray Bldg. Grand Rapids, Michigan

6 ® o  First Mortgage Bonds
Descriptive C ircular Furnished 

Upon Request

Howe Snow  Corrigan a  Bertles
G. R. Savings Bank Bldg. X g P  G R A N D  RAPIDS MICHICAN

I n v e s t m e n t  Ba n k e r s

T H E  PR E FE R R E D  LIFE IN SU R A N C E  C O .
O f America offer*

OLD LINE INSURANCE AT LOWEST NET COST 
What are you worth to your family? Let us protect you for that sum.

THE PREFERRED LIFE INSURANCE CO. of America, Grand Rapids, Mich.

A Plan That Insures Christmas Joy for All the Family 

JOIN OUR NEW

1 9 1 7  Christmas Savings Club
AND HAVE PLENTY OF MONEY 

FOR NEXT CHRISTMAS

$ .02 Club—W eekly  deposits  increasing
o r decreasing  will am o u n t to  . . . . $  25.50

$ .05 Club—W eekly  deposits  Increasing
o r decreasing  will am o u n t to  . . . .  $ 63.75

$ .25 Club—W eekly  d ep o sits  of $ .25
fo r fifty  w eeks will am o u n t to  . . $  12.50

$ .50 Club— W eekly  deposits  of $ .50
fo r fifty  w eeks will am o u n t to  $ 25.00

$1.00 Club— W eekly  deposits  of $1.00
fo r fifty  w eeks will am o u n t to  . .  $ 50.00

$2.00 Club— W eekly  deposits  of $2.00
fo r  fif ty  w eeks will am o u n t to  ..$100.00

T h e  above am o u n ts  will be increased  by 
in te re s t  w hen  p ay m en ts  a re  k ep t up.

Anyone can become a member — Join today
It is very simple, no red tape—no trouble—no coupons to lose. 

We use the card and punch system.

YOU ARE WELCOME AT

Grand R apids Savings Bank
MONROE AND IONIA AVENUE, N. W.

C lub S tarted , M O N D A Y , DECEM BER 18, 1916

We recommend and offer the 

unsold portion of the following 

issues for investment:

Citizens Telephone Co. 

to net

Piqua Handle 

&  Manufacturing Co. 

to net 6%

CIRCULARS UPON APPLICATION

ItRAHD RaPIDs TrUST rinMPAHY
M AN A G ED  BY M EN YOU K N O W  

OTTAWA AT FOUNTAIN. ,  BOTH PHONES 4 3 9 1 .3
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AUTOMOBILES AND 
ACCESSORIES

State Reciprocity Grows As Car Use 
Spreads.

That at least a few of the states are 
beginning to recognize the automo
bile as not a thing that needs to be 
hedged about with complex and nar
row-visioned rules, is shown by the 
publication of a pamphlet entitled 
“Motor Car Laws as Now W ritten,” 
by the touring bureau of the American 
Automobile Association.

While this improvement is grati
fying to those interested, it requires 
only a glance at its contents to demon
strate that in too many states auto
mobile ownership is yet regarded as 
a class theory and not a modern con
dition.

Despite there being one automobile 
to every thirty-two inhabitants of this 
country and that in at least one state 
this ownership reaches the startling 
proportions of one car to every twelve 
persons—also that these owners each 
year contribute between $50,000,000 
and $60,000,000 in fees and taxes— 
legislators in many states continue to 
look upon the automobile, not with 
personal vision, but through the large 
end of the telescope when viewing it 
as to its utilitarian values and through 
its small end when it comes to plan
ning a lot of unnecessary regulations.

The interstate problem continues 
as a vexation, requiring non-resident 
travelers to keep posted on five or 
six changing conditions in almost any 
journey of 1,000 miles. These same 
travelers can cross any state line by 
any method of getting about, and re
main law abiding citizens, but once 
they cross in a motor car or on a mo
torcycle they automatically become 
potential criminals; their mental at
titudes have not changed—only their 
physical means of advancement have 
altered.

Sixteen states now grant full re
ciprocity—that is, exemptioif for the 
period granted by the visitor’s state 
for the entire year or the remaining 
calendar fraction thereof. This list 
of progressive states now includes 
Alabama, Arkansas, Delaware, Idaho, 
Kentucky, Louisana, Montana, New 
York, North Dakota, Ohio, Oklahoma, 
Pennsylvania, South Dakota, Ten
nessee, West Virginia, Wyoming.

The District of Columbia and Mary
land just escape being added to the 
full reciprocity list by their non-recog
nition of each other, granting full 
reciprocity in all other instances. Mas
sachusetts presents a somewhat com
plex condition.

Its laws read full reciprocity for 
the remaining portion of the calendar 
year, yet it classifies some of the 
states, which grant like privileges, 
under a special list which provides

that “no regular place of abode or 
business is required for a period ex
ceeding thirty days in any calendar 
year.” Where visitor’s state does not 
grant full reciprocity then a half-rate 
fee can be had for July, August and 
September.

Vermont also grants full recipor- 
city, but visitors from non-reciprocal 
states can take out a three month's 
registration at one-fourth fee.

Multiple taxation, under various 
guises, continues in all but seven 
states, varying in numerical quantity 
up to the extreme of five taxes in 
Florida. These seven states are in 
two groups, Idaho, Iowa, Michigan, 
New York and Oklahoma comprising 
those whose laws positively prevent 
any other form of tax, the registration 
being in lieu. The other group is 
made up of Pennsylvania and Ver
mont, which accomplish the result by 
negation.

The several taxes in the different 
states are sequestered in many ways, 
varying from state highway mainten
ance to the general funds of the state, 
with a few that leave the question 
open to seemingly local manipulation.

While most of the states continue 
with miles-per-hour regulations in ra
tios just enough different to create 
confusion for the interstate traveler, 
these ten states, Colorado, Louisiana, 
Mississippi, Montana, Nevada, New 
Mexico, Oklahoma, South Dakota. 
Tennessee and Utah, recognize that 
these rated restrictions do not guaran
tee a sane use of the highways by all 
users nor do they meet the positive 
traffic needs, but only legakze theo
retical conditions which often furnish 
technical opportunities for the careless 
and reckless drivers to escape merited 
punishment.

Half the states have schedules of 
speed rates and make an attempt at 
sanity by prefacing the speeds with 
“reasonable and proper,” or their syn
onyms.

Nine states and the District of Co
lumbia attempt to regulate a fluctu
ating condition with hard and fast 
mileage rules that are spasmodically 
inforced and lead to confusion at all 
times both on the part of the police 
and the thoroughly posted resident.

There are seven states, Alabama, 
Idaho, Iowa, Missouri, New York, 
Oregon and Pennsylvania, which reg
ulate on the basis of treason and pru
dence with a maximum speed that is 
either direct or presumptive evidence.

Caring For Tools Avoids Trouble.
“It is a poor plan to leave the gar

age without ,your full equipment of 
tools in your car,” recently remarked 
a well-known garage owner.

“It is always when you are least

prepared that the unforseen happens 
and the absence of an end wrench or 
a ‘jack’ that you left on your garage 
bench, may cause you a great deal of 
inccanvenience and possibly a walk to 
town.

“Your car comes to you complete
ly equipped and with a set of tools, 
with which ordinary repair may be 
made. The point to bear in mind is 
to keep these together in your car 
and where you can find them.

“If you are going to take a long 
trip it would be well to provide your
self with ,a few extra accessories 
which, while they do not form a part 
of any tool equipment and can be 
readily picked up in a moment at any 
automobile supply store in the city, 
are often convenient to have with you 
on the road.

“These are one or two tire sleeves 
or blow-out patches, a grease gun, 
two rolls of wire taps, extra light 
bulbs, a ball of heavy twine, an extra 
oil can for use in injecting gasoline, 
a can of grease, a gallon can of cylin
der oil and a tightly corked paint can 
filled with gasoline.

“The latter it is a good plan to 
carry around in the car at all times. 
Even if your car does have a re
serve compartment, you will occasion
ally run out of gas and that extra gal
lon will take you where you can gel 
some more.

“Its use has saved many a motor
ist a long walk. The grease gun and 
extra grease will help you out should 
your universal or axle unexpectedly 
run dry, the twine and tire tape on 
tire repairs.

“The uses of the other are ob
vious. The entire assortment can be 
bought for about two dollars.”

If you devote your advertising and 
selling arguments to price talk, your 
goods will never be compared with 
others save on a price basis.

G rand R apids 
S tore F ix tu re  Co., Inc.
The Place, 7 Ionia Ave., N. W.

BUY AND SELL
Used Store and Office Fixtures

Uae Half aa Much

C ham pion  M otor O il
as of other Oil

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

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

W hat have you to trade? Easy terms. 
D w igh t’s Used A uto  Ex. 230 Ionia, N .W .

Automobile Robes
$2.35, $3.00, $3 75, $4 25. $5.25, $5.75, $6.00, 

$6.50. $7.00. $7.25. $7 50. $8 00. $8 50, $9 00, $10.00. 
$11.00, $12.00. $20.00. $25.00, $30 00.

Over forty  different patterns to select 
from. Also steamer rugs of the Chase quali
ty  which are standard as a yard measure. 
Scotch clan patterns from 16 to $12: large 
size 60x80 inches.

Sherwood Hall Co., Ltd.
30-32 Ionia Ave.

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 okarbo 
M otor Oil

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

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

The Great Western Oil Co.
Grand Rapids, Michigan
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Encouraging News From Domestic 
Flax Raising.

A visit to the retail houses does not 
reveal the story of linen scarcity if 
only a casual glance is taken, but a 
thorough report would reveal that 
there is much all cotton and union 
goods being shown. The retailers are 
making a brave showing by exhibiting 
their fancy linens and the reserve 
stock that was ordered as soon as 
the war was declared. Linen buyers 
were clever and when war was de
clared they ordered all they could get 
against hard times for buying more 
which are surely here. The near
linen goods have been shown and sold 
and in this manner some of the linen 
has been reserved, but stocks are very 
close. All cotton goods are being 
pushed now by Belfast mills unable to 
procure sufficient flax. Several sales
men from there were around here in 
the early fall taking orders and much 
of them were for pure cotton.

From Portland, Oregon, comes the 
news that the flax-growing experi
ment at Eugene is a success as re
ported by George Quayle, Secretary 
of the Eugene Chamber of Com
merce. It is claimed that an excellent 
quality of fibre is obtained. The re
ceipts for seed will be $2,500 to $2,700. 
The Eugene Chamber of Commerce 
guaranteed to pay growers of flax 
$7.50 an acre for their crop, but the 
returns will be more. There are two 
things against American linen, but 
the consumers and inventors can alter 
that very quickly. There must be 
some artificial method of preparing 
the flax straw for the spinner, thus 
relieving the flax grower of this trou
ble. Secondly, the American public 
must believe that American-made 
linen is as good as any other. The 
Danish government has forbidden ex
porting their linens in any direction 
during the war.

When an all-good American linen 
is produced here time and efiort will 
be needed to induce customers to 
buy the domestic product. This we 
ought to be doing now when high 
prices prevail in the imported article. 
If we can keep some good American 
dollars for linens right here it will 
not be long before we will raise more 
flax. We have been raising flax for 
seed which is the foundation of the 
linseed oil so much used; of all the 
acres of flax raised here in 1915 only 
2,000 acres were devoted to flax for 
fibre. The bulk of the seed plants 
is burned for fertilizing, but flax
growing for seed and flax are different 
industries. Here it is difficult to find 
labor to do the “retting” or prepar
ing of the fibre for the spinner. Here 
we must find a chemical to do the 
“retting” at a factory and thus allow

We are manufacturer« of TRIM M ED AND 
UNTRIMMED HATS for Ladies. Miaaea and 
Children, especially adapted to the  general 
«tore trade. Trial order aolicited.

CORL, KNOTT Sc CO., Ltd.
Corner Commerce Are. and Island St. 

G rand Rapids, Mich.

G EO . S. D R IG G S 
MATTRESS 6  CUSHION CO.

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

the farmer to confine his attention to 
the agricultural end of the business; 
the only solution of the business that 
will satisfy the farmer and induce 
him to grow the fibre.

The farmer may be persuaded to 
grow fibre flax, but not with many 
disagreeable surroundings. We have 
advanced sufficiently to have one firm 
selling chemically “retted’' flax to 
Europe and another house is using 
our flax to make coarse linen ana 
coarse linens used in clothing and for 
curtains.

Finding a market for American 
linen is a problem; finding a jobber 
to market it will be another puzzle, 
but when he finds it well made women 
will use it frankly to give it a trial. 
Popularize the article and have the 
domestic article perfect. It is more 
difficult to get the jobber and retailer 
than the consumer, but give them per
fect goods and the goods will gradual
ly move. After the war women will 
not be as foolish over “imported” or 
“domestic” goods.

The production of flax fibre has in 
creased consistently in Russia, but de
crease has been the rule in the British 
Isles, France, Belgium, Austria-Hun
gary and the Netherlands. With 
cheap labor and a wise government, 
Russia forged ahead on the flax ques
tion until the war came up, but Rus
sia will continue this work later. 
Belfast has turned out a lot of mercer
ized cotton table damask which is 
lovely in design and well constructed, 
a good business being expected here 
if the prices suit our buyers. It is re
ported at Belfast that the best lines 
of cotton damask have been sold so 
far ahead that more for spring delivery 
are hard to find.

When linens for suits, dresses and 
waists are in season but few will be 
seen. Both dress and table linen are 
rare beyond telling even with the 
best of stock put out now. In the 
West linen is not as plentiful as in 
New York and cotton toweling is uni
versal. There have been a few linen 
sales of late, but they are generally 
of fancy pieces. Prices are very high; 
all linen at reduced prices is a rem
nant from other days. Higher bleach
ing rates in Belfast make the situa
tion harder; labor shortage is much 
of a problem. A linen importer re
ceiving thirty-five cases of linen last 
week had to assure British consul that 
the goods would not be sold to firms 
likely to export them to enemy coun
tries; the head of the house is a Brit
ish subject.—Dry Goods.

A ak about o u r w ay
B A R L O W  BROS. G rand Rapida, M ich.

DOUBLE YOUR MONEY

P u t in  a line of

PILLOWS
Get this Leader Assortment:

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

12 Pairs for $19.00, in best grade 
ticking.

Grand Rapids Bedding Go. 
Grand Rapids, Mich.

Are Your 
N et Profits 
Satisfactory?

Probably not, if you 
are like nine out of ten 
merchants.

Y o u r  trouble prob
ably is (1) you have too 
many of some items; (2) 
not enough items.

If you will buy the 
“many lines in one bill” 
offered by our monthly 
catalogue of General 
Merchandise, you easily 
can apply the remedy.

Butler Brothers
Exclusive Wholesalers of 

Geoeral Merchandise

New York Chicago 
St. Louis M inneapolis 

Dallas

We wish all our Friends and Patrons

A Happy and Prosperous 
New Year

Paul Steketee & Sons
Wholesale Dry Goods

Grand Rapids, Michigan
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Some merchants forget that clerks 
need to have a personal interest shown 
in them if they are to show a personal 
interest in the business.

Pere M a rq u ette  R a ilr o a d  Co.
DUDLEY E . W A T E R S, PAUL H . K IN G . Receiver«

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

Locations for Industrial Enterprises in 
Michigan

« x o Ju n tPi i r i n ^ - i r . t̂ i ;« ailrM d JS.*8 through a tem tory  peculiarly adapted by Accessibility 
L S c ! ^ r K ^ l M ^ IN D U S T R ij?^E ^n E R P R IS E S ^  Go<k1 Con<tIU°D® for Home Life, for the

. Sitf B “ “y  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 w ith manufacturers and others seeking locations AU in
quiries will receive painstaking and prompt attention and wUl be treated as confidential.!

Addre"  GEORGE C. CONN,
Freight Traffic Manager,

Detroit, Michigan

< *

* >
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Research Results Relating to Preven
tion of Food Spoilage.

The recent report of the Chief of 
the Bureau of Chemistry, U. S. De
partment of Agriculture, indicates that 
extensive research and experimental 
work directed towards the prevention 
of spoilage in food products was done 
in that bureau last year. The work 
was directed along three principal 
lines: I. Scientific investigations to 
isolate, identify, and learn the habits 
and methods of work of the micro
organisms or minute bacteria, molds 
or yeasts which produce spoilage. 
There are many varieties of these 
tiny organisms and each variety acts 
in its own particular way. 2. Ex
periments to determine the best meth
ods of sterilization, refrigeration and 
sanitation to prevent the growth of 
micro-organisms which have been iso
lated, identified and studied. 3. The 
application to particular foods on a 
commercial scale of the principles of 
sterilization, refrigeration and sani
tation previously worked out experi
mentally in the laboratory.

A study was made of the organism 
causing spoilage in canned sardines. 
The loss to individual packers of sar
dines from swelling is sometimes as 
high as 30 per cent, of the pack. It 
was found that the organism caus
ing the spoilage very rapidly forms 
spores which are killed only at high 
temperatures. Experiments showed 
that when the cans were heated to 
high temperatures the spores were 
killed and no swelling or spoilage 
resulted. In addition to processing 
at high temperatures it is necessary 
to use cleanliness in preparing and 
packing the sardines. The sardine in
dustry has largely adopted the rec
ommendations of the bureau as to the 
correct methods of handling, prepar
ing and packing the sardines with the 
result that much loss from spoilage 
has been prevented.

Experiments were made in connec
tion with the shipment of fresh 
shrimp. It was found that when pre
pared in a cleanly manner, suitably 

-.boiled in brine, and thoroughly cool
ed, the shrimp could be shipped for 
long distances in a prime condition. 
Many of the shippers have adopted 
the recommendations of the Depart
ment as to the proper methods for 
handling the shrimp and found them 
of great value in the conduct of their 
business.

Studies to prevent decay in fish 
have b6en continued. Perhaps no 
other perishable food is shipped long 
distances with so little knowledge 
of what is required to ensure arriva' 
in good order. The work was begun 
in Florida and at the end of the 
shipping season transferred to the Pa
cific Coast where transcontinental 
hauls are under observation.

In order to prevent spoilage in the 
shipment of poultry and eggs, a pre
cooling plant has been developed, 
cooled by ice, capable of chilling 15,- 
000 pounds of eggs and poultry a 
week. This plant costs approximately 
$800 to install. With ice at $3 per 
ton it has been found in actual com
mercial use to effect a saving of at 
least $22 per carload in handling and 
chilling. It also enables the small 
shipper who cannot afford to erect a

complete refrigerating plant to com
pete with the largest shippers.

The work upon the transportation 
of perishables has been facilitated by 
the improvement of the method of in
stalling resistance thermometers in 
refrigerator cars so that the temper
ature of the interior of a considerable 
number of cars may be observed sim
ultaneously. In the study of the cold 
storage of eggs particular attention 
has been paid to the devising of meth
ods to prevent stored eggs from ac
quiring the so-called “storage taste.”

News and Gossip From Sagacious 
Saginaw.

Saginaw, Dec. 26—Now that the 
holiday rush is over, the next thing 
in order is the inventory, no longer 
dreaded by merchants who use a sim
plified method.

A manager from the Thompson 
headquarters at Chicago relieved Mr. 
Peabody, of the Saginaw restaurant, 
this week. Mr. Peabody was trans
ferred to the St. Louis, Mo., branch. 
He made many friends during his 
stay in Saginaw and will be missed 
by the trade.

Don’t think every fellow owns a 
car just because he wears gauntlen 
gloves.

Arthur Johnson, after being in the 
employ of the E. L. Gardiner Co. 
only a year, has been promoted to 
manager of the Bay City store. De
serving in every way, Johnson has 
advanced strictly on his merits. A 
more reliable and thorough man 
would be hard to find. Johnson prides 
himself on his record of never having 
been late since he entered the com
pany’s employ. He has developed 
a special talent for window trimming 
and display work and handles cus
tomers tactfully. Only 21 years of 
age, he is the youngest manager of 
the Gardiner Co. Since his promo
tion the Bay City store has taken 
on a new lease of life.

Buyers are wondering why so many 
bona fide closing out sales were held 
by jewelry merchants just before 
Christmas.

Gillman & Moar, both traveling 
men, wanted a headquarters and sam
ple room and rented a store room 
on Lapeer street. To defray the ex
pense they added a side line of re
treading auto tires. With two old 
tires they make one new one. This 
business jumped into instant favor— 
=o much so that one of the firm has 
been forced to stay off the road to 
look after the business.

What has become of the old-fashion
ed merchant unable to read or write, 
who entered a charge on his books 
of a grindstone by drawing a picture 
of the article and collecting on pay 
day for a cheese?

Just think! After Jan. 1. you can 
get that $25 suit for $19. If the one- 
quarter-off sales store can make a 
good profit at $19, have they over
changed you $6 if you get your suit 
the day before?

Sympathy is hereby offered to the 
fellow who tried to smoke one of 
those “Flor de Cabbage” cigars 
bought by his wife for a Christmas 
present.

The season’s greetings to the Mich
igan Tradesman and its readers.

J. B. Laughlin.

Scored a Point.
A lawyer was arguing with a phy

sician over the relative merits of theit 
respective professions.

“I don’t say that all lawyers are 
villians,” said the doctor, “but you’ll 
have to admit that your profession 
doesn’t make angels of men.”

“No,” retorted the lawyer, “you 
doctors certainly have the best of 
us there.”

a?
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The Season's Greetings 
, to our

Friends and Customers

Grand Rapids Dry Goods Co.
20-22 Commerce Ave.

G rand R apids, M ichigan

TIAAKE it a rule 
J-» •T. to answer the 
telephone promptly. 
The observance of 
this rule will bene
fit all subscribers.

Michigan State Telephone Company

* >
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M ichigan R etail Shoe D ealers’ A ssociation  
P re s id e n t—F red  M urray , C h arlo tte . 
S e c re ta ry —E lw yn  Pond , F lin t. 
T re a s u re r—W m . J . K reger, W y an do tte .

The Present Hysteria About Shoe 
Prices.

The daily newspapers are making 
a sensation out of the critical leather 
market. This is to be regretted be
cause matters are serious enough 
without adding fuel to the flames. 
The general public, always badly in
formed about the technical details of 
manufacturing, is easily led to believe 
that prices of commodities are being 
advanced without legitimate cause. 
The situation is intensified by the 
construction put upon oral and print
ed statements of leading shoe manu
facturers. One of these instances 
was where a manufacturer declared 
in a public address that shoes were 
likely to advance to $20 or $30 a pair. 
More recently one of the largest mak
ers of shoes for men was quoted in 
daily newspapers all over the country 
as asserting that his firm was out to 
protect the public from combinations 
of tanners and shoe manufacturers 
who are forcing prices up for the pur
pose of exacting inordinate profits.

Shoes are now selling to-day at 
from $20 to $30 a pair, but they are 
not sort worn by people of ordinary 
means, and should not be considered 
as a criterion of general sales. Years 
ago shoe prices, exclusive of special 
bench made footgear, ranged from say 
$1 to $9 a pair. The $1 shoe was a 
poor thing. The bulk of the trade 
was on shoes ranging from $2 up. 
But the dollar shoe has been dead 
for several years and the retail sales 
of shoes to-day center around the $4. 
$5 and $6 lines.

