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The War Lord’s Rest

I wonder if the kaiser’s sleep is sound,

Or if in dreams that startle him awake 

He hears dead voices issue from the ground „

And sees the ghosts of fallen hosts that shake 

Their grisly fists before his staring eyes;

I wonder if about the imperial bed 

He does not feel a force malignant rise
—The living curses of the murdered dead!

I wonder if the kaiser’s sleep is sound,

Or if in eerie stretches of the night.

He faces God in terrible affright,

The God he has blasphemed, the God he crowned 

With Prussian bays for Prussian deeds of hate!

I wonder if he finds true rest in sleep 

While little children moan and women weep 

Because his lust for empire waxed too great!

He drew the sword and drenched the world in blood;

He plunged mankind in agony profound;

I wonder if, amid this crimson flood,

The kaiser’s sleep is sound!

Berton Braley.

* ********* a****»****************************************1*********************************1 I*************



P e r e  M a r q u e t t e  R a i l w a y  C o .

FACTORY SITES
AND

Locations for Industrial Enterprises in 
Michigan

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

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

Addre"  GEORGE C. CONN,
Freight Traffic Manager,

Detroit, Michigan

Dick’s “Blizzard” Ensilage Cutters
Made in 

Eight Sizes 

to Suit 

Every Need

SAFEST,

LIGHTEST-
RUNNING,

MOST
DURABLE.

See our full line on display at COLISEUM ANNEX, Commerce Ave.
Where we have temporary offices until our 

new building is completed.

CLEMENS & GINGRICH CO.
Wholesale Distributors Grand Rapids, Michigan

Geresota
Flour

Always Uniformly Good

Made from Spring Wheat at 
Minneapolis, Minn.

Judson Grocer Co.
The Pure Foods House

Distributors
G RA N D  RAPIDS, MICHIGAN

SAVE THE FR U IT CROP
Our newspaper advertising is 

teaching housewives the economy 
and nutritive value of preserved 
and canned fruits. This will tend 
to stop the great waste of fruit 
and to increase the consumption 
of jams, jellies and preserves.
This advertising will also greatly 
increase the sale of Franklin 
Granulated Sugar.

Franklin Granulated 
Sugar is sold in 1, 2 
and 5 lb. cartons and 
in 2, 5, 10, 25 and 
50 lb. cotton bags.

The Franklin Sugar Refining Company
PHILADELPHIA

D U T C H  M A S T E R S  
C IG A R S

Made in a Model Factory
Handled by All Jobbers Sold by All Dealers

Enjoyed by Discriminating Smokers

G. J. JOHNSON CIGAR CO., Makers
GRAND RAPIDS
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GERMANYl’S WEAK SISTERS.
The announcement that Germany 

intends henceforth to foot all bills 
incurred in the war by her allies. 
Bulgaria and Turkey, should occa
sion no particular surprise. To all 
intents and purposes she has been 
doing just that since the war’s be
ginning. From the outset she has 
had to supply them with almost all 
the sinews of war in payment for 
which she has had to take their de
preciated paper currency. Moreover, 
in the case of Turkey, this paper has 
actually been guaranteed by her, be
cause without such guarantee Turkey 
could never have raised any money 
for the expenses of war. In the Ot
toman empire over a billion and a 
half dollars’ worth of this currency 
has been floated, an enormous sum 
for a state practically bankrupt even 
in peace times. The only advantage 
of a guarantee such as that described 
over an outright gift seemed to con
sist in the opportunities it would pre
sent for meddling with Turkey’s in
ternal arrangements. Now it appears 
that both Turkey and Bulgaria have 
insisted on the outright gift method 
of subsidy. They doubtless main
tain that the war no longer involves 
their own existence. As far as they 
themselves are concerned, they could 
make peace on almost a moment’s 
notice. Hence their extraordinary 
spirit of fidelity to a losing cause 
must be paid for by the ally who is 
losing.

The whole incident illustrates how 
their Balkan allies, and more espe
cially Turkey, have become a source 
of weakness to the Germans. Not 
only financially are the Turks un-i 
able to support themselves, but also 
economically. In the war’s earlier 
stages, the Ottoman empire furnish
ed a certain amount of food, chiefly 
grain, meat, and olive oil, to her Teu
tonic allies. At that time she also 
had sufficient fuel in the forest of 
Asia Minor and Syria for her railroads 
and few industries. Now, however, 
the situation has completely changed. 
Turkey is no longer able to feed her
self, far less export any supplies. 
Most of the little wheat taken in the 
Rumanian campaign had to be sent 
to replenish Constantinople’s depleted 
stocks. Turkey’s forests have befcn

all cut down to meet the coal short
age, and now Germany must send 
daily shipments of coal to the Dar
danelles for use in the capital and on 
the Turkish railroads. Naturally, all 
war munitions, with the exception of 
the small quantities manufactured in 
a few Turkish factories, must be sent 
from beyond the Danube. And then 
there is the constant demand from 
the Turks that Germany take steps 
to regain Bagdad and Arabia and pro
tect Syria. The Germans need every 
man and gun on their own frontiers, 
yet, in spite of that fact, it seems they 
have been forced to send Falkenhayn 
to conduct a campaign against the 
English. Indeed, were it not on ac
count of the moral effect and the op
ening of the Dardanelles for the re
lief of Russia, the loss of Turkey as 
an ally would not be Germany’s 
greatest misfortune.

ELEMENTS OF UNCERTAINTY.
So far as enterprise and future com

mitments are dependent on National leg- 
gislation, there still remain the same 
elements of doubt and uncertainty 
which have been impending for a long 
period. The food, feed, and fuel con
trol measures have been whipped into 
shape in which they will probably be 
enacted into law. But the same cannot 
be said of the war revenue propositions. 
Yet these latter must needs have a very 
important influence on the future con
duct of business. It has not even yet 
been determined what proportion of the 
war expenditures is to be secured from 
taxes and what from bond issues. Fur
ther away still is the decision as to the 
excess profits tax. Concerning the lat
ter it would seem as though the business 
interests in general have ceased to op
pose the measure in the abstract. They 
are conceding its justice and its value 
as a revenue producer in wartime. But 
they oppose certain features which are 
put forward. Objection is made, for 
instance, to the proposed 15 per cent, 
tax on net corporate incomes remain
ing undistributed sixty days after the 
end of each calendar or fiscal year and 
to the tax on stock dividends. The 
Directors of the National Association of 
Manufacturers favor an 8 per cent, net 
income as the basis of excess profits 
taxation and a graduated scale for such, 
taxation instead of a flat rate. Theyl 
as well as others, object, too, to fixin® 
the standard of average earnings on th$ . 
basis of the three years immediately 
before the war. When all these matters 
have been thrashed out and a conclusion 
come to, business will adjust itself to 
meet it.

It is easier to talk a business higher 
by advertising than it is to hold it up 
by prestige.

The girl who takes the cake is the 
one who can bake good bread.

LINEN MARKET BULLISH.
Information is beginning to spread 

in retail circles to the effect that lin
ens may be even scarcer before the 
year closes than they are now. The 
retailer, however, has not had the 
large volume of business as a rule, 
which makes him willing to step 
boldly into the future at this time.

The price of linens to-day on the 
primary market is such as to discour
age mere speculation in them. Until 
distributers see broader demand 
therefor they probably will not oper
ate on the scale that the situation 
seems to warrant.

Importers believe that all stocks 
of linens on this side of the Atlantic 
are worth more than was paid for 
them. Many believe that there are 
still larger profits for any who will 
hold on to what they have.

If advices from Belfast are accur
ate, three things are going to make 
linens scarcer than ever before—first, 
the scant supply of flax; second, the 
great yardage called for by the Allied 
governments, and, third, the scarcity 
of labor. The shortness of the flax 
crop is a matter of prime importance 
and importers believe that all of the 
best grades will go into aircraft 
cloths.

Union and all cotton substitutes 
must eventually be taken if these 
conditions persist, not for any ad
vantage in price or quality, but be
cause of their greater availability. 
Belfast itself has been turning out 
all-cotton goods and much household 
goods of that material are made in 
this country*: Despite the outlook 
here noted, mail advices from Belfast 
state that union and cotton goods are 
in a by no means well defined posi
tion.

HELL’S~FOURTH~YEAR.
Few could have believed when the 

great war began that the close of the 
third year would find the world ap
parently as far from peace as ever. 
The sacrifice of blood and treasure 
has been beyond all precedent, yet 
we begin the fourth year with no 
definite recompense for it. Against 
the growing weakness of Austria 
must be set the momentary collapse 
of Russia. The menace of submarine 
warfare balances in a measure the evi
dences of Allied superiority on the 
Western front. As for the Balkans, 
the Central Powers still hold what 
they have gained. It might be log
ically argued, indeed, that the war is 
a stalemate and that a return to the 
status quo ante will be the inevitable 
condition of peace, save for one cir
cumstance. The entrance of the Unit
ed States into the conflict will bring 
victory to tl|ve Allies if its immense 
fighting power, is effectively exerted. 
Late as it is, unready as it is, it can 
make this fourth year the decisive

year. None can say how long Ger
many may resist acknowledging de
feat; but the fact that she has been 
defeated may be clear long before 
the acknowledgment is made. Ex
cept upon the incredible assumption 
that we shall not do our part un
flinchingly, the sixth of last April 
marked the turning point. The cause 
of democracy was saved when the last 
great neutral pledged faith to it.— 
Philadelphia Public Ledger.

IDEALS BECOMING FACTS.
Business men of vision have long 

cherished ideals of such an under
standing and of such a basis of com
mon effort for the Nation’s welfare 
as are now developing into facts. 
Moreover the new relationship be
tween Government and business is 
not being lost upon the Nation at 
large. It is being reflected in a new- 
moulding of economic and political 
thought. This is a dividend of both 
moral and material importance for 
the entire country. The fullest meas
ure of this dividend cannot come, of 
course, unless co-operation be gen
eral on the part of all departments 
of the Government and of the entire 
business structure. Such co-opera
tion must be both sacrificing and in
telligent. It must be given in a thor
ough perception of the facts that the 
world is face to face with its greatest 
crisis, and that America’s role is of 
necessity a two-fold one. America 
must place an effective power on the 
side of its European Allies, and at 
the same time preserve a domestic 
prosperity which will be the keystone 
of world-wide economic adjustment 
after the war.

Cotton yarns of many staple 
descriptions are in light demand. 
The Government cotton report has 
not improved prices, and, in fact, 
there have been declines in prices 
in this market since the report wras 
issued. The call from civilian sources 
has fallen steadily, and even where 
yarns for Government duck are want
ed purchasers are proceeding cau
tiously. Spinners in many instances 
are asking much higher prices than 
are current here, yet it is also the 
case that some spinners will sell at 
low prices to more accumulations or 
to book orders ahead.

An Unusual V/ay to Put It.
“The doors of opportunity are net 

always open. Ours close at 6 
o’clock.” In this way a New Jersey 
hardware store announced a new an-l 
earlier closing hour. From the favor
able attention that the card attracted, 
this merchant believes a similar sign 
would be advantageous to a store 
whether or not there has been a 
change in its closing time.
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THE PERSONAL TOUCH.

It Built a $60,000 Business in a Small 
Town.

What is a community? Certainly 
not a job lot of people carelessly 
thrown together, but a group of peo
ple with common purposes, with com
mon aims, with common hopes and 
aspirations, who are living together, 
dwelling together, associating togeth
er, trying to solve the same problems 
with fate and destiny.

The center of the community is the 
town, which should be built up by con
stantly impressing people with its 
usefulness. Your small town news
papers all fail in this important T e -  

spect. They do not tell their country 
readers about the towm. You have to 
advertise your town just as you ad
vertise your goods, for manifestly be
fore you get people into your store 
you must get them to your town. This 
is a field in which the newspaper 
should do some work.

Chicago spends three or four mil
lion dollars a year advertising itself, 
Denver a quarter of a million. We 
should follow this example by telling 
the good points of our towns. If you 
have beautiful things, tell people about 
them: if yours is a clean town, im
press it on them—do this not once or 
twice a year, but repeatedly.

There are five institutions of prime 
importance in the community—the 
home, the church, the school, the 
government and business. When one 
of these institutions fails short, the 
whole community suffers immeasur
ably.

There is but one of these five insti
tutions that has amply fulfilled its 
mission. The church has fallen down 
in a good many instances. The home 
has not always been up to standard in 
all localities. The government has 
been criticised from one end of the 
country to the other. But the school 
stands out as an example of what can 
be done when every one pulls in thei 
right direction.

It is wfithin the power of the school 
to reflect the industries of the com
munity, and yet in the Middle West 
there are hundreds of thousands of 
schools in which is taught not a single 
word about agriculture, and yet the 
whole community rests upon it. Mer
chants get their bread and butter 
from it, the churches are supported 
by it, and the schools themselves 
are supported by it. Scientific agri
culture should be taught from the 
grades up, because it is the basic in
dustry around wrhich all the other 
institutions of the community must 
group.

But what is agriculture? It is more 
than farming, it is life. Agriculture 
teaches one not only to raise more 
corn and wheat, but how to live in 
the country, on the farm. It teaches 
howr the home may be made more 
comfortable, more attractive, an in
strument for good. It teaches house
hold economics; teaches the house
wife to throw- off the yoke that she 
has borne for years and years, that 
has made her dissatisfied with coun
try life and has caused her to teach 
the children to go to the city.

The church, for a number of causes,

is not fulfilling its mission, but it must 
be maintained for its uplifting qual
ities, if for nothing else. Here is one 
fact that big business men study. 
During great waves of prosperity ac
cessions to the church materially di
minish, but when things go the other 
way men turn back on bended knees 
and accessions to the church increase. 
The church must be built up; if there 
are too many churches, they must be 
combined; but it is absolutely essen
tial to business that this institution 
flourish.

We all know the importance of hav
ing a good, sound government, and 
the wave for reform is so strong that 1 
think perhaps this question will solve 
itself.

Now, regarding business. Agricul
tural men prosper with business, and 
business men prosper with agricul
ture. They are interdependent, and 
the leading farm papers of the coun
try are doing all in their power to 
impress on farmers that their pros
perity depends upon the prosperity of 
their communities.

As business men we are the serv
ants of the community. In return 
for our profits we owe it to our com
munities to have the best possible 
stores that conditions justify, the 
most efficient systems practicable, to 
buy goods at the right prices and sell 
them at prices consistent with values.

I recently completed a trade survey 
of Northern Illinois, sending out 1,200 
letters to farmers’ wives asking them 
what goods they ordered first from 
mail order houses. After gathering 
this information, I looked over the

stores in the lines reported by these 
women. In every case these stores 
were wretchedly inefficient; while tho 
¿ther stores, which the women had 
not deserted for the mail order house, 
were progressive and up-to-the-min
ute.

The mail order houses are splendid 
advertisers, and a study of their late 
catalogues will disclose the introduc
tion of many colored pages. An in
vestigation has shown that the draw
ing power of colored advertisements 
is many times that of black and white, 
and the dealer should insist on a 
manufacturer putting out his literature 
in attractive colors.

Another thing I want to call at
tention to at this point. Last fall I 
made a little trip to call on farmers 
and in several homes I found the 
children playing with mail order cata
logues and looking through them on 
account of the color work and pic
tures. Don’t overlook the importance 
of having the children on your mail
ing list. Right in their own homes 
they are learning to look through the 
pages of the catalogues, and the only 
way to combat this influence which 
seizes them at a most impressionistic 
and important age, is through a mail
ing list.

Writing the children has a tre
mendous influence on the older folks. 
I had a case last fall—I kept tracks 
of my cash customers the same as 
my credit customers; every cash cus
tomer goes on a card, and I know 
what each one bought last July; when 
they quit buying of me, I write them 
a letter.

o,«u
W&O

1917—Fall M illinery--1917
O UR big opening of the Fall Season started 

Monday, August 6 W e present for the
trade a showing embracing full lines of the lastest styles in Fall 
M illinery including Pattern and Trim m ed Hats.

These showings will be continuous throughout August and Sep
tember and into October. We extend a cordial invitation to visit 
the Grand Rapids market both for profit and pleasure

Michigan's Largest 
Millinery House

C o ri, K n ott &  C o .
Grand Rapids
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Now, in this particular case a fam
ily had not been in my store for six
ty-four days. I wrote the father 
about a new specialty I had just re
ceived, asking him to come in and 
look it over, but he didn’t come. I 
enquired around and found his wife 
was buying groceries from the mail 
order houses and I was neglected.

We had a coffee demonstration and 
I invited the mother to come in, but 
she didn’t come. She was buying 
coffee from some other place, and 
wasn’t interested in my brand.

Then we got in some sweaters, and 
I said now I would try Mary. Mary 
is 6 years old, the youngest in the 
family. I wrote to her describing 
the sweaters, saying they were for 
little girls 6 years old. That was her 
age—and she would immediately con
nect the sweaters with herself. I 
also cut a colored picture of a little 
girl wearing a sweater, out of a book 
I had, and pasted that on the letter.

I wrote the letter on Tuesday eve
ning; on Friday evening I was back 
at the desk, checking up, hoping as 
merchants sometimes do that no one 
would come in to bother me, when in 
came Mary, her father, mother and 
her brother and sister. I got up and 
shook hands with them, and little 
Mary at once wanted to see the 
sweaters.

After I had sold sweaters to Mary, 
her brother and sister, and a pair of 
high top shoes to Mary, similar to 
the ones the little girl had on in the 
colored picture I had pasted on her 
letter, the father called me to one 
side and whispered, “Say, Ed, we have

a telephone; when you want us to 
come in again just call us up and tell 
us about it, but for Heaven’s sake, 
don’t write the kids any more let
ters.”

But I got the good will of the whole 
family, and they are buying of me 
again. The father and mother ap
preciated the interest I took in their 
children, and if a merchant writes a 
little girl of 6 her first letter, she 
remembers him always.

Just another thing—I write all these 
letters over my own name; I don’t 
use a rubber stamp; every one is en
closed in an envelope and there is 
not one but that goes out under a 2- 
cent stamp.

In some states of this Union uni
versities have been advocating the 
building of community houses out in 
the country, away from any town. 
Do you get the force of that? It 
means separating the country from 
the town, fostering the one great 
problem that this country has to con
tend with to-day—the building up of 
a sort of barrier which prevents the 
intermingling of farmers and towns
people. Something should be done 
to put a stop to this movement before 
it begins to gain impetus.

E. B. Moon.

Leisure Hour Jottings From Jackson.
Jackson, Aug. 7—R. G. Johnson, of 

New Orleans, is covering the trade 
in and around Jackson, selling Pen- 
nick & Ford’s line of molasses.

E. A. Welch, of Kalamazoo, was 
in Tackson Tuesday on business.

There are no more dull vacation 
seasons in Ann Arbor. Summer

schools and industrial activities have 
done away with all of that.

Geo. B. Dunlap, of Ypsilanti, says 
he thinks he will walk to California 
this winter.

L. P. Vogel, druggist and grocer, 
Chelsea, is spending his vacation with 
his family at the lake, where he has 
a summer home.

Arthur McPherson (McPherson 
House, Ypsilanti) is on (a. fishing 
trip, taking in some of the lakes in 
Southern Michigan. Of course, Mrs. 
McPherson is also with him.

Louis Davis, of Davis & Company. 
Ypsilanti, is taking his vacation this 
week. Whether it is Atlantic City 
or Mackinac Island, the writer does 
not know.

Charles Kyer, of Ann Arbor, wrote 
himself a check Monday evening and 
told Mr. Whilker he would not be 
in the store Tuesday.

C. W. Gulick, cash grocer, is plan
ning a trip to the country where ht 
will get the new creamed potatoes, 
etc,

Mr. Hall, representing the Western 
Milling Company, of Kansas City, 
was in the city a few days ago and 
placed a car of flour through Frank 
S. Ganiard, who is the mill distributer 
for this territory.

Braun Brothers, bakers and gro
cers, have sold their stock to J. B. 
Linder. Mr. Linder is an experienced 
baker and will take good care of the 
business that Braun Brothers had so 
carefully built up.

We understand the prison is hold
ing their pack of peas at a consider
able higher figure than that at which 
they we*e marketed last year, but t?ie 
quality is good.

William Butterfield, manager of the 
Jackson branch of the National Gro
cer Cor’O'my, is spending these sum
mer nir hr- and mornings at his home 
by the ,ab'\ His family remain there 
for the ^ays (also and Will goes 
back and forth each night and morn
ing. Spurgeon.

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

The farm labor bureau of the Bat
tle Creek Chamber of Commerce has 
placed 203 men on farms in territory 
surrounding that city during the past 
three months.

Rev. J. E. Jones, pastor of a church 
at Jackson, makes a protest to the 
city commission that restaurant own
ers of that town are refusing to serve 
colored people. He says that housing 
conditions among the black people 
there are bad and asks permission 
to conduct a free employment bureau 
for his people. Jackson’s colored pop
ulation has grown to 1,400.

Pontiac will pay its private collector 
of garbage 75c, instead of 50c per 
month during the coming year. There 
is talk of the city eventually taking 
over the garbage collection.

Hillsdale is installing a chlorine 
sterlizing plant at the waterworks at 
a cost of $500.

Battle Creek will build a new pa
vilion at Willard park of stucco con
struction, 110 x 140 feet, two stories.

Mulliken will hold its nineteenth 
annual ox roast and home coming on 
Thursday, Aug. 16.

Friday, Aug. 10, is the date of the 
annual picnic of the business men and 
farmers of Grand Ledge and vicinity, 
with dinner at noon on the camp 
grounds.

Owosso has voted a bond issue to 
buy a motor driven fire truck.

Otsego is sinking new wells, which 
are expected to largely increase the 
water supply at the pumping station.

Almond Griffen.

Barney Langeler has worked in 
this institution continuously for 
over forty-eight years.

Barney says—

It appears to me that business conditions are different 

to-day from any time during the forty-eight years I 

have been connected with the Company.

By Golly, i f  I was in the retail grocery business now,

I'd  carry a small stock and make my customers pay, 

and then be ready for whatever comes.

W o r d en  Q r o cer  C o m pan y

G R A N D  RAPIDS— KALAMAZOO

TH E PROMPT SHIPPERS
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Movements of Merchants.
Fremont—W. D. Sargent succeeds the 

Fremont Grocer Co. in business.
Marlette—The H. D. Jeffords Co. has 

engaged in the general elevator busi
ness.

Dollar Bay—Leo Cullman has opened 
a feed and produce store in the LaMott 
building.

Saginaw—The Simons Sale Co. has 
increased its capital stock from $30,- 
000 to $100,000.

Flint—The Advance Electric Co. 
has increased its capital stock from 
$5,000 to $20,000.

Mt. Pleasant—The Harris Bros. Seed 
Co. has increased its capital stock from 
$25,000 to $250,000.

Alma—The Alma Land Contract 
Co. has increased its capital stock 
from $15,000 to $50,000.

Laingsburg—The Farmers Co-Opera
tive Co. has purchased the Bailey & Co. 
elevators here and at Bennington.

Collins—'The Grand Ledge Milk Co. 
is building a branch plant here. It will 
be two-story brick and steel building.

Laingsburg—The Farmers Co-Op
erative Co. has been organized with 
an authorized capitalization of $40,-
000.

Lapeer—Henry Kruth. of Henry 
Kruth & Sons, bakery and grocers, died 
at his home, July 31. following a short 
illness.

North Adams—Dietz & Son are 
closing out their general stock. John 
L. Lynch, of Grand Rapids is in 
charge.

Sunfield—Thieves entered the J. D. 
Norris grocery store August 2 and car
ried away the contents of the safe and 
some stock.

Quincy—Edward K. Pearce, deal
er in dry goods, is remodeling his 
store building and installing a plate 
glass front.

Benton Harbor—Hugh B. Strecks has 
purchased the interest of his partner, 
Floyd H. Griffin, in the Strecks-Griffin 
dry goods store.

Allegan—B. B. Sutphin. has sold his 
bean, seed and produce warehouse and 
stock to Henry Stanley, who will 
continue the business.

Mount Morris—The Mount Morris 
Co-Operative Elevator Co. has been 
incorporated with an authorized cap
italization of $30,000.

Montague—A. Ainger has sold his 
stock of meats and store fixtures to 
lacob Jager. who will continue the busi
ness at the same location.

Bancroft—Joseph P. Lynch, of Grand 
Rapids, begins a closing out sale here 
Aug. 9 for B. D. Rathburn, who has 
been engaged in the grocery business 
here for about a quarter of a century. 
He is still conducting sales for W. O. 
Watson, hardware dealer, and M. N. 
Watson, dry goods merchant.

Napoleon—Lyle M. Godfrey has 
purchased the R. W. Smith & Co. 
stock of general merchandise and will 
continue the business at the same lo
cation.

Yipsilanti—James Clark has sold a 
half interest in his bakery to Arthur 
Ament and the business will be con
tinued under the style of the C. &
A. Bakery Co.

Morenci—The South Medina Stock 
Co., Ltd. has been incorporated wTith 
an authorized capital stock of $1,000, 
all of which has been subscribed and 
paid in in cash.

Bay City—S. P. Skaff & Co. have en
gaged in business at 711 Washington 
avenue, dealing exclusively in all kinds 
of floor coverings, draperies, curtains 
and curtain fixtures.

Alma—Nassar Bros., formerly engag
ed in the wholesale fruit and vegetable 
business at Toledo, Ohio, have leased 
the Pollasky building and will conduct 
a similar business here.

Petoskey—Floyd B. Gates has clos
ed his confectionery and bazaar store 
and removed the stock to his former 
place of business at Mesick, where 
he will continue the business.

Allegan—Flora Odell and Belle 
Haight have formed a copartnership 
and taken over the Benjamin Oppen- 
heim stock of general merchandise 
and will continue the business.

Battle Creek—The Parker-Jones Drug 
Co. has been organized with an author
ized capital stock of $18,000, all of which 
has been subscribed and paid in, $9,650 
being in cash and $8,350 in property.

Ainger—Quick Bros., dealers in 
general merchandise, have dissolved 
partnership and the business will be 
continued by Dale Quick, who has 
taken over the interest of his brother.

Detroit—The Bowers-Maloney Sales 
Co. has been incorporated to do a mer
cantile business in castings and electrical 
supplies at 237 Belmont avenue. Capital 
stock, $5,000, $3,200 of which has been 
subscribed and $1,000 paid in in cash.

Jackson—John L. Lynch, of Grand 
Rapids, has contracted to conduct a 
sale for T. Bergey. who has a $22,000 
dry goods stock, beginning Aug. 16. 
He is still conducting the sale in the 
clothing store of McQuillan & Har
rison.

Detroit—The Ogus-Oper Co., Inc., 
has been incorporated with an author
ized capital stock of $2,000, all of which 
has been subscribed and paid in in cash. 
The company will deal in talking ma
chines, records and furniture at 313 
Hastings street.

Kalamazoo—William C. Wheelock, 
who has conducted a drug store here 
for the past seventeen years, died 
at his home August 5, following an 
illness of but a few days. Mr. Whee

lock retired from business July 7 of 
this year, owing to ill health.

Manufacturing Matters.
Sturgis—The Royal Chair Co. has 

changed its name to the Royal Easy 
Chair Co.

Escanaba—The Beaver Timber Co. 
has decreased its capital stock from 
$25,000 to $5,000.

Greenville—The Tower Motor Truck 
Co. has increased its capital stock from 
$50,000 to $100,000.

Muskegon—The Enameled Magnet 
Wire Co. has increased its capital 
stock from $150,000 to $250,000.

Lapeer—The Lapeer Tractor-Truck 
Co. is erecting a concrete factory build
ing, 60x150 feet which it will add to 
as necessity demands.

Muskegon—The Universal Faucet 
Co. has been organized with an au
thorized capitalization of $3,000, all of 
which has been subscribed and $1,000 
paid in in cash.

Saginaw—The Saginaw Shipbuilding 
Co. has been incorporated with an 
authorized capital stock of $350,000, 
$200,000 of which has been subscribed 
and $35,000 paid in in cash.

Greenville—The Southerland Tool 
Co. has been incorporated with an au
thorized capital $30,000, all of which 
has been subscribed, $2,500 being paid 
in in cash and $20,000 in property.

Lansing—Charles Kippert, who with 
William Barrie has been conducting 
the Capitol Creamery, has purchased 
the interest of Mr. Barrie and will 
continue the business under the same 
name.

St. Louis—The Gratiot Foundry Co. 
has been incorporated with an author
ized capital stock of $50,000, of which 
amount $30,000 has been subscribed, 
$13,000 paid in in cash and $20,228.08 in 
property.

Detroit—The Super-Heated Car
buretor Co. has been incorporated 
with an authorized capital stock of 
$50,000, of which amount $25,250 has 
been subscribed and $5,000 paid in 
in cash.

Traverse City—The Traverse City 
Motor Co. has been incorporated 
with an authorized capital stock of 
$150,000, of which amount $75,000 has 
been subscribed and $37,500 paid in 
in cash.

Manistique—The Manistique Pulp 
& Paper Co. has been incorporated 
with an authorized capital stock of 
$500,000, of which amount $250,000 
has been subscribed and $50,000 has 
been paid in in cash.

Detroit—The Michigan Chandelier 
Co. has been organized to manufac
ture electric supplies and fixtures, with 
an authorized capital stock of $50,- 
000, all of which has been subscribed 
and paid in in property.

Detroit—The Detroit Weather 
Proof Body Sales Co. has been or
ganized to buy and sell automobile 
tops, with an authorized capital stock 
of $100,000, of which amount $69,000 
has been subscribed and paid in in 
cash.

Wilson—A fine new creamery and 
cheese factory building has been built 
by John Boerschnize. A new boiler, 
engine and cheese vat has been pur
chased. Nearly 8,000 pounds of milk 
are received daily and manufactured

into cheese, and thirty tubs of but
ter are now made weekly. A number 
of dairymen have purchased silos and 
more cows will be kept in the future.

Muskegon Heights—The Sectional 
Tire & Rubber Co. has been incorpor
ated with an authorized capital stock 
of $50,000, of which amount $29,000 
has been subscribed, $15,000 being 
paid in in cash and $14,000 paid in 
in property.

Ingalls—The Green Bay Cheese 
Co. has purchased the creamery here 
from Ira Carley. The plant will be 
fitted with modern machinery, for the 
manufacture of cheese, as consider
able milk is produced in this locality. 
Butter will also be manufactured from 
those who prefer to produce cream.

A fair approximation of what the tex
tile mills of the country can turn out 
may be shown by the figures of what 
they have actually been doing. In the 
year 1914 the cotton mills of the country 
turned out products to the value of 
$701,300,933. That year business was 
especially poor and the prices of cottons 
were very low. Since that time about 
one million more spindles have been 
put in operation and the output has been 
very much increased. The capacity of 
mills has also been much added to by 
improved equipment. As to woolens, it 
was estimated before the war that the 
mills of this country could, working v 
two-thirds time, produce all the material 
which the people would require, even 
though not a yard were imported. In 
1909 the output of the woolen mills had 
a value of $507,166,710. Five years later, 
following the slump, the output had been 
curtailed to $464,249,813. At present 
prices the value would be about double 
that. It is safe to say that a billion 
dollars’ worth of woolens a year under 
present conditions is a conservative 
estimate and that the same is true of 
cottons. Then, too, the imports of both 
are by no means negligible. For the 
eleven months ended with May the im
ports of cotton manufactures were 
$50,389,439 and those of woolens were 
$16,166,996. These facts should be borne 
in mind when statements are current 
as to the impossibility of providing 
for war needs and civilian ones as well.

Harold Sears, manager of the Grand 
Rapids Dry Goods Co., and Ray 
Parker, manager of the piece goods 
department of the same house, spent 
last week in New York, making pur
chases for the fall and winter trade. 
They found the markets on staple 
goods greatly excited and experienced 
no little difficulty in securing goods 
to meet their requirements.

Molasses—Prices rule firm, reflecting 
the strength in the South and the ad
vance in sugar. The • blackstrap situa
tion is unchanged, there being an active 
demand for requirements of the distil
lers who are working on war orders.

The Creston Fuel & Building Co. has 
been incorporated with an authorized 
capital stock of $15,000, of which 
amount $7,500 has been subscribed and 
$7,000 paid in in cash.

The Bishop Furniture Co. has de
creased its capital stock from $75,000 
to $50,000.
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The Grocery Market.
Sugar—The New York refiners have 

advanced their prices on granulated to 
the following basis: American, 8.30c; 
Howells, 8J4c; Arbuckle and Federal, 
834 c. It is practically impossible to se
cure any sugar under 834c. It is sig
nificant of the gravity of the situation 
that weekly receipts of raws are only 

’* 50 per cent, of meltings, the latter being
now 66,000 tons for the Atlantic ports, 
so that the supply of raws is barely suf
ficient for three weeks’ operations. The 
combined stocks in this country and 
Cuba are 100,000 tons smaller than in 
1916, and, in addition, the British Com
mission, it is said, has contracts for 
some 200,000 tons yet to be shipped from 

t the latter republic. Under the circum
stances it can be readily seen that every 
pound of sugar will be needed to tide 
the refiners over the coming two active 

'* months of active consumption, especially 
since Washington is encouraging pre- 

t serving of the fruit crop on an unpre
cedented scale in its food conservation 
campaign. There is a world-wide ap
petite for sugar, one of the prime neces
sities, which is not surprising consider
ing that war has eliminated the Europ
ean production from serious considera- 

V tion and the burden of supplying the 
same falls chiefly on the Western Hem
isphere. American refiners are sold up 
on export business until late in Sep- 

'* tember and at present cannot consider 
business at any figure, turning down

* 7.75c, in fact, for large quantities. The 
Argentines has added to the difficulties 
of the situation with its demand for
50.000 tons to eke out crop deficiencies 
and other neutrals are crying for sugar 
where the embargo will permit ship
ment. Canada is getting more British 
business, which, in a measure, relieves 
this market; but, on the other hand, 
our Northern neighbor is thereby forc- 
ed into competition for Cuban raws so 
that in the final analysis no real gain 
results. Were Java not so far off, a 
different story might be told, for the 
Dutch have made a record crop of 1,-
800.000 tons and are willing to sell at 
bargain prices—3c f. o. b. for 99 degrees 
test. Tonnage, however, is scarce and 
commandeering of available vessels by

* the British and American authorities 
for more urgent needs, incidental to the 
war, has not tended to help matters.

* Moreover, the limited offerings of car
goes have been at such high freight 
rates that it would cost more to lay 

- down Javas here than Cubas. Sooner 
or later the British Commission will 
probably divert shipping and scoop up 
this cheap sugar, but even were the 
United States to pursue the same policy 
Javas could not arrive much before our 
situation would be remedied by the 
active distribution of domestic beet 

»> sugar and Louisianas.

Tea—Prices rule firm and the trade 
is inclined to expect further improve
ment because of the acute shipping sit
uation that checks the movement of new 
crop to the United States. The country 
is more anxious to cover future require
ments and pays the price for black and 
green teas, the spot supply of which is 
moderate. Washington is less of an 
influence, the proposed floor taxes not 
hitting the trade because of the mod
erate stocks. An exemption of 50 
pounds permits the retailers to escape, 
as a rule, only the larger ones being hit.

Coffee—The market is very dull and 
weak. There is no change in price 
for the week, but the feeling is a lit
tle easier. Nobody is selling any cof
fee, because nobody has confidence 
enough to buy anything more than 
actual wants. There is an enormous 
crop coming on and plenty of spot 
coffee beside. If peace does not soon 
come, opening the markets of Europe, 
the chnace is that the market may 
drop from l@2c a pound, as we can
not possibly consume all of the avail
able coffee ourselves. Milds are dull 
and weak in sympathy with Brazils. 
Java and Mocha are the only grades 
that are at all steady.

Canned Fruits—Apples are very
scarce and high, the average price for 
New York State gallons being $3.75. 
California canned goods show no change 
for the week. The future selling season 
has been very fragmentary and uncer
tain prices being named in installments 
and often withdrawn. It appears to be 
certain that the coming season’s prices 
are going to be very high. As an ex
ample, extra standard lemon cling 
peaches are quoted at $2 a dozen in a 
large way, as against a normal price of 
$1.35. Small Eastern staple canned 
goods are very high and, in many cases, 
very scarce.

Canned Vegetables—Brokers here say 
that the Government award of $1.15 for 
canned peas is too high and that canners 
are apt to obtain inflated ideas as to the 
value of canned goods. It has also been 
intimated that corn will be taken at 
$1.25. These prices, it is asserted, are 
far above the necessities of the situation 
and give the canner too big a profit. 
The chances are therefore that there 
will be some criticism in the trade. 
New pack tomatoes are now available 
and are offered at $1.60@1.70 in a large 
way. There are still a very few 1916 
tomatoes about and they would com
mand probably $1.80, but the old pack 
is very nearly cleaned up. It is very 
hard to tell what the new pack will be, 
as the prevailing hot weather has un
doubtedly done some damage. String 
beans are ruling at about twice the usual 
price and are almost out of the market.

Canned Fish—-Columbia River condi

tions are still rather discouraging. Spot 
red and pink, however, are easier.

Dried Fruits—As soon as the Govern
ment can fully organize under the new 
Food Control law it is expected that 
business will be resumed on a more ex
tensive scale. Just what effect army 
orders for dry fruits will have on the 
situation remains to be seen. A good 
deal of stress has been laid from time 
to time on the increased amounts of 
business to be looked for from this 
source, but except for the allowance that 
must be made for waste in feeding an 
army this will not add materially to the 
sum total of consumption. The number 
of mouths to feed will not be increased 
—merely removed from city life to 
army life. Thus the problem of mar
keting the immense crop of prunes avail
able this year will be one that the Prune 
Growers will find a difficult one to solve. 
As yet they have not re-entered the mar
ket and may possibly be awaiting the 
settlement of the food policy of the 
Government. No statement has as yet 
been forthcoming as to the total booked 
by the association, and it may be that 
domestic requirements have already 
been provided for. This leaves the ex
port situation very much unsettled, and 
upon it will depend the good or ill for
tune which the new association will ex
perience in marketing its first crop. Lo
cally the outlook is somewhat precarious. 
While there are said to be export orders 
in the market there are efforts on the 
part of some exporters to resell at con
cessions. There is not much interest 
being shown in peaches or apricots at 
the moment.

