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.Here is the famous “Hoch! Der Kaiser” which was the little acorn 
from which the countless great oaks of the “Myself und Gott” jokes and 
poems and cartoons grew. It was written _ by Alexander Macgregor Rose 
and he died in the year of our Lord, 1898—sixteen years before the kaiser’s 
public conferring of the title von on his Von Gott.

Der kaiser of dis faterland
Und Gott on high all dings command.
Ye two—ach! Don’t you understand?

Myself—und Gott.
Vile some men sing der power divine,
Mine soldiers sing “Der Wacht am Rhine,”
Und drink der health in Rhenish wine 

Of me—und Gott.
Dere's France, she swaggers all aroundt;
She’s ausgespield, of no account,
To much we dink she don’t amount;

Myself—und Gott.
She will not dare to fight again,
But if she shouldt, I’ll show her blain 
Dot Elsass und (in French) Lorraine 

Are mein—by Gott!
Dere’s grandma dinks she’s nicht small beer,
Mit Boers und such she interfere;
She’ll learn none owns dis hemisphere 

But me—und Gott!
She dinks, good frau, fine ships she’s got 
Und soldiers mit der scarlet goat.
Ach! We could knock dem! Pouf! Like dot, 

Myself—mitt Gott!
In dimes of peace brepare for wars,
I bear de spear und helm of Mars,
Und care not for a dousand czars,

Myself—mitt Gott!
In fact, I humor efery whim,
Mit aspect dark and visage grim;
Gott pulls mit me, and I mit him,

Myself—und Gott!
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CANNED GOODS SITUATION.
In tim ations from the Governm ent 

that there would be no cancellation 
of canned goods orders after all, and 
that the full percentages requisitioned 
would be taken, has cleared the a t
m osphere considerably. The canned 
goods m arket is still on a war basis 
and m ust continue so until the pres
ent stocks are disposed of. M easures 
to  stabilize prices would have had to 
be undertaken in one form or an
o ther for otherw ise the consequences 
would have been so farreaching as 
to make it impossible to forsee 
their outcome.

These possibilities have been 
talked of in the trade and while some 
of them  m ight have been considered 
extrem e, in these days of reco n stru c 
tion and upsetting of precedent, who 
is to say w hether they are or not? 
Both grow ers and canners 
w ent the lim it in the m atter of 
production a t the direct behest of the 
Governm ent, and they did not feel 
th a t there was any need to fear that, 
in the end, the Governm ent m ight 
leave them in the lurch. The grow 
ers have, of course, won out, but 
many of the canners still have sur
plus lines on hand and some unde
livered portions of Governm ent 
requisitions.

T o some extent confidence in 
values has already been impaired 
especially on the part of retailers al
though it will undoubtedly be re
stored in due time. However, assum 
ing that these surplus lines had been 
throw n on the m arket, prices would 
have gone down and then both  job
bers and retailers and especially the 
latter, would have had to face a 
slump in the m arket a t a time when 
they were loaded up with high priced 
goods.

T aking up the re ta iler’s side of it, 
it could be easily seen that they 
would be in deep w ater as soon as 
the public grasped the idea that the 
wholesale m arket had gone down. 
The big chain stores would un

doubtedly follow the decline, partly  
if not wholly, especially if they were 
able to replace with cheaper goods. 
I t  is conceivable then that the 
losses would be so severe that many 
of the smaller retailers would be 
throw n into bankruptcy or be 
brought close to it.

C arrying this possibility to its con
clusion it was pointed out what ser
ious consequences would befall the 
whole economic structure when it 
should become known that thous
ands of any class of dealers th rough
out the country were falling. Public 
confidence would be shaken and the 
distress would quickly pass to other 
lines of business causing greater 
problem s of reconstruction than 
could have been forseen. Of course 
all this may have been a pyram iding 
of consequences on the theory that 
a kingdom  could be lost “all for the 
w ant of a horseshoe nail,” yet no 
one will deny that to bring distress 
upon any large portion of the com
m unity is som ething that should be 
avoided if possible.

TOO MUCH WOOL ON HAND.
As the facts concerning the wool 

situation in this country come out, 
there is a dem ontsration of the folly 
of the course pursued in the past 
year and a half in try ing  to create 
the impression of a scarcity. Every 
one now laughs a t the statem ent 
solemnly put forward by the chief of 
the wool division of the W ar Indus
tries Board that 900,000,000 pounds 
of wool would be needed by the army 
for the year. Just so, also, is thu 
absurdity  of the o ther official s ta te 
m ents that there was no wool for 
civilian uses and that, if there were, 
there was virtually no available wool
en m achinery for using it. A t p res
ent the Governm ent has anywhere 
from 300,000,000 pounds of wool up
ward, and has also on hand millions 
of articles of woolen clothing and 
millions of yards of cloth and flannel' 
which it does not know what to do 
with. Besides this, there are a few 
hundred millions of pounds of wool 
yet to come from abroad. Some of 
the em barrassm ent m ight have been 
avoided if wool had been released, as 
it should have been, for trade pur- 
noses and if the official propaganda 
had not been started  to induce the 
use of cotton warp fabrics as a sup
posed necessity. The cloth and the 
clothing trades are w aiting to see 
what is to become of the wool sup
plies before they can go ahead. To 
remedy the existing trouble it is pro
posed that the Governm ent-owned 
wool be sold gradually at auction and 
that im ports be restricted.

Em pty heads contain a lot of use
less inform ation.

THE NEW REVENUE LAW;
The positive statem ent of the In

ternal Revenue Commissioner, that 
unless the new and amended Revenue 
Act is enacted this m onth, the De
partm ent may have to base its plans 
for tax collection on the existing 
law, shows how peculiar a situation 
now exists. The period in which in
come and excess profits statem ents 
may be filed by taxpayers, Mr. Roper 
points out, begins on January  1; 
which means that all blank forms 
m ust be prepared and all instructions 
given to taxpayers and collectors by 
th at date. But the new law is still 
to be finally constructed through the 
am ending of last Septem ber’s House, 
bill. U ntil it is completed, no a r
rangem ents for putting  the new pro
visions into force can be effected. 
Supposing no such final legislation 
before January, the In ternal Revenue 
D epartm ent would, Mr. Roper states, 
either have to proceed on the assum p
tion that the taxes enacted in 1917 
will remain in force next year, or 
else would have to leave its work un
done. Just what this would mean 
m ay be judged by the fact that, 
whereas $2,838,000,000 was collected 
from the income and excess profits 
taxes in the fiscal year 1917, the 
T reasury  has asked that $5,000,000,000 
be thus raised next year, even after 
making the expected reductions from 
the House bill’s tax schedules.

It is true that, under the law, the 
filing of re turns by such taxpayers 
m ay be made at any date up to the 
first of M arch; but this past year’s 
experience proved the absolute ne
cessity for early preparations by the 
Departm ent. The question, then, is 
w hether the new law can be enact
ed during the next four weeks. As 
m atters stand, the Senate Finance 
Committee has completed its revision 
of the bill and will report it some 
time this week. Its  am endm ents to 
the House bill are extensive, as was 
inevitable when the T reasury, after 
suspension of hostilities in Europe, 
reduced its estim ate of tax require
m ents from  $8,000,000,000 to $6,000,- 
000,000. The com m ittee has revised 
the excess profits schedule, has cut 
down or elim inated many of the 
“luxury taxes” and o ther excise levies, 
has struck out the tax on bank checks 
and reduced the postage rate from 
3 cents to 2. The distribution of 
these changes will in all probability 
cause differences of opinion and be 
a subject of Congressional debate. 
L ast year the Senate Committee re
ported the Revenue Bill on August 6. 
The Senate passed it and sent it to 
conference on Septem ber 10; the con
ference com m ittee completed its work 
Septem ber 29, and the bill, being 
acted on by both houses practically

without debate, became law on O cto
ber 3. Nlearly two m onths had 
elapsed when changes considerably 
less extensive than those now pro
posed were being made.

W hat about Cuba? The general 
public knew more about the “ Pearl of 
the Antilles,” perhaps, when Hobson 
made his memorable dash to bottle 
up the Spanish fleet than it knows 
to-day. It is known, of course, in a 
general way, that we get great quan
tities of sugar and a large am ount of 
tobacco and its products from the 
island, but here are a few facts which 
may be a revelation to many business 
men: The Cuban sugar crop this 
year, the largest crop on record, will 
am ount to  3,600,000 tons. The price 
received will be 5.50 a pound, and' is 
an advance of 175 per cent, over the 
price prevailing in 1914; so the 1918- 
19 crop will be worth over $400,000,- 
000. Tobacco and its products norm 
ally are worth $25,000,000; minerals. 
$12,000,000, which, with miscellane
ous commodities, largely agricultural, 
will, it is safe to say, make the ex
port trade of the “Little Republic” 
total easily $500,000,000 this year. 
Cuba has always enjoyed a balance 
of trade in its favor and this year the 
m argin will be larger than ever. The 
United States leads in commerce 
with the island, with Great Britain 
second; but in textiles this position 
has always been reversed with Great 
Britain having practical monopoly of 
the trade. T here are over two and a 
half million people in Cuba and they 
are enjoying unprecedented prosper
ity. H ere is an active m arket for 
American good's, which is unusually 
attractive at this time.

If Postm aster-G eneral Burleson has 
a reply to make to the charge of the 
Civil Service Reform League to  the 
effect that, in conjunction with the 
Federal Civil Service Commission, he 
has perverted the rural free-delivery 
service to partisan ends, he should 
lose no time about it. The statem ent 
of the League is specific, and reveals 
a peculiarly shameless procedure. Old 
routes were abolished and new ones 
established, because the law incon
veniently stood in the way of throw 
ing out Republicans and appointing 
D em ocrats directly. If this is not an 
open violation of the spirit of the 
law, Mr. Burleson owes it to himself 
to explain how. I t is bad enough for 
a m em ber of the Cabinet to revert 
to what we had hoped was 'an obso
lete use of the appointing power, at 
W ashington at least, although Mr. 
Bryan showed the country that it was 
not so far along in this respect as 
it had believed.

A true friend is one who never 
reminds you of your best traits.
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EVEN HANDED JUSTICE,
Germ any is defeated, but not re

pentant. H er arm ies have been beat
en, but her spirit has not changed. 
The insane pride, the mad delusions 
of the German people remain. Not 
yet has the poison, introduced into 
their blood by the teaching and' the 
incitem ents of forty  years, been ex
pelled. And the only way to do it is 
by laying a heavy burden upon them 
which they will continuingly feel as 
a hard schoolm aster to teach them  a 
view of the world and of German 
destiny wholly different from  the one 
that has been drilled into them. H av
ing been educated to satisfy greed 
by force and lawlessness, the thing to 
do now is to beat it into their heads, 
by privation and suffering, th at the 
whole Germany theory was w rong; 
that, so far from “paying,” it m eant 
in the end vast sums to  be paid. Let 
the German people feel for the next 
fifty years that they are working and 
saving to  make good the damage 
they have wrought. Let the iron
w orker say to himself: “To-day I 
m ust pay my wages to Belgium.” Let 
the shipbuilder and the exporter be 
reminded steadily th at their profits 
will for a long time go to Serbia and 
France. Only by such severe disci
pline in the hard school of experience 
can the next generation of Germans 
be led to  abandon the noxious doc
trines which have made them  a 
th rea t to the peace of the world.

There are form s of punishment 
o ther than indemnities. Individual 
criminals ought to be brought to  jus
tice. This tru th  is apparently  pene
trating  the minds of the new govern
m ent in Germany. I t is reported that 
steps are being taken to bring about 
the formal trials of the German 
officials responsible for the execu
tion of Edith Cavell and Capt. Fryatt. 
T hat o thers higher up—even to the 
A ll-H ighest — may be proceeded 
against is strongly  intim ated. I t ap
pears to  be dawning upon many in 
Germany, certainly upon some now 
in power, that the German name has 
become a th ing  of horror throughout 
the world and that a great cleansing 
m ust be made if Germ any is ever to 
hold up her head again. Here, too, 
is a form of punishm ent which may 
prove to be for the good of Germany 
herself. I t  would also have its dis
tinct place in beginning to restore 
the scantity  and the reign of in ter
national law'. W hat could be a more 
solem nizing dem onstration -of thje 
re-asserted m ajesty of the law of 
nations than condign punishm ent of 
the nation and the rulers who dared 
to  tram ple it under their feet? To 
deserve respect, international law, 
like any other, m ust carry penalties 
for its violation: and one of the 
duties of the Peace Conference will 
be to assess these penalties upon 
Germany.

The demand for august and even- 
handed justice of this kind is evi
dently spreading am ong the people 
in this country, as well as in France 
and England. I t  is based1 upon a 
sound instinct. G loating vengeance 
does not figure in it. But the feeling 
is common and  jg justified that, if we

are to enter into a new world-order, 
the crimes of the old order m ust be 
expiated. The effort and the sacri
fices that still m ust be exacted of us 
all for years to  come will be borne 
in better spirit if we know that the 
nation and her rulers that plunged 
the world into m isery are not only 
disowned, but penalized. By this 
work of purification and of punish
ment, the. Germany th at is to be will 
profit with the rest of the world.

Mr. H oover and Mr. Davison si
m ultaneously warn us th at there m ust 
be no relaxation of self-sacrificing 
effort to  assist the stricken peoples of 
Europe. The appeal of the la tter is 
prelim inary to calls for m aterials 
and work that will be issued from 
Red1 Cross headquarters. Food, fuel, 
clothing, medicine and shelter are re
quired in such quantities that the 
governm ents w ill, have to unite to 
supply them, but supplementary 
needs will be so great that Americans 
"will find their hearts dictating more 
than their hands can do.” Mr. 
Hoover estim ates that m ore than 
200,000.000 Europeans are expecting 
us to help lift them from famine and 
reiterates th at although the details of 
our program m e have been altered, 
the essential fact rem ains th a t we 
m ust conserve and ship m ore food 
than ever. I t  will be noted th at he 
looks forward with relief to the 
prospect for shipm ents of wheat 
from India, A rgentina and Australia 
to  Europe. Those apprehensive lest 
America suffer from its generosity  in 
guaranteeing wheat prices cannot 
have considered the greatness of the 
world’s shortage, the difficulties of 
transportation , and the limit on the 
quantities newly made available. 
Both Mr. H oover and Mr. Davison 
speak of careful in ternational ag ree 
m ent in solving relief problems. 
United effort by the world will be 
needed, and no part of it is in a posi
tion to do as much as the U nited 
States.

Shall the new Poland lie across the 
center of the M iddle-European Union 
and block the path of unity and 
progress? This is a time when the 
o ther small nationalities are sinking 
their differences, when old hatreds are 
being wiped out or held in abeyance, 
in order that g reater objects m ay be 
achieved. Yet, ied by Dmowski in 
this country, the Poles have cut them 
selves loose from jo in t action with 
other m em bers of the U nion; they 
refuse to  leave their boundary dis
putes with the Ukrainians for future 
settlem ent; they refuse to recognize 
the rights of m inority nationalities, 
such as the Jews, to  have a voice in 
their new governm ent; they refuse 
actively to aid in stopping the po
grom s and persecutions that have 
broken loose in Poland. Fortunately, 
in Poland itself, a new party  has, it 
seems, seized the reins of power; the 
old ideals represented by Dmowski 
and his faction no longer completely 
rule the country. I t  is to be hoped 
th a t this latest overturn will not im
m ediately make up for its liberality in 
racial m atters by prom otion of indus
trial and economic • anarchy.

T h e  W a r - T i m e  
E f f ic i e n c y  L e s s o n

Particularly have merchants of 
your community learned the 
value of conservation---conser
vation of man power and other 
conditions which were forced 
upon them during the war.
These merchants will not go 
back to the old extravagant 
methods of doing business be
cause better methods have been 
demonstrated—less extravagant 
methods.

The merchant whose business is 
not organized along these lines 
now, cannot hope to compete 
with such efficiency, and his 
business will suffer as a direct 
result of two conditions. In the 
first place he will not be able 
to match values with those mer
chants who are operating on a 
l o w e r  percentage basis, and 
secondly, his business will not 
yield the most returns necessary 
to th e , progress and growth of 
that business.

New W ay methods offer the 
solution to this problem, and 
already thousands of progressive 
merchants are coming to this 
principle with such rapidity that 
our special store architects and 
designers are working only by 
appointments made well in ad
vance.

Grand Rapids Show Case Co.
Main Office and Factory: GRAND RAPIDS, MICH. 

B ranch  F ac to ry  L U T K E  M ANUFACTURING CO.# P o rtland , Ore. 
B ranch  Offices and  Salesroom s 

N E W  YORK CHICAGO
1465 B roadw ay a t  42nd St. 316-318 W . Jackson  Blvd.

BOSTON DALLAS
305 H arvey  Bldg. 711 S. W . Life Ins. Bldg.

L icensed C anad ian  M frs., JO N E S BROS. & CO., L td., Toronto, O ntario .



December 11, 1918 M I C H I G A N  T R A D E S M A N 3

Hardware Trade Getting Back to 
Normal.

The barriers as to  getting  goods 
are fast being removed as Govern
m ent restrictions are w ithdraw n and 
Governm ent contracts canceled. The 
hardw are and metal trades items, 
such as barbed1 wire and galvanized 
sheet iron and corrugated roofing, 
have- for m any m onths been unob
tainable by the domestic trade. Now 
the factories are out soliciting orders 
for these goods and prom ising 
prom pt shipm ents.

Some o ther products—wire nails 
and autom obile casings, for instance 
could be had only in limited quanti
ties and under stric t Govèrnm ent 
regulations. Now the lid is off, and 
the factories are anxious for business.

O ther lines, such as files and tw ist 
drills, amofig m achanics’ tools ‘were 
practically com m andeered for Gov
ernm ent use during the war. Now 
the m anufacturers of these goods ad 
vise the trade that they expect sho rt
ly to take care of their regular trade 
w ithout any difficulty.

T here were still o ther lines of 
goods where the factories had large
ly ceased m aking their regular out
put, and were devoting their produc
tive capacity to weapons and m uni
tions of war. T his was true of some 
m anufacturers of axes and saws. 
Now their entire plants are back in 
the regular channels.

T here has been a radical reversion 
of policy in the hardw are and metal 
lines by the retail trade during the 
last six m onths in the buying of 
“futures.” P rio r to that time “fu t
ures” were bought freely, and orders 
for them  were placed1 far in advance 
so as to  ensure getting  the goods. 
Now all goods, with few exceptions, 
are being ordered from hand to 
m outh and only as immediate needs 
demand.

Am ong the exceptions are farm ing 
tools and hand agricultural imple
ments, which have been bought heav
ily in advance for spring wants in 
order to prepare the ground for a 
spring acreage in all agricultural 
products.

In  general, all futures are being 
dealers are w aiting until the last 
dealers are waiting till the last 
m om ent before placing orders for 
late fall and early w inter seasonable 
good's.

Sales of steel traps, usually bought 
in late sum m er and early fall, were 
postponed until the cold weather 
made purchases imperative. Skates 
went very slowly until the last cold 
snap, while Christm as and holiday 
goods, such as carvers, fancy cutlery, 
and silver plated ware, are ju st be
ginning to  move.

Gabby Gleanings From Grand Rapids 
Grand Rapids, Dec. 10—The Dec

em ber U. C. T. m eeting was called 
to order Saturday Déc. 7. at 1:30 p. m, 
by Senior Counselor W . E. Sawyer, 
with all the regular officers at their 
stations. A large class of candidates 
were initiated into the m ysteries of 
the order and the w ork was especially 
entertaining, as some new and novel 
paraphernalia was used which was 
recentlv  purchased by the Council. 
I t  would be well for the older m em 
bers of the  Council to  show up at 
«orne of the m eetings and see how the

younger fellows are doing things. It 
is the intention of the paraphernalia 
com m ittee to give the m em bers 
som ething new and novel a t each 
initiation.

D uring the business session of the 
Council it was decided to hold our 
usual annual banquet at some hotel, 
as in the past. The banquet last 
year was held as a pot-luck supper 
in the hall, due to w ar activities 
and food conservation. Get your
selves in readiness for a good feed 
in March, with regular w aiters dish
ing out the food.

Following the meeting, tables were 
laid and a pot-luck supper was served 
to some 120 persons seated around 
the festive board. A fter clearing a - 
way the debris a program , consisting 
of songs, im prom ptu talks and an 
elaborate exhibition of magic by Prof. 
Geo. A. Pierce, P rofessor of pro- 
digitation and a m em ber of No. 131, 
was carried out ending up in an in
form al dance. The music was fu rn
ished by Mrs. R. A. W aite, who so 
graciously volunteered her services. 
A tired but happy bunch of U. C. T ’s. 
and their families wended their way 
hom eward about 11 o’clock, resolved 
to turn the trick again a t some fu
ture date.

A nother curious thing about hu

man nature is the way it would ra 
ther make $25 a week and spend 
$26 to live on than $18 and have to 
spend $17.

Remem ber that Saturday evening, 
Dec. 14, is the date of the Bagman 
dancing party, to be given in the 
U. C. T. hall. T his will be term ed a 
Victory party  and will be novel in its 
way. This is for U. C. T 's. and their 
friends and- their friends’ friends. Ad
mission, $1 per couple; extra lady, 50 
cents. Come one and all and you 
are guaranteed a dollar’s worth. Re
m em ber 'Sherman T uller presides 
with a five piece orchestra with his 
usual pep and that the time is 8:30 
and the date Saturday evening, Dec. 
14.

I t will pay bandits who have been 
holding up mail and express trains to 
turn their attention  to milk wagons 
now.

Charles Perkins is m aking a three 
weeks’ trip  through Indiana.

A. W. Olds, fixture salesman for 
the H azeltine & Perkins D rug Co., 
received word last week of the death 
of his nephew, Ralph Olds, in France. 
Deceased was the son of Dr. Geo. 
M. Olds, of H artford . He was 27 
years of age and a private in the Rain
bow Division.

J. W . Smith, sundry salesman for

the H azeltine & Perkins D rug Co., 
recently took his six-year-old son, 
Roderick to Benton H arbor to be 
operated on. The operation is entire
ly successful.

J. A rthur Berg has been honorably 
discharged from the officers’ tra in 
ing camp at Rockford, 111. (Camp 
G rant), and has returned to his fo r
m er position with the Grand Rapids 
Dry Goods Co.

A. F. Rockwell.

Evening Vests Selling Better.
D uring the last three weeks m anu

facturers of fancy vests have been 
selling m ore evening vests than for 
many m onths past. Retail stores 
are beginning to  receive m ore calls 
for fancy vests for street wear and, 
although few large orders are being 
placed, they are being duplicated 
very often. M ost of the vests sold 
this season are in solid colors, in
cluding gray, brown, and green. W ith 
the exception of evening vests, very 
few white ones are being sold.

All people who want to  see the 
boss look alike to the office boy.

J k

We offer and recommend as an 
exceptional investment opportunity

DOMINION OF CANADA 
VICTORY LOAN 

5‘/2#/o Bonds

DENOMINATIONS: 
Coupon Bonds or

$50, $100, $500 and $1,000 
Coupon Registered Bonds

Maturing as follows:

1st December, 1922............................ Price 100 and Int
1st Novem ber, 1923........................  Price 100 and Int.
1st December, 1927............................Price 100.25 and Int.
1st November, 1933............................Price 100.25 and Int.
1st December, 1937............................Price 101 and Int.

Principal and Interest payable in gold.

Interest payable half-yearly at any branch bank of
Canada.

VICTORY BONDS are the premier security of 
CANADA.

I n v e s t m e n t  Ba n k e r s . B o n d s  &  S t o c k s  
401*406  Grand Rapids Savings Bank Building

HOWE 
SNOW 
CORRIGAN

AND
REBUS

j é
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M ovem ents of M erchants.
Belding—W aite & W ebster suc

ceeds R. G. Cranmer in the grocery 
business.

New Haven—The New Haven Sav
ings Bank has increased its capital 
stock from $20,000 to  $25,000.

D etroit—The W addell Light & 
Fixture Co. has increased its capital 
stock from $10,000 to  $35,000.

Petoskey—The Michigan Maple 
Block Co. has increased its capital 
stock from $75,000 to $100,000.

D etroit—The H. S. K lar Coal Co., 
Inc., has been organized with an au th
orized capital stock of $10,000.

L’Anse—Em ory W elsh, m eat deal
er, died at his home Dec. 5, follow
ing an illness of several months.

Kalamazoo— E. W. H errick has 
opened an exclusive wom en’s shoe 
store at 107 South Burdick street.

M uskegon—The Houle Dry Goods 
Co. has been incorporated with an 
authorized capital stock of $75,000.

Gowen—The general merchandise 
stock of V. Hhom sen E state  store 
is being closed out at special sale.

Tecum seh—The Uncle Sam Maca
roni Co. is putting up a large frame 
addition to  be used as a storage 
house.

Amble—O tto  C. W aldo, dealer in 
produce, fuel and cement, died at his 
home, following an attack  of the in
fluenza.

Canned F ru it—The situation is un
changed, with offerings light and 
prices differing widely with various 
holders.

Grand Haven—G. A. Bottge & Son 
have sold their hardw are stock to 
Buekema & Co. who will continue 
the business.

Owosso—J. B. Rook and R obert 
Hochield have formed a co-partner
ship and engaged in the dyeing and 
dry cleaning business.

Freesoil—Thom as S. Stephens has 
sold his grocery ' stock to  E. W. 
Trim m er, who will continue the busi
ness a t the same location.

Owosso— Mrs. Allie Camburn has 
sold her drug stock and store fixtures 
to L. D. Owens, recently of Armada, 
who has taken possession.

Litchfield—Fire damaged the hard
ware stock of H enry Stoddard and 
the Elford clothing stock Dec. 6, 
causing a loss of about $10,000.

Lansing—A. E. Milligan, who con
ducted a departm ent store at the 
corner of Pennsylvania and Michigan 
avenues, has closed out his stock.

Battle Creek—Fay Spaulding, of 
the Spaulding D rug  Co., has pur
chased the store building it occupies, 
installed a G uarantee treeless, sod^i 
fountain and will m ake o ther im
provem ents a t once.

South H aven—T. M. W heeler, wno 
has conducted a shoe store here iwr 
m any years, died at his home, Dec. 
7, following an illness of but a few 
days.

W. P. W illiam s has merged his 
furniture and builder’s supply busi
ness into a stock company under the 
style of the W. P. W illiam s Co. The 
capitalization is $25,000.

Ovid—Fire which gained headway' 
before its discovery alm ost complete
ly destroyed the furniture an d  under
taking establishm ent of W. J. Simeon. 
The loss is estim ated at $5,000.

Vernon—'William W . Barlow has 
purchased the grocery stock of W . S. 
Lamb and will continue the busineso.

St. Charles—The Saginaw Salt cu. 
has removed its business office to 
Bay City.

Portland—Daniel Blanchard has 
sold his interest in the undertaking 
and furniture stock of Blanchard 
Bros, to his brother, Chester Blanch
ard. who will continue the business 
under his own name.

Holland—'Albert Hidding, who for 
a period of ten years conducted a 
grocery on the corner of River ave
nue and Seventh street, died Tuesday 
m orning a t the age of 50 years. Mr. 
Hidding was widely known th rough
out the county.

Allegan—An im portant change hi 
the affairs of the F irst National Bank 
is pending. President F. I. Chichest
er has determined to retire  in order 
to  give more time to other business 
interests which have steadily made 
demands upon his time. The bank’s 
year will close in January  and Mr. 
Chichester is still concerned with Its 
affairs and will be until that time.

H anover—A charter has been is
sued to the H anover State Bank, 
which has taken over the private bank 
at that place known as the Peoples 
Exchange Bank, operated by Bauer 
& Joslin, Adrian men, and has pur
chased the building and equipment. 
The new bank sta rts  business with 
a capital stock of $20,000 and the 
stockholders are well-known farm ers 
and business men.

Allegan — Several persons in this 
county have evidently been victims 
of a swindler who posed as a buyer 
from a well-known fur house in 
Grand Rapids. H e offered attractive 
prices for furs and paid in checks. 
Instead  of dollars he put down an 
equal num ber of cents. T he checks 
were of such form that the m isrepre
sentation was not discovered until 
presented at a bank when the victims 
found they had been swindled.

Battle Creek—Eli John, a Serbian 
m erchant here, has lost $750 in m on
ey and $100 in L iberty  bonds, by the

old envelope game worked w ith a 
suit case. Two men, posing as Red 
Cross solicitors, w orking for the re
lief of Serbians, showed John a. suit 
case full of m oney they had collected 
for relief work. They induced him 
to put in $750 and the L iberty  bonua 
and asked him to hold the suit case. 
H e waited several days and then he 
opened the suit case. I t  contained a 
roll of brown paper, wrapped with 
a one dollar bill.

Manufacturing Matters.
Mt. Pleasant—J. Cornwell & Sons 

sold their flouring mill to the H arris 
Milling Co.

Jackson—The trustees of the H ol
ton Co. have sold the foundry ana 
machine shop of the company ana 
paid the unsecured creditors 50 per 
cent, of their claims.

Allegan—The Allegan Candy fac
tory has been opened for business by 
H enry Tiefenthal, the new proprietor, 
who is devoting m ost of his a ttention 
to the production of baked goods 
ra ther than candies.

Lansing—The Auto Body Co. has 
increased its capital from $1,000,000 
to $1,600,000, the additional stock to 
be preferred, to pay 6 per cent, and 
participate in the profits after 8 per 
cent, has been paid on the common 
stock.

Middleville—T he flour mills oper
ated by R. F. French Milling Co., at 
Middleville and Caledonia, have been 
closed indefinitely for failure on the 
part of the m illing companies to  file 
milling reports as required by the 
Federal food adm inistration.

Jackson—The Lockwood Ash Mo
to r Co., m anufacturer of marine 
m otors and S terling spark plugs, has 
acquired the old Ruby m anufacturing 
plant in order to extend its m anu
facturing facilities. The company 
is capitalized a t $100,000 and employs 
fifty men.

Ow osso—Jam es Van Pelt, of New 
Castle, Pa., has engaged in the m an
ufacture of bronze and babbitt bear
ings for m otor vehicles. He will em
ploy a lim ited num ber of men until 
Jan. 1, when he will increase the 
capacity of the plant to  a consider
able degree.