No well informed person in the 
shoe industry would be so foolish as 
to claim that the old time $3 or $3.50 
shoe will sell at $20. The manufac
turer who predicted $20 and $30 shoes 
did not mean to infer that staple lines 
would advance to those rates. It is 
unfortunate when manufacturers of 
medium grades issue statements to 
the public conveying the impression 
that other cheap shoes are going to 
be forced up while they from philan
thropic motives will continue to sell 
their goods at old prices. The plain 
fact of the matter is that while there 
has been a horizontal advance on all 
grades it is arrant nonsense for any
one to assume that the old $3 shoe 
will sell at $20.

There have also been intimations 
that combinations in the tanning in
dustry are the underlying cause of the 
increased cost of leather. It is well 
understood in tanning circles that the 
large corporations differ from the 
small ones in nothing but size. They

do not buy hides and skins cheaper 
and they do not sell leather dearer. 
Leather trusts are myths.

One does not have to search far to 
discover the reason for the tremend
ous upheaval in the leather markets. 
One word—war—tells the story.
Military activity in any part of the 
world has an immediate influence up
on our markets. It is unreasonable 
to suppose that the greatest armed 
conflict of any age could be waged 
without tremendous consequences up
on the neutral countries. We aTC 
fortunate that we are not bathed in 
blood and tears and that our only 
suffering consists of paying higher 
prices for commodities.

The demands for Government in
vestigations and embargoes upon 
leather exports are based upon com
plete ignorance of conditions. The 
higher cost of leather and leather 
merchandise results from causes be
yond the control of any person or set 
of persons. World wide conditions 
have made hides and skins, and the 
leather made from them, more ex
pensive. It would be well if the peo
ple who are clamoring for an embar
go on leather exports could be made 
to understand that our industry is on 
an international basis—that it im
ports more than in exports. Govern
ment statistics show that the imports 
of hides and skins during the fiscal 
year ended June 30, 1916, amounted 
to $158,861,376 while the exports of 
leather, shoes and all other manufac
turers of leather amounted to only 
$146,613,815. If we add to the imports 
of hides and skins our imports of 
leather, shoes and other articles of 
leather, and also the imports of tan
ning materials, we find that the to
tal imports for our trade exceed the 
total exports of articles in our trade 
by more than $40,000,000 annually.

An embargo on leather, if such a 
thing were possible, would be a two- 
edged sword, and would result in 
lower prices for leather and shoes. 
The inevitable consequence would be 
that the raw material for tanning 
now coming to the United States 
would be diverted to other manufac
turing countries and our tanneries 
and shoe factories would be compell
ed to reduce their operations. The 
notion that an embargo would make 
leather more plentiful in the United 
States would soon be exploded by the 
logic of facts if leather exports were 
stopped by Government order.—Shoe 
Retailer.

When you want to locate a new 
store, don’t take anyone’s word for it 
that a certain location is a good one. 
Stick around the place long enough 
to find out for yourself.

W e w ish you a

Prosperous N ew  Y ear
W e really do. W e mean it.
We back up our wishes with quality of merchan

dise, and efficiency of service; for your prosperity is 
dependent upon the service you can render your com
munity.

Our men’s dress shoes, Comet, Saturn. Jupiter and 
Mars have the style and quality that make them big 
and repeating sellers.

Our Ruth shoes please the tastes of your most par
ticular lady customers.

The Playmate line of children’s shoes look well, fit 
well, sell well, wear well.

Rouge Rex shoes for the man who works. We tan 
the leather and make the shoes. They have a reputa
tion for hard wear. You will profit by it if you stock 
these goods.

Again, we wish you Prosperity, and solicit the op
portunity to co-operate with you in bringing this pros
perity to pass.

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

To you whose business helps 

to make ours successful we 

extend our best wishes for a 

new year of Health, Happi

ness and Prosperity...............

© 1  %  m

Rindge, Kalmbach, Logie Company
Grand Rapids, Mich.
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Pickings Picked Up in the Windy 
City.

Chicago, Dec. 26—The greater num
ber of Chicago retail stores wound 
up Saturday night with the greatest 
Christmas business of any year in the 
past. As early as 5 o’clock in the 
evening most of the stores were pret
ty well sold out of the best class of 
merchandise and in the toy depart
ments of all the stores the after sup
per shopper was lucky to be able to 
purchase any toy that was worth 
having. Everything had been picked 
over .and the little things left were 
pretty well soiled through handling.

Carson, Pirie, Scott & Co., Mandel 
Bros., Stevens Co. and Marshall Field 
& Co., beginning Tuesday morning, 
Dec. 26, will give their employes one- 
half hour more time in the morning 
as a Christmas present, opening the 
store at 8:30 instead of 8 for the en
tire year.

Most every employer in the city of 
Chicago gave their employes a cash 
Christmas present, either in gold 
pieces or a percentage of their year
ly wage. This is the talk of the town.

George Russell, 449 Rush street, 
cigar and tobacco dealer, was called 
to Renfrew, Canada, to settle up an 
estate of his brother, Joseph Russell. 
Mr. Russell was obliged to make this 
trip for the reason that his brother’s 
sons are now fighting in the trenches 
in Europe.

Chicago’s real estate business, es
pecially in the apartment house end 
of it, so far as dollars and cents are 
concerned, for the last week, ran 
way below any previous week during 
the year. The total amount of money 
exchanging hands, it is reported, was 
something in the neighborhood of 
$71,000.

One of the very pretty sights, which 
is well worth seeing this week, is that 
of the lobby of the La Salle Hotel. 
They have suspended in the air a 
beautiful reproduction of Santa Claus, 
arriving in the city in the latest minia
ture aeroplane. The lobby of the 
hotel is decorated throughout to blend 
in with the colors of Santa’s ship. 
People are going out of their way in 
Chicago to give it the “once over.”

One of Chicago’s popular restau
rants at this time is the North Amer
ican, at the corner of State and Mon
roe. This restaurant is known as the 
family restaurant of Chicago. It is 
a common sight here to see a whole 
family partaking of the hospitality 
of this restaurant. To make it more 
attractive and for the pleasure of the 
patrons, they have added an ice rink, 
where three times a day they give 
entertainments. They have some of 
the very best talent to amuse their 
patrons. It is well worth making a 
visit to while in Chicago.

One of Michigan’s visitors this 
week in Chicago is Mrs. John H. 
Passage, of Greenville. She is here 
spending the holidays with her daugh
ter, Mrs. R. P. Tillotson, whose hus
band is the Western Sales Manager 
of the Appleton Electric Co. Mr. 
Tillotson personally looks after the 
trade in his line at Grand Rapids, 
Greenville and Detroit, and reports 
business in his line out of these cities 
very prosperous.

The writer wishes to call atten
tion to the editor’s advance in sub
scription price of the Tradesman from 
one to two dollars, beginning Jan. 1, 
1917. Chicago subscribers will be al
lowed to renew their subscription at 
the old price if subscription price is 
received at the office of the Trades
man, Grand Rapids, before Decem
ber 30, or if the postmark shows the 
letter was mailed before this date.

It is reported that the candy busi
ness in Chicago, especially in such 
lines as Johnson’s, Lowney’s and 
Morse’s during the holidays will be 
hard to find, as every dealer and job
ber sold about every package he had 
in stock.

The cigar business in Chicago for 
the past three weeks has enjoyed a 
very prosperous sale. The only 
drawback on this line of merchan

dise was that very few of the factories 
were able to satisfy the demand. 
Some of them cut out entirely for 
this year all 5 cent cigars packed 
twenty-five to the box, and as far as 
ten and twelve to the box they were 
completely out of the market. One 
of the factories which was unable to 
satisfy the demand was the G. ). 
Johnson Cigar Co., of Grand Rapids, 
manufacturer of Dutch Masters ci
gars.

Unless it sets in to rain in Chicago 
in the next twenty-four hours, it will 
be one of the whitest yuletide periods 
in a good many years. The snow is 
plentiful, the weather is just fine and 
everybody seems happy.

One hears at this time a great 
many remarks pertaining to the Wil
son note to the . European nations. 
There seems to be two sides to the 
story, one in favor and one against. 
If it is the means of bringing peace 
it was a step taken in the right di
rection.

The municipal Christmas tree in 
Grant Park is something that the en
tire population in Chicago ought to 
see. This tree itself is over 100 feet 
high and surrounded by any number 
of smaller trees, illuminated with thou
sands .of electric bulbs. There was 
a concert by all of the Grand Opera 
singers here in Chicago and the 
Paulist choir, making about 1,000 
voices in all.

Who said there was a boycott on 
eggs in Chicago? If so, the writer 
has not heard of it. From a reliable 
source, they are still 45, 50 and 60 
cents per dozen. If it keeps on no 
doubt anyone wishing to ride on the 
surface line will be able to use a 60 
cent per dozen egg for their fare.

The Chicago Screw Co. has pur
chased four blocks on the east side 
of Crawford avenue from Cornelia 
street north on which it will erect a 
large plant. The property was pur
chased from one owner with the ex
ception of three or four lots at Cicero 
avenue and Division street. This is 
just south of the works of Pettibone, 
Milliken & Co. The company will 
have in all when completed about 
twenty acres which will cost around 
20 cents a square foot. The property 
is half a mile south of North avenue 
and four blocks north of Chicago ave
nue. There is a car line on Cicero 
avenue and on Division street. The 
business of the company has been 
very satisfactory, in fact, the demands 
have been almost too great for its 
plant and equipment.

Charles W. Reattoir.

Need of Haste.
Dr. Brown was a phlegmatic man 

who usually took his own time at an
swering even urgent calls, but one 
day he hustled in a great hurry.

“Mrs. Weaver sent for me to come 
and see her boy and I must go at 
once,” he said.

“What is the matter with the boy?” 
asked the doctor’s wife.

“I don’t know,” he said, “but Mrs. 
Weaver has a book on ‘What to Do 
Before the Doctor Comes,’ and I must 
hurry up before she does it.”

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

A Good Shoe for the Money, but it is
more

The “Bertsch” Goodyear Welt 
Shoe for Men

has demonstrated its superiority in every way.

Thousands of first class dealers are enthusiastically pushing the sale 

of the “Bertsch” shoe line today.

In all parts of the country, thousands upon thousands of men in 

every walk of life are demanding the “Bertsch” shoe from their 

dealers.

The reason is simple. Each and every one of them have been so 

impressed with the comfort and service-giving qualities of the 

“Bertsch” shoe line that they will be satisfied with no other.

The “Bertsch” shoe won its reputation through its uniform wearing 

qualities. These will remain so.

You can recommend the “Bertsch” shoe line to your trade— Because 

it IS  the best comfort and satisfaction giving line offered you today.

THEY WEAR LIKE IRON 

HEROLD-BERTSCH SHOE CO.
Manufacturers of Serviceable Footwear GRAND RAPIDS, MICH.

That the year

1917
may be

A  Happy and Prosperous 

year for Y O U

is the sincere wish 

of the

The Michigan People Grand Rapids
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The New Year and the New Leaf. 
W ritte n  fo r th e  T rad esm an .

That soul is to be pitied who can 
enter upon a new year without deep 
emotion. The old year with its joys 
and its sorrows, its ecstacies and its 
agonies, its hopes fulfilled and its 
bitter disappointments, its gains and 
its losses, its successes and its fail
ures, its righteousness and its sin, is 
forever gone. No moment of it can 
be recalled, no least act can be 
changed. We might wish to pause 
and leisurely review the months and 
weeks and days that have departed. 
But time moves on relentlessly, and 
no sooner will the door of 1916 close, 
than without an instant of waiting the 
portal of 1917 will swing open and we 
must enter. Who can pass in without 
a thrill of awe and wonder? Anyone 
not entirely lacking in noble aspira
tion must feel a sincere desire to 
make the record of the new year bet
ter than the record of the old, and 
must hope that the blunders that have 
marred the past may not be repeated 
in the future.

At this season few are entirely de
void of such thoughts and feelings, 
but do they grip us with their former 
force? With most of us, is not the 
desire for improvement an evanescent 
wish rather than an earnest determin
ation? What has become of the New 
Year’s resolution of our parents and 
grandparents and of our own younger 
days? Among the people who are our 
friends and associates, how many seri
ously think of turning over any new 
leaf for 1917?

Dealers in liquors and tobacco still 
count on light sales during the early 
part of January, owing to the “swear
ing off” of some of their patrons. 
But who makes any effort to cut out 
those sins and delinquencies and 
shortcomings, which, while less gross 
and palpable than such vices as drink
ing and smoking, may in the long run 
work nearly or quite as great detri
ment?

The New Year’s resolution seems 
to have gone along with the old prac
tice of keeping a diary. Who is there 
any more that each night writes up 
the happenings of the day? So far as 
I know, everyone of my acquaintance 
dropped off keeping a journal years 
ago, with the exception of one man, 
and he died last summer. To the diary 
there were objections which readily 
account for its falling into disuse. It 
took time to write it up—time which 
might more pleasantly and perhaps 
more profitably be otherwise employ
ed. In these overbusy times in which 
we live, by common consent non- 
essential are dropped. The diary was

a nonessential and its loss is not deep
ly regretted.

But the New Year’s resolution and 
all that it signified is something we 
can not well get along without. The 
reason for its disappearance is easily 
traced. It is found in the changed 
attitude of mind which generally pre
vails regarding matters of religion 
and morals. In the old days when it 
was believed that unending torment 
would be the future portion of the 
unsaved, the struggle with evil was a 
more real thing than it is now. Un
questionably we have lost something 
here. Our efforts to reach a higher 
plane of living are apt to be desultory 
and half-hearted. If Milady fears she 
may become obese, she at once adopts 
a rigorous system of diet and exer
cise, and is most strenuous and per
sistent in her efforts to reduce. But 
will she make a like endeavor to hold 
down a hasty temper, or to gain con
trol of an unruly tongue?

We lend all possible encouragement 
to uplift work in the slums and to 
the reformation of sots and criminals

we do all we can for the down-and- 
outers, but as smugly respectable 
citizens we forget that we have faults 
of our own that sorely need correc
tion. The irony of the stanza,
“Little Mary Ann was good,

And always did the best she could. 
We all should be like Mary Ann

And do the very best we can!” 
cleverly hits off the popular mood. A 
singular ennui has come upon us in 
the realm of what may be termed the 
higher morals.

This indifference is strangely at 
variance with the zeal for efficiency 
that prevails in other departments of 
living. If you go to a teacher of 
physical culture, the first thing he 
puts you through is a course for 
strengthening the weak and undevel
oped parts of your body. Not for a 
moment will he ignore the narrow
ness of your chest and the flabbiness 
of your muscles, but will urge you to 
take measures to bring the parts that 
are deficient up to the normal.

In everything it is clearly seen that 
it will not answer to rest on past 
achievements. The man whose school
ing was meager but who craves 
knowledge and spends his leisure mo
ments in reading and study, is a far 
more promising subject intellectually 
than the college graduate who regards 
his education as finished and has no 
desire k for further attainment. In 
twenty years the other man will have 
the more active and vigorous brain.

The first question to ask about any 
business is not “Is it large or small?” 
but “Is it growing? Will this year’s

balance sheet show better than last, 
and next year’s better still? And is 
the manager constantly trying to im
prove his system and methods?”

What is our opinion of any man in 
business who lets things drift along 
and shows no ambition to advance? 
What should we think of a physician 
who made no effort to cure his pa
tients? We are gaining in efficiency 
at every other point, but are we defi
nitely striving for those fine fruits of 
character that come only from per
sistent high endeavor? Are we not— 
many of us at least—allowing the 
desire for perfection to become atro
phied?

The New Year’s resolution should 
have a vigorous revival. One mistaken 
notion that attached to it should long 
ago have been exploded. This is that 
one can wake up on the morning of 
January first an entirely different 
creature. The sinner is not trans
formed into a saint with a day’s 
change in the calendar. Every human 
being is, partly at least, a bundle of 
past deeds and habits. The wrong 
practice may be dropped, but the old 
appetite of desire will for a time re
main. This is the rock on which in
numerable good resolutions have 
come to grief.

Nevertheless nothing is truer than 
that “men may rise on stepping stones 
of their dead selves to higher things.” 
We all know people who have “come 
back”—wffio have reformed complete
ly from the most vicious and depraved 
conditions. In the light of their ex
ample, should we hesitate about try

ing to overcome those failings which, 
while they may not actually degrade, 
still cripple our usefulness and cause 
those about us annoyance and pain? 
Not too much should be attempted— 
the long string of resolutions always 
is abandoned quickly. But each of us, 
on entering the New Year, should 
turn over one new leaf—determine to 
conquer some one fault, or perhaps 
better, displace it with its counter
acting virtue. Does it need to be said 
that it is only by firmly holding to 
our resolve during the coming months, 
that we shall be able to make real 
progress on the upward path?

Quillo.

Nothing on Him.
Two boys were having an argu

ment concerning their respective 
strength.

“W hy,” said John, “I go to the well 
and pull up ninety gallons of water 
every morning.”

“That’s nothing,” replied Bob; ‘I 
get a boat every morning and pull up 
the river.”

The Holiday Favorite

MAPLEINE
The Golden “Mapley" Flavor

for seasonable dainties, cakes, 
candies, ice cream. Suggest 
this delicious flavor and your 
courtesy will be appreciated.
Order from your jobber or 

L o u is  H ille r  C o .
1503 Peoples Life Bldg. 

Chicago, HI.
CRESCENT MFG. CO. 

Seattle, Wash.

litt\TE HOi/Sf

Distributed at Wholesale by

Judsoo Grocer Co., Grand Rapids, Mich.
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Some Investigations by the Wiscon
sin Experiment Station.

Increasing amounts of comparative
ly soft American cheese are now be
ing made in Wisconsin for immediate 
consumption in the North. There is. 
too, a general tendency to make all 
of our cheese softer, that is with more 
moisture. This tendency is objection
able because the greater part of our 
output must be sold either in the 
Southern markets or for export, 
where a soft grade of cheese is un
satisfactory.

The suggestion has been made re
peatedly that in the hope of secur
ing larger amounts of cheese having 
a suitable moisture content for stor
age for the South, and for export, a 
moisture limit for cheese should be 
established by law.

In view oi the fact that very few, 
if any, factorymen or dealers in this 
State are now using a cheese mois
ture test regularly, or have had any 
practical experience in its use, there 
has been an uncertainty in the minds 
or many as to the precise figure which 
will serve as the dividing line, to mark 
the limit under our present market 
conditions between a desirable and an 
excessive amount of moisture in 
cheese. Based on earlier analysis of 
cheese published in experiment sta
tions and others, various suggestions 
for the proposed legal limit have re
cently been made, ranging all the way 
from 34 and 37 and even to 40 per 
cent, moisture.

In order to get a concensus of opin
ion, and learn how much moisture 
the general run of Wisconsin cheese 
made during 1916 contains, the Wis
consin Experiment Station sent mail
ing cases bolding six to eight glass 
sample tubes with cork lined metal 
screw caps, to about twenty-five 
wholesale cheese dealers in all of the 
principal cheese centers of the State. 
Circular letters were also sent asking 
dealers to place in the glass tubes 
good sized plugs from different lots 
of cheese, then being received from 
the factories, and return them prompt
ly by mail to the station, for analysis.

Dealers were also asked to state 
whether each cheese thus sampled 
was considered fit for (1) export, (2) 
Southern trade, or (3) too soft and 
moist for either purpose. Five hun
dred sixty-seven were collected and 
tested for moisture, between Febru
ary 28 and September 1, 1916. The 
samples were classified, on the basis 
of the sender’s written opinion as to 
quality, into the three grades, which 
v/ere reported in three columns by 
months.

W hat the Table Shows.
From the figures obtained in 

this way it was found that 243 
samples out of 567 (or about 43 per 
cent.) were considered by dealers as 
being “too moist” for their trade. 
The average moisture content of the 
“too moist” class of cheese decreased 
from 41.45 tc 39.07 per cent, during the 
season; and from May 25 to Septem
ber 1 there was a decrease in the 
average moisture content of cheese 
in the “Southern trade” class from 
39.24 to 37.68 per cent., and a slight 
decrease also in the export class.

From the tabulated results, for the 
months of April, May and June it can 
be seen that the best place to draw 
the dividing line between the “South
ern trade’’ and “too moist” classes is 
at 40 per cent, moisture, and that 
ninety-two cut of the ninety-nine ex- . 
port cheese, and seventy-five out of 
the 85 Southern trade cheese (or 90 
per cent, of all) fall within this limit, 
containing less than 40 per cent, 
moisture. On the other hand 101 
out of 123 “too moist” cheese would 
be excluded, as containing over 40 per 
cent, of moisture. The best place to 
draw the dividing line as to moisture 
for the months of July and August 
is found from the report to be at 39 
per cent., but here only 82 per cent, 
of the export and Southern trade 
cheese would pass as containing less 
than 39 per cent, moisture, while only 
63 per cent, of the “too moist” cheese 
could be excluded as containing more 
than 39 per cent, moisture.

This variation from 40 to 30 per 
cent, corresponds to the fact well 
known to cheese dealers that in the 
cooler months of spring, a somewhat 
softer cheese can safely be shipped 
to the South than could be used for 
the same markets later in the season.

If the proposed moisture limit were 
set at about the dividing line between 
export and Southern trade cheese at 
36 per cent, or less, over half of the 
State’s cheese would have to be made 
firmer than at present.

If it is considered that the export 
and Southern trade cheese now con
tain a satisfactory amount of mois
ture, and that it is only the “too 
moist” cheese which need to be im
proved, the proposed limit would ap
pear to stand at about 39 or 40 per 
cent. Since a standard of 40 per cent, 
before and 39 per cent, after July 1 
of each year would not be practical, 
it is likely that 39 per cent, is the 
preferable figure which would prove 
acceptable to the majority of cheese- 
makers. If the standard were set at 
39 or even 40 per cent, it can be seen 
from the table that the moisture con
tent of about one-third of the entire 
output would be reduced, and a great 
improvement effected.

The probable tendency of all makers 
to work as close to the established 
moisture limit as possible, after they 
have learned to use the test, should be 
taken into account in discussing the 
limit to be adopted.

Cheese are sometimes found which 
in the buyer’s judgment were not too 
moist, but which from the moisture 
test must be placed in the “too moist” 
class. Also, it is true that other fac
tors besides moisture content, such 
as care of milk and cleanliness, are 
important as means for improving 
the quality of cheese, but these are 
not valid arguments against mois
ture regulation.

Before cheesemakers can be expect
ed to conform to such a moisture 
limit law, they must become familiar 
with the method of testing cheese for 
moisture.

Discovering New Foods.
The Bureau of Fisheries has been 

discovering new foods. Incidentally 
at the same time it has been giving 
fresh proof of what’s in a name. For 
certain fish by other names have been 
found to be vastly more palatable.

