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W hen a man ain’t got a cent,
A n’ he’s feelin’ kind o ’ blue,

An* the clouds hang dark and heavy, 
A n’ w on ’t let the sunshine through, 

It’s a great thing, O m y brethren,
For a feller just to lay  

His hand upon your shoulder 
In a friendly sort o* w ay.

It makes a man feel curious;
It makes the teardrops start;

An* you  sort o ’ feel a flutter 
In the region of the heart;

You can look up an’ meet his eyes;
You don’t know  what to say,

W hen his hand is on your shoulder 
In a friendly sort o* w ay.

Oh, the world’s a Curious compound, 
W ith its honey and its gall,

W ith its cares an* bitter crosses;
_ But a good world after all;

An* a good God must have made it— 
Leastways, that is what I say,

W hen a hand rests on your shoulder 
In a friendly sort o ’ way.

James Whitcomb Riley.
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W hen Your Boy Gomes Home
you will be glad you gave the last dollar 
you could spare to keep him at the front 
and to keep him happy, well clothed and 
well fed.

Shredded Wheat
paid its heavy toll for doing a restricted 
business during the war and it paid it 
gladly. It was a patriotic privilege. 
Shredded Wheat Biscuit is the same 
breakfast cereal you have always sold— 
clean, pure, wholesome and nutritious.
It is whole wheat and nothing but the 
wheat prepared in a digestible form. It 
requires no sugar—just milk and a dash 
of salt.

Made only by

The Shredded Wheat Company, Niagara Falls, N. Y.

Ceresota
Flour

Always Uniformly Good

Made from Spring Wheat at 
Minneapolis, Minn.

Judson Grocer Company
The Pure Foods House

Distributors
GRAND RAPIDS, MICHIGAN

How is Your Stock of

M A Z O L A
If you want to profit by the success of this wonderful cooking and salad 

oil from corn, be sure that your stock is up to the safe margin.

The demand for Mazola is growing constantly. Mazola advertising is constantly 
teaching housewives new and necessary uses for this great product.

The American public knows that Mazola stands squarely on results.

Keep up with the Mazola demands.

CORN PRODUCTS REFINING COMPANY
17 Battery Place NEW  YORK
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THE DRY GOODS TRADE.
The predicted quickening of the re

tail trade in the country is reported 
as coming to pass, in accordance with 
anticipat:ons. It seems probable that 
a great deal of the high priced and 
necessarily low quality and substi
tute merchandise will be moved out 
of stock on a wave of holiday relief 
buying. When this has been accom
plished, a long step will have been 
taken toward re-adjusting a situation 
precipitated at a time that throws the 
burden of consumers’ complaints in
to the melting pot with Thanksgiving 
toleration and Christmas good cheer.

The best thought of the Govern
ment workers has been devoted 
toward relieving the producer and the 
seller. The buyer is being left to 
shift for himself during the period of 
uncertainty as to the effects of end
ing war business and re-establishing 
peace business. Heads of large 
houses are insisting that buyers shall 
' e c p  quiet and shall clean up eheir ob
ligations as soon as possible. It is 
not sufficient for them to know that 
rtneks are in moderate volume com
pared with normal years. What the 
financier is watching is the probabil
ity of a shrinkage in value for which 
the buyer will not be responsible, 
but which will restrict his 'future 
operations if his obligations at high 
prices are large.

The new difficulties put in the way 
of compromising Government con- 
f rants by a ruling of the Comptroller’s 
office is another of those troubles 
arising from Government red tape 
that have caused so many merchants 
to fight shy of Government business 
:n normal times. The ruling will 
hasten rather than hinder the pur
pose of manufacturers and merchants 
♦ o get away from the Government as 
soon as possible and secure relief 
from the constant heckling that im
pedes the flow of merchandise as it 
moves in civilian channels in normal 
t1.mes. The fat margin of profit in 
Government contracts is passing and

most merchants will welcome a re
lief from it in order to get their busi
ness on a sounder basis.

In the cotton goods trade any im
mediate prospect of a precipitate 
downward move has been checkked 
by the action of the Government in 
controlling cotton and the action of 
the manufacturers in not attempting 
to dictate to labor at this critical 
time. With costs steadily maintained, 
a limited amount of play in the other 
forces that make prices should con
serve values during the reconstruc
tion period until the form that liquid
ation will take is a little clearer. 
What is true of cotton is true in a 
similar degree in wool lines.

The freedom in price movement is 
checked in most lines, although the 
degree of Government influence ex
ercised varies somewhat. • It should 
not prove misleading as to the gen
eral tendency forcast by financiers, 
and should, on the other hand, give 
further encouragement to those who 
propose to move carefully in the next 
six to eight weeks of discussion of 
large international problems. No 
one is going to be hurt much if busi
ness is maintained within narrow 
compass by an insistence upon short 
terms of sale and small lots in trad
ing.

Turkey cannot, by courting Amer
ica at this late date, avoid inevitable 
dissolution. The Turks themselves 
gave the Sick Man his death-blow in 
the Armenian massacres, in the per
secutions of the Jews, Syrians, and 
Arabs since 1914. To keep any of 
the subject races even nominally 
bound within the confines of an Ot
toman state would reward but ill 
their sufferings and services during 
the war. Let it never be forgotten 
that the Armenian massacres were 
largely the outcome of Armenian re
fusal to support the Turks against the 
Allies: that Jews, Arabs, and Armen
ians fought with the Allies at the 
Dardenelles, in the Caucasus, in Pales
tine, in Mesopotamia and Arabia. 
They fought for a very difinite thing, 
for liberty and the right to found free 
nations of their own. There is only 
one way in which the Allies can now 
reward this devotion. Turkey, sym
bol of oppression, must be broken up; 
an Armenian nation must be founded, 
and England’s promise of a Palestin
ian commonwealth and an Arab state 
must receive the support of the Peace 
Conference. The Lebanon must be 
given autonomy. Once these prin
ciples are adopted, then any meas
ures, like those proposed by Dr. 
Gates, of Robert College, for the 
temporary policing and protection of 
various districts may be resorted to, 
as the need arises.

CONTINUED CONSERVATION.
The Food Administration, whose 

official head has gone abroad to study 
needs and means of meeting them 
most effectively and in accordance 
with just claims, has given out a state
ment showing the need of continued 
conservation here and a generous 
self-denial for the relief of sufferers 
now accessible in much larger num
ber than before the military conflict 
stopped. It says that this is now 
“vital to the relief of stricken Eur
ope.’’ Famine is the mother of revolt 
and anarchy and if hunger is allowed 
to take its toll of life revolution is 
bound to spread and there is danger 
of a “definite collapse of all for which 
we fought and bled.” We were in the 
conflict to establish world peace and it 
we allow it to be disrupted by up
risings and anarchy, “we will have 
destroyed the thing for which we en
tered the war and which is now in 
sight.” This is putting it rather 
strongly, but there is surely ample 
reason for the general appeal.

The routes of commerce are now 
open to Eastern and Southern Europe 
from South America, India and Aus
tralia, from which much grain can be 
brought over long routes. That will 
take time, and an even greater need 
is that for fats, meats and feeding 
stuff for domestic animals. As a re
sult of the scarcity of fodder there 
has been a rapid deterioration in 
quantity and quality of meat and of 
dairy herds. It is said that the food 
pledge of the United States this year 
calls for 20,000,000 tons, or two-thirds 
more than last year, for the relief of 
over 30,000,000 hungry people. Our 
pre-war food exports to Europe, it is 
said, were less than 6,000,000 tons a 
year and last year they amounted to 
11,820,000 while it is proposed to get 
over that 20,000,000 tons from this 
year’s supply. There is plenty of rea
son for a general co-operation in this 
movement and no danger of suffering 
from it here.

WOOLS AND WOOLEN GOODS.
Conferences have been held in 

Washington recently to decide on 
what policy the Government should 
follow with regard to wool. No con
clusion has been arrived at, and other 
confabs will follow. The Government 
has a vast quantity of wool on hand 
and will have much more when what 
it has contracted for comes into its 
possession. It has also enormous 
quantities of woolen fabrics and cloth
ing. The imports of wool have been 
fairly large, having exceeded 330,000,- 
000 pounds for the year up to the end 
of September. They will probably be 
over 450,000,000 pounds for the calen
dar year. There is also a vast amount 
of wool in Australasia, South Arrçer-

ica, and South Africa which can be 
obtained much easier now that the 
war is ended. If the Government 
should release its control of wool 
there is likely to be a great and im
mediate slump in prices, and so par
ties interested are anxious to have a 
stabilizing by official authority. This 
would imply the licensing of imports 
of both wool and woolens. Still, the 
very existence of the large stocks of 
wool is bound to be a disturbing fac
tor during the long period needed fo*- 
their absorption and use, and it may 
be that some international agreement 
in the matter will have to be had. 
The Government has ceased to be a 
factor in the goods market and is not 
likely to be one again for a long time 
to come. Within a few weeks at the 
outset the mills will have to busy 
themselves looking after trade re
quirements, and they are anxious to 
know on what basis their raw ma
terial is to be placed. Until this Is 
determined they will be very much 
at sea. And so, also, will be the manu
facturers of garments, who can not 
well proceed until they know the 
prices of fabrics. These considera
tions, of course, refer to the next 
heavyweight season, the spring re
quirements having been attended to.

The elimination by the Senate Fi
nance Committee of the much-crit
icised zone arrangement of postage 
upon second-class mail matter is an 
act of justice that will be appre
ciated not by publishers only, but by 
the multitude of readers as well. 
The greatest obstacle in the way of 
its removal hitherto has been Chair
man Kitchin, who was deaf to all 
argument against it, because of his 
hatred of everything which contrib
utes to the spread of intelligence. 
The change of attitude, as reflected 
by the Senate committee, is doubtless 
due in part to a recognition of the 
force of the contention that the sys
tem was essentially a discrimination 
against publishers, who refused to 
how their heads to the coterie of 
Southern statesmen who have been in 
complete control of the law-making 
power of the Government ever since 
Mr. Wilson was elected President. 
The election returns not impossibly 
supplied the decisive argument. To a 
legislator there is no logic like that of 
figures of majorities and minorities. 
On all grounds, therefore, the zone 
system was among the first of the 
war-taxation arrangements to go. A- 
long with it goes the extra cent of 
postage upon first-class mail. This 
burden has been cheerfully accepted 
as a fair method of adding to the 
National revenues, but it is rightly 
abandoned as soon as conditions al
low a .revision of our tax schedules.
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INFLUENCE OF HOLIDAYS.
The unceasing grind of trade has a 

tendency to harden the business 
man’s regard for his associates and 
subordinates. In the rush of daily 
traffic they are gradually absorbed in
to the machinery of work until they 
almost acquire the impersonal posi
tion of wheels in a clock or cogs in a 
wheel. The effect is to diminish the 
spirit of enthusiasm; to coarsen the 
moral texture, to make dull and ill- 
fitting the once keen edges of enter
prise and ambition.

The frequent recurrence of holidays 
in American life has an ameliorating 
influence upon the otherwise strenu
ous and selfish manner of our activ
ities. They have come to be recog
nized and welcomed as times for 
pause; times at which we may, in a 
sense, achieve the paradoxical invita
tion of the Irish captain who bade his 
awkward recruits step out of the 
ranks and take a look at themselves. 
They are opportunities when we may 
measure ourselves with our fellow 
men; chances to put aside the severe 
relations of life and to look kindly 
and earnestly into the faces of our 
brethren.

In very small communities there is 
always an evener level of equality 
than in more populous centers, and 
the influence of holidays is spread 
throughout the months. The em
ployer and his employes are neigh
bors. They meet on Sundays at the 
village church. Their children may 
play together and they are most fre
quently well-informed in a kindly 
way, of the weaknesses, the needs 
and the advantages of one another. 
In the crowded factories, shops and 
stores of the cities, there is little op
portunity or personal regard between 
the proprietors and their people. A 
great many amiably inclined firms 
have successfully sought to come in
to closer and more friendly relations 
with their employes by providing ex
tra holidays in summer with a picnic 
or excursion to the end that they may 
know more of their employes and be
come better known of them.

To see those helpers who toiled 
faithfully for him during the vear. re
leased from unavoidable work even 
for a day and disporting themselves 
with every evidence of happiness, 
cannot fail to awaken and renew in 
the thoughtful employer those finer 
sentiments of the human heart with
out which the relations of labor and 
capital are likely to drift into the hos
tile atmosphere of bondage and tyr
anny. The very sense of celebrat
ing, of making merry, of giving or 
receiving gifts, is occasion for a kind 
of introspection that is worth the 
while of the man who works with his 
hands as well as of the man who 
works with his brain or with the 
money he has accumulated.

At Thanksgiving you were grateful. 
But did you participate heartily in the 
apparent rejoicing of others? Granted 
that some of your motives were sel
fish, yet they were not all mean. It 
made your heart glow to see your 
poorer neighbor lugging home his 
turkey and his market-basket, and if 
you were the “poorer neighbor“ there 
was no rancor in your soul at the evi

dences of your more fortunate fellow 
man’s prosperity and .thankfulness. 
You saw on all sides the frowns of 
care and greed give way if but for a 
day to smiles of mirth or friendliness. 
Doubtless “the boss” under such con
ditions always shows that he is not so 
hard, so remote, so unfriendly as he 
usually seems. In the man who works 
for you, you see at holiday times new 
evidences of his equality with you. 
He greets you with unaccustomed 
cordiality, and perhaps you are made 
aware that he is really happier than 
you. You may even envy him in a 
genial way saying to yourself: “He is 
not so rich as I, but he has less 
care,” or, “I may be better educated, 
but he is younger, stronger and may 
come to know more than I at last.”

And in the gift-giving days of Yule- 
tide these softening effects of the hol
idays are again focused and accentu
ated. It is the time for celebrating 
the nattivity of a child who became 
the beau ideal of gentleness and un
selfishness; the commemoration of the 
world’s first introduction to the 
philosophy of that charity which is ex
pressed in love. It is at this time, if 
ever, that one realizes that life is not 
all gray, that there is something 
more to endeavor than the reward of 
material gain; that it is the simple 
virtues, the slender graces and the 
evidences of sympathy which sweeten 
life and make all projects pleasant 
and all toil worth while.

The application of a knowledge of 
the true significance of the holiday 
spirit is as possible to the unlettered

as to the learned. It is as valuable to 
the rich as to the poor. It reaches 
benignantly into the future and rad
iates the past with luminous mem
ories. Gifts or no gifts, celebration 
or no celebration, the holiday is the 
time for hand-clasps and for looking 
kindly into the faces of our fellows. 
Tt is the breathing spot upon a long, 
broad, uneventful landscape; a drink 
for the famished heart. The giving 
of pleasure and the enjoyment of it, 
are in the line of good sense, good
feeling, good philosophy.

RETAIL TRADE EXTENSION.
Trade extension, especially along 

retail lines, is the goal sought by 
every town. This aim underlies every 
movement inaugurated by business

men as a body, to secure new indus
tries for a town, for with new in
dustries comes either an increase in 
the town’s population or employment 
of a greater amount of home labor. 
In either case the town’s buying pow
er is enlarged, and when this last 
point in community team work is 
reached the tradespeople who. inaug
urated the movement have enlarged 
their opportunities for selling. In this 
way they are repaid for their invest
ment of money and effort towards the 
common aim—’trade extension.

In the past local commercial or
ganizations have worked upon the 
theory that to enlarge a town’s buy
ing power more factories must be 
built and more employes be brought 
in. This policy, so long pursued, re
sulted in tb?' nfefelect bppbrturiities

to enlarge the buying power of the 
town’s present population. The en
largement of the buying capacity of 
any town—and by town is meant the 
entire retail trade area which includes 
the farms round about—may be ac
complished by the process of divert
ing wasted time and wasted effort into 
a more direct route to and from mar
ket. This brings us back, as it were 
to the main road.

The late James J. Hill used to 
preach more against the various forms 
of waste in this country than any oth
er one fault of the American people. 
One of these forms of waste is bad 
roads. We are quite in the habit of 
bragging about our great advances in 
commercial and industrial life, but we 
can not brag very much about our 
road system as a whole. As a matter 
of fact, we are very often pushed into 
action, even while we are bragging the 
loudest about our enterprise as in
dividuals or communities.

Just now we are being pushed into 
good-roads building by the automo
bile—the greatest constructive factor 
in retail trade extension in operation 
to-day. Motor cars are bringing more 
people to trading points than all of 
the railroad trains put together. That 
is they do this when roads are good.

This is an argument for good roads 
—roads which may be used every day 
in the year, roads that will distribute 
this trade every day in the year, so 
the merchant can properly take care 
of it.

When we warm up to hard roads, 
as we must, we will find that building 
them is the best investment we can 
make for business. Not only business 
for the merchant, and the city and 
town, but for the farmers who own 
the big majority of the automobiles, 
and want to use them every day in 
the year. And we also would use 
them daily if they were in condition 
for use.

We may have most excellent roads 
when the weather conditions allow it. 
But we won’t have good ones when 
the rains and the snows come, nor 
will we ever have good roads until 
they are paved and maintained in a 
sensible way.

We may just as well eet used to it 
and ready for it, for the time is com
ing when we will spend our money 
for good roads and will get value re
ceived for every dollar put into such 
investment. The town man is inter
ested in such a movement, of course, 
but the farmer is the one most di
rectly and vitally interested, and he, 
with others, is beginning to find out 
that a material like concrete for in
stance, has the maintenance built into 
it, while the first cost is more mod
erate than any other equally durable 
construction.

It might even be a good move for 
our business building organizations— 
commercial clubs and the like—to 
“lay off’ on every other job until 
permanent road building is well 
launched. Trade extension can not 
be accomplished in a more effective 
and lasting way.

A small boy likes to hear himself 
whistl$ almost as well as a big man 
likes td hear himsfelf talk.

THE DRUMMER.
The man that you meet in the early morn,
Apparently the happiest man that is born,
With a quick snappy walk and a happy smile,
Chock-full of business all the while—
He’s a Drummer.
You meet the same man at the luncheon hour,
He’s slowed down a bit, but still full of power.
After his luncheon and noonday cigar,
His personal stock is way above par.
The Drummer.
He labors all day with prospective buyers a few,
Try how he may, he can’t make them come through;
But with his glad hand and a happy smile,
He makes every one feel that life is worth while.
The Drummer.
He labors as hard as he possibly can,
But still is unable to land his man,
He never grows weary or wavers a bit,
But keeps steadily plugging the bull’s eye to hit.
This same Drummer.
When evening draws nigh and he is home for a rest,
He says to his wife: “I sure did my best,
I didn’t land ’em to-day, but I know I will yet,
So never you mind, there’s no cause to fret.”
The same Drummer.
His earnest ambition and overwrought zeal,
Will eventually turn Dame Fortune’s big wheel.
Then he surprises himself in the regular way 
By landing a buyer the very next day.
He’s some Drummer.
He won’t slacken his speed stop to worry or think,
But keeps right on hustling, hardly time for a wink,
And his efforts prove fruitful, his commissions, all clear, 
He finds very shortly he has made enough for a year.
A real Drummer.
It takes lots of pep, ambition and zeal,
Without looking backward, to constantly feel,
That the right day will come, and it will be no surprise 
To close some big orders that pleases the eyes.
That’s why they’re scarce,-good Drummers.

L. C. Steele.
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Late News From the Saginaw Valley.

Saginaw, Dec. 3—“I wouldn’t sell 
my experiences for a million dollars 
and, on the other hand, I wouldn’t 
want to go through them again for 
any amount of money,” were the exact 
words uttered by William J. Leppien, 
now on board the U. S. S. Mt. Vernon.

The above remarks were addressed 
to the writer last week in an interview 
with Mr. Leppien, who was home on 
a ten day furlough.

Resigning his position with the Na
tional Grocer Co. last May, Bill, as he 
is so familiarly known, enlisted in the 
Navy. He applied immediately the 
same business tactics that made him 
a valuable asset to his former employ
ers and the same earnestness won for 
him in the short period of twenty-four 
days a place on the U. S. S. Mt. Ver
non, a transport, entering the Great 
Lakes Naval Station. He was there 
but twenty-four days when assigned 
to overseas duty.

His wonderful story he told in a 
calm way. He spoke of the torpedoing 
of his ship last September. The thrill
ing experiences and the high compli
ments he paid his superior officers 
would fill a book, but the writer will 
only try to give, in a small way, for 
the benefit of his many friends and 
old customers, what really happened. 
The ship he was assigned to was for
merly known as the Kronprinzessin 
Cecile, one of Germany’s finest and 
fastest ships afloat. At the time war 
was first declared she was on her way 
home with ten millions in gold and 
when off the British Isles was ordered 
back to America, fearing the British 
would capture her. She arrived at 
Bar Harbor. Later the relations be
tween the United States and Germany 
were strained and President Wilson 
ordered all German ships interned. Al
most at the same moment the German 
high, command of the German fleet 
sent the word broadcast to all in
terned vessels to put their ships out 
of commission, so they would be of 
little use to this country. This they 
did, thinking little of how quick they 
could be put back in running shape 
by America’s great mechanics.

As the captain and his crew were 
taken off the Kronprinzessin Cecile, 
the captain remarked to the U. S. offi
cer in charge that his ship would be of 
no use to our Government, as he had 
obeyed orders from his superior. Lit
tle did he know of what Uncle Sam 
could do and little did he think as he 
was led off of his pride of the seas 
on May 5 that she could be refitted 
and steamed up by July 28, ready to 
sail for France with several thousand 
fighting yanks going “over there” to 
help fight for the freedom of the 
world. However, that is exactly what 
took place in so short a period of 
time.

The Mt. Vernon is over 700 feet 
long, with a displacement of 30,000 
tons, with engines of 45,000 horse 
power, capable of doing twenty-six 
miles per hour, and her equipment 
is of the finest in the world.

Sailing for France on July 28, the 
trip was made in great shape, en
countering no serious trouble. The 
second trip over was made in record 
time and she was returning with 250 
wounded yanks who had done their 
bit for Uncle Sam. All was going fine 
when on a bright September morning 
at 7:30 a. m. the crisis came for the 
Mt. Vernon.

Breakfast was just being finished, 
the firemen and engineers belonging 
to the 8 o’clock shift were going down 
the ladders, when all of a sudden, as 
if but a small fishing boat it seemed, 
she was lurched high on the sea. She 
came back, throwing everything topsy 
turvy and began rocking from side to 
side. A torpedo, one of old Kaiser 
Bill’s loving cups, had found its mark, 
and true it was, hitting to the rear of 
her center, tearing a hole 15 x 25 feet. 
At this time she was 300 miles out of 
the French port,-

The toll of the black devil of the 
sea, aside from the damage done the 
ship, was thirty-seven lives, all be
longing to the engine crew.

In a moment’s time the officers of 
the ill-fated ship had their plans laid 
to_ save her, if possible. Captain 
Dismukes ordered her turned back to 
France and, with part of her crew 
dead and half her boiler power de
stroyed, she started. Every man, al-

William J. Leppien.
though facing death (so far as he 
knew), stuck to his post and the cap
tain later remarked, had it not been 
for the gallant work of the firemen 
and engineers, even working against 
great odds, they would probably all 
have been lost. Headed for France 
with boilers groaning, she made under 
most difficult conditions sixteen miles 
per hour. In a few hours’ time the 
entire world knew of the disaster and 
little did the U. S. Naval officials ex
pect to see her brought in in safety, 
but in eighteen hours she landed at 
Brest, France, there to be met by 
Secretary of War Baker and his staff. 
The captain and his crew were highly 
commended by the Secretary of War 
and also in a cablegram from Secre
tary of the Navy Daniels they were 
given great praise.

Captain Dismukes was loud in his 
praise to the firemen and engineers 
who did such great work and also to 
the entire crew. The remains of the 
thirty-seven men who gave their lives 
for democracy were sent back to the 
U. S. in charge of the chaplain, who 
saw that each received an honorable 
burial. Going into dry dock, she was 
soon temporarily fixed up. To give 
an idea of what had to be done, I 
might state that it took 400 tons ot 
rock and cement to put her in running 
shape. To-day she is laying in the 
Charleston Navy Yards, being put 
into running shape. Do you wonder 
that Bill wouldn’t want to go through 
such an experience again?

Mr. Leppien is a Saginaw boy, born 
here about twenty-four years ago. 
Having little support when young, he 
hit out for himself and, starting at 
the bottom, gradually worked up to 
a splendid position. He always proved 
himself a valuable asset to his com
pany. The National Grocer Co. is 
one of sixteen branches in the State 
and one of the largest wholesale con
cerns in the Middle West. He is a 
member of the United Commercial 
Travelers of America, belonging to 
Saginaw Council. He is a member of 
the English Lutheran church of this 
city and a popular member of several 
young peoples societies. He left for 
his station on Thanksgiving day and 
with him went the best wishes of a 
host of friends and fellow travelers.

John Baker, better known as Jack, 
representing the local branch of the 
National Grocer Co. for a number of 
years, has resigned to go into the gro
cery business. He expects to open

soon in the building formerly occu
pied by L. W. Yunker, on Sheridan 
avenue. It is a splendid location and, 
with his varied experience in the gro
cery line, Jack ought to do a good 
business. Would advise specialty men 
when calling on him to simply show 
their wares, give Jack the glad hand 
and say, “How much do you want?” 
He will figure the profits for himself. 
He knows. Jack, you have a host of 
old customers, friends and fellow trav
elers who wish you the best of suc
cess.

The proper place for the Huns is 
not at the peace table, but under it.

A. E. Pierce, of Caro, member of 
the concern of Pierce & Son, pro
prietors of the Palace Meat Market, 
is ill with the influenza. However, 
at this writing he is out of danger 
and doing nicely.

Harold Tuttle, of Tuttle & Son, re
tail grocers, Lapeer, is now located at 
Camp Hancock, Ga. He has been a 
machine gun instructor since last 
April. He is enjoying the best of 
health, but is now anxious to get 
back to the old stand with his father, 
C. H. Tuttle, who conducts one of 
the best grocery stores in Lapeer.

Art Fleetwood, of Columbiaville, 
recently bought an interest in the 
Columbiaville Mercantile Co., the 
largest department store in the town. 
He is a young fellow with a pleasing 
personality and is well known in the 
community. He should prove a valu
able asset to the concern.

John Folsom, purchasing agent for 
the above concern in the grocery de
partment, is now back on the job. He 
had the pleasure of experiencing a 
touch of the flu.

Mark S. Brown, our esteemed U. C. 
T. czar of Michigan, for the first time 
in twenty-six years failed to go deer 
hunting. While Mark felt'entirely out 
of place down here among civilized 
folks during the lawful days for hunt
ing, yet up north Billy Buck and Sis

ter Doe were happy to know their life 
was to be spared from the rifle of 
this veteran crack shot of the Sagi
naw Valley.

Dan MacArthur, who for the past 
few weeks was very ill at his home on 
Johnson street, is now able to attend 
to his .duties—that of selling heavy 
leather for Morley Bros.

The grocery department of George 
Schemm, at Reese, was recently bad
ly damaged by fire. Mr. Schemm con
ducted one of the best and largest 
department merchandise concerns in 
Northern Michigan.

Saturday Saginaw enjoyed her first 
touch of winter—snow flurries and 
wind throughout the day. However, 
the streets were lined with shoppers, 
which reminded one that Christmas 
shopping days were at hand.

No one would know by meeting him 
that our old friend, Otto Steinbauer, 
had risen to the manager’s chair of 
the local branch of the National Gro
cer Co. Starting at the bottom, he 
has gradually risen to his envied po
sition and, although the biggest man 
around the place, he is the same jovial, 
big-hearted Otto. L. M. Steward.

Drilling the Sales Army.
Military drill for its salesmen is a 

part of the routine of a Western city’s 
department store. Three hours a 
week are given to the exercises, taken 
on the roof of the store. One hour 
of this, in two half-hour periods, is 
the salesmen’s own time, and two 
hours are the company’s.

The drill has resulted, according 
to the store manager, in increased 
physical vitality in the men, and this 
improves their work appreciably. Of 
late, customers have frequently com
mented on the better service they re
ceive, he says. Sharpe Fee.

Home Ties Most Precious
Those having the most money, the biggest house, the highest salary, 
or the best automobile, are not necessarily the richest nor the 
happiest.
Riches consist of more than material things, and happiness comes 
from within, not from without.
Real home ties can not be bought nor sold; they are developed from 
close association; by sacrifice on the part of one for the pleasure of 
the other; by sharing one another’s joys and sorrows; by actually 
living each for the other.
A good wife and mother is one of the precious blessings of life which 
money cannot buy, corrupt nor. provide. She is the life of the home 
and shapes the destiny of the Nation.
She is no slacker. Her thoughts are for the welfare of her husband 
and children and her country. To proudly guide the footsteps of 
her loved ones, and to have them well clothed and properly nourished 
is always uppermost in her mind.
To such women we take pleasure in offering

Lily White
“ The Flour the Best Cooks Use”

because they will find in this flour the quality necessary to provide 
the kind of bread and pastries they take a delight in serving the 
family.
Nothing is too good for Dad and the Kiddies from a mother’s stand
point and as this applies to what they eat as well as What they wear 
and have, Lily White Flour will be a most welcome visitor in the 
home.
We salute the good wife and mother; she is the life of the home, and 
the soul of the family circle. More homes and respect to her.

Our Domestic Science Department furnishes recipes and canning charts upon request and 
will aid you to solve any other kitchen problems you may have from time to time. Public 
demonstrations also arranged. Address your letters to our Domestic Science Department.

VALLEY CITY MILLING CO.
Grand Rapids, Mich.

The above is a sample of ads. we are running in the newspapers.
Your customers are reading them—keep a good stock on hand to supply the demand.
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Movements of Merchants.
Brighton—A. C. Stewart has en

gaged in the coal and wood business.
Sault Ste. Marie—The Northern 

Michigan Land Co. has increased its 
capital stock from $450,000 to $1,000,-
000.

Jackson—C. W. Ballard, shoe deal
er at 125 West Main street, is clos
ing out his stock and will retire from 
business.

Dewings—William Danielson, gen
eral dealer, was recently married to 
Miss Mamie Nelson, of Tustin. The 
Tradesman extends congratulations.

Big Rapids—W. A. Reynolds has 
sold his grocery stock and store fix
tures to Stephen Denno, formerly of 
Leaton, who will continue the busi
ness.

Ithaca—S. S. Chadwick has traded 
his farm, two and a half miles east 
of Hemlock, to R. W. Ford, for the 
Seaver hotel, at Ithaca, taking pos
session Dec. 2.

Brighton—A. C. Bell has leased a 
store building and will occupy it with 
a stock of cigars, tobacco and con
fectionery as soon as he has remod
eled the building.

Gagetown — Mrs. Ella Maynard, 
who conducted a drug store here for 
the past two years, died at the home 
of her sister, following an illness of 
but six days, of Spanish influenza.

Ionia—C. H. Lobdell and Roy Ser
vos have formed a copartnership and 
purchased ¿he plant of the Kuhtz 
Laundry. The business will be con
tinued under the style of the Ionia 
Laundry Co.

Detroit— The Acme Drug Co. has 
been incorporated to conduct a 
wholesale and retail drug business, 
with an authorized capital stock of 
$5,000, all of which has been sub
scribed and paid in in cash.

Detroit—The Great Lakes Distrib
uting Co. has been incorporated to 
deal in fuel and in factory and foundry 
supplies, with an authorized capital 
stock of $12,000, $6,000 of which has 
been subscribed and paid in in cash.

Saginaw—O. A. Rogers, formerly 
engaged in general trade at Gage- 
town, has purchased the stock and 
store fixtures of the Victor J. Tatham 
meat and grocery store No. 4, at 804 
Genesee avenue, and taken immedi
ate possession.

Kalamazoo—Benj. Cleenewerck & 
Son, conducting a chain of retail cigar 
and tobacco stores in Kalamazoo, 
Battle Creek and Jackson, have taken 
over the cigar store in the New Bur
dick Hotel and will continue the busi
ness under the management of Wil
liam Guilfoyle.

Ionia—Sam Rosenberg has sold the 
store fixtures and stock of women’s

furnishings and ready-to-wear cloth
ing of The Fashion to J. H. Good- 
speed and James Fox, of Grand Rap
ids, who took immediate possession 
and will continue the business undet 
the management of Mark E. Simpson, 
traveling representative for a New 
York clothing house, but making his 
home in Grand Rapids.

Manufacturing Matters.
Detroit—The New Oil Tank Co. 

has increased its capital stock from 
$5,000 to $10,000.

Detroit—The Peoples Building Co. 
has been incorporated with an auth
orized capital stock of $2,500, all of 
which has been subscribed and paid 
in in cash.

Lake Odessa—W. A. Berling, for
merly engaged in the milling busi
ness at Muir, has purchased the 
Heaton flour mill and is having it 
remodeled and new machinery in
stalled.

Detroit—E. C. Brink has been in
corporated to manufacture musical 
instruments and parts thereof, with 
an authorized capital stock of $5,000, 
all of which has been subscribed and 
paid in in cash.

Jackson—John J. Fanning has sold 
the old plant of the Ruby Manufac
turing Co. to the Lockwood-Ash 
Motor Co., thus enabling it to greatly 
increase its output of martine motor 
and Sterling spark plugs.

Grand Ledge—The Grand Ledge 
Milk Co. is building an addition to its 
plant, as well as a large warehouse. 
As soon as the addition to the factory 
is completed, the business offices will 
be removed here from Detroit.

Three Rivers—The Fairbanks Morse 
Co., of Chicago, has taken over the 
plant and business of the Sheffield Car 
Co. and will continue the business as 
one of its many branches under the 
style of the Sheffield plant of the Fair
banks Morse Co.

Plymouth—The Michigan Press 
Co., of Ypsilanti, has purchased the 
foundry of the Plymouth Motor Cast
ings Co. and will operate it as a cast
ings factory. It is expected that its 
full capacity from 200 to 250 motor 
castings a day will be contracted for 
within the next 30 days.

Bay City—The Bay City Foundry 
& Machine Co. has been given per
mission by the council to close Twen
ty-seventh street from Webster to 
Water streets and to use the unoc
cupied portion of Taylor street be
tween Twenty-seventh street and the 
Michigan Central belt line for the 
purpose of extending and improying 
its plant. The streets have been va
cated by the council, no objection be
ing made by those immediately con
cerned.

Hardware Prices Will Not Tumble.
There never was a time in the his

tory of American business when it 
was as essential as right now that 
sane judgment should be exercised by 
all business men both large and small.

The fighting in Europe is over, but 
the “mopping up” is going to require 
a much longer time than we realize 
to-day.

Aside from the manufacture of 
munitions the demands upon the pro
ductive power of America will con
tinue for a year at least, fully as 
heavy as during the past year.

It is to be hoped that the ship build
ing programme will be completed as 
originally planned.

While permanent reconstruction in 
France and Belgium will, no doubt, 
be slow from financial reasons, some
thing positively must be done to re
place the 300,000 homes which have 
been destroyed. Plans are already be
ing considered by the United States 
Government to do this reconstructing 
for France and Belgium.

There is much other emergency re
construction which must be done in 
connection with bridges, railroads, 
mines, etc.

The most serious problem for the 
next twelve months will be not only 
continuing to feed our Allies but the 
added burden of feeding our former 
enemies. This is bound to keep food 
prices fully as high as they are to
day, if not higher, which means that 
the buying power in the great Middle 
West grain and meat producing sec
tion will continue fully as great as 
during the past two years.

There is positively no pessimistic 
cloud in the business sky to-day if 
business men don’t “rock the boat.” 
There is just one sane common sense 
course to pursue and that is, to con
tinue business as usual, buy sufficient 
for the demand and continue buying 
fully as far ahead as during the past 
year.

Prices are not going to tumble, for 
whicn the business world should be 
thankful. Naturally there will be 
some re-adjustments in prices, but 
they are going to come very gradually 
not nearly as soon or as fast as snap 
judgment might predict.

A surplus, or even a sufficient sup
ply, of hardware and kindred lines will 
not be possible throughout the first 
half of 1919, and possibly not through
out the entire year, and until the sup
ply at least exceeds the demand, and 
labor is placed on the same basis, no 
marked reduction in prices can be ex
pected.

Waste of Bad Roads.
If it has been considered worth 

while to declare the manufacture of 
trucks for military and vital civilian 
needs an essential, it would be foolish 
not to carry the effort to its logical 
conclusion. The waste of truck effi
ciency through poor roads is little 
short of tragic with the country in 
the crisis it faces to-day. No one who 
has watched a motor truck lunging 
slowly and fearfully along a billowy 
or guttered road can doubt that poor 
roads ajay impair the efficjfcncy of the 
triftfk pfF tteht' or nlfcirfc.

Preventing Damage to Eggs in 
Transit

The Bureau of Chemistry, through 
the Food Research Laboratory, has 
been assisting in reducing the dam
age to eggs in transit by giving practi
cal demonstrations at shipping points 
in loading cars of eggs or mixed 
eggs and dressed poultry. Much of 
the damage is directly due to faulty 
methods of packing eggs in cases 
and stowing the cases in ' the car. 
Four meetings held recently in Iowa 
were attended by over 100 practical 
shippers who send cars weekly, at 
least, to eastern markets and who 
expressed great interest in the me
thods which the department has work
ed out for the conservation of this 
valuable foodstuff. They and many 
others have found the department’s 
folder, “How to Load Cars of Eggs,” 
of assistance. Copies of this folder 
can be had by writing to the Bureau 
of Chemistry, United States Depart
ment of Agriculture, Washington, 
D. C.