A drian—The Page Fence Co., one 
of the pioneer fence m anufacturing 
companies in the U nited  States 
closed M onday out of respect to 
H om er O. Page, son of the founder 
of the plant, who was buried here 
M onday a t noon. Em ployes of the 
factory m arched to the cem etery in 
a body. The funeral was private. 
Mr. Page died of influenza. He was 
38 years old and his death removes 
a director of the company whose in
fancy was practically coincident with 
the founding of the business. Born 
in Rollin, 1880, he was three when 
his father began the m anufacture of 
wire fencing on the farm. The boy 
attended the Adrian schools, the 
C hester M ilitary academy, Chester, 
Pa., and the M assachusetts Institu te  
of Technology, Boston.

W ben actors ride, it’s a sign the 
ghost has walked.

A locomotive engineer has to whis
tle for his pay.

Truck Sale Pledges Discontinued.
Truck m anufacturers are not re

quired to exact pledges from those 
who buy from them  for resale. Deal
ers may now sell trucks to anyone. 
The National Autom obile Cham ber 
of Commerce has notified all m anu

fa c tu re rs  of the issuance of Circular 
57, November 11, 1918, by the p rio r
ities division of the W ar Industries 
Board1. This states th at dealers, 
both wholesale and retail, in raw 
m aterials, semi-finished and finished 
products have been relieved of any 
obligations to give and require 
pledges relating  to such commodi
ties. There is now no preferential 
list for truck buying and trucks may 
be sold to anyone.

Against tropical diseases civiliza
tion has fought too much a defensive 
and a too little unified warfare. I t  is 
good to learn that Gen. Gorgas, now 
retired  as Surgeon-General, is to sad 
to Central and South America to re
sume the investigation of yellow 
fever and the means of com bating it 
which he, heading an able in te rna
tional commission, undertook in 1914. 
The governm ents in the yellow-fever 
zone—the disease is endemic in some 
lands, epidemic in others—will aid 
this commission, which is provided 
with funds by the Rockefeller In sti
tute. Meanwhile, the Institu te  has 
laid plans for its struggle against 
hookworm, especially in the Orient, 
and the end of the war will doubtless 
make possible increased activity in 
sustaining it. H ookw orm  is a scourge 
in a broad belt encircling the globe, 
and it alm ost dwarfs war in its cost 
in death, disability, and misery. 
Tropical fevers, which the United 
States and Great Britain have a t
tacked with zeal, but on a limited 
scale, repeatedly reach menacingly 
tow ards northern  regions. The time 
is coming when a determ ined in ter
national effort will be made to stamp 
out these diseases.

If only there existed in d istracted 
Europe the spirit of accommodation 
that prevails in Indiana! A t the 
recent election there was a tie vote 
for the im portant office of Clerk of 
the Boone Circuit Court. Messrs. 
Bynum and Jones receiving 3,050 
votes each. Did the two candidates 
and their friends organize rival 
Soviets, seize the local newspapers, 
and turn proclam ations loose by 
wireless? Not at all. They first had 
a quiet but thorough investigation, 
which showed that the vote was re a l
ly a tie and that no m ethod of re
solving such a situation was provid
ed by law. T his discovery allowed 
them  to prove what common-sense 
can do when not interfered with. It 
was agreed that Mr. Bynum, the Re
publican, should qualify as Clerk 
and give his personal a ttention  to 
the office at a stipulated salary, and 
that Mr. Jones, the Dem ocrat, should 
designate a deputy, w hatever re
mained of the earnings of the post 
after these drafts upon them  to be 
divided between the two m en share 
and share alike. A judge im parted 
an air of legality to this a rrange
m ent by appointing three citizens as 
a commission to  review the vote.
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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; N orth 
ern Spys, $2@2.25; W agners, $1.75; 
M ackintoshes, $2; Grimes Golden, 
$1.50; Greenings, $2; Russets, $1.75.

Bananas—$7.75 per 100 lbs.
Beets—75c p^r bu.
B utter—The m arket is firm with 

quotations about lc  higher than last 
week. T here is an extrem ely light 
supply of fancy fresh cream ery at this 
time and a good demand. Low er 
grades have advanced proportion
ately w ith the fancy grades. W e do 
not look for any relief in the bu tter 
situation until the receipts increase. 
P resent prices will probably be m ain
tained in the imm ediate future. Local 
dealers hold fancy cream ery a t 65c in 
tubs and 67c in prints. Cream ery 
m ore than a m onth old sold a t 63c. 
Jobbers pay 48c for No. 1 dairy in 
jars  and sell a t 50c. They pay 35c for 
packing stock.

Cabbage—$3 per crate or $1 per 
bu.

C arro ts—75c per bu.
Celery—25c per bunch.
Celery Cabbage—$1.25 per doz.
Christm as Goods—Trees, $2.25 per 

bundle of 3 to  5; w reaths, $3 per 
dozen for 12-inch double; holly, $6 
per case; m istletoe, 35c per lb.; fes
tooning, $1.50 per 20 yards. T rees 
are very scarce.

C ranberries—Late Howes, $20 per 
obi. and $7 per bu.

Cucumbers — Indiana hot house, 
$2.50 per dozen.

Eggs—T he m arket is steady, there 
being an active demand for the daily 
receipts, which are well cleaned up 
every day. T here  is a  light supply 
and we do not look for any change 
until the fresh receipts increase, 
which will probably not be for two 
o r three weeks to  come. Local deair 
ers pay 65c per doz., loss off, inclue>- 
ing cases, delivered. Cold storage 
operators are pu tting  out their stocks 
on the basis of 48c for candled firsts 
and 44c for candled seconds.

E gg P lan t—$2 per dozen.
Garlick—28c per lb.
Grape F ru it—$4@5 per box for all 

sizes Floridas.
Grapes—California Em perors, $4.50 

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

Florida.
H oney—35c per lb. for white clov

er and 30c for dark.
Lem ons—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.

O ranges— Floridas, $4.75@5.50 per 
box; California Navals, $4.50@7, ac
cording to size.

Pineapples—$6 per crate.
Pop Corn—15c per lb.
Potatoes— Home grow n command 

$2 per 100 lb. sack
Poultry— Local dealers pay as fol

lows for live: Hens, 4 lbs., and over, 
23c; medium, 20c; small, 17c; springs, 
22c; turkeys, No. 1, 8 lbs. and over, 
27c; old toms, 23c; ducks, large, 24c; 
geese, large, 22c. For dressed the 
following prices tre paid: Turkeys, 
No. l, 30c; ducks, large, 26c; geese, 
large, 25c.

R adishes—H ot house, 30c per doz. 
bunches.

Squash—Hubbard, $2.75 per 100 lbs.
Sweet Po ta toes—$2.75 per 50 lb. 

ham per of Illinois kiln dried and 
$3.25 for Jerseys.

T om atoes—California, $1.15 per 5 
lb. basket.

T urn ips—65c per bu.

How to Hire Soldiers at Cantonments
A ppointm ent of special agents of 

the United S tates Em ploym ent Ser
vice at all arm y cantonm ents has 
been ordered, with a view of help
ing the returned soldiers find jobs. 
Jam es V. Cunningham, Michigan D i
rector of the U. -S. Em ploym ent Ser
vice, has recently appointed W illiam 
G. Roche as the agent at Camp Cus
ter. He will supply the camp com 
m ander with all inform ation avail
able concerning the labor situation 
in Michigan so th a t provision may be 
made for the soldiers when they re
turn home. T he G overnm ent’s o r
der prohibits agents of industrial con
cerns from soliciting labor camps, 
but gives the privilege to the railway, 
fuel and postoffice adm inistrations; 
likewise the shipping board. E m 
ployers who wish to obtain men from 
the cantonm ents m ust get in touch 
with the special agents of the U. S. 
Em ploym ent Service located a t these 
arm y centers.

P e ter D ornbos has removed his 
cigar factory from the second floor 
of the M aris building to  the third 
floor of the K ennedy building, where 
he has m ore room, m ore light and 
much better ventilation.

Buy new things conservatively, but 
don’t refrain from buying them. People 
want to see new things when they come 
to your store.

The merchant who doesn’t advertise 
his wares and thus increase his “turn
overs” necessarily must charge a larger 
profit because he has fewer of them.

The Grocery Market.
Sugar—W ith  all control over dis

tribution eliminated, retail grocers 
are not required to make records of 
sales or to report such sales monthly, 
as has been the rule. All red tape 
in o ther words, has been elim inated in 
so far as the distribution and pur
chase of sugar is concerned. This 
will relieve the trade of much addi
tional work and will avoid confusion 
and dissatisfaction, especially when 
grocers did not receive enough to sup
ply their needs and were constantly  
endeavoring to get more, thus com
pelling affidavits and the submission 
of lists of custom ers, etc. Not only 
is all restriction  taken off, but the 
recent ruling that retail grocers could 
sell no more powdered sugar has been 
lifted at the same time. Refiners are 
now privileged to sell the wholesale 
grocers, the latter can replenish the 
supply of the retailers, who, in turn, 
are perm itted to  sell consum ers, al
though such sales are supposed to t>e 
included in the four pounds per capita 
which the housewife is allowed and 
who upon her honor ih not supposed 
to  exceed. All restrain t of whatever 
nature w ith respect to the sale oi 
sugar is therefore off excepting that 
the dealer m ust adhere to the lc  per 
pound profit in package for and 
lj^.c per pound when sold in bulk.

Tea— No new features of im port
ance have developed in the local 
m arket for teas. A fairly active de
mand is reported for Form osas and 
Ceylons. Supplies on hand are light 
and prices continue to be m aintained.

Coffee—In a sense the Govern
m ent has come to the rescue of the 
coffee m arket by relaxing, to some 
extent, the regulations regarding the 
sale of coffee. The result of this re
laxation is, of course, to open the 
m arket a little wider to  general trad 
ing and break the extrem e scarcity 
th at has existed for about a month. 
The result of the change in the regu
lations was a slight decline in B ra
zil, but in this country prices on all 
grades of Rio and Santos are well 
sustained. T here is very little busi
ness, everybody being afraid to buy 
coffee at p resent very high prices. 
Stocks of coffee in this country are 
unprecedentedly light, both in Rio 
and Santos and in Milds.

Canned V egetables—Tom atoes are 
ruling in the neighborhood of $1.90 a 
dozen f. o. b. factory and in a large 
way for No. 3s, but there are no buy
ers and the m arket will probably be 
shaded if business continues so dull. 
No change is to  be reported  in any 
o ther line of canned goods.

Canned Fish—An explanation of 
the recent unexpected offerings of 
red Alaska salmon comes from very 
good sources and is w orthy of some 
consideration. I t  is to the effect that 
the m arket is being m anipulated in 
an endeavor to  induce timid holders 
to let go of their supplies, so that 
speculative operators can increase 
their holdings for the enorm ous de
mand th at is expected from Europe 
as soon as shipping conditions make 
it possible. In  the opinion of the 
trade a t large, the salmon situation is 
a very stro n g  one and should cause 
no anxiety to holders big or little.

The Maine sardine season has closed, 
with prices firm at about 25c below 
the maximum.

Dried F ru its—Advices received in 
the trade are that the Governm ent 
has decided to  release some Cali
fornia prunes after all. These will be 
of the 40-50, the 50-60 and the 60-70 
size. The quantity to be released has 
not yet been determ ined and will not 
help the situation very m aterially, 
but the point is th at it will help 
some and it encourages the trade to  
believe that som ething more in the 
line of unexpected happenings may 
occur. The ra ther hum orous feature 
of the situation is th at those who 
have been looking for som ething of 
this kind to happen had absolutely 
nothing to go on in the way of in
form ation or even logic. They ad
mit th at they simply had a “hunch” 
whereas those who said that it would 
be impossible for the Governm ent to 
release any prunes had all the logic 
with them  statistically and otherwise. 
These additional supplies will not be 
available in this m arket for the next 
m onth or six weeks. In  the mean
time the only prunes th at are being 
offered are 120s and as the trade is 
slow to take these small prunes they 
are now being offered at 7J^c, their 
value lessening with the possibility 
of increased offerings of the more 
desirable sizes. A pricots a^e still 
firmly held with extra choice a t 22c 
and fancy Blenheims at 24c.

Cheese—The m arket is very firm, 
due to extrem ely light receipts and a 
very light supply of the different 
Styles. T here is an active demand at 
this tim e and we look for continued 
high prices for some time.

Corn Syrup—T here are no fresh 
developm ents to  record. T rad ing  is 
quiet with prices steady.

Rice—The market' for rice is quiet. 
W ith  supplies generally light, the 
m arket rem ains firm.

Sugar Syrups— No new develop
m ents are noted. T rade is routine, 
with prices steady.

Molasses—T here are no new de
velopm ents in the situation, the m ar
ket being firm with trading quiet.

Salt Fish—No change has occurred 
in mackerel during the week. Cod
fish continues high and in m oderate 
request.

Provisions—The m arket on pure 
lard is firm, with quotations about 
the same as last week. T here is a 
m oderate supply and a good con
sumptive demand. The m arket on 
lard substitute is firm at unchanged 
quotations. T here is a m oderate sup
ply and a good demand. T he m arket 
on smoked m eats is very firm, prices 
ranging slightly higher on m ost 
styles. There is a light supply and a 
good demand. The m arket on bar
reled pork is firm, with quotations 
ranging the same as last week. The 
m arket on dried beef is very firm, 
with a good demand and a light sup
ply. T he m arket on canned m eats is 
very firm, quotations ranging about 
the same as last week. T here is a 
light supply and a good demand.

If you would be classed as a good 
fellow all you have to do is applaud 
your fool friends.

mailto:2@2.25
mailto:1.50@1.75
mailto:4.75@5.50


6 M I C H I G A N  T R A D E S M A N December 11, 1918

VALUE OF NEIGHBORLINESS.

Quality Should Be More Generally 
Cultivated.

W e are never too old to  learn. I 
have been through an experience re
cently which has made a deep im
pression upon me. As block chair
man in the drive for the Fourth  L ib
erty  loan and the campaign for the 
patriotic fund I tried  to  do my whole 
duty and, in company with my good 
wife, called upon every family in our 
block several tim es and became ac
quainted not only with the heads of 
the families, but the names and ages 
of the children. W e also learned 
about the aged people and those who 
are invalids. W e learned about con
ditions and circum stances affecting 
the well being of our neighbors. W e 
were awakened to the fact th at we 
knew little about our neighbors, their 
problem s and their needs. W e knew 
the names of very few of them. In 
carrying on the plan of the campaign 
these people all called a t our house, 
leaving their contributions and ex
changing with us bits of conversa
tion, which brought us nearer to each 
other. I was perfectly astounded to 
learn that several of them  did not 
know where I lived, and thus was 
brought home to me the fact that 
they were as ignorant of me as I 
was of them.

W e belonged to different churches, 
social organizations, clubs and busi
ness gatherings. Our interests had 
not thrown us together because we 
had all neglected the values in neigh
borliness. Some of us had heard 
stories of gossip about each other 
which had given us very erroneous 
views. Some of us had been m is
judged and called d istant and cold- 
hearted. I found one or two who 
had been generally regarded as aris
tocrats, but who were m ost compan
ionable people and their inner lives 
would reveal not a single aristocratic 
factor. There were reserved people 
who felt that their slender income 
would not w arran t them  in making 
friends with well-to-do neighbors. 
T here were folks burdened with home 
cares who felt they had no time to 
make new acquaintances and yet who 
welcomed the neighborly call.

I learned my lesson and shall make 
it effective by neglecting, if I must, 
my church, my club, m y distant 
friends, th at I m ay better know my 
immediate neighbors and learn how I 
can be useful to  them. I t  is really 
the m ore spectacular relationship 
th a t tu rns us into a m ultiplicity of 
activities which use our tim e and en
ergy to the neglect of the simple 
duties in and near our homes.

I am not only going to know my 
neighborhood better, but I am plan
ning a scheme by which all of my 
neighbors shall become acquainted 
with each other and reap the joys 
of neighborhood associations. My 
thought is to  bring all the people liv
ing in my block together for a social 
time occasionally and make the gath
ering so simple in its m ethods th at 
all will be glad to participate in it. 
T here will be no social distinctions. 

. W e will rub out all the little mis-

conceptions concerning each other; 
elim inate petty  jealousies which have 
no foundation in fact and make neigh
borliness furnish the binder th at will 
make the com m unity blend. W hat a 
valuable suggestion comes out of the 
m achinery of this w ar campaign! II 
all the block chairm en and the cap
tains and lieutenants and general 
supervisors would unite their efforts 
in prom oting neighborly acquaintance 
and spirit, w hat a wonderful tran s
form ation could be made of our large 
community! Is not this the kind of 
a thing that the Grand Rapids R ecre
ation Association can prom ote? W hy 
can not the W ar Camp Community 
Service utilize its mechanism in p ro
m oting neighborliness? W hat a bur
den of w rong views of each o ther 
could be lifted! W hat misconceived

notions of the people across the way 
would be wiped out! W hat splendid 
hum an com binations would be formed 
that make for graceful enjoym ent! 
W hat beautiful timely and effective 
service would be suggested! W hat 
foolish and inexcusable social lines of 
dem arkation wofild be eliminated! 
M ost of the m isunderstandings, the 
back biting, jealousies, feuds in 
neighborhood life have their source in 
the refusal to  see the o ther fellow’s 
point of view. H ere is the oppor
tunity to right ourselves w ith our 
neighbors, recognizing their good 
qualities and refusing to  believe a 
lot of things which are not so, and 
which , aire throw n iln our yards, 
blown in our windows and catch us 
unawares on the highway. Serm ons 
have been w ritten  on “W ho is My 
Neighbor?” which have not found 
their application to  this simple pfob-

lem which m ost of us have shied 
at, but which finds its solution in 
the simple m ovem ent this brief a rti
cle suggests. #

T here is no h igher tribute th at can 
be paid to a man than th at he is a 
good neighbor. The decision of w heth
er it m ay be applied to you or me 
depends upon ourselves. W ould it not 
be well for us to  narrow  our angle 
of vision, cutting  out m any things 
th a t a ttrac t us in the distant horizon 
but revealing an obligation a t our 
threshold? Charles W . Garfield.

Plan Changes In Orange Standard.
O. W . Newman, field deputy of the 

California State H orticultural Com
mission, is m aking experim ents with 
reference to possible changes in the 
orange standardization laws. The ex

perience of this year, he says, shows 
th a t the so-called 8 to  1 test, re 
quiring eight parts of sugar to each 
p a rt of acid for m aturity, can not b t  
accepted arbitrarily . The general opin
ion am ong experts is that a color 
tes t m ust be added, and the term s 
for addition are now under discus
sion. Federal experts of the Bureau 
of Chemistry, United S tates D epart
m ent of A griculture, who are making 
a series of independent investigations, 
are quoted as having given it as a 
prelim inary opinion that a require
m ent m ust be added that fru it m ust 
show a t least 50 per cent, charac
teristic  orange test. This, it is be
lieved, will cover conditions when the 
acid content of the fruit is low.

A fter a woman gets on the shady 
side of 40 she speaks of herself as 
“us girls.”

Gabby Gleanings From Grand Rapids.
Grand Rapids, Dec. 10—W ell, we 

held that m eeting of Grand Rapids 
Council last Saturday evening. Every
thing was carried off in a m anner 
which would be a recom m endation to  
the efficiency of the N ational City 
Bank of New York. T his was due 
entirely to the energies and push th at 
was injected into the proceedings by 
its officers, and their hearty  support
ers—the m em bers of No. 131.

T here were six new m em bers added 
to the m em bership roll and now we 
shall feel that we are ju st th at m any 
more points stronger. W e feel th at 
these new m em bers will be on the 
job at once to  help make No. 131, not 
only the largest, but the best Council 
in the State. The nam es of the new 
m em bers are as follows:

H. Ferris.
C. B. Lehr.
C. B. W eller.
Roland Schler.
Frank Mapes.
H. Bart.
The Council was very fortunate in 

that M. T. Ashbrook, of Newark 
Council, Newark, Ohio, was present, 
and gave a m ost in teresting  talk of 
his travels and associations with the 
U nited Commercial T ravelers—a talk 
that was enjoyed and appreciated by 
all present. Those who were not 
present missed som ething well worth 
hearing.

Following the m eeting a pot-luck 
supper was in order and everyone 
“fell to ” in fine shape. I do not think 
that Mr. H oover will have any fault 
to find. Each one seemed to realize 
the responsibility and acted accord
ingly, and the way they put away the 
grub would surprise the m ost experi
enced in this line. G. K. Coffee, was 
there, too.

A fter the feed, speeches were made 
by Senior Counselor W illiam  E. Saw
yer and H om er Bradfield, after which 
the crowd was treated  to a few tricks 
in magic and slight of hand by P ro 
fessor Pill Seller Pierce, from the 
F ar E ast and Mexico. A fter he had 
shown us all ju st how to do these 
tricks, the crowd was turned loose 
and we had dancing and music. Con
sidering that the original program m e 
was p re tty  well shot to  pieces by 
sickness, we had a real good time, 
and look forw ard to  the tim e when 
we can repeat the feat.

Oliver W allin, of the firm of Oliver 
W allin & Co., Cadillac, has been 
laid up for a while w ith the flu, but 
we are glad to  hear th at he is again 
on his feet and expects to  be on the 
job in a few days.

Again the uncertainty of autom o- 
biling in Michigan during the late fall 
m onths over p resent roads is forcibly 
b rought to  m ind in the instance of 
H ow ard Ives, salesman for the Mills 
Paper Co. H ow ard thought that 
maybe he could make one m ore trip 
by auto, but when he arrived in Cad
illac, he encountered snow  banks 
which made it impossible for him to 
continue his trip by auto, so he took 
himself to the hotel to  think, and the 
question a t hand was, w hat to  do 
with the car? T he verdict was as 
follows:

The car had been a good car dur
ing the sum m er and it was no fault 
of the car th at snow banks had been 
encountered, so it  should have a nice 
quiet place to  re st during the w inter 
m onths, and while the w intry  winds 
are cutting circles around the coaches 
on the G. R. & I., H ow ard will know 
th at his car is resting  in peace, if 
not in pieces, in the quiet, but im 
portan t little town of Fife Lake.

I think there is a m agazine issued 
each m onth bearing the title of “Sales
m anship.” This m agazine is in the 
neighborhood of one-half inch in 
thickness and of ord inary  type, so 
I have come to  the conclusion th at 
“salesm anship” is some subject, and 
is to  the m an who follows the calling
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the study of a lifetime. T o h im t the 
study of hum anity has a fascination 
th at is hard indeed to break away 
from, and I think that this is one 
reason . we have men now selling 
goods who were selling them  when 
they were in their teens.

Of course, everyone who takes a 
sample case and sta rts  out does not 
carry it to the end of the road. Life 
on the road is not all roses as is 
pictured by the young m an who has 
am bitions in this line—a fact he soon 
finds out and a fact his em ployers are 
aware of before they send him on 
his journey of experiences. Each ex
perience has its value and some of 
them  cost the em ployers a lot of 
money, and som etim es the good es
teem  of a valuable custom er, but if 
the young salesman has the righ t in
gredients in his m ake-up he never 
causes his house to  pay the cost the 
second time. Each and every time 
the young salesm an makes a m istake 
in his judgm ent and analysis of the 
task assigned him, ju st so often does 
he lay this m istake up as an asset 
to be recalled a t some *mure tim e 
and profit thereby; thus, perhaps, bal
ancing his debit account and leaving 
a profit, if no t in dollars and cents, 
in a way of knowing th a t he has over
come one of the obstacles which he 
was not able to grapple w ith when 
he first started  out.

T his is the beginning of real con
fidence and is a sign that he is learn
ing to walk in the narrow  path  of his 
chosen profession. This, in the esti
m ation of the writer, is the m ost in
teresting  trade in which a young man 
can become engaged.

However, all those who s ta rt out 
do not make salesmen and as soon 
as this fact is evident, I think it is 
the duty of the em ploying house to 
comm unicate this inform ation to the 
young m an and in a nice way help 
him to take up some o ther w ork 
which his house, in their vast experi
ence in studying and handling sales
men, thinks this young m an is be tte r 
fitted for. He should accept this ad
vice in the spirit it is given and try  
his hand a t som ething else.

I think it is safe to  say th a t 90 
per cent, of the world’s comm erce is 
carried on th rough the medium of the 
salesmen, and the large firms Oi to 
day are looking for the best in th at 
line.

A m an can be a good executive 
and still not be able to  m ake a sale 
which would benefit his house to 
any great extent.

A salesman m ust have m any quali
fications.' In  the first place he m ust 
have a good knowledge of the prod
uct he is m arketing; also he m ust 
know the requirem ents of the terri
tory  in which he is try ing  to sell this 
product.

H e m ust be a student of human 
nature and understand the various 
characteristics of his m any custom ers, 
upon whose energies he m ust depend 
in order to  have his product reach 
its final sphere of usefulness w ith the 
consumer.

If  the salesman is wise, he  will 
have a good knowledge of his com
petito r’s goods and in some way im
part to the dealer the superior m erits 
of the article he is m arketing, so 
that, unconsciously, the dealer will 
im part this inform ation to  the  con
sum er and thus move your stock on 
the dealer’s shelves, m aking room 
for m ore when you call again.

T he w riter has m et m any types of 
salesmen and m any types of men try 
ing to be salesmen, and as I stop to  
compare p resent day salesm en with 
those of twenty-five years ago, I can 
no t help but see the g reat difference 
th a t has come over the traveling  fra 
tern ity  as a whole.

The p resen t day kn ight of the grip 
is a home-loving, upright, stra igh t 
dealing individual, who as he bids his 
family good bye M onday mornings 
has from  then on, during the trip,

the in terest of his custom ers a t stake, 
and "as he jogs along on the train, 
often w onders how John Jones can 
better his business and m ake more 
money. He is not a price cu tter and 
understands and is fully convinced 
that the selling prices given him by 
his house are the lowest and best 
that can be given, consistent with 
good service and standard goods.

A few years ago—and once in a 
while we run across him now—we 
used to meet the man (I do not use 
the word “salesm an”) who tried  to 
worm  his way into the confidence of 
the m erchant by selling some article 
which the dealer is well posted on 
below cost, but watch out for this 
fellow on some o ther article. This 
kind of buying will cost the dealer a 
lot of m oney in a year if he does 
much business w ith this type of man.

Em ploying houses are fast weeding 
this class of travelers out and it is 
well th at they should. Rem em ber 
each and every article should carry 
its own percentage of profit and one 
article should not be sacrificed to 
save another. In other words,, we 
should not “Rob Peter to  pay Paul.” .

Last, but not least, always bear in 
mind boys th at the wages paid you 
have got to  come back to  the man 
who hired you in the way of profit. 
D on’t blow about your large sales, if 
you have any. Ju s t keep your eyes 
and ears open. Be ready to profit by 
o ther’s experiences; keep busy and 
“saw wood”—'that’s all.

D. F. Helm er.

Newest in Millinery.
Many of the m illinery m anufac

tu rers here express the opinion that 
hats of rough braids are going to 
have a big season during the coming 
spring. One m anufacturer, accord
ing to the bulletin of the Retail Mil
linery A ssociation of America, has 
backed his opinion by show ing a 
large line o f  these goods, principally 
pineapple and lobster, combined with 
satin or georgette  in blue jay, tu r
quoise sand, and henna. In  addition 
to this are shown such staple colors 
as negre brown, taupe, and black. 
M ost of the models shown are small 
and “off the face,” and have on them 
only a lim ited am ount of trim m ing. 
They wholesale at $24 to  $48 a dozen.

A nother prom inent m anufacturer, 
according to  the bulletin, is also 
specializing for spring  on rough 
braids combined with satin  or 
georgette, but as yet he is not try 
ing to push the georgette  combina
tions. These he prefers to hold un
til later in the season, as do several 
o ther m anufacturers. A great many 
of the hats shown by this m aker are 
trim m ed with wool em broidery or 
flowers, but none of them  is elabor
ate. T his line ranges in price from 
$36 to $60.

May Bring in Human Hair.
An announcem ent is made by the 

W ar T rade Board th at applications 
for licenses to  im port uncleaned 
hum an hair will be considered in the 
event of the shipm ent originating in 
or coming from  China, Hongkong, 
or Japan. A ggregate im ports of this 
m erchandise, however, cannot ex
ceed fifty long tons a month.

H4RNF<K o u r  o w n  m a k eILTUUNEa»  Hand or Machine Made
Out of No. 1 Oak leather. We guarantee them 

absolutely satisfactory. If your dealer doe* not 
handle them, write direct to ua.

SHERWOOD HALL CO.. LTD.
Ionia Are, and Louia St. Grand Rapid*. Michigan

Pianos
Players
Victrolas

We are showing the very latest 
designs in Pianos. Playeis and 
Victrolas and our prices (with 
terms that meet your conven
ience) make it possible for you 
to own one this Christmas.

For the friend who owns a Vic- 
tro la  we suggest a “V ictor Record 
C ertificate” as a particularly  ac
ceptable gift.

R I E D R I C H
M U S I C  H O U S E ___

EH====206 MONROE AVENUES —-

The Gift to Give 
Is the Gift that 
Lives.

When You Think 
of Music Think of 

Friedrich’s.

OUR LIST OF CLIENTS
is made up of m en and institutions who appreciate the 
kind of advertising which m akes itself heard w ithout 
shouting.

W e  do that kind of advertising quite successfully and 
we never cheapen a client’s business or product when 
we are trying to advertise it.

W e  are m ore concerned in securing clients who seek 
to profit by our work than we are in serving those w ho 
m erely w ant to spend money and can ’t see w hy there 
should be anything constructive in their advertising.

T h is  isn’t a m atter of sentim ent with us. Close obser
vation has convinced us that the kind of advertising 
w hich makes only a noise and no echo, doesn’t pay anyone 
very well— particularly that portion of the public which 
will listen to it.

Y ou probably could annex this office to  your business 
w ith profit to  all concerned.

I f  we are not taking care of the account of a com 
petitor of yours we would be pleased to go over the 
m atter w ith you.

The George A. Murphy Advertising Agency
MICHIGAN TRUST BLDG. GRAND RAPIDS, MICH.
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THIRTY-SIXTH YEAR, 
Although the actual conclusion of 

the th irty-fifth  publication year of the 
T radesm an occurred eighteen weeks 
ago, the issue of this week is intend
ed to m ark the beginning of the 
thirty-six th  year of successful pub
lication. The reason the anniversary 
edition was not published earlier in 
the year and nearer the event it is 
intended to celebrate is because there 
was a Governm ent em bargo on ex
tra  editions until about three weeks 
ago. On the lifting of this embargo, 
work was immediately begun on 
the edition the reader now has be
fore him. I t  is not so bulky and 
pretentious as some of its predeces
sors, but it will be found fairly well 
filled with interesting m atter pertain
ing to nearly every branch of mod
ern merchandising.