The dogfish, little brother to the 
shark, first cousin to the dread stinga- 
ree and himself one of the pests of the 
oceans, is the latest to fall a victim 
to the dietetic researches of the Gov
ernment scientists. Dogfishes have 
long been eaten in other countries, 
but the implication of their appella
tion has hitherto sufficed to underwrite 
their safety in the United States.

The learned men versed in ichthy
ology, however, decided a few months 
ago that the dogfish would, prandial- 
ly speaking, be more popular if it trav
eled as the grayfish. So the change 
was decreed. The result is that a 
creature hated for the damage it has 
always done to fishermen’s nets, a 
variety so numerous and so hardy 
that no feasible method for its exter
mination could be discovered, is now 
a table delicacy. Fresh, salted, smok
ed and preserved in sundry other pa
latable ways, the grayfish has achiev
ed its wholesome place in a human 
world.

The tilefish’s discovery preceded the 
redoubtable dogfish by only a few 
months. Now the tile is being con
sumed at the rate of 20,000,000 pounds 
a year. And before the tile the sea 
mussel was reduced to gastronomic 
captivity. Thus in devious ways sea 
science is supplying new foods for 
the American table. Once more the 
expert is justified.

The Reputation and Standing of

W alter Baker & Co.’s 
Cocoa and Chocolate 

Preparations
Have been built up by 
years of fair dealing, of 
honest manufacturing, 
an unwavering policy 
of m ain ta in ing  the 
high quality  of the 
goods and by exten
sive and persis ten t 
advertising.
This m eans for the 
grocer a steady and 
increasing  demand 

from satisfied customers, in the long 
run by far the most profitable trade.
The genuine Baker's Cocoa and Baker's 

Chocolate have this trade-m ark  on 
the •package and are made only by

WALTER BAKER & CO. Ltd.
Established 1780 Dorchester, Mass.

Y early Invoice Record
The contract you enter into when you purchase fire insurance 

requires you to retain all invoices or keep a record of all purchases dur
ing the current year. Merchants who have small safes sometimes find it 
inconvenient to preserve all invoices intact. To meet this requirement, 
we have devised an Invoice Record which enables the merchant to 
record his purchases, as set forth in his invoices, so as to have a com
plete record in compact form for use in effecting a settlement in the 
event of a loss by fire. This Record is invaluable to the merchant, 
because it enables him to ascertain in a moment what he paid for and 
where he purchased any article in stock. Price $2.

Tradesman Company
G ra n d  R a p id s

Putnam's
Menthol Cough Drops

Packed 40 five cent packages in carton 
Price $1.15

Each carton contains a certificate, ten of 
which entitle the dealer to

ONE FULL SIZE CARTON 
FREE

when returned to us or "your jobber 
properly endorsed

Whether you value the rich man’s 
dollar more than the poor man’s dol
lar or not, you certainly cannot af
ford to let people get the idea that 
you do.

PUTNAM FACTORY, National Candy Co. 
M AKERS

GRAND RAPIDS, MICH.
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Programme of the Hardware Dealer 
For January.

W ritte n  fo r  th e  T rad esm an .
In planning for his January busi

ness, the hardware dealer must keep 
in mind two tendencies.

Right after the Christmas rush, 
there is the tendency on the part of 
customers to economize, to buy spar
ingly. to conserve their cash. Simul
taneously, there is a resultant tend
ency on the part of the merchant to 
exclaim: “Oh, what’s the use. You 
can’t do any business in January, 
anyway. I t’s better to rest until busi
ness livens up.”

The merchant who yields to both 
these tendencies, who strikes his flag 
without offering to fight for January 
business, will find himself handicap
ped when business does liven up. He 
will find that people have got into 
the habit of staying away from his 
store, and have got out of the way of 
thinking of buying from him. On 
the other hand, the merchant who 
has kept pegging away right along 
in January and February has not 
merely made these two dull months 
pay their way, but has made it easier 
to corral his and the other fellow’s 
share of the spring trade.

So, while it may be merely human 
and quite easy to let up in your ef
forts, don’t do it. Your January busi
ness, even if you try your hardest, 
won’t be phenomenal. In the hard
ware business, miracles of that sort 
arn’t wrought except on paper. But 
you can get enough additional busi
ness by trying to more than pay for 
trying; and your efforts now will 
have a cumulative and beneficial ef
fect throughout the entire year.

Of course, in January a big item 
is the stock taking. That will take 
up a good share of your time. Deal
ers are by no means agreed as to the 
best time for stock taking. Really, 
the best time depends entirely on lo
cal and individual conditions. Some 
merchants start right after New 
Years. Some w’ait until the second 
or third week in January. There are 
others who don’t start until February. 
You know from past experience and 
experiment just what time suits you 
best; or, if you don’t know, you have 
opinions. At the worst, you can go 
on experimenting.

So, too, hardware dealers differ as 
to the timing of the inventory sale. 
Undoubtedly, the majority favor the 
after-inventory idea. The usual argu
ment is, that bringing on the sale 
before the inventory is completed is 
just like putting the cart before the 
horse; that the sale is the logical 
outcome of the stock-taking and not 
in any sense preparatory. Stock-tak
ing shows what lines need reducing

and brings to light all odd goods that 
need to be cleared out. Intelligent 
staging of the sale is, it is claimed, 
impossible until after the stock is 
thoroughly canvassed. On the oth
er hand, dealers who favor the pre
inventory sale declare that they there
by clear out odd lots and reduce ac
cumulations, and thereby render 
stock-taking much easier, besides 
giving the year a nice start financial
ly.

In the final analysis, the question 
simmers down to a matter of opinion 
based upon individual conditions, 
which naturally differ in different 
stores.

This inventory sale, whether held 
before or after stock-taking, should 
be an important factor in stimulat
ing January business. After the 
liberal spending of the Christmas 
season, January business can most 
effectively be forced by price induce
ments. Not that jthe dealer need 
give away his goods, or even cut 
prices very decidedly; but an occa
sional well-chosen “leader” will im
press the public with the idea of ac
tual money-aaving involved tin the 
sale.

The merchant who, by means of 
such inducements gets the people 
into his store can assuredly sell to 
them, if he is any salesman at all. He 
can help his selling by prominently 
and attractively displaying the lines 
in which people are most likely to be 
interested.

An appeal to the women is very 
timely. To this end it is advisable to 
feature household goods. January or 
mid-winter sales of kitchen utensils, 
tinware, enamelware and the like have 
often proven big money-getters.

Stock-taking and the inventory 
sale will not, however, engross all the 
hardware dealer’s time in January. 
He will find opportunity for a more 
serious and more important stock
taking than that involving the goods. 
It is a month to ponder and encourage 
new ideas in regard to the business, 
to think out experiments, and to plan 
for the coming year. Not to theorize 
solely, but to lay practical plans for 
the spring campaign.

Here are some pointers that the 
average hardware dealer can, in Jan
uary, ponder to advantage:

Are you getting the best possible 
return from your trade papers?

Now, there are some dealers who 
still regard the trade paper as pure
ly theoretical, and hence of no value 
to a dollars-and-cents business man. 
To such I would modestly quote the 
oft-repeated saying of an Ohio hard
ware merchant:

“No man is such a fool that I can’t 
learn something by talking to him.”

The merchant can learn much from 
his trade paper. It keeps him in 
touch with prices, new lines and new 
ideas. It will pay him to have an 
hour or so set aside every week for 
the specific purpose of studying his 
favorite trade paper. Not for hap
hazard reading to fill in odd moments 
but for systematic study, that can be 
turned to money advantage. Thus, a

Sand Lime Brick
N oth ing  as D urable 
N othing  as Fireproof 

M akes S tructures Beautiful 
N o  Painting 

N o  C ost fo r Repairs 
Fire P roof 

W eather P roof 
W arm  in  W in ter 
C ool in  Sum m er

Brick is Everlasting

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

Junction

Johnson Paint Company
‘'Q uality’’ Paint M anufacturers 

T he  Prom pt Shippers 
G et O ur Dealers Proposition

BIG RAPIDS, M ICHIGAN

eV E S B a d y
FLA SH LIG H TS
are equipped with the wonderful 
EVEREADY Tungsten Batteries— 
a distinct advance over any other 
battery which has been used with 
flashlights. These batteries have 
a remarkable length of life - and at 
the same time are very compact 
and economical.

EVEREADY Flashlights give real 
satisfaction and help build up con
fidence in the store that sells them.
Write us today for full information-

G. J. LITSCHER ELECTRIC 
COMPANY

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

Valley City Bobs

Bodies no w  in use can  be changed to  these  Bobs 
and y o u  have a first-class sleigh.

n r . . . . . . . .  . 117.00cobs, finished and painted (no body) ■} ......................................  jg ô

SHERWOOD HALL CO., Ltd.
30-32 IONIA AVENUE GRAND RAPIDS, MICH.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

Snow Goods
Ready for 

Instant Shipment
Light Bob G ears—1 inch 19.75. \Y. inch *11.25, 1% inch $12.75.1 % inch *13.75. 
Shafts *2. Poles *4 extra.
Buggy Gears *4.95. Portland Cutters *23.75.

_  Snow Shoes—Drive. Screw aDd Weld Calks. Boys' Bobs *2 *2 50 and 
Flexible Coasters 75c, *1. *1.25. *1.50. *1,75 each. and

Full stock Bar Iron *3.95 base.
Ice Skates

ORDER QUICK AS GOODS ARE MOVING FAST

VAN DERVOORT HARDWARE CO. Lansing, Mi.h;r „
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first essential is to look over the price 
quotations carefully. Another is to 
take note of new lines advertised, 
and new models of old lines, with a 
view to sizing up their adaptability 
to local trade. Finally, the reading 
articles contain bits of stimulus and 
suggestion that may be penciled. 
Then, pass the paper around among 
the clerks. Give them a chance to 
widen their viewpoint and to develop 
that trade esprit de corps which is 
essential to the development of first 
class businessmen.

There are a good many items of 
everyday store practice that can ad
vantageously be systematized. A lit
tle bit of system injected into the 
store policy will save a lot of time.
I know a man who changed his six 
inch, single column advertisement 
three times a week. Every other day 
he sat down and tried to rustle out an 
advertisement. Of course there would 
be interruptions. Those advertise
ments averaged hali an hour each, 
allowing for the interruptions.

Recently he started the systematic 
collection of advertising ideas. He 
has a big envelope in his desk into 
which he slips clippings of good ad
vertisements, and notes of catchy 
phrases which occur to him. He has 
a regular advertising day every month. 
The two quietest hours of that day 
he devotes to studying his material 
and preparing copy for the twelve 
or fourteen advertisements he is run
ning the ensuing month. Maybe the 
task takes three hours, but usually 
it is less. Here is a distinct saving 
of time—in addition to which the 
merchant gets better results.

Just so, window displays can be 
planned on paper beforehand, there
by saving time in the actual putting 
together. The credit end of the busi
ness is more efficiently handled where 
monthly statements are punctually 
sent out than where the merchant 
waits until he is hard up; and the 
danger of bad accounts accumulating 
is less. Every Friday the merchant 
should make it a point to see that 
the stock is straightened up, dusted 
and ready for the Saturday’s business. 
So, too, a quiet hour at regular in
tervals can be set aside for the 
preparation of show cards. A clerk 
can do this work. Indeed, the work 
of the selling staff should be syste
matized as well as that of the pro
prietor, not as is sometimes claimed 
to “get the most hard work out of 
them” but to develop in them a genu
ine trade spirit, and a wider range 
of abilities. It is worth while empha
sizing the fact that the more a man 
knows about his work and the better 
he likes it, the less drudgery he ex
periences. Love of work and ca
pacity for work actually save work, 
in any business; for tasks done with 
zest and intelligence are well done, 
and don’t need to be done again.

January is a month not merely to work
for immediate and subsequent busi
ness, but to think out trade problems 
and to get a good head of steam for 
the remainder of the yeaT.

William Edward Park.

Don’t be afraid of wearing out your 
fixtures dusting and washing them. 
Even if you could do it, it would pay.

COMPLETELY COWED.

Valley City Chair Co. Loss Settled 
Under Protest.

After flamboyantly asserting that they 
would not adjust the Valley City Chair 
Co. loss—appraised at $143,200—at over 
$100,000, the insurance companies in
terested in the matter suddenly righted 
about face last Wednesday and adjusted 
the loss on the basis of $114,000. The 
sudden reversal of their attitude was 
probably due to the fact that State In
surance Commissioner Winship kindly 
consented to take the matter up at the 
request of the Executive Committee of 
the Grand Rapids Association of Com
merce and proceeded to do so by going 
over the heads of the discredited ad
juster and obscure Detroit lawyers who 
made a mess of the matter and com
municating with the companies direct.

Of course, the amount is not satis
factory, because it is $29,200 less than 
the verdict handed down by the ap
praisers, but the officers of the insured 
have become so disheartened over the 
long delay, the nasty insinuations 
(which could not be proven) of the 
cheap hired men who were employed 
to settle the loss, the action of the De
troit attorneys in starting a suit in De
troit to set aside the appraisal (which 
was strongly condemned by the State 
Insurance Commissioner and repudiated 
by every honorable insurance man who 
discussed the situation), the prospect of 
long and expensive litigation—that they 
reluctantly consented to accept $19,200 
less than they were legally and honestly 
entitled to receive rather than prolong 
the controversy forever, which the ad
justers were evidently determined to do.

The experience of the Valley City 
Chair Co. in this matter has demonstrat
ed very clearly than an insurance policy 
in any of the following thirteen com
panies is not what it purports to be, 
but is merely a scrap of paper:

Aetna Insurance Co., New York.
Atlas Assurance Co., Ltd., London.
British-American Assurance Co., 

Toronto, Canada.
Insurance Company of North Ameri

ca, Philadelphia.
Commercial Union Fire Insurance 

Co., New York.
General Fire Insurance Co., Paris, 

France.
German-American Insurance Co., New 

York.
Hanover Fire Insurance Co., New 

York.

Hartford Fire Insurance Co., Hart
ford, Conn.

Michigan Fire & Marine Insurance 
Co., Detroit.

New Hampshire Fire Insurance Co., 
Manchester, N. Y.

Phoenix Insurance Co., Hartford, 
Conn.

Springfield Fire & Marine Insurance 
Co., Springfield, Mass.

These companies have saved an aver
age of $1,500 apiece by their dilatory 
tactics in this matter, but they have done 
more than that—they have opened the 
eyes of the insuring public to the fact 
that they have violated the law of the 
land by refusing to abide by their own 
appraisal, made at their own request and 
in their own behalf. Insurance Com
missioner Winship says this is the first 
record he can find in the history of fire 
insurance where insurance companies 
have asked for an appraisal and then 
deliberately flouted the law by refusing 
to accept it as final. Practically every 
one connected with the case concedes 
that if the adjustment had been under
taken by the companies themselves, in
stead of being referred to an adjust
ment company owned by the general 
managers of the companies, the loss 
would have been settled promptly and 
satisfactorily. Because the companies 
permitted themselves to be placed in 
such an unpardonable light—in order to 
satisfy the grafting tactics of their gen
eral managers—they stand before the 
public as repudiators which issue poli
cies which are not always worth 100 
cents on a dollar.

The moral to be drawn from this un
fortunate episode is clear. No insurer 
should go to bed another night without 
having this paragraph (added to the 
rider on his policies :

IT IS A CONDITION OF THIS 
CONTRACT BETWEEN THE IN
SURER AND INSURED THAT, IN 
THE EVENT OF FIRE, THE

LOSS BE ADJUSTED BY AN OF
FICER OR EMPLOYE OF THE 
COMPANY AND NOT BY AN AD
JUSTMENT COMPANY.

The Winegar FurniCure Co. has 
decreased its capital stock from 
$300,000 to $200,000.

WM. D. BATT
H ID E S ,  W O O L,

F U R S  AND T A L L O W
28-30  LOUIS ST.

GRAND RAPIDS MICHIGAN

AGRICULTURAL LIM E  
BUILDING LIM E

W rite  fo r Prices 
A. B. Knowlson Co.

203-207 Powers'Theatre Bldg-. Grand Rapids, Mich.

SHIMS
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” 

Grand Rapids, Mich.

“The End of Fire Waste”

COMPLETE APPROVED

Automatic Sprinkler Systems

Installed by

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

115 Campau Are. 909 Hammond Bldg.
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HHE COMMERCIAL TRAVELE
T̂TC

Hi

G rand  C ouncil o f M ichigan U. C. T . 
G rand  C ounselor—F red  J .  M outler. 

D etro it.
G rand  J u n io r  C ounselor—Jo h n  A. 

H ach. J r .,  C oldw ater.
G ran d  P a s t  C ounselor—W a lte r  S. L aw - 

ton . G rand  R apids.
G rand  S e c re ta ry —M aurice  H eu m an , 

Jackson .
G rand  T re a s u re r—W in. J .  D evereaux , 

P o r t  H uron .
G rand  C onducto r—W . T . B allam y , B ay  

C ity.
G rand  P ag e—C. C. S ta rk w e a th e r , D e

tro it.
G rand  S en tin e l—H . D. R anney , S ag 

inaw .
N e x t G rand  C ouncil M eeting—B ay  C ity. 

J u n e  1 an d  2, 1917.

Competition Like the Weather—Al
ways With Us.

Honestly made merchandise which 
is not out-of-date is equivalent in val
ue to gold. Who ever heard of a 
man selling a five-dollar gold piece 
for four dollars and ninety-five cents? 
Is there any reasonable excuse why a 
salesmen should sell a piece of cloth 
—regular goods, up-to-date, and 
worth a dollar—for ninety-five cents? 
Certainly not from the two common 
causes that lead to price-cutting—• 
fear that customer will think you 
are robbing him, and the fact that 
your customer has more staying qual
ities than you have, when he talks you 
into giving him a lower price than 
that marked on your goods.

From actual experience, covering 
many years as salesman, as buyer, 
and as manager of salesmen, I am 
prepared to say that 90 per cent, of 
the cases where price-cutting is in
dulged in are due to one or the oth
er of the causes mentioned above.

Almost without exception, in every 
case where the salesman weakens on 
prices, the desire to cut to meet a 
combined attack from competitor and 
customer results from his ignorance 
of values. Know your goods; know 
that the price is right; know that your 
goods are good goods and will sell; 
know that you can sell them,—and 
you will never dream of price-cut
ting. A dollar’s worth for a dollar 
is all that any reasonable-minded 
dealer has any right to expect, or that 
any honest wholesaler or manufactur
er has any right to give.

Every time that a manufacturer, 
wholesaler, or salesman, knowingly 
or otherwise, undersells a competitor 
or cuts to meet him in price, he either 
establishes or aids and abets a prac
tice that is widespread in its destruc
tiveness to commercial interests in 
general. Such methods are at once 
illegitimate and unbusiness-like, and 
therefore unqualifiedly wrong.

“That’s queer,” chorus the sales
man and wholesaler of little principle 
and less backbone. “Can’t a man do 
with his goods what he pleases?” 

Legally, yes. Morally, no.
No man has any moral right to un

dermine the work of others all around

him who are honestly engaged in their 
efforts to become successful. The 
quicker the price-cutting salesman is 
forced out of the profession, the bet
ter. If it is his house that is guilty, 
the sooner it fails and goes into bank
ruptcy, the better for the common 
good of others engaged in its line.

At the time our new rules went 
into effect with our salesmen, we al
so abolished the two-price system 
which had been in vogue in our store 
since its inception. Our men loudly 
proclaimed that the “short-price” cus
tomers would never stand for it, and 
that we should lose a large percentage 
of our big accounts. I do not now re
call that we lost a single customer.

Our line being a seasonable one, 
we paid a little closer attention to the 
buying end of the business, and we 
found our customers ready to pay our 
price for merchandise that was in de
mand: the kind that was not, they 
would not take at any price.

I took a short trip into the West 
in the interests of certain large ac
counts. The line I took along was 
exclusively from our manufacturing 
department. This line we sold both 
to jobber and retailer. We had plac
ed it that season with a number of 
large jobbers in our own territory, 
whose competition we were obliged 
to meet on our own goods sold 
through our own jobbing department.

Naturally, the matter of fixing the 
price was an interesting one with us, 
having, as stated, abolished the two- 
price system, while the jobbers to 
whom we had sold were still using 
it. The situation was perplexing, but 
we were determined to act on the 
principle we had laid down, and so 
we marked the line at a fair and rea
sonable profit without concern as to 
what others were doing with it.

This was an unusual instance, and 
I am relating it solely for the purpose 
of illustrating how utterly groundless 
are the salesman’s fears, who attempts 
to prognosticate the attitude his cus
tomers may take toward his house in 
case it is discovered that he over
charged them.

But to return to that Western trip. 
An old customer and personal friend, 
who conducted an extensive business 
in one of the cities visited, took a de
cided fancy to the line. He was a 
good buyer, was very direct, said but 
little, and required no urging.

After thoroughly looking the line 
over, he selected twenty or thirty 
numbers in good quantities, without 
question as to prices.

There was one pattern, however, 
that came in several styles that attract
ed his attention, but he could not 
seem to decide upon it. When we 
had gone through the entire line he

returned to that pattern, examining 
very attentively the various styles, 
the meanwhile revolving something 
in his mind that was slow in coming 
out.

Venturing to help him, I remarked, 
“That pattern seems to interest you.” 

“Yes, I like it,” he answered, “but 
at the price, eighteen dollars per doz
en, I can’t use it. The pattern suits 
me, and I would give you an order 
for several dozen at sixteen fifty, 
which would enable me to put it out 
at a certain price I was figuring on, 
but I don’t want to make a price on 
your goods.”

I chaffered with him a little to no 
purpose, finally making the conces
sion. I figured out that no harm 
could come of it, as he was our only 
customer there; besides, I wanted to 
please him, as he had given me an 
exceptionally good order, and sixteen 
dollars and fifty cents was all that I 
would have asked of him under our 
former two-price system.

Ah! but those are not the real rea
sons why I came down on the price.
I might as well own up that I was 
afraid some one of those other houses 
carrying our line would come along 
and quote him a short price on that 
number, placing me in an embarrasing 
position that would be difficult to ex
plain, especially as I knew that two 
houses were selling him more goods 
than we were, who had the line from 
us that season.

When I returned home and related 
my experience to our manufacturer, 
he laughed so long and loud that it 
made me angry, and I asked him what 
there was funny about it.

“Funny? Ha! ha!” he exclaimed, 
“it’s the funniest thing I ever heard 
of. Here you’ve been conjuring up in 
your mind what our competitors would 
do to you on the price of that pattern, 
and it’s the only dead thing in the 
line. We positively haven’t placed 
a dozen of it with any jobber on our 
books.”

Work hard, intelligently, and per- 
severingly on your line of goods. 
Never fear competition; do not see 
it, hear it, or feel it—that is the way 
to make competition fear you. Too 
much time is lost in watching for 
possible evil to ourselves resulting 
from another’s methods. Let the oth
er fellow lose it.

Competition is like the weather: it 
is different on different days, but it 
is always with us. The man who fears 
the weather is sure to catch cold.

W. D. Moody.
Copyrighted, 1907.

Signal mountain Hotel
Signal Mountain, Tenn.