With the tingle of frost in the air 
to stimulate seasonable buying and 
with the advanced purchasing of holi
day goods, there was a good deal of 
optimism among retailers during the 
last week. This applies pretty gener
ally all over the country. Distinctions, 
too, between useful gifts and such 
as are merely more or less aesthetic 
seem to be lost sight of, as is evi
denced by purchases of jewelry and 
articles of luxury. The relief brought 
about by the cessation of warfare 
and the consequent release of anxiety 
in millions of households for mem
bers in the fighting ranks, appears to 
have resulted in a decided loosening 
of the pursestrings. There has been, 
also, a brisk renewal of buying of 
things for the home, such as furni
ture and furnishings,; pictures, up
holstery, musical instruments and 
the like. The general nature of the 
buying has been one of the most 
gratifying features of the recent 
business in stores and shops. Even 
the prices asked, which are in many 
instances quite high, although not al
ways up to the levels corresponding 
to those in the primary markets, have 
not served to abate the zeal for buy
ing. If the next two or three weeks 
produce as good results there will be 
no cause for complaint.

Reports from Belfast note that a 
struggle is on between buyers and 
producers of linens over price. The 
former believe prices should be lower, 
while the latter in justice to them
selves may have to ask more. While 
prices of raw material remain fixed 
as at present, no manufacturer can 
afford a concession.

Knew It Already.
“I haven’t paid a penny for repairs 

on my machine in all the ten months 
I’ve had it!” said the motorist.

“So the man who repaired it told 
me!” said a friend in corroboration.

The ring at the other end of the 
circus tent always looks the best.

Son^e people would very likely take 
hints if they could pawn them.
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Review of the Grand Rapids Produce 
Market.

Apples—Pound Sweet, $2 per bu.; 
20 oz. Pippin, $1.75@2; Hubbard- 
stons, $1.50; Baldwin, $1.50; Northern 
Spys, $2@2.25; Wagners, $1.75; Mack
intoshes, $2; Grimes Golden, $1.50; 
Greenings, $2; Russets, $1.75.

Bananas—$7.75 per 100 lbs.
Beets—75c per bu.
Butter—The market is practically 

unchanged. Local dealers hold fancy 
creamery at 64c in tubs and 66c in 
prints. Creamery more than a month 
old sold at 62c. Jobbers pay 46c for 
No. 1 dairy in jars and sell at 48c. 
They pay 34c for packing stock.

Cabbage—$3 per crate or $1 per 
bu.

Carrots—-75c per bu.
Celery—25c per bunch.
Celery Cabbage—$1.25 per doz.
Cranberries—Late Howes, $14 per 

bbl. and $5 per bu.
Cucumbers — Indiana hot house, 

$2.50 per dozen.
Eggs—The demand for fresh gath

ered is confined pretty closely to urg
ent needs, but the supply of desirable 
qualities is small and the market is 
firm, with a good clearance of the 
better grades. On the sales reported, 
some further advance in quotations is 
established at a reasonable estimation 
of grade and quality. The more seri
ously mixed lots of fresh gathered are 
meeting only a moderate demand. 
Some movement in fall packed stock 
at a wide range or prices. Storage 
eggs continue in demand beyond the 
supply promptly available and the 
market rules strong, with some sales 
of late summer and early fall packed 
of high cost above our previous quo
tation. Local dealers pay 60c per 
doz., loss off, including cases, deliv
ered. Cold storage operators are 
putting out their stocks on the basis 
of 48c for candled firsts and 44c for1 
candled seconds.

Egg Plant—$2 per dozen.
Garlick—28c per lb.
Grape Fruit—$4@(5 per box for all 

sizes Floridas.
Grapes—California Emperors,' $4.50 

per 4 basket crate and $8.75 per keg.
Green Onions—18@20c per dozen.
Green Peppers—50c per basket for 

Florida.
Honey—35c per lb. for white clov

er and 30c for dark.
Lemons—California have declined 

to $5.50 for choice and $6 for fancy.
Lettuce— Head, $3 per bu.; hot 

house leaf, 10c per lb.
Onions—$1.50@1.75 per 100 lb. sack 

for either Red or Yellow.
Oranges—Floridas, $4.75@5.50 per 

box; California Navals, $4.75@8.50, 
according to size.

Pineapples—$6@6.50 per crate.
Pop Corn—15c per lb.
Potatoes—Home grown command 

$2 per 100 lb. sack.
Radishes—Hot house, 30c per doz. 

bunches.
Squash—Hubbard, $2.75 per 100 lbs.
Sweet Potatoes—$2.75 per 50 lb. 

hamper of Illinois kiln dried.
Tomatoes—'California, $1.15 per 5 

lb. basket.
, Turnips—65c per bu.

Do Not Pay Express.
If you receive an express package 

covered by Government bill of lading 
do not pay express. Uncle Sam has 
paid it. It seems that express agents 
are not all aware of the fact that a 
Government bill of lading is equiv
alent to prepaid.

At the regular monthly meeting of 
the Grand Rapids Retail Grocers and 
Meat Dealers’ Association, held last 
evening, the attendance was large. 
State Food Commissioner Wood- 
worth was unable to be present, but 
Inspector Todd arrived late in the 
evening and delivered an interesting 
address. Wood’s orchestra discoursed 
sweet music. A comedian perform
ed some surprising stunts. An old 
soldier revived interest in the Civil 
War by his stories and bugle calls. 
At the next meeting the nomination of 
officers for the ensuing year will be 
effected.

Clyde Scherpeness, who was sales- 
manager for the Grand Rapids Grain 
& Milling Co. for four years, has re
turned to Grand Rapids and resumed 
his desk, after an enforced absence of 
several months at Camp Dodge. He 
was engaged in limited service as 
Sergeant and was offered an oppor
tunity to enter an officers’ training 
school, but preferred to return to 
civilian life. Mrs. Scherpeness, who 
lived in Des Moines while her hus
band was stationed in Iowa, returned 
with him.

The Manhattan Machine & Tool 
Works has been incorporated with 
an authorized capital stock of $100,- 
000, all of which has been subscribed, 
$675 paid in in cash and $64,250 in 
property.

Merchandise will be more plentiful 
next year for the civilian trade, and, 
what is of large consequence, it will 
probably be of much better quality 
than much that was sold this year.

F. G. Ensign, .grocer and' meat 
dealer at 708 Cass avenue, has sold 
his stock and store fixtures to Alex
ander Yared, who has taken posses
sion.

The Grocery Market.
Sugar—The Food Administration 

has again called off the permission to 
sell consumers a month’s supply of 
sugar at one time and hereafter the 
grocer is instructed to sell not more 
than four pounds. Another thing of 
interest to the trade is the fact that 
the sugar division of the Food Ad
ministration will cease operation De
cember 31 and after January 31 the 
sugar market will be open, allowing 
the grocer to buy in any quantities he 
desires. While the Food Administra
tion has made no statement as to the 
cause of the change, it is understood 
it is due to the reasons outlined sev
eral weeks ago by the Tradesman in 
that it opened the way for an indis
criminate purchase of sugar and 
would result in housewives using 
more than would he necessary. 
In other words, if they are 
able to buy the first of the 
month a supply for thirty days 
they would use it more freely and in 
order to replenish their supply cause 
them to adopt one of the many ways 
of getting more than the four pounds 
per capita, which allotment is in ef
fect beginning Dec. 1. The Trades
man pointed out these objections sev
eral weeks ago and in addition called 
attention to the likelihood of chain 
stores and large down town dealers 
getting the benefit of the month sup
ply rule. Reference was made to the 
fact that they would resume the old 
method of selling sugar at cost in 
order to invite the consumers to buy 
at their stores.

Canned Fruit—There is scarcely a 
market at present as offerings are 
light, and at the same time buyers 
are not willing to pay prices any 
higher than those that have recently 
prevailed.

Canned Vegetables—Now that the 
smoke of battle is clearing away and 
the returns are coming in there is an 
opportunity to take account of the 
situation and perhaps revise some of 
the previous ideas as to canned goods 
supplies. For instance, it now appears 
that there has been an extraordinarily 
large pack of peas, amounting, in 
fact, to ten million cases, or a million 
more than last year’s pack, which in 
turn was a million more than the 
preceding high record. There has 
also been an extraordinary pack of 
tomatoes, all of which is an excellent 
tribute to the farmers of the country 
in their effort to help Mr. Hoover 
and at the same time take advantage 
of the war prices prevailing for food
stuffs, of all kinds. That there has 
been a shortage of fancy peas has 
been known all along and, in fact, the 
figures just published confirm this 
fact, for it is well known that a large 
crop of any kind runs to a lower av
erage quality than a short crop. Al
ready buyers of peas are Beginning to 
have canners offer them additional 
lots, especially where there were short 
deliveries, but the buyers are not tak
ing hold very readily because they 
covered their requirements elsewhere, 
which, it would appear, they had but 
little difficulty in doing. Corn is also 
being offered in the same way and 
there are beginning to be signs of a 
pressure to sell tomatoes.

Canned Fish—There is no change 
in the general market situation. There 
is an intermittent demand for sardines, 
but salmon is at practically a stand
still owing to the absence of supplies.

Dried Fruits—The dried fruit situ
ation drags along from day to day 
with nothing developing *that »will 
increase the supplies available for the 
general public. The prune situation 
is one that has never been known be
fore in the history of the trade. The 
spot market is practically bare of 
any offerings except the very small 
sizes of 120s and below. These are 
hard to sell and are now offered at 
7J4c. Such a price, however, while 
considered low in comparison with 
prices that have hitherto prevailed 
for the other sizes is nevertheless 
fabulous considering the fact that 
these sizes were usually considered 
too small to even be offered on the 
market. The demand lags for the 
present, however, because retailers 
still have the larger sizes on hand, 
but as soon as these are.exhausted 
and the public finds that it will have 
to take these or nothing the demand 
may increase. Apricots are in de
mand locally as it is believed some 
export business will develop, as there 
are no restrictions on this fruit. Cur
rants are in little better demand as 
there wiil be no arrivals for the next 
two or three months, although local 
stocks are ample.

Containers and Sizes—The new 
Federal order covering prohibition of 
the packing of certain goods in tin 
and directing package sizes has been 
rescinded. Whether the manufactur
ers will go back to old sizes is to be 
seen. Wrigley reports it will not 
use tin foil for gum any more. This 
is a continuation of the new sealed 
container for packages and individual 
pieces.

Flour—Once more Mr. Hoover’s 
machinery has made good its prom
ises and the announcement which 
came out of the price at which the 
Government will buy back from the 
trade the flour substitutes it required 
it to carry, will be hailed with de
light. It also causes general satis
faction that in main essentials the 
whole flour regulation is practically 
rescinded and that wheat flour is 
again in the saddle.

Cheese—There are very light of
ferings here of fancy fresh cheese 
and local trade has paid high prices 
to secure round lots. Offerings not 
liberal even at the advance. Held 
goods and practically all lower cost 
stock on this market are reserved 
for regular trade and few such avail
able for casual buyer's or those that 
shop the market.

Sugar Syrups—Trading is quiet and 
there is an absence of new develop
ments to record. Prices remain firm.

Molasses—The market is quieter, 
with prices firm.

Corn Syrup—No new features have 
developed. Trading is routine, with 
prices firm.

Rice—No new features have devel
oped in the rice situation. Trading is 
quiet, with prices generally firm.

Some folks are like cider—sweet 
enough until it is time to work.

mailto:2@2.25
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mailto:6@6.50
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GREEN AND BOTHWELL.

They Will Campaign Michigan For 
More Members.

Cadillac, Dec. 3—The war is over 
and the re-adjustment period is on 
hand, so that the changed conditions 
will necessitate the adjustment of 
your business to existing circum
stances.

Previous to the war the necessity 
for conservation of food stuffs was 
not so apparent as after the war start
ed and during the period of the war 
the consumer, as well as the dealer, 
has learned lessons in the saving of 
food stuffs which will be lasting. We 
have also learned that regulated prices 
and regulated distribution enables 
each and every one to have a sufficient 
quantity, without the opportunity for 
those so disposed to profiteer.

The day is at hand when regulated 
prices will follow regulated quantities 
into the discard, after which time the 
old system of price cutting will, no 
doubt, be used more or less as an 
inducement in getting business, but let 
us consider our business somewhat 
after the following manner:

1. How much is my daily expense?
2. Am I making profit enough on 

my daily sales in order to enable me 
to pay my daily expense 7

3. If not profit enough can I get 
more by cutting prices?

4. If I can’t get more profit what 
is the logical thing to do?

5. Am I collecting all the profits I 
make?

These and other questions we must 
answer for ourselves. Since the one 
big profit producer has been taken 
from us, by what means are we going 
to reimburse ourselves for this loss? 
Answers to all these questions are 
brought out through association work, 
as well as many other money saving 
propositions.

Our members are now saving 15 
per cent, on salesbooks, 25 per cent, 
on insurance premiums and other 
propositions are being worked out 
constantly which we believe every re
tail merchant should know about.

During the week December 9 to 
13, inclusive, the undersigned, to
gether with former Secretary of the 
National Association of Retail Gro
cers, John A. Green, will hold meet
ings at Detroit, Flint, Lansing and 
Battle Creek, when matters of vital 
importance will be brought to the 
attention of those who attend the 
meetings.

It has been the privilege of the 
retail grocers of the United States 
to have been represented at Washing
ton during the war by the President 
of the National Association and an 
account of the work he has done will 
be of interest.

The twenty-first annual convention 
of the Retail Grocers and General 
Merchants’ Association of Michigan 
will be held at Saginaw, February 18, 
19 and 20, and it is a privilege that 
shoud be taken advantage of by every 
grocer and general merchant in the 
State. J. M, Bothwell, Sec’y.

Late News From the Metropolis of 
Michigan.

Detroit, Dec. 3—Detroit’s popula
tion June 1, 1918, was 988,926, accord
ing to the estimate of the board of 
assessors. The figure is divulged in 
the annual report of the board. The 
report covers 84 pages and brings 
out such interesting facts as the total 
value of unassessable property, listed 
at $127,616,450; the city itself owns 
property valued at $484,693,160; the 
highest assessed value of business 
frontage is $15,000 a foot; the highest 
for residence land $150, the highest 
for railroad land $300 and the highest 
for docks $965. The second ward is 
the richest, being assessed at $256,789,- 
920, and pays $4,580,912.68 in taxes. 
The entire city is valued at $1,235,- 
524,220, this figure not including the 
properties of the D. U. R.

The Detroit Auto Specialties Co., 
which was organized in 1905 and is 
now one of the foremost enterprises 
in its field in the country, has just 
increased its capital stock from $75,- 
000 to $250,000.

The National Bronze & Aluminum 
Castings Co. has moved into larger 
quarters at 974-980 Garfield avenue. 
The new plant, with more complete 
and modern equipment, will enable 
the company better to care for its 
greatly increased volume of business.

Final distribution of assets among 
the creditors of the Alter Motor Co. 
is to be made soon by the Security 
Trust Company, trustee. It is es
timated the payment will be about 15 
per cent. A previous payment to the 
creditors amounted to 10 per cent. 
The Alter Motor Co., after operating 
two or three years in Plymouth, ar
ranged in the fall of 1916 to locate 
in Grand Haven. Before it could be
come established at Grand Haven the 
financial condition of the company 
brought about the appointment of 
Paul W. Voorheis as receiver in pro
ceedings in the State courts, in Janu
ary, 1917. In May of that year, on 
petition of creditors, the company 
was adjudicated bankrupt and in July, 
1917, the Security Trust Co. was made 
trustee. Assets of the company were 
sold to Otto A. Wurm, of Detroit. 
Indebtedness of the company was ap
proximately $30,000.

That he may be in position to take 
a more active personal interest in the 
National Growers Shippers Sales Co., 
William H. Courtaine has resigned 
as assistant cashier of the National 
Bank of Commerce to take effect Jan.
1. The business with which he is to 
associate himself was organized last 
spring by Mr. Courtaine, K. F. Mitch
ell and Louis R. Shamie and operates 
in the carlot distribution of vegetables, 
citrus and deciduous fruits. Mr. 
Courtaine started his banking career 
with the former State Savings Bank 
in 1895, leaving that Bank to go with 
the National Bank of Commerce when 
the latter was organized in 1907.

Detroit’s allotment of crude rubber 
in December will be double that of 
any month of the year, under the 
terms of the new Government ruling 
which will permit an added importa
tion of 7,500 tons in December, or 
more than 15,000 tons for the month. 
This is approximately the amount 
that was imported prior to the war.

Stockholders of Parke, Davis & Co. 
the world’s largest pharmaceutical 
manufacturing establishment, are to 
receive a dividend of $2 a share for 
the current quarter, this, the fourth 
payment for the year, making, cash 
dividends of $5 a share for 1918. The 
company distributed cash dividends of 
equal amount, in only one preceding 
year, 1916, although from time to 
time larger distributions have been 
made in form of stock dividends. The 
payment for the current quarter, to 
be made Dec. 31 to stockholders of 
record Dec. 21, is equivalent to 8 per 
cent, on the stock which is of the 
par value of $25 a share. With the 
dividends for the three earlier quar
ters, at the rate of $1 a share, which 
are equivalent to 12 per cent., the 
total of 1918 dividends will be 20 per 
cent. This compares with 17 per cent, 
distributed by Parke, Davis & Co., in 
1917, when the dividend for the fourth 
quarter was $1.25 a share against the 
$2 authorized for the similar quarter 
this year. The corporation’s author
ized capital is $12,000,000, of which 
approximately $11,837,130 is outstand
ing. The cash distribution to owners 
of the stock will amount to about 
$949,972.40 for the current quarter and 
$2,367,426 for the year 1918. The com
pany is understood to have had quite 
a successful year, although the figures 
will not be made public until after the 
close of its fiscal year, which ends 
with the calendar year. Termination 
of the war brings the company can
cellations on some Government con

tracts, but the volume of business 
represented by these is said by an 
officer to be inconsiderable in com
parison with the company’s non-war 
business.
Gabby Gleanings From Grand Rapids.

Grand Rapids, Dec. 3—There is an 
eye, ear and throat specialist in the 
Ashton building who deserves to be 
“written up” by the Tradesman. His 
name is Dr. Dunbar Robertson. Dur
ing the summer season he resides in 
his beautiful home on West Leonard 
Road, opposite the Highland Golf 
Club. A few weeks ago he moved into 
the city for. the winter. A week ago 
Saturday he was driving out to his 
summer home and happened to pass 
the home of E. W. Bonfield, sales 
manager of the American Paper Box 
Co., just as it was being reduced to 
ashes. He hastened on to his own 
house, started a fire in the furnace, 
returned to the scene of the burning 
building, bundled the homeless family 
into his automobile and ensconced 
them in his own comfortable and 
commodious home. It was all done 
so quickly and quietly that hardly 
anyone knew what had happened un
til the deed was done. Such an act 
is entirely in keeping with the repu
tation Dr. Robertson has enjoyed in 
this community during the many 
years he has lived among us and prac
ticed his profession. A record of his 
acts of kindness would fill a large 
book. And ibwill require more books 
to complete the record, because Dr. 
Robertson appears to reverse the usu
al Scotch characteristic—the older he 
grows, the more lavish he is with his 
charities and philanthropies.

Edward Frick (Judson Grocer Com
pany) is getting ready to surprise his 
friends again by taking a half day off 
some time next month. Just now he 
is exceedingly happy over the fact 
that he did not permit his salesmen 
to sell California canned goods until 
he actually got the goods in stock. 
He purchased 1,000 cases of one house 
last summer and, after many delays 
and repeated promises, actually suc
ceeded in stocking 162 cases—and 
none of the goods received were in
cluded in his original order. Mr. 
Frick is too old a bird to be caught 
selling goods he can not obtain in 
these strenuous days.

Frank D. (Gum Shoe) Bowen, man
ager of the Kalamazoo branch of Lee 
& Cady, was in Grand Rapids one 
day last week on his way home from 
a call on a valued customer of his 
house. He evidently accomplished 
the purpose of his visit, because he 
had a grip full of silver dollars.

Unless the mails have miscarried, 
every member of the Grand Rapids 
Council, has received a notice of the 
programme of the “big day,” Dec. 7. 
On this day the members will meet 
at 1 p. m. at the Council chamber 
for the initiation of candidates and 
the transaction of the regular order 
of business. The class of candidates 
will be large. New paraphernalia will 
help to make the work interesting and 
the officers will put pep into the cere
mony. F. E. Beardslee, chairman of 
the entertainment and ritualistic com
mittee, has been busy preparing for 
this event and, from the hints which 
have been dropped, we know the com
mittee has some real surprises to 
spring. The regular session will close 
in ample time to get home and bring 
their friends and families to the big 
“pot luck supper” which is a never 
failing good time event in U. C. T. 
affairs. The tension of the four-year 
war is over and a happy feeling of 
thanksgiving and brotherly love will 
prevail and all members and their 
families are requested to come early 
and stay late.

We are not especially vindictive, 
but while the Germans are turning to 
us and crying for food, we can’t help 
but remember that when the news of 
the sinking of the Lusitania reached

Berlin, this inhuman act was made the 
reason for a holiday in that city, and 
people paraded the streets rejoicing 
m the dastardliness of their crime. 
Perhaps a pinch of hunger may have 
a humanizing effect on the people who 
caused more sorrow by their ruthless
ness than has ever been known since 
the dawn of civilization. Don’t forget 
boys, that history repeats itself. The 
swords of the American republic have 
never been drawn except in the cause 
of .human liberty and have never been 
sheathed except in victory.

After spending considerable time in 
the hospital and around home as a 
result of having his teeth extracted, E. 
J. Hart, tea man for the Worden 
urocer Company, is again able to be 
about and look after business in the 
usual way. He is again out on the 
road, looking after business, and we 
are very sure his many friends among 
the trade will be glad to see him when 
he makes his annual call the coming 
year.

Two Jews met one day on the 
street, lkey was wearing a magnifi
cent diamond ring. As usual with 
this nationality they commenced con
versing and the ring was prominently 
brought in evidence, and Jakie could 
not get his eyes off it.

rie said “lkey you have a beautiful 
diamond there; it must have cost a 
lot of money—maybe as much as a 
thousand dollars.”

lkey said, "Yes Jakie, I paid $2,000 
for this ring.”

"Oh, lkey, couldn’t you better use 
the money in your business.”

lkey said, “ lies, maybe 1 could, but 
you see when father died, he left the 
request that $2,000 be spent for a 
memorial stone, and this is the stone.”

1 suppose we have all received our 
Kum-un- to the potluck feed Dec. 7. 
Of course, the food restrictions have 
been lifted to a certain extent, and it 
is beyond our imagination as to just 
what any lot of traveling salesmen 
would do to a feed of this kind; they, 
who, of all men have been in the 
habit of conserving for the past two 
years. However, it is just possible 
mat there will be enough for all these 
whetted appetites. One thing we can 
promise for sure—there will be 
enough for everybody if everybody 
brings enough for themselves and 
someone else. Of course we all know 
Artie Borden must have baked beans 
—baked in a big pan and brought 
just' that way. Of course, Fred 
Beardslee’s failing is pie—any old 
kind, just so it is pie; apple pie or 
pumpkin pie preferred. The writer is 
not very well acquainted with the 
Hon. John Martin, but he must be 
some salesman and a good talker, be
cause the subject given him to talk on 
is a very weighty matter and one 
which has always caused more or less 
concern among the traveling fratern
ity, and it is hoped that a good large 
crowd will turn out and listen to the 
explanation of Mr. Martin's subject. 
It is agreed by all who know him that 
Mr. Beardslee knows more about a 
clothes pin than any one else in 
America, and we know he will handle 
the subject assigned to him in an effi
cient manner. Samples of Mr. Per
kins’ subject will be given out just 
before the talk. The audience will 
please not make too much noise while 
passing on the merits of the article. 
Last but not least, the scribe is going 
to be right on the job and see that 
each one receives plenty of Quaker 
coffee. “Have another please.”

Unprofitable Ache.
“What are you crying for, Willie?”
“I ’ve got a toothache, and there 

ain’t no school to stay home from.”

When a woman gets a cheap man 
at the matrimonial bargain counter 
she is usually anxious to conceal the 
price-mark.
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BANKRUPTCY MATTERS.
Proceedings In the Western District 

of Michigan.
G rand R apids, Dec. 3—E lm er C rane, a  

labo re r of B a ttle  Creek, filed a  v o lun ta ry  
p e titio n  in bankrup tcy . T he ad jud ication  
h as  been m ade and  th e  m a tte r  re fe rred  
to  R eferee Corwin. The schedules of th e  
b an k ru p t show  th e  following: L iabilities, 
$580.80 and  asse ts , $35, consis ting  of 
household goods, etc., w hich is claim ed 
a s  exem pt. N o m eeting  of c red ito rs  h as
been called. T he c red ito rs  lis ted  a re  a s  
follows:
A dam  K roehles Sons Co., C leve

land  ......................................................  $150.00
W illard  H . E ldred , B a ttle  C reek 200.00 
S treck e r Bros. Co., M arie tta , O. 150.00 
New E ng land  "Whip Co., W es t-

field, M ass..............................................  80.80
M arcus S chm itt, a  shoe rep a ire r  of th is

c ity  h as  filed a  vo lu n ta ry  p e tition  in 
bank rup tcy . T he ad jud ication  h a s  been 
en te red  and  M r. Corwin h a s  th e  m a tte r  
in  charge. T he schedules show  liab ili
tie s  am o u n tin g  to  $723.84 and  asse ts , con
s is tin g  of cash  on hand, $9.00. H e also 
schedules household goods to  th e  am o u n t 
of $200, b u t w hich  a re  claim ed a s  exem pt. 
N o m ee tin g  of c red ito rs  h as  been  called. 
A lis t of th e  c red ito rs  follows:
H eim back  R ubber H eel Co., G rand

R apids ................................................  $ 18.13
P ow ers T h e a te r  Bldg. A ssn., G rand

R apids ..................................................... 83.33
F o r t  D earborn  L e a th e r  Co., Chicago 260.00 
H ir th -K ra u se  Co., G rand R apids . .  22.38
G. R. N ews, G rand R apids ..........  17.40
Jo h n  B. T rain , G ran t ......................  50.00
F a ll C ity  T annery , F a ll City, M ass. 37.00 
M yron H . H illiker, G rand  R apids 210.60 
Id a  Robinson, G rand R apids ........... 25.00

In  th e  m a tte r  of C arl Zarboch, b an k 
ru p t, G rand  R apids, a  final m ee ting  of 
c red ito rs  w as held Nov. 25. T he tru s te e 's  
rep o rt, show ing to ta l rece ip ts  of $50 r e 
ceived from  th e  sale  of s tock  in  th e  G. R. 
P e a t  F ue l Co. and  no d isbursem ents, wa3 
accep ted  an d  approved. I t  app ea rin g  th a t  
th e re  w ere n o t sufficient a sse ts  to  pay  th e  
ad m in is tra tio n  expenses in  full, no d iv i
dend w as declared.

In  th e  m a tte r  o f A vedis M. D este ian , 
b an k ru p t, th is  city , th e  firs t m eeting  of 
c red ito rs  h as  been held. C laim s w ere 
allowed, W illiam  V an S luyter, of G rand 
R apids, w as elected tru s te e  and  h is  bond 
fixed a t  $1,000. Np ap p ra ise rs  w ere  a p 
poin ted . T he m eeting  w as ad journed  
w ith o u t day.

In  th e  m a tte r  of A braham  M iller, a  
grocer, ban k ru p t, th is  city , th e  firs t m ee t
ing  of c red ito rs  h as  been  held. W a lte r  
B rooks w as e lected  tru s te e  and  h is  bond 
fixed a t  $1,000. T he receiver m ade a  
v e rb a l .rep o r t, w hich  w as approved, th e  
receiver to  be d ischarged  on th e  q u a li
fication of tru s tee . T he b an k ru p t w as 
exam ined by a tto rn e y s  and  th e  referee . 
T he  inven to ry  an d  ap p ra isa l ta k e n  in 
th is  m a tte r  is now  on file, w hich  show s 
s tock  in tra d e  of $525.91 and  fix tu res of 
$432.50, to ta l $958.41. T he m eeting  a d 
jou rned  w ith o u t day.

In  th e  m a tte r  of Jo h n  K. B u rk e tt, 
b an k ru p t, K alam o, th e  final m ee tin g  of 
c red ito rs  h as  been held. T he tru s te e ’s 
rep o rt show ing to ta l rece ip ts  of $223.15, 
d isbu rsem en ts  of $85.10, leav ing  a  balance 
on h and  of $138.05, w as approved a n a  
allowed. A final dividend of 15 p e r cent, 
w as declared  an d  ordered  paid, w hich, to 
g e th e r  w ith  th e  firs t dividend of 5 p e r 
c en t., m akes a  to ta l  of 20 p e r cent, paid 
to  c red ito rs . C erta in  ad m in is tra tio n  ex 
penses w ere  a lso  ordered  paid, th u s  d is
b u rs in g  a ll th e  fu n d s  on hand. T he m a t
te r  wlil be closed a s  soon a s  a ll checks 
a re  re tu rn e d  an d  th e  tru s te e  files h is  
final supp lem enta l account.

Carelessness Causes Food and Money 
Loss.

Retail grocers not only waste food 
but waste their profits through care
lessness or inattention to the small 
details in weighing consumers’ pur
chases. This is caused not only 
through down weight but in failing 
to see that every particle of the food 
in the container is taken out. With 
conservation as necessary as ever be
cause .of the greater number of 
mouths to be fed through the col
lapse of the war, the Food Adminis
tration has issued a caution to the 
trade citing an instance where 42 
pounds of sugar and flour were 
wasted in one store.

It has been brought to the atten
tion of the Food Administration that 
there is considerable waste in weigh
ing and packing small amounts of 
flour and sugar for retail trade. The 
head clerk in a well-known retail 
grocery store in Illinois watched the 
weighing of flour and sugar and

found that, in one month, forty-two 
pounds were wasted.

The thoughtful intelligence of this 
retail clerk, resulted in the adoption 
of the following rules for handling 
flour and sugar in that store. The 
plan that saved in one store is worth 
following in all.

These corrective methods were 
then adopted:

1. In weighing sugar or flour, 
place a clean sheet of paper over the 
surface on which the transferring is 
done. If any is spilled, it will then 
be possible to use it.

2. The scoop should be clean and 
the right size to fit well into the bag. 
This does away with the dropping of 
small particles down into the folds of 
the bag.

3. Weigh carefully; balance scales 
every morning. Even a fraction of 
an ounce over-weight means a loss.

4. Have the paper bag the right 
size_for the amount of flour or sugar 
put up.

5. If the commodity is weighed 
from a bin, see that the scoop is put 
back carefully so that no sugar or 
flour is scattered.

6. In emptying a hundred-pound 
sack of sugar, into smaller bags or a 
bin, the bags, should be turned inside 
out in the same manner. Care should 
be taken to shake as much of the 
flour from the sack as possible. Your 
attention is called to the paper 
sacks containing 24% lbs. Less flour 
sifts through and clings to this vari
ety of sack.

Increase In Price of Women’s Suits.
The National Association of Cloak 

and Suit Manufacturers closed a two 
days’ convention at Cleveland last 
Saturday. Manufacturers believe that 
prices of suits and cloaks for next 
spring and fall may be 25 per cent, 
higher than in 1918, due to increased 
cost of labor and operating expenses.

The style committee’s recommenda
tions for next spring show a silhou
ette in Dolman coats and capes, built 
on loose hanging lines and tapering 
slightly at the bottom.

Short, loose-hanging, boxy models 
with cording or embroidery trimming 
will be popular in suits. Others are 
more simple of outline and will be 
worn with white or colored vests or 
vestees.

Skirts for spring will be built on 
youthful lines, not too tight and hav
ing appearance of tapering at the foot 
line.

Butter, Eggs, Poultry, Beans and 
Potatoes.

Buffalo, Dec. 4—Creamery butter, 
extras, 67@68c; firsts, 64@65c; com
mon, 60@|62c; dairy, common to 
choice, 40@50c; packing stock, 38@ 
42c.

Cheese—No. 1, new, fancy, 34@35c; 
choice, 32@33c; old, 28@30c.

Eggs—New laid, 75@80c for fancy 
and 65@68c for choice; storage can- 
died, 48@50c.

Poultry live)—Old cox, 20@22c; 
fowls, 25@30c; chicks, 27@30c; ducks, 
32@35c; turks, 30@35c.

Poultry (dressed)—Turks, 38@40c; 
geese, 30@32c; ducks, 38@40c; chicks, 
30@33c; fowls, 28@32c.

Beans—Medium, $10 per hundred 
lbs.; Peas, $10 per hundred lbs.; Mar
row, $11.50@12 per hundred lbs.

Potatoes—New, $2@2.20 per hun
dred lbs. Rea & Witzig.

QUAKER BRAND
Pure Food Products

H ave become so widely and ¡1 
favorably known among retail 
grocers and housewives that 
they have set a standard for 
all articles offered for sale by 
this institution; they have raised 

the standard of quality de
manded by merchants every
where.

Manufacturers, as well as 
wholesa lers ,  we occupy a 
unique position.

Each brand we handle must 
pass the acid test of profitable 

retailing and ultimate satisfac
tion in the home.

Q u a ke r  Brand Pure Food 
Products cover a wide range 
of foods. A  ready sale awaits 

them in your neighborhood.

Our stock includes every arti
cle required by the up-to-date 
grocer.

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

GRAND RAPIDS—KALAMAZOO 
The Prompt Shippers

mailto:2@2.20
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GERMAN CHARACTERISTICS.
Forty-seven years ago Germany 

forcibly took possession of Alsace 
and Lorraine and undertook to force 
the German language, laws, customs 
and kultur upon the French inhabi
tants of those provinces. The Ger
mans never made any progress, how
ever, because the French people saw 
through the shallowness and low cun
ning of the German character and 
refused to be deceived by the pernic
ious and perfidious characteristics of 
the German people.

Now that the Germans are forced 
to relinquish the stolen provinces, 
they express great regret over their 
inability to win the French people 
over to their way of thinking. “It is 
not French rule that we dread,” said 
the daughter of the first German 
stationmaster to arrive in Lorraine 
after the war of 1870. “It is the 
native population that will not ac
cept us. We do not dislike them 
and, for my part, I cannot under
stand why they do not like us, after 
all we have done for them in im
proving their towns and bringing 
German kultur among them.”

This lack of comprehension of the 
attitude of the native population in 
the provinces is general among the 
Germans, who have seen only their 
own life and appear to be ignorant of 
the great moral suffering of the na
tive inhabitants during the last forty- 
seven years.

The great distress of a considerable 
portion of the German population is 
that, even after forty-seven years of 
residence there, there is nothing in 
common between them and the na
tives. Their monoply of public of
fices and the large hold gained upon 
business through the influence of the 
German government and army re
quired Considerable formal contact 
with Alsatians, but their relations 
remained formal.

It will be well for Americans to 
learn a salutary lesson from the at
titude of the French people toward 
the ignorant and brutal Germans, be
cause experience has demonstrated 
that it frequently requires several 
generations of association with de
cent people to make a desirable cit
izen or companionable associate out 
of a German after he leaves his na
tive soil. He may become a naturali
zed citizen of this country, but he is 
still a brute by nature and a boor 
in manners and action. He may seek 
to conceal his nativity or ancestory by 
changing his name to its English 
equivalent, but ten minutes’ conver
sation with him or a business tran
saction which involves a high stand
ard of honor or integrity is sufficient, 
to disclose the fact that he is a Ger
man still in all that goes to make up 
the wretched characteristics of that 
letestible race. He has no regard fok 
treaties, contracts, oaths, agreements 
or promises. He forces his com
pany on people who regard him with 
the utmost detestation. He enters 
the homes of others unbidden, know
ing he is unwelcome, and yet per
sists in maintaining relations which 
would not be tolerated from any other 
class of men on earth. “Because

he is a German,” no one expects 
him to be anything but a boor, be
cause he has no just conception of 
the attributes of a gentleman. He 
does not know the first principles of 
courtesy and companionship. He has 
no idea of hospitality except to con
duct himself like a hog, with both 
feet in the trough. His table man
ners are execrable. He is course, 
boisterous and uncouth in conversa
tion. He has no realization of the 
proprieties of life and goes stumbling 
along, believing himself to be the 
worthy descendent of a superior race, 
whereas he is just an average Ger
man, with all the vices and weak
nesses of that abominable race which 
finds its flower in the cowardly 
Kaiser, who sneaked out of the coun
try like a whipped cur under the 
cover of darkness and even now ex
presses no regret for the crimes he 
committed in the name of the Ger
man people. The greatest crime ol 
all is the mania with which he and 
his forbears infected the German peo
ple—here and everywhere all over 
the world—that they are the equals 
or superiors of other races, when, as 
a matter of fact, they are the lowest 
down race in the world in point of 
honor, honesty, modesty and depend
ability. An American Indian or a 
Chinaman is more reliable than a 
German, because he will keep his 
word good and honor his own signa
ture, which the average German will 
not do. Until the German people, 
here and everywhere, take a mental 
inventory of their hereditary short
comings and their infamous views of 
life and, admitting they are the re
sult of false teachings and wrong 
training, espouse the paths of humil
ity and rectitude, they will never be 
regarded in any other light than as 
boors and repudiators, unworthy of 
American citizenship and not entitled 
to the respect and friendship of good 
citizens generally.