The past year has been the most 
critical one in the history of trade 
journalism  in this country. I t  has 
been a year replete with sacrifice 
and self-denial, due to the severe 
restrictions and lim itations exacted 
by the Governm ent in order that free
dom might survive and human lib
erty  m ight not perish from the face 
of the earth. In common with mill
ions of o ther patriots, the m akers of 
the Tradesm an have aimed to do their 
full duty, confidently believing that 
Governm ent regulations were made 
to  be obeyed and not ignored or 
violated, to the end th at the war 
m ight be successfully concluded at 
the earliest possible moment.

The past year has also brought its 
trials and tribulations to all b ran
ches of trade, both wholesale and 
retail. Never before has it been 
harder to  move goods profitably and 
satisfactorily and keep within the 
bounds of reason and the limits 
established by the ¡Government. 
T hat such a year of trial should 
have witnessed the penalization of 
less than 200 Michigan m erchants 
is very surprising. I t  did not seem 
possible that the trade as a whole 
could face such an ordeal and not 
suffer more severely in the eyes of 
the law and the estim ation of the 
people.

The future certainly has in store 
many changes for the m em bers of 
the m ercantile fraternity. Many of 
them  are foreshadowed at this time. 
M ost of the abuses of the past which 
have been abandoned during the war 
will never be perm itted to  come back.

The past year has been a year of 
genuine awakening for the T rades
man. I t has never before realized 
how useful it could be to its readers 
in particular and the m ercantile 
trade in general. I t  has been con
sulted m ore generously during 1918 
than any previous year in its history 
and has reason to  feel th at it has been 
of real benefit to those who have 
sought its service. This has entail
ed much extra work on the part of 
the editorial force, but the labor has 
been of such a character th at it has 
resulted to the benefit of every read
er. because the problem  which con
fronts one m erchant is likely to  be 
identical with the problem s which 
face all dealers in the same or allied

lines. The key to one problem  will, 
as a rule, apply to  all.

More fraud's have been investigated 
and exposed during 1918 than in any 
previous year in the history  of the 
Tradesm an. This feature of the 
Tradesm an has come to be a labor 
of love, because the detection -of 
frauds and cheats is no longer a diffi
cult m atter. All shady transactions 
and swindling propositions bear cer
tain earm arks or involve certain 
stereotyped practices which are pe
culiar to the craft of crooks. E xper
ienced m erchants, as a rule, are not 
caught by specious prom ises which 
are made with no idea of their ful
filment, because they have come to 
know at a glance w hether the plea of 
the plausible stranger rings true or 
false. The new m erchant, however, 
furnishes ample m aterial for the 
crafty  salesman who wants the deal
e r’s signature for ornam ental pur
poses only on his assurance th at the 
order can be counterm anded o r can
celled any tim e within a week or a 
m onth a t the option of the m erchant. 
O f course, the order turns out a 
prom issory note which finds its way 
into the hands of an alleged “innocent 
th ird  party” about as rapidly as the 
mails can transport it.

A m arked victory has been achiev
ed during the past year in the elim
ination of the word “concurrent” from 
the riders on fire insurance policies. 
This is the culm ination of a fight 
which the Tradesm an has conducted 
against the use of this word for the 
past twelve years. I ts  use adds n o th 
ing to the value of the policy, from 
the standpoint of the insured, and it 
puts a club in the hands of the un
scrupulous adjuster to hold1 over the 
head of the policy holder who meets 
a loss by fire and who is not sufficient
ly informed as to the significance of 
the term  to properly defend himself.

A m arked grow th in the num ber 
and strength  of m utual fire insurance 
companies covering m ercantile risks 
has taken place during 1918. I t is 
now no longer necessary for any m er
chant to pay tribute to the stock 
fire insurance combine which held 
the business public in bondage for 
so m any years.

The suspension of D etro it Trade 
a year ago and the absorption of its 
paid-in-advance subscription list by 
the T radesm an has placed additional 
burdens and responsibilities on this 
publication, which the publisher has 
aimed to  carry with becom ing grace 
and dignity. I t  may not be out of 
order, in this connection, to state  that 
since 1883—the year the T radesm an 
began m aking weekly visits to the 
tradei—over jthi^ty trade  journals 
have started  and suspended publica
tion in Michigan, Ohio, Indiana and 
W isconsin. The Tradesm an is now 
the only independent trade journal 
published in those four states.

The • T radesm an has no alluring 
prom ises to  make for the future. 
The record of the past m ust be taken 
as a criterion of what the future has 
in store for those wrho believe in the 
efficiency and integrity  of the T rad 
esman and give expression to that be
lief by taking it regularly and read
ing it thoroughly every week.

THE COTTON MARKET.
No evidences were given during the 

past week of any immediate prospect 
of advances in cotton  prices tow ard 
the goal which Southern holders de
sire. Nor, for th at m atter, was there 
much release of the article. Lack of 
tonnage still serves to  act as a check 
on exports, and dom estic spinners do 
not appear to need any quantity of 
cotton. For the future there seems to  
be g reat prom ise in the steps taken to 
hold a conference in this country of 
both dom estic and foreign cotton in
terests. Delegates are expected from 
Great Britain, France, Italy, Belgium, 
and o ther European countries. H ere 
there will be in attendance repre
sentatives of the growers, of Govern
m ent departm ents, of m anufacturers 
of cottons and textile machinery, of 
ginners, and of the various cotton ex
changes. Some common understand
ing is expected to be arrived at which 
shall be for the best in terests of all 
concerned. Am ong o ther m atters to 
be taken up is the rehabilitation of 
the Belgian and French cotton in 
dustries. The goods m arket rem ains 
in a halting  and unsettled condition. 
T here are offerings much under the 
Governm ent maximum prices, but 
the buyers remain coy, apparently 
under the im pression that bottom  
figures have not yet been reached. I t 
seems to be understood that Gov
ernm ent-ow ned goods will not be 
throw n on the m arket. Mill men are 
considering a reduction of output, and 
some have already put this into effect. 
Yarns are appreciably lower. Buyers 
of hosiery and underwear are hold
ing for reduced prices.

Let the Governm ent build docks 
and1 term inals in this country and in 
Latin America, charging the Am eri
can shipper cost. T h at is the novel 
and ra ther startling  suggestion which 
comes to  us as a solution of the m ar
itime problem . I t  is reported th at 
term inal facilities in Latin America, 
outside of the principal ports, are al
m ost a joke; that delays in dispatch
ing cargoes are unconscionably long; 
that the cost of storage, where s to r
age facilities are available even at 
the big ports, is alm ost prohibitive. 
Howbeit, w hether the idea is practi
cal or not, it seems to  offer a good 
subj.ect for consideration a t the peace 
conference. I t will be recalled there 
was considerable objection on the 
part of American ship owners to the 
G overnm ent’s non-discrim inatory ac
tion in the m atter of rates through 
the Panam a Canal. A uniform  Pana
ma Canal charge to the ships of all 
nations established a principle which 
it is hardly likely would be broken in 
any new Governm ent-owned project 
of an in ternational nature. I t  would 
prom ote thbse very trade antago
nisms which it is the P residen t’s aim 
to avoid. A m erry round of Con
gressional debate is in prospect re
volving around the param ount prob
lem of how to successfully operate 
our grow ing m erchant marine. How 
to offset the difference between the 
American and the foreign scales of 
wages. Subsidy is an old-time rem 
edy. Now we have Governm ent 
ownership proposed as a panacea.

W hat is the difference between sub
sidy and Governm ent ownership if it 
is not the difference between effici
ency and inefficiency? The stim u
lant of individual initiative on the 
one hand and the lethargy of Federal 
operation on the other.

The lot of few people can be un- 
happier than th at of those in Germ an- 
conquered lands who yielded to Ger
m an guile or threats. C orrespondents 
in Belgium have reported  the m ob
bing of Flem ings, who joined hands 
with the invader, in France the ex
pulsion of some who had been friend
ly w ith German officers. I t  is told 
of Clemenceau that in g reeting  a 
Rumanian delegation he rem arked 
th at he cordially Welcomed its m em 
bers, th at he took off his ha t before 
the noble Rum anian people, but that 
he put it on again in the face of 
the Rum anian governm ent. Feeling 
m ust be im m easurably m ore b itter 
against turncoats in the devastated 
regions than it was after our Revo
lution against the Tories. T heir own 
sense of their con trast w ith those 
who w ithstood unflinchingly b itter 
German persecution is a chief part 
of th e ir, punishm ent. T hey can 
change their names or move to  new 
lands, but they can not escape that.

Evidently, the m ere adm onition of 
“Children, love one ano ther” will not 
suffice to restore peace to w hat was 
form erly A ustria-H ungary. Ancient 
experience in M acedonia should have 
taught E nten te  statesm en th a t races 
which have hated their'oppressors and 
each o ther for well-nigh five hundred 
years m ay a t once lapse into anarchy 
when pressure from  on top, even of 
the tyrant, is suddenly removed. 
M agyar, Czech, German, Pole, Jew, 
Ruthene, M ohammedan, Rom an, and 
O rthodox Catholic, according to  la t
est reports, are, as was to  be ex
pected, rapidly being locked in a m ur
derous death-struggle. Som ething 
m ore than platonic benevolence m ust 
now be exercised by the Allies, some
thing in the nature of real interven
tion. Otherwise blame for Mid- 
European anarchy will be a ttributable 
hereafter to Allied indifference.

Democracy, like charity, should 
begin a t home. But it is not m ani
fested in the spending of eight tim es 
as much of the public m oney upon 
the schooling of one child as upon 
th at of another. T his disparity  be
tween the way in which white and 
negro boys and girls are educated in 
South Carolina is the subject of fresh 
com m ent by the Columbia State. T he 
pitiable sum of $2.16 was expended 
for the education of every negro child 
in the State last year. The cities did 
b e tte r by the negro than the rural 
districts, which would m ean that 
parts of the State spent less than  the 
sum named. T his is held to  account 
in part for the tendency of the black 
man to take his family to the cities. 
Even the liberal S tate does no t urge 
absolutely equal trea tm en t of the 
white and the negro child. But some 
parts of the country  can still go a 
long way w ithout th reaten ing  to  bring 
about th a t iesu lt.
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A New Era Has Dawned
—and New Problems Now Confront the

Retail Grocer

If you can get the goods
that are fair in wholesale price; that require short-time 
storage and little handling; that demand small selling 
effort, and that stay sold.

If you can price your goods
at a profit and maintain your prices

If you can weed out the slackers
and save only the profit-bringers

If you will buy conservatively
in keeping with your customers’ demands, realizing 
that your jobber’s warehouse is your storeroom and 
that you are entitled to this service,

YOU WILL W IN
To meet the new conditions that now confront the world 
calls for 100 per cent, co-operation between the merchant 
and his source of supply.

Our experience of nearly fifty years, devoted exclusively 
to the wholesale grocery business, has equipped us to serve 
you. Our co-operation may help you to solve your problems.

The Home of Quaker Pure Food Products

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
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THE COMING CHRISTMAS.

It Should Be the Happiest Day In 
History.

Written for the Tradesman.
Peace w ith all its m anifold bless

ings has come to m other earth  after 
m ore than four years of sanguinary 
strife. T he fields so long ploughed 
w ith shot and shell, enriched by the 
dear bought blood of the race, are 
soon to be ready for the husbandman, 
tall grasses to  wave where once only 
desolation and despair held sway.

In  contem plating the situation, 
w atching the clouds roll up and away, 
seeing the bright rays of peaceful 
sunshine take the place of barrages 
and blasting death of acid fumes, we 
m ay well stop and take note of how 
we stand with relation to  all th at has 
past like the hideous phantasy o* an

W illiam Hohenzollern is still at 
ugly dream.
large—he of the stern  visage and re
lentless heart. A coward and a m ur
derer, he shrinks into a m ost insig
nificant figure there amid the fogs and 
dampness of the Netherlands.

His fate, however, has not yet been 
decided. Like the woodchuck run to  
his hole he is w aiting in the privacy 
of an obscure burg the decision of 
those who ran down his legions, bay- 
onetted his boasted Prussian guards, 
and sent the flower of the German 
arm y helter skelter for safety beyond 
the Rhine.

A yellow dog is he indeed. T here 
seems to  be a wonderful unanim ity in 
a demand for .justice, som ething that 
the H ohenzollern has more to fear 
than any call for vengeance th at m ight 
arise from  his raped and m urdered 
victims. The day of retribution  draws 
near, and at the same time we hear 
as afar off th at o ther cry of “ Peace 
on earth, good will to m an.”

A nother Christm as day is in the 
offering. H er sails are already to  be 
seen in the near distance, freighted 
w ith good will to  man. This is to 
be the grandest and m ost enjoyable 
C hristm as day since the foundation of 
the world. T here will be rejoicing 
from L and’s End to  the rem otest 
corners of B ritain; amid the sunny 
hills of France, down to the valleys 
of the inter-rivers of Central Europe, 
along the levels of N orthern  Italy, 
even to  Greece and the smaller islands 
of the M editerranean Sea.

Belgium, m artyred, wrecked, strick
en little nation, yet the m ost sublime 
figure.in all the world war, claps both 
hands in an ecstacy of joy over the 
downfall of the m odern H un and the 
replacem ent of her people once again 
in the sunlight of peace and pros
pective prosperity.

Peace on earth  has indeed w onder
ful significance this' Christm as season 
of 1918. I t  is, indeed, w orth som e
thing to  know th at the peace of this 
old world is not likely to  be disturbed 
by w ar’?  dread hell for a t least an
o ther hundred years. W h at m ay not 
be done in th at time to  rebuild the 
places made waste by this unholy 
war?

W e can well believe th a t this w ar 
was m ost unrighteous in its beginning, 
th a t the junker party  of Germ any 
recklessly broke th e  peace th e

world for the sordid purpose o t 
aggrandizing the Fatherland a t the 
expense of o ther nationalities.

W ere the countless millions of dead 
piled in one long line and W illiam  
H ohenzollern made to  m arch down 
the line, his gaze all the tim e fixed 
on the ghastly faces of the dead, one 
can imagine he would then and there 
realize the enorm ity of his sin; would 
in fact call the m ountains to  roll 
down upon him and bury him forever 
from human sight.

W ith  all its ghastly  ho rrors there 
is one redeeming feature to the world 
cataclysm  just b rought to  a close. 
The enmjties of long years have been 
wiped out and nations once b itte r to 
ward one another have been brought 
into closer communion until now they 
are as deathlessly determ ined upon 
each o th er’s welfare as they were 
once ber.t upon antagonizing.

The one hundred and forty  years 
of enm ity between the U nited States 
and England ¡.as been wiped, let us 
hope, off the slate forever. The 
enm ity th at had become proverbial 
between France and Britain has m et 
with a like erosion. Even Italy  comes 
in for a fair share of adm iration and 
love. These nations so long at 
swords points have learned a lesson 
in national am ity that nothing less 
than th is world w ar could have 
brushed aside.

H ow ever much good is to come 
from  this brotherhood of nations, this 
fact does not in the least m itigate 
the crime of the w ar precipitators. 
They m ust be held to a strict ac
countability. T he gaunt, sneaking 
wolf now hiding in seclusion beneath 
the flag of the N etherlands m ust be 
smoked out. He, w ith m any others 
perhaps equally guilty of wholesale 
m urder, m ust not be perm itted to  live 
and gloat over the crimes which have 
not their counterpart in the history 
of all times.

Knox Sparkling Gelatine
A quick profit maker 

A steady seller Well advertised 
Each package makes 

FOUR PINTS of jelly

Rea & Witzig
Produce

Commission Merchants
104-106 W est Market St.

Buffalo, N . Y.

Established 1873

United States Food Administration 
License Number G-17914

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

■W e  B u y  'C '  W e  S to re  " C ' W e  Sell
G G S  E / G G S  E / G G S

W e are a lw ays In the  m a rke t to  buy FR ESH  EGGS and fresh  made 
D A IR Y  B U T T E R  and P A C K IN G  STO CK. Shippers w il l  find  I t  to  th e ir  
In te rests  to  com m unicate w ith  us w hen seeking an o u tle t. W e also o ffe r 
you our new modern fa c ilit ie s  fo r  th e  s to ring  o f such products fo r  yo u r own 
account. W rite  us fo r  ra te  schedules covering storage charges, e tc. W E  
S E L L  Egg Catfes and Egg Case m a te ria l o f a ll k inds. Get o u r quotations. »

KENT STORAGE COMPANY, Grand Rapids, Michigan

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 81 per 100, postage pre
paid. Special prices in larger quantities.

TRADESMAN COMPANY
GRAND RAPIDS

SERVICE PIO W A TY  QUALITY

Largest Produce and Fruit Dealers in Michigan

NUTS — NUTS
M. P io w a ty  &  S o n s o f  M ic h ig a n

MAIN OFFICE, GRAND RAPIDS, MICH.
Branches: Saginaw, Bay City, Muskegon, Lansing, Jackson, Battle 

Creek, Kalamazoo, Mioh., South Bend and Elkhart, Ind.

E. P. MILLER. President F. H. HALLOCK. Vice P m . FRANK T. MILLER, Sec. and Tree*

Miller Michigan Potato Co.
WHOLESALE PRODUCE SHIPPERS

Potatoes, Apples, Onions
Correspondence Solicited

Wm. Alden Smith Bldg. Grand Rapids, Mich.

Onions, Apples and Potatoes
G ar L o ts  o r  L ess

We Are Headquarters 
Correspondence Solicited

4*
Vinkemulder Company

GRAND R A PID S.  MICHIGAN
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Good will to  m an on this glad and 
glorious Christm as day does not con
sist in showing m ercy to  the infant 
m urderers and despoilers of young 
wom anhood who have m ade black the 
sto ry  of the world war. Justice, 
tem pered w ith mercy. V ery good. 
The same m ercy shown Edith  Cavell, 
the red cross nurse sa tu rated  w ith 
oil and burned alive, the crucified 
children, the babes borne on the bay
onets of jefring , besotted German 
soldiery, and thousands of o ther vic
tim s of the hellish bestiality and lust 
th at m ark the Hfin everywhere, in 
peace and war.

L et those who can be happy on 
C hristm as day; happy because the 
w ar has come to a close; happy th at 
our boys over there will soon be once 
m ore out of the jaw s of death, out of 
the m outh of hell, back to  the arm s 
of loved ones in America. Sorrow  
will be blended w ith the rejoicing of 
the day, sorrow  because of those 
brave ones who lie in Flanders Fields, 
gone out from  the lives of the dear 
ones left behind.

N ot dead but gone before are those 
who fell on the blood-soaked and 
burning sands of No M an’s Land. W e 
think of them  as m arty rs in the holy 
cause of liberty. T he dead of the 
Lusitania have been avenged. T he 
haughty and insolent H ohenzollern 
has been humbled, made to  eat of the 
bread of b itterness and defeat he had 
prepared for his enemies.

The coming Christm as day should 
be devoted to  good cheer, happy re
unions, m erry  doings around the fire
sides of the larger half of the world, 
all the while not forgetting  a tear 
for the Yankee lads who died a t 
C hateau-Thierry to  make for liberty  
and union all the world over.

Old Tim er.

Trade Journals—Are They Read?
Publishers of trade journals quite 

frequently  give expression to  the 
thought th at subscribers do not read 
their publications with the close a t
tention and in terest th at the w orth  of 
the contents would m erit; that often 
a rid e s which are the result of deep 
and thorough research by experts of 
undoubted ability and reputation re 
ceive but scant consideration.

Publishers of pharm aceuticals say, 
th at they often go to g reat expense 
to  provide m aterial of exceptional 
quality to  druggists and those who 
have allied interest, which in their 
opinion should be read w ith eagerness 
as they contain inform ation which 
if applied in their vocation would 
prove of practical value in the way 
of dollars and cents.

I t  m ay be true th a t these publica
tions only receive a cursory or super
ficial reading and that m any of the 
nuggets of value they contain to 
some ex ten t rem ain undiscovered. In  
these hustling days which seem only 
too short for the accom plishm ent of 
one’s daily task, there m ay be dis
position to sidetrack the reading of 
much of the literature th at finds its 
way into the drug store, but is this 
tendency so general as to justify  the 
com plaint of the publishers? The 
w riter m aintains th a t it is not.

A careful study of the m atte r will 
emphasize the point th a t such publi
cations are read m ore generally than 
is commonly supposed. T he busy 
druggist, professor, w riter and o ther 
whose business is to  keep up-to-date 
can not afford to let pass by un
noticed the m any chances for im
provem ent and profit so often afforded 
by the substance m atter trade journ- 
nals offer. T hey m ay 'n o t read every 
article with avidity; fhey, however, do 
by a sort of natural selection cull out 
the p art which is likely to  be of spe
cial in terest to  them selves. T h at this 
is done w ith a degree of thorough
ness hardly suspected is proven by 
the m any queries evoked anent some 
subject which is of special in terest to  
some particular class of readers. 
W hile the o ther subjects did not in
terest this particular class, they no 
doubt did in terest some other class. 
By this psychological process all the 
articles in all the m any publications 
come pre tty  near reaching those they 
are intended to reach. T his is also 
borne out by the fact th a t a sugges
tion having m erit will appear and re
appear until it is by common consent 
universally adopted. A case in point 
will be found in the item  of the pop
u lar “Sundae.’ A fter the idea was 
suggested, how long did it take be
fore it was known and popularized 
th roughout the length and breadth  of 
the land? M any other striking in
stances will no doubt be recalled by 
the reader.

Then there are the advertisem ents 
—good, bad, and indifferent though 
they m ay be. Aside from  the objects 
which prom pted their insertion, do 
they not offer an in teresting  and prof
itable study to those who do m ore or 
less advertising themselves, as m ost 
druggists do nowadays? A re these 
“ads” read? T hey certainly are—and 
w hat is m ore they are im pressed on 
the m inds of the readers to  the extent 
that, by association of ideas, they 
would be missed should they, during 
a period, for some reason, not ap
pear in their usual spaces. P rin te rs’ 
ink experience plus brains is bound 
to a ttrac t the a ttention  of readers and 
the greater the liberality, facility, and 
a rt w ith which they are applied the 
g reater will be the list of subscribers.

R obert R. Lam pa.

Will Produce More Rice As War 
Result.

The w ar resulted in increased pro
duction and increased consum ption 
of rice in Texas during the last year. 
An intensive cam paign in the South 
for g reater acreage, and for use of 
rice as a substitute for wheat, was 
largely responsible.

Big producers in Texas, where 
3,000,000 sacks of rough rice is grown 
annually, believe th a t the w ar has 
taught housewives the value of rice 
as food and th a t the increase in con
sum ption will continue. I t  is estim at
ed th at 38 per cent, of the coun
try ’s annual production of rice is 
grown on the 300,000 acres under cul
tivation in Texas. The product of 
the large rice mills in Southern 
Texas, where extensive crops have 
been put in, is valued a t $8,000,000, 
producers say.

To Avoid Waste
In these days of con
servation avoid all bulk 
sugar waste and loss 
by using

Franklin Package Sugars
T hey save sp illage, 
labor, paper bags and 
twine.

The Franklin Sugar Refining Company
PHILADELPHIA

W ell Cooked
Food

Is one of the most essential factors in the development and main
tenance of good health.
Good health is >the foundation of happiness and success, hence its 
possession is the most to be desired of material things.
Approximately 90% of the illness of the Human Race is directly or 
indirectly traceable to improper eating. We either eat too much or 
too little, eat illy prepared! food or not the right kind.
Inefficiency is the result and inefficiency means loss in one way or 
another—either position, money, health, or even life itself.
Probably good bread has contributed as much or more to the good 
health and prosperity of the Nation as any other one thing.
To have good bread you must use good flour, so buy

Lily White
“The Flour the Best Cooks Use”

and be ‘assured of thoroughly delicious, healthful, wholesome, nu
tritious bread.
Your dealer is authorized to refund the purchase ̂  price immediately 
if you are not completely satisfied with Lily White Flour in every 
respect, for every requirement of home usa
You will be delighted with LILY W HITE FLOUR, “The Flour 
the Best Cooks Use.”

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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TWENTY-SEVEN TIMES.

Remarkable Tum-Over By Enter
prising Ohio Merchant.

W e turn our complete stock once 
every two weeks. In fact, we beat 
that record a little  last year, for the 
year’s record showed th a t we made 
twenty-seven turns.

T he average ra te  of turn-over in 
grocery stores is ten tim es a year. 
Since we have considerably m ore 
than doubled this average, I believe 
some of our m ethods will be in terest
ing to  o ther m erchants—not only 
grocers, but business men in all lines- 
F o r if there is one lesson our busi
ness has taught us, it is th at ideas 
we can use are w orth ju st as much 
to  us w hether they come from  fellow 
grocers, or from  druggists, shoe 
dealers, or even m anufacturers and 
wholesalers.

Certain very definite policies are 
responsible for our unusual ra te  of 
turn-over. These policies, in general, 
may be said to  be (1) keeping a care
ful watch on our buying; (2) featur
ing nationally advertised goods; (3) 
developing an effective sales force; 
(4) making our window displays sell 
m ore goods; (5) holding special 
sales; (6) keeping records th a t tell us 
all the time just w hat we are doing.

I  am going to  take up these poli
cies in one-tw o-three order, and ex
plain in detail ju st how we make 
them  w ork so effectively for us.

F irst, then, come our buying 
m ethods. T o be a success, a grocery 
store m ust always be well stocked. 
However, goods m ust be fresh a t all 
tim es and therefore large quantities 
cannot be purchased. Spoilage soon 
eats up profits. W e avoid w astes bv 
buying what we need at the time. If 
one case of canned goods will fill 
our needs, one case is all we buy. 
W e would ra ther pay a cent or two 
m ore for the goods than to  stock 
som ething we do not need or that 
m ay be kept in stock for some time.

W e do not, as a m atter of fact, 
have to  pay anything extra to buy in 
this manner, for we concentrate our 
buying. W e divide our business be
tween two good wholesale grocers 
and two commission men. W e buy 
a few things from others— such as 
“specials” offered as baits, which we 
always take advantage of—but these 
four houses get fully eighty per cent, 
of our business. This m akes a p re tty  
good business for each of them, and 
we find the wholesalers are willing to 
give us the quantity  price even when 
we do not buy the quantity to  get it. 
A nother-th ing  that happens to be in 
favor of our buy-as-we-need-it m eth
od is th at our town is situated be
tween two large cities, 25 miles from 
Columbus, Ohio, and 21 miles from 
Springfield, Ohio. An interurban 
line connects us with these two cities.

One of the tw o wholesale houses 
with which we do business is situated 
in Columbus and the o ther in Spring- 
field. W e can telephone in the m orn
ing and have the goods in our store 
at noon, or we m ay call them  at noon 
and have the goods in the evening. 
In  this way we can buy goods as we 
need them  and always have a com
plete stock. W e use this game m ethod

in buying our fresh fruits and vege
tables, and we have never yet failed 
to receive just as good a price as any 
of our com petitors, m any of them  
buy in big quantities.

So much for the first m ethod. Our 
second general policy deals with 
featuring and specializing on nation
ally advertised goods. W e handle 
these goods because we don’t  have to 
“sell” them —the m anufacturer sells 
them —we m erely distribute. A groc
er, according to  our experience, sel
dom has call for an unadvertised arti
cle.

N ationally advertised goods are al
ways guaranteed by the m anufactur
er. ' In  addition, we put a personal 
guarantee upon every article we sell. 
W e always make a purchase right if 
the custom er is not perfectly satis
fied.

O ur th ird  general policy has to do 
with our sales force. In  any organ
ization the women are im portant fac
tors. Many salesmen, we believe, 
fail to  recognize their opportunities. 
W e do all we can to make our em
ployes realize these opportunities. 
W e constantly  endeavor to bring . 
our sales force to  a higher state of 
effectiveness.

One evening every two weeks we 
conduct a train ing  school. A t these 
m eetings we talk over m ethods by 
which we can increase our business, 
and changes that can be made to se
cure better work o r can make the 
work more pleasant and effective. 
W e tell the salesmen that these are 
their meetings, and if they have any
thing to say, or suggestions to  offer 
or any criticism s to  make, not to  hes
itate; for we are always eager to get 
them.

W e also take up the study of m er
chandise; a t one m eeting we will 
perhaps discuss tea, and study its 
history  and m ethods of manufacture. 
At another we will discuss coffee. 
And so we proceed, sooner or later 
taking up alm ost every line in stock. 
In this way the salesman can and 
convincingly talk  about our m erchan
dise to  custom ers.

W e have a typew ritten set of rules 
and regulations which help the sales
men produce better results for the 
store. Everyone understands th a t it 
is absolutely necessary to  adhere to 
these rules and regulations. They 
require the salesman to  be neat and 
clean, courteous and polite, to  take 
pains to  please, and to  be attentive.

O ur fourth m ethod of increasing 
our turn-over is one which, in my 
opinion, m erchants sometimes do not 
give enough attention. I refer to in
terio r displays. In  our store we 
make the displays a big factor in 
introducing new articles and encour
aging sales.

A plan we have found particularly 
effective is to  use one window to dis
play fresh fruits and vegetables, and 
another to display canned and bottled 
goods.

W e keep our fruit and vegetable 
display bright and fresh by changing 
it every m orning. W e believe it is 
far b e tte r to  have our window em
pty than  to  have fruit and vegeta
bles in it th a t are shriveled up or

rotten. Such a display will often stop 
people from  coming into the store, 
even if they had no intention of buy
ing fruits or vegetables.

T he display of canned and bottled 
products is changed a t least once a 
week, and during the sum m er m onths 
twice a week. W e display the goods 
we are advertising and those we are 
offering as “specials.” W e watch 
the m agazine» closely and display 
the products m ost extensively adver
tised. In  this way we get the ben
efit of the m anufacturers’ national 
advertising.

W henever a can or package is 
taken from  the shelves, the one next 
back of it is moved to  the front. 
This gives the  shelves the  appear
ance of being filled all the time, and 
helps, we believe, to  give the custom 
er the impression that the store is 
fully stocked a t all times.

W e have one counter on which we 
place m erchandise ju st received, or 
articles we w ant to  push. W e find it 
a wonderful help in increasing our 
t)urn-over and a m eans of suggestion 
to  the custom er who does not know 
just w hat he w ants. W e have ten 
or twelve articles displayed at one 
time. Each article is m arked with 
a price ticket and the ticket con
tains a few words about the article. 
Wlhen a custom er comes into the 
store and has purchased all he o rig
inally intended to, we suggest that 
he look over the articles displayed 
on this counter. W e tell him all 
we know about them , and generally 
sell a t least one order; often as 
many as eight o r nine.