T w o  Thousand Feet Above Sea Level 

Open All the Year

Reached by the Palace Cars 
of the Chattanooga Traction Co.

J. E. KENNEDY. Manager.
formerly of C onareu Hotel Co., Chiceso

HOTEL MUSKEGON
GEO. W . W O OD CO CK , Prop.

EU RO PEA N  PL A N  
Rates—$1.00 without bath

$1.50 and $2.00 with bath 
Opposite Union Depot and Goodrich Dock 

M USKEGON, M IC H IG A N

H o te l Charlevoix
Detroit

EUROPEAN PLAN
Absolutely Fire Proof

Rates, $1 for room without bath; 
$1.50 and upwards with bath.

Grinnell Realty Go., Props. 
H. M. Kellogg, Manager

One half block £asf 
of the Union Station 

g r a n d  r a pid ;  « ich

C U S H M A N  H O T E L
Petoskey, Michigan 

LEADS ALL THE REST 
W . L. M cMANUS, JR ., P rop rie to r 

One Day Laundry Service 
Send your linen by parcel post

T h e H otel G eib
Eaton Rapids, Mich.

L. F. GEIB. P ropr.

AMERICAN PLAN

Artesian Water Steam Heat 
$2 Per Day

Sample Room in Connection

Keeley
Treatment

733-35 Ottawa Ave., N. W Gra^d Rapids Miih!

Don’t Despise the Drink* 
ing Man—Help 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,

BARRY H O TEL
HASTINGS, MICH.

Hot and cold running w ater in all 
rooms. Shower and tub baths. Parlor 
sample rooms. C l u b  breakfasts and 
luncheon. A la carte supper. O ysters 
and short order lunch in connection. 
Finest bowling alleys and billiards. Free 
auto bus to and from all tra ins. Try it 
and you will come again,

G EO R G E E. AMES, P rop .

THE RATHBONE 
HOUSE AND CAFE

Cor. Fulton and Division

I t’s a good place to  stay  and a good 
place to  eat. Y ou have serv ice  w hen  
you  w ant it.

If yo u  w ill try  ua o u t once w e ’U 
m ake things so  com fortable fo r y ou  
th a t y o u ’ll com e again soon.
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Greetings of the Season
Sincere and grateful appreciation for the largest year’s business 

in our history prompts us to improve this opportunity to  thank our 

patrons for their cordial and gratifying support.

W e have tried hard to serve our customers well and faithfully 

and will continue to do so to the utm ost o f our ability.

If we have pleased you we are happy indeed. A knowledge 

that such is a fact will spur us on to  further endeavor in your 

behalf.

W e wish every merchant in Michigan a Happy New Year 

and bespeak for him a continuance of the prosperous conditions 

which have prevailed during the year now drawing to a close

W / o r d e i v  G r o c e r  Ç q m p a n v

G R A N D  RAPIDS—KALAMAZOO

TH E PROMPT SHIPPERS

»
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I  T r y
DRUGS *“> DRUGGISTS SUNDRIES

M ichigan B oard of P h arm 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. Koon, M uskegon. 
T rea su re r—G eorge F . Snyder, 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.
E x am in a tio n  Sessions—H ote l Tuller, 

D etro it, J a n u a ry  16, 17 and  18; P re s s  H all, 
G rand  R apids, M arch  20, 21 an d  22.

M ichigan S ta te  P h a rm aceu tica l A sso
cia tion .

P res id en t—C. H . Jo n g ejan , G rand  
Rapids.

S e c re ta ry —F. J .  W heaton , Jack so n . 
T rea su re r—Jo h n  G. S tek e tee , G rand  

Ranids.
N ex t A nnual M eeting—G rand  R apids, 

J u n e  19, 20 an d  21, 1917.

M ichigan P h a rm aceu tica l T rav e le rs ’ A s
sociation .

P res id e n t—F re d  L . R aym ond, G rand  
Rapids.

S e c re ta ry  and  T re a s u re r—W a lte r  S. 
L aw ton, G rand  R apids.

Getting Into Touch With Your Cus
tomers’ Fads.

There was once a young druggist 
in a small college town who was try
ing to get a foothold with a new store 
which he had dropped into the midst 
of the populace without asking them 
whether or not they wanted it. The 
old stores were not very aggressive, 
and he thought there was room for a 
new establishment, but people didn’t 
come running to him in swarms. 
They seldom do. The old druggist, 
even when he is grouchy and unac
commodating, maintains a certain 
hold. People are creatures of habit, 
and often they keep going to the old 
store when the new store is decora
tive, inviting, and reaching out in 
every possible way for business. So 
the new druggist had considerable 
spare time on his hands.

It happened that some of his first 
customers were students who had 
just reached electricity in the physics 
course. All of these boys were ex
perimenting with batteries and they 
wanted the various chemicals need
ful. They only bought in small lots. 
There wasn’t much money in the 
business, but there was some money, 
and the new druggist needed any busi
ness he could get. So, instead of 
shooing the boys away, as some of 
the older druggists had done, he start
ed in to study their needs. In fact, 
he started to study electricity with 
them. Most of the boys were making 
induction coils, which they operated 
with “wet” batteries containing zinc 
and carbon immersed in a sulphuric 
acid solution. Some of their supplies 
they picked up on the street. Heavy 
iron wire, such as is used for baling 
goods, for instance, was just the 
thing for battery “cores,” and plenty 
of this wire could be had for the ask
ing. The street electric light globes 
supplied discarded carbon sticks every 
morning, which suited battery pur
poses admirably.

But, in making an induction coil,

one ought to have a light, flexible, 
steel spring. You can get along with
out this, in a crude way, using a 
file to “break” the current and drag
ging the end of a wire across the 
file by hand. However, a good auto
matic coil requires a steel spring with 
a bit of iron to one end. The drug
gist made an induction coil himself, 
partly for the fun of it and partly to 
keep posted on what the boys would 
need. He went to a nearby city, in
terviewed a watchmaker, and bought 
a lot of old springs at a bargain price. 
These he was able to supply to the 
boys as they needed them, and his 
establishment was the only place in 
town that could supply them. He al
so handled the fine wire used in mak
ing coils, and he put in a pretty fair 
line of electrical supplies. The con
sequence was that he got all this 
business, and in the aggregate it 
amounted to quite a bit. But he did 
more. He got into close and sympa
thetic touch with the “boys” of the 
local school, thus gaining their friend
ship for himself and for his store. 
Such friendships count for much in 
the business world. A few small sales 
to a customer may not mean much in 
themselves, but if they convince him 
that you know your business they 
may count for a great deal in the 
long run. And if they convey to him 
the idea that you are interested in 
his affairs, a business friendship may 
be started due to last for years.

People are very easily brought to
gether when they are interested in a 
common fad or hobby. When pho
tography came along, our friend was 
strong for it. He put in a nice line 
of cameras and photographic supplies, 
and he did more, for he sold himself 
a camera and started out to take pic
tures, to develop and to print. He 
began as an amateur, just as did doz
ens of other in his town. He made 
mistakes and had failures, just as 
others did. Sometimes he was able 
to advise an aspiring amateur, and 
sometimes others were able to give 
pointers to him. It all served to bring 
enthusiasts to his store and to make 
his place a sort of headquarters. You 
know how people are who become 
interested in a pursuit of this kind. 
They like to talk things over with 
other enthusiasts, and often they can 
not find the same within their own im
mediate circle of friends. This leads 
to friendships further afield, and in 
this manner clubs are often formed. 
It all helps business, for the man 
who has a fad doesn’t hesitate to 
spend money, and if the dealer is al
so a fan, he is hailed as a kindred 
soul.

There came a time when our friend 
had plenty of business, but he never

allowed himself to become so busy 
that he couldn’t keep in touch with 
current fads which might have a bear
ing on the drug trade. He used to 
say that he could hire competent 
clerks to attend to any business com
ing in, but that it wasn’t so easy to 
find men who could bring in new 
business. It never hurts a bit to in
vestigate a “craze” or a “fad” which 
means that people are buying goods 
that you handle or could handle. The 
line of least resistance is always a 
good one to follow. If people are 
going to insist on spending money for 
certain articles, why not stock up 
and get right into line? The man who 
can talk to them on common ground 
is always a winner, for practically he 
is one of them. It is only natural 
that they should like to buy from 
such a man, and much valuable busi
ness has been picked up in this way.

The Five Most Valuable Drugs.
In a recent number, the Medical 

Review of Reviews published a sym
posium on drugs. One hundred and 
seven professors and physicians of 
prominence giving lists of the five 
most valuable drugs in the materia 
medica. Of the chosen five, opium 
heads the list, receiving 102 votes out 
of 107, and in sixty instances it was 
named first. Mercury came second, 
receiving ninety-four votes. Mercury 
was named almost exclusively, and 
arsenic was named largely, on account 
of their influence on syphilis. Several 
of the contributors indicated this, as 
for instances, O. T. Osborne, “ar
senic,’’ because it is a specific for the 
widespread terrible infection of syphi
lis. Mercury because it completes the 
cure of syphilis and largely prevents 
the sad regrettable hereditary trans
mission of that disease. To these 
drugs must be added several of the 
votes of the iodides, for of course 
potassium iodide was frequently 
named on account of gummata. Cin
chona received eighty-five votes. If 
the uncertain action of many drugs 
has caused more than one physician 
to vow that he would abandon his 
profession, the reliability of quinine 
in indicated conditions, makes prac
tice a pleasure. Digitalis—seventy of 
the contributors named digitalis for 
the same reason that prompted Oli
ver Osborne to do so—because a large 
number of individuals would be help
less and incompetent without it; with

it a large proportion of such individu
als become active and efficient. Iodin 
received thirty-five votes, and as the 
uses for this drug are constantly in
creasing, a similar symposium in a 
decade from now might bring in 
double the number of votes. These 
then—opium, mercury, quinine, digi
talis and iodin—are the five most 
valuable drugs in the materia medica 
as chosen by 107 of our medical men
tors.

The Passing of the House of Crit- 
tenton.

Universal regret is expressed on all 
sides relative to the passing of the 
Charles N. Crittenton Company, a 
famous old New York firm which has 
long held an unique position as a 
distributory of proprietaries. Voluntary 
dissolution of the corporation has al
ready been effected and its stocks of 
medicinal preparations, as well as all 
its other assets, are being sold by its 
officers to the best advantage. Even 
its name is being offered for sale and 
will probably obtain a high price 
because of the splendid reputation 
this house has enjoyed ever since it 
was founded by the late Charles N. 
Crittenton in 1860. The dissolution 
and liquidation of this company’s busi
ness and assets has been forced upon 
its management by the five grand
children of the founder, who, under 
the terms of his will, are the owners, 
with the Florence Crittenton Mission, 
of the majority of the corporation’s 
capital stock. These beneficiaries, un
der Mr. Crittenton’s will, voted to 
liquidate the company’s business early 
this year, and although every effort 
has since been employed to dissuade 
them from carrying out their plans, 
the management has finally been forc
ed to yield to their will and begin the 
sale of the property.

The Crittenton Company has al
ways made good financial returns on 
the invested capital and met all its 
obligations promptly. Its present fi
nancial standing is enviable. Many 
men now prominent in the eye of the 
drug trade have served their apprentice
ship in the house of Crittenton and 
the passing of this honored name will 
cause wide regret throughout the 
wholesale and retail drug trade.

The first step we can make toward 
improving the world, is to improve 
ourselves.

Satisfied C ustom ers
are the foundation of our business

Good Merchandise and Prompt Service
have strengthened this foundation

H eystek & Canfield Co.
Jobbers of

Wall Paper — Paints — Factory Supplies
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The Ambassador of Commerce.
When a man has taken the “third 

degree” in the science of salesman
ship, has put finishing touches on a 
career of strapping and unstrapping 
cases in hot summers and chilly win
ters, has taken a course in hard knocks 
at the College of Give-and-Take; after 
he has been frappeed by below-zero 
receptions; after he has simmered in 
the caldron of competition; after he 
has set his foot on the path that leads 
to the summit of the mountain peak 
Success; after he has taken his post
graduate training in seeing Hope de
ferred, I bel:eve he should have the 
degree, of Commercial Ambassador 
brought to him on a golden salver, for 
he is now a professor in the gentle 
arts of Peace and Plenty.

If you will recall the definition of 
Ambassador as set down in the dic
tionaries, it signifies an envoy of the 
highest rank sent by one government 
to another for the advantage of both. 
If there is anybody in the world who 
knows more about diplomacy than 
the men who sell things, knows more 
of dexterity, skill, and tact, more of 
the art of conducting negotiations, I 
will cheerfully waive the title of Am
bassador and return to those of Trav
eling Man and Drummer.

But, even then, is not every sales
man worthy the name, an envoy of the 
highest rank sent by one house to an
other?

Herald, then, the Commercial Am
bassador! He is the herald and har
binger of the good things in the world 
—all of them. When he stops bump
ing the ties hotels will hang out “To

Let” signs, railroads will have salt- 
watered stock, and store-keepers ev
erywhere will raise cobwebs in their 
shop-windows. He keeps going—and 
he keeps all the rest going. He is 
the Ambassador Extraordinary and 
Plenipotentiary.

What, then, of the man who sends 
back the Ambassador’s card by an 
office-boy, who turns his back upon 
him, who curtly refuses him a look- 
in? Such a man fails absolutely to 
safeguard the interests of his cus
tomers, proves himself ignorant of 
his own welfare, and into the bargain 
cheats himself out of the rich store
house of knowledge that can be en
tered only through the magic key in
trusted to the Commercial Ambassa
dor—that daily reviewer of the re
sults of human endeavor of every 
sort, from desperate failure to brilliant 
success. Hoch der Ambassador!

Walter D. Moody.

W H O LESA LE DRUG PR IC E CURRENT
Prices quoted are nominal, based on market the day oi issue

He Often Gets Stuck.
Among the clerks in the office of 

one of the cabinet members at Wash
ington is a very dull young man who 
seems never to be able to do any
thing without making mistakes.

“Why do you keep that fellow?” 
asked a collègue one day. “He seems 
a perfect fool.”

“Well,’’ said the other, “the fact 
is, he is one of the most useful clerks 
I have. Before I issue an order I 
always have him read it. If he can 
tell what it means I am sure that 
there can be no chance that anyone 
will misunderstand it.”

1916 -1917
C hristm as and th e  

N e w  Year
We extend the compliments of the season to 

all of our good friends and customers. W ith sin

cere thanks for the  business associations w ith  

them  during the year 1916 and w ith  the supreme 

desire th a t such relations m ay be continued dur

ing the coming year and th a t the  year m ay be as 

happy and as prosperous as the years of the  past. 

M ay we deserve each other a t all times.

Hazeltíne & Perkins Drug Go.
Wholesale Druggists Grand Rapids, Michigan

A cids
B oric  (P ow d .) ... 17® 25
B oric (X ta l) ___. 17® 25
C arbo lic  ............... 7 2 0 76
C itric  ..................... . 800 90
M u ria tic  ............... 2ft@ 3
N itric  ................... 7ft@ 10
O xalic ..................... . 80 0 90
S u lphu ric  ............. 2 ft @ 3
T a r ta r ic  ............... 82® 85

A m m onia
W ate r , 26 deg. . . 8 @ 12
W ater, 18 deg. . . 5ft@ 9
W ater, 14 deg. . . 4%@ 8
C arb o n ate  ......... 14 @ 16
C hloride ............... 20 @ 35

B alsam s
Copaiba ............... 1 00@1 40
F ir  (C an ad a) . . 1 2501 50
F ir  (O regon) . . 4Ü@ 50
P e ru  ..................... 4 50@4 75
Tolu ....................... . 60 0 80

B erries
Cubeb ................. 70 @ 75
F ish  ................... 15 @ 20
J u n ip e r  ............... 8 0 15
P rick ley  A sh  . . . . O 30

B arks
C assia  (o rd in a ry ) 25® 30 
C assia  (S aigon) 90®1 00 
E lm  (powd. 35c) 30® 35
S a ssa fra s  (pow . 35c) @ 30
Soap C ut (pow d.)

35c .......................  23® 25

E x tra c ts
Licorice .................  38® 40
L icorice  pow dered  60@ 70

Flowers
A rnica ................. 1 40@1 50
C ham om ile (G er.) 80® 85 
C ham om ile  (R om ) 55® 60

M u sta rd , tru e , oz. @2 
M u sta rd , a rtif il oz'. @2
N eatsfoo t .............  85®
Olive, p u re  . . . .  2 50®3 
Olive, M alaga,

yellow  ........... 1 60® 1
Olive, M alaga,

g reen  ............... 1 60®1
O range , S w eet . .4  00®4 
O riganum , p u re  . .  ®2
O riganum , com 'l ® 
P en n y ro y a l . . . .  2 2502  
P ep p e rm in t . . . .  3 25@3 
Rose, p u re  . . .  18 00®20 
R osem ary  F low s 1 50® 1 
Sandalw ood, E.

1..........................  12 00® 12
S assa fra s , t ru e  1 25®1 
S a ssa fra s , a r tlf l 'l  50®
S o ea rm in t ......... 2 7503
Sperm  ................... 1 00@1
T an sy  ................. 3 5003
T a r, US’P  ............. 30®
T u rp en tin e , bbls. @ 
T u rp en tin e , le ss  66@ 
W in te rg reen , tr . 5 50@5 
W in te rg reen , sw ee t

b irch  ............... 4 00@4
W in te rg reen , a r t  1 75@1
W orm seed  ........  4 0004
W orm w ood . . . .  3 75@4

P o tassiu m
B ica rb o n a te  . . . .  1
B ich ro m a te  ...........
B rom ide ........... 1
C arb o n ate  ....  1

pow dered  ...........
C h lo ra te , g ra n ’r  
C hlora te , x ta l  or

pow d.......................
C yanide ...................
Iodide ...............  4
P e rm a n a g a n a te  2
P ru ss ia te , yellow 
P ru ss ia te , red  . . .
S u lp h a te  ...................

00

G um s
A cacia , 1st ...........
A cacia , 2nd .........
A cacia, 3rd ...........
A cacia , S o rts  . . .  
A cacia, pow dered 
Aloes (B arb . Pow ) 
A loes (C ape Pow ) 
A loes (Soc. Pow .) 
A safoe tida  . . . .  1 
A safoe tida , Pow d.

P u re  ...............  i
IT. S. P . Pow d. 1

C am phor .............  l
G uaiac  ...................
G uaiac, pow dered
K ino .........................
K ino, pow dered  . .
M y rrh  .....................
M yrrh , pow dered
O pium  ............... 15
Opium, powd. 16 
Opium , g ra n . 16
Shellac  ...................
Shellac, B leached

50® 60 
45® 50 
45® 50 
25® 30 
40® 50
30® 40 
20® 25 
40® 50 
00®1 10
1501 25 
3 0 0  1 50 
01® 1 05 
4 0 0  45
50® 55 
70@ 75
75® 80 

@ 40
@ 50

50@15 70 
75@17 00 
75@17 00 
45® 50 
45® 50

T ra g a c a n th  . . . .  2 50@3 00 
T ra g a c a n th  pow der 2 25 
T u rp en tin e  ........... 10® 15

A nise, pow dered 0Leaves B ird, I s  ................. 0
B uchu ................. 1 7501 85 C an ary  ................... 8®
B uchu, pow dered  1 8502  00 C araw ay  ................. 60@
Suge, bulk  ........... . 6 70 70 C ardam on  ........... 1 8002
Sage, f t s  loose . . 72@ 78 C elery  (Pow d. 40) 30®
Sage, pow dered  . . 5 5 0 60 C oriander ............... 14®
S enna, A lex . . . . . 70® 75 Dill ........................... 25®
S enna, T inn . . . . . 40 0 45 F en n e ll ................... 0
Senna, T inn . pow. 5 0 0 F la x  ........................... 7@
U va U rs i ............. . 18® 20 F lax , g round  . . . . 7 0

F oenugreek , pow. 1 00
Oils H em p ..................... 8 0

A lm onds, B itte r ,
tru e  ...............  15 00® 16

A lm onds, B itte r ,
a rtif ic ia l ......... 7 75 @8

A lm onds, Sw eet,
t ru e  ................. 1 25® 1

A lm onds, Sw eet,
im ita tio n  ........... 65®

A m ber, c ru d e  . .  1 75@2 
A m ber, rec tified  2 50@2
A nise  ...................  2 00@2
B erg am o n t . . . .  8 0008
C ajep u t ............... 1 35® 1
C assia  ................. 2 25® 2
C as to r ................. 1 75 @1
C edar L ea f . . . .  1 25@1
C itrone lla  ...............  90® 1
Cloves ................. 1 85@2
C ocoanut ...............  20®
Cod L iv e r ........... 5 00 @5
C otton  Seed . . . .  1 35@1
C roton ............... 1 5001
C upbebs ............... 4 2504
E igeron  ............... 1 7502
E u ca ly p tu s  ......... 1 00® 1
H em lock, p u re  . . . .  @1
J u n ip e r  B errie s  18 00® 18 
J u n ip e r  W ood . .2  50®2
L ard , e x tra  ........... 95@1
L ard , No. 1 ........... 85®
L a v en d e r Flow . 5 50® 5 
L avender, G a r’n  1 25@1
L em on ................. 2 0002
L inseed , boiled bbl. 0  
1.inseed, bid. less  1 03@1 
L inseed , raw , bbl. @ 
L inseed , rw , le ss  1 02® 1

00

Ipecac  ...................
Iron , clo...................
K ino .......................
M y rrh  .....................
N u x  V om ica ___
O pium  ...................
Opium , C am ph. 
Opium , D eodorz 'd  
R h u b arb  ...............