(This is the characterization of a 
man who is himself one-quarter Ger
man and who believes he under
stands the German character as it is 
at its best and its worst.)

People who knew what was going 
on among members of the Liberty 
Loan Committee were not surprised 
at the announcement this week that 
the next Government flotation would 
take the form of a concentrated drive 
rather than a diluted over-the-counter 
offering. Bankers upon whom will 
fall the job of selling the bonds have 
been almost a unit in declaring that 
the drive’s the thing. That is Ameri
can psychology, they say—a goal to 
be attained, a short time in which to 
do it, a result to take satisfaction in. 
As a matter of fact, the buttons and 
posters for the next drive were or
dered more than a month ago. That 
did not mean that a continuous offer
ing would not be considered, for it 
was. If the idea had been adopted, 
the buttons and posters might have 
been dumped into the Potomac River 
and written off to profit and loss.

It’s easy for an editor to drop into 
poetry. All he has to do is to sit 
down in his waste paper basket.

FAIR PLAY FOR ALL.
So far as the Tradesman has been 

able to analyze the make-up of the 
next Legislature, the only prominent 
insurance man in either body will be 
William A. Haan, Secretary of the 
Grand Rapids Merchants’ Mutual In
surance Co., who will represent one 
of the Grand Rapids districts in the 
House.

Mr. Haan has been identified with 
the insurance business for many 
years and has achieved marked suc
cess as manager of the mutual com
pany above named. He is able, ener
getic and progressive and the know
ledge he has gained in the business 
to which he has devoted his best ef
fort for several years certainly en
titles him to recognition as chair
man of the Insurance Committee of 
the House. This is a position which 
has usually been bestowed upon some 
henchman of the stock fire insurance 
combine, but as stock company tac
tics are not popular with the people 
nowadays, because we have entered 
upon the era of the square deal and 
propose to put an end, for all time, 
to clandestine legislation and under
handed methods, it is confidently ex
pected by business men all over the 
State that the chairman of the House 
—and he looks at this distance very 
much like Representative Reed, of 
Shelby—will fall in line with the 
spirit of the age by appointing as 
chairman of the insurance Committee 
a man who will insist on fair play 
for all, without encroaching on the 
rights of the insuring public on one 
hand or the “vested rights” of the 
insurance combine on the other. Mr. 
Haan possesses a judicial turn of 
mind and trend of thought which 
has recently found expression in his 
faithful service on the local draft 
board, of which he was a conspicu
ous member.

TREND OF COTTON MARKET.
So far as the course of the quota

tions on cotton is concerned, there 
is nothing to indicate the probability 
of any large rise in the immediate 
future. Such an advance was predict
ed to occur when peace was once in 
sight, but it failed to materialize when 
it was seen that no great scramble 
for cotton on the part of foreign buy
ers was likely to take place. Exports, 
however, will soon be much easier, 
this being facilitated by more avail
able tonnage and the issuance of 
through bills of lading. That condi
tions are not satisfactory to holders 
in the growing districts is evident 
from the concerted efforts of the Ad
visory Marketing Board to induce 
every one down South to refuse to 
sell cotton at less than 35 cents per 
pound. The governors of eight states 
have issued an appeal for such a 
course, but the likelihood of the plan 
being effective is not very sanguine. 
Meanwhile, spinners are very chary in 
securing new supplies in view of the 
disturbed state of the goods market 
resulting from the sudden stopping 
of Government orders. The trade is 
halting in putting in orders for goods 
at the present high levels, and what 
business is passing is of the hand-to- 
mouth variety. More measures are

being devised on the part of selling 
agents and second hands to put a stop 
to cancellations by buyers, but it i9 
yet too early to determine what their 
effect will be. Knit goods men are 
trying to secure more export trade to 
provide an outlet for their wares and 
keep up prices. The transition period 
for the trade will probably continue 
until after the turn of the year.

CANNED GOODS SITUATION.
There have been no spectacular de

clines in canned goods thus far for 
the reason that the market is on a 
nominal basis. Buyers are holding 
off altogether and are not even giv
ing any indication of what they are 
willing to pay, while at the same 
time there has not as yet been enough 
pressure upon sellers to cause them 
to try to induce business by offering 
concessions. The general belief is 
that retailers are pretty well satur
ated with canned goods and they are 
not inclined to buy any more until 
they see what is going to happen 
with the goods they have on hand. 
All of these represent very high 
costs to them and if they should 
prove difficult to sell through unwill
ingness on the part of the public to 
pay these prices retailers would find 
that they would either have to carry 
them indefinitely or let them go at a 
loss. Tomatoes are down to thej 
basis of about $1.90, being the first to 
feel the effects of new conditions ow
ing to the heavy pack and the fact 
that home canning is a factor that 
has been more or less ignored.

The stories coming out of mid- 
Europe and the East might be taken 
to heart by those among us who still 
delight in drawing the contrast be
tween Wilson’s “vague idealism” as 
expressed in a League of Nations and 
the Lloyd George and Clemenceau 
gift for facing “realities.” In the first 
place, the difference of attitude does 
not exist. In the second place, the 
League of Nations, instead of being 
a vague and poetic aspiration, is de
manded by the most pressing reali
ties. When we read of the new-born 
Poland and the new-born Ukraine 
actually at war, of Czecho-Slovakia 
mobilizing against Hungary, of the 
Jugoslavs in conflict with Italy, of 
every new nationality bringing into 
existence a new problem of minority 
populations threatened with oppres
sion, the League of Nations becomes 
an issue not between dreamers and 
statesmen, but between the statesmen 
who have learned the lesson of the 
war and the disillusioned minds which 
are satisfied with a future marked by 
the same selfish passions and ambi
tions which helped to bring the great 
woe upon the world. In the Balkans 
the Hohenzollern plotters found their 
great opportunity. Is Allied victory 
to result in the erection of a greater 
Balkan powder magazine from the 
Swiss border to Damascus and Vladi
vostok? If there is really to be noth
ing new under the sun, and if we can 
contemplate with equanimity another 
attempt at the destruction of civilized 
life, then we may call the League of 
Nations a dream.



D ecem ber 4, 1918 M I C H I G A N  T R A D E S M A N

M ichigan R etail Shoe D ealers’ A ssocia
tion .

P res id en t—J . E . W ilson, D etro it.
V ice-P res id en ts  — H a rry  W oodworth, 

L ansing ; Jam es  H. Fox, G rand R apids; 
C harles W ebber, K alam azoo; A. E. K el
logg, T rav e rse  C ity.

S e c re ta ry -T rea su re r—C. J*. P aige, S ag
inaw .

Effect of Peace Times on Footwear 
Prices.

W ritte n  fo r th e  T radesm an .
Will the market become suddenly 

and appreciably weaker on shoe 
stocks as a result of the signing of 
the armistice? Will the average retail 
shoe dealer be caught with a lot of 
shoes which he must re-mark for 
quick selling if he hopes to liquid
ate at all? In other words, is there 
any valid reason at this time for 
nervousness or pessimism over the 
situation insofar as the shoe dealer 
is concerned?

The writer is strongly of the 
opinion that all of these interroga
tions should be answered by an em
phatic “No.” This article will en
deavor to set forth his reasons for 
assuming such an attitude.

To begin with, it is a tremendous 
mistake to assume that, because the 
armistice has been signed and hostil
ities have ceased, it is “all over over 
there.” It will not be all over until 
the peace delegates have finally com
pleted their immense task of re
making the map of Europe and the 
Near East, and adjourned. Until 
that time armies of occupation will 
patrol the Rhine and occupy German 
strongholds. Armies must be main
tained within or near the Austrian 
frontier, in the Balkans, and in 
Palestine. Perhaps more Allied 
troops may be sent to Russia to help 
the law-abiding elements of that un
fortunate country bring order out of 
chaos. And the Allied fleets must be 
kept mobilized and ready for action.

In the meantime demobilization 
in our own as well as other Allied 
countries will be gradual.

All of this means that those deep- 
seated and far-reaching industrial 
changes that were made on account 
of the world-war will be gradually 
restored to normal. This is the 
policy our Government has definitely 
adopted and unequivocally announced.

To assume that shoe operatives 
who have been drafted will return 
quickly and apply for their old jobs, 
is an unwarranted assumption. They 
will not return quickly in any event; 
and that they will apply for their old 
jobs is problematic. Some of them 
have gotten a taste for military life 
and will continue in the regular army 
or the navy; others will doubtless 
drift into other vocations. The 
labor situation insofar as it has ef
fected the price of shoes is not one

that will clear up over night. While 
there is undoubted an inflation of 
labor values generally, it will natur
ally take time for price-re-adjust
ments to come about.

The present volume of stocks in 
the hands of retail shoe dealers, job
bers and manufacturers is not abnor
mally large. Quite the reverse of 
this is true. Shoe manufacturers are 
even advocating hand to mouth buy
ing. They do not relish large orders 
—especially long-time orders. The 
future is too problematic.

The Scarcity of Leather.
For another thing there are 180,- 

000,000 human beings in hungry, im
poverished lands looking to America 
for food, clothing and shoes. They 
are, in a special sense, our wards, 
and no other people can just now give 
them succor. In their misery and 
famine, Belgium, Northern France, 
Central Russia, Servia, Montenegro, 
Poland, Roumania, Armenia and 
other liberated nations of Europe are 
crying to us. From us food must 
come—and not only food but cloth
ing, shoes. It is America’s mission 
to minister to the needs of these 
impoverished millions.

In these devastated countries the 
production of cattle has virtually 
ceased. From some of these coun
tries, in normal times, hides were im
ported; now we must send them fin
ished leather and shoes.

Moreover, as demobilization pro
ceeds, our own men will be coming 
back to civilian life and wearing the 
clothes of civilians. That means 
that a large class of patrons whom 
we have been missing from our shoe 
stores will be with us again in the 
weeks and months to come.

From all of which it must be over
whelmingly evident that there cannot 
be any decrease in the price of shoes. 
The consumer who is looking for im
mediate price reductions in footwear 
is doomed to disappointment.

In talking over conditions and the 
effect of the armistice on the market, 
a prominent jobber recently said 
that, in his opinion, prices would 
work higher, if anything, pointing 
out the high price of kid and other 
materials, and calling attention to 
the fact that it would take months 
before labor adjustments would re
sult in cheaper labor; also intimating 
that we could not expect any imme
diate cessation of our present trans- 
portational difficulties.

Demand Exceeds Supply.
Where the supply of an essential 

commodity such as shoes is limited, 
it is absurd to look for cheaper 
prices.

The present volume of stocks are

VWIflMM

\ X / A R  times have taught many peo- 
* * pie that “ Shopping Around” for 

low priced shoes is poor economy.
In learning to save, they have discov
ered the wisdom of buying shoes with a 
long established reputation for high

Do Your Duty
Sell her or him a pair of dress 
hoes for Xmas.

No year will useful gifts be 
more appreciated than this.

Our boys will soon be home and 
want dress shoes. Can you 
fulfill their demands.

Send us your order for what
ever you need and you will be 
more than satisfied.

Hirth-Krause Company 
Grand Rapids, Michigan
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scarcely able to cover the present 
demands—demands that have already 
taken the shape of concrete orders. 
Beyond these present demands there 
are abundant reasons to expect a 
still larger drain. Draw your own 
conclusions.

It is a well known fact that buyers 
for some of the large mail order 
houses, department stores, etc., have 
been scouring the country for mer
chandise of certain grades and prices, 
and experiencing much trouble in 
securing t^e kind of goods they re
quire.

From all of which, I think it is 
entirely reasonable to believe that 
pie retail shoe dealer who is equip
ped for meeting the shoe require
ments of a given constituency need 
hot worry. The signing of the ar
mistice and the cessation of hostili
ties mean increased Business activi
ties. Prices are not* going to slump. 
The only, tiling on earth that would 
bring „.about such a condition any
where at this time would be for the 
retail shoe dealers of a given com
munity to get into a panic and pro
ceed to cut and slash prices. But 
that would be a purely local situa
tion — and, incidentally, an unwar
ranted and perfectly ridiculous pro
cedure. Cid McKay.

Why Not Have a Sane and Safe 
Christmas?

'W ritten  fo r th e  T radesm an .
Sanity, sobriety (as becomes a 

great ¡nation engaged in a great war), 
rind refinement—should characterize 
the 1918 Yuletide.

Thinking people are in no temper 
for frivolity, extravagance, and gaudy 
show. With our home front shaken 
by the ravages of influenza epidemic, 
men jeopardizing their lives hourly 
in Belgium and Northern France for 
the sake of human progress and 
world peace, with all of the untold* 
suffering throughout the civilized 
world, as a direct or indirect result 
of this titanic struggle, sober and 
thoughtful .people are now demand
ing a sane and refined Xmas. Any 
other kind would now surely be little 
short of mockery.

Let us guard against the extremes 
of pessimism on the one hand and 
giddiness on the other. Aristotle’s 
attitude of the “golden mean” should 
now be the fixed mental attitude of 
every man and woman who wants to 
do his or her bit in maintaining the 
morale of the home front.

The writer recently heard a prom
inent representative of the English 
government make the following state
ment: “I come to you from a nation 
which has suffered more than tongue 
can tell. One man out of four in 
England is in khaki; the second man 
out of four is working in a munition 
plant. One woman out of four is 
engaged in some branch of war work. 
Our casualty list includes .over two 
millions of men. We have reached 
the point where we are neither 
greatly elated by the news of vic
tories nor much depressed by the 
news o f  reverses.” But, although he 
didn’t say it in so many words, one 
somehow seemed to sense that the 
attitude of this man, andthe attitude

of the great nation whom he repre
sented, was the fixed determination 
to carry on until the thing for which 
we are now fighting shall eventually 
be obtained.

Sober determination—that is the 
sort of stuff it is going to take to 
win this war. Christmas and all our 
holidays, the temper of our worka- 
days and the spirit of our recreation 
periods—all must conform to our 
wartime mood. Let us be hopeful and 
cheerful, but let us not lose too 
much valuable time in mere frivoli
ties. Let us decide to cut out frivol
ities altogether, for the time being. 
In remembering our friends and 
loved ones with little tokens that 
shall help to make glad their hearts, 
let us be careful to give them things 
that are really serviceable. Such 
commodities can just as easily carry 
over all the sacred and tender asso
ciations of the occasion as gifts of 
gaudy, non-serviceable, and extrav
agant nature.

If we must take a day or a few 
days off from the store, the shop, the 
factory, the farm, the office, or the 
production plant, let us reduce our 
vacation period to the minimum, and 
so plan the rest period that we shall 
come back physically and mentally 
fit, and keen to get on the job again. 
The less interruption to the vast ma
chinery of commerce and industry, 
as a result of holidays, the better 
for all concerned. If anybody gets 
to feeling sorry for himself as he 
contemplates the daily grind, juist 
try letting his mind dwell upon the 
soldiers at the front. Their leaves of 
absence are brief and far between, 
and yet you don’t hear of their whim
pering. There is a jest in the 
trenches, they tell us, as old as the 
trenches themselves. There are men 
now four years dead who knew it 
well. It is still bandied about by 
cheerful British veterans lying in 
freezing mud; and undaunted French 
graybeards holding gas-swept shell- 
holes; and by exultant American 
shock-troops after a decimating 
charge. “We’ll get through this,” 
they jest—“if the civilians hold out!” 
And they laugh.

Truly, all that we can do is small 
enough as compared with the things 
they are doing. They are willing to 
die for victory—shouldn’t we be 
willing to skimp and save and sacri
fice to buy War Saving stamps and 
Liberty bonds? Shouldn’t we be 
willing to work on and gladly deny 
ourselves little senseless frivolities 
arid meretricious luxuries? Sorry 
and decadent citizens we must be if 
we don’t.

Altogether .now, let us make this 
Christmas of 1918 the sanest and 
most appropriate Yuletide ever ob
served by a great nation involved in 
a great war. Frank Fenwick.

Supervise details, but don’t allow 
them to absorb you. It is a waste 
of time and money to be the boss, 
and do a clerk’s job.

• When a man gazes heavenward and 
sees two moons, he isn’t in a proper 
frame of mind to make war predic
tions.

If you never handled the

BERTSCH SHOES
FO R MEN

you have missed a wonderful opportunity at profit and 
business building.

We are in an era of change. Many people who paid cheer
fully a price several years ago to get “this” or “fftaf” 
make of shoe are utterly unable to pay the price to 
which many lines have advanced.

Here the BERTSCH dealer gets his opportunity. He 
knows that the comfort and service of the BERTSCH 
SHOE will appeal to the most exacting, as well as save 
him quite a sum on his original investment.

Capitalize this opportunity of dcing your customers a 
real service by having at hand a Comfortable—Stylish— 
Service-Giving Shoe, at a price they can afford to pay 
through-the saie of the BERTSCH SHOE FOR MEN.

Herold-Bertsch Shoe Co.
Manufacturers of Serviceable Footwear GRAND RAPIDS, MICH.

Seasonable Arctics 
On the Floor

Hood Brand—1st Quality
Men’s Brighton (1 Bkle Arctic).................................... SI.65
Men’s Old Honesty (1 Bkle Double Sole Arctic).......... 1.83
Women’s Sitka (Storm Alaska).................................... 1.06

Old C olony Brand—2nd* Quality
Boys’ Quaker (2 Bkle Gaiter).......................................  1.70
Women’s Quaker (2 Bkle Gaiter)................................. 1.55
Misses’ Quaker (2 Bkle Gaiter)....................................  1.35
Men’s Weston (1 Bkle Arctic).......................................  1.52
Boys’ Weston (1 Bkle Arctic).......................................  1.29
Youths’ Weston (1 Bkle Arctic)............................. . • • • 1.02
Women’s Weston (1 Bkle Arctic)................................  1.10
Misses’ Weston (1 Bkle Arctic) ...........................  .93
Child’s Weston (1 Bkle Arctic)........ ......... ...................  .74
Women’s Lakewood (1 Bkle Jersey Arctic)................  1.12
Misses’ Lakewood (1 Bkle Jersey Arctic).................... .95
Child’s Lakewood (1 Bkle Jersey Arctic)...................  .76

Grand PapidsiShoe &^ubber(Q.
The Michigan People Grand Rapids
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All Restrictions on Christmas Trad
ing Removed.

New York, Dec. 2-t—Members had 
hardly read the last red bulletin, Nov. 
26, when the prediction that the Coun
cil of National Defense, despite its 
previous refusals, might remove the 
restrictions on Christmas business 
came true. Acting Director Clarkson 
of the Council of National Defense is
sued a statement, removing the ban 
in connection with holiday buying. 
Merchants may now handle their 
Christmas business any way they like 
and employ as many people as they 
need. All restrictions imposed by the 
Council of National Defense on 
Christmas trading are now lifted. We 
believe it was our representations to 
the Council which brought about this 
change of ruling.

Arrangements have been made to 
hold the next annual meeting and 
banquet of our Association at the new 
Hotel Pennsylvania in New York, 
Feb. 11, 12 and 13.

The Hotel Pennsylvania is to be 
the greatest hotel in the world. It 
will have 2,200 rooms, each equipped 
with a private bath. The entire hotel 
is on a colossal scale. The manage
ment will be the same as that of the 
Statler Hotels throughout the Middle 
West. The management has promised 
to receive all members of our Asso
ciation with special courtesy and to 
give them particular consideration in 
the allotment of rooms, etc.

We feel that holding our convention 
at the Pennsylvania this time will 
prove a very happy arrangement 
which should bring out a larger at
tendance than ever before. The ball
room, in which the banquet is to be 
held, is capable of seating from 1,200 
to 1,500 at dinner. The hotel is also 
placing at our disposal a series or 
other rooms for our day sessions and 
committee meetings, etc. We feel 
confident the arrangements for the 
convention this year will attract and 
will justify the largest gathering of 
dry goods merchants that the country 
has ever known.

We want every member to pledge 
himself to attend the next convention 
and to persuade as many other mer
chants from his locality as possible to 
attend. There should be a keen rivalry 
among merchants in different parts of 
the country to see which city will 
have the largest representation at this 
important meeting. The programme 
will provide just the information and 
inspiration every merchant ought to 
have, and the speakers will be the 
best obtainable. It is comparatively 
easy for every member to look ahead 
now and plan his buying trips so as 
to ensure his presence in New York, 
Feb. 11, 12 and 13. Those members 
who do not come out to conventions 
can not realize the full value of our 
Association. Make your plans now 
and forward your pledge to be present 
at thfe next annual meeting.

Some of our members are a bit 
worried over the efforts of competi
tors to capitalize the ending of the 
war by large sales of merchandise 
widely advertised as offering great re
ductions. This is the sort of com
petition referred to in our recent bul
letin on business conditions. If one 
store extensively advertises an alleged 
general cut in prices, it is likely to 
have the effect of making the public 
expect a swift drop in all prices, when, 
as a matter of fact, the circumstances 
do not warrant such drastic price 
cutting. In such a situation the local 
retail board ought to be helpful. It is 
suggested that members get in touch 
with their city organizations and see 
what can be done to offset the efforts 
of one or two retailers to gum up the 
situation for the whole city. As a 
matter of fact too much co-operation 
can not be given local retail boards. 
The majority of retailers’ problems in 
normal times are local problems and 
every city ought to have a local retail

board with every merchant co-oper
ating.

The printed record of the Washing
ton meeting at which our War Service 
Committee was elected has been 
mailed to all merchants who sub
scribed to the cost of printing it. The 
original subscription was $5 each, but 
the number of subscriptions thus far 
made does not quite cover the cost 
of printing. We have a number ot 
copies of this report available. If 
members who have not ordered copies 
will order them now it will have the 
effect of reducing the amount of the 
subscription both to themselves and 
to those members who have already 
subscribed. Send us your order now 
and when the subscriptions are closed 
we will bill you for whatever your 
proportionate share of the cost is. 
Such a meeting as the Washington 
meeting would not be possible under 
any ordinary circumstances, and it is 
doubtful if that wonderful array of 
speakers will ever be brought to
gether again in such a programme. 
Any single address in the book is 
worth the cost of the whole record.

One of our members, whose letter 
on merchandising policy for the im
mediate future was received too late 
to go in an earlier bulletin, suggests 
that merchants analyze every stock by 
itself in placing orders for spring de
livery. If the stock is low, he sug
gests, “I would say merchandise 
should be purchased for spring. If on 
the other hand there is sufficient stock 
to float along, by no means buy any 
more. We have been gambling for 
four years, but gambling hard for two 
years, and if there ever were a time 
not only to stop gambling but to put 
on the lid this is the time, provided 
always, of course, you have sufficient 
merchandise to do business. We have 
placed our shoe business for spring 
and are not sorry. We have placed 
considerable hosiery business and are 
not sorry; we placed very little on 
underwear because we had on hand 
a large stock at a very low price. On 
fancy cotton goods, we have placed 
some orders for spring and we do not 
expect the rise or fall will affect this 
class of merchandise as it will be of 
staple lines. Our thought is to ride 
along on the merchandise we have as 
long as possible and buy from hand 
to mouth, taking a chance on paying 
a little higher price rather than to 
place stock on our shelves. When
ever it becomes necessary to place 
orders, we shall do so with con
servatism.”

A letter from a Pacific Coast mem
ber, reports that jobbers are offering 
merchandise at prices ranging from 
10 to 15 per cent, and even ,20 per 
cent, under prices asked two weeks 
ago. Merchandise as staple as over
alls and working shirts have been of
fered for 10 per cent, less than former 
prices. Woolen dress goods of staple 
character, costing around from $2.50 
to $3.50, this member reports, have 
been offered at from 50c to 75c less 
than prices of two weeks ago.

This merchant suggests all mer
chants should refrain from cutting 
prices too quickly as only a small per
centage of “old low priced merchan
dise can be in the hands of retailers 
to-day.” Retail expenses will not be 
reduced materially. The retailer can 
not change his wage scale over night 
as can a manufacturer. War taxes 
are here to stay for a number of 
years and the retailer must make a 
strong effort to maintain existing 
profit rates or he will have to pay 
back whatever profits he has made 
during the last two years.

Lew Hahn,
Sec’y Nat’l Retail Dry Goods Assn.

Try This at Your Own Risk.
“My wife wants me to go shopping 

with her. I don’t see how I’m going 
to get out of it.”

“If she we’re to send you back to

your office after less than an hour of 
shopping and told you she would 
never take you on such an expedition 
again, you would consider yourself 
repaid for your trouble, wouldn’t 
you?”

‘/Certainly. But how am I going 
to do that?”

“Let her catch you flirting with a 
fascinating girl clerk.”
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Sow the Wind and Reap the Whirl
wind.

As to the details of the business 
future, immediate or remote, one 
man’s guess would seem as good as 
another’s. This really seems the at
titude of the Treasury Department, 
as voiced by Secretary of Treasurer 
McAdoo, when he is alleged to have 
said, “We do not know exactly where 
we stand.” He, however, has taken 
official cognizance that the war is 
over by cutting down Claude Kitch
en’s eight billion dollar budget to 
six billion dollars. Concrete rec
ommendations by Mr. McAdoo are 
conspicuous by their absence. Our 
own Government average cost in the 
four months of July, August, Sep
tember and October, 1918, was $1,- 
350,000,000 monthly, yet Mr. Mc- 
Adoo’s estimate for the whole fis
cal year is $16,000,000 000. We will, 
undoubtedly, advance more moneys 
to the Allies, but diminish as that 
outlay must, it forms no basis for a 
continuance of high pressure, where 
immediate and substantial relief from 
personal and individual liability 
called “taxes” is everywhere needer . 
It would have been much better if 
Mr. McAdoo had made his figures 
clearer. Even when the political at
mosphere was not, as the Wall 
Street Journal has it, surcharged, the 
full elemental force of projects to 
reform the social structure of the 
whole world, official estimates did 
not stand scrutiny. An estimate of 
$21,000,000,000 for the past fiscal 
year, followed by an utter failure to 
pay out more than $16,000,000,000 of 
that sum, does not show that the 
present high pressure is an absolute' 
necessity. Nor does it give the color 
of authority to the revised estimate 
that a book-keeping error of one 
bureau, in treating something like 
$363,000,000 as expended but not re
leased to disbursing officers abroad, 
and another bureau treating it as 
cash on hand, make the official fore
cast of $24,000,000,000 for the current 
year reasonably accurate. An esti
mate nearly $1,000 000.000 in excess 
of needs -for the whole year, or a 
sum almost $400,000,000 over total 
disbursements does not invite un
questioning submission to a budget 
proposal for ¿he first six months of 
peace, eighteen times larger than for 
the last six pre-war months. Under 
these conditions, is it not wise for 
business interests to carefully study 
the problem, get together and in
form their representatives in Con
gress of their sentiments and con
clusions? The country now needs 
clear thought and united action.

Thé old adage that “those who

sow the wind will reap the whirl
wind” seems about to be again found 
true in the situation between the 
labor unions and the administra
tion. It is possible that so long as 
the taxpayer pays to these depart
ments in Washington which have 
taken over the business of the coun
try, wage advances, especially 
where they build up a useful follow
ing of voters, irrespective of who 
pays the bills, will be a matter of 
small concern. It is, however, of 
great interest to recognize that the 
point of direct relationship between 
the administration and the railroad 
unions has been reached. The rail
road managers in self-defense will 
refer the unions direct to Washing
ton where Director General McAdoo 
must deal with them; while the bond
holder rests upon his constitutional 
rights, and the stockholder has at 
least the guaranty of the President’s 
promise of dividends. It is evident 
the administration has no easy task 
ahead of it, as the railroad employes 
are getting outrageous wages and 
have no respect for their superiors. 
They are evidently convinced that 
the administration dare not defy 
them. This is illustrated by a case 
in point: Orders were sent from 
Washington affecting the shops of a 
railroads, defining hours and over
time, and, incidentally, limiting the 
employment of men to one Sunday a 
fortnight for eight hours. Notwith
standing the liberality of the terms, 
the railroad union men haughtily re
fused them and indignantly de
manded they should be permitted to 
work ten hours every Sunday, irre
spective of what they do on week 
days, for the plain cash reason that 
they receive time and a half for 
work on that day. The Administra
tion is confronted with the fact that 
every successful appeal for an ad
vance in wages creates others. Each 
award is closely scrutinized by unions 
not involved, and there is a demand 
that each concession be extended all 
around. The consequence of this is an 
interminable advance in wages on a 
ransom basis, irrelative of the value 
of the services rendered. The time 
must come when the United States 
Government will be compelled to 
show it represents all of the people, 
and not, as in the present instance, 
a unionized class of less than two 
per cent.; but it will be a costly ex
perience before it becomes impera
tive to establish the supremacy of 
law and to suppress combinations in 
restraint of free government.

It may seem to the casual reader 
that too much stress is laid upon 
the matters under «Jiscyssion, but a
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closer study of them will demon
strate their vital importance to per
sons in all walks of life.

As S. Davies Warfield, president 
of the Continental Trust Co., of Bal
timore, and president of the Sea
board Air Line Railway Co., said in 
a recent address: “The people must 
decide whether an autocracy in our 
ruling and governing life shall be 
built upon the dying embers of the 
feudal autocracies that until now 
alone remained and were destroyed 
that the world be made safe for 
democracy, or whether we shall be 
returned to methods of true Amer
icanism under which this country 
prospered as no other ever did and 
that enabled us to demonstrate to 
the world what freedom of human 
action means in the life of a nation.”

There are two schools of thought 
in the United States on questions that 
are bound to arise during the period 
of reconstruction, which affect the 
interests of every one and also the 
fate of the railroads. One stands for 
the rights of property, at the same 
time guaranteeing to the people as 
a whole their full enjoyments of the 
benefis derived from the success of 
the individual, but without destroying 
his initiative and impairing his right 
to personal and business freedom, so 
long as he conducts himself with due 
regards to the rights and comfort 
of others in the state and Nation. 
The other school of thought stands 
for centralizing in the Government 
the ownership and operation of all 
public franchises on the theory that 
the Government or “the people,” as 
they call it, should own the great 
enterprises of the country, and limit 
the rewards of individual initiative 
and endeavor to what the Govern
ment thinks should properly belong 
to the individual. Is the latter broad 
and unselfish? It would seem not. 
Government operation, and perhaps 
ownership of the railroads and pater
nalism generally, promise greater op
portunities for securing perpetuation 
of political power—a most dangerous 
situation.

The administration of the railroads 
and the arbitrary contracts submitted 
to the lines by the Director General 
of Railroads, have not been such as 
to create contentment, because 
owners of the railroads have been 
compelled to sign away the right to 
protect themselves. The centraliza
tion of railroad control has resulted 
in the alteration and disturbance of 
parts of railroads which were unnec
essary for war purposes, and alter
ations made which make it impossible 
without great loss to return them as 
going concerns, and as when taken 
over by the Government. The sub
ject is too vast to attempt to discuss 
it in all its phases and it is referred 
to as an interwoven part of the fabric 
created by the war and as showing 
the wisdom and necessity of a gen
eral unraveling of that fabric.

Secretary of the Treasury Mc- 
Adoo’s announcement that the future 
financing of the Government, includ
ing the next Liberty Loan, will be 
for short time investment—three to 
five years—is meeting with the ap

proval of the bankers of the country, 
who realize that now the war is over 
the pressure of patriotic arguments 
and brass band methods will not 
bring out the money. The new se
curities must be issued on a business 
basis and the short term securities 
will go far to meet the situation. It 
is true the four Liberty lonas floated 
not only enabled us to win the war, 
but it has been an education in thrift 
that will never be forgotten. It has 
taught the people the value of small 
denomination bonds. Thousands
now are owners of surplus reserves 
in Liberty bonds who never before 
saved a dollar; and realizing the value 
of such savings will continue to put 
aside their money through invest
ment. From this reservoir will 
come a goodly portion of cash for 
the new loans. Paul Leake.

President Rea, ot the Pennsylvania 
Railroad, makes some very pertinent 
comment on the question ot what 
preparation should be made for re
turn of the railways to their owners, 
as prescribed by the Railway Control 
Law. With the idea ot immediate re
linquishment of Government opera
tion (which the President of the 
United States is authorized to decree 
"at any time he shall deem such ac
tion needful or desirable”) Mr. Rea 
has no sympathy. He believes that 
all experience “emphatically con
demns Government ownership and 
operation”; but wartime control with 
its many complexities is a fact, and 
this "is not a time for precipitate 
action” in reversing these conditions. 
During the twenty-one months in 
which public control may be retained 
under the law, “the most experienced 
minds in railroading, finance, and 
public policy should be devoted to 
formulating a basis for our .future 
railroad policy, which can be carried 
out without rupturing the business 
or social relations of- the country.” 
The extent to which such action 
must be governed by underlying 
questions of wages, taxes, and trans
portation rates is such as to make 
this judgment of the matter con
clusive.

A highly interesting statement by 
Lord Bryce concerning the situation 
in Armenia was recently published 
in the Manchester Guardian. He has 
made a special study of the Armenian 
question and is probably as well in
formed on this subject as any Euro
pean statesman. And his recommen
dation is that Allied forces occupy 
Armenia at once, for the purpose of 
preventing disorder, protecting the 
natives against marauding Turkish 
soldiers and promoting the speedy 
return of Armenian exiles. But such 
occupation naturally must not inter
fere with the more important work of 
initiating the forms of a local govern
ment eventually to become the Ar
menian nation. Lord Bryce further 
urges that protection and financial aid 
be extended the Armenians, even af
ter the peace treaty is signed. With
out question, the Armenians, once as
sured of a national development, 
would welcome such protection and 
help with enthusiasm and gratitude.
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REALM OF THE RETAILER.

Read Before Grand Rapids Retail 
Grocers* Association.

You asked me to address you on 
the subject of modern tendencies in 
the retail grocery business. I cannot 
be with you in person on account of 
a previous engagement, but I cheer
fully send you a written statement of 
iny ideas, based on an experience of 
forty-six years as clerk, merchant and 
editor of a trade journal which un
dertake to correctly interpret and ad
vocate the aims and aspirations of the 
intelligent retail merchant. I am a 
retail dealer in the fullest sense of the 
term, because of the partnership in
terests I have in retail stores in dif
ferent parts of the State. Most of 
my surplus earnings for years have 
been invested in retail stores. These 
connections enable me to keep in 
close touch with the people I serve 
through the Tradesman, because the 
problems I help my partners solve 
are the identical problems which con
front you in your every day business 
life.

I believe the world-wide conflict 
precipitated by the Kaiser is going to 
mark the beginning of a new era in 
storekeeping and that many of the 
mercantile methods of the past will 
be consigned to the scrap heap. We 
had to let down the bars during the 
war, because we bent every energy to 
the accomplishment of a single pur
pose—the winning of the war at the 
earliest possible moment. Now that 
the war is won and the world is going 
to be made safe for decent people to 
live in, we are going to look in the 
glass and take a careful and critical 
inventory of ourselves to see where
in we can improve our practices and 
methods in order to make ourselves 
more efficient as merchants, more 
faithful to the trust reposed in us as 
purveyors to the public and, incident
ally, increase the volume of our sales 
and the percentage of our net profits.

My experience leads me to the con
clusion that not one merchant in ten 
is truly efficient. Either through lack 
of previous education or indisposi
tion to improve his mind and his 
knowledge of the business he 
espouses, the average grocer is too 
often a misfit. He does not know 
his goods as he should. He does not 
understand his cutomers. He does 
not know how to handle his clerks 
advantageously. Because he owns a 
store building and a stock of mer
chandise, he imagines he is a mer
chant, whereas, as a matter of fact, he 
has- nok clear conception of the first 
principles of successful merchandis
ing.

Men who come under this class 
seldom remain behind the counter as 
proprietors very long. If they stick 
to the business, they seldom make 
more than a decent living for them
selves and families and drift along 
through life without achieving any 
higher positions than that of hired 
men for "the jobbers who furnish 
them goods.

As I refer now to a class and not 
ta  individuals, you will none of you 
take offense at my statements, 
especially when I remind you of the

fact, which is confirmed by care
fully prepared and compiled statis
tics, that out of every one hundred 
men who engage in the retail grocery 
business in this country, only three 
remain in business fifteen years and 
achieve any decided measure of suc
cess. These figures are significant, 
because they emphasize the state
ment I have made repeatedly for 
many years, without its ever being 
challenged, that men without prev
ious experience in the business and 
men who have no especial fitness or 
adaptability for the business, have nc 
right to expect to succeed in an oc
cupation which, rightly conducted, is 
one of the most exacting in the en
tire range of mercantile pursuits.

Increasing the sales of a store is 
one of the most important objects the 
merchant can attain, because as soon 
as the right ratio between cost and 
selling price is established, increas
ing the turnover affords him the most 
feasible method of increasing his 
profits. I think more merchants are 
forced out of business through sell
ing too few goods than from any 
other one cause. There are, of course, 
many ways of increasing turnover, 
and great care must be taken to see 
that the expense account does not 
keep pace with the increased sales or 
no permanent advantage is gained by 
the increase in volume.

The average grocer is deficient in 
one or more of these respects:

1. He has not selected a desirable 
location for his store.

2. His stock is not adapted to the 
demands of his neighborhood.

3. He does not buy as judiciously 
as he should.

4. He does not display his stock 
so as to make prominent its most at
tractive features.

5. He does not ascertain the ex
act cost of doing business and then 
guage his prices accordingly.

6. He does not use the necessary 
tact in handling his customers.

7. He does not have a good un
derstanding with his credit custom
ers, but permits them to lap bills on 
him instead of balancing their ac
counts at stated intervals.