W e have figured th a t if we sell 
each custom er 25 cents’ w orth of 
goods m ore than  he had any in ten
tion of buying—and we serve an aver
age of fifteen custom ers a day—figur- 
u ring  three hundred w orking days a 
year, the increase in sales am ounts 
to  $1,125. And as we employ five 
salesmen, each doing practically the 
same, it m eans a $6,000 increase for 
one year.

I t  pays to  be thoughtful. W e b e 
lieve in selling all we can while the 
opportunity  is w ith us and we never 
let a sale slip by us through failing 
to suggest some seasonable article 
o r one on which we are m aking a 
special effort. Thoughtfulness is sug
gesting an article th at m ay be ju st 
w hat the  custom er wants, but does 
not know it, is—we believe—real 
salesmanship.

One m ethod of display we have 
found particularly  effective is to  open 
canned goods and em pty the contents 
into dishes, so that our custom ers 
m ay examine and sample the goods. 
The extra sales m ore than  pay us for 
the can opened.

D uring L ent we increased our sales 
by displaying various kinds of pre
served fish in an old showcase 
placed in front of the store. People 
passing by noticed this odd Case and 
stopped to examine it. Many, of 
course, were influenced by the dis
play to  buy.

W e were anxious at. one time, 
am ong other things, to  increase our 
sales on Saturdays. W e learned 
that our salesmen like to  concentrate

their selling efforts upon a single 
article a t an especially attractive 
price for Saturday only.

In  selecting the article for these 
sales, we always demand the best. By 
pu tting  all our efforts on the one 
article we can sell more, and therefore 
we are able to  buy in large quantities 
and get the benefit of the lowest 
price. W e never sell inferior goods 
because the  continued success of these 
sales depends upon the confidence the 
people place in our advertisem ents.

In  planning for the Saturday “spe
cials” we try  to  pick up som ething 
during the week on which we can 
give an exceptionally good price 
and still make a profit. F o r instance, 
we have held several “banana days.” 
In  planning for them , we w ent to 
our commission m erchant and told 
him our plans. W e said we wished 
to buy fifteen or tw enty  bunches of 
bananas a t a price th a t would enable 
us to sell them  at 1 2 ^  cents a dozen. 
W e got them  at ten cents a dozen.

F o r our first “banana day” we pur
chased fifteen bunches and sold all of 
them  by eleven o’clock in the m orn
ing. This sale proved so successful 
that we decided to  repeat. The 
next Saturday we purchased tw enty 
bunches and again we sold out before 
the demand was satisfied. T he next 
Saturday we had twenty-five bunches 
and still the demand’ was greater 
than the supply.

Special sales on o ther fruits were 
ju st as successful. O ur “straw berry  
day” resulted in the sale of 720 quarts 
of berries in two and three quart lots.

A day or two in advance our ad
vertisem ents appear in the local 
papers announcing these “specials.” 
W e display the articles on our coun
ters and) in the windpws. Each 
salesman, when serving a customer, 
calls a ttention  to  the articles, and 
the telephone girl does th e  same 
when taking orders by telephone.

The “one day specials” proved so 
successful th at we believed a “week

l y  special” planned the same way 
would also be successful.

A t the beginning of the  year we 
considered’ the possibility of increas
ing our sales $10,000 for the year. 
This meant, of course, an increase 
of over $800 a m onth. T o suceed 
we realized that we m ust do some
th ing  to  create m ore business, and 
each m onth m ust make its own in
crease or we would fail. By the 
middle of the m onth we saw th at if 
the first m onth was to  produce its 
share of the increase, we m ust get 
busy.

Judging from  the am ount of ap 
ples we were selling and the low 
price prevailing a t the time, we 
thought it would be a good tim e to  
have an “apple week.” O ur adver
tisem ent of the event appeared three 
days in odvance in all our local 
papers. W e also had a large banner 
painted which we placed acrpss the 
outside of the store.

D uring the week we sold 128 bar
rels of apples and succeeded in ge t
ting  the planned increase for Jan 
uary. T he sale was a wonderful suc
cess and brought people into our 
store who had never been in before.
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L U B R IK O
The most talked of Grease on the market to-day, 

and well it should be. We guarantee 5000 miles on 
one filling, and have proof of from 8,000 to 27,000 
miles, and then the Grease was found in fine con
dition.

T R Y  I T

C ham pion M otor O il
The Autoists by-word for the past thirteen years 

in Western Michigan is another of our guaranteed 
first class products.

Buy of a dependable house.

G ra n d  R a p id s  O il C o m p a n y ,
J. I. Harwood, Mgr. GRAND RAPIDS, MICH.

You 
Owe 
Us 

a .

Visit

Scores of people who visit our salesrooms after 
they have outfitted their store or office regret they 
did not come before buying.

We sell Scales, Cash Registers, Coffee Mills, 
Show Cases, Soda Fountains and Supplies, Counters, 
Account Systems, Safes, Desks, Files, etc., for the 
merchant and for the office.

Both new and used.

Grand Rapids 
Store Fixture Co., Inc.

7 Ionia A ve., N . W . Grand Rapids, Mich.

The Successful Merchant Is One W ho Sells

Ohio Blue Tip Matches
W H Y ?

BECAUSE: He gives value to the Pur
chaser.

BECAUSE: That means a Satisfied Cus
tomer.

BECAUSE: A satisfied customer means 
a Repeater.

BECAUSE: They sell faster, making a 
quick Turnover.

BECAUSE: Q u i c k  turnovers make 
Profits.

BECAUSE: Profits, plus Satisfied Cus
tomers, makes SUCCESS.

I f  that is not evidence sufficient to convince you, then remove all doubt by ordering a trial ship
ment from your jobber. One trial makes you a satisfied customer of ours.

THE OHIO MATCH COMPANY
Wadsworth, Ohio
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Many drove twelve and fifteen 
miles for our apples.

D uring the year we held ten spe
cial sale weeks—one each m onth ex
cepting June or July. These m onths 
we skipped, as we were very busy 
handling the berry  crop. All were 
conducted along the same lines as 
the “apple week” sale and with cor
responding success.

A nother plan we find effective to  
increase our business ' is to  solicit 
quantity  orders during the fall for 
future delivery of some brand of 
goods on which we have the ex
clusive sale. W e are able to  sell not 
only to  our own custom ers, but to 
o thers also. Benefits are derived from 
this m ethod during the entire  year, 
as m any people after they  have once 
used a certain brand of goods prefer 
to continue using the same brand— 
provided, of course, it proves more 
satisfactory.

I have now discussed all the gen
eral policies that have helped us suc
ceed but the sixth—keeping records 
th at tell us all the time just w hat wc 
are doing. The accounting and cost 
system  which we have worked out 
not only gives us the facts we need, 
but gives them  to  us w ith the least 
cost and1 effort.

W e have tw o ledgers. In  one we 
record the business of each day— 
credit sales, cash sales, am ount re
ceived on account, credit purchases, 
and to tal am ount of expense for the 
day. In  the o ther we record all ex
pense classified under the proper 
headings, and also the losses and 
gains.

W e found th a t we needed supple
m entary records which would quick
ly give us the following inform ation:
(1) a record of every article purchas
ed from  jobbers and m anufacturers;
(2) a record of every article purchas
ed by our salesm an; (3) a record oi 
every loss sustained by damaged and 
spoiled goods, and of gains from  ad
vances in price; and (4) a record of 
all m oney paid out fo r expenses. 
So we devised a set of four tickets— 
stock, purchasing, loss and gain, and 
paid-out tickets— which answers our 
purpose unusually well.

W e use these tickets to  record 
every loss and gain except those 
losses resulting from  bad debts. 
T hese we charge direct to  the “bad 
debts” account in the ledger.

Losses result from  goods th a t are 
spoiled or damaged, o r are sold at 
reduced prices or from  bad debts 
and depreciation. O ur salesmen car
ry  the tickets w ith them  at all tim es 
and are required1 to  record every loss. 
If  two dozens of oranges spoil, a loss 
ticket is filled out. Every  fact is re
corded—the date, quantity, cause, reg
ular retail price, and loss.

All the tickets are carefully in
spected each day. I f  the loss is the 
result of over-buying we use a little 
m ore care in buying th a t particular 
article in the future. I f  a large loss 
results from  goods returned because 
of inferior quality, the am ount is 
charged to  the jobber from whom 
the goods were purchased.

Gains are  the result of advances in 
price. W henever a price advances all

goods on hand, of the kind affected, 
are counted, and the difference be
tween the old retail price and the 
new retail price is recorded as a 
gain. F o r instance, if sugar advances 
in price, a gain ticket is filled in show
ing the date, .the quantity we have 
on hand, cause of gain the previous 
retail price, and the gain.

All money received from the sale 
of boxes, barrels and potato  sacks is 
counted as a gain. All discounts 
and rebates are also counted as gains 
and are recorded direct to  the gain 
column in the ledger.

Losses and gains are, of course, 
figured a t the retail price, not the 
cost. W hen recording a loss, a line 
is drawn through the word “gain” 
and the reverse when recording a 
gain, so th a t the book-keeper will 
make no m istake when entering  it.

One little plan we have found effec
tive is to  decide at the beginning of 
each year w hat per cent, we shall 
allow for expenses. T hen we divide 
this am ount am ong the different ex
pense accounts. W e can judge about 
w hat the expense should be from  the 
expenses of the previous year. W e 
always try  to make our apportionm ent 
large enough to cover them , if we 
spend judiciously. T his helps to  
keep down our expense, because 
when we see th at a certain item  is 
coming p re tty  close to  the allowance 
we can plan to  cut it down.

So much for our m ethods. P e r
haps in sum m ing up the m ost effec
tive th ing  I can say about these 
m ethods is th a t they made it possible 
for us to  increase our sales $10,000 
during 1916—and $18,000 during 1917. 
W e are planning to  make an increase 
of $25,000 during 1918.

W alter E ngard.

Aid In Figuring Profits.
The following table indicates what 

profit on selling price accompanies 
m ark-up percentages of various de
grees:

Addition Profit on
to  cost. selling price.
8Yi per cent. 7 per cent.

10 per cent. 9 per cent.
12J4 per cent. ll'A per cent.
15 per cent. 13 per cent.
16 per cent. per cent.
17 per cent. 15 per cent.
20 per cent. 16 ̂ per cent.
25 per cent. 20 per cent.
30 per cent. 23 per cent.
33 Vi per cent. 25 per cent.
35 per cent. 26 per cent.
37J4 per cent. 27 yA per cent.
40 per cent. 28J4 per cent.
45 per cent. 31 per cent.
50 per cent. 3 3 ^ per cent.
55 per cent. 35:^ per cent.
60 per cent. 37J4 per cent.
65 per cent. 39H per cent.
6 6 ^  per cent. 40 per cent.
70 per cent. 41 per cent.
75 - per cent. 4 2 ^ per cent.
80 per cent. 4 4 ^ per cent.
85 per cent. 46 per cent.
90 per cent. 47 £ per cent.

100 per cent. 50 per cent.

The average m an would feel bored
a good deal oftener than he does
were he not accustom ed to  associat
ing  w ith himself.

REALM OF THE RETAILER.

Some Things Seen Last Saturday 
Afternoon.

I spent last Saturday afternoon in 
Kalamazoo, calling on those m em bers 
of the wholesale and re ta il trade who 
were open for business. My calls 
w ere pleasant ones and the inform a
tion I gathered regarding the m er
cantile and financial condition of the 
Celery City was exceedingly encour
aging and satisfactory.

T he R ichardson G arm ent Co. has 
nearly completed its contract to  man- 
facture 50,000 pairs of khaki woolen 
trousers for the U nited S tates Army. 
T he Governm ent supplies the cloth 
and the m anufacturer furnishes the 
buttons, thread, silesia and labor. The 
company subm itted to  the cancella
tion of a p a rt of its contract, so it 
could get back to  w ork on its civilian 
line of dresses, kim onas and children’s 
garm ents.

Charles W . Carpenter, M anager of 
the Gilmore Bros, departm ent store, 
told me he was enjoying the largest 
patronage his store has ever had dur
ing the holiday season. Mr. Carpen
te r  bears his years w ith becoming 
grace and dignity and has every rea
son to  feel gratified and satisfied over 
the excellent organization he has 
created during the years he has pre
sided over the destiny of K alam azoo’s 
largest m ercantile establishm ent.

A visit to  Kalam azoo would not be 
complete, so far as I am concerned, 
unless I paid my respects to  the m ost 
unique character in the Celery City. 
O f course, I refer to  W m. L. Brow
nell, who has been a critical reader 
and constant patron  of the T radesm an 
for m ore than  thirty-five consecutive 
years. I secured his initial subscrip
tion in 1883, when he was conducting 
a high grade grocery store on South 
Rose street, ju st south of Main street. 
He has since devoted his energies to 
the wholesale grocery  and corset 
m anufacturing business. For the past 
ten years he has been a free lance 
advertising writer, holding briefs from  
some of the largest and m ost suc
cessful advertisers in the country. I 
am very fond of Mr. Brownell, be
cause he is one of those men you can 
tie to on account of his dependability. 
If you lend him a ten, it always comes 
back to  you the day before he prom 
ises to  re tu rn  it. If  you were to ask 
him to guard a million dollars for you, 
he would be on the identical spot 
you left him when you came back to 
regain possession of your million. I 
do not believe he knows how to 
make a prom ise he does not intend 
to make good. H e is no t a great 
m erchandiser1 like C arpenter or a 
g reat paper m aker like Milham or 
Hodge, but he fills a niche in K ala
m azoo which no one else in the Celery 
City is capable of filling so well or 
so acceptably. Hie is not only the 
creator of unique and original adver
tising  m atter which has 100 per cent, 
pulling power, but he is the official 
toastm aster of the city, having long 
been conceded to  be the m ost effec
tive conductor of affairs after the 
menu has been discussed of any m an 
in Michigan. No m atte r how closely

he may hew to the line in introduc
ing his associates on post prandial 
occasions, he never gives offense o r 
leaves a bad taste  in the m outh, as 
is too often the case w ith brilliant 
m en who frequently revel in their own 
brilliancy to the detrim ent and dismay 
of their victims.

Mr. Brownell is clear headed, clean 
minded and wonderfully resourceful. 
H e probably enjoys a larger acquaint
ance than any o ther m an in K alam a
zoo. H e is broad in his views, cos
m opolitan in his sym pathies, generous 
in his actions and courtepus and dig
nified in all his dealings w ith men.
I t  will be a sad day for Kalamazoo, 
fo rty  or fifty years hence, when the 
tolling of the bells announce th a t he 
has penned his last line and presided 
over his last banquet.

N early every m erchant on whom  I 
called complained of the recent ad
vances in fire insurance rates. In  
some cases increases were made in 
the face of im provem ents in the risks, 
made a t the suggestion of the R ating 
Bureau w ith the understanding th at 
reductions in ra tes would be m ade as 
soon as the im provem ents were ef
fected. Instead  of the prom ised re
ductions, increases were prom ulgated 
instead. T his seems to  be a common 
complaint wherever I make enquiries. 
Everyw here I m eet w ith charges of 
bad faith on the p art of ra ting  and 
inspection bureaus. I think the rea 
son for this is largely due to  the 
fact th at business men, as a class, 
stand in awe of insurance officials, for 
fear they will be treacherously dealt 
w ith if they assert their righ ts or 
undertake to  obtain the ra tes they  
have been prom ised and to  which 
they are justly  entitled. I have lis
tened to  m any recitals of w rong do
ing along these lines. One large m er
chant told me recently th a t he had 
been warned by a bureau m anager 
th at if he did not accept the advance 
made in his ra te  w ithout com plaint or 
appeal, all of his insurance policies 
would be cancelled sim ultaneously, 
thus leaving him w ithout any insur
ance whatever. O f course, such 
th rea ts are never m ade w ith the in
tention of carrying them  into execu
tion and if the m erchant who is ap
proached in this m anner will stand up 
like a m an and challenge the insur
ance bluffer to  do his worst, he will 
imm ediately detect a m arked change 
in the attitude of the insurance em is
sary. Instead  of m aintaining an a tti
tude of intim idation, he will suddenly 
become as humble as U riah  H eap and 
cringe and whine like a whipped cur. 
I know the breed of these creatures 
and have an accurate m easure of their 
capabilities and cowardice. U nder no 
circum stances should any m erchant 
truckle to  an obstreperous insurance 
official or trea t .him like a gentleman, 
because he is no t responsive to  this 
kind of argum ent. No one ever got 
anywhere by being nice to  a  m an who 
goes around w ith a chip on his 
shoulder and a lie on his tongue. He 
should be treated  with the utm ost 
contem pt and indignation, if one ex
pects to  obtain reasonable ra tes and 
decent trea tm en t a t the hands of the 
m en who are waxing fat on their ill 
gotten  gains. E. A. Stowe.
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Cbe House of Quality

RademakeHDooge Grocer Co.
Olbolesale Grocers

Grand Rapids

Cbe Rouse of Service
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CEYLON TEA.

Short H isto ry  of I ts  .Growth and 
Preparation .

Written for the Tradesman.
The exact date of the introduction 

of the tea raising industry in Ceylon 
is m ore or less uncertain, but, strange 
as it m ay seem, it was to  coffee or 
the failure of coffee th a t it came 
about. And it was in this m anner: 

Previous to  1875 one of the p rin
cipal industries of Ceylon was the 
raising of the coffee bean. The extent 
of th is business m ay be judged when 
it is stated  th a t in th at year there 
was exported from  the Island 112,- 
000,000 pounds. The grow ers up to 
th a t date had been very successful, 
m any of them  having made large for
tunes, and the industry was in a  very 
thriving condition, w ith good pros
pects before it. But the year 1875 
was very disastrous for them. Their 
magnificent plantations, all in a high 
state  of cultivation, were one after 
ano ther attacked by a strange new 
fungus blight until the entire indus
try  was killed or alm ost killed. E x
ports fell off to  noth ing and the 
Island was in a sorry  plight. H ere 
were these large plantations with 
noth ing grow ing on them  but weeds 
and their owners facing very dark 
days. In  m any cases some of them  
were bankrupt. Som ething had to  be 
done and a t once. A few tried Cin
chona cultivation (the tree from the 
bark of which quinine is made) and 
some turned their attention  to tea 
planting. So it m ay be said th at while 
there was no tea  planted in Ceylon 
before 1875. the industry has grown 
since then to  the enorm ous size ot 
400,000 planted acres to-day. I t  m ust 
also be rem em bered all these vast 
acres are in a very high state  of cul
tivation and exceedingly well m an
aged.

T ea p lantations in Ceylon vary in 
size. Some are quite small and some 
are from  400 to  500 acres in extent. 
Lately m any of these have been com
bined into one large estate, or “place,” 
as they are called, each under an 
European superintendent or planter, 
who is known as a “P. D.,” which is 
Tam il for Peria Dorai (B ig M aster 
in E nglish). T his “P. D.” m ay have 
under him  several assistants, known 
as “S. D.’s,” or Sinnai Dorai (L ittle  
M asters). M ost of these P. D.’s and 
and S. D.’s are Englishm en, the men 
under them  being called Creepers.

T he natives of Ceylon do not read
ily take to  labor or, in fact, w ork of 
any kind if it can be helped, so the 
p lanters depend upon Tam il coolies 
from  South India who are b rought to  
Ceylon in whole families, children 
and all. T hey are a ttracted  by the 
pay of 30 to  60 cents in Ceylon m on
ey (10 to  20 cents in our coin), which 
to  them  seems very big, since in theii 
own land they could earn only one- 
th ird  as much.- Beside th is pay, the 
p lanters furnish them  houses to  live 
in. Schools in m any places are built 
for the children and they all have 
the atten tion  of a good physician 
free along w ith the necessary medi
cines.

An Am erican would be astonished 
a t the cram ped quarters provided for

th is labor, but in their own land even 
these would seem palatial. T he Tam il 
coolie is quite satisfied and happy in 
them , for they have a pet aversion to  
large or a iry  houses, and while they 
are shiftless and irresponsible, they 
are docile and make obedient w ork
ers. A lthough it is hard for a white 
man to understand them, it is quite 
impossible for them  in turn to  under
stand the white m an and his “queer 
w ays” about economy of tim e and 
labor or efficiency. R ight here is 
where the Tam il w orries the white 
man and it is impossible to  get a fair 
day’s work out of the coolie. H is life 
is easily sustained and his one object 
is to sustain it and th a t is all. He 
has no ambition and he knows no th 
ing about saving m oney o r putting  
it by, although he is very crafty  in 
o ther ways. He will shirk any re

sponsibility w hatever and m ust al
ways be directed in his work. Still 
he loves display and pomp. H is fav
orite recreation is to  have proces
sions.

T he tea p lant in its uncultivated 
sta te  is a small tree, of which there 
are several kinds. But the Assam  
variety is the one m ostly  cultivated in 
Ceylon and this is so pruned th a t it 
does not grow  very high, even being 
cut down to w ithin a foot or so of the 
ground every two or four years. The 
m ethod of planting is in long rows 
about four feet apart. T he plant in 
th a t damp climate is surprisingly 
hardy, and after it is se t out, one is 
astonished to  see how tenaciously it 
clings to  life, often thriving in rocky 
ground and poor soil.

A fter its regular pruning, o r cut
tin g  it seems to  take on new life and

it is soon flushing along rapidly, p ro
ducing long, tender, green sprouts on 
top and all around. I t  is from  these 
tender sprouts th a t the leaf is taken 
which finally m akes the cup which 
cheers but does not inebriate.

Plucking is divided in three grades 
—'fine, medium and coarse. T he end 
bud and one leaf is taken for fine. 
T he bud and two are taken for m e
dium and three for course. The me
dium plucking is m ost general, a l
though fine is also very popular on 
account of the better price it will 
b ring  after the tea is made, owing to 
its b e tte r cup.

T he factories are m ostly  large and 
very well equipped with the m ost 
m odern m achinery run by steam  and 
often by w ater power.

T he coolies pick by w eight since, 
owing to  their propensity  for laziness,

any m an would go broke who under
took to  pay by the day for this work. 
T he leaf is b rought into the factories 
about 4 o’clock, when it is exam ined 
carefully by an experienced m an and 
weighed before its picker. This 
am ount is se t down to his credit, and 
from  tim e to  time, he is paid off. On 
some plantations by the week, and 
o thers by the m onth.

A fter weighing, the green leaf is 
spread out on burlap shelves and al
lowed to  wither, which it does or
dinarily in from  eighteen to  tw enty 
hours, bu t during rainy  days i t  is 
som etim es necessary to  force warm  
a ir over i t  and for this the room  is 
properly made and is equipped w ith 
the necessary m achinery.

A t the proper tim e this w ithered 
leaf is run th rough shoots to  the 
rolling machines, which are generally

on the floor nex t below. R olling m a
chines are in general use in Ceylon, 
while in Japan  the finest teas are 
rolled by hand m ostly, although roll
ing m achines are now coming into use 
there which does not im prove the 
cup. These m achines generally con
sist of a lower base or table, slightly 
scooped out in the  center, w ith a 
hopper above, which m oves about 
w ith an eccentric m otion as the leaf 
is fed down. T his hopper is ad just
ed so th a t the proper pressure can be 
put on the m ass of rolling leaves and 
from tim e to  tim e the center portion 
of the low table is opened and  the 
rolled tea dropped out in a  lump of 
m ore or less tw isted leaves.

T his m ass goes into a ro ll-breaking 
machine, where it is knocked apart, 
sifted and the coarser leaves separated 
from  the finer. T he leaf is now ready 
to  be made into black tea, which is 
done by spreading it out in the  a ir 
so th a t it m ay ferm ent. Skill is now 
required, so th at the ferm entation 
m ay be stopped a t the proper time 
by  placing it in the firing machines. 
These m achines are of several types, 
but the one m ostly  used som ewhat 
resem bles a long furnace through 
which ho t air is forced over the leaf, 
stopping ferm entation entirely, m ak
ing the leaf quite dry. T he tea is 
now made and is in a  b rittle  state, 
ready to be removed to the final m a
chine, which consists of sieves of 
different size meshes, th rough which 
it is run and thus graded. Packing 
into boxes is now done, also by m a
chinery, and the name of the proper 
estate is m arked upon it, shipm ent 
being made to  Colombo.

By mail goes also a description of 
these teas to  the auction room  and 
small samples are sent to  the buyer. 
These shipm ents a t tim es are very 
large, being often upw ards of 1,000 
boxes from one estate. On arrival in 
Colombo, they are  all tested  inside 
of four o r five days. A uctions are 
held on W ednesdays, when there  is a 
g reat scramble, each m an try ing  to 
buy as cheaply as possible the lo t he 
thinks m ost desirable o r the one he 
can use to  the best advantage.

A fter purchase and settlem ents are 
made each lo t is hauled by bullock 
carts—speed two m iles per hour—<to 
the buyer’s office o r  store, where 
samples are again drawn against each 
lo t to  ascertain  if they  m atch. Buy
ers frequently resift these teas, some 
tim es cutting  them  and blending each 
to  his own standard. T hen  over 
m iles and m iles of ocean come these 
boxes, some to  E ngland and some to  
our glorious U nited S ta tes to  cheer 
us a fte r a hard  day’s work, and we 
have our cup of black tea w ith m ore 
o r less sugar, thanks to  Mr. Hoover.

Edward J. Hlart.

Reduction in Price of Dutch Masters.
Grand Rapids, Dec. 3—W e beg to  

announce the  following changes in 
price list mailed you sometime ago:

D utch M asters Six (7c) $49 per M.
D utch M asters Seconds (6c) $42 

per M.
Above quotations are subject to  a 

slight advance when the  revenue tax  
now pending before Congress be
comes effective.

W e solicit a  continuance of your 
esteem ed patronage. # ,

G. J. Johnson Cigar Co.—Adv.

Edward J. Hart.



Record of Achievement 
of Which We Are Proud

H EN  war was declared we placed our entire factory, includ
ing managerial and working force, unreservedly at the disposal 

of the Government. We bent every energy to assist in clothing the 
boys in khaki, even to the extent of disappointing some of our civilian 
trade, because we realized the necessities which confronted Uncle 
Sam and wanted to do our part in defeating the Hun, so that human 
liberty might not perish from the face of the earth. We put in new 
and improved machinery which enabled us to complete our initial 
contract ahead of time; and it is a source of much satisfaction to us 
to be able to state that out of 50,000 garments we made for the 
Government only three were rejected and those rejections were based 
on imperfections in the buttons and not because of any defects in the 
material or workmanship.

The necessity for more garments in our line having ceased, we 
cheerfully submitted to the cancellation of the remainder of our order, 
in order that we might devote our. entire time and attention from now 
on to the regular trade we have cultivated so assiduously for the past 
thirty years. With increased capacity, due to the new machinery and 
other equipment we recently added to our factory, with enlarged 
vision, with our employes imbued with the ideas of exactness insisted 
upon by the Government inspectors, we are in better condition than 
ever to give our customers good goods and satisfactory service. Our 
traveling representatives are now out and will call on the trade reg
ularly every sixty days and we bespeak for them, as well as for our
selves, a hearty reception and a generous share of the patronage of 
the trade.

We are duly thankful for past patronage and gladly avail our
selves of this opportunity to express the hope that the pleasant rela
tions which were interrupted to some extent by the war orders above 
described may be resumed and continue for many years to come.

The Ideal Clothing Company
Wholesale Manufacturers

Grand Rapids Michigan
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FIGURING PROFITS.

E ight and Wrong Way To Compute 
Margins.

There has been a mass—I m ight 
jay  mess—of m aterial w ritten  on the 
subject of figuring profits. One can 
get tw isted into a thousand m ental 
knots try ing  to read some of it. I t  
is one of our m ost knotty  problem s 
and some of the attem pted solutions 
only seem to tie m ore knots into it.
I  shall try  to  throw  some light on 
this problem  and I believe since I 
have been assisted to the right solu
tion I can be of help to  those of my 
fellow mem bers who wish more light.

T o sta rt right, w hat is profit? W e 
say it is the difference between cost 
and selling price. True, but it is of 
two kinds, gross profit and net profit. 
These term s are apt to  confuse us. 
Gross profit means the whole differ
ence between cost and selling price 
and “profit”—net profit—means only 
what is left after all expenses of do
ing business has been deducted. U n
doubtedly some erred in m arking up 
goods because of a confusion of the 
two bases on which percentage may 
be figured. O ur problem  is to  see 
how much we should m ark up our 
goods, so as to squeeze out a re
spectable net profit between the cost, 
which is fixed by the m aker or the 
jobber, and the selling price, which 
is (m any tim es) fixed by competi
tion; and that is some problem  in 
these days of sharp competition and 
rising costs.

The first great essential is to know, 
not guess, a t what our expenses or 
overhead costs of doing business are. 
The m ost expensive th ing  we can do 
is to guess. The m ost profitable 
thing we can do is to  know—and 
know all the tim e as we go along. I t  
is claimed that nine-tenths of all re
tailers are m aking less than  they 
think they are. T hey are always sur
prised when they find out the truth. 
My trouble used to be th a t while es
tim ating the cost of doing business 
as a certain percentage of the gross 
business, which is the  selling price, I 
added this same percentage to  the 
cost price when figuring the selling 
prices on individual items. W hile 
sales ran to  a nice figure, the profits 
were m ostly on paper. I knew that 
the percentage of expenses was fig
ured on the gross business, but didn’t 
realize th a t a percentage of the gross 
business is m ore than the same per
centage of the invoice cost. If  we 
figure our cost of doing business as 
a percentage of our gross business, 
we must, of course, allow th at much 
of our selling price for cost of do
ing business.'

If  it were convenient to  arrive at 
percentages on a basis of the cost 
price, and to  always rem em ber that 
the percentage of profit added to  the 
cost price is always a profit on the 
cost price and no t a percentage of 
the m oney taken in, then the old p e r
centage m ethod would be fine. If 
our profit is to come out of the sell
ing price, and no t out of the cost 
price, it is plain th a t the percentages 
should be figured on the selling price.

T here is positively no o ther ques

tion before the business men cf 
America w ith such fabulous footings 
of loss as that involved in the prob
lem of figuring m argins. T he mere 
fact that the text books do not throw  
any light on this subject is no excuse 
for our rem aining in ignorance on a 
question as vital as this one.

I. G. K ennedy in his pamphlet, 
“The Bigness of L ittle  T hings,” and 
his “ Profit F iguring C hart” has as
sisted me to  the correct method, and 
he has probably done m ore to guide 
the m erchants aright in figuringprof- 
its than any o ther single person in the 
U nited States, and his teaching is ac
cepted as the true and only correct 
m ethod of m eeting this difficult and 
perplexing problem.