P a in ts
Lead, red  d ry  . .  10 
Lead, w h ite  d ry  10 
Lead, w h ite  oil 10 
O chre, yellow  bbl. 1 
O chre, yellow  less 2
P u tty  .....................  2
Red V enet'n  bbl. 1 
Red V en e t'n  less 1 
V erm illion. Am er.
W hiting , bbl............
W hiting  ...................
L. H . P. P repd . 1

@ 75 
@ 60 
@ 80 
@1 05 
@ 70 
@3 50 
®  90 
@2 75 
@ 70

@10ft
0 1 0 ft01OU
@ 1ft 
® 5

f t®  5 
f t®  4 
f t®  5 
2 5 0  30

@ 1ft 
2® 5

60@1 70

90@2 00 
60® 65
8002  00 
60@1 75 
60® 65
95®1 00

90@ 95 
@1 00 

3 0 0 4  40 
75@3 00 

@1 50 
. @3 50 
, @1 10

Roots
A lk an et ................... 9001 00
Blood, pow dered  2 0 0  25
C alam us ............... 5003 50
E lecam pane , pw d. 15® 20
G en tian , powd. 30® 35 
G inger, A frican ,

pow dered ........... 20® 25
G inger, J a m a ic a  . .30® 35
G inger, Jam a ic a ,

pow dered  ........... 30® 35
G oldenseal pow. 7 5007  70 
Ipecac, powd. . .3  25®3 50
L icorice  ................... 35® 40
i.icorice, powd. . .  25® 3a 
O rris, pow dered 30® 35
Poke, pow dered  20® 25
R hubarb  ................. 76®1 00
R hubarb , powd. 7501 25 
R osinw eed, powd. 25® 30 
S a rsap a rilla , H ond.

ground  ............... 55® 60
S a rsa p a r illa  M exican,

g round  ............... 25® 30
Squills ................... 35® 40
Squills, pow dered 40® 60 
T um eric , powd. . .  13® 20
V alerian , powd. . .  70® 75

Seeds
A nise  ...................  20® 25

75

L obelia  ................... 40® 50
M u sta rd , yellow  19® 25 
M u sta rd , b lack  . .  1 90  25
M ustard , powd. 22® 30
P oppy  .......................  @ 50
Q uince ..................... @1 25
R ape  .....................  10® 16
R abadilla  ............... 40® 50
S abad illa , pow d. . .  @ 4 0
Sunflow er .............  7® 10
W orm  A m erican  @ 25
W o rm  L e v a n t . .  1 50® 1 75

T in c tu res
A conite  .................  @ 75
A loes .....................  ®  65
A rn ica  ...................  ' @ 75
A safo e tid a  ........... @1 35
B elladonna  ........... @1 65
B enzoin  ................. ®1 00
B enzoin Com po’d  @1 00
B uchu  ...................  @1 50
C an th a rad ie s  . . .  @1 80
C apsicum  ............. @ 90
C ardam on  ............. @1 50
C ardam on, Comp. @2 00
C atech u  ...............  ® 60
C inchona ............... @1 05
Colchicum  ........... ®  75
C ubebs ................... @1 20
D ig ita lis  ............... @ 80
G en tian  ................. ® 75
G inger ................... ®  95
G uaiac  ................... @1 05
G uaiac , A m m on. ®  80
Iod ine ...................  @2 00
Iodine, Colorless @2 00

Insecticides
A rsen ic  .....................  9® 15
B lue V itrio l, bbl. ,.@  16 
Blue V itrio l, less  17® 25 
B ordeaux  M ix D ry  14® 20 
H ellebore, W h ite

pow dered  ........... 36® 40
In sect P ow der . .  30@ 50
L ead, A rsen a te  . .  10® 30 
L im e a n d  S u lphu r 

Solution, gal. . .  15® 25 
P a r is  G reen  . . . .  37f t®  43

M iscellaneous
A cetana lid  .............  85® 96
A lum  .........................  90 12
Alum, pow dered  an d

g ro u n d  ...............  n ®  15
B ism uth , S ubni

t r a te  ...............  3 8004  00
B o rax  x ta l  or

pow dered  ........... 10@ 15
C a n th a rad e s  po 2 00012  00
Calom el ...............  1 9102  00
C apsicum  ............... 30@ 35
C arm ine  ............... 6 50 0  7 00
C assia  B uds ......... @ 40
Cloves .....................  3 0 0  35
C halk  P rep a re d  . .  6 0  8ft 
C nalk  P rec ip ita te d  <0 lu
C hloroform  ........... 75@ 83
C hloral H y d ra te  1 9202  12
C ocaine ............... 5 4 0 0  6 60
Cocoa B u tte r  . . . .  6 00  70
C orks, list, less 70% 
C opperas, bbls. .
C opperas, le ss  ..
C opperas, powd.
C orrosive S*ublm.
C ream  T a r t a r  . .

19
0

2ft®
. .  4®
1 7 5 0 1  80

. .  50® 55
C uttlebone  .............  45® 50

7® 10
@3 00 

6® 1« 50 I 
@ 2ft 

3® 7

1*

D ex trine
D over’s  P ow der .
E m ery , a ll Nos.
Em ery, pow dered 
E psom  S aits , bbls.
E psom  S a lts , less
E rg o t .................  1 2 6 0 1  56
E rgo t, pow dered  2 7503  00 
F lake W hite  . . . .  15® 20
F o rm ald eh y d e  lb. 16® 20
G elatine  .............  1 10® 1 15
G lassw are, fu ll cs, 75-10% 

G lassw are, le ss  70% 
G lauber S u its  bbl. i  
G lauber S a lts  leas 24
Glue, b row n .......... 13® 18
Glue, brow n g rd . 12 0  17
Glue, w h ite  .......... 16® 26
Glue, w h ite  g rd . 15® 20
G lycerine ...............  63® 75
H ops .............. 4 5 0  60
H ops .........................  45® 60
Iodine .................  5 68 0  5 91
Iodoform  ...........  6 7 8 0  6 94
Lead A ce ta te  . . . .  20® 26
L ycopdium  ............. @2 25
M ace .....................  85® 90
M ace, pow dered  95 @1 00
M entho l ............. 4 5004  75
M orphine ........... 7 30® 7 55
N ux V om ica . . . .  2 0 0  25 
N u x  V om ica, pow. @ 20
P epper, black pow. ® 35
Pepper, w h ite  ......... @ 40
P itch , B urg u n d y  . .  @ 15
Q u ass ia  ...................  12 0  15
Q uinine ...................  65@ 75
R ochelle S a lts  . . .  43® 50
S acch arin e  oz................ @1 80
S a lt P e te r  ............... 4 0 0  45
S eid litz  M ix tu re  . .  36® 40
Soap, g reen  ........... 20® 25
Soap, m o tt c as tile  12® 16 
Soap, w h ite  c as tile

case  .......................  03 00
Soap, w h ite  cas tile  

less, p e r  b a r  . .  ® 85
Soda A sh ...........  4ft® 10
Soda B ica rb o n a te  2 f t @ 6
Soda. S a l .............  1 f t®  5
S p ir its  C am phor ®  76
S u lp h u r ro ll . . . .  2 f t®  6 
S u lp h u r Subl. . .  3® 7
T a m a rin d s  ............. 1 6 0  30
T a r t a r  E m etic  . . . .  ® 20
T u rp en tin e  V en. 5003  50 
V an illa  E x . p u re  1 00® 1 50
W itch  H aze l ......... 65®1 00
Z inc S u lp h a te  . . .  10® 15
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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 DECLINED
Cove O ysters  
Knox G elatine C heese
P lym outh  Rock G e latine Som e F lou r

Index to Markets
1 2

Col
A

A m m onia .......................  1
Axle G rease  ...................  1

B
B aked  B eans  .................  1
B a th  B rick  .....................  1
B lu ing  ...............................  1
B re a k fa s t Food ........... 1
B room s .............................  1
B ru sh es  ...........................  1
B u tte r  Color ................. 1

C
C andles ...........................  1
C anned Goods ............. 1-2
C atsu p  .............................  2
C heese .............................  2
C hew ing G um  ...............  3
C hocolate  .........................  3
C lothes L in es  ...............  3
Cocoa ...............................  3
C ocoanut .........................  3
Coffee ...............................  3
C onfections .....................  4
C rackers  .......................  5, 6
C ream  T a r t a r  ...............  6

D
D ried F ru i ts  .................  6

E
E v ap o ra ted  M ilk ......... 6

F
F arin aceo u s  Goods . . . .  6
F ish in g  T ack le  ...........  6
F lav o rin g  E x tra c ts  . .  7
F lo u r an d  F eed  ............... 7
F r u i t  J a r s  .........................  7

Q
G elatine  .........................  7
G ra in  B ags ...................  7

H
H e rb s  .............................. 7
H ides a n d  P e lts  ........... 8
H o rse  R ad ish  ................... 8
H oney  ...............................  7

J
Je lly  .................................  8
Je lly  G lasses .................  8

M
M acaron i ...........................  6
M apleine .........................  8
M eats , C anned  .............  9
M ince M ea t .....................  8
M olasses ...........................  8
M u sta rd  ...........................  8

N
N u ts  .................................  4

O
O lives ................    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 es  .................................  8
P la y in g  C ard s  ...............  8
P o ta s h  .............................  8
P ro v isio n s  .......................  8

Ft
R ice  .................................... 9
R olled O a ts  .................  9

8
S alad  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
S eeds ....................................  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, IS
T w in e  ..............................   18

V
V in eg ar ..............................  18

W
W lck ln g  ..............................  IS
W oodenw are  ....................  18
W ra p p in g  P a p e r ......... 14

Y
Y east C ake  ........................ 14

AMMONIA
12 oz. ovals, 2 doz. box 1 60

A X L E  G R EA SE 
F ra z e r’s

lib . wood boxes, 4 doz. 3 00 
l ib . t in  boxes, 3 doz. 2 35 
3%Ib. t in  boxes, 2 dz. 4 25 
101b. pails , p e r doz. ..6 00 
151b pails , p e r  doz. . .7  20 
251b. pails , p e r  doz. ..12  00

BA K ED  B EA N S
No. 1, p e r  doz..................... 95
No. 2, p e r  doz................ l  45
No. 3, p e r  doz.................. 2 35

BATH BRICK  
E nglish  ...........................  95

BLU IN G
J e n n in g s ’

C ondensed P e a rl B lu ing  
Sm all, 3 doz. box . . . .  1 95 
L arge , 2 doz. box . . . .  2 40 

F o lge r’s
S u m m er Sky, 3 dz. cs. 1 80 
S um m er Sky, 10 dz. bbl 6 00

B R E A K FA ST  FOODS 
B ea r  Food. P e tt i jo h n s  2 65 
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 . .  
Q u ak er Puffed  R ice . .4  30 
Q u ak er P uffed  W h e a t 4 30 
Q u ak er B rk fs t  B iscu it 1 90 
Q u ak er C orn F lak es  ..1  90 
W ash in g to n  C risps . .  2 30
W h ea te n a  .....................  4 50
E v a p o r’ed S u g a r C om
G rape  N u ts  ...............  2 70
S u g a r  C om  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 o ss’s  W hole  W h ea t

B iscu it .........................  2 70
Saxon  W h e a t Food . .  3 25 
S h red  W h e a t B iscu it 3 60
T risc u lt,  18 .................  1 80
P illsb u ry ’s  B es t C er’l 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 a n c y  P a rlo r , 2 51b. 6 50
P a rlo r , 5 S tring , 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 ......................4 00
W arehouse , 23 lb ...........5 50
Com m on, W h isk  . . . .  1 10 
f a n c y ,  W h isk  ............... 1 40

BRU8H E S
Scrub

Solid B ack , 8 in ..................... 75
Solid B ack , 11 i n . . . . .  95
P o in ted  Binds ...............  85

Stove
N o. 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. 8 .............................. 1 90

B U T T E R  COLOR 
D andelion , 26c size  . .  2 00

C A N D L ES
P araffine , 6s .................  7
P ara ffine , 12s ............... 7%
W ick ing  ............... .. 20

C A N N E D  GOODS 
A pples

3 lb . S ta n d a rd s  . .  @ 9 0
No. 10 ................... @3 00

B lackberries
2 lb .......................... 1 50@1 90
S ta n d a rd  No. 10 @6 00

B eans
B aked  ....................  1 00@1 30
R ed K id 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. 10 .............................  6 60

1 26
C lam s

L ittle  N eck, 1 lb. . . .
C lam  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 ir  .............................
Good .....................  1 3 5 0 1  40
F an cy  ..........................

F ren ch  P eas  
M onbadon (N a tu ra l)

p e r doz...........................
G ooseberries

N o. 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 obste r
% lb ................................ . .  1 75
% lb .............................. . .  2 90

P icn ic  F la t  ............... . 3 10
M ackerel

M usta rd , 1 lb ............. . .  1 80
M usta rd , 2 lb ............. . .  2 80
Soused, 1% lb ........... .. .  1 60
Soused, 2 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 .................  @30
B u tto n s , I s  ...................  @43
H ote ls, I s  .....................  @38

O ysters
Cove, 1 lb ..................  @1 00
Cove, 2 lb ...................  @1 60

P lu m s
P lu m s .....................  9 0 0 1  85

P e a rs  In  S y rup  
No. 3 can , p e r  dz. 2 00@3 00 

P e a s
M arro w fa t . . . .  1 10@1 15
E a r ly  J u n e  .........1 3 5 0 1  45
E a rly  J u n e  s lftd  1 4 5 0 1  65 

P each es
P ie  .......................  1 0 0 0 1  25
No. 10 s ize  c an  p ie  @8 25 

P ineapp le
G ra ted  .................  1 75 @2 10
Sliced .................  1 45 0  2 60

P um pk in
F a i r  . 
Good . 
F an cy

95
1 00 
1 10

No. 10 .............................  3 25
R asp b errie s

No. 2, B lack  S y ru p  . .  1 60
No. 10, B lack  ...............  7 00
No. 2, R ed  P re se rv e d  2 50 
No. 10, R ed, W a te r  . .  7 25 

Salm on
W arre n s , 1 lb. T a ll . .  2 40 
W arre n s , 1 lb. F la t  . .  2 50 
R ed  A la sk a  . . . .  2 00@2 10 
M ed. R ed A la sk a  1 4 0 0 1  60 
P in k  A la sk a  . . . .  @1 25

S ard in es
D om estic, >4 s ............... 4 25
D om estic, % M u sta rd  4 25 
D om estic, % M u sta rd  4 00
F ren ch , % s ...............  7@14
F ren ch , % s ............... 13 @23

S a u e r K ra u t
No. 3, c an s  ...................  1 46
No. 10, c an s  .................  3 50

S h rim p s
D unbar, I s  doz................1 25
D unbar, l% a  doz. . . . .  2 40 

S ucco tash
F a i r  ................................
Good .................................  1 40
F a n c y  ...........................

S traw b e rr ie s
S ta n d a rd  .........................  2 00
F a n c y  ...............................  2 75

T o m ato es
No. 2 .................................  1 20
No. 3 .................................  1 50
No. IQ .............................  6 00

T u n a
C ase

%s, 4 doz. in  case  . . .
%s, 4 doz. in  case  . . .
Is , 4 doz. In c ase  . . . .  

C A T SU P
S n ide r’s  % p in ts  . . . .  1 40
S n ide r’s  p i n t s ...............  2 40

C H E E S E
A cm e .....................  @26%
C arson  C ity  ___  @26%
B rick  .......................  @25
L eiden  ...................  @
L im b u rg e r ........... @25
P in eap p le  ........... 1 2501  35
E d am  ...................  @1 80
Sap Sago .............  @45
Sw iss, D o m estic  @

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 tyne  .............................  62
D oublem in t .......................  64
F lag  S pruce  ...................  62
H esh ey  G um  ...................  45
Ju icy  F r u i t  .....................  64
Red R obin  .......................  62
S te rl in g  G um  P ep . . .  62
S te r l in g  7 -P o in t .............  62
S p e a rm in t, W rlg ley s  . .  64 
S p ea rm in t, 5 box J a rs  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 

CH O CO LA TE 
W a lte r  B ak e r  & Co.

G erm an ’s  S w ee t .............  24
P rem iu m  ............................ 35
C arac 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 is ted  C o tton  1 30 
N o. 50 T w isted  C o tto n  1 70 
No. 60 T w is ted  C o tton  2 20 
No. 80 T w isted  C otton  2 40 
No. 50 B ra id ed  C o tto n  1 75 
No. 60 B ra id ed  C o tton  2 00 
No. 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 
N o. 19, e ach  100ft. long 2 10

COCOA
B a k e r’s  ................................ 39
C leveland ............................ 41
Colonial, % s ...................  35
Colonial, % s ..................... 33
E p p s  .................................... 42
H ershey*s, % s .................  32
H e rsh e y ’s, % s .................  30
H u y le r ................................ 36
Low ney, % s ....................  88
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 -B ta  ...........................  36
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. case  ...................  29
% s, 16 lb. c ase  ...............  29
%s, 15 lb . c ase  ...............  28
Is , 15 lb . case  .................  27
% s & %s, 15 lb. c a se  . .  28
Scalloped G em s ...............  10
% s & % s p a lls  ...............  16
B ulk, p a ils  .......................  16
B ulk, b a rre ls  ...................  15
B ak e r’s  B raz il Shredded
70 5c pkgs., p e r  case  2 60 
36 10c  pkgs., p e r  case  2 60 
16 10c a n d  33 5c pkgs.,

p e r  c ase  .....................  2 60
B ak e rs  C anned , doz. . .  90

C O F F E E S  RO A STED  
Rio

C om m on .......................... 19
F a i r  .................................. 19%
C hoice ...............................  20
F a n c y  ................................. 21
P e a b e r ry  .........................  28

S an to s
C om m on ...........................  20
F a i r  .................................  20%
C hoice ...............................  21
F a n c y  ...............................  28
P e a b e r ry  ..................    28

M aracaibo
F a i r  ...................................  24
Choice .............................. 26

M exican
C hoice ...............................  25
F a n c y  .....................    26

G ua 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  . . . .  26030
M and ling  .....................  81035
A uko la  .........................  30082

M ocha
S h o rt B ean  ................. 25027
L ong  B ean  .................  24025
H . L. O. G ....................  26028

Bogota
F a i r  .................................... 24
F a n c y  ................................ 26
E x c h 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 rbuck le  ............. .. 19 00

M cL aughlin ’s  XXXX 
M cL augh lin ’s  X X X X  

p ack ag e  coffee Is  sold to  
re ta ile r s  only. M all a ll o r
d e rs  d ire c t to  W . F . M c
L au g h lin  & Co., Chicago.

E x tra c ts
H olland . % gro. bxs. 95
Felix , % g ro ss  ........... 1 15
H u m m el’s  foil, % gro. 85 
H u m m el’s  tin , % g ro . 1 43

C O N FEC TIO N E R Y  
S tick  C andy P a ils

H oreh o u n d  ...................  12
S ta n d a rd  .......................  12
S ta n d a rd , sm all ......... 13
T w ist, sm all ...............  13

C ases
Ju m b o  .............................  12%
Jum bo , sm all .............  13
B ig S tick  .......................  12%
B oston  S u g a r S tick  . .  16 

Mixed C andy
P a lls

B roken ...........................  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 ea d e r .............................  12
M onarch  .........................  11%
N ovelty  ...........................  12
P a ris  C ream s ...............  14
P rem io  C ream s ........... 16
R oyal ........................   10
S pecial ...........................  10%
V alley  C ream s ........... 15
X  L  O .............................  8

S pec ia lties
P a lls

A u to  K isses  (b a sk e ts ) 14 
B onnie B u tte r  B ite s  . .  18 
B u tte r  C ream  C orn  . .  15 
C aram el Bon B ons . .  15
C aram el D ice ...............  13
C aram el C ro q u e tte s  . .  14 
C ocoanut W affle s  . . . .  14
Coffy Toffy ...................  16
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 u d g e , 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
F udge . C ocoanut . . . .  15 
H oneysuck le  C andy  . .  18
Iced  M aroons .............  16
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

O IKJ. UUa  .............
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 tt ie s .  A sst . 14
M olasses Coco B alls

30 lb ........................ . 18
C hocolates Pail

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
E clipse , A sso rted  . . . .  16 
Id ea l C hoco lates . . . .  15 
K londike C hoco lates 21
N abobs ...........................  21
N ibb le  S tick s  ...............  25
N u t W a fe rs  .................  21
O coro 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 prizes. 

C rack e r J a c k  w ith
coupon .......................  8 25

Oh M y 100s ...................  3 50
C rack e r Jack , w ith  P rize
H u rra h , 100s ...............  3 50
H u rra h , 60s .................  1 75
H u rra h , 24s ............... 85
B alloon C orn, 50s . . . . 1  75 

Cough D rops

P u tn a m  M entho l
B oxes 

1 20
S m ith  B ro s.....................  1 25

N U TS—W hole
lbB.

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 razils  .....................  18020
F ilb e r ts  .......................  @18
Cal. No. 1 S. S. . . .  @20 
W a ln u ts , N ap les  16%@18% 
W aln u ts , G renoble 
T ab le  n u ts , fa n c y  13014 
P ecan s , L a rg e  . . . .  @15 
P ecan s , E x . L a rg e  @17 

Shelled
No. 1 S p an ish  Shelled

P e a n u ts  ............. 9 @ 9%
Ex. Lg. V a. Shelled

P e a n u t s ...........11% @12
P e c an  H a lv es  ......... @75
W a ln u t H a lv es  . . . .  @45
F ilb e r t  M ea ts  ......... @38
A lm onds .....................  @45
Jordon Almonds . . .

P e a n u ts  
F a n c y  H  P  S uns

R aw  .................  6 @ 6%
R o asted  ........... 7 @ 7 %

H. P. Jum bo .
R aw  .................  8%@ 9
R oasted  ........... 9%@10

C RA C K ER S
N atio 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 e t B iscu it ........... 1 00
F lak e  W afers  .............  1 00
Cam eo B iscu it ...........  1 50
C heese Sandw ich  . . . .  l  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 rack e rs  . . . .  l  00
L em on S naps  ...........  50
M. M. D a in tie s  ...........  1 00
O y ste re tte s  .................  50
P re tzeen o s  ...................  go
R oyal T o as t .................  1 00
Social T e a  B iscu it . .  1 00
S a ltin e  B iscu it ...........  l  00
S a ra to g a  F la k e s  . . . .  1 50 
Soda C rackers , N B C  .1 00 
Soda C rack e rs  P rem . 1 00
T okens .........................  1 00
U needa B iscu it ...........  50
U needa J in je r  W ay fe r  1 00
V anilla  W afe rs  ...........  1 00
W a te r  T h in  B iscu it . .1  00 
Zu Zu G inger S n ap s  50
Z w ieback ........................ 1 00

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 ans a n d  boxes

A n im als ...........................  13
A tlan tic s . A sst j  16
A vena  F r u i t  C akes . .  15
B everly  ...................  34
B onnie Doon C ookies 12 
Bo P eeps, S. o r  M. . .  11
B ouquet W afers  ..........  22
C anto  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 D rops ............20
C ircle Cookies ............... 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  .......................  26
C ru m p e ts  .........................  15
C ream  F in g e rs  ...........  18
C ry s ta l Ju m b le s  . . . .  14 
D inner P a il  M ixed . .  16 
E x t r a  W ine  B isc u it . .  14 
F a n d an g o  F in g e rs  . .  16
F ig  C akes A ss td ...........16
F ig  N ew tons ................. 16
F ires id e  P e a n u t Ju m b  18 
F lu ted  C ocoanut B a r  15
F ro ste d  C ream s .........  12
F ro sted  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 inger S naps  R ound  11 
Golden Rod 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 ..............................  11
Im p e ria ls  .....................  12
Ju b ile e  M ix e d ..................16
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  . .  26 
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 ....................... 18
M arshm allow  P e c an s  22
M elody C akes  ...............  20
Mol. F r t .  Cookie, Iced  14 
N B C  H oney  C akes  . .  16 
O a tm eal C rack e rs  . . . .  12
O range  G em s ...............  12
P e n n y  A s s o r t e d ...........  16
P icn ic  M ixed ................. 16
P in eap p le  C akes  . . . .  18
P la n e t C akes ...............  14
P risc illa  C ake  .............  16
R aisin  Cookies ...........  14
R aisin  G em s ...............  15
R oyal L u n ch  ...............  11
R everes  A ss td ............... SO
R ltten h o u se  B iscu it . .  18 
See Saw , &. o r  M . . .  11
S nap aro o n s ...................  16
Spiced Ju m b les, Iced  16 
Spiced M arshm allow  18
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6 8 9 10 11
S u g a r 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 are  ........... 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 y ster
D andy , O y ste rs  .............  9
N B C  O y sters  S q u are  9 
Shell .................................. 9%

S pec ia ltie s
A dora  .............................  1 00
N abisco  (10 c en t tin s )  1 00 
N abisco  (No. 204 T in ) 2 00 
F es tin o  (No. 202 T in ) 1 75 
F es tin o  (25c tin s )  . . .  2 50
L o rn a  Doone ...............  1 00
A nola ...............................  1 00
M inerva  F r u i t  C ake 3 25 

Above 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
Square  C ans ................. 54
Boxes .................................  51
F ancy  C addies ............... 59

D R IED  FR U IT S  
Apples

E v a p o r’ed C hoice b lk  @8% 
B v ap o r’ed F a n c y  b lk  @9% 

A prico ts
C alifo rn ia  ...................  15@17

C itron
C orsican  .........................  18

C u rra n ts
Im p o rted , 1 lb. pkg. ..19
Im p o rted , b u lk  ............. 18%

P each es
M uirs—Choice, 251b. . .  8 
M uirs—F an cy , 25 lb. . .  8% 
F ancy , P eeled , 251b. . .  12 

Peel
L em on, A m e r i c a n ----- 15
O range. A m erican  . . . .  16 

R aisin s
C luster, 20 c a r to n s  . .  
Loose M usca tels, 4 Cr. 9 
Loose M usca tels, 3 C r. 8% 
L. M. Seeded, l ib  10% @10% 

C alifo rn ia  P ru n es  
90-100 25 lb. boxes . .@ 8  
80- 90 25 ’b. boxes . .@ 8 %  
70- 80 25 lb. boxes . .@ 9 %  
60- 70 25 lb. boxes ..@ 10 
50- 60 25 lb. boxes ..@ 10%  
40- 50 25 lb. boxes ..@ 11 

E V A PO R A TE D  M ILK 
Red B and B rand

B ab y  .................................  3 45
T a ll ...................................  4 65

FA R IN A C EO U S GOODS
B eans

1» 4 C alifo rn ia  L im as  ........ . 8%
M ed. H a n d  P ick ed  . .  
B row p, H o llan d  ...........