8. He does not employ price tickets 
to the extent he should, so that custom
ers may practically make their own 
selections, without feeling that they 
are encroaching too much on the time 
of the merchant or clerk.

9. He does not keep as thoroughly 
posted on market conditions as he 
should in order to buy economically 
and advantageously.

10. He does not have his business 
so systematized that he can tell in a 
few hours’ time where he stands, as 
he should be able to do.

11. He does not keep an annual 
inventory and a compiled record of 
daily purchases and sales in a fire 
proof safe, as required by the con
tract relations he sustains to the fire 
insurance companies which under
take to indemnify him in the event 
of loss by fire.

12. He does not make enough 
money to enable him to take the 
position, socially and morally, he 
should occupy as a purveyor of one 
of the most important products of

the earth, in consequence of which he 
suffers in the estimation of his 
friends and associates and does not 
become the factor he should be in 
the world’s progress.

Failing in one or more of these 
essentials, he is not able to train his 
clerks as they should be trained to be 
of the most service to him and to 
themselves.

He does not obtain the financial 
rewards which the diligent and in
telligent pursuit of an honorable oc
cupation deserves.

Why does this condition too often 
prevail in the grocery business? The 
answer is as plain as the nose on 
your face. Men j.ump into the groc
ery trade without previous knowledge 
of the business in the too prevalent 
belief that it is a short cut to a com-
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petence. Once in, they scorn the 
helpful features which would enable 
them to educate themselves for their 
occupations. I have in my mercantile 
library sixty books treating on cof
fee and over fifty books dealing with 
tea. Is there a grocer in Grand 
Rapids who has ever read a single 
book on either subject? I doubt it 
very much.

There is no more reason why a 
pharmacist should be carefully 
trained for his life work than a groc
er. Both have to deal with articles 
which go into the human stomach. 
No man can dispense drugs who has 
not put in long years of study and 
training—study in a college of 
pharmacy and practical training in a 
drug store. Until the same or similar 
safeguards are thrown around the 
grocer and grocery clerk, the busi
ness will never approach the dignity 
of a profession, as it should be, and 
will be regarded as a harbor of refuge 
for exploiters, triflers, greenhorns and 
men who have registered a failure in 
every other walk in life.

To some extent every man is privil
eged to judge himself and others by 
his own standards. When I started 
as a clerk in a grocery store back in 
1872—forty-six years ago—I fortu
nately obtained a copy of the Amer
ican Grocer, then, as now, published 
in New York City. Although my sal
ary was only . $10 per month, I im
mediately sent $3 to the publisher for 
a yearly subscription and I have 
never missed a copy of the paper 
since. Constant perusal of this pub
lication for nearly fifty years has 
given me an accurate knowledge of 
the grocery business which cannot be 
measured in dollars and cents, yet I 
can point my finger to dozens of 
grocers in this city who refuse to 
avail themselves of the assistance of 
a good trade paper and more yet who 
do not live up to their opportunities 
by reading and digesting the trade 
papers which they take and pay for. 
In this day and age the fearless trade 
paper is as good as an insurance pol
icy, becaue it protects its patrons 
from the frauds and cheats which 
find the non-trade paper grocer an 
easy victim, besides keeping him 
posted on market changes and pro
spective turns in prices which enable 
him to buy goods advantageously and 
sell them profitably. Hardly a day 
passes that I am not called upon to 
assist retailers who have signed 
promissory notes under the impres
sion that they were mere scraps of 
paper, subject to cancellation, recall 
or repudiation on the whim or caprice 
of the maker. In every case I can 
refer to the file of the Tradesman ahd 
show that the original holders of; 
these notes have been repeatedly ex
posed as fraudulent by the Trades
man, but the same answer always 
comes back to me, “I don’t think I 
read that issue of the paper.” In my 
opinion, a grocer who does not read 
his trade paper deserves to .be penal
ized good and plenty. Those fellows 
—and the wise ones who do not take a 
trade journal—are the chaps whom 
thè wily schemers who promote 
shady and swindling transactions are 
looking for.

Despite the ominous clouds which 
hang over the grocery trade in the 
form of mail order and chain store 
competition, I can readily discern a 
bright future in store for those mem: 
bers of the trade who look the situa
tion squarely in the face, make a care
ful inventory of existing conditions 
and immediately set their houses in 
order for the momentous changes 
which the future surely has in store 
for the grocery trade. In the re
adjustments incident to after-war 
times, long credits and uncertain 
payments will have to be abolished.

Credit should be allowed as long as 
it is a convenience, but not when it 
becomes an indulgence. There should 
be four regulations in a grocery store: 
first, that credit should be granted 
only with the understanding that set

tlement of the account is to be made 
at a definite time; second, that credit 
should be granted only to those who 
are in a position to meet the account 
promptly; third, collections of ma
tured accounts should be followed up 
regularly and persistently; fourth, 
there should be a centralization, of 
responsibility, or some one in author
ity, in the extension of credit and col
lection of accounts. All goods sold 
on credit are a loss until they are 
paid for.

Deliveries will have to be still 
further curtailed. The cost of doing 
business must be materially reduced. 
Buying in broken packages must be 
abandoned. Filthy stores must be 
renovated and made wholesome. Un
sanitary conditions and unclean 
looking merchants and clerks must be 
banished forever. As wages gradually 
recede from the present feverish war 
conditions to a peace basis, the cost 
of .living must be reduced and this 
will tend to educate the consumer to 
be more critical in his judgments and 
more exacting when buying his sup

plies. Those grocers who fall in line 
with the spirit of the age will profit 
by the good times coming. Those 
who persist in retaining the slipshod 
and slovenly methods of the past will 
find they will suffer in the estimation 
of their customers and ultimately 
join the 97 per cent, class who are 
lost in the shuffle. To which class, 
my friend, do you propose to belong?

E. A. Stowe.

Probable Effect of Peace on Tea 
Prices.

W ritten  fo r th e  T radesm an .
After the collection of figures and 

securing the opinions of those who 
are in a position to give forecasts that 
are of real value as to the tea market, 
now that peace is here, the following 
may be stated as the conditions exist

ing. The composite opinion of the big 
guns in the East and in the large 
Middle West markets is that tea will 
be more inclined to advance than to 
decline for the next ten months.

World conditions from reliable fig
ures are as follows: Great Britain in 
normal times carries from three hun
dred to five hundred million pounds. 
The stock there to-day is short one 
hundred million pounds. Russia, the 
last year they could receive shipments 
of tea, took over five hundred mil
lion pounds and it must also be re
membered that the Scandinavian 
countries, also Holland and Belgium, 
have been without tea for two and a 
half years. Shipments to South Amer
ica have been greatly restricted and 
their stocks must be very low—prac
tically nothing. In Australia—by the 
way, the greatest consumer of tea per 
capita in the world—stocks are below 
normal. This is also true of South 
Africa. So it appears that at the least 
calculation there is a shortage of vis
ible stocks in the world to-day of one 
billion pounds and here it may be

stated that the tea production of the 
world is, approximately, eight hun
dred million pounds per annum. It 
sufficient tonnage were available and 
the embargoes lifted at once, there 
would be an immediate demand for 
more tea than could be grown for 
over a year, which would have no 
other effect than to stiffen prices in 
the primary markets. Now that peace 
is assured there is* a general feeling 
that there will be tonnage available 
for shipments. From the best fore
casts there will be a greater shortage 
of tonnage in the next six months and 
possibly during the next year than at 
any time since 1914, since the world's 
total tonnage is about 7 per cent, less 
than it was then, notwithstanding the 
ship building that has been going on.

Troops must be returned to the 
United States, Canada, South Africa, 
Australia, New Zeeland, India and 
Japan. Evidence of the present need 
for ships is that the United States has 
commandeered the United Fruit Com
pany ships and the Pacific Mail ships, 
practically on the day the armistice 
was signed. A very large part of the 
world’s tonnage to-day. is more or less 
in bad condition, as these ships have 
been driven at high pressure for four 
years, with barely sufficient care being 
given to engines and without being 
docked.

Hence it appears that from these 
two principal factors—that is a de
mand for more tea than can be grown 
in the next year and from a lack of 
ships to carry it—there will be a stif
fening of the market. It is said to 
move a billion pounds of tea requires 
1,250 ships-or more than three ships 
per day for 400 days. E. J. Hart.

Combination Meats Defined.
The Food Administration’s con

servation order, prohibiting public 
eating places from serving more 
than one meat course or meat dish 
at a meai, does not apply to such 
established dishes as meat pies, hash 
and similar articles. The meat rule is 
aimed at securing conservation with
out eliminating from the menu Cer
tain combinations of scrap meats or 
varieties of meat by-products, un
suitable for export.

Among the combination meats 
specifically exempt from the rule are: 
liver and bacon, goulash, meat pies, 
meat cakes, hash, mince pie, larded 
sweetbreads, club sandwiches and as- 
sorted cold meats. In homes as well 
as in public eating places, the use J)f 
these meat products in preference to 
standard cuts which are adapted for 
export is a direct service to the liber
ated nations. It will also help Amer
ica to fulfill her food pledge of 20 
million tons to be shipped overseas 
by July 1, 1919.

Normal Bean Canning Authorized.
Following the announcement by 

the Food Admininstration early in 
November that sufficient tin plate is 
assured to permit the packing of 
beans in normal quantities, bean 
packers of the country will .be. 
lowed to operate a t, normal capacity 
during November, December.,, .^p'd
January*

MRS. MALONE AND THE CENSOR.

When Mrs. Malone got a letter from Pat,
She started to read it aloud in her flat.
“Dear Mary,” it started, “I can’t tell you much,
I’m chokin’ wid news thot I’d like to relate,
I’m chokin’ wid news that I’d like to relate,
But it’s little a soldier’s permitted t’ state.
Do ye mind Red McPhee—well, he fell in a ditch 
An busted an arrm, but I can’t tell ye which.

“An’ Paddy O’Hara was caught in a flame 
An’ rescued by—Faith, I can’t tell ye his name.
Last night I woke up wid a terrible pain,
I thought for a while it would drive me insane.
Oh, the suff’rin’ I had was the most dreadful t’ bear;
I’m sorry, my dear, but I can’t tell you where.
The doctor he gave me a pill, but I find
It’s contrary to rules t’ disclose here the kind.

“I’ve been t’ the dintist an’ had a tooth out 
Im sorry to leave you so shrouded in doubt,
But the best I can say is that one tooth is gone,
The censor won’t let me inform ye which one.
I met a young fellow who knows ye right well,
An’ ye know him, too, but his name I can’t tell.
He’s Irish, red-headed, an’ there with the blarney,
His folks once knew your folks back home in Killarney.”

“By gorry,” said Mrs. Malone in her flat,
“It’s hard t’ make sinse out av writin’ like that.
But 111 give him as good as he sends, that I will.”
So she went right to work with her ink-well and quill, 
And she wrote, “J suppose ye’re dead eager for news,
You know when ye left we were buyin’ the shoes;
Well, the baby has come, an’ we’re both doin’ well;
It’s a . . . Oh, but that’s something they won’t let me tell.”
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M ichigan R etail D ry Goods A ssociation. 
P res id en t—D. M. C hristian , Owosso.
F ir s t  V ice-P residen t—George J .  D rat*, 

M uskegon.
. Second V ice-P residen t—H . G. W end- 
land, B ay  City.

S e c re ta ry -T rea su re r—J . W . K napp, 
Lansing .

Some Buying and Sales Problems 
Solved.

To buy goods carefully and well 
is one of the secrets of good store
keeping, but keeping stock in fresh 
condition and well-selected is an art. 
The buyer who is forever trying to 
secure a lower price must give way to 
the man who knows the market and 
is not afraid to back his confidence 
with goods selected. A good buyer 
knows when to stop buying as well as 
he does when to buy. Over-buying is 
one of the mistakes of the most buy
ers. He must know the seasons and 
prepare a little in advance. He must 
know what is seasonable and what is 
going on in the market. In other 
words, he must be on the job.

Buying the right goods at the right 
time is the supreme test of a buyer’s 
ability. He must not alone know lo
cal conditions, but conditions the 
country over. Thus he has a wide 
range of observation and knows what 
is going on in a section removed from 
his own. He watches the markets and 
is always ready to look at samples of 
all salesmen who have goods to offer. 
He reads trade papers and the various 
sources of information devoted to the 
goods he has on sale. A buyer can
not learn this over-night nor can he 
acquire a buyer’s sense without many 
errors, made as a rule in good faith, 
but costly in the extreme.

A buyer, first of all, should sell him
self, for he is the test .upon which 
the judgment of those under him 
must come. If a line of goods is 
salable, he must be able to tell 
why it is, and what is expected of it. 
He must be a merchant and a good 
salesman, as a man cannot be a suc
cessful buyer unless he is a good sales
man. This is not a question of intell
igence, but experience backed up by 
knowledge of his line, for some men 
have little taste for lines outside those 
of which they have an inner know
ledge.

Careful supervision is always need
ed after goods are bought, for the buy
er’s responsibility does not end when 
he has bought the goods and placed 
them on sale. He must go further; he 
must actually sell them or know the 
reason why the goods bought in good 
faith do not sell.

To-day a department to be rated 
first-class in every particular must be 
prepared to be more than a mere trad
ing place. I t must be a semi-public 
institution, a place where accommoda

tion is rendered without compensa
tion. Many buyers figure this a mat
ter for a large store only, but this is 
a mistaken idea. The small store has 
just as great an opportunity to ren
der good service as the huge mercan
tile palace.

Buy goods as cheaply as possible, 
display and advertise as skillfully as 
you know how, employ first-class 
salespeople to sell them, but fail to 
keep your department, goods, fixtures 
and arrangements spick, span and 
clean, and you have wasted all your 
efforts. Dust, cobwebs and disorder 
spell ruination to business, and, as 
like begets like, you will find the 
slovenly storekeeper keeps a slovenly 
shop.

You will sell more goods and better 
goods if you keep your stock neat 
and clean. Do not show the standard 
of cleanliness by your own ideas, but 
from a woman’s point of view, look
ing well into corners, crevices, door- 
sills and other out-of-the-way places 
where dust and dirt are likely to 
accumulate. Remember, not even the 
untidy like to trade in a dirty store.

It takes only an hour or so a day, 
which you will find an hour of time 
well invested. The time to keep a 
store clean is all the time, and not in 
a haphazard manner.

Make a system of cleanliness as you 
do of other things in your business.

The price ticket or show card can 
truly be said to be the silent salesman 
of retailing. If you make it a point 
to placard all goods in windows, on 
your shelves and tables, you will 
find things working in your ^direction. 
A great many timid people hesitate 
to ask clerks prices. The price card 
overcomes this timidity and accom
plishes a two-fold purpose.

Care should be taken that these 
cards are not of a home-made nature, 
as a few dollars expended to have 
proper cards printed or painted will 
repay itself many times over; where
as the home-made or poorly lettered 
cards show slovenly storekeeping ana 
heap discredit upon the merchandise 
to be exploited.

As nearly as possible attempt to use 
a fixed form or card, near a standard 
style as regards lettering, size of card 
and design of letters. Destroy the 
rubber stamp or stencil, taboo the 
amateur card and invest a few dollars 
in properly printed tickets and show
cards. You will find this investment 
will repay itself many times.

Many times a buyer will ponder 
long and unsuccessfully to hit upon a 
suitable name for a sale. The first 
principle for a sale name is that it 
should be short, easily remembered 
and have a meaning. Some merchants

Art Calendars on 
Short Notice

We offer to merchants and bankers 
outside of Mason county a limited 
number of calendars with three color 
reproduction of one of Aden’s famous 
paintings. We have decided to accept 
but one order from each county, so 
there may be no conflict in the d is
tribution of this beautiful work of art. 
Sample and price sent on receipt of 
statement as to number of calendars 
desired.

TRADESMAN COMPANY 
Grand Rapids, Mich.

Guaranteed 
Prices on 
Good Goods

When you buy goods from 
“ OUR DRUMMER” cata
logue you don’t have to wait 
until the bill comes in before 
you know what you have to 
pay. You know it when you 
place the order. This is be
cause the prices you see in 
this catalogue are guaranteed 
for the time the catalogue is 
in force. This keeps them 
secure and stable and un
affected by market rises. If 
you are a merchant and want 
a copy of this catalogue you 
may have one upon applica
tion.

Butler Brothers
Exclusive Wholesalers ol 

General Merchandise

New York Chicago 
St. Louis Minneapolis 

Dallas

B L A N K E T S
Get prepared for the cold weather, and get in your supply of wool 

blankets—our stock is complete.
THESE ARE SOME OF OUR SPECIALS:

66x80 Plaids, assorted colors......................................................  $7.00
70x80 Plaids, assorted colors...............................................................  6.00
70x80 Plaids, assorted colors...............................................................  6.75
66x80 Grey, assorted borders...............................................................  5.50
68x80 Grey, assorted borders.. ............................................ 6.50
64x76 Woolnap Grey, assorted borders, 2 inch silk bengaline bind

ing, weigh 3 pounds, per. pair at.........................................  3.75
CAMP BLANKETS

66x78 Grey, $4.00 value, now .............................................................. 3.75

| Quality Merchandise—Right Prices—Prompt Service"] 
PAUL STEKETEE & SONS

WHOLESALE DRY GOODS GRAND RAPIDS, MICH.

Wilmarth show cases and store fixtures in W est Michigan's biggest store

In Show Cases and Store Fixtures Wilmarth is the best buy—bar none
Catalog—to merchants

WILMARTH SHOW CASE COMPANY 
1542 Jefferson Avenue Grand Rapids, Michigan

M a d e  I n  Grarld R a p i d s
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make the fatal mistake of running a 
sale with no definite object in view; 
this tends to weaken the sale you may 
run when next you have a real and 
true reason for holding one. The fol
lowing list of names will be found 
handy when you contemplate holding 
a. special sale. We suggest it be filed 
for future reference:

Feature Sale.
Dollar Sale.

(All goods marked $1 or a mul
tiple thereof.)

Sensational Sale.
(Let this sale uphold the name.) 

Season-End Sale.
(Hold same at the end of your 
regular season as a fixture each 
year. Once started, this must be 
continued.)

Mid-Month Sale.
Month-End Sale.
Expansion Sale.

(To be held when new space is 
taken or when you branch out.) 

Make-Room Sale.
Clearance Sale.

(Be sure the goods offered will 
not be sold again.)

The Sale of Sales.
Early Season Sale.

(On goods not quite in season, a 
little price inducement being of
fered to force the sale so early in 
the season.)

Demonstration Sale.
Hold as many demonstrations as 
possible, thus carrying out the 
import of the sale’s name.)

Fall Opening Sale.
(Also Spring, Summer and Win
ter.)

Old-Fashioned Rummage Sale.
Whirlwind Sale.
The Ideal Sale.
The Live-Wire Sale.
The Quality Sale.
The Surprise Sale.
Make sure when you hold a 

sale, that the general appearance of 
your section is somewhat altered, so 
a person coming into it will be im
pressed with the changed appearance 
due to the inroads and force of the 
sale being held.

Above all, don’t forget a generous 
line of publicity in connection with 
any sale you may hold.

Men’s Wear in Suspense.
The condition which can best help 

the wool manufacturing industry in 
its present dilemma is some basis for 
assurance that whatever level is es
tablished for cloth will be relatively 
stable. As the men’s wfcar market 
stands now everyone seems to be act
ing on the assumption that prices will 
be lower. Mills have scant, if any, 
business ahead and while buyers hold 
to their present outlook, they cannot 
be persuaded to place orders. All 
agree that the problems now before 
the Washington authorities are more 
difficult and of more consequence than 
any tackled during the progress of 
the war.

A representative manufacturing 
clothier stated yesterday his belief 
that a large business awaited the pri
mary market as soon as there were 
good reasons to believe that prices 
quoted would not be shaded before the 
season ended. How this was to be

achieved he could not say except in 
a suggestion that if the market could 
start 1919 on a really low basis buy
ers might be persuaded that the only 
likely change would be an advance 
and they would then buy promptly 
and in good volume.

Clothiers are not persuaded that 
they can make their bread and butter 
on a $50 suit. They believe that they 
should be able to offer something 
serviceable at $25. They say that 
men will not, as a class, pay out a 
week’s earnings for a suit of clothes 
more than once or twice.

While buyers want to reduce the 
level of the market so that they can 
buy reasonably, wool growers want 
to hold up the level so that they may 
get large returns from their flocks. 
Manufacturers, as a class, are in a 
middle ground. They do not hold 
large stocks and their impulse, there
fore, springs merely from a desire to 
get business on a working basis.

If prices are left too high, they see 
the likelihood of importations and 
foreign competition which will shut 
up their plants. Already the domestic 
industry’s growing export trade has 
received a setback and cancellations 
have been reported from South Ameri
ca. The whole market is in a state 
of suspense.

Shodldly is Wool.
There is a popular impression 

among consumers that “shoddy” is not 
wool. In these times shoddy is not 
an uncommon thing in garments and 
it is difficult for any but a cloth ex

pert to discover whether re-worked 
wool has been used in a piece of 
goods. It is a fact that when a fair 
proportion of virgin wool is worked 
in with shoddy it makes a satisfactory 
cloth that will give good service to 
the wearer.

Shoddy as a name for re-worked 
wool was dropped for a time be
cause of a wrong, but generally ac
cepted, interpretation of its meaning. 
The dictionary defines shoddy as a 
“fiber re-manufactured of shredded 
rags of soft woolen fabrics.”

Therefore, those who adhere to an 
“all wool” standard in their adver
tising need have no fear of misrepre
sentation. It is simply a matter of 
clearing up the point with the cus
tomer.

Yams More Unsettled.
Cotton yarn markets have been 

further unsettled by the progress 
made in discontinuing Government 
contracts and the difficulty of induc
ing buyers to take hold of civilian 
business on the price levels spinners 
will consider. Yarn merchants say 
they are beginning to receive more 
requests to assist in the sale of yarns 
than they have received in many 
months showing the trade that many 
mills will soon need business. The 
volume of coarse yarns on the market 
is unusual and many numbers can not 
be disposed of quickly. Some of the 
fine numbers have also accumulated 
fast owing to the cancellation of 
Government contracts for1 special 
cloths.

SERVICE QUALITY

Semi-Annual House Sale Still On
/^ V U R  DECEMBER HOUSE SALE has exceeded all previous house sales con

ducted by us in point of interest, importance and volume of transactions. 

Notwithstanding the large amount of goods purchased the first three days of this 

week, we still have undepleted stocks in every department, with a few minor ex

ceptions, so that those merchants who visit the house Thursday and Friday of this 

week are assured of their ability to secure selections from our bargain list which 

will be greatly to their advantage, because it will place them in a position to meet 

the most strenuous competition and offer their customers unusual bargains in season

able goods at a time when bargains are sought and appreciated.

GRAND RAPIDS DRY GOODS CO.
Exclusively W holesale Grand Rapids, Michigan

QUALITY SERVICE
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Michigan Poultry, Butter and Egg A sso
ciation.

P resid en t—J . W . Lyons, Jackson. 
V ice-P residen t—P a tr ic k  H urley , D e

tro it.
S ec re ta ry  an d  T rea su re r—D. A. B en t

ley, Saginaw .
.Executive C om m ittee—F. A. Johnson, 

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

Condemns the Grocer As a Handler 
of Eggs.

San Francisco, JMlov. 21—Twen
ty years ago, when I began to preach 
the “Swat the Rooster” doctrine, quite 
a number of my Kansas farmer 
friends used to come to my office and 
say: “John, you are crazy. Don’t you 
know that unless the hens are accom
panied by a rooster we would have 
no eggs?”

Time and again I have had to show 
them how densely ignorant they were, 
so far as the production of eggs was 
concerned. I think I would be safe 
in saying that twenty years ago 75 
per cent, of the Kansas farmers be
lieved that the rooster had more to 
do with the making of an egg than 
the biddy who produced i t  Now that 
the doctrine has become popular they 
realize that I was a few years ahead 
of the times.

This by way of preface.
The Department of Agriculture es

timates that the loss due to rotten 
eggs amounts to $122,000,000 per year. 
The estimate is entirely too low. In 
my opinion, it is nearer $200,000,000.

The preaching of food conservation 
is being put before the American pub
lic but as far as it applies to eggs it 
is time wasted.

After thirty years at the buying 
end, and now five years at the selling 
end, I am sure there is only one way 
to prevent this loss.

By eliminating the grocer as a fac
tor in the egg business you do away 
with its evils. If the same policy were 
adopted in the buying of eggs that is 
followed in the buying of cream, rot
ten eggs would soon be a reminis
cence. I know that people are saying 
there is a decided improvement in 
quality. The men who say this are 
talking through their “chapeaus.” If 
they had stood beside me for the past 
three weeks and watched me candle 
Minnesota, Nebraska and Kansas 
eggs they would change their minds. 
Our egg man has had the influenza, 
and I have had to take my turn at 
candling.

If the middle west shipper would 
refuse to allow the grocers to touch 
eggs- and buy the eggs direct from 
the farmer, paying for nothing but 
fresh eggs, they could educate farm
ers into believing that an egg is not 
a fresh egg when two weeks old.

In my time in Kansas, to a grocer 
an egg was an egg as long as it had a 
shell. Age or condition never entered 
into the transaction. To the grocer 
a rotten egg was worth just as much 
as a fresh one because he could un
load it on some unsuspecting shipper 
for full value. I could write a volume 
on this subject, but just now I am 
only going to hit the high places.

The putting of a candler’s tag with 
an article on food conservation on top 
of an egg case does not make a stale 
egg fresh. H ie fanners in the Middle 
West have not changed and, what is

more, they never will change until the 
country storekeeper is out of the egg 
game.

Why is it that to-day a Petaluma 
ranch egg is selling in New York City 
at 94c per dozen, while your Kansas, 
Nebraska and Iowa so-called fresh 
eggs are selling around 58c? Simply 
because, as stated previously, the Pet
aluma egg is produced to-day, mar
keted to-morrow and on the consum
er’s table the next day.

The Petaluma egg is not bought 
through a grocer—not on your green 
shirt waist. The buyers have their 
houses in Petaluma, and let me tell 
you that the Petaluma poultryman is 
too wise to his interests to think he 
can hold his eggs and market them 
as fresh.

I wish I could take the readers of 
the Tradesman into a candling room 
and show them a Petaluma fresh egg 
as compared with a so-called fresh 
egg from any of the Middle Western 
states.

A Middle-West egg ought to be the 
best egg in the country, as it is a 
grain-fed egg, whereas out here corn 
is a scarce article.

While I am not attempting to qual
ify as a prophet, just mark my words: 
As surely as I write them, it is only 
a question of time until the grocer 
will be a thing of the past so far as 
the buying of eggs is concerned.

The same thing applies to the dis
tributing end. My idea is for the 
wholesaler to establish retail depots 
and sell eggs direct to the consumer. 
That this will come about in time I 
am just as confident as that the gro
cer will cease his operations at the 
buying end. Every wholesale dis
tributor of eggs knows that hereto
fore the grocer has been the curse of 
the business. He would buy two 
cases of fresh and three cases of stor
age eggs and mix and sell them all 
as fresh. Hie doesn’t dare do this 
now. The Food Administration would 
get his goat if he attempted it. But 
the war will soon come to an end, and 
possibly some of the restrictions in 
the handling of foodstuffs will be 
withdrawn.

I believe that I will still be in the 
egg game when the curse of the egg 
business, the grocer, will hav& been 
eliminated as a factor in the egg game 
at the buying end, also at the selling 
end. Speed the day, say I.

Yours for better eggs.
John Stewart.

Porterville, Cal., advices state that 
bonanza wages are being paid for 
packing house labor and pickers 
who are handling the crop of Wash
ington navel oranges. Experienced 
workers are making from $8 to $10 per 
day. Pickers in the orchards where the 
crop is short are making on a guaran
tee of $4.50 per day minimum. Despite 
the price of 10 cents per box, which is 
being paid for packers, there is still 
some shortage of this class of labor. 
Most of the packing plants are offer
ing a bonus to their employes who 
remain to the end of the season.

I f A R I T O Q S  OUR O W N  MAKE H A R I I E m O  H and o r  M achine Made
Out of No. 1 Oak leather. We guarantee them 

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

SH ERW O O D  HALL CO ., LTD .
Ionia Ave. and Louis St. Grand Rapids. Michigan

BARLOW  BROS. Grand Rapids. Mich.

Knox Sparkling Gelatine
A quick profit maker 

A steady seller Well advertised 
Each package makes 

FOUR PINTS of jelly

Watson-HiggmsMlg.Co.
GRAND RAPIDS. MICH.

Merchant
Millers

Owned by Merchant*
i
Products sold by 
Merchants
Brand Recommended 

by Merchants

NewPerfectìonFlour
Packed In  SA X O LIN Paper-lined 

Cotton, Sanitary Sacks

BW e B uy T ?  W e Store 1 7  W e Sell 
G G S  E / G G S  J l r G G S

We are always In the market to buy FRESH EGGS and fresh made 
DAIRY BUTTER and PACKING STOCK. Shippers will find It to their  
Interests to communicate w ith us when seeking an outlet. W e also offer 
you our new modern facilities for th e storing of such products for your own 
account. Write us for rate schedules covering storage charges, etc. WE 
SELL Egg Cades and Egg Case material of all kinds. Get our quotations.

KENT STORAGE COMPANY, Grand Rapids, Michigan

MOORE’S
LAXATIVE COLD TABLETS

The best known treatment for COLD and GRIPPE contains 
BROMIDE OF QUININE, retailing 25 tablets for 25 cents.

Right now is the time to get in your winter supply. We can 
furnish you with a full line of Proprietary Medicines as well as a com
plete line of staple drugs.

We specialize on Grocery Drug Sundries and have made a study 
of the needs in this line of General and Grocery stores, we can therefor 
give the best of satisfaction and service.

THE MOORE COMPANY
TEMPERANCE, MICH.

Egg Candling Certificates
One must be used in every case of eggs sold by the merchant to ped

dler, wholesaler or commission merchant. Not to do so is to subject the 
seller to severe penalties. We can furnish these forms printed on both 
sides, to conform to Government requirements, for $1 per 100, postage pre
paid. Special prices in larger quantities.

TRADESMAN COMPANY
GRAND RAPIDS



D ecem ber 4, 1918 M I C H I G A N  T R A D E S M A N 19

Tub of Butter Brings $420.
One of the interesting features at 

the Iowa Buttermakers’ Convention 
at Cedar Rapids, Iowa, last week was 
the sale of a 20-pound tub of butter 
for $420. The Association decided to 
give the proceeds of one of the ex
hibition tubs to the American Na
tional Red Cross. Frank Brown, the 
inimitable auctioneer, was in charge 
of the sale and after the opening bid 
of $5 per pound the price went up 
with leaps and bounds and the tub 
was finally knocked down to Samuel 
Bingaman of G. M. Rittenhouse & Co. 
of New York City at $21 per pound, 
amid the wildest kind of enthusiasm. 
That was the highest price ever 
known to have been paid for a tub of 
butter. Mr. Brown called Mr. Binga
man to the platform and introduced 
him to the convention. The occasion 
was fitting for a speech and Mr. Bing
aman did not hesitate to give one of 
his patriotic talks, impressing upon 
the audience that no sacrifice was too 
great to honor and help the men who 
caried our flag to victory. He spoke 
of his peculiar interest in the war be
cause he had two boys in France, one 
of whom was wounded.

After paying for the tub of butter 
and getting a receipt from the Red 
Cross, he gave the butter back for 
resale. Again there was lively bidding 
and in finally went to J. G. Cherry 
of Cedar Rapids, at $16 per pound.

Deciduous Crops’ Value $40,000,000.
The 1918 California deciduous fruit 

crop, it is estimated, will be valued at 
around $40,000,000. Statistics of the 
California Fruit Distributers show 
that to date 37,075 carloads of fresh 
deciduous fruits have been shipped 
from California to points outside of 
the State, in comparison with 34,628 
carloads for last year. The increase 
is nearly 3,000 carloads.

Most prominent among the Cali
fornia fruits are grapes, which report 
16,065 carloads. Information from 
the distributers indicate fifteen or 
twenty cars are yet to go forward. 
Last year grape shipments totaled 13, 
943 carloads. The buying power of 
the East was greatly augmented by 
war prosperity, and some fruit sold 
for twice as much as it brings in nor
mal seasons. Grapes have sold at 
from $1,600 to $2,500 a carload. Cher
ries this year brought up to $3,500 a 
carload. Peaches probably went the 
lowest, ranging from $800 to $2,200 a 
carload. Last year’s deciduous fruit 
crop sold upward of $30,000,000.

a most pleasing and obliging sort of 
way as if he were delighted to have 
the privilege of handling the eggs. 
But if you could have gotten that 
merchant off to one side and could 
have let him say to you just how he 
felt about the summer egg trade with 
farmers he would have told you—well, 
all of the things he would have said 
about those eggs would not do to 
print—but, mildly he would have giv
en you to understand that if he could 
have afforded it he would have much 
preferred to have taken those eggs 
to the back door and dumped them 
out than have to bien bothered with 
them. This proposition in itself is 
only one of the strings with which 
the small country merchant has been 
enabled, according to his ideas, to 
hold his country trade. And if you 
had asked him to dispense with the 
proposition, to buy on the candle 
basis only, and even do some educa
tional work which would make this 
sort of a process easy for him, he 
would have dismissed the subjest as 
a matter of impossibility. At the 
same time, if you had suggested to 
him the turning of the country pro
duce business over to some one man 
in town and letting him pay cash and 
buy on a quality basis he would have 
told you that could not be made to 
stick or that the merchants had tried 
it and it did not work. Somehow, we 
have always felt that it was the duty 
of the country merchant and the gen
eral store operator to do their share 
toward improving the quality of eggs 
throughout the country, and we hope 
to see the action of the Government 
continued with reference to the pur
chase of eggs on a strictly quality 
basis only.

The action of the Government, 
compelling the purchase of eggs on a 
candled basis, on the part of grocers 
and others, should have done much— 
and doubtless did do much—towards 
relief of the customary bad-egg situa
tion in the summer and the attendant 
loss, usually borne by the grocer or 
country merchants, resulting from 
this custom of taking the farmers’ 
eggs for tip-top quality, whether they 
are or not. The writer remembers 
well that previous to this year, or at 
least previous to the last two or three 
years, the owner of a country grocery 
store would meet the farmer at the 
door and take his butter and eggs in

In a number of states, and in line 
with the organization movement in 
the poultry industry as a whole, 
branches of the American Poultry 
Association have been organized and 
a state poultry advisory committee 
formed, the purpose of this committee 
being to co-operate with the state 
food administrator and the state 
council of defense. In South Dakota 
the committee is composed of a repre
sentative of the State Poultry Asso
ciation, a man from the poultry ex
tension department of the state agri
cultural institution, the state dairy 
and food commissioner, a representa
tive of a farm paper, a commercial 
poultry breeder, and George Buck, a 
produce dealer in Watertown. The 
idea in the committfee, of course, is 
to work for such things as will tend 
to increase the production of poultry 
and thus add to the meat supply of 
the world.

Ice cream may be served for des
sert in France, provided it contains 
no sugar, no milk, no eggs and no 
flour. What is it they make ice cream 
of over in France?

A Cincinnati woman opened a 
matrimonial agency and married the 
first man who applied. The concern 
is closed now.

\l

Bel-Car-Mo 
Peanut 
Butter

P l e a c e e  t h e  ,s delightful Peanut
(  i c a j C )  f l i c  Butter In air-tight tins
f n c t n m e r  ranging in she fromc u s to m e r  , lg J00 poun((s.

Quality guaranteed.

Order from your Jobber

An Unequalled 
Opportunity

For Sale: Modern Fully Equipped 
Beet Sugar Factory

Located in the heart of the finest beet 
growing district in the West. Irrigated 
lands that never fail. Present contracts with 
beet growers can be continued. Operated 
last season.

Factory is new. Kilby design, modern and 
complete in every detail. Slicing capacity 
600 tons daily. No money necessary for 
equipment to start operations.

If desired plant could be moved.
WILL SELL THE W HOLE OR 

HALF INTEREST
For full information address:

BEET SUGAR FACTORY,
Care of Michigan Tradesm an, Grand 

Rapids, Mich.

T he H oliday Flavor
for cakes, desserts and can
dies.

Mapleine
The Golden Flavor 

makes plain, war-time reci
pes delicious.

Order yours today of your job
ber or Louis Hilfer Co., 1205 Peo
ples Life Bldg., Chicago, III.

C rescent Mfg. Co. 
(M-346) Seattle, W ash.

Arsenate of Lead, Paris Green,
Arsenate of Calcium, Dry Lime Sulphur. 

Our prices will interest you.

Reed & Cheney Company
Grand Rapids, Michigan

The “Little Gem” Battery 
Egg Tester

W rite for catalogue and prices.
We have the best.

S. J. Fish Egg Tester C o , Jackson, Mich.

Rea & W itzig
Produce

Commission Merchants
104-106 West Market St.

Buffalo, N. Y.

Established 1873

United States Food Administration 
License N um ber G-17SM

Shipments of live P o u l t r y  
wanted at all times, and ship
pers will find this a good mar
ket. Freah Eggs in good demand 
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.