Cheese—The market is steady and 
unchanged, with a light consumptive 
demand. No change seems in sight 
in cheese, unless the hot weather 
shortens the milk supply and causes 
an advance.

Provisions—All smoked meats are 
steady and unchanged, with a fair 
consumptive demand. Both pure and 
compound lard are steady at /4c de
cline and at the decline the market 
is healthier and the demand seems 
better. Barreled pork, dried beef and 
canned meats are all fair and un
changed.

Salt Fish—No change has occurred 
in the market during the week. Shore 
mackerel are very scarce and are com
manding a high price. Some domes
tic mackerel have come forward from 
Halifax, but not enough to amount 
to much. The future of the mackerel 
market seems firm and high.

Review of the Grand Rapids Produce 
Market.

Apples—Home grown Red Astrachans 
fetch $1.50 per bu.

Bananas—$4 per 100 lbs.
Beets—25c per doz. bunches for home 

grown.
Blackberries—$2@2.25 per 16 qt. crate. 
Butter—The market is active at an 

advance of l/ 2c per pound for the week 
for all grades. The make is reported 
lighter than last year and the con
sumptive demand is very good con
sidering the high prices. The mar
ket is healthy on the present basis 
and if hot weather continues prices 
will probably go higher. Local deal
ers hold fancy creamery at 38}4c in 
tubs and 39c in prints. Local deal

ers pay 33c for No. 1 in jars and 29c 
for packing stock.

Cabbage—Home grown 75c per bu. 
Cantaloupes—Ponys from Arkansas 

command $3 for 54s and $3.50 for 45s 
and 36s; $1.50 per flats of 12 to 15; 
Indiana Gems, 90c per basket.

Carrots—>20c per doz. bunches for 
home grown.

Cauliflower—$1.75 per doz.
Celery—Home grown, 30c per bunch. 
Cherries—Sour varieties command 

$1.60 per 16 qt. crate; sweet varieties, 
$2.25 per crate.

Currants—$1.50 per crate of 16 qts. 
for red. No white or black in market 
yet.

Eggs—The market is firm at an 
advance of lc per dozen. The bulk 
of the receipts are showing effects 
of the heat and are selling at shad
ed prices. The market is fair on the 
present basis with a normal demand. 
No important change is in sight. Lo
cal dealers pay 30@34c for fresh, in
cluding cases, loss off.

Figs—Package, $1.25 per box; lay
ers, $1.75 per 10 lb. box.

Green Corn—40c per doz. for home 
grown.

Green Onions—18c per dozen bunches 
for home grown.

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

Lemons—California selling at $9 for 
choice and $10 for fancy.

Lettuce—75c per bu. for garden grown 
leaf; $1 per hamper for home grown 
head.

Limes—$1.25 per 100 for Italian.
Maple Syrup—$1.50 per gal. for pure. 
Mushrooms—75c per lb.
Nuts—Almonds, 18c per lb.; filberts. 

16c per lb.; pecans, 15c per lb.; wal
nuts, 16c for Grenoble; 15}4c for Na
ples.

Onions—California. $3 per 100 lb. 
sack; Illinois, $2.75 per 100 lb. sack; 
Spanish, $1.50 per crate.

Oranges— California Valencias, 
$4.50@4.75.

p eas—$1.50 per bu. for home grown. 
Peaches—Elbertas from the Ozark 

region in Arkansas command $3.50 
per bu.

Peppers—Southern command 50c 
per basket.

Pop Corn—$2.25 per bu. for ear, 
6}4@7c per lb. for shelled.

Potatoes—$5.50 per bbl. for Virginia 
and $5 for home grown.

Poultry—Local dealers pay as fol
lows, live weight: heavy hens, 207f 
2lc; light hens, 17(q-19c: cox and 
stags, 14@15c; broilers, 29@30c: geese. 
15@20c; ducks, 21@22c. Dressed 
fowls average 3c above quotations.

Radishes—10c per doz. bunches for 
small.

Raspberries—$2 for red and $1.50 for 
black.

R hubarb—Home grown, 75c per 40 
lb. box.

String Beans—$1.25 per bu.
Summer Squash—$1.50 per bu. 
Tomatoes—Home grown hot house 

80c for 8 lb. basket.
Water Melons—$3.50 per bbl. of 12 

to 14 for Florida.
Wax Beans—$1.25 per bu. 
Whortleberries—$1.50@2.25 per 16 qt. 

crate.
It is said that some evils are nec

essary. Can you name one that is?
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Late News Notes From the State’s 
Metropolis.

Detroit, Aug; 7—Declaration of a 
75 per cent, stock dividend by Penin
sular State Bank last week served to 
call to attention the growth of that 
Bank in recent years. At the same 
time the stockholders approved an 
increase in the Bank’s capital from 
$1,000,000 to $2,500,000. The Bank 
was chartered Aug. 26, 1887, as the 
Peninsular Savings Bank_ to do both 
a savings and commercial business 
with a capital of $250,000. Of the 
original officers and directors only 
four are now’ living, and only one, 
Frank Howard, is still a director. 
John H. Johnson, now President, en
tered the Bank six months àfter its 
incorporation as a Teller, becoming 
Assistant Cashier a few years later 
The deposits are now in excess of 
$22.000,000. Dividend earnings in the 
early period averaged 6 per cent., later 
10 per cent., and now 12 per cent, and 
taxes. The Bank has not consolidated 
or merged with any other institution. 
Among its other distinctions is that 
of having paid the largest check ever 
passed through the local cleanng 
house, $3,450.000. paid by W. C. 
Durant and his associates as the final 
payment for the purchase of the Cad
illac Motor Car Co.

Grover Gale, manager of the 
Newark shoe store, at 170 Griswold 
street, has resigned to accept a posi
tion in the women’s shoe department 
of the Crowley. Milner Co.

The Payette-Walsh Co. has remov
ed from its old location at 134 Grand 
River avenue to 233 Cass avenue just 
off Grand River avenue, in a much 
more commodious and convenient 
building. . ,

George G. Hall, at one time at the 
Emerson shoe store in Detroit, and 
now Manager of a Newrark shoe store 
in Cleveland, spent two weeks in De
troit, accompanied by Mrs. Hall. They 
were the guests of Mr. and Mrs. J.
E Ertell, parents of Mrs. Hall. Mr 
Ertell is a member of the firm of 
Ertell & Butler.

Frank Caulkins, for a number of 
years with the Andrew R. Cunning
ham Co., has decided to embark in 
the drug business for himself and will 
open a fine new store at Twelfth and 
Virginia avenue about August 15.

C. H. Schroeder will give up his 
store at Macomb and Randolph street, 
operating as the Macomb Shoe Store. 
The stock is now being closed out.

The Liggett Company is adding a 
new number to its chain of three 
stores. The new one is located at 
303 Woodward avenue, formerly oc
cupied by the Park Theater. The en
tire room has been remodeled and 
is being fitted up with all the latest 
ideas in keeping w’ith the Liggett’s 
idea of convenience.

The Detroit Retail Shoe Dealers 
Association will render every assis
tance and co-operation to the execu
tive committee of the State Associa
tion in arranging for the annual con
vention of the Michigan Association 
which will be held in Detroit in Sep
tember. The retailers always look 
forward to the Detroit meetings. 
They not only learn considerable by 
visiting the leading shoe stores but 
they also have a good time owing 
to the numerous amusement places 
in and about the city. The commit
tee on arrangements hopes to work 
cut a programme of papers and dis
cussions that will be far in advance 
of those of any previous convention.

On Friday evening, August 3, the 
shoe industry of Detroit, representing 
employers, department managers, pro
prietors and salesmen, gathered at 
the Hotel Statler to hear an address 
on “How Best to Serve the Public, 
delivered by Norval A. Hawkins, gen
eral sales manager of the Ford Mo
tor Co., and President of the W orlds 
Salesmanship Congress. J. E. Wil
son. of the Walk-Over Shoe Co., also 
spoke on the work of the National 
Association of Retail Shoe Dealers.

Edward J. Walkuszewski, until re-

cently with Dwight Purdy, in Ham- 
tramck, has purchased the drug stock • 
of Will Sulewski at Chene and Forest 
avenue.

J. E. Wilson, proprietor of the 
Walk-Over Shoe store and who has 
a branch in Highland Park, is going 
to have one more store. The new one 
will be just about three blocks from 
his present main shop right on Wood
ward avenue, south of Grand Circus 
park. The John V. Sheehan Co. ex
pects to remodel its first floor, and 
will divide the space by a partition 
leasing a part to Mr. Wilson who will 
install modern fixtures. He will car
ry a large stock of shoes, putting in 
a complete line such as he carries at 
his main store. It is planned to have 
the new shop ready early in Septem
ber in time for the fall trade. Mr. 
Wilson will personally supervise both 
the Woodward avenue stores as well 
as the Highland Park store.

The State Dairy and Food Depart
ment appears to be quite active and 
in- consequence, quite a number of 
druggists of the city are being prose
cuted for having Sweet Spirits of 
Nitre which does not conform to U. 
S'. P. standard in Ethyl Nitrite, Tinc
ture Benzoin, low in Benzoin, Tinc
ture Gelsemium, low in Gelsemium, 
Tincture Myrrh, low in Myrrh and 
Tincture Iodine low in both Iodine 
and Potassium Iodide. Now, we do. 
not believe any of the druggists being 
prosecuted deliberately make any of 
these preparations below standard; 
but it goes to show how careful we 
should be to get standard drugs, of 
U. S. P. strength, and be careful in 
weighing and measuring them in mak
ing our tinctures. In the case of 
Sweet Spirits of Nitre there is igome 
excuse if this be found deficient be
cause the majority buy a concentrated 
solution and dilute according to direc
tions and let it go at that; but after
wards evaporation takes place even 
if it is taken care of as specified by 
the department and therefore more 
than ordinary care should be taken 
with this product.

Lead Us Aright!
W ritte n  fo r  th e  T rad esm an .

Many a father and mother can now 
realize how Abraham felt when re
quired to sacrifice his only son—the 
thing he loved above all else. But 
the call is not so clear as was Abra
ham’s. If the son does not insist on 
enlisting, if he is not drafted, or if 
drafted, if he can justify a claim for 
exemption, then the sacrifice is not 
required.

The mother cannot give her son 
to be killed, crippled or suffer the 
hardships of a soldier’s life.i The 
father cannot say, “Go, my son; it 
is your duty.” Neither can  he say, 
“You cannot go, because you are our 
only support.” He knows the family 
will not starve in America; that other 
plans may be made, even if the home
stead is sacrificed, the plans of years 
halted or entirely broken up, and aged 
and infirm parents take again burdens 
which had been shifted to stronger 
shoulders.

If only the idle, the vicious, the 
unprofitable, the useless in the world’s 
real work could be used to stop Ger
man bullets, instead of the choicest 
manhood of America, it would not 
be so hard to see them go. And why 
exempt married men and not unmar
ried? Could not the Government 
provide for the wife and one or two 
children? And why should family 
names be cut off from the earth and 
in the future farms and homes be oc
cupied by foreigners, instead of wid
ows and children of American sol
diers? E. E. Whitney.

Sidelights on Celery City and Envi
rons.

Kalamazoo, Aug. 7.—The Victor 
Wire Wheel Co. is the latest industry 
to be added to Kalamazoo’s list of 
manufacturing institutions. The com
pany has filed its articles of incorpor
ation, the capital being placed at $500,- 
000. The new concern will be brought 
to this city from Detroit. All equip
ment and machinery has been packed 
and is ready for immediate shipment.
It is understood that arrangements for 
a factory here will be complete m a 
few days. Among the assets of the 
company are valuable real estate hold
ings in Detroit, which will be dis
posed of. The plant will manufacture 
high grade wire wheels that embody 
many improvements over those com
monly in use. The matter of locating 
in Kalamazoo has been under consid
eration for several months. Those 
most actively interested in securing 
the plant visited Detroit at various 
times and were satisfied that the prop- 
osition was a good one and would 
develop into a great industry for the 
city. While the number of hands to 
be emploved at the outset is not stat
ed, it will be a considerable number 
and it will be increased rapidly dur
ing the next twelve months. High 
grade mechanics are used almost ex
clusively and the payroll will be of 
the kind that benefits all branches of 
trade. , . .

Collins & Lamb have purchased the 
grocery stock of Frank S. Schlicht 
on East avenue. t

Death claimed one of Kalamazoo s 
rdoneer grocery merchants this week. 
Mr. Ruster having passed away on 
Sunday. July 29. Mr. Ruster has not 
been actively engaged in the business 
of recent years, having turned the 
management over to his three sons

Thursday was a gala day for the 
Kalamazoo and Grand Rapids gro
cers and butchers when they held a 
joint picnic and excursion at Jenison 
Park. When the Kalamazoo division 
reached Moline, one of the motors 
burned out, causing about an hour s 
delay. Thè day passed with many 
pleasing features, including numer
ous sports and contests and a two 
hour ride on Lake Michigan on the 
steamer City of Grand Rapids. Kala
mazoo merchants extended _ their 
thanks to those of Grand Rapids for 
their kind hospitality shown them.

Frank Elliott, the genial grocer on 
Portage street, took advantage of 
Thursday closing on account of the 
^rocers’ picnic and hied himself to 
Saugatuck on a fishing trip. Frank 
didn’t bring any fish back with him 
?nd it has been told by reliable par
ties that he spent most of the day on 
top of Mount Bald Head, casting 
into Kalamazoo River and Lake 
Michigan. Frank is now so expert 
at the game he won’t need any boat 
to fish on the small lakes near home.

Miles Dawson has taken the man
agement of the Bee Hive Cash Gro
cery. on Portage street. The former 
manager, Joseph Lamb, has engaged 
in business for himself.

W. S'. Cook.

store block at 1006 and 1008 Water 
street, which they will remodel. When 
completed, it will be one of the larg
est cash grocery stores in the State.

One hnudred men employed at the 
Davidson dry dock struck Friday for 
an increase of 50c per day. The 
Davidson Company is paying $2.50 for 
common labor and $3.00 for ship 
carpenters and other skilled laborers. 
The company has a large amount of 
work on hand.

The first annual outing of Ambu
lance Co. No. 2, was held at Wenona 
beach Friday and was a grand suc
cess. Baseball and other games were 
played. Dinner, which was donated 
by Bay City merchants, was served 
at 12:30.

Bay Council held a basket picnic 
at Wenona beach Saturday, Aug. 4. 
Saginaw Council could not make con
nections, so Bay Council choose two 
nines cf their own and had a fine 
game. The writer had the misfortune 
to lose a valuable gold_ watch in try
ing to steal home, which was after
ward recovered. The usual running 
and jumping races were indulged in, 
much to the amusement of the older 
members of the order._ Suitable prizes 
were given the winning contestants. 
The real sport of the picnic was the 
swimming and later the dancing.

William T. Ballamy.

Boomlets From Bay City.
Bay City, Aug. 7—The seventeenth 

pnnual convention of the Michigan 
Abstractors Association was held in 
this city Thursday. The business ses
sion was held in the office of the 
Colonial Club. The following officers 
were elected for the comitig year: 
President. Arthur Brown, of Ann Ar
bor; Vice-President, H. L. McNeil, 
Paw Paw; Secretary, W. E. Hodg- 
man. Coldwater; Treasurer, George 
E. Wedhoff, Bay City. Detroit was 
selected for the convention for next 
year.

That Peter Smith & Son, of De
troit, who recently purchased the 
Baumgarten grocery store at 402 
Center avenue, have confidence in the 
business future of Bay City, is shown 
by their action in opening a store at 
920 Johnson street. Also in their 
purohase this week of the double

Largest Mutual 
Automobile 

Insurance Company 
In the World

About 27,000 policies issued 
and $70,000.00 in cash in the 
bank. The company has se
lected responsible and careful 
automobile owners in the small 
cities and country districts of 
Michigan. The policy is care
fully drawn, and has been ap
proved by the Attorney Gen
eral’s Department and the In
surance Commissioner.

With fire, theft and liability 
hazard increasing, no automo
bile owner should go without 
insurance. Join the large Mu
tual, which has stood the test 
of three seasons. Join the com
pany that can stand the shock 
of serious losses.

Cost only $1.00 for policy and 
25c per horsepower.

Citizens Mutual Automobile 
Insurance Company 

Howell, Mich.

Tor
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$250,000.00

Michigan Drop Forge Company
7% Cumulative Preferred Stock

T ax Exempt in M ichigan

Preferred as to Assets and Dividends. Par Value $J00
Redeemable as a whole or in part at 103 plus accrued dividends, on 
or before January 1, 1918; at 106 thereafter at any dividend date.

CAPITALIZATION Authorized
7% Cumulative Preferred Stock ..............................................................................................
Common Stock—no par value....................................................................................................  15,000 shares

Issued
$250,000 

12,500 shares

The following statements are summarized from a letter signed by the President of the Company and from reports and audit by Messrs. 
Price, Waterhouse & Co., and also Mr. R. T. Herdegen, Vice-President and General Manager of the Dominion Forge and Stamping Company.

EARNINGS.
Earnings for 12 months, ending Jan. 31st, 1917, as reported by Messrs. Price. Waterhouse & Co., are equivalent to over 

■{y  times Preferred Stock dividend requirements, leaving balance equivalent to over $3.50 a share on the Common Stock.
It is estimated that net earnings for the current year, as a result of the introduction of the new capital, will approximate 

over 4 /  times Preferred Stock dividend requirements and leave a balance equal to approximately $5.00 a share on the Com
mon Stock. _______ASSETS.

Total Net Tangible Assets, over all liabilities, as reported by Messrs. Price, Waterhouse & Company, and by the Man
ufacturers’ Appraisal Company, after giving effect to introduction of new capital is placed at approximately 140% of the total 
par value of outstanding Preferred Stock, leaving a balance of over $7.50 a share for the Common Stock. The Company has 
no indebtedness of any kind except current accounts payable. Net Assets must be maintained at not less than 125% of the
par value of outstanding Preferred Stock. _
1 SINKING FUND.

A Sinking Fund of not less than 20% of net earnings after Preferred Stock dividends must be set apart annually for 
the purpose of either retiring Preferred Stock or for investment in additions and betterments against which the outstanding 
Preferred Stocks will become a preferred lien. , ,, ,

No bonds or prior liens, except purchase money obligations, having a maturity of not more than one year, shall be
created ahead of the present Preferred Stock. __

DIVIDENDS.
The Directors of the Company have declared a policy of establishing a dividend rate on the Common shares which 

will consume an amount of cash equivalent to not more than 50% of the net earnings of the Company after payment of
Preferred Stock dividends. , , , , •

In accordance with this policy the dividend rate on the Common Stock of the Company should be approximately $2.00
a share for the ensuing year. _ i , ~ , , 

Preferred Stock dividends are payable quarterly on the first day of January, April, July and October.
BUSINESS.

The Company manufactures complete lines of steel forgings used in the manufacture of steel products for a few large' 
and firmly established customers whose business consumes the Company’s entire capacity and who furnish large contracts 
for the steady use of the Company's equipment. With the in troduction of the present new capital the Company will be en
abled to enlarge its capacity and diversify its products, which will materially increase efficiency and earnings.

MANAGEMENT
The management of the Company is in the hands of energetic men experienced in the forging business who have proved 

their ability by the results accomplished and their past record.

Officers and Directors:
B. F . ESGAR, P on tiac , P res id en t.

W ILLIA M  SPA R K S, Jack so n  (V ice -P res . S p a rk s -W ith in g to n  C om pany). 
C H A R L E S H. LUCE, D e tro it (P hoen ix  In su ran ce  C om pany).
JO H N  O’CONNOR, D e tro it (A tto rn ey ) .
J . V. R O EM ER, D etro it, M an u fac tu re r.
R. T. H E R D E G E N , W alkerv ille  (V ice -P res . and  Gen. M anager Dom inion 

Forge and  S tam p in g  Co.)

HUGH O’CONNOR, D e tro it, V ic e -P re s id en t (P re s id e n t M ichigan W ire  
C loth C om pany).

PA U L A. LEID Y , P o n tiac , S e c re ta ry -T re a s u re r .
JO H N  H. F R E N C H , D e tro it (P re s id e n t M ichigan S tam p in g  C om pany).
J .  B. BREYM AN, Toledo, C ap ita lis t.
O W . M OTT, Jack so n  (V ice -P res . J ack so n  Rim C om pany).
JO S E P H  G H A M B LE N , J r .,  D e tro it (W arren , C ady, Ladd & H ill).

All leeal matters with reference to the Company have been passed upon by Messrs. Warren, Cady, Ladd & Hill, At
torneys of Detroit, while favorable reports and audit have been made as to the financial condition, equipment, character 
of business and efficiency of management by Messrs. Price, Waterhouse & Co Accountants, the Manufacturers Appraisal 
Company, of Cleveland, and Mr. R. T. Herdegen, Vice-President and General Manager of the Dominion forge and Stamp
ing Company, of Walkerville, Ontario.

Copies of the above reports are on file for inspection at our office.
Over 75% of this issue having been purchased by interests identified with the Company, the undersigned own and offer the balance of 500 

shares of this stock at
Par and accrued dividend—each share of preferred stock carrying one share of common stock as a bonus.

DESCRIPTIVE CIRCULAR ON REQ/UEST

Kay & Company
1118 Penobscot Bldg., Detroit

Geo M. West & Company
Union Trust Bldg. Detroit

The above statements, while not guaranteed, have been obtained from sources regarded as reliable and have been accepted 
by us in our purchase of these securities.
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REAPING WHAT SHE SOWED
There is renewed talk about German 

finances being at the point of collapse. 
That Germany’s food supply is failing, 
everybody knows: that many of her in
dustries are ruined, is not denied; that 
her shipping and commerce have suf
fered blows from which it will take a 
generation to recover, is admitted by 
German business men. It is not strange 
that they are reported to be urging peace 
as an imperative necessity if anything 
is to be saved out of the wreck. But 
German}  ̂ has to mourn to-day a greater 
loss than any of those mentioned. She 
has lost her reputation. She has squan
dered her moral assets. At a time when 
she needs to call up all her reserves of 
good faith and confidence, she finds that 
they have been wasted. Nobody believes 
her. Nobody trusts her. Upon the Ger
man government the disagreeable evi
dence that it is morally bankrupt is 
being pressed from every quarter.

This is the indisputable truth which 
stands out in the reception throughout 
the world of the latest peace proposals 
by Germany. They meet with universal 
skepticism and suspicion. This would, 
not be the case if Germany stood at 
present in the position which she occu
pied in the world’s estimation at the 
beginning of 1914. If at that time we 
had had a specific resolution adopted by 
the German Reichstag, and a declara
tion by the German Chancellor, emphat
ic, renewed, explained, we should all 
have said that here was something seri
ously to be reckoned with. It would 
have been the Germany which we 
thought we knew saying what it would 
be reasonable to believe true. But three 
years have sufficed to destroy that pre
sumption. It is Germany herself that 
has taught the world to distrust her. 
A long course of lawlessness heaped 
upon duplicity, of brutality intermingled 
with deceit, has made every utterance 
of the German government suspected. 
Hence the amazing, unanimity with 
which public men and the press in all 
belligerent and neutral countries have 
looked upon the repeated peace proffers 
of the German authorities as merely 
a snare for the unwary. Whom are they 
trying to trick now? What new be
trayal are they preparing? For what 
fresh burst of ferocity is all this a mask? 
Such are the questions everywhere pro
voked by the German official advances 
in behalf of peace. Germany obstensibly

holds out an olive-branch; but prudent 
statesmen insist upon examining it to 
see if it does not conceal a dagger.

Thus is the fated and terrible punish
ment of Germany already beginning. 
She is reaping what she has sowed. Her 
rulers have brought the good name of 
their country into disrepute. Their 
promises no longer pass anywhere at 
their face value. Every governmental 
move by Germany is closely scrutinized 
to see what detestible treachery is wrap
ped up in it. The word “German” has 
always been the international trademark 
for double-dealing in diplomatic matters, 
but now it is beyond comparison the 
most detestible word in the vocabulary 
of the world. To-day Germans look 
around the horizon and see nowhere a 
friend, nowhere a nation that will accept 
the pledge of the German government 
or the word of a German citizen. Every
where they perceive dislike and distrust. 
This is the moral punishment of Ger
many for her crimes, and it is not to be 
wondered at that the punishment is 
greater than they can bear.

In their long-studied plans to win the 
Kaiser’s war—plans which they have 
been perfecting for more than twenty 
years—the German military rulers de
pended mainly upon two things—terror
ism and trickery. Both have not only 
failed them, but have recoiled upon them 
with tremendous and disastrous effect. 
Against German brutality, the exhaust
less heroisms of the soul of man rose 
in a mighty flood. Like the man in 
Browning’s “Instans Tyrannus,” Bel
gium “stood erect, caught at God’s 
skirts and prayed,” so that to-day it is 
Germany that is “afraid.” Even more 
overwhelming for Germany than the 
reaction against her barbarous methods 
in war is the inevitable result, as we see 
it now, of her treaty-breaking, her un
derground plotting, her treacherous 
dealing with nations at peace with her. 
The time has come when the German 
government desires to have its acts and 
words credited, but finds that it has 
itself cut away the moral props under 
it. Its fair language to-day is read in 
the light of Bethmann-Hlollweg’s talk 
of peace in December, 1916, although he 
afterwards admitted that he was mere
ly seeking to gain time to build sub
marines and make the war more fero
cious than ever. The intercepted Zim
merman note is not forgotten. The 
German foreign office has made itself 
the synonym for untrustworthiness. The 
German government has discredited in 
advance its own documents. It has 
turned every man’s hand against it.

This, of course, cannot go on forever. 
The rest of the world has got to live 
with Germany—the same as we have 
to live with rattle snakes and scorpions 
—and, in the end, an ironbound agree
ment will have to be made with her. 
But meanwhile, at the present juncture, 
Germany presents the melancholy spec
tacle of a great nation that has morally 
committed suicide.

Chip hats are made, not of straw, 
but of splints of the Lombardy pop
lar. For this purpose the wood is 
buried three years in the ground to 
dry. If it is allowed to dry in the air 
it turns dark red in color, instead of 
remaining white.

HOSIERY MARKET QUIET.
There seem no indications at the pres

ent time that any additional lines of 
hosiery for the coming spring season of 
1918 will be opened prior to the fifteenth 
of this month. In the meantime the 
market is quiet and more or less feature
less, excepting for the steadily increas
ing price tendency of merchandise al
ready opened and on sale.

One of the largest factors in New 
York, who about five weeks ago opened 
a limited amount of children’s, infants’ 
and women’s goods at decided price ad
vances noted at the time, has sold up 
this quota and is offering nothing fur
ther at present. The agent for the mills 
referred to expects to offer no more 
merchandise until September 1, and per
haps not until later than that, believing 
that the longer he can hold off the bet
ter it will be for all concerned. The 
three items of hosiery mentioned above 
as having been sold ahead for next 
season have been limited in delivery up 
to October 1. When any more goods 
are offered two or three months’ selling 
ahead will be the limit of the amounts.

By October 1 the mills will probably 
have the goods sold last year and held 
up in production delivered, excepting 
possibly for women’s 220-needle goods 
as a class, and will be better in a posi
tion to figure on future production in 
September than possibly could be the 
case now. From one standpoint it is 
nothing if not unfortunate that these 
goods sold a year ago are still hanging 
fire, for they were sold and are being 
delivered very cheaply compared with 
the range of values that is effective 
throughout the market to-day.

The question of labor and the inde
pendence shown by the workers has 
been a constant thorn all through the 
year. A manufacturer will announce 
to his workers that the goods must be 
made “right,” and that this must be 
even if production is smaller, in order 
to attain the standard. The workers 
agree that all the manufacturer’s con
tentions are perfectly true; that they 
will be willing to use the necessary care 
in producing goods as they should. And 
they next come along with the statement 
that as long as production will be 
smaller, in that the goods must be made 
more carefully, they will be back with 
their committee in a few days and let 
the mill man know what pay they must 
have for turning out the goods as they 
ought to be made, incidentally admitting 
at the same time that the goods they 
are producing are not right nor up to 
standard.

From present indications, hosiery 
buyers are due to receive some more 
price jolts before the season is over. 
It rather looks as though high raw ma
terial prices can be counted on as long 
as the war lasts, and there is scant hope 
of other manufacturing costs remaining 
where they are, at the very high levels 
reached to-day, to say nothing of their 
going any lower. What effect the price 
situation is to have on consumption is 
an interesting subject, and one that is 
getting much attention from the differ
ent agents.

AFTER THE WAR.
If there is anything whatever that 

we can do, think or talk about that 
will benefit ourselves or our fellows,

let us drop the useless talk about what 
will be done after the war.

When we get on the ground and 
discover the conditions and learn 
what materials are available we may 
.go ahead with building. For the pres
ent when we think “after the war,” 
let us think of these things;

After the war there will be return
ing soldiers; there will be happy re
unions and rejoicing. Let us hope 
that our loved ones will come back 
well and strong. There will be sor
row for some, but there will be con
solation and compensation because of 
what has been given and what has 
been done for humanity. There will 
be honor and reward for the remain
der of life for both soldiers arid their 
relatives.

There will also be shame, regret, 
dishonor, scorn or contempt for those 
who might have but did not serve 
their country in its hour of need. Op
en interrogation or implication will 
call for explanations and excuses. 
Some fathers and mothers who plead 
to have the son exempted from serv
ice because he was their only support 
will realize their mistake. He had 
never helped support them; lie had, 
instead, lived off his parents or spent 
all his earnings on himself. And he 
did no better during the war. Mil
itary discipline would have been a 
good thing for him, and if he had 
died in the service his parents would 
have had a pension for old age.

After the war how much satisfac
tion will any one get from the remem
brance that he withheld from his 
country all he had to give?

Fathers, mothers, wives and sisters 
of men eligible for the army should 
now think what they will think of 
themselves after the war.

Various college presidents, profes
sors, pacifists, Socialists, and anar
chists have been publishing from time 
to time articles on variations of the 
theme. “The Basis of a Durable 
Peace,” and every once in a while we 
have Bryanite and other cries for a 
“Peace Without Victory.” The an
swer to all this sort of talk is that 
there can be no “durable peace” in 
Europe until the Prussian nature and 
point of view is altered; and the only 
way to accomplish this alteration is 
by force. No “durable peace” can 
be had with a people which strikes 
medals and gives school holidays to 
commemorate the slaughter of wom
en and children by U-boats and Zep
pelins; which thinks it “civilized war
fare” to poison wells, give poison 
germs, castrate male prisoners and 
children, ravish women and girls, kill 
non-combatants, and generally out- 
devil the devil in “frightfulness.” The 
professors and college presidents 
might as well be writing theses on the 
basis of a “durable peace” with rattle
snakes as with Prussians. The Ba
varians, the Saxons and Wurtten- 
bergers, and the decent Germans—if 
there are any—will wake up to this 
in time and cast off the Prussians; 
then we can begin to talk about a 
“durable peace.”

A stubborn fountain pen has inter
rupted many a man’s flow of idle 
thoughts.
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REPLACE PYGMIES WITH MEN

In every crisis of our country’s his
tory a leader has arisen to meet the 
emergencies of the hour.

From the days of Washington down 
to the present hour America, the hope 
of all freedom loving peoples the world 
over, has met the dangers of new stress 
with infinite courage born of the fact 
that great men have sprung to notice 
as if by magic.

Washington, Lincoln, Grant, Dewey 
and others. The present conflict in 
which we find ouselves engaged seems 
up to date to form an exception to the 
history of our splendid past made glor
ious by the forensic and battlefield 
heroes coming into action born of the 
occasion.

Four months of inaction; four months 
of idle prattle as to what we intend to 
do when we get good and ready; four 
months of absolutely no progress to
ward the ending—.toward the beginning 
rather—of America’s part in the great 
world war precipitated by the Kaiser. 
What does it mean? Are we a mess 
of children unable to distinguish real, 
earnest work from the fantasies of the 
day?

The one great thing lacking is a 
leader.

Where is this man to spring from? 
That we cannot tell. Precious time is 
being wasted amid a babble of tongues, 
all arguing at the same time with no 
definite conclusion anywhere.

There is much truth in the saying, 
“strike while the iron is hot.” America 
has not done this. The deliberation 
with which we have gone into the great
est conflict the world ever saw is per
haps creditable to our poise of character, 
but hardly comports with the serious 
nature of the situation. Four months 
have passed since the declaration of war 
and we have not even a single regiment 
of the drafted army of a million en
rolled.

The men responsible for the selective 
draft, placing it high above the volun
teer method of raising an army, have 
given the country little assurance of im
mediate participation in the world con
flict. In Civil War days, when the old 
system prevailed, an army was not only 
enrolled but met the enemy in the first 
big battle of the Great Rebellion in 
three months and eight days after the 
first call for troops was issued.

Are the men of America less patriotic 
to-day than in 1861 ? We do not believe 
that for a moment, but the reason for 
the ponderous slowness of the present 
military organization is wholly due to 
the inadequacy of the man or men at 
the head of affairs.

America accepted the President’s plan 
for a selective draft. That it has been a 
disappointment to the public it would 
be useless to deny. The need of a lead
er—capable, able, patriotic, non-partisan, 
wholly American—in this great crisis 
was never so patent as now. This ever
lasting talk about what we are going to 
do, but never making a move to do is 
becoming nauseating.

Great men are not to be had every 
morning of the day perhaps, yet it does 
seem reasonable to expect the President 
to give the country some show for its 
patriotism and its money.

A cabinet of mediocre men organized

in times of peace, under the spoils 
system, wholly on partisan grounds, ut
terly fails to fill the bill at this time. 
The demand that every American cast 
aside prejudice and stand by the Presi
dent has been met by the people with 
surprising unanimity. Now let the 
President reciprocate by giving the 
country the strongest cabinet in 'his 
power to select.

With the war four months old, with 
silly and contemptible bickerings con
tinually occurring among the small 
minded and narrow visioned men of the 
President’s official household, it is high 
time that a halt was called and a chance 
given the country to draw on its strong 
men, regardless of party to take re
sponsible places among the counselors 
of the Nation while that Nation is en
tering upon the most gigantic war of its 
history.

Give us a strong Secretary of War, 
Mr. President. • We could be wholly 
satisfied with Theodore Roosevelt in 
that position. Other names of strong 
men occur that make such pygmies as 
Baker, McAdoo and Daniels look sick!

We must have the brainiest of our 
brainy men to take hold of the reins 
of government else the present admin
istration is going to be a failure and 
the war upon which we have entered 
prove disastrous and disappointing.

We shall win in the end of course, 
but we cannot be too careful about hus
banding our resources of men and mon
ey, that our people may seC it through 
without being bled white, as has been 
the misfortune of our sister republic 
across the water.

Stand by the President—yes, but in 
the meantime shall not the President 
stand by the people, giving his best ef
forts, unbiased by partisan leanings, 
toward safeguarding their interests in 
this mighty struggle of democracy 
against autocracy throughout the world? 
We are in the war. We must win or 
lose. We dare not contemplate the 
latter alternative, and it is the duty of 
all to do the best that is in them for 
the holy cause of a world’s emancipation 
from the tyranny of the autocrat.

The universal demand of America to
day is for an immediate re-organization 
of the President’s cabinet. We have a 
right to demand this and the President 
should heed the call. Perhaps no one 
will make the mistake of confounding 
Woodrow Wilson with being another 
Washington pr Lincoln, yet he undoubt

edly has a keen desire to do his duty 
as he sees it, and we, the people, trust 
that he will soon realize the necessity 
of putting forth his hand to draw from 
the best brains of the Nation for a war 
cabinet that will not be, as has been 
the present one, a disappointment and 
a shame to even the sensible members 
of his own political household.

FEATURE THE EVAPORATOR.
Cans of all sorts and the various ac

cessories are of an interest to the house
wife which will continue throughout the 
season. Likewise, the evaporator may 
be quite as acceptable. Dried fruits 
of the home sort have fallen into dis
favor because they require too much 
time in preparation, and the very fact 
that the old process was slow interfered 
with the quality of the finished product. 
We have the commercial fruit which is 
almost as good as fresh fruit for many 
purposes, and with the cheap evaporator 
which you can offer the housewife can 
duplicate it in fruit which would other
wise go to waste.

Evaporated fruit has some advantages

over the canned goods. It requires no 
sugar in the process and at this season 
the sugar bill is quite an item. Then 
you can assure customers that the fruit 
thus prepared will keep. Almost any
thing can be handled in the modern 
evaporator, be it fruit or vegetables. 
And after they are done, a paper sack 
is a good enough container. The process 
is a quick one and the enterprising 
housewife can not only preserve food 
for her own family, but can easily pre
pare a surplus which will ensure her 
pay for her time and investment.

The construction is so simple that no 
particular demonstration is necessary, 
but a special invitation to all interested 
to call and examine the evaporator will 
prove sufficient. Offer to mail your 
booklet showing just what it will do to 
any who do not find it convenient to 
call. Explain all details of the work 
to those who do call. Call attention 
not only to the standard products which 
it will turn out but to the unusual ones. 
Egg plant, celery leaves, parsley, pep
pers, horseradish, and mushrooms are 
a few of the sidelines which will be 
found profitable, to say nothing of the 
convenience in having green peas, pump
kin, squash, and all sorts of fruit ready 
in any quantity desired. It will sell, 
and it will help save the fruit which 
may come to you to sell, Try the plan.

FOR THE SOLDIER BOYS.
A window showing a collection of 

comforts and luxuries appropriate will 
prove a popular place during the com
ing weeks. We are just beginning to 
realize that our Nation is really at war, 
and the conscription lists have been 
decimating a friend or more for almost 
every one. This window thus comes 
as a personal appeal—and if you can 
help some one to choose the most ac
ceptable parting gift, good. The sub
ject is almost vital, and so just a col
lection of articles of light weight which 
will serve for every day enjoyment or 
use is sure to interest every one.