7 50

F a rin a
1 95f u 25 1 lb. p ack ag es  -----

B ulk, p e r  100 lb ........... 6 75
O rig inal H olland R usk 

P ack ed  12 ro lls  to  c o n ta in e r
1 3 co n ta in e rs  (40) ro lls 3 80
1 H om iny

3 10P ea rl. 100 lb. s a c k -----
1 M accaronl and V erm icelli

L
D om estic, 1 lb. box . 
Im p o rted , 25 lb. box . .

. 75

1  > P ea rl B arley
5 00f C h es te r ...........................

P o r ta g e  ......................... 7 00
l i P eas

5 50G reen, W isconsin , bu.

4 i l  ►

Split, lb .................................  8
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 la k 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 os., 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 ........................... 11
2 in ........................................ 15
3 in . ...................................  20

C otton  L ines
No. 1. 10 fe e t ...............  5
No. 2, 15 fe e t ...............  7
No. 3, 15 fe e t  ...............  9
No. 4, 15 fe e 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
No. 9. 15 fe e t ...............  20

Linen L ines
Sm all .................................. 20
M edium  .............................  26
L a rg e  .................................. 34

Poles
Bam boo, 14 f t . ,  p e r  doz. 55 
B am boo, 16 f t . ,  p e r  doz. 60 
B atdboo, 18 f t ,  p e r  dos. 80

FLA V O RIN G  E X T R A C TS 
J e n 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 a n 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  A ND 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  ...............  8 25
F a n c y  S p rin g  ............. 10 20
W izard  G rah am  ............... 8 25
W izard , G ran . M eal 6 00 
W izard  B uckw ’t  cw t. 6 00
R ye ...................................  8 55
V alley C ity  M illing  Co.

L ily  W h ite  ...................  9 25
L ig h t L oaf ...................  8 85
G rah am  ...........................  3 80
G ra n e n a  H e a l t h ...........3 90
G ran . M eal ...................  3 10
B olted  M eal ...............  3 00
W atso n -H ig g in s  M illing Co.
N ew  P e rfec tio n  ...........  9 15
T ip  T op F lo u r  ........... 8 65
G olden S hea f F lo u r  . .  8 25 
M arsh a lls  B es t F lo u r  9 00 
W aterto w n  W isconsin

R ye .............................  7 60
W orden  G rocer Co.

Q uaker, p a p e r ............... 9 00
Q uaker, c lo th  ............... 9 00

K an sas  H aro  W h ea t 
W orden  G rocer Co. 

A m erican  E ag le , % s 9 80 
A m erc ian  E ag le , % s 9 70 
A m erican  E ag le , % s 9 60 

Spring  W h ea t 
J u d so n  G rocer Co.

C ereso ta , % s .............  10 20
C ereso ta , % s ............... 10 10
C ereso ta , % s ............... 10 00

W orden  G rocer Co. 
W ingold , % s c lo th  . .  10 20 
W ingold, % s c lo th  . .  10 10 
W ingold , % s c lo th  . .  10 00 

Meal
B olted  .............................  5 80
Golden G ran u la ted  . .  6 00 

W h ea t
R ed  ................   1 60
W h ite  ................................ l  55

O ats
M ich igan  c a r lo ts  .............  60
L ess th a n  c a r lo ts  ......... 62

C orn
C arlo ts  .............................  1 00
L ess  th a n  c a r lo ts  . . . .  1 02 

H ay
C arlo ts  .........................  12 00
L ess  th a n  c a r lo ts  . .  14 00 

Feed
S tre e t  C ar F eed  . . . .  40 00 
No. 1 C orn  & O a t F d  40 00
C rack ed  C orn  ............. 40 00
C oarse  C orn M eal . . .  40 00 

F R U IT  JA R S 
M ason, p ts ., p e r gro. 4 90 
M ason, q ts ., p e r  gro . 5 25 
M ason, % gal. p e r  gro . 7 60 
M ason, c an  tops, g ro . 2 25 

G E L A T IN E
Cox’s, 1 doz. la rg e  . .  1 46 
Cox’s, 1 doz. sm all . .  90
K n o x ’s  S park ling , doz. 1 75 
K n o x ’s  S park ling , g r. 20 50 
K n o x ’s A cidu’d  doz. . .  1 85 
M inu te , 2 q ts .,  doz. . .  1 25 
M inute , 2 q ts .,  3 doz. 3 75
N elson ’s  .........................  1 60
O xford  ...........................  75
P ly m o u th  R ock, P hos . 1 25 
P ly m o u th  Rock, P la in  1 20 

GRAIN BAGS 
B road  G auge, 12 oz. . .  21
C lim ax, 14 oz.......................23
S ta rk , A, 16 oz....................26

H E R B S
Sage .................................... 15
H ops ...................................... 15
L a u re l L eav es  .................  15
S en n a  L eav es  ...................  25

H ID E S  AND P E L T S  
H ides

G reen, No. 1 ..............  18
G reen, N o. 2 ...............  17
C ured, No. 1 ..............  20
C ured, No. 2 ...............  19
C alfsk in , 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% 

P e lts
Old W ool ............... 60 @1 25
L am b s  .....................  60@1 00
S h earlin g s  .............  50@1 00

Tallow
No. 1 ...................  @ 6
No. 2 .......................  @ 5

Wool
U nw ashed , m ed. . .  @35
U nw ashed , fine . .  @30

HONEY
A. G. W oo d m an ’s  B rand .

7 oz., p e r  doz...................  90
20 oz., p e r  doz...............  2 25

H O RSE RA DISH  
P e r  doz................................ . 90

JE L L Y
51b. pails , p e r  doz. . .  2 70 

151b. pa ils , p e r  p a il . .  75
301b. pa ils , 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 t r a i g 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 hoco late  (S tra ig h t)  2 70 
P e a ch  (S tra ig h t)  . . .  2 70 
Jell-O  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 

J iffy -Je ll
S tra ig h t o r A sso rted

P e r  doz.................................1 15
P e r  case , p e r  4 doz. . .  4 60 
Seven F la v o rs : R asp b erry , 
S traw b e rry , C herry , Lem on, 
O range, L im e, P ineapp le .

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. bo 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  
B ulk, 5 gal. kegs 1 00@1 10
Stuffed, 5 oz.....................  90
Stuffed , 8 oz...................  1 25
Stuffed , 14 oz...............  2 25
P it te d  (n o t s tu ffed )

14 oz..............................  2 25
M 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.................................  6 75 ..
O live Chow, 2 doz. ck.

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 . .  18. 
G as M ach ine  G asoline  31.9 
V M & P  N a p h th a  . .  17.5
C ap ito l C ylinder ......... 33.9
A tla n tic  R ed E n g in e  . .  18.4
W in te r  B lack  ...............  9.2
P o la rin e  ...........................  37.9

P IC K L E S
M edium

B arre ls , 1,200 c o u n t . .9  25 
H a lf  bbls., 600 c o u n t 5 25
5 gallon  kegs  ............... 2 20

Sm all
B a rre ls  .......................... 10 50
H alf b a rre ls  ................... 6 25
5 g a llon  kegs  ............. 2 50

G herk ins
B arre ls  ...........................  14 00
H a lf b a rre ls  ............... 6 75
5 gallon  kegs  ...............  2 75

S w eet Sm all
B a r re ls  .......................  21 00
H a lf  b a rre ls  .................. 11 50
5 gallon  k e g s ...............  4 20

P IP E S
Clay, No. 216, p e r  box 2 00 
C lay, T . D. fu ll co u n t 80
Cob .................................. 90

PLA Y IN G  CARDS 
No. 90, S te a m b o a t . . . .  75 
N o. 15, R iva l a ss o rte d  1 25 
No. 20, R over, e n am ’d 1 60
No. 572, S p e c ia l ...........1 75
No. 98 Golf, S a tin  fin. 2 00
No. 808, B ic y c le ...........2 00
No. 632 T o u rn ’t  w h is t 2 25 

POXASH
B a b b itt’s, 2 doz........... 1 75

PRO V ISIO N S 
B arreled  P ork  

C lear B ack  . .  28 00@30 00 
S h o r t C u t C lr 27 00@28 00
B ean  ............... 28 00@29 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 e l l i e s ___  14%@15

L ard
P u re  in  tie rc e s  18%@19 
C om pound L a rd  16 @17 
80 lb. tu b s  . . . .a d v a n c e  % 
60 lb. tu b s  . . .  .ad v an ce  % 
50 lb. tu b s  . . . .a d v a n c e  %

20 lb. p a ils  . . .a d v a n c e  % 
10 lb. p a ils  . . .a d v a n c e  %
5 lb. p a ils  . . .a d v a n c e  1 
3 lb. p a 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

se ts  ..................... 29 @80
C alifo rn ia  H am s 14 @14% 
P icn ic  Boiled

H am s ............. 19%@20
Boiled H am s . .  29 @30 
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

...................  11 @12
T ongue  ...........................  H
H eadcheese  .................  10

Beef
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
% b b ls ................................ 4 25
1 bb l.................................... 8 50

T rip e
K its , 15 lb s .......................  90
% bbls., 40 lb s ............... 1 60
% bbls., 80 lb s ...............3 00

C asings
H ogs, p e r lb ....................  35
Beef, rounds, s e t  . .  19@20 
Beef, m iddles, s e t  . .  45@65
Sheep ................. 1 I 5@ i 35

U ncolored B u tte rln e
Solid D a iry  ........... 18% @24
C oun try  Rolls ___  19 @25

C anned  M eats 
C orned B eef, 2 lb. . .  4 50 
C orned Beef, 1 lb. . .  2 75
R o as t Beef, 2 lb ........  4 50
R oast B eef, 1 lb ...........2 75
P o tte d  M eat. H am

F lav o r, % s ............... 50
P o tte d  M eat, H am

F lavo r, % s ...............  92%
D eviled M eat, H am

F lavo r, % s ............... 50
D eviled M eat, H am

F lavo r, % s ...............  92%
P o tte d  T ongue, % s . .  50
P o tted  T ongue, %s . .  92% 

R IC E
F a n c y  .....................  7 @7%
J a p a n  S t y l e ...........5 @6%
B roken  . . . ’. ........... 3%@4

RO LLE D  OATS 
Rolled A venna, bbls. 7 25 
S teel Cut, 100 lb. sks. 3 60
M onarch , bb ls...............  7 00
M onarch , 90 lb. sks. . .  3 40 
Q uaker, 18 R eg u lar . .  1 50 
Q uaker, 20 F a m ily  . .  4 75 

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 n id e r's , sm all, 2 doz. 1 45

SA L E R A T U S 
P ack ed  60 lbs. in  box. 

A rm  an d  H a m m e r . .  3 00 
W y an do 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 60 
G ran u la ted , 36 pkgs. . .1  40

SA L T
C om m on G rades

100 3 lb. sack s  ........... 3 15
70 4 lb. sac k s  ........... 3 05
60 5 lb. sac k s  ........... 3 05
28 10 lb. sack s  ........... 2 90
56 lb. sack s  ...............  48
28 lb. sack s  .................  24

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  .......................  33

Com m on
G ran u la ted , F in e  . . . .  1 35 
M edium , F in e  ............... 1 50

SA L T FISH  
Cod

L arg e , w hole ........... @ 9 %
Sm all, w hole ........... @ 9
S tr ip s  o r  b rick s  11% @15 
Pollock  .....................  @ 6

H olland H erring
S tan d a rd s , bb ls ............ 13 50
Y. M., b b ls ........................15 00
S tan d a rd , kegs  ...........  85
Y. M. k e g s .....................  96

H erring
Med. 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  . .  7«
Scaled, in boxes ...........16
Boned, 10 lb. boxes . . 1 5  

T ro u t
No. 1, 100 lb s .................... 7 60
No. 1, 40 lb s ..................  2 25
No. 1, 10 Iba....................... 90
No. L  2 Ibe. ...............  7»

Mackerel
Mesa, 100 lb s ............... 16 60
M ess, 40 lb s ................... 7 00
M ess, 10 lb s ................... 1 85
M ess, 8 lb s ..................... 1 56
No. 1, 100 lbs............... 15 50
No. 1, 40 lbs................... 6 70
No. 1, 10 lb s ................... 1 76

L ake  H errin 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  ......... . 7
C araw ay  ......................... 50
C ardom on, M alab a r 1 20 .
C elery  .............................  45
H em p, R u ss ian  ............. 7%
M ixed B ird  ...................  9
M usta rd , w h ite  ........... 20
Poppy  .............................  36
R ape  ...............................  10

SH O E BLACKING 
H an d y  Box, la rg e  3 dz. 3 50 
H an d y  Box. sm all . .  1 25 
B ixby ’s  R oyal P o lish  85 
M iller’s C row n Po lish  85 

S N U F F
Scotch, in b lad d ers  . . .  37
M accaboy, in  Ja rs  ___  35
F ren c h  R app le  in  ja r s  . .  43 

SODA
B oxes ...............................  5%
K egs, E n g lish  ................  4%

SP IC E S 
W hole Spices 

A llspice, J a m a ic a  . .9@10 
A llspice, lg. G arden  @11 
Cloves, Z an z ib a r . .  @24 
C assia, C an ton  . .  14@15 
C assia, 5c pkg. doz. @35 
G inger A frican  . . .  @ 9% 
G inger. Cochin . . . .  @14%
M ace, P e n a n g  ......... @90
M ixed, No. 1 ........... @17
M ixed, No. 2 ........... @16
M ixed, 5c pkgs. dz. @45 
N u tm egs, 70-80 . . . .  @85 
N u tm eg s. 105-110 . .  @30
P epper, B lack  ........  @20
P ep p er, W hite  . . . .  @28 
P ep p er, C ayenne  . .  @22 
P a p 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 to n  . . . .  @26 
G inger, A frican  . . . .  @18
M ace. P e n a n g  ......... @1 00
N u tm eg s  ................... @30
P ep p e r, B l a c k ........... @25
P epper, W h ite  ......... @32
P ep p er, C ayenne  . .  @25 
P a p rik a , H u n g a ria n  @45

STARCH
Corn

K ingsfd rd . 40 lbs. . .  7%
M uzzy, 48 l ib . pkgs. 6 

K lngsford
S ilver G loss, 40 l ib . . .  7% 

Gloss
Argo, 24 5c p k g s .......... 90
S ilver Gloss, 16 31bs. . 7
S ilver Gloss, 12 61bs. ... 8%

M uzzy
48 lib . p ack ag es  ........... 6
16 31b. p ack ag es  ........... 5%
12 61b. p ack ag es  ........... 7%
501b. boxes ....................... 4%

SY RU PS
Corn

B arre ls  ............................. . 38
H a lf b a rre ls  ................... .. .  40
B lue K aro , No. 1%,

2 doz............................... 2 05
B lue K aro , No. 2, 2 dz. 2 40
B lue K aro , No. 2%, 2

doz.................................. 2 70
B lue K aro . No. 5, 1 dz. 2 85
Blue K aro, No. 10, %

doz.................................... 2 70
R ed K aro , No. 1%, 2

doz..........................  2 30
R ed  K aro , No. 2. 2 dz. 2 70
R ed  K aro , No. 2% 2dz. 3 40
R ed  K aro , No. 5, 1 dz. 3 30
R ed K aro , No. 10 %

doz......................... 3 10
P u re  C ane

F a i r  ...................................  16
Good ...............................  20
Choice ...........................  25

F o lger’s G rape Punch  
Q u arts , doz. case  . . .  6 00 

T A B L E  SAUCES
H alfo rd , 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-flred  Choice 35@37 
B ask e t-fired  F a n c y  38@45
No. 1 N ibs ...............  30@32
S iftings , bu lk  ........... 9@10
Siftings, 1 lb. pkgs. 12@14 

G unpow der
M oyune, M edium  . .  28@33 
M oyune, C hoice . .  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 @66

Oolong
F o rm o sa , M edium  . .  25®28 
F o rm o sa , C hoice . .  32@35 
F o rm o sa . F a n c y  . .  50@60 

E ng lish  B reak fas t 
Congou, M edium  . .  25@30
Congou, Choice ___  30@35
Congou, F a n c y  . . . .  40@60 
Congou, E x . F a n c y  60@80 

Ceylon
Pekoe, M edium  . . . .  28@30 
D r. P ekoe, C hoice . .  30@35 
F lo w ery  O. P . F a n c y  40@50

TOBACCO 
F ine  C ut

B lo t ...............................  1 45
Bugle, 16 oz...................  3 84
Bugle. 10c ...................  l l  00
D an  P a tc h , 8 an d  16 oz. 36
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 80
H ia w ath a , 16 oz..............  60
H ia w a th a , 5c ............... 5 40
M ay F low er, 16 oz. . .  9 36
N o L im it, 8 oz................. 1 86
N o L im it, 16 oz...........3 72
O jibw a, 8 an d  16 oz . 40
O jibw a, 10c ............... 11 10
O jibw a, 8 an d  16 oz. . .  42 
P e to sk ey  Chief, 7 oz. 2 00 
P e to sk ey  Chief, 14 oz. 4 00 
P each  and  H oney, 5c 5 76
R ed  Bell, 16 oz.................3 84
R ed Bell, 8 foil ........... 1 92
S terling , L  & D, 5c . .  5 76 
S w eet C uba, c a n is te r  9 16 
S w eet C uba, 5c . . . .  5 76 
S w eet C uba, 10c . . . .  95
S w eet C uba, 1 lb. t in  4 50 
Sw eet Cuba, % lb. foil 2 25 
S w eet B urley , 5c L& D  5 76 
S w eet B urley , 8 oz. . .  2 45 
Sw eet B urley , 16 oz. 4 90 
S w eet M ist, % gro . . .  5 76 
Sw eet M ist, 8 oz. . .  l l  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  ..........  41
D rum m ond N a t. L eaf, 2

an d  5 lb ...........................  60
D rum m ond N a t. L eaf,

p e r  doz.............................. 95
B attle  A x .......................  32
B race r, 6 an d  12 lb. . .  30 
B ig Four, 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 an d  12 lb. 58 
Gold Rope, 4 an d  8 lb. 58
G. O. P ., 12 an d  24 lb. 40 
G ran g er 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  Dip T w ist, 5

and  10 lb .........................  45
Jo lly  T a r, 5 an d  8 lb. 40 
J . T., 5% and  11 lb. . .  40
K en tu ck y  N avy , 12 lb. 32 
K eystone  T w ist, 6 lb. 45
K ism et, 6 lb .......................  48
M aple Dip, 16 oz............. 32
M erry  W idow , 12 lb. . .  32 
N obby Spun  Roll 6 & 3 58
P a rro t, 12 lb ...................... 32
P a tte r s o n ’s N a t. L e a f 98 
P eachey , 6, 12 & 24 lb. 43 
P icn ic  T w ist, 5 lb. . . .  45
P ip e r  H eidsieck , 4 & 7 lb 69 
P ip e r  H eidsieck , p e r  dz. 96 
Polo, 3 doz., p e r  doz. 48
R ed C ross .......................  30
Scrapple , 2 a n d  4 doz. 48 
S h e rry  Cobbler, 8 oz. 33 
S p ea r H ead , 12 oz. . . .  44 
S p ea r H ead , 14% oz. . .  44
S p ea r H ead , 7 oz........... 47
Sq. D eal, 7, 14 & 28 lb. 30 
S ta r, 6, 12 a n 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.............33
Y ankee  G irl, 12 & 24 lb. 33

S crap
All Red, 5c ...................  5 76
Am. U nion S c rap  . . . .  5 40
B ag  P ipe , 5c ............... 5 88
C u tlas, 2% oz...................  26
Globe Scrap , 2 oz........... 30
H ap p y  T h o ugh t, 2 oz. 30 
H oney  Com b Scrap , 5c 5 76 
H o n est S crap , 5c . . . .  1 55 
M ail Pouch, 4 doz. 5c 2 00
Old Songs, 5c ............. 5 76
Old T im es, % gro. . .  5 50 
P o la r  B ear, 5c, % g ro . 5 76 
R ed B and , 5c, % gro . 6 00 
R ed  M an S crap , 5c . .  1 42
Scrapp le , 5c p k g s ...........  48
S ure  S ho t, 5c, % gro. 5 76 
Y ankee G irl S c rap  2oz. 3 00 
P a n  H an d le  S crp  % gr 6 00 
P e ach ey  S crap , 5c . . .  6 76

I
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SPECIAL PRICE CURRENT 15 16 17