E. P. MILLER. President F. H. HALLOCK, Vice Pres. FRANK T. MILLER. Sec. and Tress

M iller M ichigan P otato  C o .
WHOLESALE PRODUCE SHIPPERS

Potatoes, Apples, Onions
Correspondence Solicited

Wm. Alden Smith Bldg. Grand Rapids, Mich.

When a young man climbs into a 
barber chair to be shaved for the first 
time, he feels like a bare faced fraud.

Onions, Apples and Potatoes
Gar Lots or Less
We Are Headquarters 

Correspondence Solicited

Vinkemulder Company
GRAND RAPIDS MICHIGAN
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Children Who Fly into Fits of 
Passion.

“Whale it out of ’em!” I hear some 
man say.

“You can cure tantrums with lov
ing kindness,” says one gentle mo
ther.

“You must be patient and reason 
with the child,” says yet another.

Well, I would be the last to say a 
word against the use of reason and 
loving kindness, and reluctantly I 
admit that there may be times when, 
owing usually to previous ignorance, 
neglect, or mismanagement by the 
parents, the physical shock of actual 
corporal punishment may serve the 
purpose. But in the case of genuine 
“tantrums” none of these thing suf
fices. Reason and loving words fall 
upon deaf ears, and blows only ag
gravate the trouble. What then?

Many years ago when I was a 
kindergartner in a social settlement,
I had an experience—one among 
many—with a child given to tantrums, 
which may be helpful to some of the 
mothers and teachers who read these 
articles. I am especially gratified 
to find that the treatment which I 
stumbled upon then almost by ac
cident is recommended by a noted 
physician, expert in the treatment of 
children. I came to it after many 
hopeless days of struggle and when 
I wa$ about at the end of my re
sources.

A little girl of four, thin, dirty, ner
vous, but affectionate, bright, and 
decidedly winning as a rule, was one 
who sat at my table of ten. Deci
dedly winning and attractive—except 
when she fell into a tantrum, as she 
did infallibly upon the smallest pre
text—often without any apparent pre
text at all. Crossed in the slightest 
way, she would instantly slide off her 
chair on to the floor and there kick 
and scream and demoralize the whole 
room.

At first I tried love and kind words. 
I might .as well have talked to a 
wildcat. She hardly heard me. Al
though she was very fond of me, she 
would kick at me and seemed en
tirely beside herself. Reasoning was 
quite useless. I tried putting her in 
a room by herself. (No, I did not 
shut her in a dark room or closet. 
That is a wicked thing to do, and 
often causes mischief that lasts a 
lifetime.) In cases of ordinary mis
behavior it is very effective to exclude 
a child from the company of the 
others—“We are happy in this place, 
and when you can behave yourself 
you may come back to us.” Not 
so with this little girl; it only made 
the tantrum worse, and she would

scream in there alone until she was 
almost in convulsions.

And as for “whaling”— she had 
plenty of that, with even less satis
factory results. I went to see her 
mother, who said when I asked if 
Eva had tantrums at home:

“Ah, yes. She has those bad things 
here. I lock her up; I whip her till I 
can’t whip any more. I kill her off 
some day—she is so bad.”

I knew, in a way, that her trouble 
was partly due to her physical con
dition—ill-nourished, thin, anemic— 
and to her bad training at home; 
but I had in mind, too, the child of 
some wealthy friends in a suburban 
home, who was robust and well fed, 
and pretty well trained—he had tan
trums, too.

For several weeks I labored over 
the problem, but two or three times 
a week we would have one of these 
really terrible fits, of passion. She 
improved a little in the kindly at
mosphere of the place, but I knew I 
had not reached the real cause of the 
trouble.

One day Eva had the worst attack 
I had ever seen, and ,1 was nearly 
in despair. What could I do to help 
her, and especially to mitigate the 
nervous fatigue she always showed 
after these fits were over?

I leaned over and picked her up in 
my arms, fighting, kicking, screaming 
at the top of her lungs, and started 
from the room. In the doorway as 
I passed, one of the wisest of kinder- 
gartners I have ever known said:

“Let’s try some cold water.” It 
was only a chance idea with her, and 
I so accepted it.

She helped me carry the child to the 
wash-Foom, held her head to keep 
her from biting me, as she was try
ing frantically to do, and together, as 
gently as we could, we bathed the 
face, neck, and hands of the poor 
little thing with cold water.

It was like magic. Instantly she 
stopped, and did not object in the least 
as we bathed her thus for several min
utes. It seemed to soothe the poor 
little tired nerves and help her to 
compose herself.

The next time an attack began I 
was prompt with the same treatment, 
with the same quick result. It was 
a remedy. The attacks became less 
frequent. Sometimes when she came 
in in the morning looking tired and 
dirty, I gave her a cracker and a cup 
of milk, and washed her face and 
hands, and particularly the back of 
her neck, with cold water. On those 
days she would have no tantrum. The 
attacks became less frequent, and grad
ually she outgrew them altogether.

I have since seen many children, in

and from homes of all kinds, who 
were subject to those extraordinary 
attacks. In every case where I could, 
I have used or recommended this 
treatment, and in every case it has 
been helpful, to say the least.

Generally speaking, tantrums are 
fits not of temper or “pure cussed
ness,” but of nerves, and must be 
treated as such. True, sometimes 
they are due ‘solely to badly trained 
temper and over-indulgence. Such 
cases are relatively few, however, and 
of an entirely different nature, and 
you may well give the child the ben
efit of the doubt. Dr. Robert N. 
Tooker, a specialist in the diseases of 
children, in one of his books treats 
tantrums under the head of “Signs of 
Sickness,” and attributes them to irri
tability of the brain, which, he says, 
“may easily be carried to actual in
flammation unless great care is taken 
to arrest the paroxysm. It is useless 
to argue with these children. To at
tempt to reason with them only makes 
matters worse. I have found nothing 
so certain to afford relief as bathing 
the head in cold water. Wet a towel 
in cold water and swathe the head 
with it. I have rarely had to repeat 
this prescription, or to continue the 
treatment more than a few minutes.” 

Many children do not have tan
trums. ' When my own little boy 
came I had had so much experience 
with these things in the kindergarten 
that I was forearmed and devoted 
much pains to training him in self- 
control. To-day I came upon Dr. 
Tooker’s book, “All About the Baby,” 
and found the words quoted above.

In another book, not so well known, 
there were these further recommen
dations: Regularity in life, plenty of 
out-of-door play, out-of-door sleep
ing, rest periods, nutritious diet with 
due attention to mineral and laxa
tive foods, and relaxing exercises; 
plenty of music, rhythm work, such 
as dancing, marching, and gymnastic 
exercises with music; happy stories 
and pictures at bed-time.

To give up to a tantrum the first 
time is to lose the first battle in a 
struggle that means the life-welfare 
of a human being. In the case of lit
tle Eva we led her back over a long 
and difficult up-hill path to com
posure. It need not have been so had 
a wise mother met the difficulty with 
the right treatment at the outset.

Prudence Bradish.

The Call for Aprons.
During the last few months the 

sale of both white and colored aprons 
has been exceedingly large, but at 
present it has fallen off to some ex
tent, although manufacturers have 
about all the orders that they 
can handle. In this line, like many 
others, the call seems to be for the 
better grade of merchandise, especial
ly in the white goods. Now that wo
men are taking the places of men as 
waiters in a number of hotels through
out the country, it is expected that 
the call for aprons from this source 
will be greater than before.

Don’t climb so high that the 
world will not see you when it 
wants to remove the ladder.

T o Every Man W ho Sells Fleischmann’s Yeast

ne m o m
3

During this Holiday Sea
son the bells are sound
ing a deeper note of lib
erty, of loyalty and of 
devotion to our common 
cause.

More than ever, we ap
preciate the spirit of co
operation and good will 
you have shown us.

Our best wishes for your success during the New Year.

THE FLEISCHMANN COMPANY
“Fleischmann’s Yeast” “Fleischmann’s Yeast”

TALK
Over Citizens Long Distance 

Lines
Connecting with 250,000 Telephones 

in the State. 117,000 in Detroit.

COPPER METALLIC CIRCUITS

USE C IT IZ E N S SERVICE
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CLEMENCY TO CRIMINALS.

It Amounts To Condonation of Their 
Crimes.

It is vital to the discussion of a 
just peace that the point of view of 
any particular writer be ascertained, 
so that proper weight be given to 
the utterance.

There are some who have had 
none of their kith or kin in the war, 
who have never experienced the 
dread that their sons might be blind
ed or maimed or killed or, worst of 
all, taken prisoner by the enemy, and 
who are now loud in their demands 
that “the poor Germans be fed,” or 
that “the Turks, many of whom we 
have met and know to be gentlemen, 
be not held to answer for the doubt
less exaggerated reports of massa
cres of revolutionary Armenians dur
ing the war.” They prate of clemency 
to a surrendering foe and make no 
account of the sufferings and ruin 
they have never felt or appreciated.

On the other hand, those of us who 
had sons in action, who know from 
eye-witnesses of the crucifixions and 
torturings of men taken prisoner by 
the Germans, who have read the 
French and Bn^tish official reports of 
German barbarities, and the Bryce 

'report of Armenian massacres must 
be given credit if we demand justice.

The pacifist is as dangerous to the 
general welfare to-day as he was be
fore the war. The sheep’s clothing 
of an alleged Christianity is a mere 
cloak. He is a pro-German still with 
all that the hateful term implies.

Pardon implies repentance. Clem
ency imports worthiness. Neither 
German nor Turk manifests either 
condition.

The retreat of the Germans, since 
the armistice, has not demonstrated 
their repentance. The released pris
oners returning to the Allied lines 
are additional arguments, every one, 
against clemency.

The Turks surrendered, but 15,000 
more Armenians have been massa
cred since the surrender.

The parents of America, the wid
ows, the fatherless, must be heardj 
and their voice demands justice. They 
ask no vengeance. That were un
worthy of the spirit of the gallant 
dead. “An eye for an eye” might be 
to lower us to the Hunnish level. 
But justice is something which every 
man can understand. In countries 
where the jury system is established, 
it is understood that he who does a 
wrong must pay damages. He must 
restore the one injured to his condi
tion before the wrong was done or 
pay a reasonable equivalent as dam
ages. When the wrong rises to the 
iniquity of being a crime, then the 
person as well as the pocket of the 
offender becomes answerable, and 
personal suffering may be necessary 
in partial expiation of the offence.

This is human justice. Divine jus
tice we cannot and dare not arrogate 
the right to exercise—although hu
man clemency imports into human 
justice that element of forbearance 
and forgiveness that we believe char
acterizes divine justice. But so far 
as the conditions of divine justice are

revealed, penitence and repentance 
are prerequisites to pardon.

Shall, then, the households of 
Amrica continue to endure the bur
dens of taxes, the increased cost of 
food and rent and labor, the self-de
nial of food, just to “feed the poor 
Germans,” .whose present food sup
ply is sufficient on their own official 
showing to last until May, 1919?

We are all willing to pinch and 
scrape and go without to relieve the 
necessities of the victims of the Teu
ton war lust. It is but the aftermath 
of the Great Crusade.

But the command, “Love your ene
mies,” did not mean carte blanche to 
crime, nor put an end to retributive 
justice, nor dispense with the safe
guards against criminals essential to 
the security of society in a city or 
State or among nations.

What, then, does justice require?
1. As to criminal acts.
The maxim, inter arma leges silent, 

does not apply when the rules of in
ternational law governing war be
tween civilized nations are broken 
and disregarded. Massacres, robbery, 
piracy, bestiality are not excused be
cause committed in warfare.

The published desire of the German 
people to “clear its own conscience” 
by an investigation by impartial men 
of accusations of breaches of inter
national law by Germany may be ac
cepted as a consent to the trial of per
sons accused before a high court of 
justice, internationally constituted.

Such a court should be given pow
er to arraign, to try, and to punish. 
Its decrees should be enforced, if nec
essary by the military powers of the 
Allies.

2. As to the acts of pillage, ra
pine, and destruction.

A commission of appraisal of dam
age, internationally constituted and 
with powers.of effectuating its awards 
could hear testimony, view the locali
ties affected, and assess the damages.

Where restoration is practicable, 
German labor, fed, but underpaid, 
should be conscripted and made to 
dig and plant and build where they 
blasted and cut down and destroyed.

Where the fertile soil is gone and 
the trees destroyed, and reparation in 
money is the only remedy, the assess
ment should be promptly made and 
promptly paid.

Are such suggestions any more or 
any less than just? And is not jus
tice the highest plane to which the 
Allies and the United States can be 
asked to rise at present?

I repeat, the parents, widows and 
fatherless of the land are entitled to 
a voice in this debate between jus
tice and clemency as the determining 
factor of the peace about to be nego
tiated.

Remember the words of the three 
Mayors: “To forget would be to con
done.” Not the voice of the living 
mourners alone should be listened to, 
but also the voices of those whom 
they mourn.

Clemency to the criminals would be 
condonation of their crime.

Henry W. Jessup.

Money gets tight occasionally, but 
you rarely see it lying in the gutter.

Burleson Cuts Night Telegram Rates.
While Mr. McAdoo is raising the 

express rates, Mr. Burleson is cutting 
down the telegraph schedule of 
charges. Queer, isn’t it, with all the 
money coming from the people and 
going into the public treasury?

Mr. Burleson’s order takes effect 
Jan. 1, 1919, and reduces night mes
sage rates, the net result of which is 
to enable Atlantic Coast and Pacific 
Coast States to intercommunicate for 
50 cents. The lowest charge hereto
fore has been $1.00.

This night message telegram will 
cost a minimum of 20 cents for ten 
words and 1 cent for each extra word 
for the shortest distances, and 50 
cents for ten words and 2 cents for 
each extra word for the longest dis
tances. A comparison of the day 
rates for ten words with the new 
night message rates puts the matter 
in a nutshell, as follows:

Where day message rate is 25-2, 
night message rate is 20-1.

Where day message rate is 30-2, 
night message rate is 25-1.

Where day message rate is 35-2, 
night message rate is 25-1.

Where day message rate is 40-3, 
night message rate is 30-1.

Where day message is 50-3, night 
message rate is 35-1.

Where day message rate is 60-4, 
night message rate is 40-1.

Where day message rate is 75-5, 
night message rate is 45-2.

Where day message rate is 100-7, 
night message rate is 50-2.

Other night message rates remain 
as at present.

“A very great increase of traffic be
tween distant points is expected to 
result from this low rate,” says Mr. 
Burleson. “A letter may take four or 
five days with no alternative now but 
the payment of one dollar. This gives 
the alternative of one-half dollar ser
vice, and brings the distant parts of 
the country about three days closer 
together.”

These “night messages” are made 
subject to post office carrier delivery. 
The rate on ordinary telegrams, 
although sent at night, is not affected 
by this order.

Dubious Demands.
Associated Press dispatches from 

Brussels state that “all Belgium is 
united in an urgent demand for the 
left bank of the Scheldt River.” Now 
that the crime of 1871 has been un
done by the victory of the Allied 
armies, we have reached a point in 
history where human beings are no 
longer a negotiable quantity, traded 
off for certain strategic advantages. 
Before this change, suggested by 
Brussels, is made, would it not be 
well to ask the people of Staats 
Vlaanderen whether they care to re
main citizens of Holland, or would 
prefer to change their allegiance and 
become a part of the Belgium king
dom?

Hendrik Willem Van Loon.

A milkman took poison recently 
and his doctor evened up an old 
score by pumping him out.

“The Foley Line 
M akes Business Fine”

B E C A U S E

Foley’s H on ey  and Tar 
Foley Kidney Pills a n c f  
Foley Cathartic Tablets

a r e ¥ I D E L Y  A D V E R T I S E D  
S T A N D A R D  I N  Q U A L I T Y
CONSTANTLY RECURRING IN SALES 
AT PRICES THAT MAKE PROFITS

A n d  with your order we iend free  — “the Almanac  
you shouldn’t lack. ” —  F O L E Y ’S

FOLEY &  COMPANY
2835 Sheffield A ve. Chicago, 111.
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M ichigan R etail H ard w are  A ssociation. 
P res id en t—Jo h n  C. F ischer, A nn  A rbor. 
V ice-P res iden t—Geo. W . Leedle, M ar

shall.
S ec re ta ry —A rth u r J .  Sco tt, M arine 

C ity.
T rea su re r—W illiam  M oore, D etro it.

How a Town-Wide Painting Cam
paign Was Inaugurated.

W ritte n  fo r th e  T radesm an .
Somebody in a spirit of facetious

ness called the town Spottsville, and 
the name stuck. And thus it has 
fared with many a small town or city. 
It has gotten off to a bad start with 
some bizarre, ridiculous, incurably 
provincial name. Just take a roster 
of the post offices of your state or 
county and give it the once over. If 
you don’t run across names that 
make you smile, I’ve either missed 
my guess, or there’s no smile in you. 
Isn’t it strange how the people of 
some of these minor league burgs 
tolerate such names year after year? 
Many of these little towns and cities 
are far better than their names in 
cold print would seem to apply.

Well, that’s the way it is with 
Spottsville. Spottsville isn’t a bad 
place. It’s rather conservative, but 
it’s solid. Of course it isn’t large. 
A town starting out with a name like 
that, even if it had no other handicap, 
wouldn’t get to be a metropolis, 
ever. It’d have to change its name 
before it could hope to take on met
ropolitan airs. Spottsville claimed 
about twenty-five hundred population. 
But since Spottsville got its new 
coat of paint, they say quite a num
ber of retired farmers have moved 
into town—drawn thither, we may 
say, by the glory of the new paint. 
And, as the country round about 
Spottsville is devoted mainly to 
farming and dairying—both of which 
interests are now yielding handsome, 
wartime dividends—there’s no telling 
how many more farmers will be in a 
position to retire within the next ten 
or a dozen years.

Spottsville is located on a branch 
line of railroad which halves the 
town as neatly as if it had been done 
with a knife; and the depot is right 
up in the center of the town where 
it ought to be, and not out at the 
extreme edge of the town where 
railroads prefer to build their sta
tions. Why do railroads persist in 
doing that? I ’ve often puzzled over 
this, and the only reason I can con
jecture for such a procedure is that 
the railroad authorities must think 
that, if the telegraph operator can 
hear the sound .of the crickets and 
katydids at night, he’ll think he’s in 
the country, and so not ask for a 
vacation in the summer.

And Spottsville has an esplanade 
where the two principal streets cross. 
And .here is a grand band stand. 
And there’s also a fountain with a 
bronze lady getting all sprayed with 
water—when the fountain is running; 
but the fountain doesn’t run except 
in the afternoons. And there are 
smart stores and shops, hotels (three 
of them), oiling 'stations, public 
buildings, churches, schoolhouse and 
library, and many other improve
ments over which other cities besides 
Spottsville have crowed from time 
to time.

The only difference a stranger 
would be likely to observe between

Spottsville and the average small 
town of twenty-five hundred was that 
Spottsville was a trifle slower than 
the average. I have said that they 
were conservative. And that’s put
ting it mildly. But I have no griev
ance against the town, you under
stand, and I’m deliberately trying not 
to use dark pigments in the picture. 
But truth is truth; and the fact is 
Spottsville was desperately slow.

Strangers passing through on the 
accommodation trains of the branch 
line railroad could see at a glance that 
the town was slow. The condition 
of most of the houses in town indi
cated it. The houses .needed paint. 
The excellent wood fiber in the 
weatherboarding of the frames and 
the woodwork of the brick, stone, and 
combination brick and stone houses 
—all seemed to cry aloud for paint. 
The only residences in town that 
seemed not to be fairly famished 
for paint, were the new bungalows 
in Dalton Park Edition, which lay 
in the northern part of Spottsville. 
These were bright and new. But 
all other houses with few and unim
portant exceptions shared the general 
need of the town—the imperative, 
self-evident, and amazing need of 
paint.

It might be interesting to enquire 
into the psychology of a situation 
of this kind, where a whole town 
gradually acquires painting needs, 
but postpones the job. Perhaps an 
informing article could be written on 
the speculative phase of a situation 
of that sort. But the writer has a 
notion the editor of this magazine 
wouldn’t give a dill pickle—or any 
other important item of an out-door 
box lunch—for a discussion of that 
sort. So he’ll play it safe by refrain
ing from that sort of stuff. If the 
problem interests you, go to it. I ’m 
sticking to facts; and this story 
must trip along.

Just what would have happened to 
Spottsville if it hadn’t been for Eddie 
Brese, I have no way of knowing. 
The paint might have kept on peeling 
for—well, I can’t say how long. And 
it must have been that the town had 
grown dingier and dingier for want 
of paint. As it was, many excellent 
tin roofs were so badly bitten by 
rust that the repair bill was some
thing fierce. And there were porch 
posts that had to be sawed off and 
patched up at the bottom before they 
were ready for paint when the paint
ing-up crusade got in full swing. 
And it stands to reason that there’d 
hundreds—maybe thousands—of dol
lars additional be spent on repairs 
if it hadn’t been for Eddie Brese. 
Eddie started it.

Eddie Brese was a Spottsville boy, 
and he’d been over at St. Louis for 
a year or so taking a business course, 
and he’d come home to appear before 
the draft board. Eddie was just crazy 
to go even before the draft. He 
tried to volunteer, but they wouldn’t 
have him on account of his eyes. 
But when his number was called in 
the selective draft, he hoped to get 
by. But he couldn’t. So Eddie de
cided to stick around Spottsville. 
And it’s a good thing he did.

“Say,” began Eddie one day in the 
summer of 1917, addressing Richard 
K. Henderson, hardware dealer, 
“wouldn’t you like to hire a good,

frisky clerk for a couple of months?” 
Henderson has the only first-class 

hardware store in town, and he 
carries a bang up good line of mixed 
paints, and lead, oil, varnish, etc. 
And Dick’s a good solid merchandiser 
—only sort o’ slow like Spottsville.

“ ‘Hire a clerk,’ Ed? Say boy what 
you talking about? Whut’s the use 
a-hirin’ another, when Bob Collins 
and Tom Swope are loafing around 
here half their time? This is sup
posed to be a three-ring circus, but 
we ain’t keeping the rings very busy.” 

“So I haven’t got a chance, eh?” 
inquired Eddie, sort of down-hearted.

“About as much chance, Eddie, as 
the Kaiser’s got winning the war!” 
And Dick Henderson threw back his 
broad shoulders and laughed until his 
eyes were moist. Eddie laughed with 
him. But Eddie wasn’t through.

“Say, Mr. Henderson, how much 
paint have you on hand?”

“Jist about a carload. One of 
them smart boys from up the state 
unloaded on me, durn him! the first 
year of the war. He said prices were 
going skyhigh; and I ’m a sun-of-a 
gun if he didn’t sell me a whole car
load of paint! Look a-there!” And 
the owner and proprietor of the 
hardware store pointed to great rows 
of paint in gallon tins neatly and
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compactly arranged in the middle tier 
of shelving, to the right as you enter 
the store. “Whut d’you think of 
that?”

“That’s a lot of paint,” considered 
Eddie.

“Shucks, boy, you ain’t seen half 
of it yet. Back in my stock room 
is more than twice as much as you 
see there on the shelves.”

“Well, you got it at a good price, 
didn’t you?” Asked Eddie.

“You bet I did!” Exclaimed Hen
derson.

“You’d have to pay a lot more for 
the same paint now, wouldn’t you?” 

“Well I’d say I would!”
“And that’s good paint?”
“You are darn right that’s good 

paint. Tain’t made better by nobody,
I don’t care what them advertisin’ 
fellows say. I know that paint, for 
I’ve handled it for years. And it’s 
made right. But there’s too much 
of it. This town ain’t much for 
paintin’, as you can see for yourself. 
I’ve got enough paint to last till the 
war is over if it lasts for ten years. 
Just wait,by Heck! till that paint 
salesman comes around here again!” 

“Why don’t you put on a big sale 
and get rid of it?” Asked Eddie 
Brese. Now when Eddie uncorked 
that query, Dick Henderson looked 
over the rims of his reading glasses 
with an odd expression on his face. 
Dick didn’t say a word, but he 
looked a whole lot. And tangled up 
in that expression of his seemed to 
be a sort of passing pity that they’d 
let ’em run around loose when they 
had ideas like that.

“Think of a paint sale in Spotts- 
ville!” finally said Henderson, chuck
ling. “Say, Eddie, that’s a joke!” 

“Why not?” Asked Eddie. “It can 
be done. Say, Mr. Henderson, 
what’ll you give me if I sell all that 
paint for you this summer—all you’ve 
got on your shelving and all you’ve 
got in the stockroom—and sell it at 
the regular price?”

“What’ll I give?” repeated Hender
son. Well, let’s see”—and he thought 
a moment—“marking it on the basis 
of replacement values (as it is now) 
I’ll give you three hundred dollars.” 

“I’m on!” exclaimed Eddie, “I’m 
going to work right away.”

But instead of coming in the store 
and taking off his coat, Eddie Brese 
walked briskly out of the store. 
Richard Henderson rubbed his stubby 
chin meditatively. He wasn’t sure 
whether he’d entered into a contract 
or not.

Spottsville has two newspapers 
with town and country circulation. 
One is a weekly and comes off the 
press late Friday evening and is dis
tributed and mailed next morning. 
The other is a twice weekly, and 
aopears Wednesday and Saturday. 
The verbal contract between Hender
son and Eddie Brese was made 
Thursday afternoon. On the follow
ing Saturday there appeared a most 
unusual announcement , on the front 
page of both papers. It was set up 
in blunt typeface, enclosed in a box 
three columns in width, and nine 
inches in depth. In heavy display 
at the top was this inquiry: “What’s 
the Matter With Spottsville?” And 
under this shocking headline were 
other interrogations of a sizzling 
nature, such as these: “Why is our 
town a by-word and a hissing? Why 
do people on the trains grin when 
they look us over? Why have we a 
name for being a dead burg? Isn’t 
there any civic pride, or patriotism, or 
get-up in this old town? If so, will 
somebody please say where? Come 
out to the Esplanade Monday after
noon at one o’clock and I’ll show 
you what’s the matter with your old 
town. Eddie Brese of the Henderson 
Hardware Store.”

Say, but that advertising got 
’em going. It was the talk of the 
town Saturday and Sunday. Some of 
the people were mad enough to mob 
young Brese, but many others agreed 
that Brese had told the truth, even

if it did hurt. And Monday after
noon the square could hardly hold 
the people.

Now without letting anybody know 
his plans except Mr. Henderson and 
the town council, whose permission 
he had gotten for his demonstration, 
Ed had a little one-room house on 
wheels at the end of the esplanade. 
It was an empty shack which, until 
that morning, had stood on a lot 
two squares distant. To jack it up 
and haul it down to the esplanade, 
was no difficult matter. It was done 
without breaking a window. It was 
a mere frame shell with a shingle 
roof and a tile chimney; and, like 
all the rest of Spottsville, it shrieked 
aloud for paint.

By the house stood a couple of tall 
trestle and a painter’s ladder, with 
board, and several buckets of paint. 
Promptly at 1 o’clock Eddie Brese 
began to worm his way through the 
crowd, followed by two assistants. 
All were dressed in freshly laundered 
painters’ jumpers. With them they 
brought their brushes. They were 
good wide ones.

While the crowd wondered what 
next, the trestles were put in position 
the ladder stretched across, and Ed
die Brese mounted and began to speak 
t<f the astonished natives. While he 
was speaking, the painters proceeded 
to open their cans and get ready for 
business.

I’ll not attempt to quote Eddie’s 
words. It isn’t necessary. But he 
told ’em things straight out from the 
shoulder. He told them that the big 
need—the outstanding, self-evident, 
shameful need—of Spottsville, was 
the need of new paint. Gallons and 
gallons of it must be used to redeem 
Spottsville from her present shame
ful state. He told them that, in the 
face of the great war with its tremen
dous demand for conservation, paint 
lavishly spent in Spottsville would 
help to win the war. “I t’ll save your 
houses from premature rack and ruin; 
it is, therefore, a conservation 
measure. Eddie is a good speaker 
and he played it up strong.

“Now men,” he said at length, “you 
don’t know what paint will do. I’ll 
show you what Blank & Blinn’s 
world-famous paint, for sale in 
Spottsville at Richard K. Hender
son’s store, will do. Gentlemen, get 
busy,”-he said to his men. And they 
did get busy. You should have seen 
’em spread paint. And they made a 
good job of it, For a first coat, it 
was a hummer. There was laughter 
and jesting—all in a good-natured 
way—but there was real interest. 
Hundreds remained to see the 'pr°* 
cess completed—and it didn’t take so 
long—only a little over an hour, for 
the boys worked fast, and I have said 
their brushes were broad.

Now the simplicity,_ novelty and 
daring nature of the thing Eddie did, 
somehow made a hit. Of course it 
wouldn’t have made such a phenom
enal hit if the situation hadn’t been 
unusual: but it was a fact Spottsville 
needed paint. When Eddie told ’em 
so in plain, unvarnished terms—ljke 
an evangelist in his zeal “plucking 
brands from the burning,”—they 
simply had to admit that Eddie was 
right. And when they saw that 
demonstration of the efficiency of 
Blank & Blinn’s celebrated paint, 
they got the paint bee buzzing in 
their bonnets.

Paint was the main topic of con
versation that afternoon on the 
streets of Soottsville. Husbands and 
wives talked it over with their chil
dren at the supper table that night. 
And of course the semi-weekly had a 
big write-up of the sensational inci
dent Wednesday; but even before 
Wednesday the leaven began to work. 
Tuesday Henderson broke all single
day records on paint sales, not count
ing the telephone inquiries and tenta
tive promises. Wednesday’s business 
went way ahead of Tuesdays. All the 
painters in Spottsville were getting 
jobs—Blank & Blinn’s paint specified.

These painters placed orders for doz
ens of gallons. Amateur painters got 
busy. They had to have Blank & 
Blinn’s paint. Out-of-town painters 
were called in to help paint Spotts
ville, and they had to go around to 
Henderson’s for material before they 
could start the job. And the Hender
son paint stocks began to melt as the 
proverbial mist before the sun. The 
stock room was cleaned out, and the 
whole stock exhausted and a whaling 
big order was wired for more paint. 
Spottsville was slow in getting 
started, but, once started, you 
couldn’t stop her.

The local zeal for painting was a 
beautiful thing to behold. And, as 
the people realized how it was im
proving the looks of the whole town, 
they forgot whatever peeve they may 
have incurred against young Brese. 
He had really done a good thing. 
And he got his three hundred net— 
which means that Henderson paid for 
the demonstration on the square and 
the one ad that appeared simultane
ously in the two papers. He got off 
well at that.

“By gum, Eddie!” exclaimed Dick 
Henderson, “they say the day of mir
acles is past; but it ain’t. You’ve 
pulled off one. This new coat of 
paint on Spottsville beats anything I 
ever saw.”

Charles L. Garrison.
Live Notes From a Live Town.
Owosso, Dec. 3—The self-serve 

store of J. A. Byerly, of Owosso, and 
the late war with Kaiser Bill and 
family are now both matters for his
torians.

The old Miller grocery, on North 
Washington street, remodeled and 
newly decorated by H. H. Morrow, is 
now one of the cleanest and best 
equiped grocery stores in the State. 
It* is growing in popularity rapidly. 
Looks as if Mr. Morrow was a win
ner.

The old Family Theater building

has been remodeled over into a city 
market. The entire interior is white 
enamel. It was opened to the public 
last Saturday, with a full house and 
some in the gallery. It is a veritable 
little city of grocery stocks, coffee 
shop, drug store, dry goods, meat 
market and bakeries, florist and a real 
vegetable store, shoe stock, dairy 
products and several others, totaling 
in all sixteen different lines of goods 
to sqlect from.

Uncle Ben Baker and wife have 
purchased the Miller House, at Carson 
City, and taken possession. Shake, 
Uncle Ben, and welcome to our City! 
Uncle Ben was landlord of this tavern 
for several years. He is the man who 
put hot in hotel in the winter season, 
made tavern keeping a science and 
hotel life to the traveling man a 
dream of home, and if Uncle Ben 
runs that tavern 1,000 years and we 
live that long, we will be there to 
breakfast on that date.

S. P. Jones has sold his stock of 
general merchandise at Newark to 
John W. Bates, who has taken posses
sion and will continue the business. 
The Newark store is one of the oldest 
four-corner stores in Gratiot county 
and has always proved a winner for 
its owner. Honest Groceryman.

It Sure Was a Joke.
A sense of humor is a help and a 

great blessing through life but even 
a sense of humor may exist in excess.

Not long ago a soldier was sentenc
ed to be flogged, and during the flog
ging he laughed incessantly. The 
harder the lash was laid on the hard
er the soldier laughed. Finally, the 
superior officer became exasperated.

“What’s so funny about being 
flogged?” he demanded.

“Why,” the soldier chuckled, “I’m 
the wrong man.”

Make One Lamp Chimney Do 
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Want To Curtail Public Purchases.
Cancellation of contracts is pro

ceeding actively in many branches of 
the Government service. This is a 
condition which applies not merely 
to new undertakings or purchases, 
but also to old or existing contracts 
which are in process of being carried 
out. The order has been given to 
cut such contracts wherever possi
ble, and whenever there is included 
in the contracts a clause fairly giving 
authority to cease buying or to with
draw from the continued purchase of 
given classes of commodities this, it 
is understood, being taken advantage 
of.

The purpose of those in charge of 
the buying divisions of the Govern
ment service, especially in the War 
Department, is that of cutting ex
penses as quickly as possible, for it 
has been no easy matter for the 
Treasury to keep up with the large 
demands of the various branches of 
the army and navy, even with the 
enormous taxation and heavy bond 
issues that have been the rule since

e became belligerents. It is felt 
that there is a general demand 
throughout the country for relief 
from the heavy requirements of the 
various tax laws and sales of bonds, 
and that this should be as promptly 
and effectively met as circumstances 
will allow.

On the other hand, it is understood 
in a number of different directions 
that the Government is considerably 
“overbought.” This situation has 
come about because of the circum
stance that owing to the expected 
continuance of the war there had 
been very large purchases in certain 
classes of articles which would be 
needed only in the event of great 
enlargement in the number of en
listed men or of continued movement 
of men abroad. Large stocks of var
ious items are, therefore, on hand in 
sundry lines, and it is desired to dis
continue purchasing more of the 
same classes of articles.

Unofficial advices further indicate 
that within a very short time there 
will be a large release of clerks. In 
some branches of the service, which 
have • had directly to do with thè

army, very large forces have been 
engaged on purely routine work 
growing out of the fact that new 
names were being added by thous
ands to the army rolls. The suspen
sion of the drafting of men has cut 
this class of employment, and it is 
believed that within a very few 
weeks the work in these various 
bureaus will be “current.” When 
that time comes the force employed 
in attending to the new require
ments can be dispensed with, and it 
is understood that it will be. A large 
exodus of clerks from Washington is 
therefore expected to occur within a 
comparatively short time.

There has been great difficulty in 
caring for the additions to the popu
lation of Washington, and the ques
tion how to carry on the constantly 
expanding work of the Government 
with the facilities available at the 
present time has been a serious 
problem. This is now solved by the 
curtailment of the advices referred 
to and the fact that in consequence 
great numbers of persons will practi
cally have to return to thdir homes. 
Difficulty has been experienced for 
some time past in holding the staffs 
in various branches of the Govern
ment because of the expense and the 
discomfort involved in residence at 
the capital under present conditions.

The Price of Peace. 
W ritte n  fo r th e  T radesm an .

W hen th e  sto rm  and  w in try  b la st 
R aging, angry , overcast 
L eaves th e  landscape spotless w hite  
A nd th e  daw n breaks  fo rth  in  lig h t 

T he scene is peace.

W hen  th e  w inds of M arch severe  
C ut th e  ice-cap  till ap p ea r 
H ere  and  th e re  across th e  lake 
Sum m er seas  w hich lilies m ake 

T he end is peace.

W here th e  field is fu rrow ed  deep 
A nd th e  vio lets asleep  
B uried  lie, nor bloom again—
T here  a rise  th e  sheaves of g ra in  

In  h a rv e s t peace.

As a  L ife once faced  i ts  foes 
M et w ith  death , and  th e n  arose  
To becom e so m an ifes t 
N a tions  y e t unborn  w ere b lest 

So com es our peace.

. W icked w a r w as w aged and  lost 
B u t the  v ic to rs  feel th e  cost 
T hough th e ir  ban n ers  proudly  fly 
T here  m ust needs th e ir  fellows die— 

T he price  of Deace.
C harles A. H eath .

Salle of Toys Starts Earlier.
Local toy jobbers have expressed 

the opinion that they are well satis
fied with the gross amount of sales 
for this season. As toy shops and 
department stores are already du
plicating their orders, it is evident that 
the public is doing its Christmas 
shopping much earlier this season. 
The sale of dolls, ranging from the 
lowest to the highest priced goods, 
has been very encouraging to the 
trade.
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What Will We Do With the Boys?
Speaking at the annual convention 

of the American Specialty Manufac
turers’ Association at Cleveland the 
other day Fred Mason, President of 
the Shredded Wheat Company, said: 

‘Everybody’s asking, What will we 
do with the boys when they come 
home? Of course we will give them 
a royal welcome, but these boys must 
have something besides a royal wel
come. They must have work at good 
wages. No question about what the 
mother will do with her boy when he 
comes home. She has kept his little 
room immaculate and clean just as 
he left it waiting for the time when 
he would march home under the flag 
he fought for. No question about 
what his sweetheart will do with him 
when he comes home from the war. 
Love does not hesitate or falter. It 
takes it own to its heart again and 
the world may look on and wonder 
at its lavish outpouring of an affec
tion that is sweetened and strength
ened by long absence fighting for his 
country’s flag. Some of these boys 
will never come home. They have 
paid the supreme sacrifice. Empty 
rooms and empty chairs will testify 
to their glorious patriotism.