There are the comb and brush which 
appeal to the personal necessities. A 
fountain pen is a good selection, im
plying, as it does, that frequent letters 
from the front are desirable. Some of 
the local companies are supplied with 
bibles by the Sunday schools of the 
community. Where this is omitted 
among the masses, it gives the individual 
chance to supply the volume. A French 
dictionary may be a convenience to 
those with linguistic tastes. In choosing 
books, consider the personal inclinations 
of the donor. If fiction is preferred, 
get him a good, helpful book on fiction, 
for the chances are that more solid 
matter would remain unread. Some 
cheering words for every day by Nixon 
Waterman or Walt Mason will work 
wonders in fighting off homesickness. 
A scrapbook into which you transfer all 
of the local happenings of interest will 
be a welcome camp visitor at the end 
of the first month.

These are but suggestions. In look
ing over your goods you will be able 
to add to them materially. Feature the 
“Khaki Kit” in your local paper. Drape 
the window with the Stars and Stripes 
and place in it a sample of goods which 
prove favorite for the comfort bags 
which are being given out from Red 
Cross headquarters. Have one of these 
bags with contents in view, showing 
pins, needles, buttons, tape, safety pins 
etc. In short, get together the little 
conveniences and necessities.

COME ACROSS.
Come across! fo r God’s  sak e  come!
Save th a t  land! S a feg u ard  th a t  hom e!
T oud th e y  c ry—th o se  fig h tin g  th e re ! 
D ying m en—in F ran c e  som ew here— 

C ry com e across.

Come across! R aise  high  yo u r h an d : 
S w ear it  now :—th a t  you will s tan d  
Side by  side  w ith  th o se  w ho fight!
D ie!—fo r L ib e r ty  and  R ig h t 

T o sav e  m ankind .

Come across! T he  H u n  is m ad  
E nvy , h a te —all t h a t ’s bad,
G a th ered  from  th e  cen tu rie s  
C u lm ina te  in  m ise rie s  

On innocen ts.

Come acro ss  w h ere  m o th e rs  m ourn  
S uckling  b ab es  from  bosom  to rn :
Slayed by  bom bs adow n th e  a ir, 
C hildlike f a ith  th o u g h t God w as th e re  

In s te a d  g rim  D eath .

Com e across! an d  "do y o u r b i t” 
Sam m ies. Tom m ies. P o ilu s  k n it 
In  a  la s tin g  b ro th e rh o o d :
B elg ian . S lav, I ta l ia n  blood 

All figh t a s  one.

Com e ac ro ss  fo r  U ncle Sam !
P u r ita n , o r  sons of H am ,
F o re ig n  bo rn  an d  n a tu ra liz ed  
K ill t h a t  th in g , accu rsed , desp ised— 

T h e  K a ise r  bug.

E verybody—young  and  old.
H e a r t  an d  h an d —w ith  gun, w ith  gold 
Sacrifice  a s  n e ’e r  before  
D u ty  know s no  r ich —no poor 

So com e across.
C harles  A. H e a th .

Big business are often lost 
through small leaks.

CANADIAN TRIBUTE TO COLUMBIA.

Columbia! To-day in pride you stqnd.
The admiration of a wondrous throng,
Who know you war not for a common wrong,
’Tis peace and honor that you would command,
And cut away the roots of selfish power.
The innocent to vindicate. This hour 
Is yours, Columbia! O, hour of pride!
When to a noble cause you stand ail ed.
Your garb of battle is by freedom made.
And victory’s hand has touched your sword’s keen blade. 
Fling far the brightness of your stars, O, Flag!
The firm, quick step of justice will not lag.
Columbia, hail! We stand as soldiers twain 
To close the door of death across the main.

Aileen Ward.
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M ichigan Poultry, Butter and Egg A sso
ciation .

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

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

ley. S ag inaw .
E x ecu tiv e  C om m ittee—P . A. Johnson , 

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

Heavy Tax on the Egg Trade.
Any observing person who makes 

a daily tour of the New York egg 
market can not but be impressed with 
the enormous waste in this valuable 
product caused by breakage in transit. 
Since the railroads, through combin
ation and unanimity of action have 
succeeded in evading payment for 
the greater part of this loss, for which 
they are nevertheless legally liable, 
the damage seems to have increased 
until it is now become a serious tax 
upon the industry and a loss in food 
material that certainly deserves the 
attention of governmental depart
ments concerned with conservation.

In the stores of many of our lead
ing egg receivers it is a daily occur
rence to find^men engaged in repack
ing eggs that have been smashed up 
or partially broken in transit, both by 
freight and express.

We know of no compilation of 
these losses which will permit any 
reasonably accurate statement of their 
extent, but their magnitude may be 
guessed at from a few facts. In one 
store the Review learned that of one 
recent week’s egg receipts of about 
2.700 cases some 40 per cent, were 
more or less broken whereas, under 
the unjust and arbitrary rules of the 
carries only 117 cases could be signed 
for as damaged. Of more than 1,000 
cases more or less broken this house 
had to repack about 700 cases and the 
loss, while not accurately figured from 
the many records involved, was es
timated as approximating $500.

In another house the following ex
amples of loss were obtained, includ
ing labor, materials, and loss in brok
en and stained eggs but not the reduc
ed value of the repacked eggs in com
parison with their undamaged value.
54 cases damaged, loss.............. $27.88
17 cases damaged, loss.............. 12.15
20 cases damaked, loss..............  21.25
57 cases repacked, loss .............  32.81

Of 496 cases shipped for storage, 
all had to be opened for examination 
and 251 cases repacked, total loss 
$203.34.

Some idea may be obtained from 
these instances of the magnitude of 
the tax which railroad indifference 
and lack of precaution is placing upon 
the egg industry and incidentally up
on egg consumers. We venture the 
guess that it will amount to more than 
$500,000 a year in New York City’s 
receipts alone.

In our opinion the greater part of

this enormous loss is preventable. 
That devices for stowing eggs in the 
cars for the absorption of shock are 
practical and effective has been re
peatedly demonstrated. That these, 
in principal, can be adapted to the 
safe shipment of small lots as well 
as solid cars is doubtless only a mat
ter of adequate study and attention.— 
New York Produce Review.

Cheese You Can Find in the Dark.
Of course, there are different kinds 

of cheese; some are more distinct 
than others. Now, the cheese I have 
reference to is the kind you can find 
in the dark. There are lots of people 
who would like to know how this 
cheese is made. Now, I will tell you: 
In the first place you want to hunt 
up a milkman that has been arrested 
four or five times for adulterating 
his milk; you want to catch him iti 
the evening after he has been out all 
day in the sun and his milk is good 
and sour and he is about to throw 
it away; Then you buy it cheap. You 
take it out in the country and bury 
it (that is, if the board of health don’t 
object); then you take it out and beat 
it good. (Now, the lightning has been 
known to strike this cheese but the 
lightning got the worst of it.) Then 
take it and put it out all night, let 
the dew fall on it, leave it there until 
the surface becomes good . and 
mouldy; then you have Limburger 
cheese.

Paris Green Arsenate of Lead
Get Our Prices

Reed &  Cheney Co.
GRAND RAPIDS, MICH.

Um  Half aa Much

Champion Motor Oil
aa of other Oil 

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

1
vt^ilf^-MACAROMI xTli

V) /I\ /7
W IL SO N  a CO.

\ y  \y
We are the Largest Buyers

Poultry, Eggs, Packing Stock 
Butter and Veal

IN  THIS CITY
If not receiving our quotations w rite us. 

Get in touch with us before selling.

20-22 Ottawa Ave., N. W. 
Grand Rapids Michigan

Raise More Rabbits.
The U. S. Department of Agricul

ture is encouraging the raising of 
rabbits to increase the supply of meat. 
The business, it is pointed out, can 
be carried on by youths, and in back 
yards in cities and towns as well as 
on farms.

The Belgian hare breeds rap:dly. 
matures quickly and produces a palat
able and nutritious meat, at less cost 
than any other. For food lawn cut
tings can be utilized and other vege
tation that would otherwise be wast
ed. A bulletin has been issued on 
the subject by the Department.

It is often the case that a merchant

Rea & W itzig
PRODUCE
COMMISSION
MERCHANTS

i04-196 West Merket 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 selling well.

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.

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

Color and one tha t compUea w ith the 
p a n  food laws of every State and of 
the United States.

M anufactured by  W ells 9c R ichardson Co. 
B urlington, V t.

M r. F lo u r  M e r c h a n t :
T o u  c a n  o w n  a n d  c o n tro l  y o u r  

f lo u r  t r a d e .  M ak e  e a c h  c le rk  a  s a le s 
m a n  in s te a d  of a n  o rd e r  ta k e r .

W r i te  u s  to d a y  
fo r  e x c l u s i v e  
s a le  p ro p o s it io n

m a r k e t  io r

PurifyJhieni
Flour

■  S / 'pattHT w e  m ill  s t r ic t ly
cllo ice M ich ig an

b le n d e d  to  p ro - 
d u c e  a  s a tis fa c - 

g | P J H t o r y  a ll-p u rp o se  
la m ily  flo u r.

GRAND RANDS GRAIN & MILLING COMPANY.
GRAND R A PID S, M ICH.

The Sack that keeps the flour IN and the dirt O U T .

V inkem ulder
Company

Specials for This 
Week

Red Star Brand
Virginia Irish Cobbler 

W hite Potatoes
Stock the Best 

Prices Always in Line

Georgie Pink Meat 
Lopes

12-15 in Crates

Georgia Elberta 
Peaches

6 Basket Crates

Also All Kinds Fruits 
and Vegetables

Vinkemulder
Company

Grand Rapids, Michigan
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Opening Up a New Store.
If the young man who desires to 

become a merchant will form the 
habits of business, when preparing 
himself for his chosen work, he will 
meet with a greater measure of suc
cess and have fewer heartaches and 
less difficulties to overcome during 
the first few years of this mercantile 
life. These habits may be summed 
up in the following: Punctuality, per
severance, prudence, industry, sys
tem, study, frugality and temperance.

The young man who has cultivated 
these habits will find them of far 
greater value than mere dollars as as
sets of his business. But it is not the 
possession of any one of these, more 
than another, nor the occasional exer
cise of them that will lead a man to 
success. The difference in men and 
their success may be attributed in a 
measure to a difference in their busi
ness habits. The practice of these 
habits at all times will give a man a 
reputation for that business ability 
which he must attain through the 
application of these habits to h;s 
thoughts and actions throughout his 
whole business career.

Capital is a necessary possession 
these days if a man would enter the 
mercantile field with any hope of 
success. It need not be great, but 
the amount of success at the start 
depends largely upon its amount. 
Many men succeed in business who 
start with but small capital, but it 
will be found that those who do are 
able through a good business train
ing obtained in early life to make 
the most of it. These men will not 
try to do a million dollar business on 
a thousand dollar capital. Nor will 
they expect a great success in a short 
period of time, but rather with care 
and forethought build upon a solid 
foundation for the future success that 
is sure to follow such a plan.

One of the first things a young man 
should do is to open a bank account 
and begin saving his money in a sys
tematic manner. There is nothing 
that helps to form character in a 
young man so much as frugality. If 
he sets out to save so as to provide 
that capital he will require when he is 
ready to go into business, he will 
find it a hard thing to at all times ex
ercise that attribute of temptations 
to be a good fellow with the boys, to 
stand in well with the girls and to 
indulge his own whims and fancies 
and his desire for popularity with all

It takes some men a number of 
years to acquire a saving habit, to 
train themselves to have money and 
keep it without wanting to spend it.

The embryo merchant must acquire 
this habit and while doing so he se
cures a training of character as he 
accumulates a capital for use in his 
future business. The first $100 and 
the first $1,000 are the hardest to ac
cumulate. After the young man has 
saved his first hundred dollars he will 
have little difficulty in saving the sec
ond, finding that each additional hun
dred is easier to save than the previ
ous hundred.

A bank account, no matter how 
small it is, is of greater value than the 
mere dollars represented to the man 
of business. It not only helps him 
to form habits of frugality, but pro

motes habits of regular and syste
matic savings. This the banker con
siders when the time comes for him 
to assist the young man in getting 
into business. If he has kept an “ac
tive” account at the bank the banker 
knows him to be a man of regularity, 
perservance and determination. These 
qualifications recommend a man as 
being fit for a mercantile life and it 
is not hard to secure the necessary 
aid from the banker to get into busi
ness for himself.

Some of the greatest merchants 
have started with less capital than 
most men will deem necessary to
day. It is safe to say that few men 
are equipped for business unless they 
can show a sufficient capital to fit out 
the store to be occupied, in a proper 
manner, and have enough money left 
to pay for half of the stock required 
to start with. In exceptional cases 
it may be safe to make the venture 
with less, in all cases it will be better 
to wait a short time longer and save 
more capital, or to start on a much 
more modest scale.

When the man is ready to go into 
business, he must put all prejud:ce 
and partiality out of his mind and 
look at the proposition with a clear 
brain. He must be able to judge the 
whole undertaking with an unbiased 
mind. He must be free from prefer- 
ences that will lead him astray. He 
must consider the whole proposition 
with an open mind and be able to see 
its disadvantages as well as its ad
vantages, be able to weigh the one 
against the other and produce an ab
solutely impartial finding. Having 
done this and finding it to his advan
tage to go into business at that time 
the next thing will be to find a suit
able location.

A great many failures have had 
their beginning in a poor location. 
A man must be where business is to 
secure business. If he is away from 
the business district and from other 
stores, he will find it impossible to se
cure enough business to pay his rent. 
He must, therefore, secure a loca
tion in a business district. His cap
ital and his particular line of business 
will dictate the best locations in this 
district. It may be in the midst of 
the largest stores, and should be if 
capital will warrant, for that is where 
the most of the business is to be 
found, or it may be on the outskirts 
of the district. In either case, the 
best location it is possible to secure 
will be the cheapest in the end. The 
man who, to save a small amount on 
rent, selects a poor location com
mits business suicide.

Some merchants have tried to over
come a poor location by spending a 
rarge amount in advertising, and 
while some have secured satisfactory 
results, it has been found that the 
extra cost of advertising has equaled 
the amount that has been saved in 
rent.

In the moderate sized city there are 
many localities that are waiting to be 
developed by some enterprising mer
chant. There are many corners where 
there is a large amount of traffic, 
where an unusual number of people 
pass and repass every day. Such lo
calities are good for the young mer
chant who has only moderate capital.

Often a few merchants with limited 
capital open these cross-street local
ities and form a new trading center 
of it.

A small store is suitable for some 
business ventures, but it is a foolish 
thing for a merchant to open a busi
ness requiring large space to make 
it profitable, in a' small store. He had 
better go elsewhere or bide his time 
for a better opening.

The class of people who trade in 
any locality should be considered by 
the merchant before he opens his 
business there. If it is a high class 
district and he opens a popular-priced 
store, he will not secure the trade 
necessary to make the venture a suc
cess. On the other hand, if it is a 
popular-priced district, he will find 
it hard to get the high-class trade to 
come to the district, no matter how 
fine his wares are.

A poor location can bring disaster 
quicker than any other circumstance 
to the beginner. He should therefore 
be most careful in its selection.

A. E. Edgar.

P u t  “ p e p ”  in  y o u r p rices  
b y  U sin g  cM c

PRICE CARDS
40 ct*. per 100 and up

Write for Samples
CARNELL MFG. CO. 

D e p t.t ,  338 B’w ay, New York

Liquor, Drug Addicts
TAKE SAFETY FIRST
The N E A L  Remedies 

given at NEAL Institute 
will destroy the appetite 
at the end of treatment. 
A guarantee Bond,  for 
every patient, with (3) day 
Liquor Treatments, upon 
request. Don’t doubt nor 
hesitate, COME; make us 
prove it, at our expense if 
we fail: strictest privacy 
is maintained to patients, 
their friends, at our Home.

534 Wealthy St. S. E., City 
PERRY MILLER, Manager

Cigar Cigar

DORNBOS 
Single Binder

Overflowing with Quality 
Try them.

It will bring you friends 
and business.

Housewives Demand

Jersey Brand 
Peanut Butter

Because it is D elicious in 
Choice Peanut Flavor

T ry  it and Y ou’ll 
Understand

Order From Your Jobber 
To-day

4 * 4 *

Perkins Brothers, Inc.
Bay City, Michigan
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Changed Attitude of Congress on 
War Taxation.

W ritte n  fo r th e  T rad esm an .
There is a growing feeling among 

banking interests that, while a large 
amount of taxation is necessary to car
ry on the war, the great bulk of war 
revenues should be raised by borrow
ings. Sell the bonds is the sentiment 
and let future generations share the 
costs of the war, as they will its benefits. 
It is said—and it is hoped that it is 
tfue—that Congress is beginning to turn 
to this viewr of the matter and will not 
place a ruthless and destructive tax on 
excess profits. As the time approaches 
for the annual convention of the Amer
ican Bankers’ Association, the bankers 
of Michigan individually should give 
close attention to the various phases of 
war financing w ith a view of using their 
influence in the framing of National 
legislation. A local banker may think 
he has little or no influence. This is a 
mistake. In his locality he is usually 
looked to for counsel in business mat
ters. His representative in Congress 
knows this. In addition to his individ
ual influence with our Senators and Rep
resentatives. he has or should have back 
of him the Michigan Bankers’ Associa
tion, a concentrated force of no small 
importance. This Association should 
aid in pressing upon the American Bank
ers’ Association the importance of con
veying to the National convention the 
sentiment of the bankers of the State.

An old saying is, “It’s an ill wind 
that blows no one good.” The truth 
of the adage is being illustrated in this 
war’s effects on this country. Big busi
ness men and captains of industry are 
giving money and experience to aid the 
Government and are spending nearly 
as much time in Washington as they do 
at their homes and business places. The 
result is co-operation and the result of 
co-operation is a better understanding, 
and no doubt the foundation of a gov- 
vemmental policy which will quicken 
and encourage business of all kinds, in
stead of throttling and destroying it. 
Upon all in Congress—except a blatant 
fewr of the LaFollette stripe who do not 
deserve to be called men—this co-opera
tion and close contact with business 
men is having its effect. There is now' 
greater hopes of sane taxation measures 
than at any time since the war began.

While there is a lull in certain lines 
of business and pronounced hesitation 
upon the part of investors, the outlook 
is far from gloomy. There is, however, 
a necessity for correction of the some
what prevalent idea that the call for 
such huge amounts of money by the 
Government will make money hard to 
get next year. An illustration of this 
was recently given a Grand Rapids 
financial institution. A client wrote in

saying that after careful consideration 
he did not think he would invest until 
after the next war loan was called, as, 
if the Government was to spend the 
sums of money mentioned, money might 
grow scarce. The financial institution 
referred to said that if the United States 
was spending this money outside of the 
country this would be true, but that 
as the Government and even the Allies 
to whom loans were made, are spending 
this money in the United States for 
munitions and supplies it rapidly returns 
to general circulation and should in
crease business activity, with consequent 
prosperity, making money really more 
plentiful than it was before. Much of 
the cash thus spent has been from hid
den hoards, brought out through the 
sale of Liberty Bonds.

Congressional delay and legislative 
uncertainty as to fixing of prices and 
taxation and governmental control of 
industry are having a restraining in
fluence on business and a depressing 
effect on enterprise. Business men are 
growing more and more cautious as to 
their commitments. In many cases this 
feeling has led to the reduction of 
stocks and the cancellation of orders. 
This situation, added to the pressing 
need of prompt action, should spur 
Congress to an immediate settlement of 
these questions. Industrially the situa
tion is one of great activity and. aside 
from spasmodic labor troubles, manu
facturers are striving for new records 
in production.

As an example of Government price 
fixing the Interstate Commerce Com
mission is not very encouraging. Busi
ness men feel that, once the Govern
ment assumes this power during the 
war, it may not be an easy matter to 
get it to relinquish it after hostilities 
cease. It is this situation which has 
replaced the recent confident buying 
by the hand-to-mouth method now be
ginning to become prevalent.

It is often asked why it is, with cash 
reserves in the banks, high interests 
rates should prevail? John Moody re
cently answered this question very clear
ly when he said: “Interest is the rate 
paid for the use of capital rather than 
cash: and capital consists of accumu
lated savings, whereas it is possible for 
banks to have billions of dollars of cash, 
every dollar of which has been spent 
by the owners of capitalists and not one 
dollar of which is therefore accumu
lated savings or capital. Cash is a 
medium of exchange or an instrument 
of transferring capital from one person 
to another—just the same as bushel bas
kets are mediums or instruments for 
exchanging or handling potatoes. One 
can no more satisfy the hunger of the 
money market and ease interest rates 
by the use of mere dollars which do not

G R A N D  R A P ID S  N A T IO N A L  C IT 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

T he con v en ien t b an k s  fo r o u t of tow n  people. L ocated  a t  th e  v e ry  c e n te r  of 
th e  c ity . H andy  to  th e  s t re e t  c a rs—th e  In te ru rb an s—th e  ho te ls—th e  shopping 
d is tric t.

On acco u n t of our location—o u r la rge  t r a n s i t  fac ilitie s—o u r sa fe  d ep o sit v au lts  
and  ou r com plete serv ice  covering  th e  e n tire  field of b ank ing , o u r in s titu tio n s  m ust 
be th e  u ltim a te  choice of o u t of tow n  b an k ers  and indiv iduals.

Com bined C ap ita l and S u rp lu s ................................... $ 1,724,300.00
C om bined T o ta l D eposits ............................................ 10,168,700.00
Com bined T o tal R esources .......................................  13,157,100.00

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

/"YUITE apart from the possibility that 
^  he m ay die before you  do, is it fair 
to burden an already busy friend w ith  
the responsibility or adm inistering your  
estate and advising those you  leave  
behind ?
rT''HE Grand Rapids Trust Company 

makes a business of such matters 
and is especially equipped through train
ing and organization to handle them  
efficiently. Its service costs no more. 
^ O N S U L T  your attorney today, in 

struct him  to draw your w ill and 
in it name this com pany as trustee or 
executor.

Send for booklet on “Descent and Distribution 
of Property” and blank form of will.

It Ra n d  R a p i d s T r u s t  Ro m p a n y

M AN A G ED  BY M EN YOU K N O W  

OTTAWA AT FOUNTAIN. BOTH PHONES 4391
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represent savings or loanable funds 
than he can satisfy human hunger by 
passing around empty baskets.”

Realizing the soundness of this argu
ment there is no good reason to look 
for lower rates of interest this fall.

Reserve banks are in good working 
order and non-member banks are in 
good condition, so the large war budget 
need cause no serious apprehension. It 
can and will be taken care of. The 
Nation is more fully awake than ever 
before to the serious character of our 
share in the war, and our people arc 
nçt going to shrink from new tasks. 
Compared with the semi-exhausted state 
of the European participants in the con
flict, we are comparatively fresh and 
have almost countless resources with 
which to meet the demands of these try
ing times. The huge sums absorbed by 
the Government will, as before stated, 
quickly work out among the public 
masses and the business life of the 
Nation and, unless too narrow a spirit 
of restriction is placed on large indus
tries, the Nation will go along in a fair
ly even manner.

An important provision of the pro
posed new income tax law that had es
caped public attention has,been brought 
out by the Investment Bankers’ Associa
tion of the United States. It relates to 
the contemplated chance of collecting 
the income tax from owners of the 
bonds instead of at the source from the 
corporations issuing them. The bill of 
the Senate Finance Committee under
takes to alter the present method so 
that, instead of collecting the tax at the 
source, there will be substituted the re
quirement of furnishing to the Govern
ment information at the source. This 
itj many cases would be to shift the 
payment of the income tax from the 
corporation to the purchaser of the 
bonds and thus deprive investors, who 
have bought bonds containing a tax 
fee covenant for the express purpose of 
securing immunity from the income 
tax, of the benefits which the tax fee 
covenant was intended to confer. As 
the law now stands it is expressly pro
vided that the amount of the normal 
tax “shall be deducted and withheld 
from income derived from interest on 
bonds and mortgages or deed of trust 
or other similar obligations or corpora
tions, no matter what the amount of 
the interest, large or small. The bill 
of the Finance Committee would change 
this, and collect, not from the corpora
tion, but from the owner. The con
tention of the Investment Bankers’ As
sociation is that the action contemplated, 
if persisted in, will discredit corporate 
securities in the eyes of investors who 
have purchased them, relying on the 
covenants they contained and the recog
nition of such covenants by existing 
United States laws, and will have a ser
ious effect on the credit position of all 
corporations without regard to whether 
they intend to maintain good faith to
ward the holders of their securities. 
Bankers who have been and are large 
buyers of seasoned corporate securities, 
such as railroad and industrial bonds, 
eligible for purchase by savings banks, 
are vitally interested in this matter, for 
the reason it will affect the yield of 
income to the extent of the tax that 
would have to be paid by the purchaser 
—a tax assumed by the corporation

when the bonds were bought. It can 
readily be seen that it would be well 
to allow that phase of the present in
come tax law .to remain undisturbed, 
and it would also be well for the banks 
and their depositors to use to this end 
their influence with their Representa
tives and Senators. Paul Leake.

MICHIGAN BLUES.
O ver in th e  W olverine—
M ichigan is w h ere  I m ean—
Laves a  m an  w h o ’s g o t th e  b lues: 
“ T a in t no good—’ta in t  no  u se ,”
F a rm e r  Zee w ould a lw ay s  say ,
W hen  w as a sk e d  if i t  w ould p ay  
Seed to  sav e  from  hi3 b lue g ra ss ,
R ank  it  g rew , w as ju s t  f irs t-c la ss .
“ In K en tu ck y ” added  I,
" T h a t  is w h y  th e ir  la n d ’s so h igh ,
If it  g row s a  b lue g ra s s  sod 
T h e re  th e y  th in k  a  g rac io u s  God 
.lu s t h a s  g iven  th e  v e ry  b e s t 
And th a t  th e y  a re  spec ia lly  b le3t . ” 
“ T a in t no good,” sa id  F a rm e r  Zee, 
“ M ore’n th e t  p esk y  hem lock  tre e  
Stood th e re  b ack  th e  old red  b a rn ,
W ish  I ’d n e v er seen  th e  d a m  
T h ing ; I  h ired  a  m an  t ’ chop ’e r  dow n— 
D ead a t  th ’ top—tw elve  fo o t a ro u n ’— 
C harged  m e do lla r a n d  a  ha lf,
TJhen i t  k illed  m y  je rs e y  ca lf—
H eife r—w hen  it  fell, ’nd  I  g o t 
A ho lle r log; I ’ll le t  i t  ro t  
W h ere  i t  lies—fo r ’ta in t  no  good, 
Shingles—n o r fe r  k in d lin g  w ood 
E ith e r . C u t w orm s took  m y  corn  
W h a t th e  c row s d id n ’t  e a t ;  th is  m o m  
N o t a  k e rn e l; ’tw a n t so  la te  
M igh t sow  .b u ck w h eat; ’t  a n y  r a te  
’T a in t no use, each  y e a r—w ell n ig h — 
F ro s t  w ill g e t i t  in  Ju ly .
S o rry  y e r  m ilk ’s so la te , b u t one 
T h ’ calves d ied—colic—J e s  begun  
Show  som e flesh”  H e ife r?  "N o-o ,
B ull—six  bu lls a ll cam e sin ce  snow ; 
'T a in t  no use. S ince cow s w ere  h igh  
W e p u t up  th a t  c re am ery —
All u s  fa rm e rs  a t  th e  S prings,
A nd bulls is a ll t h a t  m y  luck  b rin g s .” 
“ I suppose ,” I c alm ly  sa id  
“ P o u ltry  pay3 you  w ell in s te a d .”
“ T a in t no good—’f  m y  h en s  ’d  la y  
Tw o eggs a  piece a n  e v ’ry  d ay  
In  th e  y ear, I  cou ldn’t  a ffo rd  
"T  keep  ’em —eggs w ouldn’t  p a y  th e ir  

board
G ra in ’s  so  h ig h ; w hy, ’t a in t  no  use,
A nd th e y  ra is e  th e  v e ry  deuce 
In  th e  w ife’s w ild  posey  p a tc h ;
E g g s she  s e t  d id n ’t  even  h a tc h — 
W e a th e r  so  cold.”  “A nd th e n ”  sa id  I 
“ D on’t  you th in k  you b e t te r  t r y  
’N in c u b a to r? ” “ T a in t no  good.
F ir s t  w e th o u g h t w e  su re ly  could 
R aise  som e chick3 fo r e a r ly  tra d e  
B u t th e rm o m e te rs  a in ’t  m ade  
F ’r  o u r cold. M u rcu ry  w ill go 
W h ere  ’t is  m a rk ed  so f a r  below  
I  c u t a  hole r ig h t  th ro u g h t th e  floor 
A nd i t  d ropped  ju s t  th re e  fo o t m ore 
T h ’ co ldest day . I t  a in ’t  no  go o d ;
R ea l h en s  should  th e  ch ick en s  brood— 
G row  ’em  r ig h t .” “ Y our c h e rry  tre e s  
A re  fu ll o’ bloom ; one n e v er sees 
P ro m ise  m ore, o f f r u i t  th is  y e a r .” 
“A in ’t  so good a s  th e y  ap p ea r.
R ab b its  chew ed  a ll off th e  b a rk .
E v e ry  tre e  y ou ’ll see  th e i r  m a rk — 
T h ey ’ll a ll d ie .” B u t ’t a in t  no  u se  
F a rm e r  Zee h a s  g o t th e  b lues.

C h arle s  A. H e a th .

Concise as Caesar.
All teachers know that children pos

sessing a very limited vocabulary find 
much difficulty in writing freely, even 
on subjects of which they have a fair 
amount of knowledge; also, and conse
quently, how one word, by repetition, 
is frequently made to do duty for many. 
One of the best examples of the many 
that have come under our notice (says 
a correspondent) was recently provided 
by a child who was told to relate, in 
writing, the story of Elisha and the 
bears. The young essayist wrote: “The 
boys called Elisha ‘bald-head,’ and he 
said if they did it again he would call 
a bear out of a w’ood and it would eat 
them up. So they did, and he did, and 
it did.”

Should Have Known Better.
“Willie,” said his mother, “I wish 

you would run across the street and 
see how old Mrs. Brown is this morn
ing.”

A few minutes later Wiillie returned 
and reported:

“Mrs. Brown says it’s none of your 
business how old she is.”

Michigan Bankers & Merchants’ 
Mutual Fire Insurance Co.

Fremont, Michigan

We are organized under the laws of Michigan and our officers and 
directors include the best merchants, bankers and business men of 
Fremont.

We write mercantile risks and store buildings occupied by our 
policy holders at 25 per cent, less than the board rate established by 
the Michigan Inspection Bureau.

If you are interested in saving one-third of your expenditure for 
fire insurance, write us for particulars.

Wm. N. Sent, Secretary.

BUY SAFE BONDS
o  / 0

T ax Exem pt in Michigan 

Write for our offerings

H o w e  S n o w  C o r r i g a n  & B e r t l e s
IN V E S T M E N T  B A N K E R S  

GRAND RAPIDS SAVINGS BANK BLDG. GRAND RAPIDS.MICHIGAN.

Strength and Durability
the two predominating factors which confront 
architects and contractors in choosing material to 
meet present day building requirements, have 

been liberally provided by Nature in vast deposits 

of material which can be turned into cement by 

the PETOSREY PORTLAND CEMENT CO. 
through the employment of approved machinery 

and up-to-date processes. It goes without saying 

that the manufacture of cement is a profitable 

business. If you want to participate in this un
dertaking on the basis of $10 per share, commu
nicate with

Deuel & Sawall, Inc.
Financial Agents

Petoskey Portland Cement Company 
Murray Building Grand Rapids, Michigan
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Pickings Picked Up in the Windy 
City.

Chicago, Aug. 7—Chicago did itself 
proud Saturday, August 4, in turning 
out by the thousands to view and en
courage the young men who have 
been called to the colors. Two hours 
were taken to pass the reviewing 
stand. Along the entire route the 
boys were given a wonderful sendoff. 
This was one of the most wonderful 
parades every held in the city.

One of Chicago’s old land marks, 
the old Leland homestead on the 
South Side, is about to give way to 
a first-class family hotel. Hotel and 
grounds are on the lake front and, 
no doubt, will be well patronized.

Good things are coming to those 
who work and show results. Jerry 
Cravens, who has filled one of the 
clerical positions in the New Morrison 
Hotel, Chicago, for some time back, 
has been appointed Assistant Man
ager of same by Harry C. Moir, Pres
ident. Mr. Cravens steps from one 
position to the other as thoguh he 
had always filled the manager’s place. 
He is well thought of by the boys 
who stop at the Morrison.

Some of the city's 400 along the 
Lake Shore Drive take exceptions 
to the people using the lake at this 
point for bathing. In endeavoring to 
stop them, they called the police, 
which caused a riot. In a court test 
case the people won the first round.

One of the big conventions now 
being held in Chicago at the LaSalle 
Hotel is that of the Knights of 
Columbus. It is reported the at
tendance is large.

It is reported that the Blackstone 
Hotel owners have contracted for a 
twenty-two story building as an addi
tion to the Blackstone Hotel. When 
completed this will make the Black
stone one of the largest hotels in 
Chicago.

The new Lake Shore Drive, from 
Lincoln Park to the Municipal Pier, 
is now open to the public and a very 
pretty drive it is.

Business conditions in Chicago, 
considering the vacation period, are 
very prosperous. The number of peo
ple who are summering at the differ
ent summer resorts are off-set by the 
number of people who visit Chicago 
on account of having some one of 
their relatives in one of the training 
camps, such as Grant Park, Cicero, 
High wood, Fort Sheridan and the 
Naval Training Station.

C. A. Coulter, of Grand Rapids, is 
now located in Chicago with the Na
tional Clock Company. He is also 
working what is known as the banker 
and merchant saving certificate num
ber. His office is at 20 W. Lake 
street.

Chicago’s mayor did not view the 
parade Saturday. It is reported he 
failed to get an invitation.

The White City Amusement Park, 
under the management of the Sher
man Hotel Co., reports business not 
as good as last summer, owing to the 
backward season.

All Chicago boats are now doing 
a rushing business. The warm weath
er h#s forced the people to take to 
the lake. Charles W. Reattoir.

Sparks From the Electric City.
Muskegon, Aug. 6—Your request 

for a contribution to help make the 
Tradesman infamous received, but 
how can you expect anything from 
a poor fellow when his wife has left 
him and gone up North, looking for 
that famous bear she has read so much 
about in your paper? You do not 
need to apologize, as your paper 
comes regularly.

As you know, it has been warm. 
Besides, I have been very busy read
ing the highly educational articles in 
Public Pulse regarding the cat situa
tion in Grand Rapids, which is far 
more important than food or any war 
need of the present time. By all 
means conserve the alley cat.

Jay Lyon had a real burglar a few 
nights ago and now Jay is a few dol-

lars poorer than before said visit.
When in Grand Rapids Saturday 

we were informed that Grand Rapids 
would show Muskies how to play ball 
on Sunday. Judging by the score, I 
guess they did.

Herman Anderson is again driving 
a ford. We supposed from what Her
man told us when he sold his car that 
a ford was a short cut to the poor 
house.

Harold Foote and family are resort
ing at Bear Lake these days.

The high cost of material and labor 
has caused a slump in residence build
ing here this summer.

We are sorry to say that we have 
seen more drunks and brazen women 
on the streets of Muskegon than for 
sometime. Surely someone is lax in 
their duties.*

Newaygo has a new garage, making 
four in the town.

W hat about our U. C. T. picnic?
E. P. Monroe.

*Evidently Mrs. Monroe had better 
come home.—Ed. Tradesman.
Late News From the Cereal City.

Battle Creek, Aug. 7—A quiet week 
end was spent at Crooked Lake by 
ten of the U. C. T. boys and their 
wives last week. I say quiet. It was 
quiet until 11:30 p. m. and then a 
voice was heard, “All out for a plunge 
in the lake.”

Ask Mr. Van Tyle how large the 
bass was that caused him to make 
the drive by auto to the doctor to 
hire the hook cut from his leg. No 
one saw the fish, but George and Jim 
said it weighed 5 pounds or more. 
Time, 4:30 a. m.

The city is preparing for the en
tertainment of Camp Custer men. 
The first meeting of the Community 
War Recreation Board will be held 
to-day. Churches are organizing.

Railroad siding is now ahead of the 
building and material is spread out 
over a vast stretch of ground.

Detroit hotel men will loan 240 
expert cooks to the Battle Creek can
tonment for instructing classes in 
cooking for seven weeks.

While the Government aims to leave 
as many farm buildings as possible 
on the cantonment site until it is 
definitely known whether the canton
ment is to be made permanent, a 
number of farm buildings will have 
to be torn down, either to make more 
room for the camp or to avoid fire 
risk.

Two thousand, eight hundred men 
are now working at the cantonment. 
Major Morden says that outlook for 
much faster work is good.

A million bushels of potatoes must 
be purchased to feed the soldiers the 
first month. The Government will 
spend at that time $2,500,000.

Two more companies from Calu
met are expected soon.

Ten great warehouses, 60 feet wide 
and 604 feet long, will be built along
side the railroad track for the storing 
of supplies. Jack.

Are You a Worth-While Man?
The worth-while man is vigorous and 

manly physically, and careful of the 
details of his appearance.

He has a sense of humor.
He is courteous to every one.
He is thoughtful of other people.
He is tactful.
His education is sufficiently broad to 

enable him to appreciate the finer things 
of culture.

He enjoys sports.
He can appreciate the fireside.
He is ambitious for worth-while 

things.
He has an aim in life.
He has religious faith.
He has courage, strength of purpose 

and self-control.

Lack of appreciation has robbed 
many a man of further favors.