12 13
Sm oking

All Leaf, 2 ^  & 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 anner, 5c ...................  6 76
B anner, 20c ................. 1 60
B anner, 40c .................  3 20
Belwood, M ix ture , 10c i4
B ig Chief, 2% oz.......... 6 00
Big Chief, 16 oz........... 30
Bull D urham . 5c . . . .  6 00 
B ull D urham , 10c . . . .1 1  52 
Bull D urham , 15c . . . .  1 45 
Bull D urham , 8 oz. . .  3 65 
Bull D urham , 16 oz. . . 6  80
Buck 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
Black Sw an, 14 oz. . .  3 50
Bob W hite , 5c ............. 6 00
C arn iva l, 5c ................. 5 70
C arn iva l, % oz...............  39
C arn ival, 16 oz...............  40
C igar C lip’g  Jo h n so n  30
C igar C lip’g  Seym our 30
Id en tity , 3 an d  16 oz. 30 
D arby C igar C u ttin g s  4 50 
C o n tin en ta l Cubes, 10c 90
C orn C ake, 14 oz.......... 2 55
Corn Cake, 7 oz...........1 45
C om  Cake, 5c ............. 5 76
C ream , 50c pails  . . . .  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
Dills B est, 16 oz............  73
Dixie Kid, 5c ................. 48
D uke’s M ix ture , 5c . .  5 76 
D uke’s M ixture , 10c ..11  52 
D uke's Cam eo, 5c . . . .  5 76
Drum , 5c .......................  5 76
F. F . A., 4 oz.................. 5 04
F. F. A., 7 oz............... 11 52
F ashion , 5c ...................  6 00
F ash ion , 16 oz..................5 28
Five Bros., 5c ............. 5 76
Five B ros., 10c ......... 10 80
Five cen t c u t P lu g  . .  29
F  O B 10c ................... 11 52
F o u r R oses, 10c ........... 96
Full D ress, 1% oz. . . .  72
Glad H and . 5c ...............  48
Gold Block, 10c ........... 12 00
Gold S ta r, 50c p a ll . .  4 60 
Gail & Ax N avy , 5c 5 76
G row ler, 5c ...................  42
G row ler, 10c .................  94
Grow ler, 20c .................  1 fc5
G iant, 5c .......................  5 76
G ian t, 40c .....................  3 72
H and  M ade, 2% oz. . .  50
H azel N ut, 5c ........... 6 00
H oney  Dew. 10c . . . .  12 00
H u n tin g . 5c ...................  38
I X  L, 5c .......................  8 10
I X  L . in pails  ........... 3 90
Kiln D ried, 25c ........... 2 45
K ing  B ird, 7 oz.................2 16
K ing B ird, 10c ........... 11 52
K ing B ird, 5c .............  5 76
I.a T ttrka , 5c ............... 5 76
L ittle  G ian t, 1 lb ........... 28
L ucky S trike , 10c . . . .  96
T.e Redo, 3 oz...............10 ?0
Le Redo, 8 & 16 oz. . .  40
M yrtle  N avy, 1 0 c ___ 11 52
M yrtle  N avy, 5c ........... 5 76
M ary land  Club, 5c . . . .  50
M ayflower, 5c ..................6 00
M ayflower, 10c ............. 1 00
M ayflower, 20c ............. 1 92
N ig g er H a ir. 5c ........... 6 00
N igger H a ir, 10c . . . .1 0  70 
N igger H ead, 5c . . . .  5 40
N igger H ead, 10c ___ 10 56
Noon H our, 5c ........... 48
Old Colony, 1-12 gro. 11 52
Old Mill, 5c ................. 5 76
Old E ng 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 and , 1 oz............... 63
P a tte rs 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 eerless , 5c ................. 5 76
P eerle ss , 10c c lo th  . .11 52 
P eerless , 10c p a p e r  ..1 0  80
Peerless , 20c ................. 2 04
P eerless , 40c ...............  4 08
P laza, 2 gro. case  . . . .  5 76
Plow  Boy, 5c ................. 5 76
Plow  Boy, 10c ........... 11 40
Plow  Boy, 14 oz...........4 70
P edro , 10c ..................... 11 93
P rid e  o f V irg in ia, 1% . .  77
Pilo 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 JO 
6. f t  M., 5c g ro ss  . . . .  5 76

14
R ob 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 old ier Boy, 10c .........10 50
S tag , 5c ............................5 76
S tag , 10c ........................11 62
S tag , S oz. g la ss  . . . .  4 50
S tag , 90c g la ss  .......... 8 40
Soldier Boy, 1 lb ...........4 75
S w eet C aporal, 1 oz. 60
S w eet L o tus, 5c ........... 5 76
S w eet L o tu s, 10c . . . .1 1  62 
Sw eet L o tus, p e r  doz. 4 60 
Sw eet R ose, 2% oz. . .  30
S w eet T ip  Top, 5c . . .  50 
Sw eet T ip  T op, 10c . .  1 00 
Sw eet T ips, % g ro . . .1 0  80
Sun Cured, 10c ...........  98
S um m er T im e, 5c . . . .  5 76 
S um m er T im e, 7 oz. 1 65 
S um m er T im e, 14 oz. 3 50 
S tan d a rd , 5c foil . . . .  5 76 
S tan d ard , 10c p a p e r  8 64 
Seal N . C. 1% c u t p lug  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 62 
T h ree  F e a th e rs , and  

P ipe  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  f t 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 coil 5 76 
U nion L ead er, 10c

pouch .......................  11 62
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 ar P a th , 20c ........... 1 60
W av e  L ine, 3 oz..............  40
W av e  L ine, 16 oz........... 40
W ay  U p, 2% oz...........5 75
W ay  Up, 16 oz. p a ils  36
W ild  F ru it ,  5c ..............6 00
W ild  F ru it ,  10c ......... 12 00
Y um  Y um , 5c ..................5 76
Yum  Yum , 10c . . . . . . 1 1  52
Yum  Y um , 1 lb. doz. 4 80

CIGARS
P e te r  D ornbos B ran d s  

D ornbos S ingle
B inder .......................  35 00

In  300 lo ts  ................. 10 00
D ornbos, P e rfec to s  33 00 
D ornbos, B ism arck  70 00
A llan D. G ra n t ......... 65 00
A llan D ............................ 35 00
In  300 lo ts  ................. 10 00

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  Inv . 70 00 
D u tch  M as te rs  P an . 70 00 
D u tch  M as te r  G ran d e  65 00 
D u tch  M as te rs  5c size

(300 lo ts )  ............... 10 00
G ee 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 a n a d ia n  Club 
L ondres, 50s, 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  ...................  37
C otton , 4 p ly  ...................  37
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  ........... 17

V IN EG A R
W h ite  W ine, 40 g ra in  8% 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine , 100 g ra in  13

O akland  V in eg ar ft P ick le  
C o .'s  B ran d s

H igh land  ap p 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 ick lg  10 

P ac k ag e s  free.

W ICK IN G
No. 0, per g ro ss  ............. 35
No. 1, per g ro ss  .............  45
No. 2 p e r  g ro ss  ............. 55
No. 3, p e r  g ro ss  . . . .  85

W O O D E N W A R E
B ask e ts

B ushels .........................  l no
B ushels, w ide band . .  1 15
M ark et ................  40
Splin t, la rg e  ............... 4 00
Splin t, m edium  ............... 3 50
Splint, 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 utter P lates  
O vals

% lb ., 250 In c ra te  . . . .  86 
% lb., 250 in  c ra te  . . . .  35
1 lb ., 260 in  c r a t e ............  40
2 Tb., 250 In c r a t e ............ 50
3 tb ., 250 in c ra te  ............  70
5 lb ., 250 In c ra te  ............  90

W ire  E nd
1 tb ., 250 in c r a t e ............ 35
2 lb., 250 in  c ra te  ............  45
3 tb., 260 in c ra te  ............  66
5 lb., 20 in  c r a t e .............65

Churns
B a r re t  5 gal., each  . .  2 40 
B arre l, 10 gal., each  . .2  55

Clothes Pins 
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 iim n tv  D iunn ty , 12 dz.
N o. 1 com ple te  ...............  42
No. 2 com ple te  ...............  35
C ase, m edium , 12 s e ts  1 30

Faucets
Doric lined, 3 in. . . . . . .  70
Cork lined, 9 In...........  80
c o rk  lined . 1« in ............. 90

Mop Sticks
T ro ja n  s p rin g  .............  1 1°
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
Id ea l N o. 7 .................  1 16
121b. co tto n  m op h ead s  1 50

Palls
10 q t. G alvan ized  . . . .  2 50 
12 q t. G alvan ized  . . . .  2 75 
14 q t. G alvan ized  . . . .  3 00 
F ib re  ......................   4 00

T oo thp icks 
B irch, 100 packages  
Ideal .............................

2 Ofl 
85

T rap s
M ouse, wood, 2 ho les . .  22 
M ouse, wood, 4 ho les . .  45 
10 q t. G alvanized  . . . .  1 56 
12 q t. G alvan ized  . . . .  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 60
No. 2 F ib re  .................16 00
No. 3 F ib re  ................ 13 56
L a rg e  G alvan ized  . . .  9 00
M edium  G alvan ized  . .  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
Double P e e rle ss  ......... 6 00
Single P e e rle ss  ...........  4 50
N o rth e rn  Q ueen . . . .  4 50
Good E nough  .............  4 65
U nive rsal .....................  4 75

W indow  C leaners
12 in ................................... 1 65
14 in.  .............. 1 85
16 in .................... .............. 2 30

W ood Bowl«
13 in . B u tte r  ..............  1 75
15 in. B u tte r  ..............  3 15
17 in . B u tte r  ..............  6 76
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  . .  8% 
F ib re , M anila, colored
No. 1 M a n i l a ................... 8%
B u tc h e rs ’ M an ila  . . . .  7%
K ra f t  ................................ 10%
W ax  B u tte r , sh o r t 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 19

CHARCOAL
C ar  lots  o r  local sh ip m ents , 
bulk  o r  s acked  in paper  or  
jute. P o u l t ry  and s to ck  
charcoal.

DEWEY -  SMITH CO.. Jsckson.Mch.
S u c c e s s o r  tu M O  D E W E Y  C O

Y E A ST  C A K E
M agic, 3 doz.................. l  u
S unligh t, 3 doz...............1 00
S u n ligh t, 1% doz...........  60
Y east F oam , 3 doz. . .1  15 
Y east F oam , 1% doz. 86

TELFER’S K . COFFEE

R oasted
D w in e ll-W rig h t B ran d s

Jam o , 1 lb . t in  ........... 21
E d en , 1 tb . t in  ................27
B elle  Is le , 1 lb . p kg . 27 
B ism arck , 1 lb . pkg. 24 
V era , 1 lb. pkg. . . . .  22
K o ran , 1 lb . p k g ...........22
T e lle r’s  Q u a lity  26 . . 1 9
M osan ......................   18
Q uality , 20 .................... 16
W . J .  G. T e a  ...............  27
C h erry  B lossom  T e a  37 
T e tte r’s  C eylon . . . .  40

AXLE OREASE

1 lb. boxes, p e r  g ro ss  8 70 
3 lb . boxes, p e r  g ro ss  23 10

BA KIN G  PO W D ER  
K C

Doz.
10c, 4 doz. in  c a se  . . . .  90
15c, 4 doz. in  case  . .  1 35
25c, 4 doz. In  case  . .  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  to p  13 50

S pecial d ea ls  q u o ted  u p 
on req u est.

K  C B ak in g  P o w d er 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.

Royal

W hite  H ouse, 1 lb. ......... ..
W h ite  H ouse , 2 lb . .............
E xcelsio r, B lend, 1 lb ...........
E xce lsio r, B lend, 2 l b ........
T ip  T op B lend, 1 lb .............
R oyal B lend  ...........................
R oyal H ig h  G rade  .............
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 ran d  R ap id s; 
L ee f t  Cady, D e tro it;  Lee 
& C ady, K a lam azoo ; L ee  
f t  C ady, S ag in aw ; B ay  
C ity  G ro ce r C om pany, B ay  
C ity ; B row n, D avis  f t  
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 acu  Co.. 
Toledo.

«ALT

Clim ax, 100 oval c ak es  8 25 
G loss, 100 cakes, 5c sz  3 60 
B ig  M aste r. 100 b locks 4 00 
N ap h th a , 100 cak es  . .4  00 
O ak L eaf, 100 c ak 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  60 
S a ra to g a , 120 c ak e s  . .  2 50 
W h ite  F leece, 50 cks. 2 50 
W h ite  F leece, 100 cks. 3 25 
W h ite  F leece, 200 cks. 2 50

P ro c to r f t  G am ble Co.
L enox  .............................  3 50
Ivory , 6 oz...................... 4 16
Ivory , 10 oz .................... 7 00
S ta r  ................................ 3 40

S w ift f t  C om pany
S w ift’s  P rid e  ............. 2 86
W hite  L au n d ry  ...........  3 60
Wool, 6 oz. b a rs  ......... 3 85
Wool, 10 oz. b a rs  . . .  6 60

T rad esm an  C om pany  
B lack  H aw k , one box 8 25 
B lack  H aw k , five b x s  3 10 
B lack  H aw k, te n  b x s  3 00

Scouring
Sapollo, g ross lo ts  . .  9 50 
Sapolio, half gro. lots 4 85 
Sapollo, s ing le  boxes 2 40
Sapolio, h an d  ............... 2 40
Scourine, 50 cak es  . .  1 80 
Scourine, 100 cak es  . .  3 50 
Q ueen A nne S co u re r 1 80

S o a p  C o m p o u n d s  
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’Clock ...............  3 go

W A SH IN G  PO W O E R 8. 
Gold D u si

24 la rg e  p ack ag es  . . . . 4  30 
100 sm all p ack ag es  . .3  85

L au tz  B ro s .’ & Co. 
[A pply to  M ichigan, W is
consin an d  D u lu th , on ly j 

Snow  Boy
100 pkgs., 5c size ___ 3 76
60 pkgs., 5c s ize  ___ 2 40
48 pkgs., 10c s ize  . . . . 3  75 
24 pkgs., fam ily  s ize  . .3  20 
20 pkgs., lau n d ry  size 4 00

m
! lOo • f ie 96

%n> c an s i 85
SRI 6 os can s i 90

%R> c an s 2 60
%n> can s 3 75

M i r > cans 4 80
p jg 3R> can s 13 00

&n> cans 21 50

Morton’s  Salt
P e r  case , 24 2 lbs.......... 1 70
F iv e  case  lo ts  ............. 1 60

N a p h th a  
60 pkgs., 5c size 
100 pkgs., 5c size

..2  40 

..3  76

L a u tz
SO A P 
B ros.’ f t Co.

[A pply  to  M ichigan, W is 
consin  a n d  D u lu th , only.]
A cm e, 70 b a rs  ...........  3 05
Acm e, 100 cakes . 6c sz  3 60 
A corn, 120 cak es  . .  2 50

n  rZ P A T RICK BROTHERS’ SOAP CHIPS
White City CDiih Waihinf)................................
Tip Top (Caustic)........................................
No 1 Laundry 88 % Dry................................ .. ’  ..........
Palm Soap 88 %  D ry .................... 1

SEND FOR SAMPLES

Q ueen A nne
60 5c p ack ag es  .........  2 40
24 p ack ag es  ................ 3 75

O ak L ea f
24 p ack ag es  ................ 3 76
100 5c p ack ag es  ......... 3 75

BBLS.
.210 lb s . . .  
.250 lb s . . .  
.225 lb a . . . .  
.800 lb s . . .

W RITE
FOR

PR IC ES

T h e O nly Five Cent Cleanser
Guaranteed to Equal the Best 10c Kinds

Ritchen
«UENZEN

Ä - l c o u g

80 Cans........ $2.90 Per Case
SHOWS A PROFIT OF 40%

Handled by All Jobbers

Place a n  order with your jobber. If goods are not satis
factory return same at our expense.— FITZPATRICK BROS.

Economic Coupon Books
They save time and expense.
They prevent disputes.
They put credit transactions on cash basis. 
Free samples on application.

TRADESMAN COMPANY, Grand Rapids, Mich.
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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.

I - ■ "■ - ' ■ — ...-........... ■ ........ . • ■---- —
BU81 NESS CHANCES.

BIG BUSINESS
For Special Sales that are beneficial, successful and 

satisfactory and with no bad after effects, 
write or see

MERCHANTS NATIONAL SERVICE CO. 
National City Bank Building, Chicago, III.

We furnish the best of everything; service, results 
and recommendations. It is up to you.

O p p o rtu n ity  O f a  L ife tim e—H av e  m ade 
n ea rly  $18,000 in  a b o u t 2% y ea rs , b u t 
ow ing to  th e  fa c t  t h a t  I am  going  in to  
th e  w holesale  bu sin ess  w ill sell m y stock  
co n sis tin g  of d ry  goods, m en ’s  a n d  w om 
en s’ clo th ing , fu rn ish in g s , e tc . W ill in 
voice $16,000 to  $18,000 . S tock  an d  b u s i
n e ss  w ill s tan d  s t r ic te s t  in v estig a tio n . 
M y bu s in ess  in 1915 n e a r ly  $40,000. R en t 
$75 p e r m on th , long  lease . W ill m ake  
r ig h t p rice  to  th e  r ig h t p a rty . A ddress 
No, 635, c a re  M ich igan  T rad esm an . 635 

W e need a  ban k , g a rag e , g roce ry  
s to re , s te a m  lau n d ry , p ic tu re  show, 
p riv a te  school, g reenhouse , p h o to g rap h e r 
an d  jew e lry  s to re . A. M, G rosvenor,
C asselton , N o rth  D ako ta .___________ 691

D ollars  an d  L a u g h te r . D on’t  g row  g ra y  
w hile  m ak in g  m oney. L aB o rd e’s only 
good-hum ored  b u s in ess -b u ild in g  m a g a 
zine. F u ll of an ecd o te  a n d  inc iden t. 
C heck p ro te c to r  free  w ith  y o u r su b sc rip 
tio n  fo r  one y e a r  a t  $1. L aB o rd e’s M aga-
zine, M ansu ra , L ou isiana .____________706

F o r  Sale—Tw o b eau tifu lly  im proved  800- 
a c re  fa rm s ; seven  s to re  b u ild ings  on  m a in  
s tre e t ;  e ig h t re n tin g  ho u ses; 200 v a c a n t 
lots. E a s y  te rm s . T . A. B., P . O. Box 
266, C asselton , N o rth  D ako ta . 707

F o r  R en t—Only s to re  in  sp lend id  f a rm 
ing  co m m u n ity  w ith  tw o  chu rches , school, 
e tc . W rite  O. M. P e a rl, S t. Jo h n s, R. R.
8, M ichigon.______________________ 708

F o r  Sale—$10,000 g ro w in g  b u s in ess  of 
F . D. W rig h t, (deceased ). N ew , c lean  
s to ck  of tru n k s , bags, le a th e r  goods an d  
m en ’s  fu rn ish in g s , f ix tu res  a n d  a  5 -y ea r 
8 -m o n th s  lease . Id ea l loca tion , F lin t, 
M ichigan, th e  c o u n try ’s  m o s t rap id ly  
g ro w in g  c ity . T e rm s  ca sh  o r  equ iva len t. 
G eorge D. W rig h t, execu to r, 525 S ou th
Sag inow  St., F lin t, M ichigan._______ 709

F o r  Sale—P lu m b in g  an d  h e a t in g  an d  
sh ee t m e ta l b u siness , good loca tion , no 
com petition , la rg e  re s o r t  b usiness. Good 
chan ce  to  in c re a se ; a t  p re s e n t do ing  a  
bu s in ess  o f $10,000 a  y e a r . F o r  p rice  an d  
te rm s  w rite  o r  call D . V an  V olkenburg ,
W h iteh a ll, M ichigan.________________ 710

F o r  Sale—One of th e  b e s t  h a rd w a re  
s to ck s  in  th e  b e s t to w n  in  S o u th e rn  
M ichigan. O nly t in  shop  in  tow n. W ill 
in v en to ry  a b o u t $5,000. W ill se ll o r  tra d e  
fo r  sm all fa rm . M ust be close to  good 
tow n. F . E . S., c a re  of M ich igan  T ra d e s 
m a n _________________________________ 711

F o r  Sale—F irm ly  e stab lish ed , nice, 
c lean  s to ck  of g roceries, h a rd w a re , p a in ts , 
a u to  supp lies  an d  sp o rtin g  goods s i tu a te d  
in th e  b e s t b u s in ess  to w n  in  N o rth e rn  
M ichigan. B u sin ess  e stab lish ed  e ig h teen  
y ea rs . R eason  fo r  selling—w ish  to  re tire . 
Only th o se  w ho  m ean  bu s in ess  need  rep ly . 
S tock  w ill In v en to ry  $19,000. C an be  r e 
duced. A ddress  No. 712, c a re  T rad esm an .
______________________________________ 712

F o r  Sale—G eneral s to re  in  sm all r a i l 
ro ad  to w n ; r ich  fa rm in g  com m unity . 
Y early  bu s in ess  av e rag e  $30,000. M u st be 
sold to  close e s ta te . E x t r a  good chance  
fo r  a  D ane. W rite  quick , F red  A. G lea-
son, G reenville , M ichigan.___________ 713

F o r Sale—B ow ser F il te r in g  S ta tio n . 
H av e  d raw n  b u t 1,100 ga llons th ro u g h  it. 
C ost $261. W ill ta k e  $200. C. E . M esler,
S tan to n , M ichigan.___________________ 714

F o r Sale—E sta b lish ed  d ry  goods a n d  
lad ie s ’ re a d y - to -w e a r  business . C lean  up - 
to -d a te  s to ck  o f a b o u t $18,000. B es t lo
c a tio n  in lively  C en tra l M ichigan c ity  of 
10,000. B u sin ess  sa tis fa c to ry  b u t ow ner 
m u s t re tir e  because  of ill h e a lth  . W rite  
f o r  p a rtic u la rs . A d d ress  No. 688, c a re
M ich igan  T rad esm an .________________ 688

E x ce llen t O pening—F o r a  b a za a r , fu rn i
tu re  a n d  u n d e rta k in g  b u siness . A new  
tw o -s to ry  b rick  bu ild ing , 29% fe e t by  80 
fee t. W ired  com ple te ly  fo r e le c tr ic ity ; 
b a sem en t a n d  firs t floor h e a ted  b y  a  fu r 
nace. A 50 -barrel c is te rn  fo r so ft w a te r  
in  b asem en t. T he  e n tra n c e  to  th e  b a se 
m e n t is level w ith  th e  su rface  o f th e  
g round . T h is  bu ild ing  is  c en tra lly  loca ted  
on th e  m ain  s tre e t .  P a r t ie s  in te re s ted  
phone o r  w rite  F ra n k  W eb e r o r  R oy T. 
W eber, S a ran ac , M ichigan. 703

F o r Sale—F u rn itu re  and  u n d e rta k in g  
b u s in ess  in good S o u th e rn  M ich igan  tow n. 
Invo ice  a b o u t $5,000. D oing a  p ay in g  
business . B u ild ing  can  be  re n te d . V ery  
good location . P re s e n t ow ner does n o t 
c a re  fo r  u n d e r ta k in g  b u sin ess . A ddress 
No. 695, c a re  M ich igan  T rad esm an . 695

P artn e r  W anted—An experienced and 
up -to -date  p artn er w ith  $6,000 to $7,000 
to invest for half share in a  good up-to- 
date  dry goods and furnishings store in 
the best and m ost prosperous town in 
Upper Peninsula. Anyone interested, 
w rite a t  once. P a rtn er, care Michigan 
Tradesm an. 684

For Sale—Stock of dry goods, carpets, 
shoes, ladies’ cloaks and m en’s fu rn ish
ings. Invoice about $12,000 in county seat 
of Livingston county. Good chance if 
taken  a t once. Goodnow & Gartrell, 
Howell, Michigan._________________ 692

Special F or R ent—Two single stores 
adjoining, size 20 x o0 each, basem ents 
sam e size. Location on prom inent side 
s tree t 125 feet from  m ain business stree t. 
Demand here for large grocery and m ar
ket; also hardw are and general store. 
Address S. P. L antz, 428 Michigan Ave., 
W., Lansing, Michigan. 693

Collections—L ist your unpaid accounts, 
notes and claim s w ith us; collections 
everywhere by bonded representatives; no 
collection, no pay. Allen M ercantile Serv
ice, 518 R ialto Bldg., K ansas City, Mo.