“So far as my company is con
cerned there is no question about 
what we will do with our boys when 
they come home. We will take back 
every boy who left us to go to the 
front. His job is waiting for him. If 
he lost an eye we will give him a 
glass one; if he lost a leg we will get 
him a new one. Is there any em
ployer in all this broad land of ours 
who would not give these brave boys 
their jobs again?

“When a group of the cereal man
ufacturers were called to Washing
ton and were told they must operate 
under restricted production Mr. 
Hoover met ail these men personally 
and made a personal appeal for 
their co-operation in the great work 
he had undertaken. Could any patri
otic manufacturer refuse him? Our 
own company had just given adver
tising contracts amounting to nearly 
$400,000 to the newspapers for a 
National advertising campaign. This 
advertising had run about fifteen days 
when Mr. Hoover made his personal 
appeal for food conservation. There 
was no use of advertising if we could 
not supply the demand created so we 

' had to cancel by telegraph contracts 
with all these newspapers covering 
nearly all the cities and towns of the 
United States.”

“And right here I want to take off 
my hat to the newspaper men of Am
erica. As a result of this experience 
my opinion of newspaper publishers 
took a long jump skyward. A finer 
example of loyal Americanism and 
business optimism I have never seen. 
The publishers not only took their 
medicine like men but nearly every 
one of them took the trouble to write 
our director of publicity a letter com
mending our patriotism in stopping 
all' publicity during the war, and giv
ing expression to a lofty optimism 
and good cheer which I really didn’t 
believe could come from newspaper 
men.

“And now the dark days are past.

The light is breaking. The world 
war is ended and normal business 
conditions must soon return. Those 
who have sacrificed and suffered un
der all sorts of burdens and restric
tions must have their reward. The 
American people will not forget 
them—and speaking for our com
pany, it will not forget those who 
stood by us in the times of perplex
ity and uncertainty when we could 
not tell what might happen to a 
great business that had been built up 
through twenty years of advertising.’’

Lost No Trade Through Discontinu
ing Trading Stamps.

The Farrell Dry Goods Co., which 
conducts a large department store at 
Farrell, Pa., discontinued the use of 
trading stamps last March in the be
lief that such action was demanded 
by the Government under the in
junction regarding the elimination ot 
waste and the abolition of all non- 
essentials. In explaining this action 
the management published the fol
lowing reference thereto in its Store 
Chats for April: *

“The principle behind trading 
stamps and all other premium 
schemes is essentially unpatriotic 
during these times; they tend to 
cause unwise buying by the public in 
order to quickly accumulate sufficient 
stamps to obtain a premium. Again, 
the buying of premiums by trading 
stamp companies is governed by the 
same restriction as prevail in the pur
chase of other merchandise, the ris
ing prices have made it necessary to 
reduce the value of presents given for 
a certain number of stamps.

“These facts were evident to the 
public generally and our announce
ment of discontinuance of trading 
stamps met with almost universal ap
proval.

“Conversation with some of the 
salespeople revealed the fact that 
some were of the opinion that cut
ting out the stamps would affect our 
volume of trade. Outside expres
sions, however, 'and the increase of 
business since stamps are no longer 
given would indicate that such fears 
were groundless.”

The Tradesman wrote the manager 
a few days ago, enquiring if he could 
trace any loss of trade t<j> the elimin
ation of trading stamps. The reply 
to the enquiry was very emphatic, 

i as follows:
Farwell. Pa., Dec. 3—We have your 

letter of Nov. 29, making enquiry as 
to the effect the trading stamps had 
on our trade.

We wish to say that we discon
tinued giving trading stamps about 
eight months ago, and our trade took 
it very good natured and rather 
agreed with us that the premiums 
were not worth the trouble.

We immediately followed up our 
announcement of discontinuing trad
ing stamps with a special sale, stat
ing that reducing expenses will en
able us to sell at lower prices.

Our sales have continued to in
crease ever since. Probably not be
cause we discontinued the stamps, as 
our store has been a constant grow
ing proposition ever since we opened 
up for business some three years ago, 
but we feel satisfied that we have lost 
no trade through discontinuing the 
stamps. To-day the stamps with us 
are a thing of the past and are hard
ly ever referred to.

Farrell Dry Goods Co.

Salt Peter Now Allowable in Pork 
Pickle.

Lansing, Dec. 3—The Michigan Ed
ucational Division of the United 
States Food Administration announc
es a ruling has just been received re
leasing salt-peter for use in curing 
meats. This is of special interest to 
druggists and those stores dealing in 
farmers’ supplies. Now that the 
weather is getting cold and the farm
er is preparing to pickle his pork he 
will be glad to know of this new re
lease of supplies.

Notwithstanding repeated assur
ances that the Federal guarantee of 
wheat prices are binding upon the 
Government for the 1910 crop, the 
statement comes to George A. Pres
cott, Federal Food Administrator for 
Michigan, that “rumors are persistent 
in certain sections of the West, and 
particularly so in some parts of Mich
igan” that the Government guarantee 
is to expire June 30, 1919.

At the instance of the Educational 
Division of the Federal Administra
tion Mr. Prescott renews his assur
ance that the guaranteed price for 
wheat, by which Michigan producers 
will be protected for next year’s crop 
in exactly the same manner as dur
ing the season just closed. The or
der will continue effective until July 
1, 1920. This is in accordance with 
the proclamation made by President 
Wilson, under authority of the Lever 
food control law establishing the food 
administration. The termination of 
the war has no bearing upon the guar
antee of wheat prices, the Federal 
Government’s pledge being effective 
to the above mentioned date, even 
though a treaty of peace is ratified 
in the meantime, as it is expected to 
be.

Late News From the Celery City.
Kalamazoo, Dec. 3—The Corlett- 

Stone Lumber Co. has added another 
lumber yard to its list, having recently 
bought the yard of Harry T. Clark, at 
Vicksburg.

The Edwards & Chamberlin Mutual 
Betterment Association had a rather 
unique contest at their meeting Mon
day evening. The contest was held to 
create a more efficient wrapping of 
packages and rewards were given 
Fred Denning, Miss Cortenhof and 
James E. Rice.

The fifteenth annual convention of 
the Michigan Implement and Vehicle 
Dealers’ Association is in session 
Tuesday and Wednesday at the New 
Burdick Hotel. Many late models of 
farm tools and tractors are on display 
at the armory during the convention.

Word has been received from Mr. 
and Mrs. B. R. Barber that they had 
reached their winter home at St. 
Augustine, Fla. They motored to 
Florida this season, instead of going 
by rail.

Mezak & Skof have just finished the 
interior decoration or their store, at 
1221 Fourth street, which makes a 
splendid improvement.

Harry M. Frame is opening a vul
canizing and tire repair shop at 215 
North Rose street and will handle a 
complete and up-to-date line of new 
tires and tubes.

Young & Kuhn have opened a used 
car exchange and salesroom at 227 
Portage street and are in the market 
for anything from fords to Pierce- 
Arrows. Frank A. Saville.

Germans Refused Permission To 
Change Names.

Supreme Court Justice Benedict, 
Brooklyn, N. Y., refused the petition 
of Dr. Isidore Charles Weinzweig, of 
Brooklyn, to change his name to Irv
ing Warner. The physician recited 
in his petition that his German name 
was a detriment and embarrassment 
in his business.

“It is true,” said Justice Benedict,

“that persons may adopt such names 
as may suit their fancy. But when 
they apply for leave to change their 
names under the sanction of the court 
I, for one, will not grant such leave, 
where the effect of doing so is to en
able persons of Germanic extraction 
to conceal their origin and practice 
deception on persons who deal with 
them in ignorance of such origin.

“Neither will I permit the adoption 
of the names of American families for 
foreigners. Such subterfuge can not, 
or at least ought not, be tolerated. 
While it is undoubtedly disagreeable 
in these days to bear names which 
suggest our enemy, loyal citizens ot 
foreign birth can exert themselves by 
act and deed to exhibit their loyalty, 
rather than by assuming names to 
which they have no proper claim or 
just grounds for adoption.”

Get Ready for Tax Statement. 
One of the benefits the merchant 

has arrived at is a better understand
ing of market conditions and prices 
and the reasons therefor; also that 
the people can live happily and 
healthily on foods that they had not 
considered worth while before food 
restrictions were placed; also how to 
do business more exactly, how to 
figure profits correctly, how to buy 
close and turn money often, and how 
to keep a set of books that will give 
the information correctly that the 
Government will require at income 
tax time, which is approaching “on 
horseback.”

International Harvester Co. Recedes 
From Its Illegal Position. 

Assistant United States Attorney 
General Todd sends the Tradesman a 
photographic copy of a letter from 
the General Counsel of the Interna
tional Harvester Co., stating that the 
local managers of that corporation 
misinterpreted their instructions when 
they insisted on verbal agreements 
from local agents that they would not 
handle goods made by competing 
companies before they were permitted 
to execute contracts to handle Inter
national Harvester Co. goods.

All the correspondence in this re
markable controversy will be publish
ed in full in the next issue of the 
Tradesman.

Cloth manufacturers who are try
ing to get away from Government 
work and back again to their regular 
business feel that they are entitled 
to as much liberality in treatment as 
they accorded Government officials 
when extraordinary demands were 
made upon them to change over their 
whole system of doing things to 
help win the war.

Towel manufacturers are unable to 
promise new deliveries on many of 
their goods before February of next 
year. They are hampered in getting 
started by the difficulty of getting 
yarns at figures they can afford to 
pay.

The Council of National Defense 
has lifted every ban and given all 
merchants carte blanche to go ahead 
on their own initiative and boom the 
holiday trade according to the individ
ual idea of what is best to be done.
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Michigan Board of Pharmacy.
P resid en t—L eonard  A. Seltzer, D etro it.
S ec re ta ry—Edw in T. Boden, B ay City.
T rea su re r—George F . Snyder, D etro it.
O ther M em bers—H erb e rt H . Hoffm an, 

Sandusky ; C harles S. Koon, M uskegon.
E xam ina tion  Sessions—G rand Rapids. 

Nov. 19, 20 and  21; D etro it, Jan . 21, 22 
an d  23; 1919.

Michigan S tate Pharm aceutical A ssocia
tion.

P resid en t—J . H . W ebster, D etro it.
S ec re ta ry —F. J .  W heaton , Jackson .
T rea su re r—F . B. D roiet, K alam azoo.

Michigan Pharm aceutical Travelers’ A s
sociation.

P resid en t—W . E . Collins, D etro it.
S ec re ta ry  an d  T rea su re r—'W alter S. 

L aw ton, G rand  Rapids.

Making Money in the Drug Store.
Many of us are interested in how 

to make more money than we are do
ing now. A larger volume of busi
ness and fair profit constitute the 
solution of the problem as to how we 
shall meet the rising costs of general 
overhead and stock.

Merely to state a fact and to do it 
emphatically hasj its advantages, but 
not more than fifteen or twenty peo
ple out of a hundred can take a fact, 
even though it may.be a significant 
one, apply it to their own particular 
condition, and work it out success
fully.

So we are going to be satisfied with 
the mere phrase: “Do more business 
and make a fair profit.” We shall 
come down to three concrete exam
ples of how this can be done, and 
then ask our readers to go and do 
likewise by devising three money
making schemes of their own, suited 
to their location, their business, and 
their needs. That’ll make half a 
dozen money-making plans which 
should net a considerable increase.

Let it be understood in the begin
ning, that there is plenty of money 
in circulation right now, and that as 
drug store people, we really have a 
larger buying public than ever before, 
and that, too, in the face of the with
drawal of large numbers of men for 
Federal service. Let me tell you 
why.

In the days before the war, our 
buying public was largely confined to 
the well-to-do, intelligent people of 
the community, and they traveled 
about more or less and were conver
sant with the latest ideas in hygiene, 
sanitation and prevention. The poor
er people, and especially the laboring 
classes who received just enough to 
live on with economy from week to 
week, were not among our most lib
eral patrons. Free clinics, home 
remedies, and plain “toughing it out,” 
were the order of the day. It was 
often a case of “the survival of the 
fittest”

Nowadays circumstances have 
changed. Everybody who wants to 
work can work, and that, too, at

astonishingly large wages. People 
who have never had money to spend 
for drug store supplies before, have 
it now. The Government is promot
ing a Child Welfare campaign and 
sending out literature and workers 
among the less educated classes to 
teach them how to take care of their 
children. Welfare organizations of 
all kinds are prosecuting campaigns 
for better health and better living 
conditions.

All these things tend to send these 
people to the drug store just at the 
time when they have the money in 
their pockets. So our first selling 
plan for enlarged business will be in 
this direction. Never forget that 
these people are devoted to their 
children, and will spend to the last 
dime if they see the need and ad
vantage of so doing.

Go through your stock and make a 
list of any and every supply, toilet 
accessory, and piece of apparatus you 
carry that would interest the mother 
of the young child for herself or her 
little one. Plan something more per
manent than a window exhibit, which 
is all right, but at best can only be 
kept in place a few days.

If your store is roomy enough, ar
range a striking-looking booth, deco
rated with red, white and blue, and 
in it assemble samples of every thing 
which you have previously listed. If 
you haven’t room enough for such a 
booth, there are three ways out of it.

One is to rent a room or small 
store advantageously located to reach 
the greatest number of these people, 
many of whom will be foreigners. 
Then let it be known that the exhibit 
will be open certain days in the week 
with a trained nurse or other com
petent person in charge, to explain 
the use of the supplies, and to talk 
with the mothers.

Offer a free glass of milk to every 
child accompanied by its parent or an 
older person. This will bring a large 
number of people to the Welfare 
Station and will stimulate the sale of 
everything in the way of baby equip
ment. More than that, it will adver
tise you and your store and make you 
the headquarters not only for baby 
things, but for the household buying 
of the people with whom you have 
come in contact. This is Way One.

Way Two is to arrange an exhibit 
on a flat automobile truck. Make it 
in the form of a booth. Have plenty 
of the Government literature to dis
tribute, and perhaps interest some of 
the local club women in your com
munity who are co-operating with the 
Government in child welfare work. 
Some of them will be willing to  go 
with you and to explain why sugar of

milk is better for little babies than 
cane sugar in artificial feeding; why 
milk should be pasteurized in warm 
weather and how to do it; why a bot
tle with a tube is a pernicious thing; 
why many a baby doesn’t get its full 
amount of nourishment because of 
the wrong kind of nipples, which col
lapse; why some baby bottles are 
more sanitary than others; why pure 
soap is less likely to case irritation 
and eczema than cheap, crude soap; 
why young children should have a 
toothbrush and be taught to use it; 
and so on.

To attract attention to the exhibit, 
milk may be served to the children in 
small cups, provided each brings its 
own cup, out of the rear of the truck. 
Call this service the Baby Exhibit 
and Milk Canteen Service. Send the 
exhibit through one section after an
other, until the territory has been 
covered which you wish to reach.

Way Three is to interest the club 
women who are working for the 
babies in your territory and the other 
retail druggists near you. Get the 
women to provide a room in the local 
library, club house, or wherever they 
think best, for a Baby Supply Ex
hibit. Let each druggist set up a 
booth there and pay a small sum for 
the privilege. Make the booths at
tractive. Arrange that the money 
paid in shall be used to hire a trained 
nurse every day or every afternoon 
for a certain period to talk with the 
mothers tnd to advise them about the 
care of their children.

During the period the exhibit is 
open, each store will send someone

to be in charge of its booth. If free 
souvenirs are given away, they should 
be something to use for the baby—a 
small comb, a little can of talcum, a 
sponge, a sanitary wash cloth, etc. Or, 
a coupon may be given, redeemable 
as part of the purchase price for 
baby supplies at the store giving it.

Now any of these plans means a 
little thought and a little work, but 
nothing worth while is achieved with
out effort. Remember that!

Everybody knows that fats are 
short and that soaps are higher and 
scarcer than they used to be. People 
have already learned some lessons 
through wheatless, meatless and 
sugarless times, but not many have 
actually faced the situation of a home 
without soap. It doesn’t take a very 
vivid imagination to summon to mind 
the menace of even a soap shortage.

Thrifty housewives have laid in 
stocks of cottons, linens, and other 
supplies not restricted by the Gov
ernment. Push the sale of soaps. 
Make a striking window, wholly of 
two or three varieties of soap, prefer
ably the unwrapped kind. A cake of 
transparent or pure white soap is far 
more enticing than a wrapped pack
age. Make combination offers of dif
ferent kinds of soap. Remind cus
tomers that soap hardens by standing 
and is more economical to use than 
when “green.”

Just think what it would mean if 
each one of your customers would 
buy a single dollar’s worth of his or 
her favorite soap as a reserve supply! 
Talk soap, display soap, advertise 
soap, sell soap! You can if you will!

1918
Holiday Goods

D ruggists’ Sundries, Books, 
Stationery,* Etc.

Our campaign for the sale of the lines as above mentioned 
practically comes to its climax each .year at or about November 
1st, and we find ourselves, by virtue of the fact that our goods were 
bought early, in a better condition than ever before as to .being 
able to fill our orders for the retail trade.

Through the courtesies of early buyers we have overcome 
obstacles that otherwise would be almost insurmountable under 
present conditions. There are yet quite a number of belated buyers 
who contemplate coming to the market for the purchase of these 
special lines and to these we are sending a message that we are yet 
in a position to fill orders very completely, and urge that early 
dates be made for the inspection of our lines.

We have been exceedingly fortunate in being able to obtain 
merchandise and the indications are that the retail trade will be 
large and in accordance with the wishes of the Government scat
tered through the months of November and December. Please 
write us and! make dates with our salesmen as is most convenient 
to you.

Hazeltine &  Perkins Drug Go.
Grand Rapids, Michigan
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It is merely a case of doing it! This 
is one of the articles upon which the 
mail order houses wax fat. At the 
moment at which I write, a two- 
thirds page ad is appearing in one or 
more of the city dailies of my home 
burgh, urging the populace to send to 
a certain firm for supplies of soap foi 
the coming month. Now don’t think 
for one minute that this firm is doing 
it as a mere gamble! It pays them 
from a business standpoint through 
the sales they make.

What are you doing to gain the 
soap trade of your people? I am not 
quite through talking soaps yet. Do 
you sell liquid antiseptic soap, or are 
you sort of trusting to people know
ing you’ve got it by some occult 
power and rushing in and buying it? 
Do you sell shaving soap? How 
many of the shavers and the safety 
razor people of your buying public do 
you sell shaving soap to, or are you 
satisfied with disposing of two or 
three cakes a week? What about auto
mobile soap to remove grime. Are 
you going after that trade, or are you 
keeping it a deep and dark secret that 
you have goods of that kind? What 
about medicated soaps? Here’s a 
field exclusively your own. Maybe 
you are not familiar with, what the 
different medications are for, but an 
hour or so of study will put you next. 
Have you got flea soap in stock? This 
is just the season when domestic pets 
are fearfully troubled with fleas, and 
their owners may not know how to 
relieve them. I t’s up to you. Have 
you spot removing cake and liquid 
soap? Remember, people are con
serving and wearing their old clothes 
and taking better care of them than 
ever before. Let them know that you 
ha-ve some soap which will act as a 
first aid in case of accident or shiny 
goods.

Toilet soaps are always with us, 
and they are always wearing out. Go 
after this trade and go after it strong. 
Some people cannot be divorced from 
good, old Castile soap. Make offer
ings in this line. There is soap to the 
right of us, and soap to the left of us 
—mountains of it, but it’s no advan
tage as long as we keep it. Sell soap 
and render a real service to everybody 
concerned.

Now, friends, I have indicated three 
kinds of supplies upon which business 
may be increased, but do not be con
tent with just thinking of those three.

While you are putting these plans 
into practice or better ones if you 
can think them up, let your mind go 
ahead to the other coming needs of 
the season. With cool weather, the 
prescription trade will start up. How 
are you going to get your share? 
There will be calls for cough medi
cines and all that sort of thing. Are 
you going to wait and be content with 
what drifts your way in the way of 
patronage, or will you take the 
trouble to beckon and smile?

Bruce F. Richards.

Don’t  Waste.
Economy and thrift do not mean 

stinginess; the merchant who takes 
care of little things is the man who 
can best afford to do big things. 
Therefore, hold fast to what is yours; 
don’t throw it away in careless neglect 
or by thoughtless waste. There are 
so many ways by which the articles 
kept in stock can be wasted, through 
improper keeping, uncleanliness, care
lessness in handling, neglect and 
downright ignorance that one hardly 
knows where to begin and where to 
end. All that can be said briefly is 
this: Everything costs money and 
the price must be paid to somebody 
at some time. Therefore, don’t waste.

Employes should be so sure of 
having made good they can talk to 
the boss frankly and straight from 
the shoulder.

The reason some men get more 
fun out of life than others is because 
they don’t want to get all the money 
too.

Chocolates

Package Goods of 
Paramount Quality 

and
Artistic Design

WE ARE ACCEPTING CONTRACTS N O W  FOR 
1919 DELIVERIES OF

J. Hungerford Smith C o.’s

Soda Fountain Fruits and Syrups
If you have not signed up, drop us a card.
Protect yourself for next season’s business before it is too late. 

Prices guaranteed against advance or decUne.
We also carry a full line of Soda Fountain Accessories.

Putnam Factory Grand Rapids, Michigan
M anufacturers of

Putnam’s “Double A ” Chocolates

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day ot issue.

Acids
B oric (Pow d.) . .  18® 26
B oric (X ta l) ___  18® 25
Carbolic ................  67® 70
C itric  ..................  1 62@1 70
M uriatic ..............  3%@ 5
N itric  . . . ,  ..........  10)4® 15
O xalic .......................  53® 60
B u lp h u r ic ............  3%@ 5
T a r ta r ic  ..........  1 12®1 20

Am m onia
W ater, 26 deg.......... 12® 20
W ater, 18 deg. ..10)4®  18 
W ater, 14 deg. . .  9 )4@ 17
C arbonate  ............. 19® 25
Chloride (G ran .) 35® 40

B alsam s
Copaiba ............. 1 40® 1 65
F ir  (C anada) . .  1 25® 1 50
F ir  (Oregon) . .  40® 50
P e ru  ..................   4 75®5 00
Tolu ......................  1 75@2 00

B arks
C assia  (o rd inary ) 40® 45 
C assia  (Saigon) 90® 1 00 
S assa fra s  (pow. 45c) ® 40
S assa fra s  (pow. 40c) ® 35
Soap C u t (powd.)

35c ......................  26® 30

B erries
Cubeb ............. 1 60® 1 70
F ish  ..............................  1 00
Ju n ip e r ................... 12® 18
P rick ley  A sh  . . . .  ® 30

E x tra c ts
L icorice ................  60® 65
Licorice powd. . .  1 75®2 00

R o w ers
A rn ica  ................. 1 20®1 25
C ham om ile (G er.) 70® 80 
Cham om ile Rom . 1 60®1 60

Gum s
A cacia, 1st ........... 75® 80
A cacia, 2nd ..........  65® 75
A cacia, S o rts  . . . .  40® 50 
A cacia, pow dered 6u® 70 
A loes (B arb . Pow ) 30® 40 
Aloes (Cape Pow .) 30® 85 
A loes (Soc Pow  1 25) ®1 20
A safoe tida  ........  4 50® 4 75

Pow ..................... 4 75®5 00
C am phor ............  3 25® 3 35
G uaiac ..................  ®2 25
G uaiac, pow dered ®2 60
Kino ...........    ® 85
Kino, pow dered . .  ®1 00
M yrrh ....................  ® 85
M yrrh , pow dered ® 90
Opium  ............. 28 50®29 00
Opium, powd. 30 00 ®30 50 
Opium, g ran . 30 00®30 50
Shellac ................... 85® 90
Shellac, B leached 90® 95
T rag a c a n th  ........... ®5 00
T rag a c a n th  pow der 3 00 
T urpen tine  ........... 15® 20

insectic ides
A rsenic  .................   15® 20
B lue V itriol, bbl. . .  @11)4 
B lue V itriol, less 12® 20 
B ordeaux M ix D ry  20® 25 
H ellebore, W hite

pow dered ..........  38® 45
In sec t P ow der . . . .4 0 ®  60 
Lead, A rsena te  P o  34® 44
L im e an d  Su lphur 

Solution, gaL . .  20® 35 
P a r is  G reen . . .  48)4® 54)4

Ice Cream
P ip e r Ice C ream  Co., 

K alam azoo
B ulk  V anilla  ................  95
B ulk  Special F lavored  1 00
B rick, P la in  ................. 1 20
B rick , F an cy  ................. 1 60

Leaves
B uchu ................... @3 25
B uchu, pow dered  ®3 60
Sage, bulk ........... 67® 70
Sage, hi, loose . . . .7 2 ®  78 
Sage, pow dered . .  65® 60 
Senna, A lex . . . .  1 40® 1 50
Senna, T in n ...........40® 45
Senna, T inn. pow. 50® 55 
U va U rsi ..............  45® 60

Oils
A lm onds, B itts r ,

tru e  ............... 18 50®18 75
Alm onds, B itte r,

a rtif ic ia l ......... 7 00@7 20
Alm onds, Sw eet,

tru e  ..................  4 00® 4 25
Alm onds, Sw eet,

im ita tio n  ........... 75®1 00
A m ber, c rude . .  3 25®3 60 
Am ber, rectified  4 50@4 75
A nise . . ..............  2 25®2 50
B ergam on t . . . .  0 60®9 75 
C ajep u t . . . . . . . .  2 00®2 25
C assia  ..................  4 50@4 75
C asto r ..............  3 60@3 80
C edar L ea f . . . .  1 75@2 00
C itronella  ........... 1 00@1 25
Cloves ................  4 50®4 75
C ocoanut ............  40® 50
Cod L i v e r ........... 5 60@5 76
C otton  Seed . . . .  2 05®2 20
Croton ............... 3 00® 2 SI

Cubebs ........... 10 50® 10 75
E igeron  ................  4 00® 4 25
E u ca ly p tu s  . . . .  1 25®1 35 
H em lock, p u re  2 00@2 25 
Ju n ip e r B erries  16 00®16 25 
Ju n ip e r W ood . .  4 00 ®4 25 
L ard , e x tra  . . . .  2 15® 2 35 
L ard . No. 1 . . . .  2 00®2 15 
L avender Flow . 7 25®7 50 
Lavender, G ar’n  1 25®1 40
Lem on ..................  2 25®2 50
Linseed, boiled, bbl. @1 74 
L inseed, bid less 1 84 @1 89 
L inseed, raw , bbl ®1 72 
L inseed, raw  less 1 82@1 87 
M ustard , tru e , oz. @2 95 
M ustard, artifil, oz. @1 80
N eatsfoo t ........... 1 80® 2 00
Olive, p u re  . . . .  8 80® 10 60 
Olive, M alaga,

y e l lo w ..............  6 50® 7 00
CUve, M alaga,

g reen  ................  6 50 @7 00
O range, Sw eet . .  4 50® 4 75 
O riganum , pure  ®2 50 
O riganum , com ’l ® 75 
Pennyroyal . . . .  2 50®2 75 
P ep p e rm in t . . . .  7 50®7 75 
Rose, pu re  . . .  38 00@40 00 
R osem ary  Flow s 2 00@2 25 
Sandalw ood, E.

1.......................  18 50@18 75
S assa fras , tru e  3 50@3 75 
S assa fras , a rtif i’l 90@1 20
S p earm in t ..........  6 25 @6 50
Sperm  ..................  2 85® 3 00
T ansy  ..................  5 50@5 76
T a r, USP ..............  46® 60
T urpen tine , bbls. @ 88
T urpen tine , less 93 @1 00 
W intergreen , tr .  7 00® 7 26 
W in tergreen , sw ee t

b irch  ..................  5 00@5 25
W in terg reen , a r t  1 25@1 50 
W orm seed . . . .  7 50@7 75
W orm w ood . . . .  7 50®7 75

P otassium

C apsicum  ............. @2 15
C ardam on ..........  @2 10
C ardam on, Comp. @1 60
C atechu ..............  @1 60
C in c h o n a ..............  @2 35
Colchicum  ..........  @2 40
Cubebs. ................. @2 35
D ig ita lis  ..............  @1 90
G entian  ................. @1 50
Ginger ..................  @1 50
G uaiac ..................  @1 90
Guaiac, Ammon. @1 80
Iodine ..................  @1 50
iodine, Colorless @2 00
Iron , clo. ..............  @1 60
K ino ......................  @1 65
M yrrh  ................... @2 50
N ux V om ica . . . .  @1 75
Opium  ................... @7 50
Opium, Cam ph. @1 35
Opium, D eodorz’d @9 60
R hubarb  ..............  @1 65

Paints
Lead, red  d ry  . . . .  14® 14)4 
Lead, w h its  d ry  14® 14)4 
Lead, w h ite  oil 14<(jil4)<i 
Ochre, yellow bbl. @ 1)4
Ochre, yellow less 2 @ 5
P u tty  ................... 4)4® 7
R ed V enet’n  A m er. 2® 5
R ed V enet'n , E n g  2)4® 5
V erm illion, A m er. 25® 30
W hiting , bbl............  ® 3
W hiting  ..............  3)4® 6
L. H . P . P repd . 2 90@3 10

Miscellaneous
A cetanalid  ......... 1 10@1 20
A lum  ....................... 17® 20
Alum, pow dered and

ground ..............  18® 21
B ism uth , S ubni

t r a te  ..............  4 00® 4 10
B orax  x ta l o r

B icarbonate  . . . .  1 25@1 80
B ichrom ate  ........... 60® 70
B ro m id e ................. 1 30® 1 60
C arbonate  ........... 1 35@1 45
C hlorate, gj-an’r  65® 70
C hlorate, x ta l  o r

pow d....................... 60® 65
Cyanide ..................  40® 60
m uide ................  4 69@4 66
ire rin an g an a te  2 75@3 00
P ru ss ia te , yellow @1 76 
P ru ss ia te , red  3 75@4 00
su lp h a te  ............... @1 00

Roots
A lkanet ............  4 50® 4 75
Blood, pow dered 66® 70
C alam us ................  60@2 50
E lecam pane, pwd. 15® 20
G entian , puwu. 27® 86 
G inger, A frican ,

p o w u e re u ..........  25® 80
Ginger, J am a ic a  3a@ 40
Ginger, Jam aica ,

pow dered . .  ___ 22® 80
Goldenseal, pow. 8 50® 9 00 
Ipecac, powd. . .  6 00@6 25
Gicorice ........... 50® 55
Licorice, powd. 50® 60
O rris, pow dered 40® 45
Poke, pow dered 20® 25
R hu b arb  ............... @1 00
R hubarb , powd. 1 25@1 50 
Rosinw eed, powd. 25® SO 
S arsaparilla , H ond.

g r o u n d .................1 25@1 40
S arsap a rilla  M exican,

g round  ........... 1 00@1 10
Squills ..................  35® 40
Squills, pow dered 46® 65 
T um eric, powd. 25® 80
V alerian , powd. . .  @1 00

Seeds
A nise ....................  42® 45
A nise, pow dered 47® 60
B ird, I s  ................... 13® 19
C anary  ..................  28® 35
C araw ay, Po. .95 85® 90
C ardam on ........  1 80@2 00
Celery, powd. 1.00 90@1 00 
C oriander powd .30 22)4@25
D ill .................   30® 35
Fennell ............... 1 00@1 20
F la x  ....................... 10® 16
F lax , g round  . . . .  10® 16 
F oenugreek  pow. 22® 30
H em p ..................  11)4® IS
L obelia ...............   40® 60
M ustard , yellow . .  45® 50
M ustard , b lack  . .  30® 35
Poppy .............. . @1 00
Q uince ..............  1 50@1 75
R ape  ......................  15® 20
S abad illa  ............. @ 85
Sabadilla, powd. 35® 45
Sunflower ........  10)4® IS
W orm  A m erican  . .  @ 2 5
W orm  L ev an t . .  1 65@1 75

T in c tu res
A conite ................  @1 65
Aloes ....................  @1 35
A rn ica  ................... @1 50
A safoe tida  ..........  @4 40
B elladonna ..........  @2 35
Benzoin ..............  @2 60
B enzoin Compo’d  @3 80

B uchu  ..................  ®2 40
G an th arad ies  . .  0 3  M

pow dered . . . . . .  10® 15
C an tharades po 2 00® 6 50
Calom el ............  2 69@2 76
C apsicum  ..............  38® 46
C arm ine ............  6 50@7 00
C assia B uds ......... 50® 60
Cloves ................... 77® 86
C halk P rep a red  . .  12® 15 
Chalk P rec ip ita ted  12® 15
C hloroform  ......... 97 @1 04
C hloral H y d ra te  2 32@2 42
Cocaine ........... 14 S0@14 86
Cocoa B u tte r  . . . .  6 0 #  60 
Corks, list, less  40%
Copperas, bbls...........@ 3
Copperas, less . .  S%@ 8
Copperas, powd. . . 4 ®  10 
Corrosive Sublm . 2 85@2 40 
C ream  T a r ta r  . . .  86® 92
C uttlebone ........  95® 1 00
D ex trine  ..............  10® 15
D over’s  P ow der 5 76@6 00 
E m ery , All Nos. 10® 15 
E m ery , Pow dered  8® 10 
Epsom  S alts, bbls. @ 4% 
Epsom  S alts , less 5® 10
E r g o t ......................  @2 75
E rgot, pow dered @3 00 
F lak e  W hite  . . . .  15® 20 
Form eldehyde, lb. 20)4 @25
G elatine  ..........  1 75@1 90
G lassw are, fu ll case  68% 
G lassw are, less 50% 
G lauber S alts , bbl. @ 2)4 
G lauber S a lts  less  3)4® 7
Glue, B row n ...........25® 35
Glue. B row n Grd. 26® 35 
Glue, W hite  . . . .  30® 85 
Glue, W h ite  Grd. 30® 35
Glycerine ..............  46® 60
H ops ......................  60® 76
Iodine ..................  5 6005 90
Iodoform  ........... 6 59@6 74
Lead, A ceta te  . . .  25® 30 
Lycopdium  . . . .  2 2502  60
M ace ....................... 850  90
M ace, pow dered 9601  00
M enthol ............  8 00@8 25
M orphine . . . .  16 46@16 00
N ux V o m ic a ......... @ 30
N ux Vomica, pow. 28 0  96 
P ep p er b lack  pow. 68® 55 
Pepper, w h ite  . . . . .  O  10 
P itch , B urgundy  @ 16
Q uassia  ................... 12 0  15
Q uinine ............... 1 2801  72
Rochelle S a lts  . .  69® 66
Saccharine, oz...........@1 65
S alt P e t e r ..............  1 9 0  49
Seldlitz M ix ture  . .4 8 0  56 
Soap, g reen  . . . . . .  90 0  89
Soap m o tt cantile 22)4® 39 
Soap, w h ite  cantile

case  ...........   @36 00
Soap, w h ite  cas tile  

less, p e r b a r  . . . .  @2 75
Soda A sh ............  4)4® 10
Soda B icarbonate  6® 10
Soda, S a l .....................2® 5
S pirits  C am phor . .  @1 75
Sulphur, ro ll . . . .  4)4® 10 
Sulphur, Subì. 4 9-10® 16
T am arin d s  ............. 15® 20
T a r ta r  E m etic  . .  @ 9 0
T urpen tine , Yen. 6006  00 
V anilla  Mx. p u re  1 50@2 00 
W itch  H azel . . .  1 86@1 75 
Zinc S u lphate  . . . .  19® 11
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GROCERY PR IC E  CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled 
at market prices st date of purchase.