THE BANK WHERE YOU FEEL AT HOME

^ ^ ^ A m ^ ^ y i N G S ^ ANlT!

W E WILL A P P R E C IA T E  YOUR A C C O U N T
TRY US!

Kent State Bank
M»in Office Fountain SL 

'Facing Monroe
Grand Rapids, Mich.

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

Resources
9 Million Dollars

^  ^  Per Cent.

Paid on Certificates

Largest State and Savings Bank 
in Western Michigan

T M  e :

OLD  
N A T I O N A L

BANK
GRAND RAPIDS, MICH.

177 M O N R O E  AVE.

Complete Banking Service
Travelers’ Cheques Letters of Credit Foreign Drafts 

Safety Deposit Vaults Savings Department Commercial Department

O l i o *  ’l l L  D a i * C a m F  SAVIN G S C E R T IFIC A T E S A R E  U U l  0 / 2  r e r  U c l l l  A  DESIRABLE IN V E S T M E N T

Fourth National Bank
United States Depositary

W M . H. A N D E R SO N . President 
J . C L IN T O N  BISHOP. C ashier

Savings Deposits 

Commercial Deposits

Per Cent In tereat Paid on 
Savings Deposits 

Compounded Semi-Annually

Par Cent Interest Paid on 
Certificates of Deposit 

Left One Year

Capital Stock and Surplus

$580,000

L A V A N T  Z. C A U K IN , V ice P residen t 
ALV A  T . ED ISO N , A ss’t  Cashier

TH E PREFERRED LIFE INSU R AN C E CO.
Of America offers

OLD LINE INSURANCE A T  LOW EST NET CO ST  
What a n  you worth to your family? Let us protect you for that sum.

THE PREFERRED LIFE INSURANCE CO. of America, Grand Rapidi, Mich.
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MOTOR TRUCK PROSPERITY.

Indications Point to More Business 
than Heretofore.

Special conditions indicate a pros
perity for the motor-truck business 
that has not heretofore been known. 
Two of the three transportation medi
ums ordinarily used by manufacturers 
and merchants are destined to be 
largely curtailed during the period 
of the war. Few horses will be avail
able for commercial uses, and a con
gestion in irailroad-freight facilities, 
now serious, is destined constantly 
to, get worse. Observers in England 
report that virtually no horses are 
to be seen there in ordinary business 
use. The same condition is true of 
France and probably of Italy, Ger
many, and Austria.

As a result of this situation, despite 
the fact that the disturbed financial 
conditions, resulting from the war
fare, have naturally imposed economy 
wherever possible, trucks are being 
very largely purchased for commer
cial use in France and England. The 
importance of this development is not 
to be overlooked. Most persons have 
the idea that the great shipments of 
American trucks to Europe are ex
clusively for military uses. As a mat
ter of fact, a very fair proportion of 
these trucks is being used in the or
dinary pursuit of business.

This kind of business alone is going 
to give American motor-truck manu
facturers a new volume of business. 
Most men, foreign or American, have 
come to know the value of standardiz
ing on one truck. Their permanent 
use is—to a large extent—influenced 
by a satisfaction rendered by an orig
inal purchase. Therefore, it seems 
highly probable that the European 
market will continue to absorb a large 
number of American motor trucks. 
But in a larger sense this is only a 
minor factor in connection with the 
disappearance of horses in European 
business uses. It must be considered 
in larger measure as foreshadowing 
the probable development' in this 
country.

I t is ' not to be forgotten that, in 
spite of the constantly increasing use 
of trucks in the United States, an 
overwhelming amount of city and 
suburban haulage is still being per
formed by horses. Many of the big
gest firms, which have their invest
ment in horse-flesh have declined to 
switch over to trucks, and the pos
sible applicants for trucks are im
mensely beyond any calculations now 
to be figured out. Assuming that the 
war need will take a very large per
centage of horses from business uses, 
there seems no possible course of 
procedure for the merchant and man
ufacturer but to install motor trucks. 
Moreover, the billions of money rais
ed in loans and taxes are destined 
within a short time to be turned back 
into the channels of commerce for 
the making of munitions of war and 
military supplies of all kinds, not only 
for the United States, but for all its 
Allies.

It is inevitable that the expenditure 
of these unprecedented sums of 
money should produce a volume of 
business such as the country has 
never before known, even at the high

tide of its most sensational boom. 
The margin of profit may be removed 
from its heyday figures of 1915 and 
1916, but the volume will be so great 
that net profits must mount as high 
or higher. Removing all immense 
masses of material will raise an ur
gent delivery problem. The business 
man cannot buy horses—he must buy 
trucks. This phase of the discussion 
deals only with city or comparative
ly near-by suburban delivery.

There is a still more difficult angle 
in connection with congestion of rail
way conditions. For the last two 
years the one great obstacle of rapid 
transaction of business has been the 
difficulty of getting freight cars. 
This congestion has steadily been 
getting worse. Now comes the war 
to increase the difficulty tenfold. The 
United States Government must now 
move troops, fuel, food, explosives, 
clothing, shoes, building materials, 
vehicles, and an infinitude of materi
als and production that play a part 
in military operations. Railroad 
methods and schedules are now being 
reorganized so as to fit them to take 
care of this extraordinary pressure.

It is probable that the merchant and 
manufacturer will find small chance 
to use freight cars for transportation 
of products. This will compel a new 
alignment—a ¡radically ordered system 
of transportation. Motor trucks will 
have to cover distances previously 
thought beyond their economical 
range. There will be combinations 
of steamships and motor trucks. 
There will probably also be 
such developments as the estab
lishment of central points of rail
way freight distribution, under 
which goods will be brought to a 
distributing point in freight cars and 
hauled thence to their destination by 
motor trucks.

An ominous view of the future of 
the dairying industry in Connecticut 
unless conditions change soon is taken 
by the dairy department of the Con
necticut Agricultural College, which 
has recently conducted a “survey of 
about 180 typical farms. The depart
ment found that the average cost 
yearly of keeping a cow on these 
farms was $155, which exceeded the 
return from the animal in milk and 
butter. The cost of producing each 
quart was calculated at 5.53 cents, 
and the average price received by the 
farmers was only 4.87. This price 
seems unjustifiably low, and may have 
been improved recently. If it has 
not been improved, indeed, the farm
er is in a tight hole, for the cost of 
production to him has been higher in 
recent months. In April, before new 
pasturage was ready, it was 6.24 cents 
per quart. A postcard poll of the 
State, answered by over 1,400 dairy
men with about 20,000 cattle, showed 
that the number of cattle had decreas
ed slightly between May, 1916, and 
May, 1917, and that the proportion of 
milk-cows had also decreased some
what. The College points out that 
unless something happens to make it 
profitable again to keep a dairy on 
the ordinary farm, the amount of milk 
produced in Connecticut will fall rap
idly.

/ h ig r a p e s .

A motor truck that will put new power 
dependability into your delivery sys
tem. Costs more to make, but less to 
use. Powerful and reliable in per" 
formance and is built in every detail 
for service. Our sales office has a 
proposition of interest to West Mich
igan Merchants.

H ig r a d e  Mo t o r s  C o m pan y
SA LES O FFICES

4 3  V O O R H E E S  A V E .
BUFFALO , N . Y.

EXECUTIVE O FFICES 
G R A N D  R A P ID S , M IC H .

PLANT
HA R B O R  S P R IN G S

Provide for the Future
What your dependents will need most when 

you are gone is not the mere dollars you may leave 
behind. They will need far more the business ex
perience which has made the accumulation of that 
money possible.

The making of a Trust is the one way of ap
plying your wisdom to the handling of your estate 
even after it has passed to your heirs. It will en
able you to guard against inexperience, unwise 
investment of unscrupulous promoters, and to 
protect it in every way you think it should be 
protected.

Our Trust Officer will suggest a form of 
Trusteeship suited to your needs.

Send for Blank Form of Will and Booklet on 
Descent and Distribution of Property

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

Audits made of books of municipalities, corporations, 
firms and individuals.
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M ichigan R etail H ardware A ssociation . 
P re s id e n t—J a m e s  W . Tyro, D etro it. 
V ic e -P re s id en t—Jo sep h  C. F isch er , A nn 
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A rbor.

Putting Punch Into the Midsummer 
Clearing Sale.

W ritte n  fo r th e  T rad esm an .
Jenkins & Hardy are holding a mid

summer clearing sale.
You wouldn’t know it to go in their 

store, though. It looks just the same 
as it has looked all summer. The clerks 
act just the same as they did the first 
week in July. The only volunteer re
mark that comes floating your way is a 
comment on the hot weather.

True, there are one or two tokens of 
a sale. There is a show-card on or near 
the pile of hammocks which says: “20 
per cent, off.” In the daily papers the 
Jenkins & Hardy advertisement an
nounces “Grand Clearing Sale of Sum
mer Goods. 20 Per Cent Off Hammocks, 
Ice Cream Freezers, Lawn Mowers, all 
enameled wrare. Reduced 10 per cent., 
table and kitchen cutlery. We challenge 
any store in Carisford to beat our 
values.”
•Said Hardy to Jenkins a few days 

ago : “Don’t you think we’d better 
clear out the summer stuff. Mark it 
down, you know?”

“Oh, I guess so.”
. “Will we try an advertising splurge?”

“N-no, I guess not. When we trim 
down the prices a little we’re throwing 
away enough, without wasting a lot more 
in advertising.”

Hence the “Grand Clearance Sale” is 
in full swing, and it creates not a ripple 
of interest in Carisford or the surround
ing country. Business flows on just 
about as it did before.

Just a word as to thé mental attitude 
disclosed. Jenkins has very reluctantly 
decided to make a price sacrifice. He 
feels that he is losing money, but he 
must sacrifice a little to clear out the 
goods; if he doesn’t clear them out he’ll 
lose more, by having to carry them over. 
In order to sell them he ought to ad
vertise them, to push his sale to the 
limit. But that runs up into money. 
No, he’ll let the sale fizzle out and the 
goods stay on his shelves and the larger 
loss be incurred rather than spend a few 
extra dollars making the sale a success.

It’s just the same principle as though 
you found yourself critically ill, called 
in a specialist, and then refused to fol
low the necessary treatment he prescrib
ed because the specialist’s visit had cost 
enough as it was.

When you’re putting on a special sale, 
midsummer or any other time, make it 
a sale that folks will notice and remem
ber. There’s no use in half measures 
in any business; in half decisions, or in

AGRICULTURAL LIME 
BUILDING LIME

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

203-207 Power*'Theatre Bide., Grand Rapids, Mich.

H A Q N F W  o u r  o w n  m a k eI in i V i lC /O O  H and o r  M achine M ade
Out of No. 1 Oak leather. We guarantee them 

absolutely satisfactory. If your dealer does not 
handle them, write direct to us.

SH E R W O O D  H A LL C O .. L T D .
Ionia Ave. and Louis St. Grand Rapids, Michigan

Elevators
Electric and 
Hand Power

Also Dumbwaiters

Sidney Elevator Mfg. Company
Sidney, Ohio 

Mention thin paper.

the sort of business policy whereby your 
left hand is used to defeat what your 
right hand is vaguely trying to do. If 
you are holding a clearing sale this 
month, dig right in and make that sale 
a success from the start. More than 
that, make it a big advertisement for the 
store. Use it, not merely for the 
primary purpose of clearing out a little 
surplus stock, but also to win new cus
tomers, introduce new lines, and build 
permanent business.

Right here you can profitably take a 
leaf out of the book of folks who make 
a regular feature of sales. Dry goods 
stores aren’t satisfied to offer vague, 
elusive discounts; they almost invariably 
quote specific prices. A specific price 
hits the customer square between the 
eyes.

Thus, Jenkins & Hardy advertise “20 
Per Cent. Off all Hammocks, etc.”

But the man who writes dry goods 
advertising would whip that proposi
tion into more appealing shape. He’d 
turn the trick somewhat like this:

YOU NEED A HAMMOCK
There’s lots of warm weather yet, and 

you’ll get a lot of benefit from purchas
ing now, and you’ll save money too. 
Our hammocks are extra good value, 
strong, durable, comfortable.

Regular $8.00 a t ................$6.59
Regular $6.00 a t ................$4.79

And so forth. Here we get in a nut
shell the principle of good special-sales 
“copy.” Start with a positive sugges
tion, emphasize the wisdom of imme
diate action, describe the goods in con
cise, attractive terms, and, as a clincher, 
quote the previous value and the specific 
reduced price.

A “20 per cent, discount” blanket- 
sheet announcement will interest nobody. 
If you said “50 per cent, discount” only 
a few would sit up. But build up a 
column or a half page advertisement of 
specific items, with actual price reduc
tions quoted in definite figures, and you 
interest a lot of folks. In a dozen or a 
score of items, there’s pretty sure to be 
at least one that will interest every 
reader.

So much for newspaper advertising. 
Back it up simultaneously by featuring 
your leading specials in a striking win
dow display. Here the same principle 
holds good. Quote prices, specificially, 
on every article. Even if you make it 
a rule for good and sufficient reasons 
of your own never to price-tag the goods 
in your window, on this one occasion 
that rule should be set aside. With a 
special sale, the whole crux of the mat
ter is price. Not merely price, but prices 
—actual figures. In your display use 
the familiar “marked down” cards, 
showing the old price struck out and 
the special price in red ink. The device

IG'

A sk  ab o u t o u r  w ay
B A R L O W  BROS. G rand  Rapida. M ich.

United Agency
Reliable Credit Information 

General Rating Books 
Superior Special Reporting Service

Current Edition Rating Book 
now ready

Comprising 1,750,000 names— 
eight points of vital credit 
information on each name— 
no blanks.

THE UP-TO-DATE SERVICE
Gunther Building 

CHICAGO :: ILLINOIS
1018-24 South Wabash Avenue

H O R S E  S H O E  
T IR E S

Wrapped Tread System

Guaranteed For 5,000 
Miles

Made in All Styles and Sizes

The Treads are thick, tough 
and long wearing. The non-skid 
prevents skidding and insures 
uniform speed by clinging to 
solid bottom on muddy, wet 
thoroughfares.

Red and Gray Inner Tubes 
Batteries, Spark Plugs 

Auto Shawls and Robes

Wholesale Distributors:

BROWN & SEHLER CO.
GRAND RAPIDS, MICH.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

Special M achinery
And Repair W ork

Leitelt Machine Shops
Are equipped to do any kind of special work in a first class 
manner. Your own designs or special designs worked out 
to fit your requirements. Call or write us what you need.

Adolph Leitelt Iron W orks
213 Erie Street Grand Rapids, Michigan
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i *
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is coeval with the Rocky Mountains, 
perhaps, but it is always good.

Make the inside of your store look 
as though something were happening 
there. Here, too, use price tags on all 
specials on which discounts are being 
given. Not vague “20 per cent, off” 
cards, but specific reduced prices. If 
you can get up show cards with a few 
words emphasizing the value of the 
goods, so much the better; but as a 
clincher always bring out the price.

Newspaper advertising will sell goods, 
and window display will sell goods, and 
interior display will sell goods—and it 
is to sell goods that you are holding this 
special sale. So do not stop at any 
half-way measures.

The special sale gives an opportunity 
to lead up to your new fall lines. Snatch 
this. opportunity. Together with the 
“specials” you may advantageously show 
fall goods at regular prices. The spec
ials can thus be used to attract attention 
to lines on which later, if not now, you 
will secure the full margin of profit.

Train your clerks to call attention to 
these regular lines. Have them get 
the names of new customers, and tact
fully find out, if possible, in what fall 
goods—paint, stoves, builders’ hardware, 
sporting goods, etc.—each individual 
may be interested. The names, with 
the information secured, can be jotted 
down for use in planning the fall cam
paign.

Used in this way, the special midsum
mer sale will bring you benefits quite 
beyond those which it is primarily plan
ned to produce. Victor Lauriston.

“The First Article They Buy.”
As director of Community Develop

ment and Trade Betterment, I re
cently sent out a hundred letters to 
mothers in rural communities ask
ing what was the first article they 
purchased at the mail order house and 
received twenty-seven replies to the 
effect that it was infants’ and chil
dren’s wearing apparel.

I have been told by a very high 
authority on the matter that one of 
the large mail order houses opens 
more new accounts on infants’ wear 
than any other department, except
ing one, the grocery department.

You will note the big catlogues 
feature children’s shoes very strong
ly. These children are growing up 
to have homes of their own; in other 
words, by not obtaining your share 
of the infants’ and children’s wear 
business you are 'allowing the cata
logue houses to undermine your fu
ture.

There are three ways that the mer
chant can lose business.

1. A competitor wins them, but 
you figure on getting some of jrou: 
competitor’s customers.

2. Some people may move out, but 
many more are moving in.

3. The only customer you really 
lose is the one who dies and ihis 
customer’s place must be taken by 
the new baby.

It is, therefore, the store which is 
building a foundation for his future 
business by making friends of the 
children, that is creating a solid good 
will which cannot be upset by out
side competition.

I venture to guess that few mer
chants located in towns of less than

2,500 are paying special attention to 
this important branch of their busi
ness.

Where are the mothers of these 
children obtaining their necessities 
for the home? In the majority of 
cases you can trace their purchases 
to the mail order catalogue. Is it a 
wonder that they are making a won
derful progress? They realize that 
the first purchase for the home is for 
those loved babies and this first pur
chase is the magnet which draws pur
chases for the rest of the necessities 
after it, or with it.

Some of you merchants may be 
tempted to go home and start buying 
infants’ and children’s merchandise, 
but I would advise going slowly and 
letting the matter develop naturally.

Before starting to merchandise, I 
would become acquainted with the 
children in my community and en
deavor by a little human interest to 
let the mothers know I have their 
welfare at heart. Baby Week was an 
opportunity for the merchant, as be 
then could distribute the proper liter
ature, and if a store could provide an 
auditorium or an open space where 
the mothers could gather, the wom
en’s clubs and the doctors were glad 
to hold meetings and invited mothers 
to learn more about their children.

This is not only a good plan but an 
absolutely necessary procedure if you 
have at heart the future of your baby 
citizens. E. B. Moon.

Showing Your Intentions.
Where a complaint and additional 

trouble over a retail sale threaten to 
lose a customer for a store, every 
second saved in getting the merchan
dise resold and delivered in perfect 
order, before the impatient customer 
demands his money back, is impor
tant. A Western department store 
uses a method that is usually effec
tive in accomplishing the desired re
sult. A small sticker is the means.

This slip is printed on red paper 
and every employe in the establish
ment knows that he must follow the 
instructions on that slip or be called 
to account. The adjustment desk 
never places this tag on goods in the 
case of a first complaint, but only 
when the situation has become seri
ous. On the end of the tag the in
structions read:

“This parcel must go without stop
ping. Pass it on to delivery depart
ment instantly. Floor managers, in
spectors, and credit department must 
interest themselves.”

The tag gets results, but what is 
more to the point, the instructions on 
the slip create such an impression on 
the customer when the goods are de
livered that further resentment is al
most precluded.

The East Fulton Hardware, Heating 
& Plumbing Co. has been organized to 
buy, sell, manufacture and install ap
paratus and hardware, with an author
ized capital stock of $20,000, all of which 
has been subscribed, $250 paid in in cash 
and $17,500 in property.

Far be it from us to belittle the 
value of a college education, but “hoss- 
sense” still cuts a big figure when it 
comes to success.

We extend a cordial invitation to all merchants interested to visit 
us and inspect our lines of

Holiday Goods
IN

CELLULOID AND METAL TOILET AND MANICURE SETS, 
LEATHER GOODS, CHINA, CUT-GLASS, TOYS, DOLLS, BOOKS, 
GAMES, BRASS HOUSEHOLD WARES, SIVERWARE, CLOCKS 
AND NOVELTIES OF EVERY DESCRIPTION.

We are showing choicest selection of goods from over

Eleven Hundred Factories
Our display is a wonderful revelation of

New Goods
Lowest Prices and

Immense Variety
that should not be overlooked as the early buying merchants are show
ing by their orders every day since the opening week of June 5th.

Don’t say “I can’t get away.”
Other men are as busy as you but they have learned that goods “well 

bought are half sold,” and in this year of wonderful changes IT IS IM
PERATIVE that you see a line of goods like ours before buying.

To attempt to order from your home town with so many NEW, 
NOVEL AND SNAPPY THINGS as we are showing would be an in
justice to your business as the people are depending upon you to save 
them from ordering elsewhere.

PRESENT PRICES WON’T LAST and our early orders cannot be 
duplicated as raw material and labor are constantly rising. Besides there 
is a greater shortage in these lines than last year and factories cannot 
be depended upon for re-orders.

WE TRY TO SERVE YOU
We mark our goods in plain figures. We have increased our sample 

tables ONE THIRD to accommodate goods NEVER SEEN BEFORE 
in preparation for the greatest Fall and Holiday business you have ever 
had.

We will hold orders until shipment is desired. We give Holiday 
dating, sell to merchants only and have no connection with any retail 
store.

COME AND SEE US—-CORRESPONDENCE INVITED

H. Leonard & Sons
MANUFACTURERS’ AGENTS & WHOLESALE DISTRIBUTORS 

Grand Rapids, Michigan
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Manufacturers Report Good Demand 
For Fall Shoes.

W ritte n  fo r  th e  T rad esm an .
Viewing the situation from the man

ufacturers’ standpoint, the outlook for 
the fall and winter of 1917 is decidedly 
encouraging. Contrary to the fears of 
quite a few shoemen who anticipated a 
general attitude of conservatism, if not 
indeed genuine retrenchment, amongst 
retail shoe dealers throughout the coun
try, shoe buyers from various sections 
have, within the last week or two, added 
zest and confidence to the sale of foot
wear by producers in the big shoe mar
kets. The bulk of the buying has been 
for delivery in the early fall-months. 
A good many of the larger dealers are 
proving by their placements of orders 
for additional sizes and widths of fall 
and winter footwear that they did not 
overbuy for fall when they placed their 
initial orders with the traveling sales
man last spring.

As a matter of fact the situation as it 
has now developed, seems to indicate 
that buyers who were just a bit over
cautious some months ago—partly be
cause of the unprecedented prices that 
were asked, and partly because of the 
Nation-wide campaign through the press 
for conservation and economy of every 
conceivable kind—have now had ample 
time to feel the public pulse, as it were, 
and give the matter a sober second 
thought, and, having done so, have ar
rived at the conclusion that their trade 
are going to buy shoes next fall and 
winter no matter what the world-war 
situation may be. Thus it comes about 
that shoe manufacturers are in an ex
cellent frame of mind, for they see in 
prospect quite a large volume of addi
tional fall and winter business.

The major volume of orders for fall 
and winter have, to be sure, already 
been made up. No radical changes in 
styles and patterns have occurred to 
mar the prospects of duplicate orders 
based upon the initial advance orders.

An Element of Uncertainty.
Anticipating and preparing to meet 

local footwear requirements always in
volves an element of risk, but the de
mand for men’s footwear is particularly 
uncertain until dealers know definitely 
how many men will be called to the 
colors during the next six months. 
Many shoe dealers throughout the 
country are finding that their sales of 
men’s shoes have fallen off because 
thousands of men enrolled for army 
service are holding off on shoe purchas
es until they know whether or not they 
will be drafted. If they are, then of 
course they will be provided in due time 
with regulation army shoes. Some re
tailers have expressed the belief that 
after the draft for the first million men

is over the sale of men’s shoes will be
come normal so far as it is now affected 
by the element of hesitation in buying 
civilian shoes by the ten million young 
men who are of military age.

In this connection, it may be noted 
that the business of many retail shoe 
dealers in the small towns and villages 
will be affected, not temporarily, but for 
a long time to come by this matter of 
conscription. In the big centers of pop
ulation, young and older, both men and 
women and children, are coming and 
going; and while the ratio of the select
ive draft is the same for both, the places 
of the young men in the smaller com
munities will not be filled by newcomers 
—and they will be missed far more 
keenly.

As to Shoe Prices.
Will shoes be cheaper, soon? By 

way of comment on this oft-repeated 
question, the writer can think of no bet
ter statement than that of F. W. 
Whitcher, prominent shoe findings 
wholesaler of Boston, in an address be
fore the National Shoe and Leather 
Finders’ Association in Milwaukee, re
cently. He said: “Basing my claims 
upon data compiled from the most au
thoritative sources, business in the shoe 
trade is sure to be of big volume. Big 
business is certain during the fall and 
winter and no large reduction of prices 
can be expected after the war ends, even 
if it ends soon. No lower prices on 
leather can be expected after the war, 
for a heavy world demand is expected 
for a year or two after the war ends, 
and it may take a considerable period 
to catch up with demand and then only 
will the price level be lowered. Peace 
being declared may cause a sentimental 
reduction of prices, but after a tem
porary reduction prices will be firm. 
The increase in population since 1910 
is 10 per cent, whereas the increase in 
cattle is only 3 per cent. The ratio of 
increase in hides is therefore not the 
same as the increase in population or 
demand for hide products. Leather sup
plies from abroad are not adequate to 
meet domestic and export demands. 
The war is not expected to end for 
some months. At the close of the war 
reconstruction will call for all kinds of 
articles and in a very large way to meet 
world requirements for two or three 
years.”

This is an excellent summary of the 
precise situation. Prices of shoes— 
especially the sort of shoes you can con
scientiously recommend to your trade— 
are high, but there seems to be abso
lutely no prospect of their being cheaper 
in the near future. Therefore the deal
er who is holding off, hoping that there 
will be a reduction, is going to be dis
appointed. Cid McKay.

This Shoe is Being Advertised to Yonr Customers
Arc you prepared to meet the demand?

This particular style will be in big demand. As all Playmate 
shoes it is made to fit growing feet on an attractive last, and is con
structed so as to give service.

Gun Metal English Black Cloth Top
2343 8)4-12 $2.10
2443 12)4-2 2.25
7522 2^-7 3.60 Growing Girls

Gun Metal English Matt Top
2336 814-12 $2.30
2436 12)4-2 2.50
757 2)4-7 3.00 Growing Girls

Pat. Plain Toe English Black Cloth Top
2338 8>4*12 $2.15
2438 12)4-2 2.25

Hirth-Krause Company
Tan the Leather and Make the Shoes

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

The STYLE and QUALITY Combination 
to be Found in

The “ Bertsch”  Goodyear Welt
Shoe for Men

w ill bring you the repeat orders.

The insistent demand of your best trade for a moderate priced shoe, 
having both STYLE and QUALITY, can best be suited by selling 
them the BERTSCH shoe line.

The BERTSCH shoe stands alone— is in a class by itself. We have 
aimed to make a line to appeal to the average man— the man who 
wants style, good conservative style, and quality so that he w ill get 
service from (he shoes he buys.

In the BERTSCH shoe you w ill find both style and quality— quality 
of workmanship and quality of material— far superior to any similar 
line offered you today.

They are so carefully worked together into the shoe that the com
bination forms a trade builder you cannot overlook.

Your customers w ill find in the BERTSCH shoes comfort and service
giving qualities they want.

For the future success of your business YOU should RECOMMEND 
and SELL the BERTSCH shoe line to your trade.

Herold-Bertsch Shoe Co.
Manufacturers of Serviceable Footwear GRAND RAPIDS, M ICH.
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No Encroachment on Accustomed 
Charities.

As the war proceeds, and especially 
if it lasts a long time, it will become 
increasingly necessary to turn the 
productive activities of the Nation 
from things that can be dispensed 
with to things that are necessary for 
the conduct of the war and other
wise.

But if, owing to the needs of the 
war, certain lines of business may 
and probably will have to be ex
tinguished for the time being and the 
activities of those who have handled 
them heretofore utilized in other di
rections, let the evolution come grad
ually and not with a sudden jerk 
which would give a needless jar to the 
delicate machinery of business.

In whatever respects and for as 
long as we can maintain the normal 
course of trade, without detriment to 
our supreme task, the successful end
ing of the war, we should I believe, 
do so.

But we can and unquestionably 
should at once proceed to take such 
steps, each one of us, as will produce, 
if I may use the term, primary sav
ings.

This is, of course, a complex sub- 
>ect. I will only quote one homely 
instance to illustrate my meaning:

At the same time we must realize 
that if the conflict continues for a 
long time, it will doubtless become 
necessary to resort to more drastic 
and deep cutting measures of saving.

If we, every one of us in our in
dividual households, pay careful at
tention to the avoidance of that 
waste of food and material for which 
America is proverbial, if we deny 
ourselves a few indulgencies in the 
way of eating and drinking and late 
entertaining, if we do those and a few 
similar simple things, the resulting 
National saving in the aggregate will 
be enormous, the stock of National 
assets will be increased and no one 
will be damaged by the process in 
his own business.

This is a crude and obvious ex
ample, but I think the same test can 
be applied to other methods of econ
omizing—at least in the early stages 
of the war.

It is likewise obvious that we should 
at once start upon reducing our in
dividual use of such materials and ar
ticles for which a special demand is 
created by Government requirements, 
and that by doing so we are not caus
ing any detriment to industry.

May I add that the worst and least 
permissable way of saving during a 
war is to cut down on one’s charitable 
and altruistic contributions along his 
habitual channels. War charities 
should not be supported at the ex
pense of one’s accustomed charities, 
but in addition thereto.

Otto H. Kahn.

Minnesota has been moved by the 
slowness of immigration into her 
areas of vacant land to undertake a 
new policy of encouragement to set
tlers. By a recent constututional 
amendment the Legislature was al
lowed to appropriate $250,000 for the 
purpose, and has actually set aside 
$100,000. The State, which has about 
2,000,000 acres open to settlement,

plans to sell them at local auction at 
a minimum price of $5 an acre. The 
State’s fund is to be used to clear the 
timber from a part of every farm, and 
—if the settler wishes—to erect a 
modest cabin upon it for which the 
settler must pay in five years. As 
the settler need pay only 15 per cent 
of the auction cost of the land im
mediately, and has forty years in 
which to complete payments, a man 
can enter Minnesota with little cap
ital. The State does not intend to 
sell the land piecemeal and at ran
dom, but is trying to form colonies 
of twelve or fourteen farmers on ad
joining land. The settlers may thus 
organize a township and their own 
schools. Three settlements have al
ready been formed on the banks of 
lakes which furnish good fishing.

It appears that the Kaiser has ac
quired more than ten thousand books 
concerning the war, the Berlin Royal 
Library fifty thousand volumes, and 
the British government between thir
ty and forty thousand. These consti
tute but a small part of the souvenirs 
and relics of the great war, collected 
and stored away. The whole process 
shows how self-conscious has become 
our modern point of view. We do 
nothing without a certain amount of 
self-criticism. While we kill, we won
der how we shall look to posterity. 
Partly, at ■ any rate, the war was 
brought about by too great self-con
sciousness. The Germans thought 
too much in theoretical terms about 
themselves and their mission. Per
haps they read too many of their 
own professors’ books, and too easily 
gave in to their conclusion. At all 
events, the literature about the war 
will, in course of time, grow to enor
mous and stupefying proportions. The 
more extensive it becomes the less 
clarifying it may be.

Kronic Kicker Wants Advice.
Mears, Aug. 6—Kindly give me a lit

tle advice. I have marked my Ger
man coffee Irish coffee. I have quit 
selling Germantown yarn and quit 
“getting in dutch” with my wife. I 
happen to have some good German 
friends. Should I refuse to sell them 
goods? Then my good friend Leicht, 
the grocer of Hart, was born in Ger
many, I believe. Should he be di
vorced or ought I to ignore his ac
quaintance? You see, I try to follow 
the instructions in the Tradesman, 
but you are so darned radical, ultra 
American and anti-German that 1 
don’t know where I am at present. 
I have a German name, but my par
ents and all my grandparents were 
born in the United States. Am I to 
be held responsible because my great 
great grandparents were, unfortunate
ly, born in Hell—beg pardon, I mean 
Germany? Kronic Kicker.

HONORBft-T 
r  SH O ES

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

Hood’s
New Tennis Ideas

See them, 
without fail

They will not fail you
Nearly everybody knows the great 

superiority of

Hood Tennis
and the

Hood Ideas
All prices on Hood Tennis changed August 1st and 

are now in effect

Grand TfapidsjShoe «Rubber (o.
The Michigan People Grand Rapids

f
OUR TRADE MARK

O N  Y O U R  S H O E S

A SMALL 

THING 

TO 

LOOK 

FOR

K - v  1
c o .7 ’ l

GRAND RAPID.!/
S HOE /

BUT 

A BIG 

THING 

TO 

FIND

This trademark represents the ground floor 
plan of our factory. Look for it, ask for i t ; 
it stands for wear, comfort and service.

Rindge, Kalmbach, Logie Company
ESTABLISHED 1864 

O R IG IN A L  M AKERS OF

“THE GRAND RAPIDS SHO E”



20 M I C H I G A N  T R A D E S M A N A u g u st 8, 1917

Plainer Fare Not a Hardship But a 
Benefit.

W ritte n  fo r  th e  T rad esm an .
This dreadful war is teaching us many 

lessons. One fact that has come to 
stand out very plainly during the past 
few weeks is that as a people we care 
altogether too much about just what we 
have to eat. Every person possessed of 
foresight and common sense hopes and 
prays that we shall experience no such 
calamity as a real shortage of food, but 
any fair-minded observer must see that 
six months or a year of very plain 
living would do us no harm at all. In
deed, such a period 'of retrenchment— 
just enough food to satisfy our actual 
needs, fare wholesome and nutritious 
but not meeting all our whimsical pref
erences—would be about the best thing 
that could happen to us.

So far as my knowledge goes, the 
people at large and particularly those 
who are most intelligent and best under
stand the situation have risen commend- 
ably to the matter of the food pledges. 
The housewives .who read and think are 
“getting behind Hoover.” If some are 
still reluctant, it must be borne in mind 
that the educational campaign has only 
begun. The war and what it may mean 
is as yet only vaguely realized by many 
minds. There are women who now de
cline to modify the provisioning of their 
families, because they see no necessity 
for making the changes that are request
ed. These will be ready to do their 
duty when their duty becomes clear to 
them. But the fact remains that they 
and many of the rest of us are making 
considerable of a mountain out of what 
should be looked at as a very small 
molehill.

For any person of good strength it 
should not be considered a serious denial 
to go without meat one day in the week. 
Indoor workers would be better off to 
make it four or five meatless days in
stead of only one. Rightly regarded it 
is no great sacrifice to substitute corn 
bread or rice or an ear of sweet corn 
for wheat bread one meal each day; yet 
there are those who seem to think they 
are taking rank with heroes and mar
tyrs by pledging to the wheatless meal. 
It ought not to be that mother need 
hesitate a moment about aiding in the 
great work of food conservation, for 
fear of complaints and “kicking.” from 
the members of her household, but don’t 
you know many good women who are 
hesitating just on this account?

Most of us, even those in very modest 
circumstances, live too highly. We eat 
too much and we make far too much 
of any little deprivation of our custom
ary table luxuries. Without realizing 
it ourselves, many of us are really gour
mets, so finical have we become about 
what goes into our stomachs.

Every grocer and every delicatessen 
proprietor can tell his stories. In many 
families, having to eat bread a day old 
is regarded as a calamity. Not being 
able to procure #the preferred brand of 
some canned delicacy is almost a life 
and death matter, or so one might judge 
from the fuss that is made. A woman 
I know sent her little girl to a near-by 
store for a cake of honey. The grocer 
supplied of his best—beautifully light 
in color and of excellent flavor. What 
was his surprise a short time after to 
have the honey sent back. It had been 
removed from the frame, placed on a 
plate, and one corner cut off. The wom
an explained in a note that she could 
not possibly make use of it, because it 
was candied. Close examination showed 
a very small amount of hardening on 
one side, the rest of -the block being 
entirely free from it. There are three 
children in this family, little epicures 
of 7 and 9 and 12, already educated up 
to the point where they think they can 
not eat perfectly good honey because 
of its being slightly candied.

There are plenty of people—good, 
well-meaning, and some of them fairly 
brainy people—whose main subject of 
thought and whose most absorbing topic 
of conversation is what they eat. All 
the changes are rung on the cooking, the 
flavoring, the serving of favorite dishes. 
Do you not often listen for half an 
hour or more to a garrulous acquaint
ance running on about some dinner to 
which he or she was invited, or about 
a meal taken at a hotel or a cafe, every 
item on the menu being described in 
detail ?

The long and short of it is that with 
most of us, the “eats” have assumed an 
importance that is absurd. Tickling our 
palates cuts too big a figure. There are 
reasons for this state of things. There 
have been long years of prosperity, 
bountiful and seemingly inexhaustible 
supplies, great improvement in methods 
of preparing and preserving all kinds of 
food products, and rapidly advancing 
standards of living. And from all quar
ters it has been urged upon women that 
the way to a man’s heart is through 
his stomach, and that fine cookery is the 
surest means of keeping a husband con
tended and making a happy home.

These tendencies combined have car
ried us too far. We have, unwittingly, 
become enslaved to our eating. Many 
a child has grown up firmly believing 
that certain dishes cooked in a certain 
way are necessary to his or her exist
ence, and as inflexibly prejudiced against 
other articles of food that are thorough
ly good and wholesome. And many a 
woman in catering to a husband and 
children daily becoming more and more 
exacting has herself developed an ap
petite that is satisfied not at all with

plain victuals, but only with knick- 
knacks.

Our customary indulgence at table 
makes us stupid mentally and causes no 
end of physical ills. Were there no need 
of food conservation, for our own good 
it is high time that we call a halt on 
that overeating that is induced, not by 
healthy hunger, but by the temptation 
of a superabundance of rich and highly 
seasoned dishes. Gluttony is an ugly 
word, yet many who would be loath to 
admit the fact, already are suffering its 
evil consequences.

The • theory that the way to a man’s 
heart is through his stomach has failed 
to work out well in practice. Our sani
tariums are filled with men whose diges
tion has been ruined by wives who fol
lowed the slogan, “Feed the brute.” And 
who ever knew a dyspeptic husband to 
be agreeable or contented?