If we make the mistake of figuring 
on the cost we are a loser because 
there is a difference in figuring the 
sum of a whole num ber and the sum

John I. Bellaire.

of a partial number. The cost is but 
a part of the selling price, and w heth
er we divide, subtract or multiply, 
the sum will be less than the sum 
found in using the whole of the thing 
bought. A simple analysis of this 
may fix it in our minds and show just 
where the loss occurs and how we 
can find the correct profit.

This is figured on the cost end or 
invoice, to  show where we actually 
get less than intended when we take 
a given percentage of cost to find 
the selling price. Take an item of
m erchandise costing $2:
Cost to sell, all expenses............... 18%
Profit desired ..................................10%

Gross profit desired ....................... 28%
Cost $2.00 Cost ..........................$2.00

.28% Profit .............................56

.16 Selling price $2.56

.40

.56
Rule—L et 100 per cent, (as 100 pei 

cent, is the whole of any quantity) 
represent the base o r selling price. 
Add together the percentage of our 
operating  expenses and the percent
age of profit we wish to make, then 
deduct this to ta l from  100 per cent., 
and divide the invoice price of the 
article by the difference.
Selling price ...................................100%
Cost to  sell ........................ 18%

Piles Cured WITHOUT 
the Knife

The Largest Institution in the World 
for the Treatment of Piles, Fistula 
and all other diseases of the Rec

tum (Except Cancer)
WE CURE PILES, FISTU LA S and all other DISEASES of the 

RECTUM  (except cancer) by an original PAINLESS DISSOLVENT 
M ETHOD of our own W IT H O U T  CHLOROFORM  OR K N IFE and 
with N O  DANGER W H A TEV ER  T O  T H E  P A T IE N T . Our treat
ment has been so successful that we have built up the LA R G EST PR A C 
TIC E IN T H E  W ORLD in this line. Our treatment is N O  EX PER I
M E N T  but is the M O ST SUCCESSFUL M ETH O D  EVER DISCOV
ERED FO R T H E  T R E A T M E N T  O F DISEASES OF T H E  RECTUM . 
We have cured many cases where the knife failed and many desperate 
cases that had been given up to die. WE GU A RA N TEE A  CURE IN 
EVERY CASE WE A C C EPT OR M AKE NO CHARGE FO R  OUR 
SERVICES. We have cured thousands and thousands from all parts 
of the United States and Canada. We are receiving letters every day 
from the grateful people whom we have cured telling us how thankful 
they are for the wonderful relief. We have printed a book explaining 
our treatment and containing several hundred of these letters to show 
what those who have been cured by us think of our treatment. We would 
like to have you write us for this book as we know it w ill interest you 
and m ay be the means of RELIEVING YOUR A FFL IC TIO N  also. 
You m ay find the names of many of your friends in this book.

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

DRS. BURLESON & BURLESON
RECTAL SPECIALISTS

150 East Fulton St. GRAND RAPIDS, MICH.
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Profit desired ...................10% 28%

72%
200 divided by 72 equals 2.77 56-72.

This am ount represents the exact 
m athem atical deduction; but this 
fraction is impracticable for use in a- 
general business and the larger num 
ber of cents; to-wit, 2.78, should be 
used.

W rong  W ay to  Figure.
C ost .................................................. $2.00
Profit desired ........................10% .20
Cost to  sell, expenses............ 18% .36

$2.56
R ight W ay to  Figure.

Selling price .................................. 100%
Profit desired ........................10%
Cost to sell, exps....................18% 28%

72%
Divide 72 into 200 equals $2.78.
Analyze the result: $2.78 m inus 

$2.56 minus 22c loss or practically 
8 per cent. loss. To prove the right 
m ethod, m ultiply $2.78 tim es 28 per 
cent, equals 78 cents, and add 78 
cents to cost $2 equals $2.78, or ju st 
what we wished to make.

W e should m ark our goods with 
the percentage of profit on the sell
ing price instead of the old m ethod 
of figuring profit on the cost price, if 
for no o ther reason than the one th at 
prom pts us to  figure profits a t the 
end of the year on to ta l sales; for 
profit is gain, and there can be no 
gain unless we get more than the 
wholesale cost of the goods, plus our 
cost of doing business.

Just to  have som ething to  think 
about, le t’s figure out a little  com
mon commercial problem , and do it 
the old way. W e buy a horse for $75; 
and have an opportunity  to  sell it 
through an agent a t 100 per cent, ad
vance, and pay the agent a comm is
sion of 33% per cent. T he horse, ot 
course, would be sold for $150; and 
the profit, according to  the old way 
of figuring, would be 100 per cent, 
less the agent’s comm ission of 33% 
per cent., or 66% per cent. net.

A dhering to this m ethod of figur
ing, we should have a profit of 66% 
per cent, of w hat we paid for the 
horse, or 66% of $75, which would be 
$50. But have we $50 profit? T he 
horse was sold for $150, and the 
agent was paid his commission of 
33% -per cent, of $50, leaving $100; 
and as $75 was paid for the horse 
there is but $25 profit.

F o r another illustration to  show 
the difference in figuring the m argin 
on the selling price, and on the cost 
or invoice price, let us take an article 
costing  $1.60 w holesale; and by figur
ing a m argin of 20 per cent, on the 
selling price, we find th a t the selling 
price of the article should be $200. 
T his gives us a m argin of 40 cents; 
and out of th is m argin we m ust pay 
the article’s proportionate cost of do
ing business. I t  is generally  adm it
ted th at 17 per cent, of the selling 
price is a low enough average for the 
cost of doing business. W e then 
would save $1.60 for the invoice price, 
17 per cent, of $200, or 34 cents for 
the cost of doing business, m aking a

to ta l of $1.94. T his leaves a net 
profit of 6 cents or 3 per cent., which 
would certainly be low enough.

Now, let us fix the  selling price by 
figuring the old way, to  w it: 20 per 
cent, m argin on the invoice of $1.60, 
and by m aking the selling price $1.92. 
Now, after paying the cost of doing 
business, which is 34 cents, is it not 
obvious th at we would be 2 cents in 
the hole?

W e m ust get $200 for the article; 
and if we figure our percentages on 
the invoice price, we m ust figure with 
a percentage high enough to  cover 
our operating  expenses, etc. So you 
see we are not taking any m ore from  
the custom er by figuring our m argin 
a t 20 per cent, on the selling price, 
than  we would by figuring the  m ar
gin at 25 per cent, on the invoice 
price, which we would have to  do to 
come out even.

A nother fact to be kept in mind, 
and a very im portant one, is th at the 
m argin betw een the invoice and the 
selling price is not profit. T his m ar
gin m ust cover depreciation in value 
of goods, selling expenses, etc., to 
gether w ith the profit, which is usu
ally the sm aller p art of the m argin. 
W hether the m argin is figured as 50 
per cent, on the  selling price or 100 
per cent on the invoice price, w heth
er it is figured as 20 per cent, on the 
selling price or 25 per cent, on the 
invoice price, the m argin does not 
represent profit.

Y ears ago when I was in business 
for m yself I figured for 30 per cent, 
net profit and planned a “25 per cent.

off” special sale. I  thought I  would 
have 5 per cent, net, and could afford 
the sacrifice part of the profit for ad
vertising purposes. T w enty  per 
cent, was added for the cost of doing 
business and 30 per cent, for profit, 
m aking the selling price a fraction 
over $20. Suits th a t cost $13.50 were 
m arked to  sell for $20, and w ith a re
duced 25 per cent., were chopped 
down to  $15. Tw enty  per cent, cost 
of doing business on the original 
price ($20) was $4. Adding $4 to 
$13.50 (cost price) gave $17.50. So 
when a suit was sold for $15 there 
was an actual loss of $2.50. D uring 
the sale $3,000 w orth of m erchandise 
was sold a t a loss of. $500 in cash, 
yet a t the time I thought I was m ak
ing 5 per cent., or $150. I was all 
right as long as I added 50 per cent, 
to  the cost price, thought it allawed 
less profit above the cost of doing 
business than  I thought, but when I 
began to  cut prices, I ran into un
seen danger. Add 50 per cent, to  
$13.50. T hen deduct 50 per cent, 
from  the new price. T here is a loss 
of $3.38 in the operation. Apply this 
to some of the prices in our store to 
day. T his m ethod of arriving at the 
selling price differs slightly from  the 
regular m ethods of figuring percent
ages. W e have found th at while the 
regular percentage m ethod is correct, 
m any fail to  rem em ber that a per
centage added to the cost of goods is 
less than the same percentage of 
price thus marked. Adding 10 per 
cent, to  the invoice cost of an article 
allows 10 per cent, profit on the 60 
or 70 cents we pay for the goods and

C. J. Litscher Electric Co.
41-43 Market A ve., S. W.

Grand Rapids, Michigan

W h o lesa le  E lectr ic  Supplies
“Service is What Counts”
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not 10 per cent, of the dollar in the 
cash drawer.

The m ost expert at figures will 
blunder when profit percentages are 
handled. I frankly adm it that, like 
many others, I  used to be in the dark 
on this m ost vital of all store prob
lems.* W hen inventories were taken, 
it was found the profits figured on 
were not m aterializing. I t  was then 
I got busy, and after adopting the 
correct m ethod and taking a careful 
inventory a t the close of the year, it 
was found that I had realized the net 
profit I felt I was entitled to.

The Graduate School of Business 
A dm inistration of H arvard U niver
sity certainly has conferred a great 
favor upon everyone in terested  in 
the study of m ethods in the grocery 
and shoe business by discovering 
and m aking public a supply of gen
uine facts about adm inistration costs. 
F o r years men have been talking in 
and out of the m ercantile business 
with noth ing m ore tangible than 
vague impression as to  the underly
ing economic facts. T here have been 
general ideas as to what sundry costs 
were and once in a while a m an of 
superior courage and methodical dis
position gleaned figures as to his 
own store, but these have been so 
widely variant asto furnish more 
doubt than confidence in basing in
telligent argum ents on them. But 
the H arvard observers have gone a t 
the problem  correctly  and found tan 
gible results.

W e often hear men say in talking 
about the new m ethods that they are

all “bunk,” will never be adopted 
etc. In  the investigations of H arvard  
much has been learned to  com bat the 
common im pression th at the grocer 
is a hard m aster, grinding enorm ous 
profits out of his custom ers, which 
could be elim inated by fifty-seven 
varieties of co-operative schemes. Yet 
it develops that a large p art of the 
grocers are not charging enough in 
some item s of their services to be on 
the safe side. One of the m ost valu
able discoveries was th a t many 
stores which were, in accordance 
w ith their inefficient old system  of 
cost accounting, m aking a profit, dis
covered by a tru thful system, to  be 
losing as high as 3.3 per cent, when 
the p roprietor charged for his ser
vices as he charged for the services 
of his clerks. T his figure should go 
far to show th a t there isn’t the gold 
mine in groceries th a t some reform , 
ers have supposed.

The whole subject is very in terest
ing and the grocery trade and com 
m issary men in general will be deeply 
under obligation to  the H arvard  sci
entists if they  can disclose tru ths that 
will inspire all to higher efficiency.

I t  is stated on good authority  that 
ninety-seven out of every one hun
dred who engage in m ercantile life 
either fail or go out of business with 
greatly  reduced resources.

If it were possible for business men 
to use the experience of others the  
num ber of failures would be greatly 
reduced. The only experience, how
ever, th at is really worth anything to 
us is our own experience, and as a

rule, our experience is valuable only 
in proportion  to  its cost—not so 
much its cost in m oney as its cost in 
effort and w orry  and tria l and hard
ship and work. Good advice and in
telligence can never take the place 
of actual experience, but they may 
reduce very largely the cost of ex
perience, and with this idea in view 
the h in ts and suggestions in this a rti
cle are offered for thoughtful consid
eration. John I. Bellaire.

Flint Retailers Agree To Sell At 
a Loss.

Flint, Dec. 5— M ercantile in terests 
of Flint, acting th rough the F lin t 
Board of Commerce, have launched 
an attack  on the unprecedented high 
cost of living which they  expect will 
spread all over the country and result 
in an economic upheaval benefitting 
millions of people. T he plan involves 
a voluntary reduction in the retail 
selling price of necessities by 550 
business houses of Flint, effective im
mediately, regardless of existing 
prices fixed by wholesalers, jobbers 
and m anufacturers. T his action will 
be taken regardless of the fact it 
m ay mean operation of a large p ro 
portion of the concerns a t a loss for 
the next three m onths.

M erchants a t the same time adm it 
th a t they are no t acting wholly un
selfishly, since they have been given 
assurance by the heads of m anufac
turing  concerns in the city that plans 
now under way for the early  expan
sion of the city’s industries, bringing 
business to offset the tem porary  loss.

President W alter P. Chrysler, of 
the Buick M otor Co., told the  m er
chants that there would be no reduc
tion of wages for the 13,000 m en em
ployed by his company, although, he 
declared, they were receiving the 
highest average wage, 57j£ cents an

hour, of any m anufacturing p lan t in 
Michigan. H e also sta ted  th a t there 
had been and would be no general 
layoff of m en during the transition 
from  w ar to peace. A lthough re 
adjustm ent conditions would justify  
laying off 3,000 men, the company is 
keeping practically its entire force 
a t work.

Luxuries will no t be included in 
the reduction of prices. T he lines of 
business represented include sta tion
ery, wholesale and retail produce, 
meats, clothing, electric supplies, 
shoes, dry goods and notions, drugs, 
baked goods, printing, groceries, 
furniture, jew elry and hardw are. In  
addition coal dealers have already 
reduced their prices below the figure 
set by the fuel adm inistration, while 
the largest cream ery in the city, sup
plying 80 per cent, of the  trade, has 
reduced its price one cent a quart. 
Steps also are being taken to  bring 
about price reductions a t m otion pic
ture theaters and restaurants.

T he F lin t plan is to  be b rought 
to  the a ttention  of comm ercial o r
ganizations th roughout the country 
in the hope of securing Nation-wide 
co-operation and thus forcing the 
hands of the m en in control of the 
sources of supply and elim inating a 
tendency tow ard profiteering which 
is now m aking itself increasingly 
evident. T he leaders of the m ove
m ent here argue th a t there is no ex
cuse in m any instances for the gen
eral tendency to  hold prices up to 
war time levels and although the’ 
fault is not w ith the retailers, their 
united action, here and elsewhere, 
will force the jobbers, wholesalers 
and m anufacturers of essentials to  
reconsider their proposal to  keep 
prices soaring.

Any m arried m an can have his 
way about the house by agreeing with 
his wife.

W hen the Yankee Starts For Home!
Comparisons are odious as between any of the armies that have fought so faithfully and 
well all up and down the crimson rim of Wilhelm’s broken "Mittel Europa.” One and 
all—no matter what their Flag or Tongue—they have won eternal Decorations from the 
Sovereign Peoples of an Emancipated World. * * * Yet it is fair for us to say that 
among all these mighty armies none has been mightier than Uncle Sam’s; and among all 
Columbia’s defenders, none has excelled the heroic record that has been written by Mich
igan Men and Michigan Brigades. * * * When our fighting sons have finished their last 
tasks abroad and turn back toward Home, Sweet Home—they’ll receive a Godspeed from 
the Old World which will glowingly confess the Old World’s debt. They’ll carry with 
them the heart’s-love of millions of alien people to whom they have been Saviour. 
They’ll take away the grateful adulation of their new-made friends; but they’ll leave a 
monumental reverence for the United States of America which will outlast time. * * * 
For such returning Pilgrims could any reception be too great? And to maintain America, 
can we at home, if we would justify our right to participate in the blessings their blood 
has bought, be too sturdy, too vigilant, too patriotic in our citizenship today, tomorrow 
and all down the years?

Thomas Canning Company, Grand Rapids, Mich.
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Vital Importance of Motor Industry 
of Future.

N ot long ago I gave m y war-tim e 
conception of the autom obile, simply 
as a given num ber of miles of rapid 
transporta tion—a unit of our N ational 
transporta tion  system. Since th at 
time events have transpired  which 
made us look a t things from  a very 
different viewpoint.

W e have had our hour of victory, 
and from  now on the thoughts of 
every right-m inded citizen will be 
bent to the solution of the problem s 
of reconstruction.

The great anxiety is over, but the 
task to which we set our hand is still 
far from  complete, and the true  con
ception of the autom obile from  now 
on will have to  be based upon its 
value in the work of reconstruction.

Ju s t as Am erica took account of its 
resources and facilities when we m o
bilized fo r war, so will she consider 
them  and weigh their value and im
portance in the work which lies ahead 
of us.

P robably the first and great p rob
lem th at confronts us to-day is that 
of feeding the world. This in itself 
is a trem endous undertaking. D uring 
the last crop year the U nited S tates 
shipped to Europe close to  twelve 
million tons of food, and now we are 
pledged to  half as much again.

Farm  labor already is scarce, and a 
considerable period of tim e is bound 
to  elapse before we can expect any 
appreciable relief from  th at condition, 
but the demands on the U nited States, 
not alone for food, but for clothing,

building m aterials, and o ther essen
tials of life will hardly grow  less be
fore the labor situation, both  on the 
farm  and in the factory, improves.

Clearly, som ething m ust be done to 
m eet the situation, and anything 
which enables a man, w hether he is a 
farm er engaged in the production of 
food, the executive m anager or fore
m an of an essential industry, or a doc
tor, lawyer, engineer, or any o ther 
professional who serves the essential 
w orkers and the essential industries, 
to  m ultiply his efficiency or to  in
crease his productive effort will be the 
m ost im portant factor in the quick 
and economic solution of the main 
reconstruction problems.

Every farm er is an individual unit 
in the  g reat arm y of supply. The 
m otor cars th a t serve the farm ers are 
in esential service. Few  realize that 
over half of the autom obiles now in 
use are owned and operated by the 
people of the  farm s. Lack of au to
mobiles to  serve the farm er would 
m ean a  loss of untold hours of p ro
ductive farm  labor. Every  man, 
w hether executive or', workm an in an 
essential industry, is a unit in our 
great arm y of supply; so are those 
who serve these men and keep them  
fed.

Lack of autom obiles to serve essen
tial w orkers would seriously ham per 
our industrial efficiency. Lack of 
autom obiles for those who direct and 
serve our essential w orkers would re
stric t our N ational efficiency.

I hardly need m ention the fact th at 
a shortage of m otor trac to rs  to  aid

in the planting, cultivation, and h a r
vesting of the trem endous crops we 
have got to  raise in order to  m eet our 
obligations as the big b ro ther of 
civilization would w ork a calam ity 
second only in seriousness of its con
sequences to  the world w ar which has 
ju st been brought to  such a success
ful close.

All the way down tne line you find 
not one but hundreds of instances 
emphasizing the value of the autom o
bile, not only as a unit of tran s
portation  in the sense of moving 
goods, but as a unit of transporta tion  
of the kind th a t speeds up production 
w ork and individual productiveness 
as well. John N. W illys.

Beware of German Fur Dealers in 
New York.

New Y ork City is honeycom bed 
w ith Gefm an fur dealers who are 
deluging the country w ith circulars, 
soliciting shipm ents of furs. M ost of 
these m en are frauds and cheats. 
T hey e ither make re tu rns on a very 
much lower basis than the furs are 
w orth or fail to  m ake any re tu rns 
a t all for shipm ents sent them  on 
consignm ent. Some of them  adver
tise they will re tu rn  furs f^ree of 
charge in case the  value placed on 
them  by the proposed purchaser is 
not satisfactory to the seller. In  
such cases the shipper seldom gets 
back his own furs, but an equal 
num ber of furs of inferior quality. 
B etter deal with houses nearer home. 
You are m ore likely to  get a square 
deal.

For Limited Window Space.
A narrow  depth of window may 

som etim es be used to  excellent ad
vantage as a display space, as the ex
perience of a Chicago bank goes to 
prove. T he main banking room  is on 
the second floor, but there is a good 
sized window next the entrance on 
the ground floor. A lthough the win
dow is in a good location, it is so nar
row th at it m ust be dressed with skill 
to a ttrac t attention.

A display advertising the bank’s 
“war garden” th rif t club was proba
bly the m ost .effective. A scenic 
background in the proper perspective 
gave an appearance of depth. The 
display represented a garden scene, 
with two figures, a boy and a girl, in 
the foreground, arm ed with spade and 
hoe for planting. These figures were 
of heavy board and painted in spring
time colors to blend w ith the back
ground. Along the narrow  space be
tween the window and background 
little chicks ran back and forth  gath
ering up bits of food. Several cards 
announced that seeds would be given 
to new savings account custom ers, to 
aid in their patriotic endeavors. Elec
tric letters spelled: “S tart to  save.” 
Crowds lingered in front of the w in
dow all during the display.

Friendly Advice.
“M odern ladies don’t seem to care 

for my book on etiquette. The chap
te r on how to enter a draw ing room 
used to  sell it.”

“ B ring it down to  date. Add a 
chapter on how to smoke a cigaret.”

Storage R ecep tacles
OF UNEXCELLED UTILITY

Suitable for

FILES, BINDERS, CATALOGS, 
BOOKS, STATIONERY and 

OFFICE SUPPLIES
of every description.

Shelves can be adjusted quick
ly on 1" centers without bolt
ing. The quantity of shelves 
arranged as needed. Vertical 
dividers for small compart
ments on 2" centers.

iniinia
S I Z E S

W id th 24". CO o 3 36"

D epth 12” , 15” , 18” , 24

H eigh t 3 6 ” , 4 2 ”, 6 0 ” , 72
The base adds 6" to overall 

height.
FINISH Olive green, maroon, 

black, grained oak and 
grained mahogany.

Wardrobes for the storage of 
garments are fitted with a hat 
shelf, rod for hangers and 
hooks. You may need one in 
your office or garage.

TERRELL S STEEL PRODUCTS
Storage Cabinets, Wardrobes, Lockers, Shelving 

100% Quality
BUILT FOR SERVICE, SOLD A T  REASONABLE PRICES.

For particulars address:

TERRELL’S EQUIPMENT COMPANY, Dept. C., Grand Rapids, Mich.

i
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BONUS PAYMENT PLAN. sent to  about fifty representative 
..... stores th roughout the U nited  States,

One Way to Overcome Scarcity of asking for inform ation about any 
Help. system  of this kind which they m ight

A young man came to  my office no t be using. Practically all of them  
such a g reat while ago selling a cer- either had such a plan, had had one 
tain phase of advertising. Instead  ot o r contem plated one. 
calling my atten tion  to  the good T he outstanding feature of all
points of his method, he tried to  con- these le tte rs  was th at a successful 

•vince me that his scheme would solve plan m ust ensure the salespeople get- 
all my advertising troubles. Accord- ting  a definite am ount of money for 
ing to  him, I could do away w ith the all sales over the am ount necessary 
newspapers, direct mailing m atter, to earn their salary, 
etc., because, to  quote his own words, I t  was also the consensus of
“ Everybody would see my ad” if 1 opinion th a t th is  distribution of 
put it where he wanted me to  put i t  bonus m ust be made as frequently  as 

My name was not on the dotted possible in o rder th at the in terest 
line when he left. m ight be kept up.

Now a bonus plan or any plan of W ork ing  upon this foundation, 
th is kind will no more Solve all ot the records for the past three years 
the  departm ent store difficulties than  were gone over m onth by m onth and 
would this young m an’s plan solve the selling percentage of each de- 
all my advertising problem s. But it partm ent for each m onth determined, 
will help and anything th a t is of as- after which the average was taken as 
sistance during these days of ex- the basis for our present bonus plan, 
trem e labor shortage should be wel- I t  was then, of course, easy to  allot 
corned. I t  is m y object to  outline the am ount of sales th at any girl 
the m ethod of bonus paym ent which m ust make during each four weeks 
Lansburgh & Bro. have adopted, and in order to earn her salary, 
which is working. F o r instance, if the selling expense

M erchants outside the D istrict of of the m illinery departm ent is 6 per 
Columbia cannot realize the trem en- cent, and the girl is earning $18 per 
dous difficulties th a t face the depart- week, it is necessary for her to  sell 
m ent store heads here. I t  is no un- $1,200 before she can participate in 
common occurrence to  insert an 84- the bonus. All sales over th is $1,200 
line “w ant” advertisem ent for sales- am ount in our plan entitle her to  3 
people in the daily papers and get per cent, of th a t amount, 
only tw o or th ree  applicants, and us- T he record of each salesperson is 
ually those who do come demand kept on a card. Should a girl fail to 
exorbitant salaries. But ofttim es sell the am ount necessary to  earn 
they m ust be “taken on,” in spite of her salary, she is given an opportun- 
th is fact, in order th a t certain de- ity to  “make it up” during the com
partm ents may be able to  serve the ing m onth.
custom ers prom ptly and carefully. Should she fall so far behind m onth

About six m onths ago Lansburgh after m onth as to  become discour
se Bro., seeing the drift of the help aged, she is given an opportunity  to 
problem, began the w orking out of explain why she failed to  sell the re- 
a bonus plan, in the hope th a t it quired am ount, and if there  is a good 
would in some small way assist in reason for it the slate is wiped clean
holding the salespeople already in and she is allowed to  s ta rt all over
the organization. again.

L et me tu rn  aside ju st long enough Every  six m onths salary adjust- 
to tell why there is such a dearth of m ents are to  be made, and those
female help in W ashington. W hile girls who have been consistently
o ther cities are busy m aking shells, earning m ore will receive an advance, 
aeroplanes, ships, etc., for the war, T his has the advantage of giving the 
W ashington is the office of all th is girl an ex tra  3 per cent, on the sur- 
grcat w ar preparation. I t  is here that plus am ount sold and then, of course, 
reports alm ost infinite in num ber she will participate in the bonus plan, 
m ust come and be properly filed, as given above, on the increased sal-
orders m ust be sent out, supplies ary basis.
m ust be ordered here o r there, etc. Allowances are made for absence, 
If  you could conceive of an office no m atter w hat the reason, 
large enough to  care for the  clerical Each girl is to ld  the am ount of 
w ork of all the  industries engaged in sales she m ust make each day, and 
w ar work, you would have some this am ount is entered upon her card
§light idea of the extensive w ork now in the office. Should she be absent 
being done in the nation’s capital. for say four days during the m onth, 

Naturally, such an organization de- the am ount necessary for one day 
m ands a vast arm y of clerks, ste- will be multiplied by four and this 
nographers, etc. T he outside supply substracted from the to ta l sales, the
has long been far below the needs, salesgirl receiving 3 cents on every
so the D istrict has been compelled dollar above th at amount, 
to  furnish the  m ajority  of these w ar F o r instance, if the am ount re- 
workers. And m ost of them  had to  quired is $96 per m onth o r $4 per day 
come from the offices and stores of and she is absent four days, then 
this fair city. Were it  no t for the $16 is taken from  $96, which leaves a 
splendid m arried women who have required am ount to  sell of $80; and 
given a p art of their tim e to  W ash- she gets 3 cents on each dollar sold
ington stores, the  help problem  above th a t amount,
would be an even m ore serious one. T his bonus plan is also so adjusted 

Now let's back to  the bonus plan: th a t it applies to  every salesperson,
Before d rafting  the  bonus plan no m atte r w hat period of tim e she

which we are now  using  le tters were may have worked in the store—ex-

Stands for Something
^ H E  BROOKS family has been engaged in the 
§  confectionery business for th irty years. The y 

have bu ilt up a business second to none in 
their line. Their goods are known in several 
states and are universally conceded to be the 
standard of purity and excellence.

Why is this?

Because the Brooks family have devoted their 

best energies for 30 years to

Making the Brooks Name Good

in every avenue in which they have exerted their 
influence. This is the reason they have reaped 
their reward. This is the reason people insist on 
having Brooks' candies. Because the most dis
criminating trade demand Brooks' goods, wise 
merchants handle them.

A. E. Brooks & Co. Grand RaP*ds

Marshall Field said:

“The best advertisement a store can have, 

is a satisfied custom er/’

P O R T E R ’S

“TUFF GLASS”
Lamp Chimneys

G u a ra n te e d  F ir s t  Q u a lity
gun Crimp Top

Carefully made, free from flaws, and tem
pered to withstand great extremes of temperature. 
They give the retailer more profit and his customer 

more service.

If your local jobber does not carry them write 

to us for complete price list.

PORTER POTTERY CO., Inc. Clinton, Ky.
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cept those who w ork only parts of 
days. Thus, a girl who sta rts  to 
work in the m illinery departm ent the 
last day of a bonus period a t a salary 
of $12 and is required to  sell $34 will, 
if she sells $50, receive 3 per cent, on 
the $16 extra for th at period of one 
day.

T his does not mean, however, th at 
a girl who works the first week of a 
four weeks’ bonus period will be paid 
a commission on excess sales. She 
m ust be employed a t the tim e dis
tribution  is made.

T his phase has been especially 
beneficial in keeping girls who m ight 
otherw ise be tem pted to  leave. Oft- 
tim es a girl will have an offer of an
o ther position—say at the end of the 
first three weeks of the m onth—but 
on figuring her commission will find 
th a t she has $10 or $12 com ing to  her. 
She realizes that she will not get this 
if she accepts the o ther position, so 
she stays.

T here  is another phase of the 
bonus plan which has been worked 
out, and which is m aking for better 
salesm anship in the store. An accu
rate record is kept of the to ta l num 
ber of sales made each m onth and 
also the average am ount of the sales 
during the m onth for each salesper
son. Thus if it is found th a t 500 
sales have been made during April 
w ith a to ta l selling am ount of $1,000, 
the average sale, of course, is $2. 
T his record is carefully watched and 
the salespeople are urged to  increase 
their average sale.

T his m eans an intensive cultivation 
of the  custom ers who come to our

store and offsets the desire on the 
p a rt of m any salespeople to  wait up
on as many custom ers as possible.

P rio r to  the inauguration of the 
bonus plan a g reat m any PM ’S were 
used, especially on slow m oving m er
chandise, the same as is done in all 
stores. U nder the new system  PM ’S 
have been entirely  eliminated.

W e believe this will be reflected 
favorably in increased confidence on 
the part of the shopping public. 
PM ’S always have been, and always 
will be, a detrim ent to  m erchandise 
service. I t  is hum an nature for a 
salesperson to  use all her powers to  
sell an old waist at $2 on which she 
will receive 10 cents ra ther than  show 
the newer m odels a t $2.98 or $3.98, 
even though the la tte r will probably 
sell m ore readily.

T his bonus plan is comparatively 
new; consequently, we cannot speak 
positively as to  its ultim ate success. 
Because of its newness there will, no 
doubt, develop points of friction 
which will have to  be attended to, 
but this fact has been told to  the 
salespeople and they have been given 
to  understand th a t changes will be 
made only for a better w orking out 
of the scheme for them  and for the 
store.