ADVANCED DECLINED
Cheese
Coffee
Old D utch C leanser

P ean u t B u tte r

AMMONIA 
Arctic Brand

12 oz. 16c, 2 doz. box 3 00 
16 oz. 25c, 1 doz. box 1 75 
32 oz., 40c, 1 doz. box 2 85

AXLE GREASE 
Mica, 25 lb. p a i l .......... 1 60

BAKED BEANS
No. 1, p e r d o z . ............... 1 85
No. 2, p e r d o z . ............... 2 26
No. 3. p e r doz. .............8 60

BATH BRICK 
E ng lish  ........................... 96

Corn
F a ir  ..................................  1 85
Good ..............................  2 15
F an cy  ..............................  2 30

French Peas 
M onbadon (.N atural; 

per doz......................
G ooseberries

No. 2, F a ir  ..................
No. 10 ..........................  7 75

Hominy
S tan d ard  ....................... 1 2 6

Lobster
f t  lb ................................... 2 10
% lb. .......................... .. 3 35
P icn ic  F la t  ................... 8 76

BLUING
Jennings’

Condensed P e a r l B luing 
Sm all. 3 doz. box . . . .  2 55 
L arge, 2 doz. box . . . .  2 90

BREAKFAST FOODS 
C racked W hea t, 24-2 4 60 
C ream  of W h ea t . . . .  7 60 
Q uaker Puffed R ice . .  4 35 
Q uaker Puffed W h ea t 4 35 
Q uaker B rk fs t B iscu it 1 90 
Q uaker Corn F lakes  . .  2 90 
Saxon W h ea t Food . .  4 75 
S hred  W h ea t B iscu it 4 50
TriscuiL 18 ................... 2 26
P illsbu ry ’s  B est C eP l 2 60

Kellogg’s  Brands 
T oasted  Corn F lakes  4 20 
T oasted  Corn F lak es  4 20 
T oasted  C orn F lak es

Ind iv idual ..............  2 00
K rum bles ......................  4 20
{Crumbles, indv. 2 00
B iscuit ............................  2 00
D rinket ........................  2 60
P e a n u t B u tte r  ........... 4 40
B ran  ..............................  4 30

BROOMS
F an cy  Parlor, 25 lb. 10 00 
P a rlo r , 5 S tring , 25 lb. 9 16

Common, 23 lb.......... . .  8 60
Special, 23 lb ............. . .  8 25
W arehouse, 23 lb. . . U  09

BRUSHES
Sorub

Solid B ack, 8 in. . . . .  1 00
Solid B ack, 11 in . . . . .  1 26
P o in ted  E n d s  ........... . .  1 09

Stove
No. 3 ............................ . . .  1 00
No. |  ........................... . .  1 69
No. 1 ........................... . .  2 09

Shoe
No. 1 .......................... . .  1 00
No, 2 .......................... . .  1 so
No! a ........................... . .  1 70
N n A .......................... . .  1 90

BUTTER COLOR
Dandelion, 26c size . .  2 00

CANDLES
Paraffine, 6s .......... . .  17ft
Paraffine, 12s ........ . .  18ft
W  lcking ................... . . .  66

CANNED GOODS
Apples

1 lb. Standards . . @1 «
No. 19 ..................... @4 76

Blackberries
2 lb. ...........................
S tan d a rd  No. 10 . . @10 60

BeanZ
Baked ................. 1 26@2 26
R ed K id n e y ___ 1 26@1 26
S t r i n g ................... 1 90@2 60
W ax  ..................  1 80@2 50

Blueberries
S tan d a rd  .................. . @
No. 10 ...................... @11 60

Clams
L ittle  Neck, 1 lb. . .

Clam BeuHlon
B urnham ’s  f t  pL . . . .  2 26
Burnham’s  p ts . . . . . . .  2 76
Burnham’s  qts. . . . . . .  7 69

M ackerel
M ustard , 1 lb .................. 1 80
M ustard , 2 lb.................. 2 80
Soused, l f t  l b . ............. 1 60
Soused, 2 lb. ................ 2 75
Tom ato, 1 lb ...............
Tom ato, 2 lb. ........ ..

Mushrooms
B uttons , f t s  ...............@30
B uttons, Is  ................... @50
H otels, I s  ..................... @44

Oysters
Cove, 1 lb......................
Cove, 2 lb......................

Plum s
P lum s ....................  2 50@3 00

P e a rs  In Syrup 
No. 3 can  pe  rdz. 3 25@3 75

Peas
M arrow fa t ......  1 75@1 85
E arly  J u n e  . . . .  1 90@2 10
E arly  Ju n e  s if td  2 15@2 30

Peaohee

No. 10 size can  pie @6 00

G rated  
Sliced .

Pineapple

Good ,
Pumpkin

. .  1 50
F ancy  
No. 10

. .  1 65 
. .  4 60

Raspberries
No. 2, B lack  Syrup  . .  3 00
No. 10, B lack  ............  12 50
No. 2, R ed  P reserved  
No. 10. Red, W a te r  . .  12 50 

Salmon
W arren s, 1 lb. T a ll . .  3 40 
W arre n 's  1 lb. F la t  . .  3 60
R ed A laska  ..................  2 85
M ed. Red A laska  . . . .  2 60 
P in k  A lask a  ..............  2 20

Sardines
Dom estic f t s  ..............  6 75
D om estic, f t  M ustard  6 50 
D om estic, % M u sta rd  6 80 
N orw egian , f t s  . . . .  1S@18 
P ortuguese , f t s  . . . .  30@35

Sauer Kraut
No. 3, c an s  ................. 1 65
No. 10, c a n s .....................

Shrimps
D unbar, I s  doz. ...........1 80
D unbar, l f t s  doz. . . . .  3 40 

Suoeotash
F a ir  ................................
Good ................................
F an cy  .............................

S traw b erries
S tan d a rd  ......................  2 60
F an cy  ...................   2 90

Tomatoes
No. 1 ft ........................... 1 40
No. 2 ..............................  1 75
No. 1 0 ...............................  8 00

Tuna
C ase

fts ,  4 doz. in  case  . . . .  
f ts , 4 doz. in  case . . . .
Is , 4 doz. in  c a s e ...........

CATSUP
V an Cam p’s, f t  p in ts  1 90 
V an Cam p’s  p in ts  . . . .  2 86

CHEESE
Peerless  .............    @42
B r i c k ......................  @39
Leiden ................. @
L im burger ........... @36
P ineapp le  . . . . . . .  O
E dam  ................... &
S ap  Sago ............. •
Sw iss, Dom estic f

CHEWING GUM 
A dam s B lack Jac k  . . . .  70
A dam s S a p p o ta ............... 75
B eem an’s P epsin  ........... 70
B eechnu t ........................... 70
D oublem int ....................... 70
F lag  Spruce ..................... 65
Ju icy  F ru i t  ....................... 70
S terling  G um  P ep ...........70
S pearm in t, W rig leys . .  70
Y ucatan  ............................. 70
Zeno ..............................  70

CHOCOLATE 
W alte r B ak er & Co.

G erm an 's  Sw eet ...........
P rem ium  ........................... 36
C aracas ............................. 28

W alter M. Low ney Co.
P rem ium , f t s  ................... 26
P rem ium , f t s  ................. 86

CIGARS
Johnson  C igar Co. B rands  
D utch  M aste rs  Club 84 00 
D u tch  M aste rs  B anq. 84 00 
D u tch  M aste rs  Inv. 84 00 
D u tch  M aste rs  P an . 81 50 
D utch  M as te r G rande 81 60 
D utch  M aster Special 66 00 
D utch  M aste rs  Lond. 81 50
E l P o r ta n a  ................  45 00
Gee J a y  ......................... 45 00
D utch  M asters  S ix  . .  51 00 
D utch  M asters  H and

M ade ...........................
D utch  M aste rs  B aby

G rand  ......................  45 00
L ittle  D u tch  M aste rs  45 00
S. C. W ........................... 45 00
D utch  M aste rs

Seconds ................... 45 00
E x em p la r ..................... 69 00

P e te r  D ornbos B rands 
D ornbos Single B ndr. 42 50 
Dornbos P e rfec to  . .  42 60
V an  D am , 5c ............  37 60
V an D am , 6c ........... 42 50
V an  Dam , 7c ............  49 00
V an D am , 10c ........... 70 00
W orden G rocer Co. B rands  
B oston S tra ig h t . . . .  42 00 
T ran s  M ichigan . . . .  42 50
C ourt Royai ............... 48 00
H em m eter’s  C ham 

pion ........................... 46 00
Iroquois ......................  42 50
Q ualex ........................... 46 00
L a Q ualatincia  ..........  70 00
W orden’s  H and  M ade 40 00
B. L. ............................. 42 50
R oyal M ajor ..............  45 00
L a  V alla  R o s a ........... 80 00
L a  V alla Rosa, K ids 45 00
V alla G r a n d e ..............  42 50
K uppenheim er, No. 2 43 00
F ir s t  N a tio n a l ........... 33 00
K nickerbocker ........... 42 50

CLOTHES LINE
P e r doz.

No. 40 T w isted  C otton  2 00 
No. 50 T w isted  C otton  2 60 
No. 60 T w isted  C otton  3 00 
No. 80 T w isted  C otton  3 25 
No. 50 B raided  C otton  2 60 
N. 60 B ra ided  C otton  3 00 
No. 80 B raided  C otton  3 60
No. 50 S ash  Cord . . . .  3 40
No. 60 Sash  Cord . . . .  4 00
No. 60 J u te  ................  1 75
No. 72 J u te  ................ 2 00
No. 60 S i s a l .................. 1 8 5

Galvanized W ire 
No. 20, each  lOOfL long 1 90 
No. 19, each  100ft. long 2 10 
No. 20, each  100ft. long  1 00 
No. 19, each  100ft. long 2 14

COCOA
B aker’s  ............................... 39
B unte , 10c size ............... 88
B unte , f t  lb .................... 2 20
B unte , 1 lb. ................  4 00
Cleveland ......................... 41
Colonial, f t s  ..................... 25
Colonial, f t s  .................   38
E pps ..............    42
H ersh ey ’s  f t s  ................... 82
H ershey ’s  f t s  ................... 30
H uy ler ................................. 86
Low ney, f t s .........................38
Lowney, f t s ......................... 37
Low ney, f t s  ..................... 87
Lowney, 6 lb. c an s  . . . .  37
V an H outen , f t s ........... 13
V an H ou ten , f t s ........... 18
V an H outen , f t s   ..............86
V an H outen , I s   ..............65
W a n -E ta  ............   36
W ebb ................................... S3
W ilbur, f t s  ....................... 83
W ilbur, f t  a ....................... 22

COCOANUT
f ts , S lb. case  ............... 38
fts ,  5 lb. case  ............... 37
fts , 15 lb . case ............. 36
fts , 15 lb. case  ............. 35
f ts  & f ts , 15 lb. case  35ft
6 and  12c pails  ........... 4 35
Bulk, pails ....................... 27
Bulk, b a rre ls  ................... 25
70 8c pkgs., p e r case  5 25 
70 4 oz. pkgs., p e r  case  5 25 
B akers  Canned, doz. 1 20

COFFEES ROASTED 
Rio

Common ........................  12
F a ir  ..................................  13
Choice ............................. 14
F ancy  ............................... 15
P eab erry  ......................... 32

Santo*
Common ........................  17
F a ir  .....................   18
Choice ............................. 19
F ancy  ............................. 20
P eab erry  ......................... 32

Maracaibo
F a ir  ..................................  20
Choice .......................   24

Mexlcan
Choice .................................20
F ancy  ..............................  24

Guatemala
F a ir  .......................   18
F ancy  ............................. 19

Java
P riv a te  G row th  ......... 34
M andling ....................... 34
Ankola ........................... 34

San Salvador 
Good ..........   22

Mocha
S hort B ean  ................. 31
Long B ean  ..................... 31

Bogota
F a ir  ............................... 21
F a n c y  .............•............. 23

Package Coffee
N ew  Y ork B asis  

Arbuckle ......................  24 50

McLaughlin’s  XXXX  
M cL aughlin 's  XX X X  

package coffee is sold to  
re ta ile rs  only. M all a ll o r
d e rs  d irec t to  W . F . M c
L aughlin  f t  Co., Chicago.

Extracts
H olland, f t  g ro ss bxs. 1 SO
Felix , f t  g r o s s .............1 16
H um m el’s  foil, f t  gro. 85 
H um m el’s  tin , f t  g ro . 1 48

Chocolates Palls
A ssorted  Choc............... 32
A m azon C a r a m e ls ___ 32
Cham pion ...................... 31
Choc. Chips, E u rek a 35
K londike C hocolates 35
N abobs ......................... 35
N ibble S ticks, box ..2 25
N u t W afers  .................. 38
Ocoro Choc. C aram els 34
P e a n u t C lu s t e r s .......... 38
Q u in te tte  ...................... 32
R egina .......................... 30

Pop Corn Goods
C ra ck e r-Jack  P rize  . . 5 60
C heckers P rize  .......... 6 60

Cough Drops
Boxes

P u tn a m  M enthol . . . .  1 50 
S m ith  B ros.....................  1 50

COOKING COMPOUNDS 
Crlsoo

36 1 lb. cans  .............. 10 25
24 1ft lb. cans  .......... 10 25
6 6 lb. cans ................ 10 25
4 9 lb. cans  ................ 10 2b

Mazola
5ft oz. bo ttles , 2 doz., 2 60
P in ts , tin , 2 doz.......... 8 00
Q uarts , tin , 1 doz. . . . , 7 50
f t  gal. tin s , 1 doz. . . 14 25
Gal. tin s , f t  doz.......... 13 80
5 Gal. tin s , 1-6 doz. 19 60

CREAM TARTAR
B arre ls  o r D rum s . . . 84
Boxes ............................ 86

DRIED FRUIT8  
Apples

E v ap ’ed, Choice, blk  @16 
E vap’d  F an cy  b lk ..  @ 

A pricots
C alifo rn ia  ......................  @22

Citron
C alifo rn ia      ..............  @36

C u rran ts
Im ported , 1 lb. pkg. . .  
Im ported , bu lk  ..............

Peaches
M uirs—Choice, 25 lb. . • 
M uirs—F ancy , 25 lb. . .  
F ancy , Peeled, 25 lb. . .

Peel
Lem on, A m erican  
O range, A m erican

Raisins
C luster, 20 ca rto n s  . . .  
Loose M uscatels, 4 Cr. 
Loose M uscatels, 3 Cr. 11 
L. M. Seeded 1 lb. 13 @13 f t

C alifornia P ru n es  
90-100 25 lb. boxes ..@ 09% 
80- 90 25 lb. boxes . .
70- 80 25 lb. boxes . .
60- 70 25 lb. boxes . .
50- 60 25 lb. boxes . .
40- 50 25 lb. boxes . .

Hooks—K irby
Size 1-12, p e r 100 . . . . . .  9
Size 1-0, per 100 ........ . .  9
Size 2-0, p e r 100 . . . . . .  10
Size 3-0, p e r 100 ........ . .  11
Size 4-0, per 100 ........ . .  14
Size 5-0, p e r 100 ........ . .  15

S inkers
No. 1, pe r g ross ........ .. 60
No. 2, p e r gross ........ 60
No. 3, p e r gross ........ .. 65
No. 4, pe r g ross ........ 75
No. 5, p e r g ross ........ ,. 80
No. 6, p e r g ross .......... 90
No. 7, p e r g ross .........1 25
No. 8, p e r g ross .........1 65
No. 9, p e r g ross ........ .2 40

FLAVORING EXTRACTS
Jen n in g s  D C B rand

P u re  V anila
T erpeneless
P u re  Lemon

P e r Doz.
7 D ram  15 C e n t .......... 1 25
1ft Ounce 20 C ent . . 1 80
2 Ounce, 35 C en t ___ 2 70
2 ft Ounce 35 C ent . . 2 85
2 ft Ounce 45 C ent . . 3 10
4 Ounce 55 C ent ___ 5 20
8 Ounce 90 C ent . . . . 8 60
7 D ram  A ssorted  . . . . 1 25
1ft Ounce A ssorted  . . 2 00

Moore’s D U Brand
P e r Doz.

1 oz. V anilla  15 C ent 1 25
1 ft oz V anilla  25 C ent 2 00
3 oz. V anilla  35 C ent 2 7o
L oz. Lem on 15 C ent 1 26
1ft oz. Lem on 25 C ent 2 00
i oz. Lem on 35 C ent 2 76

FLOUR AND FEED
Valley C ity M illing Co.

L ily  W hite .............. 11 35
R ow ena Rye, f ts  ___ 9 40
G raham  25 lb. p e r cwL 5 36
R ow ena B olted Meal,

25 lbs., p e r cw t.......... 3 50
Golden G ranu la ted  M eal,

25 lbs., p e r cwt....... 4 70
R ow ena P an cak e  5 lb.

pe r cw t.......................... 6 25
R ow ena B uckw heat

Com pound .................. 7 25
R ow ena Corn Flour,

25 lb. sacks  .............. 5 30
W atson  H igg ins M illing 

Co.
New P erfec tion  f t s  . .  11 60 

28 V ictory  M ixed ¿’lour 11 45 
30 W orden G rocer Co.

Q uaker, f t s  c loth . .  N one 
Q uaker, f t s  clo th  . .  N one 
Q uaker, f t s  clo th  . .  N one 
Q uaker, f t s  p ap e r . .  N one 
Q uaker, f t s  p ap e r . .  N one

K ansas H ard  W h ea t 
W orden G rocer Co.

P a p e r
A m erican  E ag le , f t s  11 80 
A m erican  Eagle, f t s  11 86

Spring W heat 
W orden G rocer Co. 

W ingold, f t s  c lo th  11 70 
W ingold, f t s  c lo th  11 80

CONDENSED MILK
C arnation , T all ..........  7 50
C arnation , B aby . . . .  5 50
H ebe, T a ll ...........
H ebe, B aby .......... ..
P e t, T a ll ....................... 7 50
P e t, B aby ......................  5 50
V an  Cam p, T all . . . .  7 50
V an  Cam p, B aby . . . .  5 50

CONFECTIONERY 
S tick  Candy P a ils

H orehound  ......................  25
S tan d a rd  ........................  25

Cases
JVmbo ..............................  26

Mixed C andy
P a ils

B roken ..........................
C u t L oaf .......................... 26
G rocers ............................  20
K in d erg a rten  ................  29
L ead er ..............................  25
N ovelty  ........................
P rem lo  C ream s ............  35
R oyal ................................  24
Special . . ' .......................  24
X  L  O ............................  23

Specialties
P a ils

A uto  K isses (b ask e ts) 28 
B onnie B u tte r  B ite s  . .  30 
B u tte r  C ream  Corn . .  32 
C aram el Bon B ons . .  28 
C aram el C roque tte s  . .  26 
C ocoanut W affles . . .  28
Coffy Toffy ..................  28
Fudge, W aln u t ........... 32
Fudge, Choc. P e a n u t 30 
Iced O range Jellies  . .  27 
I ta l ia n  Bon Bons . . . .  27 
AA L icorice D rops

6 lb. box ................... 2 26
Lozenges, P ep ............... 32
Lozenges, P in k  ..........  32
M anchus ....................... 27
M olasses K isses, 10

lb. box .......................... 23
N u t B u tte r  Puffs . . . .  22

FARINACEOUS GOODS
Beans

C aliforn ia L im as . . . . 15ft
Med. H an d  P icked . .  16
Brown, H o l la n d ........

Farina
25 1 lb. packages  . . . . .  2 66
Bulk, p e r 100 lb. ...........

Original H olland Rusk 
P ack ed  12 rolls to  co n ta in er 
8 co n ta in ers  (36) rolls 4 32

Hominy
Pearl, 100 lb. sack  . . . .  6ft 

M acaroni
D om estic, 10 lb. box . .  1 30 
Im ported , 25 lb. box . .  
S k inner’s  24s. case  1 87 f t  

Pearl Barley
C heste r ..........................  5 00
P o r ta g e ..........................

PeaS
G reen, W isconsin, lb. l i f t  
Split, lb. ......................... 9 ft

Sago
E a s t  In d ia  ....................... 16
G erm an, sacks  ............... 15
G erm an, broken  pkg. 

Tapioca
Flake, luO lb. sacks . .  16 
P earl, 100 lb. sacks . .  16ft 
M inute, 10c, 3 doz..........3 66

FISHING TACKLE 
C otton Lines

No. 2, 15 fee t ...............  10
No. 3, 15 fe e t ...............  11
No. 4, 15 fe e t ...............  12
No. 5, 15 fe e t ...............  14
No. 6. 15 fee t .......... ...   15

Linen Lines
Sm all, p e r  100 fee t . . . .  60 
M edium , p e r 100 fe e t . .  55 
L arge, p e r 100 fe e t . . . .  65 

Floats
No. 1 ft, p e r  d o z e n .........13
No. 2, p e r  dozen ..........  15
No. 3, p e r  d o z e n ..............20

Maal
Bolted .....................
Golden G ran u la ted  . .  ?

W heat
Red ...................................
W h ite  .............................

O ats
M ichigan cario ta  . . . . .  
L ess th a n  cario ta  . . .

Cera
C arlo ta .............. ............
L ess th a n  cario ta  . . . .

Hay
C arlo ts  ...........................1
L ess th a n  c a r lo ts  . .  '

Fead
S tree t C ar F eed  . . . .
No. 1 Corn & O a t F d
C racked C orn ...........
C oarse Corn M eal . .

FRUIT JARS
M ason, p ts ., p e r  gro. 7 60 
M ason, q ts„  p e r grò. 8 00 

.aso n , f t  gaL p e r g r. 10 35
M ason, can  tops, gro. 2 80 

GELATINE
Cox’s, 1 doz. la rg e  . . .  1 45 
Cox’s, 1 doz. sm all . .  90
K nox’s Sparkling , doz. 1 90 
K nox’s A cidu’d  doz. . .  2 00
M inute, 1 doz...............  1 25
M inute, 3 doz...............  3 75
N elson’s  ....................... 1 50
O xford ........................... 75
P lym outh  Rock, Phos. 1 56 
P lym ou th  Rock, P la in  1 50 
W aukesha  .....................  1 6 0

HERBS
Sage ..................................  15
H ops ..................................  15
L au re l L eaves ................. 20
S enna L eaves ................. 46
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HIDES AND PELTS

Green, No. 1 ..............  17
Green, No. 2 ..............  16
Cured, No. 1 .............. 19
Cured, No. 2 ..............  ig
Calfskin, g reen , No. 1 30
Calfskin, green , No. 2 28%
Calfskin, cured. No. 1 32
Calfskin, cured, No. 2 30%
H orse, No. 1 . . . . . .  6 00
H orse, No. 2 .......... 5 00

Pelts
Old W ool ............  75@2 00
L am bs ................. 1 00@2 00
S hearlings ........  1 00@2 00

Tallow
P rim e . . . .  
No. 1 ........ . @13 

- . @12
No. 2 ____

Wool
... @11

U nw ashed, med. . . .  @65
U nw ashed, fine . . , . .  @66

PICKLES
Medium

B arre ls, 1,200 coun t 12 00 
H alf bbls., 600 coun t 6 50n < t u  u u ia . f  o v u  c u u u v  u uw
5 gallon kegs ..............  2 60

Small
B arre ls  ..........................  14 00
H alf b a rre ls  .................. 7 50
5 gallon kegs ............  2 80

Gherkins
B arre ls  ..........................  25 00
H a lf b a rre ls  ................  13 00
5 gallon  kegs ..............  4 50

Sw eet Small
B arre l3 .........................  28 00
5 gallon kegs ............  5 00
H alf b a rre ls  ................  I t  50

PIPES
Clay, No. 216, p e r  box 
Clay, T . D. fu ll coun t 
Cob, 3 doz. in box . .  1 25

HONEY
A. G. W oodm an’s  B rand.
7 oz., p e r doz...................
20 oz., p e r doz............ . 6 65

HORSE RADISH 
P e r  doz................................. 90

JELLY
151b. pails, pe r pail . . . .  
301b. pails, p e r pail . . . .

JELLY GLASSES 
8 oz. capped in bbls., 

p e r doz.............................  36

M APLEIN E
2 oz. bottles, p e r doz. 3 00 
1 oz. bottles, p e r doz. 1 75 
16 oz. bo ttles , p e r  dz. 16 50 
32 oz. bottles, p e r dz. 30 00

M INCE MEAT 
P e r  case ......................... 4 15

M OLA8SE8 
New O rleans

F an cy  Open K e ttle  . . . .  70
Choice ................................ 58
Good ................................
S tock ................................

H a lf b a rre ls  5c e x tra
Red H en, No. 2 ___  2 80
Red H en, No. 2% . . . .  8 40
Red H en, No. 5 .......... 3 40
Red H en, No. 10 ........  3 30
Uncle Ben, No. 2 . . . .  2 80 
Uncle Ben. No. 2% . .  3 30 
U ncle Ben. No. 5 . . . .  3 40 
U ncle Ben, No. 10 . .  3 30 
G inger Cake, No. 2 . .3  30 
G inger Cake, No. 2% 4 30 
G inger Cake, No. 5 . .  4 15 
O. & L. Open K ettle ,

No. 2% ......................  5 65

M USTARD
% lb. 6 lb. box . . . . . . .  30

NUTS—W hole 
Almonds, T e rrag o n a  30 
Brazils, large w ashed 34
Fancy M ixed ___ 28@29
Filberts, B arcelona . .  24 
P eanu ts, V irg in ia  . . .  18
P eanu ts, V irginia,

R oasted  ......................  22
P eanuts, Spanish ___ 20
W alnu ts  C aliforn ia  36@37 
W alnuts, F rench  . . . .  32

Shelled
Almonds ......................  50
P eanuts, Spanish,

10 lb. box ..................  19%
P eanu ts, Spanish,

100 lb. bb l................... 17%
P eanuts, Spanish,

200 lb. bbl..................  17
Pecans ......................  1 00
W alnuts ......................  85

OLIVES
Bulk, 1 gal. kegs . . @1 75
Bulk, 2 gal. kegs . . (0)1 55
Bulk, 5 gal. kegs . . @1 50
Stuffed, 5 oz................ . 1 45
Stuffed, 14 oz..............
P it ted  (n o t stuffed)

. 3 00

14 oz............................. . 3 00
M anzanilla , 8 oz. . . . . 1 45
Lunch, 10 oz................ . 2 00
Lunch, 16 oz................
Queen, M am m oth, 19

. 3 25

..................... 5 50
Queen, M am m oth, 28OZ........... ......... . 6 75
Olive Chow, 2 doz. cs.

p e r doz. .................. . 2 50

PETROLEUM PRODUCT8 
Iron  B arrels

P e rfec tion  ....................  H-7
Red Crow n G asoline 23.7 
G as M achine G asoline 44.2 
V. M. & P . N a p h th a  23.7 
C apitol Cylinder, Iron

Bbls................................  41.8
A tlan tic  R ed Engine,

Iro n  B bls......................  28.8
W in te r  B lack, Iron

Bbls  ....................... 14.8
Polarine, Iro n  Bbls. ..44.8

PLAYING CARDS
No. 90 S team boat . . . .  2 25 
No. 808, B icycle . . . .  3 50
P e n n a n t ......................  3 25

POTASH
B ab b itt’s, 2 do*. . . . .  STS

PROVISIONS 
Barreled Pork

I ta lia n  Bon Bons ----- 25
C lear B ack  . .  52 00@53 00 
Short C ut C lr 49 00@50 00 
B risket, C lear 55 00 @56 00

C lear F am ily  ............  48 00

Dry Salt Meats 
S P  Bellies . . .  31 00@S2 00

Lard
P u re  in  tie rces  . .  29@30 
Com pound L ard  24 @24% 
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. pa ils  . . .a d v a n c e  % 
10 lb. pails  . . .a d v a n c e  % 
5 lb. pails . . .a d v a n c e  1 
3 lb. pa ils  . . .a d v a n c e  1

Smoked Meats
H am s, 14-16 lb. 35 @36 
H am s, 16-18 lb. 34%@35 
H am s, 18-20 lb. 33 @34
H am , d ried  beef

se ts  ..................  87 @88
C aliforn ia  H am s 23 @24 
P icnic  Boiled

H am 3 ..............  35 @40
Boiled H am s . . 4 7  @48 
M inced H am s . . 2 2  @23
Bacon ................  40 @50

S ausages
Bologna ........................... 18
L iv er ..............................  12
F ra n k fo rt ....................  19
P o rk  ......................  14 @15
V eal ................................  11
T ongue ........................  11
H eadcheese ..................  14

Beef
Boneless ........  25 00@27 00
Rum p, new  . .  30 00@31 00

P ig’s Feet
% bb ls........................
% bbls., 40 lbs. . . .
% bbls...................
1 bbl............................ .

1 71 
S 40 
• 00 

16 60
Tripe

K its , 15 lbs ........................  90
% bbls., 40 lb s .............. 1 60
% bbls., 80 lbs...........  3 00

Casings
Hogs, p e r lb ................. 50@55
Beef, round  se t . . . .  19@20 
Beef, m iddles, s e t  . .  45@55 
Sheep ................... 1 15@1 35

Uncolored Oleomargarine
Solid D airy  ..............  28@29
C ountry  Rolls ............30@31

Canned Meats 
Corned Beef, 2 lb. . .  6 60 
Corned Beef, 1 lb. . .  4 70
R oast Beef, 2 lb .......... 6 60
R oast Beef, 1 lb .......... 4 70
P o tted  M eat, H am

F lavor, % s ..............  65
P o tted  M eat, H am

Flavor, % s ................. 95
Deviled M eat, H am

F lavor, %s ................... 55
Deviled M eat, H am

Flavor, % s ..............  1 00
Deviled Tongue, %s . .  1 80 
Deviled Tongue, % s . .  3 10

RICE
F an cy  .......................
B lue R ose . . .  ......... 10@U
B roken .........................

ROLLED OATS
M onarch, bb ls ............. 10 25
Rolled A vena, b b ls .. .  10 60 
Steel Cut, 100 lb. sks. 
M onarch, 90 lb. sks. . .  6 10 
Q uaker, 18 R egu lar . .  1 95 
Q uaker, 20 F am ily  . .  5 20 

SALAD DRESSING 
Colum bia, % p in t . . . .  2 25 
Columbia, 1 p in t . . . .  4 00 
D urkee’s large, 1 doz. 5 25 
D urkee’s  m ed., j  do*. 5 80 
D urkee’s P icnic, 2 doz. 2 75 
Snider’s, large, 1 doz. 2 40 
Snider’s, sm all, 2 doz. 1 46

SALERATUS 
P ack ed  60 lbs. in  box. 

A rm  an d  H am m er . .  3 25 
W yandotte , 100 % s . .  3 00 

SAL SODA
.G ranulated, bb ls ...........1 95
G ranu lated , 100 lbs. cs. 2 10 
G ranu lated , 363 pkgs. 2 25 

SALT  
Solar Rock

56 lb. sacks .............. .. 62
Common

G ranulated , F in e  . . . .  I  10
M edium , F i n e .............. 8 20

SALT FISH  
Cod

L arge, w hole ......... @15%
Small, w hole ..........  @15
S trip s o r b ricks  . .  20@23 
Pollock ......................  @14

Holland Herring
Standards, bbls...........
Y. M., bbls.....................
Standard, k e g s ...........
Y. M. kegs ................

Herring
Full F at Herring, 850

to 400 c o u n t ...........
Spiced, 8 lb. palls ......... 96

Trout
No. 1, 100 lbs................ 7 «0
No. 1, 40 lbs................... 8 25
No. 1. 10 lbs................... 90
No. 1, 3 lbs..................... 75

Mackerel
Mess, 100 lbs. ............. 89 00
Mess, 60 lbs.......... .. 11 61
Mess, 10 lbs.............................8 60
Mess. 8 lbs........................... 8 06
No. 1, 100 lb s ................. 81 00
No. 1, 50 Ibe. ............. 11 10
No. 1. 10 lbs........................... 8 60

Lake Herring 
8 lbs.................................

SEED «
A nise ............................  88
Canary, S m y rn a .......... 28
Caraway .................... 80
Cardomon, Malabar 1 80
Celery ............................  60
Hemp, Russian ..........  12
Mixed Bird ................... 12%
Mustard, w hite ..........  40
Poppy ............................  00
Rape ................................  16

SHOE BLACKING 
Handy Box, large 8 dz. 8 60 
Handy Box, sm all . .  1 86 
Bixby’s  Royal Polish 1 20 
Miller’s Crown Polish 90

SN U FF
Swedish Rapee, 10c 8 for 64 
Swedish Rapee, 1 lb. g ls 60 
Norkoplng, 10c, 8 for ..64  
Norkoplng, 1 lb. glass . .  60 
Copenhagen, 10c. 8 for 64 
Copenhagen, 1 lb. glass 60

SOAP
Lautz Bros. 41 Co.

Acme, 100 cakes . . . .  5 60 
B ig M aste r 100 blocks 6 00
Clim ax ............................  6 00
Queen W h ite  ..............  6 90
O ak L e a f ..................  5 60
Q ueen A nne ..............  5 50

P ro c to r & G am ble Co.
L enox ..............................  5 65
Ivory, 6 oz..................... 6 65
Ivory, 10 oz. ..............  10 80
S ta r  ................................  5 SO

S w ift & Com pany
Swif t’s  P rid e  ..............  5 50
W hite  L au n d ry  ........... 5 65
Wool, 6 oz. b a rs  . . . .  6 60 
W ool, 10 oz. b a rs  . . . .  9 40

T rad esm an  C om pany 
B lack  H aw k , one box 8 76 
B lack  H aw k, five bxa 8 70 
B lack  H aw k , te n  bxa 8 66

Box con ta in s 72 cakes. I t  
is  a  m ost rem ark ab le  d ir t  
and  g rease  rem over, w ith 
o u t in ju ry  to  th e  skin.

Scouring Powders
Sapollo, g ross lo ts  . . 9 6«
S&pollo, h a lf  gro. lots 4 85
Sapollo, single boxes 2 44
Sapollo, h and  ............... S 40
Q ueen Anne, 80 oans 1 80
Queen Anne, 60 oans 8 60
Snow M aid, 30 cans . . 1 80
Pnow M aid. 60 cans  .. 8 60

W ashing Pow ders
Snow Boy, 100 pkgs. . 6 65
Snow Boy, 60 pkgs. . . 3 65
Snow Boy, 24 pkga. . . 5 00
Snow Roy. 80 pkga. . . t  26

Soap Pow ders
Johnson ’s  F ine, 48 2 5 75
Johnson’s  X X X  100 . . 6 75
R ub-N o-M ore .............. 5 50
N ine O’Clock .............. 4 00
L au tz  N ap h th a , 60s ..
Oak L eaf Soap Pow der,

24 pkgs.......................... 4 25
Oak L ea f Soap Pow der.

100 pkgs...........................6 60
Queen A nne Soap Pow 

der, 60 pkgs................. 8 60
Old D utch  C leanser,

100s ..............................  4 00
SODA

Bi Carb, K egs ........... 8%

SPICES 
W hole Splees 

Allspice, Jam aica . .  @12 
Allspice, lg. Garden 0 11  
Cloves, Zanzibar . .  @55 
Cassia, Canton . . . .  @30 
Cassia, 60 pkg. doz. 086  
Ginger, African . . . .  @16 
Ginger, Cochin . . . .  0 2 0
Mace, P e n a n g ...........@90
Mixed, N o. 1 ..............01 7
Mixed, No. 2 ............... 01 6
Mixed, 6c pkgs. dz. 04 8  
N utm egs, 70-8 . . . .  @50 
N utm egs, 106-110 . .  @45
Pepper, Black ..........  0 89
Pepper, W hite ..........  @40
Pepper, Cayenne . .  OS2 
Paprika. Hungarian

Pure Ground In Bulk 
Allspice, Jam aica . .  01 6  
Cloves, Zanzibar . .  06 8  
Cassia, Canton . . . .  08 8  
Ginger, African . . . .  @25
Mace, Penang ..........  @1 00
N utm egs ..................  @45
Pepper, B lack ..........  @35
Pepper, W hite ..........  @52
Pepper, Cayenne . .  0 80  
Paprika, Hungarian 04 6

STARCH
Corn

Klngsford. 40 lbs. . .  9%
Muzzy, 48 lib . pkgs- 9%

Klngsford
Silver Gloss, 40 lib . . .  9% 

Gloss
Argo, 48 6c pkgs........ 2 40
Silver Gloss. 16 Slbs. . .  9% 
Silver Gloss, IS 61bs. . .  9%

Muzzy
48 lib . packages . . . . . .  9%
16 81b. packages  *. 9%
12 61b. packages . . . . . .  9%
60 lb. boxes .................  6%

SYRUPS
Corn

Barrels ............................  78
H alf barrels ....................  76
Blue Karo, No. 1%,

2 doz................................ 2 66
Blue Karo, No. 2, 2 dz. 8 80
Blue Karo, No. 2%, 2

doz. ................................ 4 10
Blue Karo, No. 6, 1 dz. 8 96
Blue Karo, No. 10, %

doz. ......................    3 70
Rod Karo, No. 1%. 8

doz. ............................... 2 80
Red Karo, No. 2, 2 dz. 8 66
Red Karo, No. 2% 2dz. 4 40
Red Karo, No. 5, 1 dz. 4 25
Red Karo, No. 10 %

doz. ........................    4 00
Pure Cane

Fair ...................................
Good ................................Oh«««« . . .

TABLE SAUCES
H alford , la rge  . . . . . . . .  3 76
H alford , sm all ........... 2 26

TEA
Uncolored Japan

M edium  ..................... 34@38
Choice ......................... 35@38
F an cy  ......................... 45@55
B ask e t-F ired  M ed’m  
B ask e t-F ire d  Choice 
B ask e t-F ired  F an cy
No. 1 N ibbs ................. @45
Siftings, b u l k ............  @23
Siftings, 1 lb. pkgs. @25

Gunpowder
M oyune, M edium  . .  35@40 
M oyune, Choice . . . .  40@45 

Young Hyson
Choice ........................  35@40
F an cy  ......................... 50@60

Oolong
Form osa, M edium  . .  40@45 
Form osa, Choice . .  45@50 
Form osa, F an cy  . .  55@75

English Breakfast
Congou, M edium . .  40@45 
Congou, Choice . . . .  45@50 
Congou, F an cy  . . . .  50@60 
Congou, E x. F an cy  60@80

Ceylon
Pekoe, M edium  . . . .  40@45 
D r. Pekoe, Choice . .  45@48 
F low ery  O. P . F an cy  55@60

TW INE
Cotton, 3 ply .................. 75
Cotton, 4 p l y ................... 75
Hem p, 6 ply .................  86
W .o l. 100 lb. b a l e s ___80

VINEGAR
W h ite  W ine, 40 g ra in  20 
W hite W ine, 80 g ra in  25% 
W h ite  W ine 100 g ra in  28
O akland V inegar & Pickle

Co.’s B rands
O akland apple c ider . .  35 
B lue R ibbon Corn . . . .  25 
O akland w h ite  picklg  20 

P ack ag es  no  charge.
WICKING

No. 0, p e r gross ........... 70
No. 1, p e r  g ross ..........  80
No. 2, p e r g r o s s ...........1 20
No. 3, p e r  g r o s s ...........1 80

WOODKNWARE
Baskets

Bushels ........................... 2 00
Bushels, wide band . .  2 25 
Market, drop handle . .  70
Market, single handle 75
Splint, large ................. 5 76
Splint, medium ..........  5 25,
Splint, sm all ............... 4 75

Butter Plates 
Ovals

% lb., 260 in crate . . . .  60 
% lb., 250 in crate . . . .  60
1 lb., 250 in crate ........  65
2 lb., 250 in crate ........  75
3 lb., 260 in crate ........  90
5 lb., 250 in crate . . . .  1 10

W ire End
1 lb., 250 in c r a t e ......... 60
2 lb., 250 in crate ......... 56
3 lb., 250 in crate ......... 65
5 lb., 20 in crate ...........  75

Churn*
B arrel, 5 gal., each  . .  2 40 
B arrel, 10 gal> each  . .  2 56

Clothes Pins 
Round Head

4% inch, 5 g ross . . . .  1 50 
C artons, 20-36s, b o x . . 1 70

ARCTIC
EVAPORATED MILK

T all ..................................  0 00
B aby ............ .................  4 86

M anufac tu red  by  G rand 
Ledge M ilk Co.