We have had too much pampering of 
palates. The sensible woman will now 
serve on her table plain, wholesome, 
food, in sufficient but not excessive 
amounts. This will be eaten by the 
members of her household with a hearty 
relish, for their appetites will no longer 
be dulled by a surfeit of luxurious dain
ties. A wisely directed cuisine is right 
in line with patriotic duty. While aiding 
in food conservation, the intelligent 
housewife will also be promoting the 
health and happiness of her family.

Quillo.

You'll Remember This Slogan.
“Out of the noise zone into th - 

ozone,” is the slogan of a suburban 
real estate dealer. It caught the pub
lic fancy—to his profit, he feels sure.

W hy N ot 3 Flavors?
Why continue to sell but two 

flavorings — lemon and vanilla? 
Crescent Mapleine, the r i c h  
“Golden Flavour,“ is just as staple 
as either. Has more uses. Blends 
with all flavorings—and nearly all 
foods. Makes a wonderful syrup. 
Sell >emon. vanilla and Crescent 
Mapleine. * * Crescent Mfg. Co., 
Seattle. Wash. Order of your job
ber or Louis Hilfer Co., 1503 Peo
ples Life Building, Chicago.

C R E S C E N T
M A P L E I N E

Watson-HiggiiisMIg.Co
GRAND RAPIDS. MICH.

Merchant
Millers

Owned by Merchants

Products sold by 
Merchants

Brand Recommended 
by Merchants

NewPerfectionFlour
Packed In SAX O LIN Paper-lined  

Cotton, Sanitary Sacks

Double A Candy
The Candy for Summer

Get ready for your resorters 
They will want good candy 

We have it, and don't forget the Lowney Chocolales

Putnam Factory Grand Rapids, Michigan

Your Citizens Phone
Places you in touch with 240,000 tele
phones in Michigan; also with points 
outside the state.

117,000 Telephones in Detroit 
16,127 Telephones in Grand Rapids

DIRECT COPPER METALLIC 
LONG DISTANCE LINES

Citizens Telephone Company
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President Standard Oil Co. Went 
After Himself.

New York, Aug. 7—I went to work 
at 18 as an office boy at a very small 
wage with plenty of work, such as an 
office boy is generally called on to do, 
even to sharing with a colored man em
ployed in the office the duty of cleaning 
inkwells, etc., and some times it was 
a question as to whose hands were 
blackest, his or mine. I soon found that 
I was not going to make any progress 
unless I went after it myself. I there
fore made it my business to make my
self as useful as possible and to help 
in any way I could around the office. I 
noticed the cashier always stayed later 
than others to balance his books and 
cash. Being fairly quick at figures I 
asked him to let me help him, which he 
did, permitting me to foot up his cash 
books. Soon I was allowed to count 
the cash, then followed going to the 
bank for money and assisting in putting 
up payrolls. I also helped the book
keepers when they would let me, thus 
gaining some familiarity with ledgers 
and sales books. An expert auditor 
about this time was assigned to audit 
the books and revise and modernize the 
book-keeping system of the office. By 
that time I was looked upon as a sort 
of handy man and was assigned to 
help him.

This experience will illustrate what 
I meant by making progress by going 
after things and suggests a few simple 
principles and lines of conduct I would 
recommend to every young man about 
to enter a business life.

1. Do everything you are told to do, 
and do it with all your heart and strength, 
honestly, cheerfully and enthusiastically. 
When you have finished, look around 
for more to do.

2. Do not measure your work by hours, 
Don’t be a time servant, synchronized 
chaps—those who, like the hands on the 
clocks regulated by Western Union time 
signals, jump when the hands indicate 
the hours, and rush off leaving a lot of 
unfinished work. Such men never get 
on. Get to work on time—rather early 
than late—and don’t go home until your 
work is done—if some one else is over
loaded. help him if you can.

3. Think of your work—read and 
study about it and learn all you can re
garding it. Get interested in your busi
ness and its problems. Have imagination 
and vision as to the future, keeping it 
ever in mind.

4. Try to plan your life and map out 
some course to follow and the goal you 
would attain, so that you can progress 
step by step. Do the thing which lies 
before you and do it well and try to do 
the natural thing. Find out the obstacles 
to your progress, especially if the fault 
lies in you, and try and surmount them 
one by one. Learn to consider obstacles 
and difficulties, if not as real friends, 
at least as absolutely essential to pro
gress. Every man who amounts to any
thing has been developed by overcoming 
hardships and difficulties. The time will 
come when you will look back on them 
as stepping stones in your development.

5. Be alive to the chance that comes 
your way, but don’t be worried or dis
couraged if you miss some. _ There are 
more chances and opportunities in life 
than we know of but we do not always 
recognize them, and when you lose one, 
remember there is another coming—it 
may be just around the corner—watch 
out and catch it as it goes by. Be an 
optimist and believe there is a future 
for you, and it is up to you to make 
all you can out of it.

6. Do not rely on yourself alone— 
I always ask any young man that comes 
to me for a position whether he has 
any religious affiliations or not. 1 con
sider nothing so important as that a 
young man should have firm faith in a 
Divine Power—a trust in One who in 
the hour of trial and temptation will 
give him strength and courage to do 
always the right and to keep him clean, 
faithful, loyal and honest. A Power 
that will carry him through the trials 
and temptations of life and help him to 
achieve not only success as the world

regards it, but also to achieve character 
and the regard and respect of his fel
low men. A. C. Bedford.

They Like to Come to Town.
The public rest room maintained by 

the chamber of commerce of Paris, Illi
nois, has proved its worth to the busi
ness men of that city. It popularizes 
Paris as a trading center.

The rest room, situated in the heart 
of the business district, occupies the 
ground floor of a regular storeroom 
nearly 150 feet in depth. It is com
modious, well lighted, properly venti
lated, and steam heated.

The room is equipped with local and 
long distance telephones, writing desks 
with stationery, a large number of 
chairs, and three lounges. Broad coun
ters run down each side of the room 
and serve as tables for papers and mag
azines. A partition divides the room 
in the center. Behind the partitions are 
other partitions running about half way 
to the ceiling, forming smaller rooms. 
One of these is the lavatory. Another 
is a nursery, in the equipment of which 
are included two baby beds.

Women from the outlying districts 
use the rest room regularly. This is, 
of course, especially true of Saturdays 
and holiday occasions. A registration 
book is kept conspicuously on one of the 
desks, and all visitors are requested to 
register. An average registration is 
about 1,200 per month, of whom 25 per 
cent, live in Paris, and the remainder 
in the outlying sections.

A salaried matron presides over the 
rest room, which is open from eight 
in the morning to six at night on week 
days, and until ten in the evening on 
Saturdays.

Maintenance of the rest room costs 
about $100 a month. G. S. Smith.

Keeping Promises on Jobs.
The key-making department of a 

Western hardware store does a big 
business in special jobs, and these 
are nearly all “hurry up” calls. The 
locksmith who is busy all day at the 
bench has to schedule his work to 
accommodate these rush customers, 
and at the same time to finish his 
routine.

A planning board similar to those 
in use in factory production offices 
helps him accomplish this. The 
board has a clock set in its upper part 
while below are twelve hooks num
bered according to the hours from 
seven in the morning to six at night.

On these he hangs keys or tags 
that represent the jobs according to 
the hours that they were promised. 
By keeping an eye on the amount of 
work promised at each hour the lock
smith is able to get it out on time. 
A reputation for promptness has re
sulted from its use.

B. M. Weinberger.

Altruistic.
W ritte n  fo r th e  T rad e sm a n .
D e p ar tin g  d ay  h a s  le f t th e  q u ie t d a rk .
T he  hill, th e  vale, th e  rill show  now  

no m ark
B y w hich  th e y ’re  know n, all lo s t in  th e  

shadow  sea.
F a m ilia r  o u tlin e  w ith  b u t m em ory
L eaves  m e a lone  to  tro d  m y d a rk en ed  

p a th ;
B u t h e re  o r th e re  fo r  m e no  fe a r  i t  h a th
Of p itfa ll deep o r peril on m e th ru s t :
W ith  .ioy I go in confidence, a n d  t r u s t
Som ew here, som ehow , m y d isap p e a rin g  

day
Is  g u id in g  th o se  w ho n e 'e r  h a v e  lea rn ed  

th e  w ay.

H ot  W eather M en u
T h e  fo llow ing  s im p le  s u p p e r  o r  lu n c h  w ill co ax  a n y  
a p p e t i te — e v en  o n e  t h a t  th e  w a rm  w e a th e r  h a s  m a d e  
cap ric io u s: S a rd in e s , d e v ile d  eggs, ry e  b re a d  a n d  B e v o ,  
r ig h t o ff th e  ice.
J u s t  th e  to u c h  o f  a  s lig h tly  b i t t e r  t a n g  im p a r te d  to  B e v o  
b y  th e  ch o ic e s t h o p s  g ives i t  a n  e sp ec ia lly  th ir s t-q u e n c h 
in g  q u a l i ty  a s  w ell a s  m a k in g  i t  a  d e lig h tfu l a d d it io n  to  
a n y  m ea l. P u r e — n u tr i t io u s .
Bevo — the a l l - y e a r - ’ roun d soft d rin k

THE • RENDESVOUS -OF-REFINED -AMUSEMENT-SEEKERS

Ramona is more attractive this year than in any 

previous season, made so to welcome recreation and 
pleasure seekers. Dancing, Thrillers, Refreshment 
Booths, Rowboats and Canoe docks freshened, bright
ened and made more fascinating than ever.

C onservative I nvestors p atronize Jradesman Advertisers

Double Your Bread Sales
No article in your store turns so quick—so clean—so 

profitable as a superior loaf of bread.

The new “Airylight” Bakery Loaf is different from ordinary baker’s 
bread—a fine moist grain and such an appetizing flavor.

Your customers will DOUBLE YOUR BREAD SALES if you pro
vide them with this new and better bread.

Write To-day for Selling Plan and Particulars

Please send "CHEAMNUT" particulars 
“ How to Increase My Bread Sales."

Name ...................................................................

Grand Rapids Bread Go. 
Prescott St. and So. Ionia Ave.

Town.......................................................................
Mail T h is  C oupon  T o d ay  

-------------------------------------------------- --- -------C harles  A. H ea th .
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Where Do Buyers Come From?
Where do buyers come from is a 

question that can best be answered by 
those who have become buyers. It is 
a well-known fact we have no schools 
of buyers and do not make them like 
a college turns out doctors and lawyers. 
To be a bricklayer or a mechanic you 
go through a course of training and 
after serving time become the finished 
product.

The road to buyership has no routine 
like the above, neither has one hankering 
after the position, rules and regulations 
to guide them. However, there are 
certain laws which, if followed care
fully, will lead to good results, if indeed 
they do not cause you to ascend to the 
buyership of some big institution.

Buyers have always been selected 
from the ranks. Jones in the ribbon 
counter has as good a chance as Smith 
in the hardware. In fact any person 
who wishes the post, male or female, 
has naught to do but work hard for 
that end.

The person who is writing this article 
ascended from bundle wrapper at a 
salary of $6 per week to the buyership 
of several departments of a well-known 
department store in less years than you 
can imagine and it was no impossible 
task either.

First make up your mind to one thing, 
you will never be a buyer unless you 
think of naught else, and plan for 
nothing but the buyer’s position you 
hope some day to hold. There is a say
ing “everything is easy when the mind 
makes the way,” this applies with telling 
force in the creative atmosphere which 
must be the first thing instilled in your 
mind. To-day and all days, until you 
attain the goal, think, “I will be buyer,” 
and some day if you work hard enough 
and plan steadily, also use your gray 
matter, you will attain your end. The 
late James J. Hill was once a station 
agent on a small branch of one of his 
own roads and he made up his mind to 
be a division freight agent. His fellow 
clerks laughed at him, but in a short 
time he was what he set out to be. After 
this he wanted to be a passenger agent 
and in due time attained this post, after 
that by working and planning he got the 
job always above him. He succeeded 
in attaining place after place because 
he was always perfecting himself, al
ways dreaming, planning and ever alert 
to better his station. So it must be 
with those who would be buyers. Not 
to plan for an advance is to stand still, 
not to think of holding a better post is 
a crime against advancement.

One well-known merchant said, ‘I 
won’t have men about me who are not 
dissatisfied with their jobs. Once they 
are content they get in a rut and nothing 
short of an earthquake can move them.”

It is obvious we must first let the mind 
find the way, then we help the mind 
by a display of physical force, which 
will attract attention to our efforts. 
Nothing better can illustrate our point 
than the case of a well-known buyer 
who tells how he got his start.

When he secured his position the 
present buyer was a man well along in 
years, who resented the youth being 
foisted on him as a clerk, saying, “Why 
he don’t know the first thing about 
linens,” but the youth made it his busi
ness to acquire this knowledge the same 
as everyone can do. Burning up with 
a desire to advance he made it a passion 
to be versed, studied textures, weaves, 
loom work and even went so far as to 
visit public museums in search of the 
process of manufacture, history of the 
product and all which went to make 
him proficient. The more knowledge 
he secured the firmer became his con
victions to become a buyer, for he felt 
his vocation was found. His fellow 
clerks laughed at him and said, “Why 
all this study and fuss. You don’t get 
paid a cent more than we and the cus
tomer does not want to know how 
many threads make an inch.” In fact 
he was a joke to the other clerks, but 
he said nothing and before long the 
knowledge he acquired was imparted 
in some indirect manner to the custo
mers he waited on, who knew he knew 
what he was talking about. The fact 
that his book was away ahead of all the 
other clerks was the first thing which 
attracted attention to his efforts, next 
his ability to answer difficult questions 
asked by some customers in a way which 
left no room for doubt in their minds 
that he knew what he was talking about. 
Soon an assistant was needed, the young 
man was selected because he knew just 
the things the others could have done 
but thought trivial. At the death of the 
old gentleman, who so long graced the 
post, he was made buyer and to-day 
(or until the war broke out) makes his 
yearly trips to Europe while the men 
who joked and poked fun at him still 
pay their nickel to ride to and from 
work.

There is an economic theory that we 
are down on the time book for an 
amount per day.

In a nut shell, then, the less super
vision you require the more valuable 
you become, and salary grows in pro
portion to value.

Enthusiasm must come to the surface 
if you wish to advance yourself from 
salesman to a buyership. You must 
fairly bubble over with that vital spark 
enthusiasm, a force which will sever 
mountains and cleave the way from a 
position of mediocre standing to the one 
you crave, also remember buyers as a 
rule rise from the ranks by application

to the following fundamental principles:
(a) Study thoroughly the goods you 

sell and all conditions connected with 
the sale of them.

^b) Remember buying is but one- 
half of the battle, to be a good buyer 
and attract attention as a salesman you 
must be a good merchant, i. e., sell the 
goods.

(cl The buyer who makes good is 
ever the salesman who knows the value 
of a low stock properly arranged. Thus 
keep your house in order at all times.

Salary is the barometer of success.
By means of it you can tell if you are 

gaining or losing ground. Take heed 
of its indications—dig in and improve 
the business.

The saying goes that “one gets out of 
life just as much as he puts into it.”

Salary is a little different; you must 
put a great deal more into your position 
than you can hope to get out of it.

Men who work for salary alone are 
the fellows of the weekly pay envelope. 
They make it their business to put in 
so much time each day and draw their 
pay envelope each week. This kind never 
will become buyers.

Through years and years they are 
satisfied with mediocrity. These men 
dream of filling the positions above 
them, but the necessary work and train- 
ing prerequisite to these positions are 
not in their line of vision. They wish, 
not work.

If Edison had been satisfied to remain 
a telegraph operator all his life, he 
would never have attained the position 
of usefulness that he occupies to-day.

The secret of the elder John Jacob

We are manufacturers of TRIMMED AND 
UNTRIMMED HATS for Ladies. Misses and 
Children, especially adapted to the general 
store trade. Trial order solicited.

CORL, KNOTT & CO.. Ltd.
Corner Commerce Ave. and Island St. 

G rand Rapids, Mich.

Signs of the Times
Are

Electric Signs
Progressive merchants and manufac

turers now realize the value of Electric 
Advertising.

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

THE POWER CO.
Bell M 797 Citizens 4261

Sand Lime Brick
N oth ing  as Durable 
N othing as Fireproof 

M akes Structures Beautiful 
N o  Painting 

N o C ost fo r Repairs 
Fire P roof 

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

Brick is Everlasting

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

Junction

Prices Are 
Steadily 

Advancing
Do you need outings?
We have them.
Our lines are in good shape and 

reasonably priced.
Come in, send in, or see our road

men N O W !

Grand Rapids Dry Goods Co.
Exclusively Wholesale

Grand Rapids, Michigan
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Astor's success was that he acted always 
on the maxim that Knowledge is Power, 
ofj in other words, he ktiew.

Andrew Saks, we are told, was a 
bootblack whert a boy, and you can bet 
he was a good one, and coined knowl
edge into money. The mercantile pal
ate, how the home of the business he 
founded, is the direct result of coining 
knowledge Into mohfiy.

A. T. Stewart was a poor draper’s 
clerk when he came to this country, but 
he studied the wants of the women of 
early New York and made a personal 
trip to Glasgow to buy first hand some 
linett that he knew women would buy. 
On this foundation he built his fortune. 
—Dry Goods,

-*— ■ ■ -------—
Some Necessary Preludes to an Auto 

Trip.
The motorist who embarks on a 

long tour without previous preparation 
has trouble ahead of him in 
no uncertain quantities, although to 

. the neophyte the idea seems to 
consist of getting into the car 
and driving off, after filling up the 
tank with gasoline and replen
ishing the oil reservoir. This is wide 
of the mark, for before the car is 
loaded for the long tour there are cer
tain inspections and attentions which 
should be given the mechanism that 
are absolutely essential, not only for 
the comfort of the driver, but for the 
safety of the entire party.

The average summer tour will 
range from 1,500 to 3,000 miles, during 
which all sorts and conditions of 
highways will be encountered. The 
car will be subjected to much hard 
usage and owners must be sure that 
it is in first-class mechanical condi
tion. The whole mechanism should, 
therefore, be gone over systematically 
and everything that can be tightened 
should be drawn up snugly. The 
spring clips, the supports of the mo
tor, the radiator fastenings, and all 
the numerous nuts and bolts about the 
chassis should be tightened with a 
wrench. This is the first thing to do.

The next job to- tackle is the lubri
cation system. The importance of 
having perfect lubrication on the long 
tour cannot be over-emphasized. A 
burned-out bearing on the road is the 
limit of trouble and may result in a 
tearing-down job for some backwoods 
garage, with a day’s delay and a cor
pulent bill. Drain the crank-case, 
flush it out with gasoline, and then 
refill it with fresh lubricant. Next 
refill or repack the gear-cases; fill 
the grease-cups, and turn them down. 
Having done this, you may feel satis
fied that you are likely to escape the 
worst trouble that may come on the 
road. It is a most desirable plan to 
cover such parts as the ignition unit, 
starting motor, lighting generator, 
etc., parts which are easily put out of 
business by water, with some sort of 
waterproof covering. This will also 
exclude dirt and grit, so that these 
vital elements are well protected from 
the start.

The first mechanical inspection and 
adjustment ought to be devoted to 
the braking system. This is a matter 
of common prudence, as in the course 
of a long trip over all sorts of coun
try the lives of the whole party will 
be dependent more than once on the

proper functioning of the brakes. Be
gin at the control, and follow the 
linkage back to its source. If the 
brakes have not been relined during 
the current season, the driver will 
be well advised to put in new linings, 
whether they seem to call for such 
treatment or not. Make sure that 
they are functioninig properly by 
testing them, and then make what ad
justments appear to be needed. Be 
certain that the adjustment is equal 
on both sides. Brakes that hold tight
er on one side than on the other 
induce skidding, with all its disastrous 
possibilities. If the driver is a new 
hand, and does not understand thor
oughly how to make repairs and ad
justments of the brakes, he should 
learn before setting off on an ex
tensive trip. It is vital that the driv
er know how to adjust his brakes it 
anything goes wrong on the road.

The next system to be investigated 
is the cooling system. This important 
part of the car’s anatomy, which gen
erally performs its functions so ef
ficiently that it almost escapes atten
tion, must be in perfect working con
dition to stand up under the increased 
demands made upon it during the 
long tour, when hilly country is cer
tain to be encountered sooner or lat
er. It is a good idea to flush out the 
cooling system two or three times 
and then fill it with fresh water be
fore the start is made. Another bit 
of preparedness is to install one of 
the devices that indicate the temper
ature of the water at all times. This 
gives ample warning if at any time 
the system is being asked to do more 
than it is capable of, or if any de
rangement has occurred.

Obviously, the carburetion, or fuel, 
system ought to be known to be 
working properly. While the previ
ous behavior of this system will fur
nish an accurate line on its present 
condition, since any failure here is 
at once evidenced in the running of 
the engine, still it is not a bad idea 
to drive the car into the nearest serv
ice station and have the fuel system, 
including the carbureter, looked over 
by an expert, to get his opinion. If 
the driver is a new hand, and does 
not understand in a general way the 
operation and adjustment of his car
bureter, he should certainly have the 
service station man explain it to him, 
so that he may display a little intelli
gent understanding in case trouble 
develops in this location while the car 
is on the road.

Frankness Makes Sales.
A bond of confidence with prospects 

and customers has been established 
by a Chicago house furnishing store 
through its novel method of making 
samples or shopworn goods. All such 
pieces of furniture are tagged with 
the selling price in plain figures; and 
below the figures, in writing of a 
size easily seen, is added the signifi
cant phrase: “Salesman: Be sure to 
point out all mars or defects.”

This frank statement instantly ap
peals to the customer’s fairness. He 
feels he will get exactly the kind of 
goods he pays for, and that the mer
chandise from that store can be de
pended on to be in the condition it 
is represented, J. S. Baley.

l i i i i i i i i D i n i i i n i i i i M ^

Slidewell Collars
T he S L ID E W E L L  CO LLA R h as  a  s c a rf  p ro te s to r  w hich  free s  th e  t ie  
from  all in te rfe ren ce  by th e  b a ck  b u tton .

C ustom  lau n d erin g  does n o t d e stro y  It.

T h e  broad c la im s covered  by th e  S L ID E W E L L  p a te n ts  m ake  im possible 
th e  du p lica tio n  of th e  com fo rts  w ith o u t In fringem en ts.

O ur s to ck  of S L ID E W E L L  CO LLA RS covers all th e  sea so n ’s  la te s t  s ty le s. 

W indow  and  C oun ter d isp lay  m a te r ia ls  fu rn ish ed  upon req u est.

W e have  a v e ry  com ple te  s to ck  of S o ft C ollars  to  Select from .

|  PAUL STEKETEE & SONS
m Wholesale Dry Goods
I  G R A N D  RAPIDS, :: MICHIGAN

Service and Satisfaction

In constructing Gem motor trucks 

and pleasure cars, the manufacturer has 

aimed to produce vehicles which w ill 
be PERMANENTLY PROFITABLE to  

their owners. There is nothing cheap 

about the Gem cars. T hey are designed 

to meet the requirements of the most 
exacting purchaser. Stock still available 

to discriminating investors at $10 per 

share. ______

DEUEL & SAWALL, INC.
Murray Building, Financial Agents 

Citz. 7645 Grand Rapids, Mich. Bell M. 2849
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SUCCESSFUL SALESMEN.

C. WL Sergeant, Well-Known Fur
nishing Goods Manager.

From earliest pioneer days, even 
from the time antedating accepted 
history, in mental vision the West has 
been associated instinctively with 
ideas of magnitude—with great dis
tances of plain and mountain, uncir
cumscribed vistas of valley, desert 
and river—area without horizon—un
limited possibilities in human accom
plishment.

Man’s impress upon the West has 
been an appropriate accompaniment. 
Its illimitable areas of length, width 
and height have been in keeping with 
the character of the sturdy race which 
has conquered it, which not alone has 
supplemented mere bigness but which 
has done big things while at the same 
time doing them fittingly, building 
up great aggregates by persistent 
repetition of, in themselves, relative
ly small victories. The breeziness 
and vastness of the West have been 
supplemented by the vigor and 
strength of the men Western by 
adoption or by birth. The big land 
has welcomed big men: always it has 
carefully fostered and it breeds 
them.

Western pioneers, men and wom
en, have been those of vigorous 
stature, physically and mentally. 
Only the fittest of such survived, for 
the weakling had no welcome and no 
place in such a setting. And in the 
West, as in all new territory, the 
salesman has been the pioneer pre
eminently and he has attracted his 
kind irresistibly. As the frontier was 
pushed farther and farther toward the 
setting sun the salesman was inevi
tably in the van of the adventurous, 
starting from the Mississippi River 
and notably from Illinois. Missouri 
and Iowa, which sections have con
tributed salesmen who have made in
effaceable impress upon the develop
ment of the West. Of those of sturdy 
brain and brawn, of courage defying 
defeat and of high order of ability, a 
typical example is the salesman 
whose face is depicted upon this 
page.

Charles W. Sergeant was born in 
St. Joseph, Mo.. Dec. 21, 1874, be
ing the seventh child of a family of 
eight children. His father was of 
English descent. He was a who’e- 
sale hardware dealer. The mother 
was also of English descent. After 
finishing the eighth grade in the pub
lic schools of St. Joseph, Mr. Sergeant 
entered the wholesale dry goods 
and furnishing goods manufacturing 
house of R. L. McDonald & Co. He 
began at the bottom in the notion de
partment and at the end of nine years

had worked up to the position of 
assistant buyer of the furnishing 
goods department. The last two 
years he was with the house he repre
sented it on the road selling its man
ufactured line. The house was at that 
time the largest establishment in that 
particular line in the United States. 
He then came to Grand Rapids, where 
he acted as assistant buyer of the no
tion department of Voigt, ' Herpol- 
sheimer & Co. for a year and a half.

Charles W. Sergeant.
Edson, Moore & Co., of Detroit, 
claimed his services for the next two 
years, during which time he covered 
the retail dry goods trade of Grand 
Rapids and the country round about 
with a general line of dry goods. He 
then returned to the Grand Rapids 
Dry Goods Co., which had been or
ganized in the meantime, devoting 
four years to the work of buying no
tions and hosiery. He then went 
back to Edson, Moore & Co. a year, 
after which he put in five years on 
the road for the underwear and hos
iery departments of Carson. Pirie, 
Scott & Co., of Chicago. June 1, 1912, 
he came back home again, taking the 
position of Manager of the underwear 
and hosiery departments of the Grand 
Rapids Dry Goods Co. He found the 
department in a somewhat chaotic 
condition, but soon brought order out 
of choas and re-constructed the depart
ment along original lines which has 
given it a character and standing 
which are Nation-wide. He replaced 
many factory brands with standard 
lines bearing the imprint of the house. 
Recently he has taken over the pant, 
shirt and overall department, as well 
as the fancy goods line. He under
takes to see his trade twice a year with 
a line of advanced samples and is 
everywhere hailed with delight, be- 
cause of his knowledge of the busi

ness, the fairness of his methods and 
the excellence of his judgment.

Mr. Sergeant was married Aug. 30, 
1903, to Miss - Pearl Leonard. They 
have a son, 12 years of age, and re
side in his own home at 2118 Francis 
avenue, where he has one of the finest 
gardens in the city. It is his pride 
and is a source of much pleasure and 
satisfaction to him.

Mr. Sergeant attends church more 
or less regularly, but has never join
ed any lodge or fraternal association 
of any kind except his connection with 
the the Illinois Commercial Men’s 
Association. His hobby is love of the 
country. He has all his life been 
fond of clean sports and it is not un
usual for him to go fishing with his 
customers, although most of his time 
is devoted to fishing for customers in
stead of with them. His preference 
for country life is quite likely, at some 
future time, to cause him to acquire 
a farm of his own, where he can put 
into execution the plans he has cher
ished and the ambitions he has nour
ished for many years.

Personally, Mr. Sergeant is a man
ly man. He is a man who, to use 
a homely expression, “Always stands 
without hitching.” In other words, 
he is a man upon whose face God 
Almighty had plainly stamped the 
words, “This man, wherever he may 
be placed, will always do his duty 
as he sees it; this man you do not 
need to watch.” Mr. Sergeant is an 
unusually good business man, but he 
is not what is known as a shrewd 
man; he is an open-faced, an open- 
hearted man, a man whom little chil
dren instinctively trust and whom 
grown-ups repose confidence in with
out reserve.

Grand Rapids 
Store Fixture Co , Inc.

The Place, 7 Ionia Ave., N. W. 
BUY AND SELL 

Used Store and Office Fixtures

THE SHORT LINE BETWEEN 
GRAND RAPIDS AND

CHICAGO
FARE—$3.00 one way

$5.75 round trip 
via

MICHIGAN RAILWAY CO.
(Steel Cars—Double Track)

Graham & Morton Line
(Steel Steamers)

R r i n t  ' T r a i n  c o n n e c t i n gD U d l  1  r d l U  FOR THE BOAT 
Leaves Grand Rapids Interurban Station 

Rear Pantlind Hotel

EVERY NIGHT AT 9:00 P.M.

USED AUTOS
—My Specialty. Largest Stock— 
Runabouts $65-8350 Touring Cm  $150 and up 

What have you to trade? Easy terms. 
D w ight's  Used A u to  Ex. 230 Ionia, N .W .



August 8, 191? M I C H I G A N  T R A D E S M A N 25

UPPER PENINSULA.

Recent News of the Cloverland of 
Michigan.

Sault Ste. Marie, Aug. 6—All good 
things seem to come to those who 
wait. The brewers have been patient
ly waiting for this opportunity, and 
the four breweries represented here 
have agreed to a liberal raise of 
prices to retailers. From all accounts 
they have put up one of the best ar
guments on account of their practical
ly doubled prices since last year. 
Furmentum, bought last year at $2.48 
per hundred pounds is now $6.20. 
Soft coal, of which the breweries use 
a great deal in generating steam, was 
$3.65 per ton a year ago, and now 
they are paying $8 for an inferior 
quality. Salaries in all departments 
have increased from 10 to 20 per cent. 
Bottles have doubled in price and bar
rels are practically unobtainable. 
Grape sugar, boxes, crowns labels and 
every other article used by the brew
eries are away up in price. This, 
they claim is not due to the threaten
ed prohibition legislation. The only 
relief we can see in sight for a real 
quencher is to get down to good old 
Lake Superior.

The civic holiday last Thursday 
was observed ' in a fitting manner. 
Many of the various societies united 
in a picnic to the Shallows. The day 
was warm and thousands of pleasure 
seekers availed themselves of the op
portunity. John Metzer, proprietor 
the Shallows, did a land office busi
ness in consequence. His only re
gret was that the heavy trucks carry
ing from forty-five to fifty passenger 
loads did not do a thing to the roads. 
The Soo merchants closed their places 
of business for the day, so that the 
civic holiday will go on record as an 
ideal celebration this year.

“In order to rise with the lark, 
avoid the midnight swallows.”

The Soo barbers are now on the 
second installment of boosting prices. 
They got in the game early about two 
years ago, when they advanced prices 
on shaves and hair cutting, but over
looked the raise on hair tonics, mas
sages and neck shaves. They are 
firm believers in the old saying that 
“It is better late than never” and con
tend that this is only in accordance 
with advanced prices in all other 
lines.

The many friends of Robert Moore, 
who left the University of Michigan 
to enlist with naval reserves, are 
pleased to note that he made a rec
ord at the Great Lakes naval train
ing station near Chicago last Satur
day. Young Moore made a count ot 
147 out of a possible 150. He plugged 
the center 97 out of 100 in the slow 
fire and made a perfect 50 after 
changing positions. Among the vis
iting clubs at the shoot were the 
Chicago Rifle Club, Milwaukee Pistol 
and Rifle Club, Kenosha Rifle Club 
and the Kansas City Rifle Club. Not 
so bad for our Soo boy.

“People who have no sense of hu
mor are very funny at times.”

Moses Yalomstein, proprietor of 
the Hub, left last week, accompanied 
by Mrs. Yalomstein, for an auto trip 
to Buffalo, New York, Philadelphia. 
Washington and other cities, to be 
gone over a month.

A. E. Cullis, well-known manager 
of the Soo Woolen Mills, is now 
taking in the sights of Boston. He 
is accompanied by Mrs. Cullis.

F. B. Raymond, of the Raymond 
Furniture Co., returned last weelc 
from a visit to Grand Rapids.

W. C. Everett, former Soo boy, but 
now a resident of Detroit, is here 
visiting his mother and brothers. On 
his next visit here, he will be accom
panied by a bride, as invitations have 
iust been received that the happy 
pvent will take place at Detroit on 
August 15. The bride to be is Miss 
Irene Canty, of Detroit. They ex
pect to spend the honeymoon in New 
York, after which they will make a 
brief visit to the Soo before return
ing to Detroit.

This is one of the banner weeks 
at Mackinac Island. McNalley & 
Donnelly, the old reliable meat deal
ers, are taking care of the rush. They 
have made extensive improvements in 
their market during the closed sea
son and it is now one of the best 
equipped markets in the State. They 
are veterans at the business.

“You can depend upon the man who 
isn’t afraid to say, “I don’t know,” oc
casionally.

Behrman’s band, from Muskegon, 
is now stationed at Mackinac Island 
and is giving two concerts every day. 
From all accounts it is furnishing 
excellent music.

The hotel at Albany Island reports 
doing a land office business. Mrs. 
Spencer Hill, proprietress of the 
hotel, is serving from 75 to 100 extra 
dinners on Sunday to auto parties 
from the Soo and surrounding coun
ties. The resort is putting up one 
of the best chicken dinners in the 
State, which is fast building up the 
reputation of the popular summer re
sort.

Carl Homberg, popular tourist 
butcher of Detour, was a Soo visitor 
last week.

F. P. Sullivan, one of ^Jur well 
known attorneys, is spending a month 
with his family at the Snows.

The ancients believed the world 
was square—but that was long before 
political investigation committees 
were invented. William G. Tapert.
Gabby Gleanings From Grand Raoids

Grand Rapids, Aug. • 6—Wally 
Wendall (Pittsburg Plate Glass Co ), 
who has been confined to his home 
since last Thanksgiving day, has so 
far recovered as to be able to resume 
his visits to his trade in Northern 
Michigan.

By Gee Cripe Jennings is as happy 
as a boy with his first top boots over 
the celebration Grand Rapids Coun
cil proposes to hold in his honor on 
the evening of Sept. 1. Mr. Jennings 
will be 86 years old in September. He 
is a marvel of energy and persistent 
effort and believes he still has many 
years of usefulness and honor to his 
credit.

Ned Carpenter, the rotund man
ager of the Dwight Bros. Paper Co., 
is planning to spend next Sunday 
with friends on North Manitou Is
land. Of course, the madam will ac
company him.

C. W. Bosworth. who conducted 
the Hotel King, at Reed City, for the 
past three years, has purchased the 
furniture in the Park Hotel, at Mt. 
Pleasant, and leased the building for 
a term of years. He has adopted as 
a slogan, “Pleasant House at Mt. 
Pleasant” and proposes to live up 
to the letter and spirit of the motto.

Gerrit Lindermulder, city salesman 
for the Worden Grocery Company, 
has the sympathy of the trade in the 
death of his mother, which occurred 
last Friday. The funeral was held 
Monday and was largely attended.

E. P. Carpenter, Indiana and Ken
tucky sales agent for the Ralston 
Purina Co., St. Louis, succeeds J. 
Homer DePree as Western Mich
igan representative. Mr. Carpenter 
has taken up his residence in Grand 
Rapids, locating at 548 South Lafay
ette avenue. He is a welcome addi
tion to the ranks.
To Drive Away Flies and Insects.

Kalamazoo, Aug. 7—We are in
debted to Frank S. Saville, city sales
man for the Worden Grocer Com
pany, for the following:

“A few drops of oil of sassafrass on 
a blotter or sponge will drive away 
small flies and insects which infest 
berries, bananas and other fruits. 
Don’t allow oil to touch fruit.”

William S. Cook.
The Snyder Furniture Co. has in

creased its capital stock from $25,000 
to $86,750.

He’s a poor musician who is un
able to play upon your feelings.

SUCCESSFUL SALESMEN.

W. B. Collins, House Salesman for 
H. Leonard & Sons.

William B. Collins was born at 
Niles, Feb. 22, 1855. His father was 
Scotch Irish. His mother was an 
American. On the completion of his 
high school course he engaged in the 
grocery, bakery and crockery busi
ness under the style of William B. 
Collins. Six years later he took in 
a partner, Charles Harter, and the 
business was continued three years 
longer under the style of Harter & 
Collins. He then came to Grand 
Rapids, where he obtained employ
ment in the Michigan Central freight 
depot as trucker. Within a year he 
rose to the position of Assistant 
Auditor, when he was offered a posi
tion as salesman in the retail store 
of H. Leonard & Sons, who were then 
located on Monroe avenue. He soon

William B. Collins.

acquired an accurate knowledge o" 
the business and, on the retirement of 
Fred H. Leonard as road salesman, 
he succeeded to that position, retain
ing it for about fifteen years. For 
three years following this he was As
sistant Manager of the wholesale de
partment, when he resigned to go 
to Sacramento, California, where he 
installed a $30,000 crockery, glassware 
and silverware department for Brun
er Brothers, house furnishing goods 
dealers. He managed this depart
ment two years, when he accepted a 
position as road salesman for Nathan, 
Dorman & Company, of San Francis
co. His territory included portions 
of California, Oregon and Idaho. Af
ter two years in this position he re
turned to Grand Rapids and organized 
the American Jewelry Company, han
dling jewelry at wholesale. Four 
years later he sold out to W. F. 
Wurzburg and installed a Japanese 
china department for John V. Far- 
well & Company of Chicago. One 
year later he engaged to travel in 
Michigan and Indiana for George H. 
Whelock & Company, of South Bend. 
Three years later he identified him
self with the wholesale crockery house 
of Osborn, Boynton & Osborn, at De
troit. After traveling for this house 
for a year,, he retired from the road 
and purchased an eighty acre farm 
on West Leonard road, one and one- 
half miles from the city liimts, and 
platted the suburb of Collinwood.