W e do know, however, th a t the 
new plan has already caused a num 
ber of our older help to  rem ain with 
us who otherw ise m ight possibly 
have left us. If  the plan accomplishes 
no m ore than this, it will be worth 
all th a t it costs, for w ithout the older 
employes as a nucleus around which 
to  build the constant ebb and flow of

salespeople would work a serious 
detrim ent to  our store service.

W e m ight add that the selling ex
pense in each departm ent was com
puted honestly and fairly and not 
raised to  a point where it was im. 
possible to  earn extra commissions. 
T he fact th at three years’ records 
were used, instead of m erely those of 
the past year, enabled us to  make 
this percentage much lower than if 
only the preceding twelve m onths 
had been used. And because of this 
an exceedingly large percentage of 
ou!r salespeople are  receiving sub
stantial bonus checks every four 
weeks. W e hope the day will come 
when an “extra m oney” check will 
go to  every m em ber of our selling 
organization.

E rn est C. H astings.

Beating Mail Order Game.
H ere is a plan which a m erchant in 

a small California city has found ef
fective as a m eans of keeping trade 
from  going to  mail order houses.

W hen he sta rted  to  sell cream  sep
a rato rs one of the first th ings he din 
was to  order a sixty-dollar “mail or
der” separator.

In  due tim e the box containing the 
machine arrived. The m erchant, how 
ever, did not open it. N ot a nail was 
pulled, and the box was left on the 
floor near his own stock of separators. 
W hen custom ers of the m erchants be
gan bickering over the prices of the 
m erchant’s machines, and mentioned, 
in contrast, the price of the mail order 
machine he was ready for them.

“W hy,” asked one prospect for a

separator, “should I pay you $100 for 
a separator when I can send east and 
get a Hiardinger separator for $60?” 

“Oh, you w ant the H ardinger sep
arato r, do you?” responded the m er
chant. “W ell, I carry that, too. I ’ll 
be glad to  sell it to you.”

“W here is it? L et’s have a look at 
it,” answered the prospect.

“I t ’s rig h t there in that box,” said 
the dealer.

“Open her up. Let me see w hether 
I w ant it or not.”

“No,” said the m erchant. “ I t  will 
stay in th a t box until it’s sold. Isn ’t 
th a t exactly the way you buy from  
the mail order houses? Don’t  you pay 
your m oney before you ever open the 
box? I ’ll sell the separator to  you on 
the same term s. T h a t’s fair, isn’t  it?” 

The prospect saw the point. T his 
incident has happened a good many 
tim es since.

A Code for Credit Ratings. 
Dots, in groups of from  one to  

five, on the m ailing list cards, are 
used by one concern to  signify the 
credit standing of each customer. One 
dot signifies th at the custom er dis
counts his invoices; two, th a t he 
pays net; three, th at his account is 
hard  to collect; four, th a t he is on 
a c. o. d. basis; and so on.

This elim inates all references to 
the books. Should the concern wish 
to  send a le tter to  its best custom ers, 
it is necessary only to  pick out the 
dot and double dot cards. And the 
readily accessible inform ation as to 
how m any custom ers are in • each 
class is w orth having, too.

C. W . COLEMÀN  

207 Ashton Block 
Grand Rapids

The largest women's 

and c h i l d r e n ' s  

ready-to-wear de

partment in M ichi

gan and one of the 

largest in the M id

dle West A ll the 

latest novelties in 
women's silk waists 

ready for delivery.

Exclusive s e l l i n g  

agents for Puritan 

underwear for men, 
women and children 

and Trufit U n i o n  

S u i t s  for men, 

brands responsible 

for the success of 
hundreds of under

wear departments.

Our Representatives Are on the Road "with the Lines for Spring Delivery

B U R N  H A M ,  S T O E P E L  & C O.
D E T R O I T ,  M I C H I G A N

F. A. PH ILLIPS  

Saginaw

CHAS. KLAFFKE 

814 E. Geaessee Ave. 
Saginaw

R. E. EDWARDS  

210 Wilhelm Block 
Traverse City

IRA N. S IM M O N S  

118 Cavanaugh St. 
Alpena

C. E. ROLFE 

331 Ogden Street 
Menominee

MICHIGAN OFFICES A N D  SAMPLE ROOMS
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Lee M. H utchins.

WORLD LEADERSHIP. absolutely unsuccessful from  a stand-
_____ _ point of force and m ust, w ithout any

Are We Worthy To Assume That question, involve a m oral issue to  be 
Responsibility? conclusive on the part of any nation.

W ritten tor the Tradesman. W hen Am erica entered the contest,
In  the affairs of men nowadays it is it did so w ithout any desire for 

a lm ost impossible either to  w rite or m onetary gain, territo ria l acquisition, 
speak w ithout «having the production o r to  become the ruling power by 
confined partially  or in m any in- force in any way. Taking the key- 
stances entirely  to  the g reat cause of note from  the message held for us by 
the presen t war, which we tru st is, the Statue of L iberty, we hung out a 
a t an end. T he question, Are we banner and a t once w rote the gospel 
ready and are we worthy, is pos- before the world based upon which 
sibly som ewhat startling  and if ap- we would contest with the Allies the 
plied to  the world war needs not only iSSUe of the day. In  doing so we not 
analyzing, but trea ting  from  a serious only stated  the term s very plainly to  
standpoint. our own people, hut they were pro-

W hen B artholdi gave us the God- claimed broadcast over the world and 
dess of L iberty  which stands in the were accepted in full by the Allies, 
harbor of New Y ork w ith an out- As soon as th is act was accomplished,
stretched hand holding a message 
which proclaim s the gospel of free
dom, he did so w ith a prophetic con
ception not only founded upon the 
facts as he found them  in this coun
try  and the things which this country 
had done for France, but in his vision 
of w hat this country would m ean not 
only to  itself but to the world in the 
future.

If you should sail by that statue 
to-day and stop and think ju st for a 
m oment, you would realize that the 
message has m ore m eaning and force 
than ever before. In  days of old, 
when w arrio r m et w arrior and they 
looked each o ther in the eye and 
w ith draw n swords, it was simply a 
question of which was the better man. 
T im es pass on and as progress is 
made in civilization and m an uses his 
inventive genius, we find that person
al am bition for war physical prowess 
is overcome by the accom plishm ents 
of science and w ar has gradually re
sulted in scientific slaughter and has 
b rought about the developm ent of 
bru te force in those who are the 
aggressors to  such an extent th at the 
questions of ethics, m orals and poli
tics are put one side.

In  the recent contest with Ger
many, we find th a t th a t nation, in 
bringing about a world war, had first 
in mind personal aggrandizem ent, 
then national suprem acy and m aterial 
gain. I t  can be easily figured th at a 
g reater percentage of profit can be 
made in a conquest and a victory in 
w ar through the capture of personal 
property, the annexation of te rrito ry  
and future advantage than  in any o th 
er undertaking and, therefore, over 
and above the very detestable m ani
festation of b ru te  force, w ar under the 
p resen t circum stances w ith Germany 
was a business. T he career of the 
Germ an nation would have been ex
trem ely popular and em inently suc
cessful if instead of undertaking to 
crown its final efforts by force, it had 
succeeded in placing th is crown by 
righteousness. T hen the world would 
have been outclassed.

T he presen t m ethods th rough which 
the w ar has been waged by the 
Teutons puts ^outside of the pale of 
operations the question of ethics, 
m orals o r politics; and the term ina
tion and the result of the w ar on the 
p a rt of the T eutons has dem onstrated 
th a t the m anner in which the w ar has 
been conducted, o r any w ar can be 
conducted, in th is presen t age will be

had entered into a contract

and unless that contract could be 
fulfilled by this country, then it would 
be to  our shame. T he keynote was 
of stlch a high pitch and the gospel 
was so thoroughly clear th a t there 
has been a t  no tim e any chance to 
m istake the term s. The issue was 
clearly drawn and for a tim e it seem
ed to  be of no avail.

Finally, the daylight appeared and 
the world began to  realize th a t w her
ever and whenever the w ar m ight 
term inate, the final solution m ust be 
the m oral solution and one based up
on freedom  and justice to  all. H aving 
initiated these principals, it becomes 
the plain duty of this country to  sub
stantia te  in every way the declarations 
it has made. T he question now arises, 
a fter the above statem ents and lines 
of reason, as to  w hether we are

fully capable and ready to  carry  the 
burden th at now rests upon us. 
W e sought the task under this 
banner. W e sent an arm y to Europe 
and have been obliged to give up 
thousands upon thousands of the 
choicest of our young men. W e have 
spent billions of money. W e have 
done m arvelous things in transporta 
tion and engineering which are be
yond the conception and even the 
imagination of the m ost progressive 
nations of the world.

W e have m any astonishing changes 
and conditions before us th a t have 
been brought about by the w ar that 
need very close atten tion  and th o r
ough consideration. Forces have been 
released in the realm s of hum an en
deavor th a t the Am erican people have 
never supposed they possessed or

plates and the lines of dem arcation 
am ong so-called parties, the same as 
between sects, have been wiped out 
and we have before us a different 
order of not only desires but accom
plishments. A lm ost every day we 
hear som ebody apologize for creeds 
and political differences. T hese m at
ters are recited sim ply to  emphasize 
social, religious and political condi
tions w ith which we m ust cope in the 
period of reconstruction th a t now has 
its beginning. G reat causes need 
great cham pions and to-day it has 
been clearly dem onstrated that, 
am ong the advanced nations of the 
world, a small quarrel can be se t
tled w ith powder and bullets, but in
ternational differences m ust finally b t 
settled upon principals of ti;uth and 
justice.

F rom  the standpoint of efficiency, 
citizenship, engineering, m orals and 
all of the necessary elem ents which 
enter into the campaign of war, we 
have taken the first place in the con
test. Over and above all this there 
hangs the banner, are we w orthy and 
are we ready? Can we carry  to a suc
cessful issue not only a t the present 
t me but for the future generations, 
the burden that we have assumed and 
live to, the le tter of the law, the gos
pel that we have proclaimed? H as 
the yoke been fitted to our necks and 
have our backs been strengthened for 
the burdens? H as Am erica reached 
the point of consecration, no t only 
of men and money, but of m inds and 
souls where it can act not only as 
a savior to the world upon the issues 
of the hour, but can continue to  be 
the leader in thought, action and the 
issues that make not only for in
dividual citizenship but for collective 
citizenship, th a t shall give us with 
France and England the righ t to  be 
called the leading nation of the world.

W ith all of our achievem ents, all 
of our joy, all of our prom ises and 
all of the seriousness th a t we have 
so far developed, are we w orthy  and 
are we ready?

Lee M. H utchins.

th at have existed for any particular 
purpose. Therefore, we find ourselves 
w ith new powers and possibilities of 
w onderful achievements. In  social 
life, custom s and economic habits of 
the past, th a t have been supposed to  
be established orders of the world 
have crum bled and are giving way to 
a new order of events. Even our re 
ligious thought has taken on new 
phases and the ultim ate object and 
attendance upon religious activities 
have received renewed consideration, 
and there has developed not only a t 
hom e but w ith our boys abroad a 
seriousness as to  the w ork of a h igh
er power in not only the battles but 
the victories w ith our army.

T he old galvanized political pur
poses of our own country have been 
stripped of their helm ets and breast

A W eek of W indow  Signs.
Monday—N ot so “blue” when you 

trade here.
Tuesday—Let us iron out your 

high-cost wrinkles.
W ednesday—Look at our “cleaning- 

up” prices.
T hursday—Maid’s day out? W e’ll 

make it easy.
Friday—Good “fishing” here. Drop 

in!
Saturday—H ere’s fo r to-m orrow ’s 

dinner.

A  Q u a lity  C ig a r  
Dornbos Single Binder 

One Way to Havana
Sold by All Jobbers

Peter Dornbos
Cigar Manufacturer 

16 and 18 Fulton St., W . 
Grand Rapids Michigan
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Merchandise of The Defter K ind !

When your old-established trade—customers who 
have always given you their business—come in to buy, 
they expect good values for their money.

When the new customer—the stranger to your 
store and your goods—comes in, you are measured by 
what you can show in

Style, Variety, Va

One represents regular business, the other repre
sents additional business You must keep the first and 
gain the second, if your volume is to grow.

You may hold both classes of customers by a 
merchandising policy which embodies a sacrifice of 
profit on your best selling lines.

But there is a better way! A way which insures 
larger growth and steadier profit Make your entire 
stock a best selling line—give it the stamp of merchan
dise of the better kind

Business has to be good with the buyer who de
pends on us. W e’ve made his story our story.

Grand Rapids Dry Goods Co.
Exclusively Wholesale Grand Rapids, Michigan



December 11, 1918

International Harvester Co. Abro
gates Verbal Agreements. 

Frequently  during the fall m onths 
the T radesm an received com plaints 
that blockmen of the In ternational 
H arvester Co. were tiptoeing around 
the State and clandestinely whispering 
in the ears of local implement dealers 
that, before they could secure con
trac ts from  the In ternational H a r
vester Co. for another year, it would 
be necessary for them  to prom ise the 
blockmen, V ER B A LLY , th at they 
would handle no goods m anufactured 
by houses which are in competition 
w ith the In ternational Co.

Believing that such m ethods were 
both underhanded, detestible and il- 
legal, the T radesm an addressed the 
following le tte r of enquiry to  A t
torney General Gregory, D istrict At
torney W alker and ex-Judge H atch: 

Grand Rapids, Oct. 28—My attention  
has been called to  the fact th a t the In 
ternational H arvester Co. is enforcing 
a  new rule to  the effect th a t no im
plem ent dealer can obtain any more 
goods from  th at corporation unless 
he agrees to buy H arvester goods ex
clusively. T his applies to repairs for 
goods previously sold, as well as new 
goods.

The new rule is not printed or w rit
ten, but is transm itted  to  dealers by 
word of m outh from  traveling repre
sentatives of the In ternational H ar
vester Co. Dealers are w arned not 
to  refer to the rule by letter, but to 
confine their decision in the premises 
to  verbal expressions to  the agents of 
the corporation.

As an iron clad rule of this kind 
would w ork great hardship to  the av
erage im plem ent dealer, because of 
the prejudice against H arvester Co. 
products in the m inds of m any farm 
ers and because the dealer is com
pelled to handle competing lines in 
order to  give his custom ers the priv
ilege of a choice in m aking their pur
chases, I beg leave to enquire if there 
is any legal prohibition of the prom ul
gation of such an arb itrary  ruling?

I thank you in advance for the 
courtesy of a reply.

E . A. Stowe.

T he replies received to this letter 
of enquiry were as follows:

From  the D epartm ent of Justice. 
W ashington, Nov. 4—T he D epart

m ent has received and will give con
sideration to  your le tter of Oct. 28 
relative to  the alleged action of the 
In ternational H arvester Co. in adopt
ing a new rule to  the effect that it will 
sell m achines and repair parts only to 
dealers who verbally agree to handle 
its products exclusively.

G. Carroll Todd, 
A ssistant A ttorney General.

F rom  United S tates D istrict A ttorney.
Grand Rapids, Oct. 30—Answering 

yours of Oct. 28 in regard to  the new 
rule of the In ternational H arvester 
Co., this certainly would have been a 
violation of the Federal law prio r to 
the enactm ent of the Clayton bill, so- 
called, in the year 1915, and my im
pression is th at it is now a violation 
of the Federal law.

I suggest, however, th at you take 
the m atter up direct with the Federal 
T rade Commission, W ashington, D. 
C., within whose direct jurisdiction 
this m atter comes.

M yron H . W alker, 
U nited  S tates D istrict A ttorney.

F rom  E x-Judge H atch.
Grand Rapids, Oct. 30—Y our le tte r 

of Oct. 28, asking m y opinion as to  
the validity of a “new rule” of the

International H arvester Co. “to  the 
effect that no implement dealer can 
obtain any m ore goods from  th a t cor
poration unless he agrees to  buy H a r
vester goods exclusively,” is received.

Such a condition imposed on the 
sale of goods is void for the reason 
that it is a violation of the Clayton 
A nti-T rust act, and is unenforceable. 
T hat is to  say, if the dealer should 
assent to  such a condition a t the time 
of purchasing goods, the condition 
would be unenforceable if he violated 
it, and the H arvester company would 
be w ithout remedy as against him.

But there is nothing in the law to 
prevent the H arvester company from 
selecting its custom ers for any reason 
which appeals to it. Therefore, if a 
dealer should buy goods of the H a r
vester company upon condition that 
he would not deal in the commodities 
of a com petitor, and should disregard 
such condition, the H arvester com
pany could afterw ards refuse to sell 
any m ore goods to th at dealer, in the 
exercise of its right to select its own 
customers.

But even so, the H arvester com
pany would be liable in damages to 
the dealer, under Section 4 of the 
Clayton Act, quoted below.

The provisions of the Clayton Act 
referred to, are as follows:

“Sec. 3 (R equiring purchasers, etc., 
of goods, etc., to refrain from handling 
goods, etc., of com petitors.) T h at it 
shall be unlawful for any person en
gaged in commerce, in the course of 
such commerce, to lease or make a 
sale or contract for sale _ of goods, 
wares, m erchandise, m achinery, sup
plies or o ther commodities, w hether 
patented or unpatented, for use, con
sumption, or resale within the U nited 
States or any territo ry  thereof or the 
D istrict of Columbia or any insular 
possession or o ther place under the 
jurisdiction of the U nited States, or 
fix a price charged therefor, or dis
count from, or rebate upon, such 
price, on the condition, agreem ent or 
understanding th at the lessee or pur
chaser thereof shall not use or deal 
in the goods, wares, m erchandise, m a
chinery, supplies, or o ther commodi
ties of a com petitor or com petitors 
of the lessor or seller, where the ef
fect of such lease, sale, or contract 
for sale or such condition, agreem ent 
or understanding m ay be to substan
tially lessen com petition or tend to 
create a m onopoly in any line of 
commerce.

“Sec 4 (Jurisdiction of violations— 
damages.) T hat any person who shall 
be injured in his business or property 
by reason of anything forbidden in 
the an ti-trust laws may sue therefor 
in any district court of the United 
States in the d istrict in which the de
fendant resides or is found or has an 
agent, w ithout respect to the am ount 
in controversy, and shall recover 
threefold the damages by him sus
tained, and the cost of suit,( including 
a reasonable a tto rney’s fee.”

A nother rem edy which the dealer 
has would be to  apply to  the Federal 
T rade Commission to  enforce com
pliance w ith Section 3 above quoted. 
T hat Commission has authority  to 
order compliance w ith such act.

Reuben Hatch.

Can you give the Commission any 
specific inform ation or direct it to 
sources of inform ation to  the m atter 
which you have called to the a tten
tion of the Commission?

John  W alsh,
Chief Counsel Federal T rade Comm.

T o this letter the editor of the 
Tradesm an replied as follows:

Grand Rapids, Nov. 7—R eplying to  
your le tter of Nov. 5, I beg leave to 
state  th a t I was in M artin, Mich., Oct. 
26, when A. P a tterson  & Son informed 
me th at the In ternational H arvester 
Co. was refusing to make contracts 
with any dealer unless the dealer 
would agree verbally w ith the agent 
not to handle any implements except 
those made by the In ternational H ar
vester Co.

On my re tu rn  home, I called a t the 
local branch of the In ternational H ar
vester Co. T he branch m anager was 
out of town, but the assistant branch 
m anager, R. L. Badgley, confirmed 
the statem ent of the Patte rsons th at 
the I. H. Co. would not execute a 
contract with any dealer who refused 
to agree verbally to handle I. Hi Co. 
goods exclusively. H e undertook to 
dodge my enquiries at first by show
ing me a printed contract and asking 
me to  locate the condition I enquired 
about. I told him the inform ation I 
received led me to  believe the exclu
sive contract feature was a verbal con
sideration only and th at the agent had 
to agree to the exclusive arrangem ent 
before he could enter into contract re
lations with the company. Mr. B adg
ley then adm itted th at this statem ent 
was correct, sta ting  th a t the I. H. Co. 
was forced to pursue this policy to 
conform  to the recent “comprom ise 
decision” handed down by the United 
S tates Supreme Court. H|e did not 
have a copy of the decision, nor have 
I been able to  secure a copy from  
M yron H. W alker, U. S. D istrict A t
torney.

In the light of this explanation, 
would I be justified in advising my 
readers that the position assum ed by 
the I. H. Co. is an untenable one?

I thank you in advance for the 
courtesy of a reply.

E. A. Stowe.

ance w ith the term s of the adjust-

One of the term s of this agreed de
cree is th at the com pany shall have 
but one representative or agent for 
the sale of its agricultural im plem ents
in a town. ,

Your inform ation th a t our branch 
m anagers are m aking contracts only 
w ith such dealers as agree  to  handle 
no goods except those sold by the In 
ternational is not correct.

George A. Ranney, 
Secretary and Treasurer.

F rom  Federal T rade Commission.
W ashington, Nov. 12—Tn reply to  

your comm unication of Nov. 7, in ref
erence to  the practices of the In ter- 
national H arvester Co., you are ad
vised th a t in view of the fact th a t the 
D epartm ent of Justice is in direct 
charge of the proceedings against that 
company, I have turned your corre
spondence over to  the D epartm ent of

John  W alsh,
Chief Counsel Federal T rade Comm.

The same day the T radesm an wrote 
the In ternational H arvester Co. as 
follows:

Grand Rapids, Nov. 7—Can you 
kindly favor me w ith a copy of the 
decision you have agreed to  abide by, 
ra ther than await a m ore complete 
review of the situation by the Su
preme Court?

I am told th at the U. S. Supreme 
Court has handed down a decision to 
the effect that you can sell but one 
dealer in a town and that your branch 
m anagers are m aking contracts with 
such agents only as agree, verbally, to 
handle no goods except those exploit
ed  by the I. H. Co.

Are both of these statem ents cor- 
rect?

Kindly make your replies to  both 
enquiries so plain th a t a m an of o r 
dinary understanding can grasp your 
meaning. E. A. Stowe.

From  the D epartm ent of Justice. 
W ashington, Nov. 21—R eferring  to 

your le tter of Nov. 15, the D epart
m ent has received from  the Federal 
Trade Commission your le tters ad
dressed to  th a t body relative to  the 
new rule which it is charged the In 
ternational H arvester Co. has adopted 
with respect to  the appointm ent of 
agents, namely, th a t its agents m ust 
handle its lines exclusively.

T here is enclosed herew ith for your 
inform ation a copy of the decree en
tered on the second instan t in the 
case of U nited S tates vs. In ternational 
H arvester Co., et. al., under the F ed
eral A nti-T rust law, from  which you 
will note that the statem ent alleged 
to  have been made by the A ssistant 
Branch M anager of the H arvester 
Company at Grand Rapids th a t the 
new rule was adopted in conform ity 
w ith the requirem ents of th a t decree 
was not correct.

T he D epartm ent has taken this m at
ter up w ith the H arvester Co. The 
company denies having issued any in
structions requiring agents to  handle 
its lines exclusively and sta tes th at it 
will make an investigation to  ascer
tain the grounds for the particular 
com plaint m entioned in your letters 
and report the facts to  the D epart
m ent. _ .. „  , .

G. Carroll Todd, 
A ssistant A tto rney  General.

Final F rom  D epartm ent of Justice.
W ashington, Nov. 29—R eferring 

further to  your correspondence with 
the D epartm ent relative to  the alleged 
action of the In ternational H arvester 
Co. in adopting  a rule requiring its 
dealers to  handle its products exclu
sively, the D epartm ent has received a 
le tter dated Nov. 26 from  E dgar A. 
Bancroft, General Counsel for the In 
ternational H arvester Co., sta ting  th at 
the inform ation furnished by you in
dicates th a t the instructions issued by 
the com pany to its branch m anagers

From  the Federal Trade Commission.
W ashington, Nov. 5—T he Commis

sion is in receipt of your communica
tion of Oct. 30, in which you state  that 
your attention  has been called to the 
fact th at the In ternational H arvester 
Co. is enforcing a new rule to  the 
effect th a t no im plem ent dealer can 
obtain any goods from that corpora
tion unless he agrees to buy harvester 
goods exclusively and that this ap
plies to  repairs for goods previously 
sold as well as new goods.

If such a rule or practice is in effect 
by the In ternational H arvester Co., 
it would probably be a violation o i. 
Section 3 of the Clayton A ct prohib
iting1 certain ty ing  contracts.

T o  this le tte r the following reply 
was received:

Chicago, Nov. 13—Your favor of 
Nov. 7 is received.

In  accordance w ith your request, I 
enclose herew ith a statem ent of the 
settlem ent of the H arvester case. As 
you will see from  it, the U nited 
S tates Suprem e Court has not made 
any decision in the case of the Gov
ernm ent against the In ternational 
H arvester1 Co., but an adjustm ent of 
the case has been made by which the 
company has dismissed its appeal to  
the Suprem e Court, and, _on_ Nov. 2, 
1918, the U nited S tates D istrict C ourt 
a t St. Paul entered a decree in accord-

Sand Lime B rick
Nothlnc u  Durable 
Nothing aa Fireproof 

Makes Structures Beautiful.
N o  Fainting 

N o Coat for Repaire 
Fire Proof 

Weather Proof 
Warm in Winter 
Cool in Summer

Brick is Everlasting

Grande Brick Co., Grand Rapide 
So. Mich. Brick Co., Kalamaioo 
Saginaw Brick Co., Saginaw 
Jackaon-Lanaing Brick Co. Rives 

Junction
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“B L I Z Z A R D ” E N S IL A G E  C U T T E R S

C u ta w a y  (Clark) D o u b le  A c tio n  H arrow s
Bigger Crops at Less Cost

A Style and Size for Every Farmer W hether He Uses One Small Horse or a
Large Tractor for Power

MONEY-MAKER SILAGE CUTTERS AND HAY PRESSES
Bryan Plows, Land Rollers, Pulverizers, Harrows, Seeders, Corn Planters, Potato Planters, Weeders, 

Cultivators, Sprayers, Bean Harvesters, Bean Threshers, Garden Tools, Etc.

A better idea of our line of Farm Implements and Garden Tools can be obtained from our complete catalog. If 
you haven’t a copy, send for it to-day—NOW.

A R E  SO L D  *BY THE  B  E S T  D E A L E R S  TO THE B E S T  FARM ERS.

CLEMENS & GINGRICH CO.,

Belton & Burch, Dowagiac, Mich, sold over $2000.00 worth 
of “ Blizzards'’ in 1918 with less than two days work. 

Read what they have to say.

G entlem en:
We wish to  thank  you for the nice business w hich you helped 

us to  e e t on your line; also for the  prom pt service w hich you 
have given us. H aving sold over t̂ OOO w orth  of your Blizzard 
ensilage c u tte rs  th is  year, with less than two days' work, on our 
part. I fu rth e r w ish to  s ta te  th a t you have one o f the most 
serviceable and  easiest selling cu tte rs  th a t  we have ever sold. 
The sales being cash, we have been able to  take  our cash discount.

We have sold several different makes, and  I w ill say th a t you 
have them  ALL BEAT.

Thanking you for past favors, and  your prom pt service, 
we rem ain,

G rand Rapids. Mich.

READ THIS

Yours very tru ly .
BELTON & BURCH

Per A. J . Belton

D o w ag iac , M ich ., Nov. 4, 1918

T he Genuine D ick “ BLIZZARD” is easy to  sell—stays sold—and brings more business. 
DEALERS’ 1919 CONTRACTS NO W  READY—GET YOURS EARLY.

C L E M E N S  &  G IN G R IC H  CO.
DISTRIBUTORS FOR CENTRAL WESTERN STATES

COMMERCE AND CHERRY GRAND RAPIDS, M ICHIGAN

Bigger crops always follow better disking. Note the heavy 
angle-iron main frame and how strongly it is built. Each of the 
gangs is attached to this heavy frame—it forces the rear disks to 
cut exactly midway between the fore disks, thus completely cut
ting, pulverizing, stirring and aerating ALL the soil. Once over 
the ground does the work. It’s the farmer’s greatest time and 
labor-saver in his most important work.

Manufacturers Representatives:

Brown & Sehler Grand Rapids, Michigan



have been m isunderstood and trans
m itting a copy of General L ette r No. 
250, issued by the H arvester Co. on 
Nov 9 w ith a view to  avoiding any 
further m isunderstanding along th a t 
line. Photographic copies of Mr 
B ancroft’s le tte r and General L etter 
No. 250 are enclosed for your m 
form ation. q  C arfoll Todd,

A ssistant A ttorney General.

General Counsel I. H . Co. to  D epart
m ent of Justice.

Chicaeo Nov. 26—'Thank you for 
y „“ ? a Svor of Nov. « E
com plaint had been made by Mr. E. 
A Stowe, editor of the Michigan

ED IN  M A K IN G  T H E  ' " 7 ;  
PT A IN T  T he facts as stated  by 
him  indicate th a t the instructions ts- 
sued to  the branch m anagers have 
been m isunderstood. T his m isunder
standing can no longer exist.

Shortly after receipt of your form er 
favor, General L ette r No. 250 was 
sent out, under date of Nov. 9, 1918. 
I enclose a copy herewith.

U nder these instructions there will 
be no chance of a m isunderstanding 
and the company will prom ptly disci
pline any representative who violates
these instructions.

E dgar A.. Bancroft, 
General Counsel I. H . Co.

“General L etter No. 250” to  Branch 
M anagers.

Chicago, Nov. 9—W e are notified 
that com plaint has been made to  the 
D epartm ent of Justice a t W ashington 
th at “this company has adopted a new 
rule that it will sell m achines and re 
pair parts only to  dealers who agree 
to  handle its products exclusively. No 
such rule has been adopted, and, as 
you know, any a ttem pt to  compel the 
local dealer handling our implements 
not to  handle competitive goods is 
contrary  to  the settled policy of the 
company.

T his complaint, however, m akes it 
necessary th at we should be certain 
th at our blockmen, as well as our 
branch m anagers, clearly understand 
our instructions and .strictly observe 
them . You have already been advised 
th at after Dec. 31, 1919, this company, 
in pursuance of a decree of the U nit
ed S tates Court, can have only one 
agent or representative in a town for 
the sale of its agricultural imple
m ents, and that in going to this one- 
representative basis, you will endeav- 
or to  secure the best local dealer and 
one who will handle the entire I. H. 
C. line salable in his territory .