694

Mr. M erchan t:
Do you w a n t to  sell yo u r s to ck ?
Do you need m oney?
Do you w a n t a p a r tn e r?
Do you w a n t to  disso lve p a rtn e rsh ip ?
Do you w a n t to  Increase  th e  volum e 

of business?
Do you w a n t to  c u t y o u r overhead  

expense?
Do you w a n t to  collect y o u r o u t

s tan d in g  acco u n ts?
If you a re  In te res ted  in any  of th e  

above q uestions, w rite , w ire  o r phone 
us to r  free  in fo rm ation  a t  o u r  expense 
w ith o u t ob liga ting  y o u rse lf in any  
w ay. LYNCH BROS.,

B usiness D octors.
28 So. Ionia A ve.,
G rand R apids, Mich.

F or Sale—Very live and progressive de
partm ent store in a  good city of 65,000 
doing an annual business of $60,000. All 
clean staple merchandise, no dead stock. 
This store is m aking money for the 
owners, bu t owing to disagreem ent store 
m ust be sold. P resen t stock about $30,000 
but can reduce to suit purchaser. Ad
dress No. 566, care M ichigan T radesm an.

566

For Sale—Cheap if sold a t once, Stevens 
No. 12 refrigerator, 7% x 10 x 10 ft. high. 
Cannot tell it from new. Lock Box 103, 
Thompsonville, Michigan. 663

Cash Buyers of clothing, shoes, dry 
goods and furnishings. P a r ts  or entire 
stocks. H. Price, 194 F orrest Ave. E ast, 
Detroit.____ ________________________ 678

F or Sale A t a  B argain—125 feet of 
shelving, one modem  8-ft. candy case; 
one 12-ft. table; two 10-ft. tables; one 
9-ft. table. These fixtures are  all nearly 
new and are  painted red, and exactly 
w hat is being used in the up -to -date  5 
and 10 cent stores. F o r prices, address 
Rowe & Beebe D epartm ent Store, P o rt
land, Indiana. 697

W anted—W ill pay cash for a  going r e 
tail hardw are business in a  small, live 
town. Give full particulars, including 
am ount invested and volume of business. 
Address No. 698, care Tradesm an. 698

Commission Salesmen—W e wish to 
correspond w ith salesm en calling on 
hardw are jobbers, wholesalers, and large 
departm ent stores. You can increase 
your income by getting  orders on our 
fibre chair sea ts as a  side line. W e pay 
liberal commission. The U nited Chair 
Seat & Novelty Co., No. 61 E a st 10th St., 
New York City. 700

General M erchandise Auctioneer—Ten 
years success closing out and reducing 
stocks. Reference any  reliable m erchant 
in Cadillac. Address W. E. Brown, Cad
illac. Michigan. 530

Auctioneers m ake $10 to $50 per day. 
How would you like to be one of them. 
W rite to-day. Big free catalogue. Mis
souri Auction School. L argest in the 
world. K ansas City, Missouri.______624

Simplify Your Book-keeping—B ern
h ard t’s date  num ber index system  enables 
you to keep track  or your debts, stock 
and bills; instan tly  recognize your slow 
moving stock from  your quick sellers 
Tell when you bought it, on w hat bill 
num ber and w hat you paid for it, by a 
glance a t the  index num ber and code on 
the stock. P rice 50c. M. B ernhardt, 31 
Curtis PI., New Brighton, N. Y. 679

Stores and Business Places—Bought, 
sold and exchanged. No m atte r where 
located I bring buyers and sellers to
gether. If you w ant to buy, sell or trade 
any kind of business or property, an y 
where a t  any price, w rite me. E stab 
lished 1881. Bank reference. Address 
F rank  P. Cleveland, 1609 Adams Express 
Bldg., Chicago. 655

For Sale Or Rent—Good store building 
with living rooms above. B arn in rear. 
W ell located on Main stree t, K ent City. 
A good live town. Excellent opportunity 
for general store, hardw are or furniture  
and undertaker. B. N. K eister, Bell 
Phone 87, Sparta, Michigan. 676

F or Sale—An unusual opportunity to 
purchase an old established undertaking 
and picture fram ing business in best city 
of 5.000 in Southw estern Michigan. Coun
ty seat. This business is in first-class 
shape and equipm ent is of the  highest 
class. One com petitor. Best location, 
cheap rent. Address No. 665, care T rades
man. 665

CASH R E G IS T E R S —W e buy, sell and 
exchange all m akes of registers, also re 
pair, re-build and refinish all makes. Let 
us quote you price from V ogt-Bricker 
Sales Co., 211 G erm ania Ave., Saginaw, 
Michigan. 646

Business Chance—Fine location center 
of village of W ayland, Michigan. Store 
building and sm all general stock. Lot 
100 by 200 feet on Main street. Large 
barn and warehouse. U nsurpassed loca
tion for general store, im plem ents and 
garage combined. P roperty  forced on us 
and we cannot hold sam e long. Will go 
a t a  bargain. Cash or will trade  for 
improved property in Grand Rapids. Ad
dress Commercial Savings Bank, Grand 
Rapids, Michigan. 674

For Sale—General m erchandise stock of 
goods located in a good farm ing town 
in Central Michigan. Some one can get 
a  bargain by w riting to No. 675, care 
Michigan T radesm an. 675

Buy old false teeth, m ake money; any 
locality; g rea t dem and; 200 per cent, 
profit; new business. Not overdone. In 
structions 25c. F. Dean. 67 A. Orange, 
M assachusetts. 683

M erchants P lease Take Notice! W e 
have clients of grocery stocks, general 
stocks, dry goods stocks, hardw are stocks, 
drug stocks. W e have on our list also a 
few good farm s to  exchange for such 
stocks. Also city  property. If you wish 
to sell or exchange your business w rite 
us. ' G. R. Business Exchange, 540 H ouse
man Bldg., Grand Rapids, Mich. 859

Stocks W anted—W rite  me if you w ant 
to sell or buy grocery o r general stock. 
E. K ruisenga, 44-54 Ellsw orth Ave., 
Grand Rapids, Michigan. 304

The M erchants Auction Co., Baraboo, 
W isconsin. The m ost reliable sales con
cern for closing out, reducing or stim u
lation. W rite for inform ation. 585

Safes Opened—W . L. Slocum, safe ex
pert and locksmith. 128 Ann St., N. E., 
Grand Rapids, Michigan. 104

Will pay cash for whole or p art stocks 
of merchandise. Louis Levinsohn, Sag
inaw, Michigan. 757

H E L P  W A N T E D .

W anted A t Once—Clerk for general 
store in country. M ust be good worker 
and have had some previous experience. 
Desmond Charcoal & Chemical Co., 
Thompsonville, Michigan. 699

W anted—At once. Experienced m eat 
cu tte r and sausage m aker. E. D. Hughes, 
Pentw ater, Michigan. 640

W anted—Girls and Women. Steady 
work; $1 a  day to beginners w ith ad 
vancem ent. Room and board w ith all 
modern conveniences, including the  use 
of the laundry, a t  the company’s board
ing house a t $3 a  week. F o r inform ation 
w rite W estern  K nitting  Mills, Rochester, 
Michigan. 502

Prepare For W inter
D on’t Get Cold Feet

A n E x te n s io n  T elephone a t  th e  head of th e  s ta ir s  w ill 
sa v e  m an y  u n n e c e ssa ry  s te p s

T h e  ca ll in  th e  n ig h t m a y  be th e  im p o r ta n t  o n e  

A n  E x te n s io n  T elephone c o s ts  b u t a few  c e n ts  a d ay  

C a ll C o n tra c t  D ept. 4416

C itizens T e lep h o n e  C om pany

WHY Michigan People should use 
Michigan Flour made from 
Michigan Wheat

1— I t  e x ce ls  a ll o th e r  flours in  flavor.

2— I t  e x c e ls  a ll o th e r  flours in  co lo r (w h iteness .)

3— I t  e x c e ls  a ll o th e r  flours fo r  b read -m ak in g .

4— I t  e x c e ls  a ll o th e r  flours fo r  p a s try  m ak in g .

5— I t  req u ires  less  sh o r te n in g  an d  sw e e te n in g  th a n  a n y  o th e r  flour.

6— I t  fills e v e ry  household  req u irem en t.

7—  M ich igan  m e rc h a n ts  shou ld  sell, and  M ich igan  people should  buy
M ich igan  flour m ade fro m  M ich igan  w h e a t fo r  e v e ry  reaso n  
t h a t  c a n  be ad v an ced  f ro m  a re c ip ro c ity  s ta n d p o in t.
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Boomlets Prom Bay City.
Bay City, Dec. 26—John Lanske, 

formerly of Omer, has recently open
ed a meat market in Standish. John 
understands the meat business and, no 
doubt, will conduct an up-to-date 
market.

Thomas Bryce, who is engaged in 
the general merchandise business at 
Twining, is undoubtedly the oldest 
active merchant in Michigan, having 
recently passed his 92nd birthday. 
Aside from an occasional rheumatic 
pain, he is enjoying the best of health, 
and to all appearances will live to 
reach the century mark.

The Bay City Automobile and Ac
cessories Dealers’ Association will 
hold its annual show in the National 
Guard armory Feb. 7 to 10, and ex
pects to have one of the best shows 
ever held in the State. The Chevrolet 
Motor Co.’s band, consisting of forty 
pieces, will donate its services during 
the entire period of the show.

The North American Construction 
Co., manufacturer of the famous Alad
din ready-cut houses, has decided, in 
order to avoid a long-existing con
fusion of two names in connection 
with its business, to change the cor
porate name to the Aladdin Company. 
The personnel, policy, management 
and ownership of the company will 
not be changed.

Walter D. Young, one of Bay City’s 
most influential business men, died 
Saturday morning. His death was due 
to bronchial pneumonia. Mf. Young 
wTas interested in many of the indus
tries of the city. He was President 
of the Young Cattle & Packing Co., 
of the Island Lumber Co. and the 
German-American Sugar Co.; also 
owner of the International Mill & 
Timber Co., manufacturer of ready- 
cut houses and the W. D. Young hard
wood maple flooring factory, the larg
est in the world.

William Grawberg, Rose City, 
formerly engaged in the grocery and 
meat business, which he sold to W.
H. Starks & Son, has repurchased 
the meat business and will continue 
the same. Mr. Grawberg is also in
terested in farming and cattle raising, 
having at the present time over 100 
head of cattle.

The Commonwealth Power Co. has 
commenced operations on its new 
dam on the Au Sable River, seven 
miles from Oscoda. It has already 
over 100 men at work and when the 
work is well under way will employ 
several hundred. Dan McCraig, who 
for the past three years has covered 
the territory north of Bay City for 
Symons Bros. & Co., Saginaw, has re
signed and will conduct a general 
store at the site of the dam.

The products of many of Bay City’s 
industries are shipped to all parts of 
the world. The Michigan Pipe Co. 
has just shipped a carload of wooden 
pipe to Borneo via Tacoma and Hong 
Kong. The company is filling an or
der for five miles of pipe to be ship
ped to Cuba. The plant is running 
fourteen hours a day and will soon be 
operating double shifts.

Bay City’s new insurance company, 
the Agricultural Life, has written over 
$200,000 business the past three 
months and expects to do at least $2,- 
000,000 worth of business by the end 
of 1917.

J. C. McCabe, the hustling Secre
tary of the Board of Commerce, is 
a Bay City product and has done 
more to advertise the city and secure 
new industries than all the high priced 
professional secretaries the Board 
ever employed. His latest advertising 
stunt is a rubber stamp bearing the 
slogan^ “Bay City, the Glad Hand 
Town,” which is given to all traveling 
men hailing from Bay City to be used 
on hotel registers. It has made a 
great hit and is being used pretty 
generally throughout the State.

The Detroit Apron Co.’s local 
branch, located on Midland street, is

doing a very satisfactory business. 
Sixty machines are being operated 
now and thirty more will be added in 
a short time. Labor and other condi
tions are so satisfactory in Bay City 
that the management is considering 
making this city its principal manu
facturing plant.

Thanks, Mr. Stowe and the Trades
man Company, for the beautiful 
Christmas gift received Saturday. 
Here’s wishing you a happy and pros
perous New Year. W. T. Ballamy.

Late News Items From Detroit.
The annual meeting of the Detroit 

Retail Druggists Association will be 
held at the Fellowcraft Club and will 
be preceded by a banquet to which all 
members of the Association are in
vited. There are vital reasons why 
the membership should be well rep- 
resehted at this meeting. The recom
mendation of the Executive Commit
tee with regard to State Legislation 
affecting the sale of liquor in drug 
stores after the enforcement of State 
wide prohibition is to be taken up 
by the meeting.

David W. Laughlin, representing 
the Pluto Company, is spending the 
entire month of December calling on 
the trade.

Ed. Oatman has disposed of his 
drug store at 408 Mack avenue to 
George A. Marshall and B. F. Barnes. 
Mr. Marshall comes from South Bend, 
Ind., and Mr. Barnes from Logans- 
port. Mr. Oatman retires from the 
drug business to push the sale of a 
couple of patents he is interested in. 
He started for Denver, Colorado, the 
second week of December.

Frank Perrault, for the past two 
years pharmacist at Harper Hospital, 
has purchased the Fisher Pharmacy, 
located at Fisher and Gratiot avenue 
from the owner, W. G. Draves.

Max. R. Knoppow has purchased 
the drug store of Goldman Bros., 1069 
Hastings street. Goldman Bros, op
ened the store one year ago in De
cember, as a branch, to take care of 
their families who had moved from 
the old neighborhood, putting Mr. 
Knoppow in charge, the ownership 
of ■which he now assumes.

Joseph C. Moeller, druggist at 594 
Gratiot avenue, recently suffered a 
very great loss in the death of his 
father who passed away at the age 
of 86 years, leaving an estate valued 
at upwards of a million dollars, ot 
which his son, Joseph, will receive 
one-sixth. Newspapers wrote column» 
of eulogies of Mr. Moeller who came 
to this city with nothing and accumu
lated this great fortune in the build
ing of homes.

Sidelights on Celery City and Envi
rons.

Kalamazoo, Dec. 26—The Kalama
zoo Stationery Co. has closed the 
most successful year in its history. 
Bertrand Hopper, Secretary, Treas
urer and General Manager, announces 
that the total production and sales 
for the past twelve months are well 
over a million dollars.

The Cook Standard Tool Co., 317- 
319 East Kalamazoo avenue, has filed 
articles of incorporation with the 
Secretary of State, capital being plac
ed at $100,000.

L. J. Kent, of Bellevue, has suc
ceeded J. H. York & Son in the gro
cery business.

George R. Perry, of Grand Rapids, 
called on the jobbers of our city 
this week. George looks younger 
every time we see him and it is an 
honor to number him among one’s 
friends.

Carl Moore, of Battle Creek, has 
moved into his new store on Jefferson 
avenue. For the past six months his 
business has increased so rapidly that 
it was necessary for him to double his 
floor space.

George Salter, formerly of our city, 
is making his home in Niles. George 
is representing the Friedmap Co., of 
Chicago, in Southern Michigan.

W. S. Cook.

Flakes From the Food City. 
Battle Creek, Dec. 26—With our 

hearts full of Christmas cheer, our 
pocketbooks full of shekels gleaned 
from the largest holiday trade we 
have ever had, we can write little 
more than a few words of thankful
ness and appreciation over the many 
good things that have come to us. 
Everyone in Battle Creek, is, we be
lieve, happy. We have, in a measure, 
been favored with a major portion of 
what we wanted for Christmas. The 
poor were all taken care of by the 
city, assisted by the Salvation Army, 
Battle Creek Elks and many other 
kindred societies. We of better cir
cumstances, of course, took care of 
ourselves.

The rapid growth of the Battle 
Creek Roofing and Manufacturing Co. 
has necessitated its removal to larger 
quarters and it has, therefore, rein
carnated the Javril building, an old 
food factory, and has equipped the 
same in a modern way to manufacture 
its high grade lines of paints and 
varnishes.

We have in times past condemned 
the interurban railway service, but 
now we take off our hats to them for 
the efficient way they handled the 
holiday rush and the nearness to 
scheduled time they have run their 
trains, as compared with steam roads.

The membership committee of Bat
tle Creek Council report at this time 
a good start towards the banner 
meeting in January, when an outside 
council will be called upon to assist 
in caring for the initiation of the 
many candidates on hand at that time.

The Battle Creek Novelty Co. is 
the home of a newly-organized manu
facturing concern started here with a 
building on River street. Toys will 
be the principal article made. Several 
of Battle Creek’s already successful 
business men are financing the enter
prise and this assures us of its success.

A two mile cement road, connect
ing Battle Creek proper with the 
Springfield Place addition, is nearing 
completion and will prove a valuable 
asset to the business prosperity of the 
city, inasmuch as it gives better access 
to the principal manufacturing district 
in that direction.

Battle Creek is mourning the loss 
of one of her most noted and highly 
respected citizens in the death of Al
fred B. Tozer, which occurred Friday, 
December 22, at his home here. Mr. 
Tozer was nationally known as a 
short story writer, but his modesty 
kept many of his most intimate 
friends from knowing this. However, 
it is a wonderful monument he has 
builded for himself and the memory 
of his name will ever be before his 
many friends through his many phil
anthropies and the honest literary 
convictions he has written.

Now that 1916 is almost gone and 
the time to make resolutions for 1917 
is at hand, let us give our best efforts 
and earnest considerations and base 
our good resolutions on the strength 
of the errors we have made during 
1916. Let us all make up our minds 
to give our employers or our business 
just a little better service and atten
tion, to resolve to do it better in 
every instance, and, most of all, to 
remember the fellow who is below us 
and needs a helping hand. I am sure 
we will all enjoy a mighty prosperous 
New Year and everybody will be hap
py then.

We wish the Michigan Tradesman 
a New Year of even greater prosper
ity and success and hope that Mr. 
Stowe, its editor, may be further in
spired in those business writings 
which mean so much to Tradesman » 
readers. Otto L. Cook.

Arthur N. Borden’s Own Department.
Grand Rapids, Dec. 26—The best 

dancing party of the season is to be 
given Saturday night, Dec. 30, at the

U. C. T. Council Chamber. The la
dies have this party in charge and, 
as we all know, when these ladies do 
things, they do them right. A whole 
lot of extra tickets have already been 
sold for this dance and we are sure 
there will be a good lively crowd in 
attendance. Don’t forget to come and 
invite your friends. Let us make this 
the big dance of the year. A fine 
luncheon will be served after the 
dance, which will be worth at least 
half the price of admission. The reg
ular charge is $1 per couple and 25 
cents for extra ladies. Don’t forget 
the date, Saturday, Dec. 30. This 
party will also be featured by the 
various costumes worn. It will be a 
costume party, but not a masquerade. 
Wear any kind of costume that you 
wish. Represent any character that 
you prefer, but do not mask.

A big home coming and pot-luck 
supper will be given Saturday night, 
Jan. 6, at the Council Chamber. This 
is on our regular meeting night. Bring 
your family and bring a prospective 
candidate for membership and his 
family if you wish and bring a basket 
of supper for your family and enough 
to provide for your invited guest. 
The delicacies and coffee will be fur
nished. We will eat at 6:30 p. m. and, 
after supper, will have dancing, card
playing, amusements of all sorts to 
please all who come. Come every
body and enjoy the best time of the 
year. This will be a meeting different 
than any we have ever had before. 
Saturday night, Jan. 6, at 6:30 p. m.

Saturday night, Jan. 20, the officers 
of Grand Rapids Council will go to 
Battle Creek to put on the ritualistic 
work f°r Battle Creek. All members 
of the Council are earnestly invited to 
go with the officers and show the Bat
tle Creek boys that we are alive. The 
fellows at the Food City are a fine 
bunch and they will show us a good 
time. We will leave Grand Rapids 
on the Kalamazoo Electric at 3:30 p. 
m. and arrive at Battle Creek at 5:29 
p. m. and leave there at 10:10 p. m 
and arrive here at 1 a. m.

Art Borden.

. -Potatoes.
Buffalo, Dec. 27—Creamery butte 

4°cj first 38@39c; commo 
db(a>37c; dairy, common to choice, ; 
(g.88c; poor to common, all kinds. ; 
@|29c. ’

Beans—Medium, $6.50, pea, $6.5 
Ked Kidney, $7.25; White Ki, 
ney, $7.25; Marrow, $7.50@7.75.

Cheese — No. 1 new, , 23@23}^ 
choice, 23c.

Eggs Choice, new laid, 48(5)50
oo5̂ nery’ 50@55c; storage cai died, 33@$5c.

Poultry (live) — Fowls, 16@20i 
springs. 16(ai21c; old cox, 13(5)14

25@2S8c18@S0C; gCeSe’ 17@18c; turk

^ rr.eS!fd ,PouItry—Turks, per lb., c 
@33c, ducks, 20@24c; geese, 20@22< 
chicks, 18@25c; fowl, 18@22c

Potatoes—$1.70@1.80 per bu.
—— — ____—_Eea^&^V^itzig.

________B U SIN B 88 C H A N C ES.
Good O pportunity—E ntire  stock 

house furnishings including wall nan) 
and paints. Also fixtures, delivery was 
ons and new m otor truck. Establishe 
twenty-five years. Over hundred thou 
sand business. M ust be sold a t  onc< 
Howard Furn itu re  Co., Port Huron, MUd

Florida—Do you intend visiting 
land of health  and sunshine th is win! 
If so, w rite M. J. Hoenig, Prop H  
Palm s, W est Palm  Reach, Florida 
instructive booklet. r ia a ’7;

w « u r  ^®nt~:u P‘to -date  m eat marl 
W ell equipped w ith all modern flxtu

= f1?g tru frLgerating  P,an t and slaugl house in the basem ent. Good barn in 
h^ing rooms over m arket. Old 

Jahlished business in the sam e local 
for the  p ast tw enty-five years. W ill t 
m arket including tools and fixtures 
wil ren t building and sell tools and 
tures. Outside business dem ands owni 
attention . A. T. Pearson, Frem ont, M:

mailto:7.50@7.75
mailto:1.70@1.80