He sold most of this land, retaining 
a home on the portion adjoining the 
Highland Gulf Club.

Believing he has many years of 
usefulness to look forward to in the 
jobbing trade, he has again identi
fied himself with P|. Leonard & Sons, 
whom he will serve in the capacity 
of house salesman. On account of 
his long experience in the grocery 
business and because he has a large 
acquaintance among the trade of 
Michigan, he will, undoubtedly, 
achieve the same measure of success 
in his new position that he has in 
the other connections he has formed 
in the past.

Mr. Collins was married Sept. 3. 
1882, to Miss Allie M. Bacon, of 
Niles. Two daughters are both mar
ried and settled for life. Mrs. Lucile 
Skinkle is located in London, Eng
land, where her husband is branch 
manager for the Western Electric 
Company with 10,000 men under his 
control. Mrs. Helen M. Johnson re
sides in Detroit. Her husband is an 
efficiency engineer and is at present 
awaiting an order to go to France as 
captain of an ordinance division.

Mr. Collins is a member of Grace 
Episcopal church and Knights of 
Pythias. He has no other social or 
fraternal associations. He attributes 
his success to steady hard work, be
ing always square with his customers 
and keeping his word good.

Late News From Byron.
Byron, Aug. 6—Burr S. Wood. As

sistant Cashier of the Bank of Byron, 
has resigned to take a position with the 
Owosso Argus-Press.

The chattel mortgage sale of the bak
ery and household goods of the former 
bakery owner was conducted Saturday. 
There was a slaughtering of prices. 
Nearly everything went cheap. The 
owner was not present.

Parties from Byron and vicinity are 
interested at present in huckleberrying. 
Several have reported that the picking 
is fine, but that it wouldn’t last long un
less we got some rain. The largest 
swamp is south of Argentine.

J. L. Vanalstine, banker, attended the 
funeral of his mother at Vernon last 
Thursday.

Rev. Riley has resigned as pastor of 
the Baptist church and has moved his 
family to Northville, where he has ac
cepted a pastorate with the Baptist 
church. Mr. Riley is a man to be re
membered, as he was well liked. The 
pulpit of the Baptist church will be oc
cupied by ML Woodhouse, from Vir
ginia. Mr. Woodhouse and family are 
now occupying the parsonage.

The tar walk on the west side of 
Main street, in the North part of town, 
is being replaced with a new cement 
walk. Groceryman.

Butter, Eggs, Poultry, Beans and 
Potatoes.

Buffalo, Aug. 8—Creamery butter, 
extras, 40c; first. 38@39c; common, 
35(o>37c; dairy, common to choice, 
33@38c; dairy common, all kinds, 30 
@32c.

Cheese—No. 1 new, fancy, 23c; 
choice, 22c.

Eggs—Choice, new laid 37@38c; 
fancy hennery, 40@43c.

Poultry (live) — Fowls, 20^?23c; 
broilers. 22@28c: old cox, 16@17c; 
ducks, 20@22c.

Beans—Medium. $8.50@8.75; pea: 
$8.50t®8.75; Red Kidney. $7.50(q)8.00; 
White Kidnev, $9.00: Marrow. $9.00.

Potatoes—New, $3.75@4 00 oer bbl.
Rea & Witzig.

Some men make a living by letting, 
their wives keep boarders.

mailto:8.50@8.75
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M ichigan B oard of P h a rm acy .
P re s id e n t—L eonard  A. Se ltzer, D e

tro it.
S e c re ta ry —E dw in  T. B oden, B ay  C ity.
T re a s u re r—G eorge F . S nyder, D e tro it.
O th e r M em bers—H e rb e r t H . H offm an, 

S an d u sk y ; C h arle s  S. K oon, M uskegon.
F u tu re  M eetings—H o ugh ton . A u g u st 

22 a n d  23; G rand  R ap ids, Nov. 20, 21 
an d  22.

M ichigan S ta te  P h a rm a c e u tic a l A sso 
cia tion .

P re s id e n t—P. A. Snow m an, L apeer. 
S e c re ta ry —F . J . W h ea to n , Jack so n . 
T re a s u re r—E . E . F a u lk n e r, D elton. 
N e x t A nnua l M eeting—D etro it.

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

P re s id e n t—W . F . Griffith, H ow ell. 
S e c re ta ry  an d  T re a s u re r—W a lte r  S. 

L aw ton , G rand  R apids.

Druggists Throw Away $25,000,000 
Yearly Profits.

Twenty-five million dollars in prof
its are being literally thrown away 
every year by the druggists of the 
United States in the ruinous practice 
of price cutting.

No other business in the world 
shows such an enormous annual sacri
fice of the very life blood of success
ful merchandising.

The most singular thing connected 
with this sacrifice is that it is made 
without the least compensation of 
any kind to the druggists who make 
it—either directly or indirectly.

They just dump the $25,000,000 into 
the ash heap with the prodigal indif
ference of a spendthrift multi-million
aire and run away from it, all the 
while knowing that if they only hung 
on to this $25,000,000, as other busi
ness men do, it would help to put 
them in a position of affluence in a 
few years and enable them and their 
family to enjoy many additional com
forts that they cannot enjoy because 
of their foolishness.

On approximately one-half of all 
he sells this fatuous sacrifice is made.

Figuring the expenditure of the 
public in the drug stores of the Unit
ed States at $500,000,000 a year, this 
means that on $250,000,000 of the 
merchandise he sells the druggist is 
giving up part of his hard-earned 
profit.

When he sells $1 preparations for 
89 cents he tosses 11 cents out of the 
window. When he sells it for 79 
cents, as many do, he sends 21 cents 
of his profits in the same direction— 
almost his entire overhead expense. 
On 50 cent packages sold at 39 cents 
he hurls practically the same percent
age into the sewer. Even at 45 cents 
he robs himself of 10 per cent, of his 
profit. Twenty-five cent articles of
fered at 19 cents and 23 cents mean 
a surrender of 20 and 10 per cent, ap
proximately of that profit.

Exempting those who get full 
prices, the sacrifice of profit through 
cutting runs close to an average of 
10 per cent, on the $250,000,000 of

drug store merchandise sold annually 
at less than list prices.

Ten per cent, on $250,000,000 means 
a loss of $25,000,000 profit a year. 
Think of it.

If you do $10,000 a year business 
and cut on half of what you sell, you 
sacrifice $500 in profits on a 10 per 
cent, cut and $1,000 if you sell at a 
20 per cent, cut, just as assuredly as 
if you burned up that amount in your 
back yard. If you do $20,000 or $30,- 
000 a year you sacrifice just double 
and triple the amount of the druggist 
doing $10,000 and so on in ascending 
proportion according to the increased 
volume of business you do.

To bring this clear to your personal 
case, figure out the percentage of 
your sales made at less than list price 
and you will be surprised what it 
amounts up to in lost profits in the 
course of a year.
What you Could Do With These Lost 

Profits.
These losses invested at 5 per cent, 

would make a handsome investment 
in a few years and would provide your 
son and daughter with a substantial 
competence when they become of age 
or should anything happen to you.

In the course of a little while they 
would buy you a beautiful new home, 
pay for a new high powered auto
mobile, pay the salary of your clerk, 
the rent of your store for a year or 
some other fixed charge that you 
must now meet out of your other 
profits.

Think how much easier and more 
comfortable in pocket this money 
would make you feel—if you kept it 
instead of giving it away.

Why don’t you keep it?
Why do you cut prices and sur

render profits that properly belong 
to you?

You say competition forces you 
to it. Competition is your bogey— 
you’re afraid of your life of it.

If you had the nerve to ask full 
prices, you think it would ruin you.

Yet see what the United Agency 
says of the influence of competition 
last year on business failures.

Of 1,790,776 individuals and corpor
ation engaged in business in the Unit
ed States, during 1916 but 701 were 
pushed to the wall by competition— 
1/25 of 1 per cent.

Of these 701 but twenty-five were 
druggists. Think of it—but twenty- 
five out of 48,000 druggists.

Assuredly if competition was in ac
tual practice the terrible force for 
evil that the druggist conjures it to 
be in his fevered imagination, it 
would have garnered a fatter harvest 
than this puny showing reveals.

Competition is a bugaboo, a false

alarm, the wrath of a danger that 
does not exist, at whose shrine drug
gists have been piously laying their 
$25,000,000 tribute for the right to 
live, as the Chinaman lays in the cof
fin of his dead relative, expensive silks 
and food as a bribe for Satan to allow 
the deceased undisturbed passage -t > 
the pearly gate.

No well managed business has any
thing to fear from competition. Im
proved service, and improved mer
chandising methods will get you busi
ness far more valuable and more prof
itable than cut prices can ever at
tract to your store.

Think over this to-day, Mr. Drug
gist. Ask yourself seriously if you 
have not been simply blowing bub
bles in trying to match the other fel
low’s price, regardless of whether you 
won or lost. You know what you 
have lost through this policy, but ask 
yourself what you have gained. Ask 
yourself if you couldn’t have done 
business with just as many customers 
and sold just as many items if you 
had asked full prices and added some 
distinctly helpful form of service with 
your sale. Of course you could. It 
would be absurd to think otherwise.

Get your full price and full profit 
like business men in other lines. You 
can do it—if you will try. Try.

The retailer should try the experi
ment of raising his prices gradually; 
he will find his trade is accustomed to 
the necessity of higher prices and ex
pects to pay more than formerly, as 
it is universal on all other lines of 
goods. At the end of the day ask 
your clerks how many kicked, and the 
nature of the complaints, and you will 
be amazed at the report. The aver
age consumer has to be told to wait 
for his change when he lays down 
the advertised price for an article, 
so where is your benefit and prestige? 
Courteous treatment, “Thank you’’ 
and “Call again,” which is so rare 
in the average cut-rate store, would 
bring back more customers than* the 
few pennies change you give him 
back with a grunt. There is an old 
saying—“Goods well bought are half 
sold,” but to-day the successful mer
chant realizes that “Goods well sold 
are easily bought.”

This war may not see negroes be
come soldiers on an unprecedented 
scale, but it will witness the employ
ment of negro officers in far greater 
numbers than eveir before. In the 
Spanish-American War there were a 
number of negro captains, and there 
have been several negro majors—one, 
Charles Young, a graduate of West 
Point. To-day 1,200 men are train
ing in the negro officers’ reserve camp 
at Fort Des Moines, Iowa, and it is 
planned to officer the negro regiments 
raised under the selective draft law 
largely with these men—the colonels 
and, at lease at the outset, the majors 
to be white. About 200 of these fu
ture officers were picked from regular 
army units, and the whole camp is 
said to offer very promising material. 
Large numbers of professional men 
and many college graduates—nine of 
Harvard'—are represented. Suchi a 
camp ought to train for leadership in 
civil life as well as in the war.

Funny Orders.
The Maple Avenue Drug Co., So. 

Omaha, Neb., contributes the follow
ing:

idon 5 c. 
glisrine 5c.
mix together and use. 
small bottle idian.
5 c. yeson solz (epsom salts) 
small package goz, 10c.
Absents salts (epsom salts)
25c. alckall.
5c. asafited.
5c. Qgin capels.
Suger of led, 5c.
Mr. Drug stor man will you send 

me a box of brumaquine and a botle 
of Do bulls caugh surp till to-morrow 
night.

C riterion
W A LL  P A P E R S  

P A IN T S
W IN D O W  S H A D E S

H EY STEK  & C A N FIELD  CO. 
G R A N D  RAPIDS. MICH.

It’s Pure, That’s Sure

Piper Ice Cream Co. 
Kalamazoo, Mich.

LAC-A-FLY
“ The Perfect Fly Killer’’

Puff Lac-a-fly high in air!
Watch it rise like smoke and 
catch the demon fly on the 
Ceiling—in the air—on the 
stock—everywhere!
Lac-a-fly is absolutely harm
less to man. Has a pleasant 
odor.

Kills every fly in your place in 
One night at a cost of one to 
ten cents according to the size 
of your store.

Over 75,000 Merchants
now use and endorse Lac-a-fly. 
Scores of the largest retailers in 
the world are among them.

Sold on a money-back guaran
tee through wholesale Grocers, 
Baker’s and Butcher’s Supply 
Houses exclusively.

For merchants' use only— not 
sold at retail.

NOTE-Merchants who have large places, 
usually order a $2.50 pkg. and a $1 00 pump 
blower. Those having small stores, a $1.50 
pkg. and a $1.00 pumo blower. Two sizes 
only. Manufactured only by

Pontiac Exterminating Co. 
Dept. 10 Pontiac, Michigan
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H O L ID A Y  G O O D S
Druggists’ Sundries 

Stationery
Books and Novelties

The sample lines of the above are now in Saginaw, 
Michigan, at 119-121 Franklin Street, South.

Our Mr. L. W. Hoskins is in charge and headquarters 
are at the Bancroft Hotel.

We advise early buying and shipping on account of 
conditions of the markets.

This exhibit will be in our store in Grand Rapids on 
or before September 1st.

An early date for your call at either location will be 
appreciated.

Yours respectfully,

Hazeltine & Perkins Drug Co.
Grand Rapids, Michigan

Naval Experts
Have Charted the Seas

so carefully that the position of a ship can he de
termined with perfect accuracy. Likewise, Bell 
telephone experts have charted the

United States and Canada

so effectively that a single individual among 
100,000,000 can be located at a distance of three 
thousand miles over the lines of the

B E L L  S Y S T E M

TVhen it is desirable or necessary to reach any one, 
any time, anywhere, the long distance telephone 
lines make it possible to do so.

Use the Bell Telephone

Michigan StateTelephone 
Company

Grand Rapids, Michigan

WHOLESALE DRUQ PRICE CURRENT
Prices quoted are

A cids
Boric (P ow d.) . . 17® 25
Boric (X ta l) ___ 17® 25
C arbolic ................. 61@ 65
C itric  ....................... 86® 90
M u ria tic  ................... 3® 5
N itric  ....................... 9® 15
O xalic ..................... 60@ 70
S u lphuric  ............... 3@ 5
T a r ta r ic  ........... 1 05@1 60

A m m o n i a
W ater , 26 deg. . . 10® 15
W ater , 18 deg. . .  6%@ 12
W ater, 14 deg. . .  Ci%@ 11
C arb o n ate  ......... 14 Ca> 16
Chloride ............... 25 @ 35

Balsam *
C opaiba ............. 1 40@1 65
F ir  (C an ad a) . .  1 25® 1 50
F ir  (O regon) . . 4 0 ® 50
P e ru  .....................  5 50@5 75
Tolu ......................... 75@1 00

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

35c ....................... 23 @ 25
B erries

C ubeb ................. 1 10® 1 20
F ish  ......................... 15® 20
uim iper ................... 10® 15'
P rick ley  A sh  . . . . @ 30

E x tra c ts
L icorice  ................. 55® 60
L icorice  pow dered 85® 90

F low ers
A rn ica  ......................... @3 00
C uam om ile  (G er.) 75@1 00
C ham om ile  Rom . 2 00® 2 20

Gum s
A cacia, 1st ......... 75® 80
A cacia, 2nd ........... 65® 75
A cacia, S o rts  . . . 45® 50
A cacia, pow dered 60® 70
Aloes (B arb . Pow ) 30@ 40
A loes (C ape Pow ) 20® 25
A loes (Soc. Pow . 60) @ 55
A sa fo e tid a ............ @2 25
A safoe tida , l ’owd.

P u re  ................... @2 50
C am phor ............... 99@1 02
G uaiac  ..................... 45® 5u
G uaiac, pow dered @ 60
K m o ......................... 70® 75
Kino, pow dered  . . 75® 80
M y rrh  ..................... @ 40
M yrrh , pow dered @ 50
O pium  ............. 35 00@35 20
O pium , powd. 35 00@35 20
Opium , g ran . 35 00@35 20
Shellac ................... 75® 80
Shellac, B leached 90® 95
T rag a c a n tli  . . . .  21 50@3 00
T ra g a c a n th  pow der 2 50
T u rp en tin e  .......... u rn IÖ

1 nsec tic ides
A rsen ic  ................... 23® 30
Blue V itriol, bbl. . .  @ 12
Blue V itrio l less  12%@ 20
B ordeaux  M ix D ry 22 -^@30
H ellebore, W hite

pow dered ........... .38® 45
In sec t P o w d er . . . . 40® 60
Lead, A rsen a te  . . 20® 40
Lim e and  S u lphu r

Solution, gal. . . 15® 25
P a r is  G reen  ......... 55® 60

Ice C ream
P ip e r  Ice  C ream  Co., 

K alam azoo
B ulk  V an illa  .....................
B ulk  Special F lavo red
B rick , P l a i n .......................
B rick , F a n c y  ...................

L eaves
B u chu  ............... 1 75@1 85
B uchu, pow dr’d 1 85@2 90
Sage, bulk ........... 67 @ 70
Sage, % loose . .  72@ 78
Sage, pow dered  . .  55® 60
Senna, A l e x ........... 70@ 75
Senna, T in n ...........  40@ 45
Senna, T inn . pow. 50® 55 
U va U rs i ...............  18® 20

Oils
Alm onds, B itte r ,

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

a rtif ic ia l ......... 7 00® 7 20
A lm onds, Sw eet,

tru e  .................  1 35@1 60
A lm onds. Sw eet,

im ita tio n  ........... 65@ 75
A m ber, c rude  . .  1 75402 00 
A m ber, rec tified  2 50@2 75
A nise ...................  2 00@2 25
B erg am o n t . . . .  8 00@8 25
C ajep u t ............. 1 35@1 60
C assia  ................. 2 76@3 00
C as to r ................. 2 70® 2 80
C ed ar L ea f . . . .  1 50@1 75
C itrone lla  ........... 1 00@1 25
Clove3 ............... 3 50@3 75
C ocoanut ............... 40® 50
Cod L iv er ........... 4 75@5 00
C otton  Seed . . . .  1 65@1 75 
C ro ton  . . . . . . . .  1 75®2 00

80
90
25
30

nominal, baaed on market the day ot issue
C ubebs ...............  7 25@7 50
E igerun  ............... 1 75402 00
E u ca ly p tu s  . . . .  1 2540 1 35
HemlocK, p u re  1 50 40 1 75
Ju n ip e r  B errie s  20 004020 26 
J u n ip e r  W ood . .  2 75403 00 
L ard , e x tra  . . . .  1 90® 2 00 
L ard , No. 1 . . . .  1 85 40 1 95 
L av en d e r F low . 7 00@7 25 
L avender, G a r’n  1 25401 40 
L em on ................. 2 00402 25
Linseed, boiled bbl. @1 24 
L inseed, bid less  1 3940 1 45 
L inseed, raw , bbl. @1 23 
L inseed, rw . less  1 38401 44 
M ustard , tru e , oz. @2 25 
M usta rd , a rtif il  oz. @2 00
N ea ts fo o t ............  1 80401 95
Olive, p u re  . . . .  3 00@4 50
Olive, M alaga,

yellow  ............... 2 40402 50
Olive, M alaga,

g reen  ................. 2 40402 50
O range, S w eet . 4 2 5 40 4 50 
O riganum , p u re  @2 50 
O riganum , com ’l @ 75
P en n y ro y a l . . . .  2 2540 2 50 
P e p p e rm in t . . . .  4 00404 25 
Rose, p u re  . .  26 0040 2 8 00 
R osem ary  F low s 1 50@1 75 
S'andalwood, E .

1........................ 15 004015 20
S a ssa fra s , tru e  1 50@1 75 
S a ssa fra s , a r t if i’l  5040 60
S p ea rm in t ..........  3 00@3 25
Sperm  ....................  1 16401 25
T an sy  ...................  3 50403 76
T a r, U S P  ............... 30@ 40
T u rp en tin e , bbls. @ 46
T u rp en tin e , le ss  5340 57 
W in te rg reen , tr .  5 50405 75 
W in te rg reen , sw ee t

b irch  ................. 4 00@4 25
W in te rg re e n  a r t  1 25401 50
W orm seed ..........  6 50406 75
W orm w ood . . . .  4 75@5 00

P o tassiu m
B icarb o n ate  . . . .  1 90@2 00
B ich rom ate  ............. 5540 60
B rom ide ............... 1 7040 2 00
C arb o n ate  ..........  1 60401 75

Pow dered  ............  6040 65
C h lo ra te , g ra n ’r  95@1 00 
C h lo ra te , x ta l  or

pow d.........................  70® 75
C yanide .................  401 35
Iodide ...................  3 50403 60
P e rm a n a g a n a te  . . .  @5 25
P ru ss ia te , yellow  @1 50
P ru ss ia te , red  . . . .  @3 50
S u lp h a te  ...................  40 90

Roots
A lk an et ............... 2 00@2 10
Blood, pow dered 2040 25
C alam us ............... 50403 50
E lecam pane , pwd. 16® 20
G entian , powd. 30® 35 
G inger, A frican ,

pow dered  ........... 20@ 25
Ginger, J a m a ic a  . .3040 35 
G inger. Jam a ica ,

pow dered  ........ .. 22® 30
G oldenseal pow. 8 00® 8 20 
Ipecac, powd. . .3 25®3 50
Licorice ................... 35® 40
Licorice, powd. . .  30® 40
O rris, pow dered  30® 35
Poke, pow dered  20® 25
R hubarb  ................. 75@1 00
R hubarb , powd. 75@1 25 
R osinw eed, powd. 25® 30
S arsap arilla , H ond.

g round  ............... 75® 80
S a rsa p a r illa  M exican,

g round  ................. 35® 40
Squills ...................  35® 40
Squills, pow dered  45® 65
T um eric , powd. . .  13® 20 
V alerian , powd. . .  @1 00

Seeds
A nise .......................  25@ 40
A nise, pow dered  ..40®  45
Bird, I s  ...................  @ 10
C an ary  ...................  10® 15
C araw ay  ............... 85 @ 90
C ardam on  ........  1 80@2 00
C elery (Pow d. 60) 38® 45
C o rian d er ............... 36® 45
D ill ........................... 25® 30
F en n e ll .................  90 @1 00
F la x  .....................  7%@ 12
F lax , g round  . . .  7%@ 12 
F o en u g reek  pow. 19@ 25
H em p ................... 8%@ 12
L obelia  ...................  40® 50
M usta rd , yellow  . .  19@ 25
M usta rd , b lack  . .  19® 25 
M usta rd , powd. . .  22® 30
Poppy ..................... @1 00
Q uince .....................  @1 25
R ape .......................  15 @ 20
S abad illa  ............. @ 35
Sabadilla , powd. 35® 15
Sunflow er ........... 7@ 10
W orm  A m erican  . .  @ 2 5
W orm  L e v a n t . .  1 00@1 10

T in c tu res
A conite  ...............  @1 25
A loes .................... @ 95
A rn ica  ................... @2 30
A safo e tid a  ......... @1 65
B elladonna  ......... @1 85
B enzoin  ...............  @1 40
B enzoin  Com po’d  @2 70
B uchu ................... @1 80

C an th a rad ie s  . . .  @3 35

C apsicum  ............. @1 55
C ard am o n  ................  @1 75
C ardam on , Comp. @1 25
C atechu  ............... @ 95
C inchona  ................  @1 95
C olchicum  ........... @1 90
C ubebs ' . ............... @1 80
D ig ita lis  .............  @1 10
G en tian  ....................  @1 15
G inger ...................  @1 55
G uaiac  ...................  @1 40
G uaiac , A m m on. @1 25
Iodine ................... @2 lu
iodine. C olorless @2 10
Iron , clo ......................  @1 20
K ino .......................  @1 25
M y rrh  ........................  @1 45
N u x  V om ica . . .  @1 25
O pium  . ................. @7 50
O pium , C am ph. @1 25
Opium , D eodorz’d  @9 00
R h u b arb  ...............  @1 05

L ead , red  d ry  ..1314@ 13% 
L ead , w h ite  d ry  13 @13% 
L ead, w h ite  oil 13 @13L. 
O chre, yellow  bbl. @ 1% 
O chre, yellow  less 2 @ 5
Putty ................ 3® 6
Red V en et’n  bbl. 1%@ 4
R ed V en e t’n  le ss  1%@ 5
v erm illion , A m er. 25® 30
W hiting , bbl...............  @ 3
W h itin g  ........... 3 %@ 6
L. H . P . P rep d . 2 15@2 25

M iscellaneous
A cetan a lid  65® 72
A1um  .......................  10® 12
Alum, pow dered  an d

ero u n d  ............... 12® 15
B ism uth , S u b n i

t r a te  ............... 3 60@3 70
B orax  x ta l  o r

pow dered  ........... 10® 15
C an th a rad e s  po 2 00@6 00
Calom el ...............  2 56@2 60
C apsicum  ............. 35@ 40
C arm ine  . ' . ........... 6 50®7 00
C assia  B uds ......... @ 40
Cloves .....................  3540- 40
C halk  P rep a re d  . .  6® 8% 
«'unik P rec ip ita te d  7® 111
C hloroform  ........... 85® 93
C hiurai H y d ra te  1 92402 12
C ocaine ............... 9 15®9 35
I'oeua B u tte r  . . . .  Ku@ 70 
C orks, lis t, le ss  55%
C opperas, bb ls...........@ 2
C opperas, less  . .  2%@ 7
C opperas, powd. . .  4® 10 
C orrosive Sublm . 2 30@2 40 
C ream  T a r ta r  . . . .  60® tio
C uttlebone  ........... 5540 60
D ex trin e  ............... 10@ 15
D over's P o w d er 3 75® 4 00 
E m ery , a ll N os. 6® 10 
E m ery , pow dered  5® 8
E psom  S alts , bbls. @ 5% 
E psom  S alts , less  6® 10
E rg o t ...................  1 25® 1 50
E rgo t, pow dered  2 75@3 00
F lak e  W hite  ___  15@ 20
F orm aldehy ie  ib. 19(g» 27
G elatine  ............. 1 75@1 85
G lassw are, fu ll cs. 65% 
G lassw are, less  54% 
G lauber S alts , bbl. @ 1% 
G lauber S a lts  less  2® 5
Glue, B row n ......... 25® 35
Glue, B row n G rd. 25® 35 
Glue, W h ite  . . . .  30® 35 
Glue, W h ite  Grd. 30® 35
G lycerine ............... 73® 85
H ops ..................   45® B0
Iodine ................. 4 50@4 60
Iodine ...................  4 60404 60
Iodoform  ........... 5 68@5 70
Lead, A ce ta te  . . . .2 1 ®  25
L ycopdium  ......... @2 00
M ace .........................  85® 90
M ace, pow dered  . .  95 @1 00
M enthol ............. 4 25@4 50
M orphine . . . .  13 00@13 65 
N ux  V om ica . . . .  22%@ 30 
N u x  V om ica, pow . @ 20 
P epper, b lack  pow. 35® 40
P epper, w h ite  ......... @ 45
P itch , B urg u n d y  . .  @ 16
Q u assia  ...................  12® 15
Q uinine ..............   90® 1 00
R ochelle S a lts  . . . .  48® 55 
S accharine, oz. . .  @3 00
S a lt P e te r  .............  39® 50
Seid litz  M ix tu re  . .  41® 45
Soap, g reen  ........... 20® 25
Soap m o tt c as tile  22% @ 25 
Soap, w h ite  cas tile

case  .......................  @13 00
Soap, w h ite  cas tile  

less, p e r  b a r  . . . .  @1 40
Soda Ash ............... 4%@ 10
Soda B icarb o n ate  2%@ 6
Soda, S a l ............. 2® 5
S p ir its  C am phor . .  @ 7 5
Sulphur, roll 4 9-10® 10 
S u lp h u r Subl. . .  4%@ 10
T a m a rin d s  ............. 15® 20
T a r ta r  E m etic  . . . .  @ 85
T u rp en tin e , Ven. 50@4 75 
V anilla  Ex. p u re  1 00@1 50 
W itch  H aze l . . .  1 10@1 50 
Z inc S u lp h a te  . . . .  10® 15
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G RO C ER Y  P R IC E  C U R R E N T
These quotations are carefully corrected weekly, within aix 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
Q u ak er Corn F lakes  
S u g a r Corn F lakes  
F lou r
W a r  P a th  Sm oking 
B. T . W . Plug

ADVANCED
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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 Gum ...............  3
C hocolate  .......................  3
C iga rs  .............................  12
C lothes L ines  ............. 3
Cocoa ...............................  3
C ocoanut .........................  3
Coffee .............................  3. 4
C onfections ................... 4
C ream  T a r t a r  ............. 5

D
D ried F r u i ts  ................. 5

F
F a rin aceo u s  Goods . .  5
F ish in g  T ack le  ........... 5
F lav o rin g  E x tra c ts  . .  5
F lo u r and  Feed ........... 6
F ru i t  J a r s  .....................  6

G
G elatine  .........................  6
G ra in  B ags ...................  6

H
H erb s  ...............................  6
H ides an d  P e lts  ......... 6
H orse  R ad ish  ............... 6
H oney  ............................   6

J
Jell O .............................  7
Jiffy Je ll .......................  7
Je lly  .................................  6
Je lly  G lasses ................. 7

M
M apleine .......................  7
M eats, C anned ........... 8
M ince M ea t .................  7
M olasses .......................  7
M u sta rd  .........................  7

N
N u ts  .................................  4

O
O lives ...............................  7

P
P e tro leu m  P ro d u c ts  . .  7
P ick les ...........................  7
P ipes  ...............................  7
P lay in g  C a r d s ...............  7
P o ta sh  .............................  7
P rov isions  .....................  7

R
R ice .......................  8
Rolled O a ts  .................  8

8
S alad  D ress ing  ........... 8
S a le ra tu s  .......................  8
Sal Soda .........................  8
S a lt ...............................  8. 14
S a lt F is h  .......................  8
Seeds ...............................  9
Shoe B lack ing  ........... 9
Snuff ...............................  9
Soap .................................  14
Soda .................................  9
Spices ...............................  9
S ta rc h  .............................  9
S y ru p s  .............................  9

T
T able S auces  ...............  9
T ea .................................  9. 10
Tobacco ............... 10, 11, 12
T w ine ...........................  12

V
V inegar .........................  12

W
W ash in g  P ow ders  . . .  14
W icking .........................  12
W oodenw are ...............  12
W rap p in g  P a p e r  ......... 13

Y
F e a s t  C ake ...................  13

A RCTIC  AMM ONIA 
12 oz. ovals, 2 doz. box 2 40 

A X LE 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% lb. t in  boxes, 2 dz. 4 25 
101b. pails , p e r  doz. . .6  00 
151b. pails , p e r  doz. . .7  20 
261b. pails , p e r  doz. ..12  00

B A K E D  BEA N S
No. 1. p e r  doz................. l  35
No. 2. p e r  doz.................. 2 25
No. 3, p e r  doz................. 2 75

BATH BRICK  
E n g lish  ...........................  95

BLU IN G
Jen n in g s ’

C ondensed P e a r l  B lu ing  
Sm all, 3 doz. box . . . .  1 95
L arge , 2 doz. b o x ___ 2 40

F o lge r’s
S um m er Sky, 6 oz.,

p e r doz.......................... 45
S um m er Sky, 12 oz., 

p e r  doz...........................  85
B R E A K F A S T  FOODS 

B ea r Food, P c tt i jo h n s  2 90 
C racked  W h ea t, 24-2 . .4  60
C ream  of W h e a t ___  7 50
C ream  of R ye, 24-2 . .  
Q u ak er Puffed  R ice  . .  4 30 
Q u ak er P u ffed  W h e a t 4 30 
Q u ak er B rk fs t B iscu it 1 90 
Q uaker C orn F la k e s  . .  2 75 
W ash in g to n  C risps  . .  2 30
W h e a t e n a .......................  5 10
E v a p o r’ed S u g a r C om
G rape  N u ts  .................  2 85
S u g a r C orn F la k e s  . .  2 80
H olland R u sk  ...............  3 80
K rin k le  C om  F la k e s  . .2  80 
M ap l-F lak e , W hole

W h e a t .........................  4 05
M inn. W h e a t Food . .  6 50 
R alston- W h e a t Food

L arg e , 18s ............... 2 90
R alsto n  W h t Food 18s 1 95 
R oss’s  W ho le  W h e a t

B iscu it .......................
S axon  W h e a t Food . .  4 50 
S h red  W h e a t B isc u it 4 00
T risc u it, 18 ...................  2 10
P illsb u ry ’s  B e s t C er’l 2 50 
5o s t  T o as tie s , T -2  . .  3 30 

P o s t T o as tie s , T -3 . .  3 30 
P o s t T a v e rn  P o rrid g e  2 80

BROOMS
F a n c y  P a rlo r . 25 lb. . .  7 50 
P a rlo r , 5 S tr in g , 25 lb. 7 25 
S ta n d a rd  P a rlo r , 23 lb. 7 00
Com m on, 23 lb ................. 6 50
Special, 23 lb .................  6 25
W areh o u se , 23 lb .......... 8 00
Com m on, W h i s k ...........1 30
F an cy , W h i s k ..................1 75

B R U S H E S
S crub

Solid B ack , 8 in ......... 75
Stolid B ack , 11 in  . . . .  95
P o in ted  Binds .............  85

Stove
No. 3 ................................ 90
No. 2 ................... ............ 1 25
No. 1 ...............................  1 75

Shoe
No. 3 ..............................  1 00
No. 7 ............................  1 30
No. 4 ............................. 1 70
No. 3 .............................. 1 90

B U T T E R  COLOR 
D andelion, 25c size  . .  2 00

C A N D L ES
P araffine , 6s ..............  10
P araffine , 12s ..............  11
W ick in g  .........................  20

C A N N E D  GOODS 
Apples

3 lb. S ta n d a rd s  . .  @1 10
No. 10 .....................  @4 00

B lack b erries
2 lb .....................  1 7502  00
S ta n d a rd  No. 10 . .  @7 25

B eans
B aked ................. 1 2 6 0 2  25
Red K idney  . . . .  1 25@1 35
S t r i n g ................  1 6 0 0 2  00
W ax  ...................  1 50@2 00

B lueberries
S ta n d a rd  .................. 1 40
No. 10 ........    7 25

2
C lam s

L ittle  N eck, 1 lb. . . . . 1 45
Clam  Bouillon

B u rn h a m ’s % p t ........... 2 25
B u rn h a m ’s p ts ............... 3 75
B u rn h a m 's  q ts ............... 7 60

C orn
F a ir  .............................
Good ............................... 1 85
F a n c y  ................... ..

F ren ch  P eas
M onbadon (N a tu ra l)

p e r  doz......................... .
G ooseberries

No. 2, F a i r  ...............
No. 2, F a n c y ............... .

H om iny
S ta n d a rd  ....................... . 1 20

L o b ste r
% lb .................................... 1 90
% lb .................................... 3 10
P icn ic  F la t  ................... 3 75

M ackerel
M u sta rd , 1 lb ................. 1 80
M usta rd , 2 lb ................. 2 80
Soused, 1% lb ............... 1 60
Soused, 2 lb ..................... 2 76
T om ato , 1 lb ................... 1 50
T om ato , 2 lb ................. 2 80

M ushroom s
B u tto n s , % s ................. 0 3 0
B u tto n s , I s  ................... 0 6 0
H ote ls, I s  ..................... 0 4 4

O y sters
Cove, 1 lb ..................... @1 20
Cove, 2 lb ......................  @1 80

P lu m s
P lum s ...................  1 5 0 0 2  00

P e a rs  In  S y ru p  
No. 3 c an , p e r  dz. 2 6 0 0 3  00 

P e a s
M arro w fa t ...........1 2 5 0 1  35
E a r ly  J u n e  ___  1 50 0 1  60
E a rly  J u n e  s if td  1 6001  75

P each es

No. 10 s ize  c an  p ie  0 3  75 
P in eap p le

G ra ted  .................  1 7 5 0 2  10
Sliced .....................  l  4 5 0 2  60

P u m p k in
F a ir  .................................... 1 10
Good .................................. 1 20
F an cy  ................................ 1 80
No. 10 .............................. 3 50

R asp b e rrie s
No. 2, B lack  S y ru p  . .  1 60
No. 10, B lack  ..................7 00
No. 2. R ed  P re s e rv e d  2 60 
No. 10, R ed. W a te r  . .  7 25 

Salm on
W arre n s , 1 lb. T a ll . .  3 10 
W arre n s , 1 lb. F la t  . .  3 25
R ed A la sk a  ...............  2 75
M ed. R ed  A la sk a  . . . .  2 40
P in k  A la sk a  .................  2 00

S ard in e s
D om estic , % s ................  6 25
D om estic, % M u sta rd  6 00 
D om estic, % M u sta rd  5 50 
N orw egian , %s . . . .  11016 
P o rtu g u ese , % s . . . .  22030 

S au e r K ra u t
No. 3. c an s  ...................  2 75
No. 10, c an s  ...................

S h rim p s
D u n b ar, I s  doz................. 1 25
D u n b ar, l% s  doz...........2 40

S ucco tash
F a i r  .................................
Good ...................................  1 80
F an cy  ............................

S traw b e rr ie s
S ta n d a rd  .......................  2 00
F an cy  ................................ 2 75

T o m ato es
No. 2 ...............................  1 65
No. 3 ................................ 2 00
No. 10 .............................  6 75

T.una
C ase

14 s, 4 doz. in case  . . . .  4 50 
%s, 4 doz. in case  . . . .  7 50 
Is , 4 doz. in case  . . .  .10 00 

C A T 8U P
S n id e r’s % p i n t s ..............1 50
S n id e r’s  p in ts  .............  2 50

C H E E S E
A cm e ..........................  0 2 9
C arson  C ity  . . . .  ©26
B rick  ..........................  0 2 6
L eiden  ........................  ©
T .im burger ................ 0 2 9
P in eap p le  ......... 1 2501  35
E d am  ...................  0 1  80
S ap  Sago ..................  0
Sw iss, D o m estic  0

3 4 5
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  ............. 70
B eem an ’a P ep s in  ......... 62
B eech n u t ...........................  60
C h ic le ts  ...........................  1 33
D oub lem in t .....................  64
F la g  S p ruce  ...................  62
H e rsh e y  G um  ...................  48
J u ic y  F r u i t  .......................  64
S te rl in g  G um  P ep . . .  62
S te rlin g  7-P o in t .............  62
S p ea rm in t, W rlg ley s  . .  64 
S p e a rm in t, 5 box J a rs  3 20 
S p ea rm in t, 6 box Ja rs  3 85
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 
O. K. G um  .....................  75

C H OCO LA TE 
W a lte r  B a k e r  & Co.