Sold by a ll jobbers and  
N ationa l G rocer Co., G rand 
R ap id a

AXLE GREASE

Egg Crates and Filiere 
H u m p ty  D um pty, 12 dz. 24
No. 1 com plete ............... 60
No. 2 com plete ............... 40
Case, m edium , 12 se ts  1 80

Faucets
Cork lined, 8 in. ............... 70
Cork lined, 9 in ................. 80
Cork lined, 10 in .................90

Mop Sticks
T ro jan  sp ring  ............  1 60
E clipse  p a te n t sp rin g  1 60
No. 1 com m on ..........  1 60
No. 2, p a t. b ru sh  hold 1 60
Ideal. No. 7 ..................  1 60
12oz. co tton  mop heads 3 10

Palls
10 q t. G alvanized . . . .  b 25 
12 qt. G alvanized . . . .  6 00 
14 qt. G alvanized . . . .  6 50
F ib re  ..............................  9 75

Toothpicks
Ideal ................................  86

KITCHEN
KLENZER

B0 can  cases, $4 p e r case

Trapa
Mouse, wood, 4 holes . .  60
Mouse, wood, 6 holes . .  70
Mouse, tin , 5 holes . . . . 6 6
R at, wood ...................... . . 8 0
R at, sp rin g  .................. . .  75

Tuba
*fn. 1 F ib re  ................ 42 00
No. 2 F ib re  .............. 38 00
No. 3 F ib re  .............. 33 00
Large G alvanized . . . 18 00
M edium Galvanized 15 50
Small G alvanized . . 13 50

W ashboards
B anner Globe ............ .. 5 25
B rass, Single ............ .. 8 00
Glass, Single .............. . 6 25
Double P eerless  . . . . 8 00
Single P ee rle ss  ........... 6 75
N orthe rn  Queen . . . . 6 25
Good E nough  ............ . 6 25
Universal ....................  6 25

Window Cleaners
12 in........................................  1 66
14 in......................................... 1 85
16 in......................................... 8 80

Wood Bowls
13 in. Butter .............  1 90
15 in. Butter .............  7 00
17 in. Butter ............  8 00
19 in. Butter .............. 11 00

W RAPPING PAPER  
Fibre, Manila, w hite . .  6% 
Fibre, Manila, colored
No. 1 Fibre .................  8%
Butchers’ M an ila ......... 7
K raft ............................  12%
W ax Butter, short c ’nt 20 
Parchm't Butter, rolls 22 

YEAST CAKE
Magic, 3 doz. ..............  1 16
Sunlight, 3 doz.............. 1 00
Sunlight, 1% doz. . . . .  60
Yeast Foam, 8 doz. . .  1 16 
Y east Foam, 1% do*. 86 

YEAST—COMPRESSED  
Fleischman. per dns. . .24

SPECIAL 
Price Current
BAKING POWDER 

CALUMET

10c size, 4 oz....................  95
20c size, 8 oz.....................1 90
30c size, 1 lb ......................2 90
75c size, 2% lb ..................6 25
31.25 size, 5 lb. . . . . . . 1 8  00

PEANUT BUTTER
 ̂SaÄr-— 1

Bel-Car-Mo Brand
6 oz. 1 doz. in case  . .  2 90 
12 oz. 1 doz. in case . .  2 50
24 1 lb. pails  ................  6 10
12 2 lb. pails ..............  5 60
5 lb. palls, 6 in  c ra te  6 60
10 lb. pails ....................  20%
15 lb. pails  ....................  20
25 lb. pails ....................  19%
50 lb. tin s  .................... 19%

SALT
Diamond Crystal

24 2 lbs. s h a k e r ........ 1 70
36 2 lbs. t a b l e ............ 1 80

150 2 lbs. tab le  .......... 5 75
86 8% lbs. tab le  . . . .  5 60
28 10 lb. flake ..........  4 80

280 lb. bulk b u tte r  . . .  8 38 
280 lb. bu lk  cheese . . .  8 88 
280 lb. bulk sh ak e r . .  8 88 
28 lb. co tton  sk , b u tte r  40 
56 lb. co tton  sk  b u tte r  85 
35 lb. D. C. coarse  . .  48 
70 lb. D. C. coarse  . . .  90 

D. C. s tock  b riq u e tte s  1 30 
D. C. block stock , 60 lbs. 40

Morton's gait

Per esse, 84 9 lbs. . . . .  1 80 
Five ease lots ............ I  79



30 M I C H I G A N  T R A D E S M A N Decem ber 4, 1918

THE CASUAL SHOPPER.

How To Make Him a Regular Cus
tomer.

There is a vast difference between 
a customer and a mere purchaser. The 
former is a friend of the store, one 
who makes most of her purchases at 
a particular store and continues this 
practice for years. The latter is mere
ly one who drops into the store now 
and then, but who distributes her 
patronage among any number of 
stores.

But every casual purchaser is a 
potential customer and many are the 
methods that have been devised to 
bring about the transition. All the 
special little services, such as rest 
rooms, writing rooms, theater and 
railway ticket offices, beauty parlors, 
play rooms for children, banking facil
ities, fur storage, bundle checking 
privileges, etc., were devised for the 
purpose of making shopping attrac
tive in the particular store in which 
they were installed, to make it more 
attractive than in competitive stores, 
to the end that the casual purchaser 
coming into the store to use these 
conveniences would find them so to 
her liking that she would return to 
the store to do all or most of her 
future shopping. These services in 
most cases are extraneous to the mer
chandise line, and even those for 
which a fee is charged are usually run 
at a loss, but the investment is good 
and more than pays for itself in the 
increased trade.

Another method, containing more 
of the element of psychology perhaps 
than the special service idea, is that 
of establishing the personal contact 
between the store and the customer. 
The favorite method of doing this, of 
course, is through the follow-up sys
tem of letters or advertising sent 
through the mails. The various meth
ods that are used in accomplishing 
this have been described in previous 
issues.

The largest source from which mer
chants obtained names for their mail
ing lists is from their charge ledgers. 
Of necessity the name and address of 
every charge customer are contained 
in the firm’s books, and it is compara
tively easy to make up a mailing list 
of these names.

Another fruitful source has been 
the names and addresses appearing 
on the sales slips of customers; this 
merely duplicated the names already 
appearing on the books, but in the 
case of cash customers it was the only 
source from which the names could 
be gathered.

With the “Carry Your Own” cam
paign in full swing as a war measure, 
this source to a large extent was de
creased. There are, in every store, a 
number of customers now who pay 
cash and carry their own bundles 
with them, and leave no record in the 
store. The advent of the automobile 
also has decreased the deliveries, as 
many women now use their cars for 
shopping and carry their purchases 
home in them.

A few months ago it became appar
ent to many stores intent upon build
ing up an established clientele that 
it would be well to keep in touch with

these cash customers who left no 
trace of their patronage other than a 
sales slip on which was noted only 
the merchandise they bought and the 
amount of their purchases.

At least one New York store has 
devised a system for doing this, and 
after more than a month’s experiment 
is convinced that the plan is a success 
and is continuing it indefinitely.

This store is located on Fifth Ave
nue, and is one of the most prominent 
specialty houses^ Its charge custom
ers are among the best people in New 
York, and the store has built up a 
reputation for certain lines which is 
nation wide. A great number of shop
pers are attracted to the store for this 
reason. Many of them make cash pur
chases and carry away their own 
packages. It was desired to develop 
these shoppers into permanent cus
tomers through the store’s mailing 
list.

Accordingly, it was decided that 
each salesperson, when making a cash 
sale in which the customer carried 
away the purchase, was to ask the 
name and address of the purchaser. 
The salesperson frankly tells the pur
chaser that the store desires her name 
and address in order that it may keep 
in touch with her and inform her ot 
special merchandising features, sales, 
etc., which it announces through the 
mails from time to time.

Each salesperson is provided with a 
little pad form for the purpose of 
writing down the names and address
es she obtains in this manner. At the 
end of the day these slips are turned 
into the section manager, who in turn 
sends them into the main office, where 
they are transferred to cards and filed 
in the general mailing list.

According to an executive of the 
firm, the fear that a large proportion 
of the purchasers might object to giv
ing their names and addresses to the 
salesperson is entirely unfounded. No 
accurate record is kept of the number 
of refusals, but it is so small that it 
is almost negligible. In fact, the cus
tomers are usually delighted to give 
their names and addresses and imme
diately feel a certain amount of kind
liness toward a firm which is so so
licitous of even its casual customers 
that it desires to keep in touch with 
them. The element of vanity, ever 
present in human nature, is catered to. 
All of us like to feel that we are be
ing paid special attention. It pleases 
the vanity of a woman when a great 
store asks her name and address to 
place in its files. It makes her feel 
more important.

There is a certain amount of dupli
cation, of course, when the customer 
shops at a number of different depart
ments. Her name is taken in the first 
department, and she is asked for it 
again in other departments. In most 
cases, the customer tells the sales
person who enquires the second time 
that she already has given her name 
to a saleswoman in another depart
ment, so that after all this duplication 
is relatively small.

The proof of the pudding is in the 
eating, and the test of any system 
is the manner in which it works out 
in actual practice. This system does

work, and through its medium the 
store has added several thousand 
names to its mailing list in a little 
over a month which it would not have 
obtained in any other manner.

Trend of the Retail Grocery Trade. 
W ritten  fo r th e  T radesm an .

There are some lines of business 
which were in evidence fifty years 
ago which have almost entirely dis
appeared. I have particularly in mind 
the cooper shops, where barrels and 
kegs were made by hand, and the 
harness shops. Cooperage is now 
produced almost exclusively in our 
prisons, while harnesses are made in 
large factories, under competitive 
conditions which cannot be met by 
the individual manufacturer.

I have no fears that the grocery 
business will ever be abolished, be
cause as long as people are born with 
stomachs and appetites, so long there 
will be a noccupation open to the pur
veyors of food products.

That great changes are in store for 
the grocery business, I have no doubt. 
I believe the dirty, unsanitary store 
must go and that the filthy grocer— 
of whom we unfortunately have too 
many—must give way to men who 
realize that the public has a right to 
insist and demand that food products 
be handled in such a manner as to in
cur the least possible contamination.

If I was a young man and had 
ample means to work out my ideas or 
could prevail upon my moneyed 
friends to invest in such .a project, 
there is nothing I would like better 
than to establish a chain of grocery 
stores—all conducted on the same 
plan and managed from a common 
headquarters. I believe it is a money
making business if it is rightly ad
ministered and economically con
ducted. I would not give the stores 
such an outlandish name as Piggly 
Wiggly, which is suggestive of any
thing but cleanliness and sanitary 
surroundings. I would select a name 
more in keeping with the ancient and 
honorable traditions of the grocery 
business and I would make quality 
and service the prime factors in at
tracting and holding trade.

Frank Stowell.

Germany Has “Flourless” Bread.
Several German newspapers have 

printed under the title “flourless 
bread” reports of experiments in 
making bread direct from the grain 
without first grinding it to flour. 
This is done simply by soaking the 
grain in water and kneading it into 
dough. The war committee of Ger
man millers claim, however, that this 
method was tried 30 years ago, but 
has never been used, except in small 
bakeries, and the expectations of ob
taining a large quantity of bread in 
this way have not been realized. 
From 100 kilos of grain, 98̂ 2 kilos of 
flour are obtained, being lost in 
the form of . dust. Using the grain 
itself, soaked in water, would there
fore at best save only per cent. 
Even then what might be gained in 
weight would be lost in nutrition, as 
the bread made of grain would con
tain many impurities which are taken 
out when the grain is ground and 
bolted.

Timely Advertising Efforts.
The abnormally high prices exist

ing to-day as a result of our entrance 
into the great world war have caused 
people generally to consider, with 
unusual seriousness, the problem of 
reducing living costs. With this in 
mind, not a few wide-awake dealers 
in various lines are availing them
selves of this opportunity to do ef
fective advertising on some of the 
money-saving items of their lines.

For instance, a certain Illinois 
hardware merchant has carefully 
checked up his entire stock, making 
a list of everything which could in 
some way be suggested as a relief 
expedient. He then worked out 
strong advertisements on these com
modities, placing special emphasis on 
such features as commend them to 
the economical house-wife who is 
anxious to reduce living expenses to 
the minimum.

Among other things, he presented 
aluminum ware, directing attention 
to the fuel-saving property of these 
utensils. The fuel-saving argument 
he also applied to fireless cookers. 
He explained how scraps from the 
table can be converted into hash and 
other appetizing dishes by means of 
a food chopper; how the washing 
machine makes possible a substantial 
saving on the weekly wash bill, etc. 
This series of advertisements was 
unquestionably productive of results, 
the dealer said.

A Millinery Novelty.
While manufacturers of women’s 

hats are still getting calls for up
turned or rolled brim effects in tur
bans and small hats on the mandarin 
order, the bulletin of the Retail Mil
linery Association of America calls 
attention to a new shape that is now 
being offered here. This has a brim 
that is very narrow on the right side, 
but very wide and upturned on the 
left. In some variations of the idea 
the left side has the appearance of a 
wide envelope flap that is broad 
enough to touch the center of the 
crown.

According to the bulletin this will 
probably be a hat which will appeal 
to many, because it shows the hair. 
A modified shape on these lines, it 
adds, makes a very good hat for 
matrons.

Retail Delivery Costs.
An interesting investigation has 

been made recently by the Depart
ment of Commerce to determine the 
cost of retail delivery in the city of 
Washington. Figures obtained from 
128 concerns doing one-third o f ‘the 
total retail business showed an aver
age delivery cost of 6.2 per cent, of 
gross sales. Out of every dollar spent 
for merchandise more than six cents 
was paid for delivering it.

The actual cost in different lines of 
business ranged from ly i per cent, to 
45 per cent. It totaled $8,000,000 as 
against $7,250,000 for inbound freight. 
Each family in Washington thus paid 
on an average $101.26 for retail de
livery during the year.

It takes an experienced undertaker 
to look solemn and conceal his satis
faction.
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Ideas That Count In Merchandising.
A man once got rich by conceiving 

the idea of putting a bit of rubber—to 
be used as an eraser—on the end of 
lead pencils. Another accumulated 
wealth and no small amount of fame 
by being the first merchant to offer 
for sale a wide variety of goods at 
small, fixed prices. A third saw steam 
escaping from the spout of a tea 
kettle, and the ultimate result was 
the invention of the steam engine.

The foregoing are but three of the 
almost countless instances in which 
apparently trivial ideas have led to 
the advancement and comfort of the 
human race or to the financial success 
of the individuals whose minds gave 
them birth. While possibly not so 
revolutionary as the ones cited, ideas 
are daily leading to the improvement 
of business in many directions and 
to the promotion or financial better
ment on the part of the employes 
who conceive them. Hardly any
where else is this truer than of the 
modern department store.

Like advice, the “suggestion box” 
that is found in the employes’ sections 
of most of the country’s big stores 
is ignored more often than it is made 
use of, and yet executives say it is 
one of the most valuable means they 
have of finding the kinks in the op
eration of the business and the best 
methods of relieving them. While 
most of the suggestions received in 
this way are unavailable—some of 
them being absolutely fantastic— 
many have at once been seized 
upon by the men in authority and 
put into effect. They are said to 
cover all parts of the business, from 
receiving goods to delivering them 
and from window dressing to ac
counting.

Strange as it may seem, the most 
useful ideas most often come from 
employes who are either new to the 
store or to the department in which 
they are working at the time their 
suggestions are made. The reason 
for this, according to one well-known 
executive, is that the average employe 
after being in a certain department 
for any length of time will ignore 
any catch there may be in its oper
ation because he or she has become 
accustomed to it, while the new work
er is likely to perceive it at once At 
first there is wonder about why such 
a situation should be allowed to exist, 
and then, if the employe is made of 
the right stuff, comes a suggestion for 
its correction. In many stores the 
giving of suggestions is stimulated 
by awarding substantial cash prizes 
monthly, and it is agreed by execu
tives that the money spent in this 
way is well invested.

As has been said before, the sugges
tions received have a wide scope. An 
apparently trivial idea that was adopt
ed to good advantage by a local store 
had for one of its objects the cut
ting down of the waste in pins. This 
suggestion came from one of the of
fice workers, and was to the effect 
that many pins might be saved in the 
course of a year—and money as well 
—by abandoning the practice of the 
store’s mail order department of fas
tening, by this means, the mail order 
received to the envelopes in which

they came. At the same time it was 
suggested that the envelopes them
selves might be sent to the supply 
department, and there given out for 
scratch paper. Both ideas were ac
cepted. Another idea that had for its 
object the conservation of paper was 
embodied in the suggestion that the 
reverse side of the paper used in an 
electrically operated machine for 
transmitting handwritten messages 
from one part of the store to another 
might be made to do service by re
winding it on the spools that hold it.

One of the things that consumes 
considerable time in the average store 
is getting an article from a show win
dow. In most stores, it is said, there 
is a rule that goods making up a dis
play must not be touched by any 
person not connected with the win
dow-dressing staff. Often the head
quarters of this staff is situated in 
an out of the way corner of the store 
and hard to get at without recourse 
to the telephone. Using the tele
phone in cases like this always means 
an added strain on the store’s system, 
and often means that a salesperson 
must temporarily abandon a' custom
er to make the call. These objections 
in a certain store have been over
come, as a result of an employe’s 
suggestion, by the installation of an 
indicator that shows the part of the 
store from which the call for the 
dresser came. It is operated by a 
push button from stations that are 
conveniently located for all concern
ed.

An idea relating to the receiving 
room recently was turned in by an 
employe of a certain store and ac
cepted, which does away with con
siderable handling of merchandise 
and produces an equivalent saving in 
time and money. In this store, when 
merchandise was unpacked it was 
placed on tables for examination and 
then transferred to hand trucks for de
livery to the proper department. As a 
suit of the suggestion in question, 
however, wheels have been attached 
to the tables and the merchandise is 
now distributed with a minimum of 
effort and time. The element of dam
age through soiling, which is always 
in prospect when goods are han
dled frequently, is also, reduced.

In the selling end, a recently ac
cepted idea had to do with the chang
ing of mirrors in the section of a de
partment given over to semi-made 
skirts from half to full ones, in order 
that the customers might visualize 
the merchandise in the form it will 
be ultimately used. Some years 
back, at the time events were cul
minating which led to the affair at 
Vera Cruz, it was suggested by a 
newly employed executive that it 
might be a good thing to get away 
from the ordinary type of Christmas 
window trim and put in a battle scene 
in which the martial end of the toy 
department would provide the actors. 
This was done, to the pronounced 
stimulation of the demand for the 
kind of toys used.

Also better watch the man who 
tries to impress you with the state
ment that he is giving you over 
weight.

BUSINESS WANTS DEPARTMENT
Advertisem ents Inserted under th is  head for three cen ts a word th e  first 

Insertion and tw o cents a word for each subsequent continuous Insertion. 
If set In capital letters, double price. No charge less than 25 cents. Cash 
m ust accompany all orders.

•U I I N K M  CHANCE*.
W e can  sell y ou r business, fa rm  or 

p roperty , no m a tte r  w here  located. C ap
ita l procured  fo r m erito rious en terprises. 
H erb e rt, W ebster Bldg., Chicago, 111. 1 

W A N T ED —SA LESM EN  TO SE L L  ON 
COMMISSION, a ttra c tiv e  a sso rtm en t 
braided  le a th e r  w a tch  guards, w atch  
s trap s , billies, etc., s tr ic tly  to  re ta il 
c lo th ing  an d  jew elry  sto res. P rem ier 
M anufac tu ring  Co., 1640 E . E ag e r St.,
B altim ore, M aryland,___________________7_

F o r Sale—100 pound Stim pson Com 
p u tin g  scale. P rice  $85.00. A. W . H ay  &
Son, F en ton , M ichigan.________________ 8

Ice P la n t—Only one In coun ty  sea t 
tow n of 2,000; ba rg a in  if sold soon; $6,000 
w ill handle. A ddress C ream ery, Seneca,
K ansas.________________________________ 9_

F o r Sale O r T rade—E lev a to r and  coal 
business in  M ichigan; fully equipped; 
m ain  ra ilw ay ; no opposition; la rg e  tra d e ; 
hand ling  500 to  2,000 bushels daily. 
$17,000 o r tra d e  JTor fa rm . N orm an  E d-
dington , B righton , Illinois.___________ 10

FO R LEASES—H andsom e storeroom  in 
new, m odern business block; w ill be ready  
D ecem ber 1; a  chance to  ge t th e  best 
location  In th e  b e st c ity  in  N orthw est 
M issouri; W oolw orth’s 10c s to re  is on one 
side of th is  room  and  th e  la rg e st re ta il 
business in th e  c ity  is on th e  o th e r side; 
com e and  see th is  splendid opportunity . 
M rs. L. M ichau, 219 W . 2d S t., M aryville,
M issouri.______________________________11

F o r  Sale—G rocery s tock  located  in 
live  c ity  of Owosso. A nnual sales $33,000. 
R eason fo r  selling, physical breakdow n. 
F u ll p a rticu la rs  on request. G eorge S.
D ickson, Howell, M ichigan.___________12

F o r  Sale—B est coun try  s to re  in M ichi
gan. Good business. < P le a sa n t location. 
A ddress No. 2, care  M ichigan T radesm an .______________________  2

F o r  Sale—Candy, tobacco an d  g rocery  
store . D w elling connected. Good concrete 
basem en t and  b am . $2,000. E . G. L ittle , 
1022 T rum bull St., E a s t  Side, B ay City,
M ichigan.______________________________ 3

F o r R en t—A re you p lann ing  on going 
in to  business fo r yourself o r changing 
you r p resen t location? One of th e  best 
located  s to res  in M arquette  is available. 
W rite  fo r pa rticu la rs , s ta t in g  business.
Box 264, M arquette , M ichigan._________5

W ill pay  cash  fo r w hole o r p a r t  stocks 
of m erchand ise . Louis Levinsohn, Sagi-
naw . M ichigan.______________________767

W an ted  A t Once—Cash paid  fo r m ens 
and  boys’ clothing, fu rn ish ings, h a ts , 
caps, shoes. M. K ahn , 504 W ash ing ton  
Ave., B ay  City, M ichigan. 996

F o r Sale—O ne of th e  b e st grocery  s to res 
in one of th e  best tow ns in M ichigan. 
D oing a  splendid business. Only reason  
fo r selling, can n o t s tan d  th e  w ork. A d
dress  No. 6, care  M ichigan T radesm an . _________________________ 6_

F o r Sale—G rocery stock  in  tow n of 
1,000. Invoicing ab o u t $4,000. Sales fo r 
y e a r  ending  A ugust 30th, $32,000. A d
dress No. 990, care  M ichigan T radesm an . 
_____________________________________ 990

F o r Sale—Stock of general m erchandise, 
s to re  and  dwelling, tw o acres  good land 
located cen ter fine fa rm ing  com m unity. 
A ddress No. 993, care  M ichigan T rades- 
m an,_________________________________998

P a y  spot cash  for clo th ing  and  fu rn ish 
ing goods stocks. L, S ilberm an, 106 E . 
H ancock. D etro it.____________________936

Stock W anted—H ave 226 acre  s tock  
fa rm ; level; good buildings; tim ber; near 
th ree  m ark e ts  in  Southern  M ichigan. 
W ill exchange fo r s tock  m erchandise  up 
to  $40,000. W rite  w ha t you have. Flood, 
D exter, M ichigan.  989

Cash R egisters—W e buy, sell and  ex 
change a ll m akes of cash  reg is te rs. W e 
change saloon m achines Into penny key 
reg is te rs. Ask fo r inform ation. T he J. 
C. V ogt Sales Co., Saginaw , Mich. 906

COLLECTIONS.
Collections—We collect anyw here. Send 

for our “No Collection, No C harge” offer. 
A rrow  M ercantile  Service. M urray  B uild
ing, G rand Rapids, Mich. 390

SEE NEXT PAGE.
A dvertisem ents  received too la te  to  ru n  

on th is  page a p p ea r on th e  following 
page.

CO LEM AN <B»nd>
Terpeneless

LEMON
and Pure High Grade

VANILLA EXTRACTS
Made only by

FOOTE & JENKS
Jackson, Mich.

Economic 
Coupon Books

They save time and expense 

They prevent disputes 

They put credit transactions on cash basis 

Free samples on application

T rad esm an  C o m p an y
Grand Rapids, M ich.
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TO SOLVE TRADE TANGLES.

Trade Hoping for a Permanent Mer
cantile Arbiter.

With demobilization of food control 
by Federal officials already well in 
hand and with the sugar division defi
nitely naming a date when it will 
cease to functionate, there is a grow
ing demand in food trade circles for 
a systematic study looking toward 
some form and measure of permanent 
regulation that will meet a long rec
ognized need of fair trade.

While the period of Hooverism has 
unquestionably found Federal author
ity applied in extraordinary way» 
which would not be tolerated in nor
mal times, it has demonstrated its 
ability to do a great many necessary 
and desirable things which can not 
apparently be done otherwise and 
which the trade generally, as well as 
consumers, would probably find 
wholesome and economically effective 
in preventing undue activity of the h. 
c. 1. hoodoo, which is always with us 
and will probably become rampant as 
soon as official pressure is removed.

So far as can be noted now, noth
ing tangible is in progress looking 
toward the framing of permanent 
plans along such lines. Once upon a 
time business men hoped that they 
had a non-technical, semi-judicial, 
semi-commercial tribunal in the Fed
eral Trade Commission—one that 
would look at a problem in a practical 
way and seek to solve it as business 
men would solve it—but any such 
hope long ago vanished, since theor
ists, lawyers and politicians took posi
tion in the saddle and hung out their 
banner as one more official investigat
or, prober and prosecutor. The feel
ing is that some remnant of the Hoov
er administration promises better than 
anything else and that now is the time 
to shape its function and status be
fore the Presidential edict formally 
ends the whole business.

No one in the trade wants perma
nent domination by officialdom that 
will sweepingly suppress individual
ism as have the regulations of the 
past eighteen months. Every sensible 
and courageous merchant wants the 
open field and fair competitive condi
tions restored and will fight for it. 
Had it not been for the patriotic reali
zation that war is no time for individ
ual freedom of action, Mr. Hoover 
could not have put over a fraction of 
what he really did accomplish and his 
course would have been a path of 
thorns instead of a bower of friendly 
co-operation. But ins eminent fair
ness won him the trade confidence 
and his sympathy and intelligent ap
preciation of the tradesman’s view
point made him their champion.

Incidental to it all and quite apart 
from the main ends , accomplished 
students of merchandising and eco
nomics found evidence of potential in
fluence upon individual action which 
suggested the remedy for long-en
dured evils that had long hampered 
the course of fair trade and which 
were responsible in large measure for 
the high cost of living and which 
could not be prevented by business 
men; especially if the laws against

concerted action were to be applied by 
ambitious public prosecutors and po
litical office seekers. The grocers had 
the motive to correct individual 
obliquity, but not the power. Per
sistency on the part of one in a bad 
practice let down the bars, if it did 
not actually compel following the 
leader, by the others.

Take the matter of speculative ad
vances in price; not that of the pro
fessional manipulator, but the panicky 
influence of the law of supply and de
mand on an open market. The most 
vital and far reaching thing Herbert 
Hoover did in all his career was to 
decree that hence forth prices should 
not be made with regard to replace
ment values, but strictly in accordance 
with a permitted advance above actual 
cost. That alone struck the death 
blow to speculative advances in the 
cost of food, although it took some 
time for it to fully demonstrate the 
fact.

For years, and especially since the 
opening of the war, grocers had com
plained of the fact that in times of 
great excitement, public demand 
would run away with all reasonable 
conduct and unduly force prices up. 
In times of scarcity, too, speculators 
could “corner” a scant supply and 
force prices up. Every time goods 
changed hands they acquired a fresh 
increase in price—and it was actual 
value, obtainable in the market—until 
prices went far above what the trade 
recognized as the real value. Only a 
few months before we went into war 
tomatoes that had been sold at a fair 
canning profit of less than $1.50 sold 
like hot cakes at $2.40 or more. Every 
one knew the advance was purely arti
ficial and not economically justified, 
but it was the free market price and 
the speculator was in clover.

The same thing is sure to occur 
again the minute the rules against re
selling and limiting the profit to a 
margin above actual cost are relaxed. 
No one can stof) it and no one ex
pects to. If Uncle Sam keeps all the 
food he has already bought for the 
army and the civilian supply remains 
scant as it is now, every ounce of it 
will go up like a rocket when control 
is relaxed. And if the Government 
should suddenly dump large accumu
lations into the pit, the prices might 
react in the opposite direction, al
though probably not seriously on 
most things because of the scarcity.

Just what form of arbiter might be 
interjected to prevent such things— 
to officially interpret values better 
than the buyer anl seller can—is not 
clear. No one wants the freedom of 
buyer and seller unduly hampered. 
But there is a feeling that careful con
ference and incisive study might find 
some way in which violent inflation 
might be prevented. And the twilight 
of Federal regulation is believed to be 
the most favorable for such intro
spection.

With the exception of some such 
permanently constructive plans, the 
sooner the unnatural restrictions on 
trade are abolished the better, save 
that policies should be changed with 
due regard to the fact that the pres
ent condition of stocks and sales

obligations are on so artificial a basis 
that they must be protected in the 
resumption of normal.

Few lines of the food trade have 
been so completely torn out by the 
roots as the canners and none feels 
so much like the proverbial “cat in a 
strange garret.” The economics ot 
the business compel the sale of “fu
tures” very early in the season and as 
the normal time for making contracts 
is usually in February and March, it 
is necessary that the policies of the 
Government be indicated very soon 
now, unless the canning industry is to 
be forced into a position of dangerous 
conservatism that might very easily 
result in a short pack when a large 
one is imperative.

Evidently Food Control measures 
have raised the deuce with canners. 
Economic law has been upset ana 
even contracts have been in a consid
erable measure mere “scraps of 
paper,” or at best memoranda the 
full force of which has not been 
known until the close of the packing 
season.

With no desire to criticise or com
mend any particular market reporter, 
there is importance in the recent at
tack of the Department of Agricul
ture upon one of the best known mar
ket reporters of the country in an offi
cial bulletin. Taken in conjunction 
with the recent extension of Govern
mental market reporting and an ef
fort to secure the recognition of Gov
ernmental quotations as the only ones 
to control in official findings, it con
stitutes an assault on private initia
tive that transcends anything the 
Food Administration has ever under
taken.

One of the peculiarities of the offi
cial mind is that it apears wholly 
unable to grasp the fact that in busi
ness, the false and unreliable do not 
live long and when any agency—mar
keting or reporting—has survived the 
storms of trade competition for a 
number of years and still commands 
respect enough to be prosperous and 
influential, the chances are that it is 
dependable.

Market reporting is not a hap
hazard process- nor based on super
ficial facts. Judgment in a variety of 
directions enters into it and he would 
indeed be foolish and short sighted 
who played a partisan game in the 
statement of market facts. There is 
no reason why a Governmental re
port, manifestly and openly designed 
chiefly to serve the farmers, should 
be more dependable than one intend
ed as an impartial basis for trading 
by buyer, seller and Intermediary 
alike. If the Government chooses to 
set up market reporting no one has 
any objection, but if it is to be made 
the entering wedge for a system that 
will displace private market agencies, 
it becomes paternalism of the most 
militant and objectionable type.

PASSING TH E PEAK.
Symptoms already manifest in the 

canned goods trade indicate that un
less some Usually reliable indications 
are to be disregarded, the country is 
passing the peak of the high cost of 
living, and from now on will witness 
a decline in commodity prices, aetbrd-

ing to trade authorities. Whether this 
decline will be abrupt or gradual, what 
classes of commodities will be most 
conspicuously affected, and to what 
level prices will be carried, are ques
tions to be answered. That the de
cline is at hand, that fundamental 
factors are at work to give it impulse 
and acceleration, may be discerned by 
those who observe closely the signs 
of the times. Prominent among the 
influences tending to bring about a 
recession in prices is the conservatism, 
amounting to more than hesitation on 
the part of large buyers of merchan
dise as well as materials entering into 
some lines of manufacture. Prudent 
merchants realize that prices are high, 
that peace will bring its re-adjust
ments. They feel that any revision i 
prices is likely to be downward. S' 
vere losses might result from stockin 
up heavily with goods under such ci: 
cumstances. Sellers thus become mor 
anxious than buyers, and concession 
are made to move stocks. In certai.. 
lines, notably textiles, cancellation: 
have made their appearance in dis 
quieting volume, thus adding to the 
feeling of trade unrest.

Although the trend appears to be 
clearly marked, present expectations 
of a sharp decline may be disappoint
ed. Stability will be injected by the 
urgent needs of Europe as soon as 
tonnage and means of payment are 
provided. Moreover, foodstuffs for 
the time being may not share propor
tionately in the general movement.

Those who are still inclined to 
regard with apprehension the effect 
of the Allied triumph on Germany • 
as a future menace to the world, 
might be invited to recall some of 
the factors which formerly they 
counted in the estimate of German 
power. The entry of the French 
army into Mets has more than its 
dramatically symbolic meaning, pow
erful though that consideration must 
be. With the re-occupation of Al
sace-Lorraine comes the restoration 
of a strategic frontier in favor of 
France. With the re-occupation of 
the lost provinces Germany loses 
three-fourths of her iron output, and 
iron has been the foundation of the 
colossal development of Essen and 
one of the pillars of the Hohenzol- 
lern. The future can hardly see the 
accumulation of such war material by 
Germany—granted that the will exists 
—as she gathered for her raid on civ
ilization. Finally, France wins back 
a population of two millions, which 
should mean an adult male population 
of about 400,000, constituting an ap
preciable offset for the tragic drain 
on French manhood in the cause of 
liberty.

------ ------------
Almost any man can convince a 

woman that he really and truly loves 
her, but he has to work overtime to 
keep her convinced.

_________ BUSINESS CHANCES.
Mr. M erchan t—H ere  is your chance to 

exchange yo u r s tore , lock stock  and  b a r
rel, fo r e ith e r e igh ty  acres  in Ind iana  
e igh ty  acres  in W isconsin, one hundred  
s ix ty  in N ew  Mexico, th re e  hundred  in 
Tennessee, one hundred  s ix ty  in F lorida, 
all im proved, o r good incom e property . 
T ak e  you r choice. D escribe yo u r p ro p 
erty . W rite  m e quick. Im m ig ra tion  
A gent P H IL L IP S , M anchester, T enn. 13



The Iron Safe Clause
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 factor«) prices b«j the Western 
Michigan representative of the York.
Safe & Lock Co.

GRAND RAPIDS SAFE CO.
GRAND RAPIDS, MICHIGAN

Red Crown 
Gasoline for Power

The modern motor and improved carburetors have demon
strated beyond question that gasoline made especially 
for motor fuel—as Red Crown is made—will give die most 
power—the most speed and the most miles per gallon.
Red Crown, like your automobile, is built to specifics* 
tions and Red Crown specifications have been wbrked 
oat by the most eminent petroleum chemists and auto
mobile engineers available.
Red Crown contains a continuous chain of boiling point 
fractions, starting at about 95 degrees and continuing to 
above 400 degrees. It contains the correct proportion of 
low boiling point fractions to insure easy starting in any 
temperature—the correct proportion of intermediate boil
ing point fractions to insure smooth acceleration—and tike 
correct proportion of high boiling point fractions with 
their predominance of heat units to insure die maximum 
power, miles and speed.
These are die things that make Red Crown the moat ef
ficient gasoline possible to manufacture with present day 
knowledge.
For sale everywhere and by all agents and agendas of

STANDARD OIL COMPANY
(IN D IA N A )

Chicago U. S. A.

In,these days of con
servation avoid all bulk 
sugar waste and loss 
by using

Franklin Package Sugars

TJiey save spillage, 
labor, paper bags and 
twine.

The Franklin Sugar Refining Company
PHILADELPHIA.



The Master Cigar

M anufactured o n ly  b y  the

G. J. Johnson Cigar Co.
Grand Rapids, Michigan