I t  is your righ t and your duty to 
the company to  find representatives 
who will be m ost active in the sale 
of our implements, but you have no 
righ t to  insist th at such representa
tive shall handle no competitive 
goods. W e believe it is for the in
terest of the dealer as well as due to 

■ th is company and to  its established 
trade, th at the dealer who takes our 
line should push it vigorously, bu t 
w hether he shall also handle com peti
tive goods or not is for him  to  decide. 
T he local dealer is free a t any time 
to  buy such goods as he chooses and 
this company is free a t all tim es to 
change its single local representative 
if he does not value the representa
tion enough to  give careful attention  
to the trade in our goods.

In  order th a t your blockm en m ay 
fully understand the instructions, we 
are enclosing a sufficient num ber of 
copies of this le tte r so th a t each may 
have one.

A fter enquiry, advise us fully if 
there has been any case in your te rri
to ry  upon which the  above com plaint

I t  naturally  affords the Tradesm an 
much satisfaction to  be the  medium of 
unearthing and exposing such char
acteristic tactics on the part of the 
branch m anagers of the In ternational 
H arvester Co., whose m ethods of do
ing business have frequently been 
called into question by business men 
and the courts. I t  m ay be the in ten
tion of the officers of the company to 
conduct business along honorable 
lines, but the practices of the branch 
m anagers and blockmen have fre 
quently been such as to  bring the cor
poration under the condem nation of 
m en who deal fairly and act justly.
I t  is not necessary for the T radesm an 
to go into details and describe specif
ic instances. Every implement dealer 
who has ever done business with the 
1. H. Co. is familiar w ith the m eth
ods of the corporation during the 
time it assum ed to  monopolize 
the implement business of the coun
try. The acceptance of the decision of 
the United S tates D istrict C ourt of 
M innesota, which forced the disin
tegration  of the company and, it was 
expected, would change it from  a 
complete m onopoly to a competitive 
corporation was, of course a b itter 
pill to swallow, and it appears to  have 
left a b itte r taste  in the m outh, judg
ing by the peculiar m ethods the 
branch m anagers imm ediately em 
ployed to m aintain its supremacy. I t  
may as well conclude, once for all, 
that it can no longer dom inate the 
implement trade—at least so long as 
the strong  arm  of the D epartm ent of 
Justice holds itself in readiness to  act 
on any disclosures which the T rades
m an and its conferes may bring to its 
attention.

Caught w ith the goods, the I. H. 
Co. quickly and gracefully acquiesced 
in the demands of the Government, 
but the company has so long been in
different to  public opinion and the 
rights of both custom ers and com peti
to rs th a t it will, possibly, make still 
further a ttem pts of a similar charac
ter. T he watchful eye of the T rades
m an will be ju st as much in evidence 
in the future as it has been in the 
past and it will be a cold day when 
the legal tw isters of the I. H. Co. 
will be able to  invent and put into 
execution any scheme having the 
effect of em barrassing the retail 
dealer and giving the ex-monopoly an 
undue and unfair advantage over its 
com petitors and customers.

Prevention.
Dr. Brown was a phlegm atic man 

who usually took his own tim e at an
sw ering even urgent calls, but one 
day he bustled around in a great 
hurry.

“Mrs. W eaver has sent for me—her 
boy is sick; I m ust-g o  at once,” he 
said.

“W h at is the m atter w ith the boy?’ 
asked the doctor’s wife.

“I don’t  know,” he  said, “but Mrs. 
W eaver has a book on ‘W hat to  Do 
Before the  D octor Comes,’ and I  
m ust hu rry  befpre she does it.”

New Order of Business Must Be 
Inaugurated.

No business policy can be good for 
a business house, or for a group or a 
trade, unless th at policy also results 
in benefit to  the public. In  the long 
run, w hatever hu rts the public hurts 
the line of business involved.

T here is already too much prejudice 
in the m inds of the consum ing public 
against business men—against so- 
called “middle men.” T his has h u rt 
the retail trade, which indirectly 
m eans th at it hurts the jobbing trade; 
and in addition it has also directly 
hurt the jobbing trade. T here  has 
1 een both direct and indirect damage.

T he average person p ictures the 
“middle m an” as a useless creature, 
never stopping to  think th a t business 
men, generally speaking, are making 
every effort, both for reasons grow 
ing out of com petition and because 
they are good citizens, to  get goods 
into the hands of the  consum er a t the 
least possible expense.

In  a considerable m easure, legisla
tion, regulation, the enforcem ent of 
laws and rules, and, in fact, every act 
of every public official, goes back to 
public opinion for its au thority  for 
its cue.

So long as the public is prejudiced 
against the “middle m an,” ju st so 
long will the whole system  of m er
chandising be in danger of unfair 
laws and im proper rules. Every time 
it has appeared, since the beginning 
of the war, th at some line of trade 
was likely to  be injured, it has been 
easy to  trace the attitude of the pub
lic official involved back to  a pre ju
dice, on the part of the public, against 
that line of business.

The cost of doing business is soar- 
ng. A lready too high, it is going 

higher.
Some of the fault, to be sure, is 

Mamable directly to  the retailer. P e r
haps the departm ent stores and the 
highly specialized specialty stores are 
more largely to  blame than o ther re
tailers, because they  have added first 
one and then another furbelow, under 
the guise of giving additional ser
vice”, thus forcing o ther retailers to  
pdopt sim ilar m ethods—while the 
consum ing public holds the bag.

On the o ther hand, however, the 
jobbing trade is by no m eans blam e
less.

One of the big difficulties is th a t it 
has been entirely  too easy for a m an 
to go into the retail business. I t  has 
1,een too easy for him  to  get credit. 
I t  has only been necessary for him  to 
show that he has some cash in hand, 
and a dozen jobbers are m ore than  
willing to sell him a bill of goods, 
regardless of his capability to  operate 
a store economically and in the light 
of p resent knowledge of retailing.

No one seems to ask w hether the 
man is capable of being a retail m er
chant and rendering  a real service to  
the community. T he only question is 
the question of the credit departm ent, 
“ Is he good?”

By confining himself, practically 
speaking, to  th is one question, the 
jobber runs the risk of hu rting  o ther

retailers who are buying his goods, 
while a t the same time, in juring the 
public. In  cases where he does sell 
to  people who are not capable of op
erating  a retail store  successfully, he 
is also taking a distinctly unfair ad
vantage of the person to whom the 
bill of goods is sold.

T he hardest com petition for a capa
ble m erchant to  m eet is the Com peti
tion of Ignorance. T he fellow who 
knows nothing about the cost of do
ing business and who blunders b lind
ly along to certain failure som etim es 
pulls the other fellow down w ith him.
A good deal depends upon how much 
his wife inherited from  his A unt 
Sally. If the sum is sufficient, he may 
bring  the man around the corner into 
the bankruptcy court before he goes 
himself—and all through such colos
sal ignorance as ought to  have been 
discovered by the jobbing house th at 
helped him lose his money.

Jobbing houses, through their asso
ciation, Should adopt definite policies 
relative to selling new bills of goods.
I t would even be well if there were a 
comm ittee to pass no t only upon the 
credit but also upon the capability of 
the man who wants to enter the re
tail field.

I t  is true  that the individual job
bing house which sells the opening 
account can usually p ro tect itself 
from  credit losses, because it has all 
of the facts a t hand. On the o ther 
hand, however, the retailer is likely 
to buy at least some goods from o ther 
jobbing houses; and when the crash 
comes he ,may not leave the house 
which sold him the opening bill in 

It Helps the Advertiser.
T he advertising expense of one 

m erchant has considerably decreased 
since he found a way to  decrease tne 
cost of his printed window cards. H e 
w atches the m agazine for full page 
advertisem ents of the goods he sells. 
These he cuts out and pastes upon a 
large white cardboard, which has on 
it the price and o ther rem arks.

Form erly  the m erchant had printed 
from  three to  six window cards a’ 
week, at a cost of from  25 to  35 cents 
each. By his new m ethod he has cut 
down this num ber and the new cards 
are fully as attractive.

W alter Engard.

A bout three m inutes after starting  
an argum ent w ith a wom an a man 
realizes he is lost.

Special Sales
John L. Lynch Sales Go.

N o . »  So Ionia A ve.
Grand Rapids, Michigan

Jobbers in AU Kinds of
B ITU M IN O U S COALS 

AND COKE
A. B. Knowlson Go.

283-207 Power»’Theatre Bid»., Grand Rapid«, Mkh.
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Thanks to W hom  Thanks
A re D ue

All who are familiar with the confectionery business 
realize that the past year has been the most exasper
ating season ever experienced by that industry. Re
stricted raw materials, limited output, high wages 
and inadequate transportation service combined to 
render the year 1918 full of difficulties and dis
appointments.
W e left no stone unturned to meet the require
ments of our customers, so far as we could do so and 
strictly conform to the rules and regulations of the 
Federal Food Administration, and feel duly thank
ful that we were able to do as well as we did.
W e appreciate the patience and generous attitude of 
our customers under such trying circumstances and 
thank them heartily for their courtesy and kindness 
in permitting us both to pass through the ordeal 
without friction or ill feeling. This spirit of give 
and take is really the brightest spot in our career as 
purveyors of the trade.
W e bespeak a continuance of the pleasant relations 
of the past during the year to come and succeeding 
years.

PUTNAM FACTORY, National Candy Company, Inc.
G R A N D  R A P ID S , M IC H IG A N
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¡¿iftÍER, EGGS and PROVISIONS

Vim

Michigan Poultry, Butter and Egg Aaao- 
elation.

President—J. W. Lyons, Jackson. 
Vice-President—Patrick Hurley, De-
Secretary and Treasurer—D. A. Bent

ley, Saginaw. _ . _Executive Committee—F. A. Johnson, 
Detroit; H. L. Williams, Howell; C. J. 
Chandler, Detroit._______

Eliminating Waste In Dairy Products.
F irst steps for a nation-wide m ove

m ent to  system atize and improve 
conditions surrounding the collection 
and shipm ent of cream  for m anufac
tu ring  purposes, th at under present 
m ethods is attended by losses said to 
am ount to  m illions of dollars an 
nually, have been taken by the A sso
ciation of American Dairy, Food and 
D rug Officials. John B. Newman, 
secretary of the food officials organ
ization, has announced th at the m at
te r had been taken up w ith the Fed
eral Food and Railroad A dm inistra
tions.

A t the last convention of the As
sociation, which is composed of rep
resentatives of the U nited S tates De
partm ent of Agriculture and food and 
drug control officials of the different 
states, the subject of cream  waste 
was discussed and a resolution was 
adopted. This resoultion has been 
embodied in a form al letter urging 
prom pt and vigorous action sent to 
the heads of the Federal Railroad 
A dm inistration and the Food Adm in
istration  a t W ashington. The letter 
is as follows;

D ear Sir—A t the 22nd annual con
vention of the Association of Am eri
can Dairy, Food and D rug Officials, 
a resolution was adopted calling at- 

" tention to the great loss of a valuable 
food m aterial in the collection and 
shipm ent of cream for m anufacturing 
purposes, and recom m ending th at the 
D irector General of Railroads and the 
Federal Food A dm inistrator take 
such action as in their judgm ent will 
elim inate the loss referred to. Y our 
atten tion  is respectfully called to  the 
resolution which is as follows:

W hereas—T here exists throughout 
.a  large section of the U nited States 
an avoidable loss of valuable food 
m aterial in the course of the collec
tion and shipm ent of cream to  be 
used for m anufacturing purposes; and

W hereas—T his loss is detrim ental, 
especially a t this time, to  the in terest 
of our N ation and our Allies; th ere 
fore, be it

Resolved—T hat the Association of 
Am erican Dairy, Food and D rug Offi
cials, assem bled a t this 22nd Annual 
Convention in Chicago, 111., recom 
m ends th at the D irector General of 
R ailroads and the Federal Food Ad
m in istra to r investigate existing con
ditions and take such action as the

economic conditions m ay perm it to 
elim inate the above named loss; and, 
be it further

Resolved—T hat copies of these 
resolutions be forwarded by the sec
re ta ry  to the Hon. W m. G. McAdoo, 
D irector of Railroads, and the Hon. 
H erbert C. Hoover, Federal Food Ad
m inistrator, for their consideration.

Believing th at a few details will 
be of interest, I take the liberty  of 
supplying the following:

Much of the loss is due to careless 
m ethods th at could be easily correct
ed with the proper co-operation of 
milk and cream buyers, cream sta
tion operators, transporta tion  agents 
and railroad train  crews. Cream ery- 
men agree th at the principal trouble 
occurs in th at period of operations 
between the tim e when the milk and 
cream leaves the producer’s hands 
until it reaches the milk products 
factory.

U nder existing conditions a great 
am ount of the raw product is perm it
ted to deteriorate or spoil by reason 
of being held too long at shipping 
points or a t cream  stations. Cans of 
m ilk and cream  are often allowed to  
stand for m any hours on a station 
platform  because the railroad em- 
loyes will no t handle the product 
with prom ptness. T his situation is 
particularly  deplorable in rural te rri
tory  where the train  service is lim it
ed. Failure of the crew of a m orning 
train  to  take aboard the m ilk or 
cream, often m eans th at it will not 
be picked up by the crew of another 
train  until late in the afternoon or 
evening. If, as in the case of branch 
lines, a freight transfer is made, un
der the conditions complained of, the 
product is delayed tw enty-four hours 
before delivery to  the factory.

Milk and cream  being a highly per
ishable comm odity, if it is to  reach 
the consum er in good condition, 
prom ptness in handling is essential. 
The cream erym an can turn  ou t the 
best grade of bu tte r only from  
cream received in good condition. 
W hen we read th a t 85 per cent, of the 
627,000,000 pounds of cream ery bu t
ter made in th is country a year, will 
not grade extra, we realize that all 
of opr available resources are needed 
to arouse all hands to  the serious
ness of the situation and to adopt 
m ethods to  cut down this enorm ous 
waste. Y our co-operation to  these 
ends is respectfully urged.

John B. Newman, Secretary, 
Association of Am erican Dairy, 

Food and D rug  Officials.

Profitable Pullets.
Tw enty  white L eghorn pullets a t 

the experim ent station poultry  farm  
at Madison, W is., have already laid as 
m any eggs each as a t least one-half 
of the hens in the U nited S tates av
erage for the whole year. T he 80- 
eggs-a-year farm  hen has been put to 
shame by the perform ance of 107 
Leghorn pullets, which laid 2,879 eggs 
betw een the last of A ugust and the 
first of November, averaging 27 eggs 
each in the two m onths. W ith  the 
price of eggs ranging around 50 cents 
a dozen, the pullets have been w orth 
about $120.

The lo t of 20 pullets laid 950 eggs 
up to Nov. 1, an average of 47^4 eggs 
apiece—an especially high record, 
points out O. N. Johnson, of the 
poultry  departm ent, when it is re
m em bered th at pullets are not usually 
expected to  lay until they are a year 
old.

The success of the experim ent, Mr. 
Johnson says, is due greatly  to the 
early hatch. M arch and April pullets 
have a better chance to develop into 
early layers. The pullets were chosen 
from  good egg-laying strains.

The ration has been strictly  w ar
time. A t presen t it consists of a 
light feed of corn, barley and oats. 
T his the pullets are given each m orn
ing, scattered  in a deep litter of straw. 
Late in the afternoon they have a 
heavier teed of the same m ixture. Be
sides, this, they are allowed to  eat 
all they w ant of dry m ash made of 
equal parts cornmeal, bran, gluten 
feed, and m iddlings, with a small 
am ount of meat' scrap and a little salt. 
T hey have had no food or shelter 
th a t the ordinary farm  could not 
supply.

Market Trip For Fresh Eggs Only.
D evelopm ents in the N ation’s egg 

situation show the need, probably a t 
very attractive prices, for all the fresh 
eggs th a t can be produced. Poultry- 
men are asked to gather eggs often 
enough to prevent freezing and to 
exercise unusual care in preventing  all 
kinds of waste. M ore than  ever be
fore, it  will be unpatriotic and w aste
ful to  sell eggs of doubtful quality. 
Eggs that are unfit for hum an con
sum ption, or which m ay soon become 
so, w aste transporta tion  space, clog 
the channels of trade, cause lower 
price to  producers and thus discour
age production.

An understanding by farm ers and 
poultrym en of these general condi
tions should be of immediate benefit 
to  the poultry  industry as well as 
result in additional food and m ore 
stable m arkets.

m any of the m anufacturers had a 
considerable quantity of m aterial on 
hand an appeal was made to  W ash
ington, and the tim e was extended to  
Jan. 1, 1919. T he changing condi
tions brought about by the close of 
the war, have caused a repeal of th at 
ruling, as indicated by the following 
announcem ent from  the Food Adm in
istration, under date of Nov. 25:

“Special Rule 5 by which the m anu
facture and sale of p rin ts of bu tte r 
weighing less than one pound on and 
after Jan. 1, 1919, is prohibited, is 
hereby repealed.”

Featuring One Article At a Time.
A southern departm ent store has 

dem onstrated  the fact th at to estab
lish an advertised feature it is not 
necessary th a t the store offer an un
common value. I t  has shown that 
it is necessary, only, th at the value 
be a fair one, and th at if the advertis
ing be good, which, of course, means 
persisten t as well as attractive, the 
m erchandise featured can be made to 
draw trade in a rem arkable way.

Some m onths ago the store in 
question began to feature neckwear 
at 50 cents, and gave the line a name, 
“Town T alk  T ies.” I t  was the usual 
run of 50-cent goods, well selected 
and carefully bought to be sure, but 
just such neckwear as o ther stores 
could buy whose! outlet was con
siderable, and who thus obtained 
such consideration as buying in ra ther 
large quantities affords any store.

T he advertisem ents have been 
headed, “Tow n T alk  T ies,” the words 
being printed in an attractive script, 
and the name, by the way, being 
copyrighted.

T he advertising copy has featured 
the fact that people were talking 
about the ties One announcement, 
for example, said th at all the people 
in tow n were not talking about 
“Tow n T alk  T ies,” but th a t surely 
half of them  were, and th at their talk 
prom pted others to wear the ties and 
talk, and that, sooner or later, “Town 
T alk T ies” would be the talk  of the 
town.

The name, coupled with frequent 
advertising announcem ents of gossi
py, in teresting  character, and backed 
up w ith m erchandise th at was well 
selected, has brought new people in
to  the haberdashery departm ent of 
the store in  such num bers as to  
double the business of the depart
ment. T he plan has dem onstrated 
the fact th a t the best way to  adver
tise a departm ent, very often, is to 
feature one article ra ther than under
take to  advertise the whole depart
ment.

Affecting Print Butter.
Some tim e ago the Food Adm inis

tration  made a ruling th a t no prin t 
bu tte r less than one pound should be 
sold after Nov. 1, giving as a reason 
for this action the necessity of con
serving paper and saving labor. As

The Gentle Critic.
“You have read my new story?” 
“Yes.”
“W h at do you think of it?”
“To*be perfectly  candid w ith you, 

I think the covers are too far apart.”

A woman cares no th ing about a 
m an’s first love if she is sure of being 
his last.

FOR SALE—Five cars Y. & R. Onions, also turnips in
lots of 1 sack to a carload. Write, wire or phone.

E. A. Livingston (grower)
St. Johns, Mich.
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Y o u r P rofits A re N o t  in  
G ood s Sold T o  Y o u —B u t

in  T h o se  Sold  For Y o u
■■■■■■■■■■■I

IT ’S E A SY  to sell you goods, if you look at the price alone. But the 
shrewd merchant asks himself: “D o my customers know about them? 

W ill they accept them readily when I offer them—or will I have to plead 
and promise to get them to take them?
M oney tie d  up in  shelf-clingers is loafing capital. I t 1 
no t only eats up  profits, b u t costs you in te res t. 
T w elve sto ck -tu rn s in  a  year a t  10%  m argin  is 120%  
on m oney invested , w hereas six tu rn s a t 15% is only 
9 0 % . N ationally -advertised , know n, acceptable goods 
m ove off your shelves— th a t ’s why th e y  are th e  m ost 
profitable.

Oval L abel p roducts are  sold for  you as well as 
to you.
A rm our gives you a  m ark e t w ith  th e  goods, because 
a ll o f A rm our’s top -g rade  products are advertised  u n 
d er th e  Oval L abel. O ne b ran d — one line— one 
s tan d ard  quality  for th e  consum er to  rem em ber, and 
ask for.

Pat this force to work in your store.
Sell Armour Oval Label Products.

A R M O U R ^ ®  C O M P A N Y

CHICAGO
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WOMANS WORLD

Don’t Ruin the Child By Giving Ip 
To It.

I rem em ber once being present 
when a baby—a very little baby—un
dertook to  compel his parents to  do 
what he wanted them  to do. I t  was 
the first real struggle between the 
baby’s will and the judgm ent of his 
father and m other.

He had been put into his crib for 
the night, but decided th a t he would 
be taken up and entertained. So he 
set out to  yell. And he yelled fo f a 
solid hour. I think his m other would 
have given in; but his father, after 
m aking sure th a t the child was not 
in any kind of pain or fright, insisted 
that they m ust see it through.

“H e is ju st try ing  to wear us down,” 
he said, “and if we give in we are 
lost for good and all.”

T hat child seemed to  have an in
exhaustible voice and determ ination 
and made the m ost of them. I t  was 
ra ther harrow ing. I am not sure I 
could have held out so long myself.

Suddenly, you could fairly hear that 
baby decide th a t there  was nothing 
in it. H e stopped as if som ebody had 
chopped off his voice.

“This isn’t getting  me anywhere,” 
he was saying to  himself. “Guess I ’ll 
quit.”

Those parents told me th at it never 
happened again. The child had dis
covered by experiment, to his final 
satisfaction, th a t however much he 
m ight want anything of those two im
perturbable people ,tha t wasn’t the 
way to  get it!

If those paren ts had given in to 
him on th at occasion, and on the 
next, and the next—for one of these 
surrenders leads inevitably to  an
other—I know th at child would have 
grown up into a “tease”—a whining, 
crying, coaxing tease: instead of the 
brave, sweet, self-controlled lad he 
has come to  be.

W e use the w ord “tease” in two 
ways, and both uses apply to  things 
thoroughly bad. I am not sure which 
is worse, or m ore injurious to  the 
character of the child and the atm os
phere of the home.

F irs t is the teasing th a t the child 
indulges in tow ard his elders o r o th 
ers to  gain some object th a t he can 
not gain w ithout it. Coaxing, it is 
som etim es called—“ Please, m other, 
oh, please, please!” You have heard 
it a thousand times. And a thousand 
tim es you have seen m other weakly 
give in. You knew when you heard 
that half whining, cajoling tone that 
m other was going to  give in. Like as 
not, you knew to  begin w ith th a t she 
was ju st th at kind of a person. H ow  
much better the child knew it! F o r 
years th a t little  girl had been study

ing her m other—none m ore keenly— 
and knew exactly how m uch trem olo, 
how much th rea t of tears, to put into 
her voice; ju st how much pout to 
frame upon her lips. T hey both knew, 
too, th at if the teasing and the pout 
didn’t work, there was a fit of sulking 
or of tem per in reserve. I t  always 
worked.

“Yielding to  teasing, perm itting 
petty  arguing, all foster evasion, false
hood, carelessness, and disrespect for 
authority ,” says a teacher of psychol
ogy who has studied hundreds of 
children; and w hat she says is abso
lutely true.

Paren ts and nurses, and som etim es 
teachers, give in to  teasing children, 
even when they know th at it is not 
the righ t thing, o r best for the chil
dren. They are too indolent, easy
going, or weak-m inded to  stand up to  
w hat they know to be the m erits of 
the case. But w hat of the long chain 
of consequences to the child?

A child should never get by teas
ing or coaxing w hat he could not 
have w ithout it. Much worse is it, 
after the teasing and coaxing have 
failed, to yield to sulks or fits of tem 
per. They all are of a piece—th o r
oughly bad habits. T hey should be 
nipped in the bud, or cured if they 
have got a start.

W atch  those first little tim es when 
the baby is two years old or less, and 
begins to  use wiles of one kind and 
another to  overweigh the judgm ent 
of his m other. Every time you yield 
you are weakening the essential char
acter of the child—and your own, too.

There is another side to  it—your 
side. Are you given to  saying “Nb” 
when you m ight as well say *Yes?” 
T hat in itself is a bad habit, and I 
imagine that a  good m any tim es you 
yield to  the childs im portunity; you 
do it because you know th at y o u r re
fusal was unreasonable; th a t you 
ought to  have said “Yes” in the  first 
place. Study yourself in this regard; 
you m ay find that half the trouble is 
with yourself.

But when sure your “No” is right 
and you have said “No,” le t is mean 
“No.” L isten to  reasons, but listen to  
them  before you have made your de
cision. Let your child learn—and he 
will soon learn—th a t m other doesn’t 
say “No” w ithout good reasons, and 
th at when she has said “No,” th at 
settles it.

Establish with your child a repu ta
tion fo r being reasonable; such a 
reputation th a t will accept your judg
m ent as wise and right. W h at an add
ed value then will a ttach  to  those oc
casions in which you discover th a t 
you have been wrong, and change 
your mind! I would n o t have you

either weak-minded or pig-headed.
L ast sum m er I saw for the first 

time since she was a child a lovely 
college girl. W hen she was a little 
thing she used to  get her way by 
teasing, sulking, and flits of wild 
tem per. She was doing it still; but 
the teasing has turned to petty  
evasions and intrigue, and the sulks 
are even m ore unlovely than  they 
used to  be. The whole th ing  is 
a legacy from  parents who used to 
give in because they were too 
lazy to  tra in 'th e  child to  self-control 
and them selves to  rational relations 
w ith their daughter.

T he o ther kind of teasing is that 
th at older people inflict upon chil
dren. I t  is ju s t as bad, and w ith it 
goes the dreadful habit of scolding 
and nagging by paren ts and o ther 
elders. F a thers who tease the daugh
ters they  adore are erecting  a barrier 
th at never quite comes down. Some 
may imagine th at this sort of thing 
helps to  develop character and self- 
defence in children. I t  does not. I t  
ruins tem pers.

I know one m other who had a boy 
who teased his sisters. She organized 
a club of a dozen boys of the neigh
borhood, and *got them  in terested  in 
the tales of the K nights of the Round 
Table, and m any m odern knights as 
well. F rom  th a t it was easy to  lead 
the lads to  the idea of chivalry to 
ward all women and consideration for 
others.

I t  is all in the spirit of the home. 
Never com bat bad tem per w ith bad 
tem per; noise w ith noise, snarling 
with snarling. N ever to lerate w rang
ling or nagging or teasing am ong 
your children.

I t  begins a t the beginning. N oth
ing should be done to the baby, such 
as violent rocking, tossing, tickling, 
or boisterous play, to  excite his 
nerves. Q uiet self-restraint, firm han
dling, calm decisiveness in action and 
decision—these are the conditions in 
which to  tra in  a tem peram ent into 
which there will not en ter even the 
beginnings of teasing, fretting, or1 in
considerateness.

Prudence Bradish.

Desirability of Possessing T he. Will 
to Learn.

Written for the Tradesman.
The fundam ental th ing  in the edu

cative process is the will to  learn.
M erchants everywhere are now 

replacing seasoned salespeople with 
green, inexperienced help.

And these people—m any of them  
—have had little  o r no previous sel
ling experience.

Y our lines are new to them ; the 
environm ent strange; and thq policy 
of your store  a new th ing  to  them.

T hey m ust be assim ilated to  the 
organization of which you hope to  
make them  a part.

T hey m ust be coached, trained 
and developed as quickly as pos
sible into store effectives.

W hat is it you appreciate m ost in 
these new recruits to  your store? 
Teachability.

T heir will to  learn m akes an in
stant h it w ith you.

T hey m ay be clumsy and awkward, 
and not overly quick a t figures, but

you can overlook a m ultitude of 
shortcom ings if they seem to w ant to 
get on.

T here is hope of a man if he have a 
will to  learn; but if not, he is a poor 
stick, and the job he hath to-day he 
is likely to  lose on the m orrow.

There are m erchants who are lack
ing in the will to  learn—thinking, 
forsooth, they  know pre tty  much the 
whole works when it comes to  sto re
keeping.

Verily such a m erchant is sched
uled for a painful disillusionm ent; 
for some day when he least expects 
it, some wise guy will come along 
and put one over on him.

T he m an who hath  a will to  learn 
looketh diligently into the  pages of 
his trade paper, finecombing the 
columns for new and helpful ideas.

But the wise guy who opines the 
ed ito r and his staff cannot throw  
any light on dark problem s of m er
chandise casteth the paper into the 
waste paper basket.

I t  som etim es comes about th at a 
clerk gets so wise in his own estim a
tion, the boss cannot teach him any 
new ideas.

Such a salesperson fossilizes before 
his tim e; therefore the job he held 
down so long abruptly  goes to 
another.

The wise m an keeps his eyes and 
his ears open; yea even the pores of 
his disposition, taking care lest any
th ing  of value escapeth him.

H e learns from  people old and 
young, rich and poor, high and low; 
even the little to ts who frequent his 
store unw ittingly im part elem ents 
of instruction.

Such a m an does not fossilize with 
respect to  his noodle, but keeps on 
grow ing intellectually and in skill 
as a m erchant although his hair and 
his beard have been frosted by many 
winters.

In  little  people the will to  know 
expresses itself in questions that 
come so fast it m aketh the adult 
tongue weary to  answ er the same.

I t  would not be a bad idea for the 
m erchant to  conduct betim es a sort 
of Questionaire, asking the people 
w ho trade w ith him how they think 
he m ight improve the service.

Consum ers have ideas as well as 
m erchants. I t  may be th a t your, busi
ness looks a bit different from  the 
o ther side.

Maybe the people w ant sorts .and 
kinds and qualities of m erchandise 
you haven’t  got.

No man can see his own blind- 
spot. Self-criticism isn’t nearly so 
good as the judicious criticism  of a 
friend.

Keep the pores of your intellect 
open during business hours, and close 
them  not when you shut up the store; 
for in so doing m any a dealer has 
m issed a profitable tip.

M aintain the will to learn as con
scientiously as you keep your credit; 
for th is also is a profitable th ing  
under the canopy. F rank  Fenwick.

Som etim es it is b e tte r late than 
early. T he b it of repartee you th ink  
of ten m inutes too  late m ight have 
cost you a friend.
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Wheat Flour and Sugar
Have Played a Prominent Part in

Winning the War
We have all Met the Conditions Cheerfully—The 
War is Over—The Restrictions are Withdrawn—
And Business is Better Than Usual.

Our well known Brands of Flour have stood 
the Test of the War Restriction—If you want 
the flour business in your community; take on one 
of our well known brands.

Ceresota Fanchon Sleepy Eye 
Red Star Aristos Puritan 

Barlow’s Best 
Old Tyme Graham

Business Better Than U sual

Judson Grocer Co.
The Pure Foods House 

Grand Rapids, M ichigan
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THE PASSING TRADE.