G e rm 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 , 14s ...................  35
P rem iu m , % s .................  36

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 is ted  C o tto n  1 70 
No. 60 T w is ted  C o tton  2 20 
No. 80 T w is ted  C o tton  2 40 
No. 50 B ra id ed  C o tton  1 75 
No. 60 B ra id ed  C o tto n  2 00 
No. 80 B ra id ed  C o tto n  2 60
No. 50 S ash  C ord . . . .  2 50 
No. 60 S ash  C ord . . . .  3 00
No. 60 J u te  ...................  1 25
No. 72 J u te  ...................  1 40
No. 60 S i s a l ...................  1 30

G alvan ized  W ire  
No. 20, each  100ft. long  1 90 
N o. 19, each  100f t. long 2 10 
No. 20, each  lOOfL long 1 00 
N o. 19, e ac h  100ft. long 2 10

COCOA
B a k e r’s  ................................ 39
C leveland ........................  41
Colonial, % s ............... 35
Colonial, 14s  ...............  33
E p p s  .................................... 42
H e rs h e y s ,  14a .................... 32
H e rsh e y ’s, % s .................... 30
H u y le r ................................ 36
L ow ney, 14s ...............  88
L ow ney, % s ..............  37
L ow ney, 16s ..............  37
L ow ney, 5 lb. c an s  . . . .  37
V an  H o u ten , 14s ..........  12
V an  H o u ten , 14s ........... 18
V an  H o u ten . 14s ..........  36
V an  H o u ten , I s ............  65
W a n - E ta  .......................  36
W eb b  .................................... S3
W ilbur, 14s .......................  33
W ilbur, 14s .......................  32

COCOANUT 
D u n h a m ’s  p e r  lb.

14s, 5 lb. c a s e ......................32
14s, 5 lb. c a se  ...............  31
14s, 15 lb. c ase  ...............  31
14s, 15 lb. case  ...............  30
Is , 15 lb. case  .................  29
14s & 14s, 15 lb. case  . .  30
5 a n d  10c p a ils  ......... 4 00
B ulk , p a lls  ...................  20
B ulk, b a rre ls  ............... 1814
B ak e r’s  B raz il Shredded 
70 5c pkgs., p e r case  2 80 
36 10c pkgs., p e r  case  2 80 
16 10c an d  33 5c pkgs.,

p e r  case  ......................  2 80
B ak e rs  C anned, doz. . .  96

C O F F E E S  ROASTED 
Rio

Com m on ...........................  19
F a ir  .................................  1914
Choice ...............................  2» ~
F an cy  ...............................  21
P e a b e rry  .........................  23

S an to s
C om m on ........................... 20
F a i r  .................................  2014
C hoice .............................. 21
F an cy  ...............................  23
P ea b erry  .........................  23

M aracaibo
F a ir  ...................................  24
Choice ...............................  25

M exican
C hoice ...............................  25
F an cy  .................................  26

G ua tem ala
F a ir  ...................................  25
F an cy  ...............................  28

Jav a
P r iv a te  G row th  . . . .  26030
M andling  .....................  31035
A ukola .........................  30032

M ocha
S h o r t B ean  ................  25027
L ong  B ean  ................  24025
H. L , O. G ....................  26028

Bogota
F a ir  ...................................  24
F an cy  ...............................  26
E xch an g e  M arket, S tead y  
S p o t M arket, S tro n g  

P ack ag e
N ew  Y ork  B asis  

A rbuckle  .....................  21 50

M cL aughlin ’s XXXX 
M cL augh lin ’s XX X X  

package coffee is sold to  
re ta ile rs  only. M ail all o r 
ders  d irec t to  W. F . M c
L aughlin  & Co., Chicago.

E x tra c ts
H olland, 14 gro . bxs. 95
Felix , % g ro ss  ..........  1 15
H um m el’s foil, 14 gro . 85 
H um m el’s tin , % gro. 1 43 

C O N D E N SED  M ILK
C arn atio n , T a ll ...........6 20
C arnation , B aby  ......... 6 10
D undee, T a ll ............... 5 50
D undee, B aby ............... 5 40
H ebe, T a ll ...................  5 10
H ebe, B aby  ...................  6 00

COMr FCTIO NERV
S tick  C andy P a ils

H o rehound  ...................  15
S ta n d a rd  .........................  15
S ta n d a rd , Sm all ...........16
T w is t, Sm all ............... 16

C ases
Ju m b o  .............................  16
Jum bo , Sm all .............  1614
B ig  S tick  .......................  16
B oston  S u g a r  S tick  . .  20

M ixed C andy
P a ilsB roken  .............................  15

C ut L o a f .........................  16
F ren c h  C ream  ........... 16
G rocers ...........................  n
K in d e rg a rte n  ............] 17
L ead e r ...........................  15
M onarch  ................. .. 14
N o v e lty  ...........................  16
P a r is  C ream s ...............  17
P rem io  C ream s ......... 19
R oyal ...............................  13
Specia l .............................  13
V alley  C ream s ............. 17
X  L  O ...............................  12

S pecia lties

A uto  K isse s  (b a sk e ts )  17 
B onnie  B u tte r  B ite s  ..21  
B u tte r  C ream  C orn . .  19 
C aram el Bon B ons . .  18 
C aram el C ro q u e tte s  . .  17
C ocoanut W a f f l e s ___  16
Coffy Toffy ...................  19
N atio n a l M in ts  7 lb t in  22
F udge , W a ln u t ...........  18
F udge , Choco, P e a n u t  17 
F udge , W h ite  C en te r 16
F udge , C h e r r y ............... 16
F udge , C ocoanu t . . . .  17 
H oneysuck le  C andy  . .  18
Iced  M aroons ...............  18
Iced  G em s ...................  18
Iced  O range  Je llie s  . .  16 
I ta l ia n  B on B ons . . . .  15
Je lly  M e l l o .....................  15
AA L icorice  D rops

5 lb. b o x .................  1 50
L ozenges, P e p ...............  17
L ozenges, P in k  ........... 17
M anchus .........................  16
M olasses K isses, 10

lb. box .......................  18
N u t B u tte r  P u ffs  . . . .  16 
S ta r  P a tt ie s ,  A sst. . .  17

. C hoco lates P a ils
A sso rted  Choc...............  19
A m azon C aram el3 . .  20
C ham pion .....................  18
Choc. C hips, E u re k a  24
C lim ax .............................  IS
E clipse , A sso rted  . . . .  19
Id ea l C hoco lates ......... 19
K londike C hoco lates ..24
N abobs ...........................  24
N ibble  S tick s  ............... 29
N u t W a f e r s ...................  24
Ocoro Choc C aram els  22
P e a n u t C l u s t e r s ...........27
Q u in te tte  .......................  19
R eg in a  ...........................  17
S ta r  C hoco lates ........  18
S u p erio r Choc, (lig h t)  19

Pop C orn Good* 
W lih o u t prizes.

C ra ck e r J a c k  w ith
coupon .........................  3 50

C ra c k e r- Ja c k  P rize  . .  3 75
C heckers  P r iz e  ........... 3 75

Cough D rops
Boxes

P u tn a m  M entho l . . . .  1 35
S m ith  B ro s..................  1 35

N U TS—W hole
lbs.

A lm onds, T a rra g o n a  21 
A lm onds. C alifo rn ia  

so ft shell D rak e  . . .
B raz ils  .........¡ . ..................
F ilb e r ts  ............................
Cal. No. 1 S. S ...............
W a ln u ts , N ap les  .........
W aln u ts , G renoble . . .  
T ab le  n u ts , fan cy  13014
Pecan3 , I .a rg e  .............
P ecan s , E x. L a rg e  . .  

Shelled
No. 1 S p an ish  Shelled

P e a n u ts  ......... 16 ©16%
E x. Lg. Va. Shelled

P e a n u ts  ........... 16% @17
P ecan  H a lv es  ......... @80
W a ln u t H a lv es  ___  @54
F ilb e r t M ea ts  ......... @42
A lm onds .....................  @45
J o rd a n  A lm onds . . .

P e a n u ts  
F an cy  H  P  S uns

R aw  ................. 11%@11%,
R oasted  ......... 12%©12%

H I' Jum bo
R aw  ............... 13%@13%
R oasted  ......... 14%@14%

CREAM TA RTA R
B arre ls  o r D rum s . . . .  58
S quare  C ans ............... . . .  62
B oxes ............................. r j j

F an cy  C addies ........... . . . 7 0
DRIED  F R U IT S

Apples'
E v a p ’ed Choice b lk ... ©13
E v ap ’d F a n c y  b lk . . @

A pricots
C alifo rn ia  ................... @25

c itro n
C orsican  ....................... . . . 2 6

C u rra n ts
Im ported , 1 lb. pkg. . .19
Im ported , bulk  ......... • 18%

P each es
M uirs—Choice, 25 lb. . .  12
M uirs—F ancy , 25 lb. . .  13
F ancy , Peeled , 25 lb.

Peel
Lem on, A m erican  . . . . . 2 0
O range, A m erican  . . , . . . .  21

R aisins
C luster, 20 c a r to n s  .
I^oose M uscatels, 4 Cr. 9
Loose M uscatels, 3 Cr. 8%
L. M. Seeded, lib  10% 010%

C alifo rn ia  P ru n es
90-100 25 lb. boxes . . @10
80- 90 25 lb. boxes . . @10%
70- 80 25 lb. boxes . . @11%
60- 70 25 lb. boxes . . @12%
50- 60 25 1b. boxes . . @13
40- 50 25 lb, boxes . . @15

FA R IN A C EO U S GOODS
B eans

C alifo rn ia  L im as . . . . 17%
M ed. H and  P icked  . . ..10
B row n H olland ........ . 8

F a rin a
25 1 lb. packages  . . . . 2 50
B ulk, p e r 100 lb. . .  u -----9

O rig inal H olland R usk 
P acked  12 rolls to  c o n ta in e r  
3 c o n ta in e rs  (40) rolls- 3 80

H om iny
P ea rl, 100 lb. sack  . . . .  6 00
M accaroni and  V erm icelli 
D om estic, 1 lb. box . .  75
Im ported , 25 lb. box . . .

P ea rl B arley
C h es te r ...........................  6 60
P o r ta g e  ...........................  8 00

Peak
G reen. W isconsin , bu. 7 00 
Split, lb .............................  13

Sago
E a s t  In d ia  .......................  15
G erm an , sack s  ...............  15
G erm an, b roken  pkg.

Tapioca
F lake , 100 lb. s ac k s  . . .  15 
P ea rl, 100 lb. sack s  . . .  15
Pearl, 36 p k g s ...............  2 75
M inute, 10c, 3 doz. . . . . 3  26

FISH IN G  TA C K LE 
% to  1 in ................................ 6
1 % to  2 in .........................| 7
1% to  2 in ...........................  9
1% to  2 in ...........................  H
2 in .......................................... 15
2 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 fe e t ................. 11
No. 6. 15 fe e t ................... 12
No. 7, 15 fe e t ................... 15
No. 8, 15 fe e t ................. 18
No. 9, 15 fe e t .................  20

Linen L ines
Sm all .................................  20
M edium  .............................  26
L arge  .................................  34

Poles
Bam boo, 16 ft., p e r doz. 60 
Bam boo, 14 ft., p e r doz. 55 
Bam boo, 18 ft., p e r  doz. 80 
FLAVORING E X T R A C T S 

Jen n in g s  D C B rand
P u re  V an illa

No 1, % oz.......................  95
No. 2. 1% oz.................  1 35
No. 4, 2% oz.................  2 40
No. 3, 2% oz. T a p e r  . 2 25
2 oz. F la t  ....................... 2 25

T erp en e less  
P u re  L em on

No. 1, % oz. P a n e l . .  95
No. 2, 1% oz. P a n e l . .  1 35 
No. 4, 2% oz. P a n e l . .  2 40 
No. 3, 2% oz. T a p e r  2 25 
2 oz. F la t  .....................  2 25
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FLO UR AND F E E D  
G rand  R apids G ra in  & 

M illing Co. 
w in te r  W h ea t

P u r ity  P a te n t  ........... 13 80
F a n c y  S p rin g  ........... 15 00
W izard  G rah am  . . . .  13 00 
W izard , G ran . M eal 11 00 
W izard  B uckw ’t  cw t. 6 00 
R ye  .................................. 12 50
V alley  C ity  M illing Co.

L ily  W h ite  ...............  13 50
L ig h t L o af ............... 13 10
G rah am  .........................  5 50
G ra n e n a  H e a lth  ......... 5 60
G ran . M eal .................  5 20
B olted  M eal ................. 5 10
W atso n -H ig g in s  M illing Co 
New P e rfec tio n  . . . .  13 50
Tip  T op F lo u r ........... 13 00
G olden S h ea f F lo u r  12 60 
M arsh a lls  B es t F lo u r  13 50 
W a te r to w n  W isconsin

R ye  .............................  12 00
W orden G rocer Co.

Q uaker, p a p e r  ........... 14 00
Q uaker, c lo th  ............. 14 00

K an sas  H ard  W h ea t 
W o rd en  G rocer Co 

A m erican  E ag le , % s 15 00 
A m erican  E ag le , 14s 14 90 
A m erican  E ag le , % s 15 00

S pring  W h ea t 
J u d so n  G rocer Co.

C ereso ta , %s ............. 15 20
C ereso ta , 14 s  ........... 15 10
C ereso ta , % « ............. 15 00

W o rd en  G ro ce r Co. 
W ingold, % s c lo th  . .  16 00 
W ingold, 14 s c lo th  . .  15 30 
W ingold, 1^3 c lo th  . .  15 80 

Meal
B olted  ...........................  10 80
G olden G ra n u la te d  . .  11 00

W h ea t
R ed  .................................. 2 30
W h ite  .............................  2 25

O ats
M ich igan  c a r lo ts  ........... 92
L ess  th a n  c a r lo ts  ......... 9a

C e n t
C arlo ts  ....................   2 35
L ess  th a n  c a r lo ts  . M . 2 40

Hay
C arlo ts  .........................  20 00
L ess  th a n  c a r lo ts  . .  21 00 

Feed
S tre e t  C ar F eed  ___  87 00
No. 1 Coi a  & O a t F d  87 00
Cj ack ed  C orn  ........... 87 00
C( a rse  C orn  M eal . .  87 00

F R U IT  JA R S 
M ason, pt3., p e r  gro . 7 00 
M ason, q ts ., p e r  gro . 7 40 
M ason, % gal. p e r  gro. 9 85 
M ason, c an  tops, gro. 2 75

G E L A T IN E
Cox’s, 1 doz. la rg e  . . .  1 45 
Cox’s, 1 doz. sm all . .  90
K nox’s  S p ark lin g , doz. 1 75 
K nox’s  S park ling , g r. 20 50 
K nox’s  A cidu 'd  doz. . .  1 85
M inute, 1 doz.....................1 25
M inute, 3 doz................. 3 75
N elson’s  .........................  1 50
O xford  .............................  75
P ly m o u th  R ock, P h o s . 1 40 
P ly m o u th  R ock, P la in  1 25

G R A IN . BAGS 
B ro ad  G auge, 12 oz. . .  24
C lim ax, 14 oz. .................  29
S ta rk , A, 16 oz...................

H E R B S
Sage .............i ............  IB
H ops ...................................... 16
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 .................  23
G reen, No. 2 ................. 22
C ured , No. 1 .................  25
C ured , No. 2 .................  24
C alfsk in , g reen , No. 1 1 35
C alfsk in , g reen , No. 2 3314
C alfsk in , cured , No. 1 33
C alfsk in , cured , No. 2 31*4

P e lts
Old W ool ............... 75@2 00
L am b s  ................... 50@1 50
S h ea rlin g s  ........... 50 @1 50

T allow
N o. 1 .....................  2 «
No. 2 .....................

Wool
U nw ashed , m ed. . .  @60 
U nw ashed , fine ----- @55

HONEY
A- GK W oodm an’s B rand .

7 oz., p e r  doz...................
20 oz., p e r  doz.................3 25

H O RSE RADISH
P e r  doz.................................  90

JE L L Y
51b. palls, p e r doz. . .

151b. pails, p e r pa il . .  1 05 
301b. pails, per pail .. 2 00

J e ll-0
3 doz.

A sso rted  C ase ............. 2 85
L em on (S tra ig h t)  . . . .  2 85 
O range (S tra ig h t)  . . . .  2 85 
R asp b e rry  (S tra ig h t)  2 85 
S traw D erry  (S tra ig h t)  2 85 
C hocolate (S tra ig h t)  2 85 
C hocotate  (S tra ig r t)  2 85 
P each  (S tra ig h t)  . . . .  2 85
Jell-O  Ice C ream  Pow der.

3 doz.
A sso rted  C ase ........... 2 85
C hocolate (S tra ig h t)  2 85 
V anilla (S tra ig h t)  . . . .  2 85 
S traw b e rry  (S tra ig h t)  2 85 
Lem on (S tra ig h t)  . . .  2 85 
U nflavored  (S tra ig h t)  2 85 

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 lav o rs : R asp b erry , 
S traw b erry , C herry , Lem on, 
O range, L im e, P ineapp le .

JE L L Y  G LA SSES 
*4 p t. in  bbls., p e r doz. 25 
*4 p t. in  bbls., p e r  doz. 27 
8 oz. capped  in  bbls..

p e r  doz.............................  27
M A PL E IN E

2 oz. b o ttle s , p e r doz. 3 00 
1 oz. b o ttle s , p e r doz. 1 75 
16 oz. b o ttle s , p e r dz. 18 00 
32 oz. bo ttle s , p e r  dz. 30 00 

M INCE M EAT 
P e r  case  .........................  3 45

M OLASSES 
N ew  O rleans

F a n c y  O pen K e ttle  . . . .  50
Choice ..............   43
Good ...........................  37
S tock  .................................

H a lf  b a rre ls  2c e x tra
R ed H en , No. 2% ___ 2 90
R ed H en , No. 5 ........... 2 90
R ed H en , No. 1 0 .............2 80

M USTARD
% lb. 6 lb. box ...............  16

O LIVES
Bulk, 1 gal. k eg s  1 10® 1 20 
Bulk, 2 gal. kegs  1 05® 1 lb  
Bulk, 5 gal. kegs 1 00@1 10
Stuffed , 5 oz................... 1 10
Stuffed, 8 oz...................  1 60
S tuffed , 14 oz...............  2 50
P it te d  (n o t s tu ffed)

14 oz.............................. 2 50
M anzan illa , 8 oz. . . . .  1 10
L unch , 10 oz.................  1 50
L unch , 16 oz.................  2 60
Q ueen. M am m oth, 19

oz..................................... 5 00
Q ueen, M am m oth, 28

oz...................................... 6 25
Olive Chow, 2 doz. cs.

p e r  doz.........................  2 25
PE TR O LE U M  PRO D U CTS 

Iro n  B arre ls
P e rfec tio n  .........................  9.
R ed C row n G asoline . .  20.5 
G as M achine G asoline  32.9 
V M & P  N a p h th a  . .  20. 
C ap ito l C ylinder, W ood

B ale .............................  33.9
C apito l C ylinder, Iro n

B ale  ............................. 32.9
A tla n tic  R ed E n g in e  . .  19.9
W in te r  B lack  ............... 10.4
P o la rin e  .........................  37.9

P IC K L E S
M edium

B arre ls , 1,200 co u n t . .  9 50 
H a lf bbls., 600 co u n t 5 25
5 gallon  kegs ............... 2 20

Sm all
B a r r e l s ............................. 11 00
H alf b a rre ls  ................. 6 25
5 gallon  kegs ............. 2 60

G herkins
B arre ls  ......................... 14 00
H a lf b a rre ls  ............... 6 75
5 gallon  kegs  ............... 2 75

S w eet sm a ll
B arre ls  .........................  24 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 
Clay, T. D. fu ll co u n t 80
Cob .................................  90

PLA YIN G  CARDS 
No. 90, S team b o a t . . . .  86
No. 15, R iva l a sso rte d  1 60 
No. 20, R over, e n am ’d  1 75
No. 572, S p e c i a l ...........2 00
No. 98 Golf, S a tin  fln. 2 25
No. 808, B ic y c le ...........2 26
No. 632 T o u rn ’t  w h is t 2 50 

POTASH
B ab b itt’s. 2 doz.............1 90

PRO V ISIO NS 
B arreled  Pork  

C lear B ack . .  42 00@43 00 
S hort C u t C lr 41 00@42 00
B ean  .................40 0O@41 00
B risk e t, C lear @43 00
P ig  .............................
C lear F am ily  ........... 29 00

D ry S a lt M eata
6  P  B ellies .........19 @20

L ard
P u re  in  tie rce s  22%@23 
Com pound L a rd  19 @19*4 
80 lb. tu b s  . . . .a d v a n c e  % 
60 lb. tu b s  . . . .a d v a n c e  % 
50 lb. tu b s  . . . .a d v a n c e  %

20 lb. p a ils  . . .a d v a n c e  % 
10 lb. p a ils  . . .a d v a n c e  %
5 lb. p a ils  . . .a d v a n c e  1 
3 lb. p a ils  . . .a d v a n c e  1 

Sm oked M eate 
H am s, 14-16 lb. 25%@36 
H am s, 16-18 lb. 21 @22 
H am s, 18-20 lb. 20% @21 
H am , d ried  beef

s e ts  .................  29 @30
C alifo rn ia  H a m s  21 @21% 
P icn ic  Boiled

H am s ...............  10% @20
Boiled H am s . .  38 @39 
M inced H a m s  ..17%@ 18
B acon  .................  33 @36

S au sag es
B ologna .......................... IS
L iv er ................................ IS
F ra n k fo r t  .......................  IT
P o rk  .......................  14@15
V eal .................................. 11
T ongue  ...........................  11
H eadcheese  ...................  14

B eef
B oneless ......... 25 00@27 00
R um p, new  . .  30 00@31 00 

P ig ’s  F ee t
% bb ls ................................ 1 TS
% bbls., 40 lb s ..................3 40
% bb ls..............................  6 00
1 bbl.................................  12 00

T rip e
K its , 15 lb s .......................  90
% bbls., 40 lb s ..................1 60
% bbls., 80 lb s ..................3 00

C asings
H ogs, p e r  lb ....................  35
B eef, rounds, s e t  . .  19 @20 
B eef, m iddles, s e t  . .  45@65
Sheep  .................  1 16@1 35

U ncolored B u tte rln e
Solid D a iry  ........... 22 @25
C o u n try  Rolls . . . .2 5  @27

C anned  M eats 
C orned B eef, 2 lb. . .  6 60 
C orned B eef, 1 lb. . .  3 40
R o as t B eef, 2 lb ...........6 60
R o as t B eef, 1 lb ...........3 40
P o tte d  M ea t, H am

F lav o r, % s ...............  65
P o tte d  M eat, H am

F lav o r, % s .................  1 00
D eviled M eat, H am

F lav o r, % s ...............  55
D eviled M eat, H am

F lav o r, % s .................1 00
P o tted  T ongue, % s . .  65
P o tte d  T ongue, % s . .  1 00 

R IC E
F a n c y  .........................  8@8%
B uie R o s e ...............  @8
B roken  .........................

R O LLE D  OATS
M onarch , b b ls ............  10 00
Rolled A vena, bbls. 10 25 
S tee l C ut, 100 lb. 3ks. 5 10 
M onarch , 90 lb. sk s. . .  5 00 
Q uaker, 18 R eg u la r  . .  1 76 
Q u ak er, 20 F a m ily  . .  5 60 

SALAD D R E S8 ING 
Colum bia, % p in t . . . .  2 25
Colum bia. 1 p i n t ......... 4 00
D u rk ee ’s, la rge , 1 doz. 4 20 
D urkee ’s, sm all, 2 doz. 5 00 
S n id e r’s, la rg e , 1 doz. 2 40 
S n id e r's , sm all, 2 doz. 1 45

SA L ER A TU S 
P a c k ed  60 lbs. in  box. 

A rm  a n d  H a m m e r . .  3 10 
W yando tte , 100 %■ . .  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. s ac k s  ........... 3 16
70 4 lb. s ac k s  ........... 3 05
60 5 lb. sac k s  ........... 3 05
28 10 lb. s a c k s ............2 90
56 lb . sac k s  ...............  48
28 lb. sac k s  .................  27

W arsaw
56 lb. sack s  ...................  26
28 lb. d a iry  in  d rill bags  20 

S olar Rock
56 lb. sack s  .....................  43

Com m on
G ran u la ted , F in e  . . . .  1 80
M edium , F in e  ............. 1 90

SA L T  F I8 H 
Cod

L arg e , w hole ........... @10%
Sm all, w hole ........... @10
S tr ip s  o r b rick s  11% @15
P o l l o c k .........................  @ 8%

H olland H errin g
S tan d a rd s , bb ls ............ IS 55
Y. M., bb 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 aborado r S p lit 200 lb  10 00 
N orw ay  4 K, 200 lbs. 16 50 
Special, 8 lb. pails  . .  70
Scaled, in  boxes ........... 17
B oned, 10 lb. boxes . . . .  17

T ro u t
No. 1. 100 lb s ......................7 50
N o. 1, 40 lb s .................... 2 25
No. 1, 10 lbs. ...................  90
No. 1, 3 lb s .........................  75

Mackerel
M ess, 100 lb s ................ 18 60
M ess, 40 lb s ................ . .  7 00
M ess, 10 lb s ............... .. .  1 85
M oss, 8 lbs ................... . .  1 66
No. 1. 100 lbs.............. . 16 50
No. 1, 40 lb s ................ ,. 6 70
No. 1. 10 lb s ................ .. 1 75

Lake Herring
100 lb s ............................. . 4 00
40 lb s ............................. . 3 35
10 lbs............................. . .  68

8 lb s ............................. . . .  54
SE E D S

A nise  ........................... .  M
C anary , S m y rn a  ___. . .  9
C araw a y  ..................... . 75
C ardom on, M alabar 1 30
C elery  ........................... . 45
H em p, R u ss ian  ........ . . .  7%
M ixed B ird  .................,. 9
M u sta rd , w h ite  ........ . .  20
P oppy  ........................... . 70
R ape  ................................ .  13

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 lxby’s R oyal P o lish  86
M iller’s  C row n Po lish  85

SN U F F
Scotch, In b lad d ers . . .  37
M accaboy, in  Ja rs  . . . .  36
F ren c h  R app le  In Ja rs  . .  43

SODA
B oxes ........................... . .  6%
K egs, E ng lish  .......... . .  4%

S P IC E S
W hole Spices

A llspice, J am a ic a  . .!9@10
Allspice, lg. G arden @11
Cloves, Z an z ib a r . . @34
C assia , C an ton  . . . . @20
C assia, 5c pkg. doz. @35
G in g er A f r i c a n ......... @15
G inger, C ochin ___ @20
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 . . . .  @35 
N u tm eg s, 105-110 . .  @30 
P ep p er, B lack  . . . .  @30 
P ep p e r, W h ite  . . . .  @32 
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  . . ®16
Cloves, Z an z ib a r . . . @40
C assia, C an to n  ___ @32
G inger, A frican  ___ @24
M ace. P e n a n g  ......... ®1 00
N u tm eg s ..................... @36
P ep p er, B lack  ......... @30
P epper, W h ite  . . . . @3«
P ep p er. C ayenne  . . . @30
P a p rik a , H u n g a rian @45

STARCH
Corn

K ingsfo rd , 40 lbs. . 9%
M uzzy, 48 lib . pkgs. 9%

K ingsford
S ilver G loss, 40 lib . . .  9%

Gloss
Argo, 24 5c pkgs. . . . ,. 95
S ilver Gloss, 16 31bs. . .  9%
S ilver G loss, 12 61bs. . .  9%

M uzzy
48 lib . p ack ag es  ___. . .  9%
16 31b. p ack ag es  . . . . . . . 9 %
12 61b. p ack ag es  . . . . . . .  9%
50 lb. boxes ............... . .  6%

SY R U PS
Corn

B a r r e l s ...............................
H a lf  b a rre ls  ...................
B lue K aro , No. 1%,

2 doz.............................. 3 05
B lue K aro , No. 2, 2 dz. 3 80 
B lue K aro , No. 2%, 2

doz..................................  4 60
B lue K aro , No. 5, 1 dz. 4 45 
B lue K aro , No. 10, %

doz..................................  4 30
R ed K aro , No. 1%, 2

doz..................................  3 20
R ed K aro , No. 2, 2 dz. 4 05 
R ed K aro , No. 2% 2dz. 5 00 
R ed  K aro , No. 5, 1 dz. 4 85 
R ed K aro , No. 10 %

doz..................................  4 60
P u re  C ane

F a ir  .................................  16
Good ...............................  20
Choice ...........................  25

F o lger’s G rape  P unch  
Q u a rts , doz. case  . . .  6 00 

T A B L E  SAUCES
H alford , l a r g e ................. 3 75
H alfo rd , sm all ........... 2 26

TE A
U ncolored J a p a n

M edium  .......................  20@25
Choice ...........................  28@33
F an cy  ...........................  36@45
B ask e t-fired  M ed’m 28@30 
B ask e t-flred  Choice 35@37 
B ask e t-flred  F an cy  38®45
No. 1 N ibs ................  30@32
Sflftlngs, bu lk  .............  9@10
S iftings , 1 lb. pkgs. 12@14 

G unpow der 
M oyune, M edium  . .  
M oyune, Choice . .
M oyune, F a n c y  . . . .  _ ..
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 

Y oung H yson
«Choice ...........................  28@3Q
F a n c y  ................... , , ,  45056

28@33 
35® 40 
50® 60

Oolong
F o rm o sa , M edium  . .  26 #  28 
F o rm o sa , C hoice . .  82036 
F o rm o sa , F a n c y  . .  60@60 

E ng lish  B re ak fa s t 
Congou, M edium  . .  25@3t> 
Congou, C hoice . . . .  30@35 
Congou, F a n c y  . . . .  40®60 
Congou, E x . F a n c y  60® 80 

Ceylon
P ekoe, M edium  . . . .  28@80 
D r. P ekoe, C hoice . .  30@S6 
F lo w ery  O. P . F a n c y  40@50

TOBACCO 
F in e  C ut

B lo t .................................  l  45
B ugle, t in  p a ll ........... 4 50
B ugle, lOo ...................  l l  (Mi
D an  P a tc h , 8 a n d  16 oz. 38
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 a th a , 16 oz............... 8 00
H iaw ath a , 5c ...............  6 76
M ay F low er, 16 oz. . .  9 3«
N o L im it, 8 oz..................1 95
N o L im it, 16 oz........... 3 90
O jibw a, 8 an d  16 oz . 4u
O jibw a, 10c ............... 11 10
O jibw a, 8 an d  16 oz. . .  42 
P e to sk ey  Chief, 7 oz. 2 30 
P e to sk ey  Chief, 14 oz. 4 60 
P each  an d  H oney, 5c 5 76 
R ed  Bell, 14 oz. . . . .  4 20
R ed Bell, 20c ............... 2 10
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 . . . .  6 76
S w eet C uba. 10c ........... 96
S w eet C uba, 1 lb. t in  4 60 
S w eet Cuba, % lb. foil 2 40 
Sw eet B urley , 5c L& D 5 76 
S w eet B urley , 8 oz. . .  2 45 
S w eet B urley , 16 oz. 5 50 
S w eet M ist, % gro . . .  5 76 
Sw eet M ist, 8 oz. . .  11 10
T eleg ram , 5c ............. 5 76
T iger, 5c .......................  6 00
T iger, 25c can s  ........... 2 50
U ncle D aniel, 1 lb. . .  60
U ncle D aniel, 1 oz. . .  5 23

Plug
Am. N avy, 16 oz..................35
Apple, 10 lb. b u t t  ........... 41
D ay’s  W ork , 7 & 14 lb. 42 
D rum m ond N a t. L eaf, 2

an d  5 lb ........................    60
D rum m ond N a t. Leaf,

p e r  doz.............................. 9c
B a ttle  Ax .......................  32
B race r, 6 and  12 lb. . .  30 
B ig Four, 6 an d  16 lb. 3?
B oot Jac k , 2 lb ................. 90
Boot Jac k , 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
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, 10c ............... 90
G ilt Edges, 2 lb ...............  60
Gold Rope, 6 and  12 lb. 58 
Gold Rope, 4 an d  8 lb. 58
G. O. P .. 12 and  24 lb. 40 
G ran g e r T w ist, 6 lb. . .  50
G. T. W ., 10 and  21 lb. 40 
H orae Shoe, 6 and  12 lb. 48 
H oney  D ip » T w ist, 5

an d  10 lb .........................  49
Jo lly  T a r , 5 an d  8 lb. 40 
J . T ., 5% an d  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.......... 5 04
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 ea f 98 
P eachey , 6, 12 & 24 lb. 47
P icn ic  T w ist, 5 lb ...........50
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
Red C ross .........................  32
Scrapple, 2 an d  4 doz. 48 
S h e rry  Cobbler, 8 oz. S3
S p ear H ead , 12 oz...........46
S"pear H ead , 14% oz. . .  46
S pear H ead , 7 oz ...........50
Sq. D eal, 7, 14 & 28 lb. 30 
S ta r, 6, 12 an d  24 lb. . .  48 
S ta n d a rd  N avy, 7%, 15

and  30 lb ............................. 36
T en  P en n y , 6 an d  12 lb. 35
T ow n T alk , 14 oz.............S3
Y ankee  G irl. 12 f t  24 lb. 33

S crap
All R ed, 5c ................... 5 76
Am. U nion S c rap  . . . .  5 40
B ag  P ipe , 5c ...............  5 88
C utlas, 2% oz................... 26
Globe Scrap , 2 oz ........... SO
H ap p y  T h o ugh t, 2 oz. 30 
H oney  Com b S crap , 5c 5 76 
H o n est S crap , 5c . . . .  1 55 
M all 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, % gro . 5 76 
R ed  B and, 5c, % Fro. 6 00 
Red M an Scrap , 5c . .  1 42
Scrapple , 5c p k g s ........... 48
S ure  S ho t, 5c, % gro . 5 76 
Y ankee  G irl S c rap  2oz. 6 00 
P a n  H an d le  Scrp  % g r  6 00 
P each ey  Scrap . 5c . , . ,  6 76

Sm oking
All L eaf, 3% f t  7 oz. SO
BB, 3% oz. ...................  6 00
BB, 7 oz............................ 13 00
BB, 14 oz..........................34 00
B adger, 3 oz...................  g 04
B adger, 7 oz. ............... U  53
B anner, 6c .....................  |  to
B an n er, 20c .................  i  84
B an n er, 40c ................. 3 68
Bel wood, M ix tu re , 10c 94
Big Chief, 3% oz...........0 00
Big Chief, 16 oz...........  to
Bull D urham , 5 c ......... g gg
Bull D urham , 10c . .  10 80 
Bull D u rh am , 15c . . . .  1 45 
Bull D u rh am , 8 os. . .  8 60 
B ull D u rh am , 16 os. . .  0 73
Buck H orn , 5c ............. 6 76
B uck H orn , 10c .........11 53
B ria r  P ipe, 6c ............... 5 76
B ria r  P ipe, 10c ........... 11 52
B lack Sw an, 5c ............. 5 76
B lack Sw an, 14 oz. . .  3 50
Bob W hite , 5c ...........6 00
C arn iva l, 5c .................6 70
C arn iva l, % oz...............  39
C arn ival, 16 oz...............  40
C ig ar C llp’g  Jo h n so n  30
C ig a r C lip’g  Seym our 30
Id en tity , 3 an d  16 oz. 80 
D arby C ig a r C u ttin g s  4 50 
C o n tin en ta l Cubes, 10c 90
C orn Cake, 35c ......... 3 55
Corn C ake, 20c ...........  1 90
C orn C ake, 6c ...........5 76
C ream , 50c pa lls  . . . .  4 70 
C uban S ta r , 5c foil . .  6 76 
C uban S ta r, p a lls  . . . .  4 40
C hips, 10c ...................  10 30
Dills B est, 1% oz......... 79
Dills B est, 3% oz.........  77
Dills B est, 16 oz.........  78
Dixie Kid, 5c .............. 48
D uke’s M ix ture , 5c . .  5 76 
D uke’s  M ix ture , 10c . .11  52
D uke’s  Cam eo, 5 c ___ 6 76
D rum , 5c .......................  5 76
F. F . A ., 4 oz...............5 04
F. F. A .. 7 oz...............11 52
F a sh io n ,16 oz.................  5 72
F ash ion , 16 oz............... 5 28
F ive  B ros., 5c ...........5 76
Five B ros., 10c ......... 10 80
F ive cen t c u t P lu g  . .  29
F O B  10c ................... 11 62
F our R oses, 10c ........... 96
Full D ress, 1% oz. . . .  73
Glad H an d . 5c ............... 48
Gold Block, 10c ........... 12 00
Gold S ta r , 50c pa ll . .  4 60 
Gail ft Ax N avy , 5c 6 00
G row ler, 5c ...................  48
G row ler, 15c ...............  1 50
G row ler, 30c ...............  3 00
G ian t, i>c .........................  6 00
G ian t, 40c .....................  4 18
H and  M ade, 2% oz. . .  60
H azel N u t, 5c ........... 6 00
H oney  Dew, 10c . . . .  12 00
H u n tin g , 5c ................... 38
I X L, 5c .......................  5 10
I X  L, in pa ils  ........... 4 95
K iln  Dried, 16 oz. . . .  3 50
K ing B ird , 7 oz.................2 16
K ing  B ird, 10c ........... 11 52
K ing B ird , 5c ............. 6 76
La T u rk a , 5c ............... 5 76
L ittle  G ian t, 1 lb ........... 28
L ucky  S trike , 10c . . . .  96
L e Redo, 3 oz...............10 P0
Le Redo, 8 & 16 oz. . .  40
M yrtle  N avy, 10c . . . .1 1  52
M yrtle  N avy. 5c ........... 6 78
M ary land  Club, 6c . . . .  50
M ayflower, 5c ..................6 00
M ayflow er, 10c ............. 1 00
M ayflower, 20c ............. 1 93
N igger H a ir, 5c ........... 6 00
N ig g er H a ir, 10c . . . .  11 52 
N igger H ead , 5c . . . .  5 40 
N ig g er H ead , 10c . . .  10 66
Noon H our, 5c ........... 48
Old Colony, 1-12 gro. 11 62
Old Mill, 5c ................. 5 76
Old E n g lish  C rve 1% oz. 96
Old Crop, 5c ..................6 00
Oil Crop, 35c ............... 3 48
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. 6 00
P eerless , 5c ................. 5 76
P eerle ss , 10c c lo th  ..  11 52 
P eerless , 10c p a p e r  . .  10 80
P eerless , 20c ................. 2 04
P eerle ss , 40c ...............  4 08
P laza , 2 gro. case  . . . .  5 76
P low  Boy, 5c ..................5 76
Plow  Boy, 10c ........... 11 40
Plow  Boy, 16 oz............... 5 40
P edro , 10c ..................... 11 93
P rid e  o f V irg in ia , 1% . .  77
P ilo t, 7 oz. doz.............. 1 05
Q ueen Q uality , 6c . . . .  48 
Rob Roy, 5c foil . . . .  6 00 
Rob Roy, 10c g ro ss  ..11  52
Rob Roy, 25c doz.......... 2 50
R ob Roy, 50c doz...........4 90
S. f t  M. 5c g ro ss  . . . .  6 76 
S. & M., 14 oz. doz. . .  3 80 
S old ier Boy, 5c g ro ss  5 76
Sold ier Boy, 1 0 c ........... 10 50
S tag , 5c ...........................  5 76
S tag . 10c ..........................11 52
S tag , 8 oz. g la ss  . . . .  4 50
S tag , 90c g la ss  ........... 8 40
S oldier Boy, 1 lb .......... 4 75
Sw eet C aporal, 1 ozl 60
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S P E C IA L  PR IC E  C U R R E N T T h e O nly F iv e  C ent C lean ser
12 13 14

S w ee t L o tu s, 5c . . . .  5 76 
S w eet L o tu s, 10c . . . .  11 52 
S w eet L o tu s, 16 oz. . .  5 50 
S w eet Rose, 2% oz. . .  30
S w eet T ip  Top, 5c . . . .  50
S w ee t T ip  Top, 10c . .  1 00 
S w eet T ips, % gro. . .  11 52
S un  C ured , 10c ........... 98
S u m m er T im e, 5c . . . .  5 76 
S u m m er T im e, 7 oz. 1 65 
S u m m er T im e, 14 oz. 3 50 
S tan d a rd , 5c fo il . . . .  5 76 
S tan d a rd , 10c p a p e r  9 60 
S ea l 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 52
T h ree  F e a th e rs , and  

P ip e  com bina tion  . .  2 25
Tom  & J e r ry , 4 0 c ____ 4 00
Tom  & J e r ry , 20c . . .  2 00 
Tom  & J e r ry , 3 oz. . .  76
T u rk ish , P a tro l, 2-9 5 76
T uxedo, 1 oz. bags  . .  48
Tuxedo, 2 oz. t i n s ----- 96
Tuxedo, 20c   2 04
T uxedo, S5c t in s  ----- 8 15
U nion  L eader, 5c coli 6 00 
U nion  L eader, 10c

pouch  .........................  11 52
U nion L eader, read y

c u t ...............................  U  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 84
W ave L ine, 3 oz............  40
W ave L ine, 16 oz..........  40
W ay  Up, 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  Yum , 5c ................. 5 76
Y um  Y um , 10c ......... 11 52
Y um  Yum , 1 lb. doz. 5 40

CIGARS
P e te r  D ornbos B ran d s

D ornbos Single
B inder ............ 35 00

D ornbos, P e rfec to s  . .  35 00
D ornbos, B ism arck  70 00
A lian D. G ra n t ....  65 00
A lian  D ...........................  35 00
Jo h n so n  C igar Co.’s B rand  
D utch  M as te rs  Club 70 00
D u tch  M as te rs  Inv . 70 00
D utch  M as te rs  P a n . 70 00
D u tch  M as te r G rande  65 00
E l P o r ta n a  
D u tch  M asters , 5c 
S. C. W .
Gee J a y
Jo h n so n ’s  S tra ig h t

Above five b ra n d s  a re  
sold on follow ing basis :
L ess th a n  300 ............... 35 00
300 asso rted  ....................35 00
2500 a sso rte d  ............... 33 00

3% tra d e  d isco u n t on 300 
o r m ore.

2% cash  d isco u n t on a ll 
p u rchases .
W orden G rocer Co. B ran d s  

W o rd en ’s H a n d  M ade
L ondres, 50s W ood . .  33 00 

r w i N t
C otton , 3 p ly  ...................  44
C otton , 4 ply  .................  44
J u te , 2 ply .....................  25
H em p, 6 ply ...................  30
F lax , m edium  .................  35
W ool, 1 lb. b a le s  ...........  17

V INEGAR
W h ite  W ine, 40 g ra in  12 
W h ite  W ine, 80 g ra in  17 
W h ite  W ine, 100 g ra in  20

W ire  E n d
1 lb., 250 In c ra te  . . . . . . 3 5
2 lb., 250 in  c ra te  . . . . . . 4 5
3 lb., 250 in c ra te  . . . . . . 5 5
5 lb., 20 in  c ra te  . . . . . . 6 5

C hurns
B arre l, 5 gal., each  . . 2 40
B arre l, 10 ga l., each  . . 2 55

C lothes P in s
R ound  H ead

4% inch, 5 g ro ss  . . . . . 6 5
C artons, No. 24, 24s, bxs. 70

Egg C ra te s  and  F illers
H u m p ty  D um pty , 12 dz. 20
No. 1 c o m p le te ........... . .  42
No. 2 com plete  ........ . .  35
Case, m edium , 12 s e ts  1 30

F a u c e ts
Cork lined, 3 in ........... . . . 7 0
Cork lined, 9 in. . . . . . . 8 0
Cork lined, 10 in. . . . . . . 9 0

Mop S tick s
T ro ja n  s p r i n g ............. . 1 35
E clip se  p a te n t sp rin g  1 35
No. 1 com m on ......... . 1 35
No. 2, p a t. b ru sh  hold 1 35
Ideal, No. 7 ................. . 1 35
121b. co tton  m op h ead s  1 75

P a ils
10 qt. G alvan ized  . . . . 3 50
12 qt. G alvan ized  . . . . 4 00
14 q t. G alvan ized  . . . . 4 50
F ib re  ............................... 4 00

T oo thp icks
B irch. 100 p ack ag es  . . 2 00
Id ea l ............................... 85

T ra p s
M ouse, wood, 2 hoels . .  22
M ouse, wood, 4 holes . .  45
10 q t. G alvan ized  . . . , . 1 55
12 q t. G alvan ized  ___, 1 70
14 qt. G alvan ized  . . . . 1 90
M ouse, wood, 6 holes . .  70
M ouse, tin , 5 holes ... . . 6 5
R at, wood ..................... .. . . 8 0
R a t, sp rin g  ................. .. . . 7 5

T u b s
No. 1 F ib re  .................. .16 50
No. 2 F ib re  ................ .15 00
No. 3 F ib re  ................. .13 50
L a rg e  G alvan ized  . . . 12 50
M edium  G alvan ized 10 75
Sm all G alvan ized  . . . . . 9 50

W ashboards
B anner, Globe ........... 3 75
B rass , S ingle ............... 6 75
G lass, S ingle ............... 4 00
D ouble P e e rle ss  ......... 6 25
Single P ee rle ss  ........... 5 50
N o rth e rn  Q ueen ......... 4 75
Good E n o u g h  ............... 4 65
U n iv e rsa l ....................... 5 00

W ood Bowls
13 in. B u tte r  ............... 1 76
15 in. B u tte r  ............... 3 15
17 in. B u tte r  ............... 6 76
19 in. B u tte r  ............. 10 50

O akland V in eg ar & P ick le  
Co.’s  B ran d s  

H igh land  app le  c id e r 22
O akland  app le  c id e r . .  17
S ta te  Seal s u g a r .........14
Blue R ibbon C orn . .  12%
O akland w h ite  p ick lg  12 

P ac k ag e s  free .

W ICK IN G
No. 0, p e r g r o s s .................35
No. 1, p e r g ro ss  .............. 45
No. 2, p e r  g ro ss  . 60
No. 3, p e r  g ro ss  . 90

W O O D E N W A R E
B ask e ts

B ushels  .........................  1 20
B ushels, w ide  b an d  . .  1 25
M ark et, d rop  h an d le  . .  55 
M arket, s ing le  han d le  60
Splin t, la rg e  ............... 4 00
Splin t, m e d iu m .............3 50
Splin t, sm all ...............  3 00
W illow , C lo thes, la rg e  
W illow , C lothes, sm all 
W illow , C lothes, m e’m

B u tte r  P la te s
O vals

% !b.. 250 in c ra te  . . . .  35 
% lb., 250 in c ra te  . . . .  35
1 lb., 250 in c r a t e ............40
2 1b., 250 in c ra te  ............ 50
3 lb., 250 in c ra te  ...........  70
5 lb., 250 in c ra te  ...........  90

W R A P PIN G  P A P E R  
F ib re  M anila, w h ite  . .  8% 
F ibre, M anila, colored
No. 1 M an ila  ...............  8%
B u tc h e rs ' M an ila  . . . .  8
K ra f t  ...............................  io%
W ax  B u tte r , s h o r t  c ’n t  16 
W ax  B u tte r , full c ’n t  20 
P a rc h m ’t  B u tte r , ro lls  19

Y EA ST C A K E
M agic, 3 doz.................. 1 15
S un ligh t, 3 doz...................1 00
S unligh t, 1% doz........... 50
Y east F oam , 3 doz. . .  1 15 
Y east F oam , 1% doz. 85

W indow  C lean ers
12 in .................................... 1 65
14 in ....................................  1 85
16 in .................................... 2 30

C H A R C O A L
Car lots or local shipments, 
bulk or sacked in paper or 
jute. Poultry and stock 
charcoal.

D E W E Y - S M I T H  C O .  Jackson .  Mch.
Successor to M O D E W E Y  C O

BAKING PO W D ER  
K C

Doz.
10c, 4 doz. In case  . . . .  95
15c, 4 doz. in  case  . . . .  1 40
25c, 4 doz. in  c a s e ___ 2 35
50c, 2 doz. p la in  to p  4 50 
80c, 1 doz. p la in  to p  7 00 
10 lb. % dz., p la in  top  14 00 

Special deals  q uo ted  u p 
on request.

K  C B ak in g  P o w d e r Is 
g u a ra n te ed  to  com ply  w ith  
A L L  P u re  Food L aw s, bo th  
S ta te  an d  N a tio n a l.

Royal

10c size  . . .  1 00 
% lb. c an s  1 45 
6 oz. c an s  2 00 
% lb. c a n s  2 55 
%lb. c a n s  3 95 
lib . c an s  . .  4 95 
51b. c a n s  23 70

SA L T

Mortons'
F«tE HUMMING

S a l t

ülPÖ D ^

M o rto n ’s S alt
P e r  case , 24 2 lb s .......... 1 80
F iv e  case  lo ts  ............. 1 70

SOAP
P ro c to r  fc G am ble Co.

L enox  .............................  4 75
Ivory , 6 oz.......................  5 75
Ivory , 10 oz.................... 9 60
S ta r  .................................... 4 60

S w ift Sk C om pany
S w ift’s  P r id e  ...............  4 75
W h ite  L au n d ry  ........... 4 85
W ool, 6 oz. b a rs  ___  5 15
W ool, 10 oz. b a rs  . . . .  7 00

T rad e sm a n  C om pany  
B lack  H aw k , one box 3 50 
B lack  H aw k , five b x s  3 45 
B lack  H aw k , te n  bxs 3 40

S couring
Sapolio, g ro ss  lo ts  . .  9 50 
Sapolio, h a lf  gro . lo ts  4 85 
Sapolio, s ing le  boxes 2 40
Sapolio, h an d  ...............  2 40
Scourine, 50 c ak es  . .  1 80 
S courine, 100 c ak es  . .  3 50 
Q ueen A nne S co u re r 1 80

Soap C om pounds 
Jo h n so n ’s  F ine , 48 2 3 25 
Jo h n so n ’s  X X X  100 5c 4 40
R ub-N o-M ore  ............. 4 50
N ine  O 'C lock ............. 3 85

W A SHING PO W D E R S. 
Gold D u st

24 la rg e  p a c k a g e s ___ 5 75
100 3m all p ack ag es  . .  5 60

A X L E  G R EA SE

1
3

lb. boxes, p e r  g ro ss  8 70 
lb. boxes, p e r  g ro ss  23 10

Guaranteed to Equal the Best 10c Kinds

80 Can C ases.........$3.20 Per Case

Handled by All Jobbers

Place an order with your jobber. If goods are not Mtu* 
factory return same at our expense.—FITZPATRICK BROS.

FITZPATRICK BROTHERS’ SOAP CHIPS b b l s . :

W RITE
FOR

PRICES

SEND FOR SAMPLES

White City (Dish Washing)...............................................210 lbs.........
Tip Top (Caustic)........................................   250 lbs..........
No. 1 Laundry 88% Dry....................................................   .225 lbs..........
Palm Soap 88% D ry.......................  800 lbs..........

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

all its good qualities, it is the most 
economical food.

Increase your sales of bread.

FLEISCHMANN’S 
YEAST

secures perfect fermentation and, 
therefore, makes the most whole
some, lightest and tastiest bread.

Sell bread made with
FLEISCHM ANN’S YEAST

T h e  I r o n  S a f e  C l a u s e

in F ire 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 prices by Ike Western 
Michigan representative of tke York 
Safe & Lock Co.

GRAND RAPIDS SAFE CO.
GRAND RAPIDS, MICHIGAN

Bread is
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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 three cents a word the first insertion and two cents a word for each subsequent 

continuous insertion. No charge less than 25 cents. Cash must accompany all orders.

_________ t U U N l M  C H A N C B1._________
F or Sale—'Have variety  and bazaar 

stock, about th ree thousand. Interview  
or w rite M. Schott, 431 H ousem an Bldg.,
Grand Rapids, Michigan.____________238

A utom atic Daily S ta tem ent of B usi
ness—F its  any business; tells every
thing; w orth thousands of dollars to 
any firm; never offered for sale before; 
send 35 cents for sam ple; box 260, 
McKinney, Texas. Salesm an wanted,
50 cents for particulars. •_________ 240 _

F or Sale—Stock of general dry  goods 
in town of 1,800. Paying business th a t 
can be bought a t a  sacrifice. Only one 
o ther general stock in the tow n; m ust be 
sold a t once on account of o ther business 
interests. Address J. Riede, Paw  Paw ,
Michigan.____________ ______________241

W ill Exchange—Good house and lot in 
Alma, Michigan, for merchandise. Ad
dress No. 242, care Michigan T rades
m a n __________ ________ ___________ 242

F or R ent—F irs t floor and basem ent on 
main business s treet, less th an  one and 
one-half blocks from principal corners. 
Building recently  remodeled. Can give 
long tim e lease. Address J. W. Bailey 
Co., Prudden Bldg., Lansing, Michigan.

-_____________________ 243_
For Sale—‘D rug store doing a  paying 

business in Kalamazoo, Michigan, one 
block from the  Michigan Central and 
In terurban  depots, in the  h e a rt of the 
garage and accessory district. $2,500 
cash buys it or will consider p a r t cash 
and paym ents from rig h t party . This 
is a  bargain. If in terested  address R.
Van Avery, Kalam azoo, Michigan. 244__
~ F o r  Sale~Shoe stock i n . good town in 
Michigan. Stock clean and bought right. 
Doing good business or can be jnoved  if 
desired. O ther business reason for sell
ing. Address No. 246, care M ichigan
Tradesm an.________________________ ?

For Sale—Dry goods store located in 
one of the best small tow ns in Michigan. 
Stock will invoice $4,000. I f  you are  
looking for a  good paying business,
w rite Box No. 247, Tradesm an.______247

For Sale—Stock of hardw are will in 
voice $3,500. Positively th e  best sm all 
town proposition in M ichigan. 'W rite
Box No. 248, Tradesm an.____________248

For Sale—Grocers display counter, 
electric coffee mill, 100 lb. D etro it scale, 
30 lb. Toledo scale, 4 draw er cash reg 
ister. Bowser auto  gasoline outfit. All 
nearly new. Address B. D. Co., Box 385,
B attle  Creek. Michigan._____________ 249

F or Sale—General s to re  and house val
ued about $4,500. F or fu rth e r  p articu 
lars call or w rite to The Golden Rule,
K ram er, N orth Dakota.______________226

F or Sale—Fir3t-class grocery store do
ing a  profitable business. B ear stric tes t 
investigation. Located in Muskegon, 
Michigan. E ight year lease on building 
a t  low rental. Owner going in wholesale 
business. Address No. 228, care Mlchi-
gan Tradesm an._____________________ 228

For Sale—Grocery stock and fixtures. 
Invoice about $2,000. Good trade, clean 
stock. Located St. Joe County. Address 
No. 229, care Michigan  T radesm an. 229

P aper Bags and W rapping P aper— 
Salesmen w anted to  sell paper bags, 
w rapping paper and to ilet paper direct 
from factory to m erchants. F re igh t a l
lowance. Samples carried in pocket. 
Quick sales, liberal commission. Address 
The Bag & P aper Company, P ittsburgh,
Penn. 230_

Notice—On account of my health  will 
sell my general store, m eat m arket, feed 
barn and building th a t  could be used for 
garage a3 nearest one is six miles. $3,000 
will pay for stock and fixtures. W ill sell 
property on monthly paym ents. Located 
six miles from  Saginaw on stone road 
and electric car line. Been in business 
eighteen years. Full basem ent under 
store 30 x 48. Built six years. Living
rooms over store, furnace, electric lights 
and w ater. About one acre of ground. 
Out buildings all under one roof 40 x 66. 
This place will have to be seen to  be 
appreciated. I can prove it  is one of 
the best locations in Michigan. Address 
F. G. Todish, Bridgeport, Saginaw Coun- 
ty, Michigan. ___________________ 231

Cash Registers—L et us quote you 
price on rebuilt cash registers. All 
makes—sizes—styles. L argest used m a
chine dealers In Michigan. Save you 
money, term s to suit. W ill exchange for 
your machine. The o .  C. Vogt Sales Co., 
215 So. W ashington Ave., Saginaw,
Michigan. ________________________158

For Sale—Stock of m erchandise con
sisting  of ladies’ furnishings and m il
linery located in a  busy little  tow n su r
rounded by good farm ing country. In 
cluding fixtures will inventory about 
$2,000.. Address D arke & W aggoner, 
Scottville. 217

For Sale Or Trade—F irs t-c la ss  m eat 
m arket w ith iceing plant, doing a  profit
able business. Owner is compelled to 
look a f te r  o ther business in terests. Ad
dress No. 170, care Michigan Tradesm an.

170
For Sale—D rug stock and fixtures a t  

your own price. The tru stees will sell 
between now and August 20, a t  private  
sale for an  extrem ely low figure, the 
drug stock of Cook & Borne a t  Allegan, 
Michigan, w ith fixtures, inculding soda 
fountain. These fixtures are  of the  best 
and suitable for any city  store. Corre
spond w ith Charles Thew, A ttorney for 
Trustees, Allegan, Michigan. 234

SPECIAL SALES
All Information Free 

All Correspondence Confidential 
W rite or Wire

UNITED SALES CO.
431 Houseman Bldg. Grand Rapids, Michigan

Safes Opened—W. L. Slocum, safe ex
pert and locksmith. 128 Ann St., N. E., 
Grand Rapids, Michigan. 104

Cash B uyers of clothing, shoes, dry 
goods and furnishings. P a r ts  or entire 
stocks. H. Price. 194 F orrest Ave. E ast, 
Detroit._______________________  678

W ill pay cash for whole or p a r t stocks 
of merchandise. Louis Levinsohn, Sag
inaw, Michigan.____________________767

M erchants P lease Take Notice! We 
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 House- 
man Bldg., Grand Rapids. Mich_____859

For Sale—A t 90 cents, clean $3,500 shoe 
stock in one of the  best tow ns In Central 
Michigan. See Rindge, Kalm bach, Logie 
Co., Grand Rapids._________________ 219

F or Sale—General country store a t 
W inn, Michigan, in the h ea rt of an  A 1 
farm ing country and a  lo t of good fa rm 
ers. W inn is located in the  cen ter of a 
circle of towns, like the hub of a  wheel. 
I t is 9, 10, 11, 12, 13 and 16 miles to  the 
o ther towns. N ine miles to  the  nearest. 
Good territo ry  to draw  from. Be3t loca
tion in Isabella county for a  country 
store. Brick store building 32 x  100, w ith 
L  18 x 50. Good farm  house, barn, lots 
and team s. E veryth ing to  continue the 
business. W ill sell the  real es ta te  or 
rent. Expenses cheap. P ractically  no th 
ing when compared w ith city  expenses. 
Stock and fixtures will invoice $13,000. 
Doing good business. Come and see it  if 
you are interested. A ct quick for I  am 
going to sell. B. M. Adams, W inn, Mich
ig a n _______________________________ 224

Sales Conducted—M erchandise stocks 
reduced or closed out. Greene Sales Co., 
Jackson, Michigan. 213

F or Sale—Old established grocery loca
tion and m eat m arket on m ain thorough
fare  in Grand Rapids. Stock and fixtures 
will inventory about $6,000. Annual sales, 
$70,000. Address No. 225, care Michigan 
T radesm an._______________________ 225

For Sale—Clean stock of groceries and 
crockery in one of the best tow ns of 
Michigan. Good location and good trade. 
W ill invoice about $3,000. Address No. 
164, care Tradesm an. 164

Collections everywhere. W e get the 
money and so do you. No charge unless 
collected. United S tates Credit Service, 
W ashington, D. C. 57

H E L P  W A N T ED .

Book-keeper W anted—F or a  general 
store. Good position for the  righ t man. 
Andrew W estin  & Company, Newberry, 
Michigan. 245

W anted—M an experienced In groceries 
for responsible position. S tate  experi
ence as buyer, m anager and salesm an. 
Also s ta te  experience in dry goods, 
clothing and shoes and age and sa lary  
w anted. Give references. A ddress No. 
227, care Michigan Tradesm an. 227

Clerk w anted for country store In 
N orthern  Michigan. Some experience 
necessary. M arried m an preferred. 
W ages $50 to  $75 according to  ability. 
Address No. 204. care T radesm an. 204

POSITION W A N TED .

Position W anted—As salesm an in e ith 
er inside or outside territo ry . Grocery 
or allied lines. Address H. C., care 
Michigan T radesm an. 239

B A N K R U P T C Y  SALE
of

Complete, Up-to-date Box Shook Factory
P u rsu an t to an  order of the D istrict 

Court of the United S tates for the  E a s t
ern D istrict of Virginia, in the m atte r 
of the  PETERSBURG WOOD SUPPLY 
CO. INC., B ankrupt, entered on the 
30th day of July, 1917. the undersigned 
T rustees will proceed to sell a t  Public 
Auction, on the prem ises in Petersburg, 
Virginia, on
WEDNESDAY, AUGUST 15TH, 1917

a t 12 o’clock, noon.
ONE COMPLETE BOX SHOOK MANU
FACTURING PLANT, CONTAINING 
MODERN AND PRACTICALLY GOOD 
AS N EW  EQUIPMENT.
CAPACITY TEN  CARS OF SHOOKS 
PE R  W EEK. READY FOR IMMEDI
ATE OPERATION.
AVAILABLE SOURCE OF SUPPLY OF 
LUMBER, LABOR AND RAILROAD 
ADVANTAGES ARE UNEXCELLED. 
POW ER PLAN T OF 300 HORSE POW 
ER. TWO PLANERS. TWO BAND 
RESAWS. TWO MATCHERS. ONE 
SQUEEZER. ONE PRINTER. ONE 
DOUBLE HEAD SHOOK SPLICER. 
TH R EE NAILING MACHINES. N IN E
TEEN  CUT O FF AND R IP  SAW MA
CHINES. COM PLETE BLOW ER SYS
TEM, W ITH  ALL T H E NECESSARY 
BOXES, SHAFTINGS, PULLEYS AND 
BELTS FOR SAME. EQUIPPED W ITH  
CITY W ATER AND ELECTRIC LIGHT 
SUPPLY. TERM S MADE KNOWN AT 
SALE.

The said property will first be offered 
as a  whole, and as a  going concern, 
w ith the  privilege of rejecting  any bids 
thereon, and offering the  sam e in sep
a ra te  parcels, as to the said T rustees 
shall seem best.

E. A. ROBERTSON, 
BERNARD C. SYME, 
CHAS. E. POLLARD.

Trustees.
J. R. H arrison,

Auctioneer.

M erch an ts  w ish ing  to  sell s to ck s  
o r a portion  of sam e  a t  an  a d 
v a n ta g e , should g e t In to u ch  w ith  
us.

W e ick g en an ts  Dept. S to re , 
B a ttle  C reek, Mich.
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I Paris
| Green | 
1 Labels I
§a I

The Paris Green season is at a  
hand and those dealers who 3  
break bulk must label their B 
packages according to law. ■  
We are prepared to furnish |  
labels which meet the require- 3  
ments of the law, as follows: g

'0 0  labels, 25 cen ts
|  200 labels, 40 cents

500 labels, 75 cen ts 
1000 labels, $1.00

Labels sent postage prepaid |  
where cash accompanies or- g  
der. Orders can be sent S  
through any jobbing house at B 
the Grand Rapids market. B

1 Tradesman
|  Company

Grand Rapids, Mich.

Announcement
Having acquired the private wires and 
Grand Rapids office of Thom son & 
McKinnon w e w ill act as their corre
spondents in the execution of orders 
on all leading exchanges.
W e are now  members of the Chicago 
Board of Trade and are able to execute 
orders in Grains and Provisions.
Our unlisted department enjoys direct 
private wire connections w ith all the 
leading markets, which enables us to  
offer unexcelled service in this depart
ment on local and unlisted securities.

At Your Service, 

Thurman, Geistert & Co
Members Chicago Board of Trade 

Citizens 4480 Bell, Main 4900-01
MICHIGAN TRUST BLDG. FRANCIS SMITH BLDG.

Grand Rapids Muskegon
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THE SITUATION IN COTTON.
Disappointment, and some incredulity, 

greeted the Government report on Wed
nesday on the condition of the cotton 
crop. This showed conditions on July 
25 as being no better than they were a 
month before. Private reports indicat
ed considerable improvement. Several 
kinds of fluctuations in the Exchanges 
followed, but how much of real buying 
there was is a question. The indica
tions are that the crop will not be below 
12,000,000 bales, and this does not imply 
any famine in the article. It is an in
teresting subject of enquiry as to how 
much of the stored cotton in this coun
try is held by German interests. It 
must, however, be considerable, judg
ing from the fact that persons represent
ing those interests appeared the other 
day before the Senate Committee on 
Commerce, urging that contracts for 
such cotton should not be invalidated 
under the Trading with the Enemy bill. 
There is no doubt that these contracts 
have helped to keep up cotton prices 
and that the invalidation of them would 
throw a lot of the material on the mar
ket and play hob with quotations. In 
the goods market the week was marked 
by the disinclination of buyers and sell
ers to do business. The main feature 
seems to have been the marking up of 
prices on certain colored cottons.

Well Paved Road to National In
cendiarism.

Coldwater, Aug. 6—1 note the effort 
Insurance Commissioner Hardison, of 
Illinois, is making to reduce the fire 
waste. Mr. Hardison, in common with 
almost all insurance officials, in harmony 
with the insurance companies,' again 
appeals to legislatures, to municipal 
councils, and to Government officials 
to stop this waste by vigorous action. 
This is just where he will find deaf 
ears until ferorms precede such appeals.

A few facts that may be verified from 
the reports of any state or from any 
codification of fire insurance data in 
this country may not be uninteresting: 
For twenty-five years the stock fire in
surance companies have been collecting 
in premiums from the insured $2 for 
every dollar returned in losses. These 
stock fire insurance companies are in a 
combine, act together in the matter of 
rates, have a common bureau for the 
making of rates, pay the same commis
sions to agents, and have a common 
understanding.

That the bureau should exist for the 
making of rates or a basic advisory 
rate seems wise and economical both to 
the companies and to the insured if so 
treated.

The companies consider and claim 
that insurance is but a tax. If so, why 
should the levy and collecting of this 
tax cost the insured 50 cents upon each 
dollar of the tax paid, while his ordinary 
taxes are levied and collected for 3 cents 
upon each dollar?

If this work were done by the Gov
ernment it could be executed at not to 
exceed 5 to 8 cents.

This is not a pipe dream. It is veri
fied and proved in every state where 
the farmers have mutual insurance com
panies to cover their property. The rate 
upon the farmer’s property by the stock 
companies is 85 cents a year upon each 
$100 of insurance. The farmers in their 
mutual companies have been carrying 
this insurance for long years at an 
average rate of less than 25 cents. The 
expense of administering this insurance 
is but 3 cents upon each $100 of insur
ance carried.

The trouble has been that every legis
lature and most of the state govern
ments have been dominated by veiled 
agents of the stock fire insurance com
bine. No laws could be passed that did 
not meet its approval. This combine

M I C H I G A N  T R A D E S M A N

has assets of more than $800,000,000 and 
is organized as no other business in 
the country. Chicago is headquarters 
for the Middle West and from Chica
go the paths of the combine lead to 
every capital of the West.

Now comes Mr. Hardison and asks 
more stringent laws against the man 
who is responsible for the fire. He 
does not go back far enough. He should 
ask for a law that will remove the in
ducement for incendiarism and the cause 
of carelessness.

What is this 90 per cent, clause which 
the agent wants you to consider? The 
average agent wants just as much in
surance as you will carry on your risk. 
He knows nothing of its value and cares 
less. He is looking for nothing but his 
15 to 30 per cent, commission. He 
urges you to take insurance up to at 
least 90 per cent, of the value of your 
risk, and you fix the value. By taking 
90 per cent., instead of 50 per cent., in
surance you get a lower rate. This is 
but a well paved road to National in
cendiarism. Milo D. Campbell.

Failed to Profit By Technicality.
Saugatuck, Aug. 7—The Supreme 

Court of Michigan has decided a 
unique law point in the case of 
Katherine Gordon, of this place, vs. 
St. Paul Fire & Marine Insurance Co. 
The case was tried sometime ago in 
the Allegan Circuit Court when Judge 
O. S. Cross directed the jury to find 
a verdict in favor of Katherine Gor
don amounting to $1,200 and interest. 
On appeal to the Supreme Court, that 
tribunal upheld the rulings of Judge 
Cross, directing that the insurance 
company pay Katherine Gordon not 
only the amount of insurance, to
gether with the interest, but also the 
costs of the printing of the briefs 
and the fees for the attorneys on 
both sides in the case.

The technical law point, which is 
worth knowing by all owners of prop
erty, is the fact that property owners 
should be absolutely sure that their 
insured property does not contain a 
clause stating that the “insurance is 
not collectable should the property be 
vacant and burn.”

The home in question burned in 
the spring of 1916 and at a time when 
it was vacant. Judge Cross and also 
the Supreme Court holds that the 
property was vacant at the time when 
it was insured and the agent of the 
company was informed that said 
property was vacant. After the poli
cy was taken out on the property the 
house was occupied from time to time 
but when the fire occurred the house 
was again vacant, and for that rea
son the company undertook to repudi
ate its obligation on account of the 
clause in the contract, that since the 
policy provided for just such emer
gencies they could not be held liable 
for the insurance money.

The Court held that since the proj»- 
erty was vacant when the insurance 
was taken out, of which the com
pany was aware, the company was in 
no worse condition as to risk when 
the loss occurred than it was when 
the policy was issued and for that rea
son the company was held liable.

It appears to be next to impossible 
to secure the adjustment of any loss 
on policies issued by stock fire in
surance companies, in consequence of 
which the insured are forced to resort 
to the courts to secure redress.

Spice—It is expected that the grinding 
demand will pick up, now that the active 
consuming season is approaching. The 
chief question that is bothering the 
trade is the growing shortage of ship
ping, that threatens to curtail imports, 
although the control of vessels by this 
country and the United Kingdom should 
help matters if the conditions get too 
critical. Peppers have been ip, greater 
request the past week, cloves ruling 
firmer following the realizing sales.

Desiccation of Food Products.
Desiccated foods are by no means 

unknown in this country. The vari
ous dried milk products and dried 
egg, have been used extensively. 
Dried apples and apple waste, peaches, 
prunes and other fruits may be class
ed as semidesiccated, because of the 
considerable moisture remaining in 
the commercial articles. Fish prod
ucts, dried oysters, and clams have 
been on the markets for years. How
ever the extensive desiccation of 
vegetables is a new product that will 
probably be given a thorough trial 
this year.

The commercial advantages of such 
desiccated products are their keeping 
qualities, their compactness, the sav
ing in cost of transportation and the 
wide range of containers that may be 
used. This last item looms large, in 
view of the extreme shortage of tin 
plate. The relatively small bulk com
mends itself as a means of relieving 
the transportation problems. Viewed 
solely in the light of the moisture 
content of vegetables, it would be 
interesting to calculate the quantity 
of water that is transported about the 
country in the form of canned vege
tables. Here the economic considera
tion would decide whether it was 
cheaper to evaporate the water than 
to can and transport it. ,

The public will have an opportuni
ty of trying out a number of desic
cated products if the plans of several 
corporators mature successfully. Dur
ing the coming winter the housewife 
may have the novel experience of pre
paring mashed potatoes by adding hot 
water to dried potato to the proper 
consistency: of making vegetable soup 
by adding hot water to dried soup 
stock and dried vegtables. To the 
enthusiast, the possibilities along this 
line are infinite and varied.

Bottom Facts From Booming Boyne 
City.

Boyne City, Aug. 7—By a unani
mous vote the merchants of Boyne 
City have agreed to close their stores 
at 6 p. m. during the month of Au
gust. While it is an innovation in 
Boyne City and some of the people 
are doing some kicking, the merchants 
and clerks and the majority of the 
people are very much pleased with 
the result. Some of the wives and 
children are realizing that there is a 
man about the house who is only a 
star boarder.

The re-organization campaign of 
the Chamber of Commerce, conduct
ed by the Wagner Organization Serv

ice Bureau, is already bringing about a 
decided change in the sentiment oi 
the business men of the town. The 
knock has become a boost and the 
every-man-for-himself idea is giving 
place to the get-together spirit, which 
promises good things for the town. 
We are going to have the biggest lit
tle town in. Michigan.

The work oo the county concrete 
road through the city is progressing 
very favorably. The first section, will 
be completed this week. Street Com
missioner Dow tells us that two miles 
or more will be completed this year.

We are informed that the Boyne 
City Lumber Co. is no more. It is 
now the Boyne City Hardwood Co. 
The why for was not stated, but so 
long as the wheels continue to turn 
and lumber is turned out, the name 
makes very little difference to the 
city- Maxy.

This Plan Saves Postage.
A co-operative rural mailing list com

piled and kept up to date by the cham
ber of commerce of Adrian, Michigan, 
has proved to be worth much more 
than the price paid for a year’s mem
bership to those of the merchants who 
use “direct by mail” advertising.

This list is compiled and corrected 
twice a year—the first time early 
in March following the moving season, 
the second later in the year after the 
farm work has slowed up and all farm
ers who are going to towns nearby have 
made the change. The lists are com
plete in all details. The names of all 
persons getting mail at each R. F. D. 
box are grouped together. This list 
enables the retailer to select prospects 
that are desirable and interested in the 
particular merchandise that he has to 
offer. F. L. Hunter.

W. J. Klein, Eastern Michigan 
salesman for the Grand Rapids Hard
ware Co., is seriously ill at his home 
in Detroit.

It takes an unusually good man to 
make good in a public office.

_________ B U »IN E 88 CHANCES.
W anted—Grocery clerks. Good sa lary  

and commission. M. E. Newman, Pon- 
tiac, Michigan-_____________________250

For Sale—STnall clean stock of shoe3, 
rubbers, hats, caps, etc., w ith  store 
building’ and neat fixtures in good live 
town. W rite  quick. Must sell cm ac
count of illness. Mrs. S. A. Rosenberg 
Barryton, Michigan. 251

Stock For Sale—Dry goods, clothing, 
shoes, ready-to -w ear and furnishings, 
also fixtures. Live town of 3.000. Good 
location, big farm ing community. Stock 
will inventory around $8,000. F a th e r’s 
death  reason for selling. Quick action 
necessary. Also our beautiful residence 
for sale. W ould m ake an ideal sum m er 
home. Located on high terreae  over
looking Pine Lake. P rice $3,000. Moses 
W eism an, E ast Jordan, Michigan. 252

Coming Freight Congestion j
Bad as traffic conditions are now, they are likely to 

be much worse in the near future when crops begin to move 
actively and government and war orders are given prefer
ence over regular shipments. We advise our customers to 
get in their orders for

All Kinds of Fall Goods
at once and to insist on immediate shipment. Unless they 
do this, they are likely to meet with disappointment and 
loss over their inability to meet their trade requirements.

Michigan Hardware Co.
Exclusively Wholesale Grdtid Rapids, Michigan

I