Duty of Progressive Merchant To 
Attract It.

An analysis of the term  “passing 
trad e” m ay give us a broader view 
than is generally derived from  this 
familiar phrase am ong m erchants of 
all classes.

T his allegory is,, as a general rule, 
applied to  those who pass our place 
of business.

L et us look beyond th is line of 
vision and delve into the nooks and 
corners, if you please, th at we may 
find o ther lines along which to  work 
in the task of bringing this passing 
trade within our grasp or a t least to  
b ring  them  within the radius gener
ally traversed  by those to  whom this 
phrase is applied.

W hat classification are we to  give 
to  the traveler, for instance, or the 
class of trade th a t is generally known 
as transien t who may never pass ou? 
sto res but for some drawing power 
entirely  away from  this center th at 
has had its effect.

T ransien t trade m ust be attracted  
by outside m ethods of advertising. 
F o r instance, his attention  m ay be 
drawn to a particular store by the 
large signs th a t are so commonly 
seen along the right of way. But 
while his a ttention  may be called to 
a particular business house by such 
m ethods, it is not always th at the 
im pressions made are such as will 
induce the individual to  look up this 
store when he is about to  make a 
purchase. Slovenly or poorly kept 
signs will no t serve as a m agnet in 
drawing the class of trade th at is in 
search of m erchandise th at possesses 
character. I t  is also true that this 
m ethod of advertising has its effect 
not only on the transien t or the cas
ual visitor in city, but also upon the 
regular flow, as traders th a t come to 
us over country roads, who drive 
miles probably and are constantly 
having their view arrested  by these 
familiar signs. R egular traders are 
influenced »in the same m anner as 
transien t trade, although it m ay be 
th a t they are not so readily im press
ed along unfavorable lines, because 
they  have become accustom ed to 
m aking a certain store their trading 
center. B ut let them  continue to  look 
upon torn-dow n signs or signs th at 
are  only half covered w ith paint, and 
in tim e it is sure to  have its influence 
along unfavorable lines.

Cleanliness.
T here  are conditions upon which 

financial standing has absolutely no 
effect. In  this connection I refer 
particularly  to  the m atter of cleanli
ness. T here  is no m ore excuse for 
the  employe who occupies the m ost 
m eager position presen ting  himself, 
as m any do, in a condition th a t is 
loathsom e to those w ith whom he 
comes in contact, than  there is for 
the highest official in the  same e s tab 
lishment.

Now, let us look to  the h igher 
official himself.

T here is no one scarcely but who 
realizes to  the fu llest ex tent the  im 
portance of such an  official p resen t
ing  him self a t all tim es, and under

all circumstances, in a clean and well 
kept condition.

Place the passing trade  th at we 
are dealing w ith in a position where 
they are associating w ith m en of th is 
stamp, and find one who has paid no 
attention  w hether his hands are 
clean, his clothes neatly pressed, and 
who looks as if he had neglected to 
purchase his last week’s shave or 
haircut. F o r a tim e it m ay be that 
because of his slovenly appearance, 
he passes apparently  unnoticed, but, 
eventually someone will begin to 
make enquiry as to what position he 
occupies in the business world. W hat 
kind of an impression does it make 
upon the minds of strangers regard
ing the class of trade he caters to, 
or the business he conducts? I have 
seen m en of this stamp, and have 
visited their offices or places of busi
ness, and found conditions and sur
roundings to  be just as unattractive 
as the m an with whom I had hoped 
to  do business. I t  is needless to 
mention the kind of impression such 
surroundings make.

A ttractive Displays Sell Goods. 
Then, too, we m ust appeal to  an

o ther class that may be known as 
“passing trade.” These are the peo
ple who are actually on the inside of 
our stores.

For instance, a custom er enters in 
search of articles of m erchandise that 
are on the top floor. She has this 
one particular object in view—th at 
of purchasing the th ings that she is 
in need of at that time. She passes 
through the aisles of the main floor 
to the elevator w ithout bestowing as 
much as a glance upon the  m erchan
dise th at is displayed on every side. 
W hy? T he answer is apparent. T here 
has not been an article of m erchan
dise displayed in an attractive enough 
m anner to  a rrest her atten tion  long 
enough to  cause her to  pause o r as 
much as look a t it.

A ttractive displays bearing neatly 
printed cards, which explain briefly 
their uses and tell the  price, are all 
silent salesmen th a t bring  m any an 
unexpected dollar into the cash 
draw ers during the course of a day’s 
business.

N ewspaper A dvertisem ents.
Then, too, there  is the casual read

er of the daily papers or magazines 
who perhaps never paid any particu
lar a ttention to  the advertisem ents 
th a t continually appear.

A m erchant m ay be a persisten t 
advertiser, and he m ay be an honest 
or dishonest advertiser. H e m ay of
fer m erchandise at phenom enal re
ductions in price or exploit the m ag
nificence of the new m erchandise that 
has ju st arrived in his store. All this 
m ay be done in the m ost fluent and 
appropriate  language th a t tongue 
can express, but—let the general ap
pearance of his advertisem ents be 
unattractive, and the reader who is 
no t directly interested will pass them  
by  w ithout glance. Careful attention  
is necessary to  the layout, the size 
o f type used, and the position the ad
vertisem ent is to  occupy in the paper.

S tore F ron ts.
Show windows and store  fronts! 

H ow  im portant a p a rt do they  play

in the a ttrac tin g  of passing trade. A 
store’s aggressiveness is m easured in 
no be tte r way than  by the  im pres
sion made by its front. T his applies 
to  every detail—its windows, its en
trance, etc.

Clean and inviting store fron ts and 
windows a ttrac t trade.

T he value of appearance is obvious, 
w hether it be th a t of a person, a city, 
or a store, and each is judged by the 
fron t it presents to  the community.

A prosperous business m an usually 
looks the part, a progressive city  is 
also neat and clean. If  a store is to  
succeed , it is im portant th at the 
building in which it is housed reflects 
prosperity. Many a m erchant has 
struggled against fate and finally 
given up all, because the appearance 
of his store and show windows did 
not invite confidence, while his neigh
bor with no bette r m erchandising or 
business policies succeeded because 
he showed a clean and inviting front, 
and people liked to  go there. I t  is 
hum an nature to  want to  be seen w ith 
well groom ed people, and it is also 
hum an nature to  like to  trade w ith a 
m erchant who has a well groom ed 
store.

Individuality in store fronts is of 
trem endous value in a ttrac tin g  new 
trade.

T he windows should be made a t
tractive. D on’t  evolve a layout and 
then stick to  it through thick and 
thin. T here  is always room  for im
provem ent in the display of m er
chandise, because one can never be 
certain ju st when a layout has a t
tained the acme of selling excellence. 
M oreover, when m erchandise is dis
played in accordance w ith one set 
style, it fails to  in terest the beholder. 
V ary  the character of the setting, 
strive for individuality, introduce 
novelty fixtures. One of the essen
tial qualities of good display is new
ness or newsiness.

A new spaper w ith every sto ry  w rit
ten in the same m anner would be very 
dull and uninteresting. T he display 
m anager who m akes every window 
different, w ho is ever striv ing  to  
make his lay-out refreshing and dif
ferent, m akes his windows in terest
ing. T he best way to  assure this in
dividuality in display is to  give the 
assistants in the departm ent full play. 
L et them  show their originality.

Make your show windows a stage. 
Beyond a doubt the show window is

a m iniature stage, and the display 
m an is the scenic a rtis t and stage 
director. H e sets the scenes, and 
then places his actors and p roper
ties. H e can learn much from  the 
stage m anager in regard  to  artificial 
lighting.

W indow  Lighting.
L et us follow th is analogy and see 

w hat points are similar.
T he stage m anager carefully con

ceals his lights, he never annoys the 
audience by perm itting  brigh t lamps 
to  be visible. Make it possible for 
the person on the sidewalk to  view 
your display w ith comfort. Do not 
waste a lot of light up in the flies or 
out in the auditorium , but provide 
each lamp, or group of lamps, with 
a reflector to  utilize as much light 
as possible. Equip your windows 
w ith reflectors th a t will direct the 
light on the display; don’t  spill it out 
on the sidewalk, or up in the ceiling. 
The object of a window is to  a ttrac t 
a ttention  by its strik ing  appearance. 
But see to  it th a t the strik ing  ap
pearance comes from  the m erchan
dise.

Use of Colors.
Vivid colors demand attention. A 

som ber display of shoes has no ap
peal. D raping the window with rich, 
unusual lines, and displaying various 
colored silk hose w ith the shoes puts 
pulling power behind the display.

A New Y ork store made a canvass 
of its trade and found th a t men pre
ferred blue, and women red. This 
firm has found th a t in its window for 
women it is advisable to  use richer 
and m ore varied colors than  are em 
ployed in windows for men.

Extrem ely  small windows ham per 
the display. W indow s will appear 
larger when a background of reced
ing colors is employed—soft grays, 
greens, and blues. A touch of white 
near the face of m odels will heighten 
their color. W hite neckwear, how
ever, only increases the sallowness 
of an ocherous com plectioned model, 
while yellow near the face relieves 
the sallow effect by contrast.

Studying H um an N ature.
H um an nature  is so m uch alike 

everywhere th a t it is possible to  make 
capital of it on a big scale in retail 
business. If  one w ill only study 
hum an nature, he can conduct his 
business w ith som ething approach
ing precision and get away from  the 
old hit-or-m iss m ethods.

Heystek & Canfield Co.
G ra n d  R ap id s , M ich .

^ -0 M t e w ic n /
Q u a l i t y

Wall Papers Paints Window Shades
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United Light & Railways Company
GRAND RAPIDS C H I C A G O  DAVENPORT, IOW A

First and Refunding Mortgage 5% Gold Bonds
DUE JUNE 1, 1932

6% Bond—secured Gold Notes, Coupon
DUE JANUARY 1, 1920

6% Bond—secured Gold Notes, Series “A ”
DUE MAY 1, 1920

7% Bond—secured Gold Notes, Series “B”
DUE APRIL 1, 1923

6% Convertible Debentures
DUE NOVEMBER 1, 1926

First Preferred, 6% Cumulative Stock
DIVIDENDS PAID SINCE ORGANIZATION

ALL REPUTABLE BROKERS BUY, SELL AND QUOTE ON ABOVE S E C U R IT IE S .

We Divide Our Profits With You
This company was founded on the principle of an equitable division of all of its profits with the policy holders.

Under this system, backed by careful selection of risks and economical management, we have been able to save 
our policy holders each year

Twenty-five Per Cent on Their Premiums
There is every reason to believe that we will be able to do even better than this in the future.

We adjust and pay all losses promptly.

This is a MERCHANT’S company. It was organized and is officered exclusively by retail merchants. It is 
the outgrowth of a demand for relief from excessive fire insurance rates and unfair adjustments.

We now have over $3,000,000 of the very best class of fire insurance on our books. Our losses are very low 
and our assets are ample to meet all demands promptly. We are earning good profits, and we divide those 
profits equitably with our policy holders. Correspondence Solicited.

Grand Rapids Merchants Mutual Fire Ins. Go.
W m. A. Haan, Sec’y  and Treas. 325-328 Houseman Building, Grand Rapids, Mich.

c



36 M I C H I G A N  T R A D E S M A N December 11, 1918

F o r example, the  old-fashioned 
way is to  place on sale w hat the 
storekeeper thinks the  custom er will 
want, or ought to  want, and then 
wait for the custom er to  come in and 
buy it. T he m odern way is to  know 
in advance, in so far as possible, ex
actly w hat the custom er is going to 
want, and then provide ju st that. A 
good retailer should know m ore 
about the average custom er’s needs 
than  the custom er herself.

T here  is no deep psychology about 
the idea of finding out w hat people 
like. I t  is ju st plain common sense. 
Y et it is a com parative novelty. T he 
tendency has been to  proceed along 
lines of haphazard guess work. I 
would spare no reasonable expense 
to  ascertain ju st what my custom ers 
thought of the stuff I  was offering— 
which things they liked best. I would 
aim not only in a general way but 
w ith precision.

B ut in addition to  finding out w hat 
kind of m erchandise people like, you 
have to  give them  quality. I regard 
quality as m ore im portant than  al
m ost anything else in the business.
I  would ra th e r make an article as 
good as it can possibly be made, 
even though the cost be prohibitive, 
and m ake m y profit by unique sell
ing and operating m ethods than  to  
produce inferior goods and make 
m oney by selling these goods a t a 
low price. Business m en can learn 
no be tte r m otto  than  “Q uality F irst, 
A lways.” T he man who knows ex
actly  w hat he is about, where he is 
going, and how he intends to  get 
there will stand a good chance to  out
strip  the o ther fellow.

T his detail of scientifically investi
gating  people’s w ants is only one of 
hundreds of ways in which we try  to 
capitalize hum an nature. W e find it 
wise to  know no t only th a t people 
like a certain thing, but why they like 
it.

Thousands of articles are sold be
cause they  appeal to  some one or 
m ore of the  five senses ra ther than 
to  the reason. W om en especially are 
reached through their senses. They 
buy fabric because it looks p re tty  or 
feels good when they take hold of it. 
A m an is m ore likely to  consider 
such advantages as cheapness or dur
ability—things, you see, which reach 
his reasoning powers.

Men buyers, however, are by no 
m eans immune to  this appeal to  the 
five senses, although they are not 
reached in ju st the same way as 
women. T he m asculine tastes are 
m ore vigorous. A m an prefers a 
rich, deep color, where a woman 
would wish a pale pink or baby blue.

I t  is a good idea to  have articles 
th a t m ight be called for in suggestive 
groups. F o r instance, when a woman 
comes in tc purchase a dress pattern, 
she can find patterns, trim m ings, bu t
tons and thread  on the same counter 
or nearby, where the eye can easily 
take note of them ; clerks should 
make suggestions about o ther a rti
cles the  custom er m ight need, being 
careful, however, no t to  be too press
ing. I t  is not difficult to  tell which 
custom er will welcome suggestions 
and which will not. W hen a  wom aq

walks up to  a counter and sta tes in 
an authoritative tone that she wishes 
to  buy a certain article, and has the 
air of knowing w hat she wants, we 
know that it m ight irrita te  her if we 
made any suggestions. But on the 
other hand, there is the customer 
who is not certain about w hat she 
needs and suggestions will actualh  
be of great assistance to  her.

A friend of mine went into a sport 
ing goods store to  buy some fishing 
tackle. H e had never been fishing 
before, and hadn’t the rem otest idea 
of what to  buy, so the clerk entered 
into the spirit of the occasion and 
told him. And my friend was m ighty 
glad he did. T he clerk not only sold 
m ore goods, but conferred a favor. 
T here  is a funny th ing  about m aking 
a suggestion—if it is no t tim ed just 
right, it does not lead to  m ore sales.
I t  should be made w ithin a few 
seconds after the custom er has made 
the first purchase.

A great m any m erchants have 
good ideas from  time to time, but the 
ideas do not prove successful for the 
reason th a t they  are not made use of.

Naturally, the success of any idea 
depends in a great m easure upon 
having the  righ t kind of employes to 
carry it out. I have come to the con
clusion th a t the m ost valuable two 
item s in an employe’s character are 
enthusiasm  for his w ork and confi
dence in his employer. Unless he 
feels confidence in his employer and 
believes th a t his employer will trea t 
him fairly, he will n o t give the best 
th a t is in him. Somehow an em 
ploye who doesn’t believe in his em
ployer is alm ost certain to  be m ore 
or less indifferent tow ard  «  cus
tom er. If  he believes in his employ
er, however, and lacks enthusiasm , an 
employe will also fall short. A good 
executive not only feels an enthusi
asm over what he is doing, but is 
able to  make this feeling contagious.

T he best way to gain the confi
dence of employes is to  place confi
dence in them . I believe in allow
ing those who are under me to  work 
out their problem s in their own way.

No salesman should be discourag
ed because he lacks the th ing  called 
personality  by which he may in
gratiate him self with others. If  he 
thoroughly understands the goods he 
is selling and believes in them  and 
in his employer, he can run ahead 
of the fellow who depends on his 
personality.

I believe th at a m an should be just 
as careful in choosing an employer 
as the employer should be in pick
ing those who shall w ork for him.

Any wise employer is willing to  
pay the highest m arket price for 
genuine enthusiasm .

P. W . Gifford.

U ps and D ow ns of Profit—Figuring 
R eal Cost.

Ike Newton enjoyed the  reputation 
am ong his little  circle of acquaint
ances of being considerable of a wise 
guy, yet it was absolutely necessary 
for the spire to tum ble off the top of 
the F irs t Presbyterian  Church before 
Ik e  got really  up to  the idea th a t the 
crashing of said steeple to  earth  was 
p o t  m erely an incident in passing,

A fter rearranging his m ousseline- 
de-soi neckerchief and dusting the 
concrete from  his knickerbockers, he 
began a soliloquy th a t ran som ething 
like this:

“I  saw the dang thing fall, and in 
falling down it came near m aking me 
a candidate for the embalming fluid 
—no question about that. But why 
shouldn’t th a t bloom in’ steeple have 
fallen up instead of down? Ah, boy, 
m ethinks I ’ve asked m yself some
thing! W hat force pulled th a t steeple 
down?

“H is answer is all plain as day now; 
any pupil in the interm ediate will ex
plain to  you about gravity. 'Tw as as 
easy as m aking an egg stand on end 
—after you know how.

“T here are thousands of m erchants 
to-day w atching their business struc
tures sway back and forth , toppling 
over and crashing down tow ard M oth
er E arth . Some, not so unfortunate 
as to  have everything go to  smash, 
are saved from the realization o f an 
actual calam ity by so small a m argin 
th at it is of but small consequence.

“W hy is it, after w orking from  
early light to  long into the night, 
six and seven days per week with 
clutch in high gear and taking every 
possible advantage of the sm ooth 
stretches, th at I can’t get by a t the 
end of the year w ith enough left to 
even a ttrac t the district agent of the 
income collector? W hy don’t  my 
earnings go up instead of down?

“W hat hidden force is there th a t is 
eternally  pu tting  the kibosh on all 
my efforts? W hy does it cost? Ah, 
boy, I have asked myself som ething? 
Costs! Costs!”

I t  is all as plain as day when once 
you know; ju st as plain as the Ike 
Newton incident or Chris Columbo’s 
egg story.

W hat are your costs? Cost; the 
actual cost to  you of the m erchandise 
you are selling; the  m oney you have 
to  part w ith in order to  make a sale 
or a ttem pt to  m ake a sale. Do you 
realize th a t it is costing you like the 
very devil to  make those a ttem pts to 
sell, and every cost of the unsuccess
ful a ttem pts m ust be added to  the 
costs of sale you actually do make?

Then, again, how are you keeping 
watch of these costs, w hat kind of 
spy system  have you w orking n ight 
and th a t is telling you w hat these 
costs are doing to  you? A re you one 
of a thousand or m ore who are going 
to fail next m onth because you have 
allowed your costs to  rob you righ t 
out of a living for yourself and fam 
ily?

Are you try ing  to  dodge the cost 
question? A re you fooling yourself 
all the tim e about w hat your costs 
are? A re you covering them  up in 
the m anner the ostrich hides and feel 
’ha t you are going to  get by?

Or, have you a positive, accurate 
system  for figuring costs th a t keeps 
before you a t the end of each day’s 
work a record of w hat’s what, and 
why? H ave you such office m achinery 
as will give you to  the last possible 
detail all the valuable inform ation it 
is necessary for you to  know con
cerning your own business in order 
th a t it is going to  be possible for you

to com pete w ith your neighbor who 
is be tte r equipped than you to  get 
such inform ation?

T he tim e is righ t here, Mr. M er
chant, when you m ust know, if you 
are going to  stay in the running. E v
ery m erchant, in order to  be success
ful, m ust be equipped w ith such means 
as will accurately determ ine his costs 
and, believe me, an accurate deter
m ination does not m ean guessing a t 
w hat costs are nor ostrich-hiding 
them  when they are known!

Some dealers are so all-fired afraid 
of finding out w hat their actual costs 
are th at they  don’t dare install a 
m eans of finding out; they  are only 
postponing the fatal day and hoping 
that some m iracle is going to  save 
them. I want to give you a good 
stra igh t tip: T his m iracle game isn’t 
as popular as it once was.

T his is not all bunk, men, and a 
lo t of you fellows who are reading 
this now know it is gospel tru th .

Answer these questions. Do you 
figure as p a rt of your cost to  sell or 
as cost of your goods any in terest on 
the investm ent you have in your stock 
in trade? If  not, why not? You are 
taxed on it. If  it is good enough to 
tax, it is good enough to  figure in te r
est on.

Do you regularly  charge off to  your 
expense account o r depreciation ac
count a depreciation on the stock car
ried in trade? If  not, why not? T he 
depreciation is there.

Do you charge in your com pensa
tion insurance to  the cost of your 
goods? Also your fire insurance pre
miums, taxes, your own salary, break
age, bad debts, rents, postage, sta tion
ery, delivery, contributions, telephone 
rental, advertising, clerk hire, equip
m ent depreciation, gas and electricty, 
water, railroad fares and a score and 
m ore of such o ther item s? This, to 
many, sounds foolish to  ask in this 
day and age but there are thousands 
of ’em—yes, thousands of ’em—that 
are not doing it.

And those who are not doing it are 
stung and stung proper. T he only 
reason they are now side-stepping the 
delinquency court is because they are 
too inconsistent to  fail—but they  are 
courting  disaster and their tim e is 
coming.

H ave you any system  w hereby you 
can determ ine w hat your costs are, 
day by day? H ave you any perm a
nent records to  which you m ay tu rn  
readily fo r com parison of your costs? 
If you have not, you are no better 
equipped to  m anage the place you now 
are running than a m arine is to  navi
gate w ithout a compass.

F rank  H . Beach.

WM. D. BATT
Hides, Wool 

Furs and Tallow
28-30 Louis St.

GRAND RAPIDS, MICHIGAN
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The Goddess of Liberty
Dispatched Them With Her B le s s in g !

Two Million Loyal Fighting-Sons Peft Home and Ease and 
Peace behind. They sailed away to woe-struck France— 
bidden to their treacherous journey by the mighty Statue 
(prophetically given us by France) which mounts eternal 
guard o'er the harbors of New York. They caught the 
Goddess’ Spirit and put their hearts upon the altars of the 
world. They took Her Torch and pledged Her to keep its 
light aflame no matter what the travail, no matter what the 
odds. They promised Her a new Declaration of Independ
ence, a new Emancipation Proclamation, a new Magna 
Charta to enter on Her Scroll. And so they sailed away— 
sustained by Ships and every necessary Resource which the 
Loyal One-Hundred-Million back here at home produced 
with a beautiful Devotion inspired by the Example of the 
Crusaders whom they served. They sailed away. * *
* * Every Aim they sought has been attained. Every
Promise that they gave has been redeemed. Some of 
them—God rest their Souls—sleep in France and Flanders’
Fields. Their veteran companions are coming home, with 
the Laurel of Attainment upon their brows. No Honors 
shall be too great for them—for they have gained us not 
only Victory, but Peace. They are coming back to the 
Land where the Air is full of Sunshine and The Flag 
is full of Stars.

AND LIBERTY WELCOMES THEM W ITH  
PRAISE AND THANKSGIVING!

This Message Presented'by

G. 1. JOHNSON CIGAR CO.
GRAND RAPIDS, MICHIGAN
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WHY CITIES GROW FAMOUS.
They Cultivate Manufacturing Effi

ciency.
Have you ever seen the rubber 

trees ju st outside the lim its of the 
city of Akron, o r the m ahogany fo r
ests a t Grand Rapids?

T here are none? T hen why has 
Akron become noted for rubber prod
ucts and Grand Rapids for furni
ture? W hy is D etro it the autom o
bile center? W hy did St. Louis forge 
ahead, in such rem arkable fashion, a 
few years ago, as a shoe m anufactur
ing city?

A few years ago, half a dozen 
cities of about the size and im por
tance of D etro it m ight as reasonably 
have been expected to  become the 
center of automobile m anufacture. 
D etro it carried off the palm. W hy?

H ow  can a city develop along a 
certain  line of industry? W hy have 
these cities grown thus? Is  it pos
sible for local commercial organiza
tions to  prom pt such a development 
or to  stim ulate it m aterially?

A city, like an individual, can de
velop specialization. W hile this in 
the past was usually b rought about 
w ithout any definite effort on the 
p art of the com m unity as an organi
zation, it is becom ing the practice 
now to develop communities along 
scientific lines, and the idea of indus
trial specialization is growing.

T h at any am ount of effort put in
to  such a m ovem ent is well invested 
is dem onstrated by the wonderful 
prestige which a city gains through 
specialization. Consider for a m o
m ent the advertising which the rub
ber plants have brought to  Akron, 
the autom obile to D etroit, the mill
ing industry  to  M inneapolis and St. 
Paul, furniture to  Grand Rapids and 
shoes to  B rockton and St. Louis.

A fter a certain point—after the 
developm ent reaches the  top  of the 
hill—the rest is easy. Industries in 
the specialized line naturally  flock to 
the city where the developm ent has 
taken place when it comes to  be ad
vertised th rough its specialization.

About sixty years ago, a cabinet 
m aker in Grand Rapids opened a 
shop for the repair of furniture, and 
when he had no repairing to  do, he 
made a few pieces of furniture and 
sold them . Before long, he discover
ed th a t w ith lum ber close a t hand, he 
could make furniture a t a profit and 
sell it readily. H e  taught others his 
trade, and in due tim e he had a fac
to ry  running.

T he factory m ade money. T hat 
was apparent to  o ther people in 
Grand Rapids. T he furniture m anu
facturing  business became attractive 
'as an investm ent. O thers entered it. 
Capital was easily obtained; on the 
ground were m en trained in the  m ak
ing and the selling of furniture. T he 
industry  grew.

As it grew, and the people of th at 
section constantly  thought about 
furniture, factories were established 
to  make parts of furniture and o th er
wise to  aid and supplement the indus
try . F o r example, a m an invented a 
m achine for w rapping excelsior, 
which facilitated the packing of furn
iture. O ther such enterprises sprang 
up.

As the industry  developed, there 
were m ore and m ore trained  men, 
more accessories, and the m ore read
ily was raw m aterial obtainable and 
the m ore willing the public to  invest.

Eventually, this and o ther cities 
which have specialized came to  be 
known as a m arket. Grand Rapids, 
for example, because of the large 
num ber of furniture factories and the 
enterprise and the co-operation of 
the furniture trade, a ttrac ts  thous
ands of furniture buyers a year. In 
dianapolis, Cleveland, Cincinnati, and 
Chicago m erchants go to  Grand 
Rapids to  see and buy furniture m an
ufactured righ t in their home cities.

Furn itu re  made in Grand Rapids, 
shoes made in Brockton or St. Louis, 
and tires made in Akron have a n a t
ural prestige. People prefer them , 
for they know th at there  have gath
ered in these centers g reat arm ies of 
expert workm en, th a t the develop
m ent of labor-saving m achinery m ust 
have been rapid and that the m anu
facturer has m any o ther advantages 
which ought to  enable him  to  give 
m ore for the money.

T here are eight chief factors that 
enter into such a com m unity devel
opm ent; eight special advantages 
which make such a city m ore a ttrac 
tive to others in the same line as a 
place to  locate. In  nam ing them , I 
do not mean th a t these are the only 
things which influence the location 
of factories, for transporta tion , good 
homes, schools, pure w ater, churches, 
and a great m any other th ings in
fluence the location of industrial 
plants. T he eight I  shall name are 
those advantages which grow  especi
ally out of the fact that an industry 
has already been started. T hey are: 

Skilled and unskilled labor, trained 
in the industry  or suitable for such 
work, is available. T he laborer 
knows there will be com petition for 
his services, and th a t if he should dis
agree w ith one forem an, he can ob
tain em ploym ent in his line w ithout 
m oving to  another city.

T he center soon becom es an im por
tan t m arket for raw m aterials. Sales
m en come o ttener and give better 
service. Deliveries of raw m aterials 
are usually b e tte r both as to  tim e of 
delivery and quality, for sellers of 
raw  m aterial realize th a t the cus
tom er in such a city has m any other 
opportunities to  buy.

T ransporta tion  facilities, incom ing 
and outgoing; are better. M anufac
tu rers in the line, buying and ship
ping together, get b e tte r ra tes and 
better deliveries. O utgoing ship
m ents are handled b e tte r because the 
employes of the transporta tion  com
panies are familiar w ith the product; 
with w hat to  do and w hat no t to  do.

Capital, e ither for the expansion of 
the business or for its curren t opera
tion is easily obtained. People in 
D etro it know the  autom obile busi
ness is profitable and will m ore read
ily invest in a com pany to  m ake auto
mobiles. T he A kron banker, know 
ing som ething of the  rubber busi
ness, o r the  Grand R apids banker, 
w ith a knowledge of the furniture 
business, will m ore readily advance 
m oney for curren t uses in those lines. 
H e  knows w hat he is about because

he has specialized, ju st as have the 
m anufacturers.

Accessory or supplem ental plants 
are usually num erous. In  D etroit, 
every conceivable part of an autom o
bile can be obtained. In  Grand 
Rapids varnish and a great m any 
things kindred to  the furniture in
dustry  are made.

T here is an advertising prestige, 
such as I have m entioned. F lour 
from  Minneapolis or St. Paul m ust 
be all right.

T he industry receives every possi
ble support from  the community. 
T he Chamber of Commerce, the city 
officials, and all of the people of the 
city, realizing the im portance of the 
industry  to  the com m unity and hav
ing pride in the reputation it has 
given the city, will go out of their 
way to m ake the convenience of the 
m anufacturer their convenience.

These m anufacturers in the  special
ized line exchange inform ation and 
ideas. I t  is the center of things in 
the industry. T hey operate labor ex
changes and have uniform  labor poli
cies. T hey often ship together. T he 
R ubber Board of T rade a t Akron 
and the organization of the steel in
dustry  a t C hattanooga are examples.

Briefly, before I tell how the in
dividual com m unity can develop 
along a certain line, let me tell m ore 
about co-operation a t Chattanooga. 
The iron m en there have a jo in t ex
hibition hall w here nearly  fifty m anu
facturers co-operate in the exhibition 
of the products of the city, and the 
m anager of th is exhibit is also the 
m anager of a jo in t shipping bureau

which has saved thousands and 
thousands of dollars to  the m anufac
turers, especially because so much 
of the product is heavy and freight 
is a vital factor.

No m anufacturer does his own 
freight routing. None handles his 
own claims against the roads for ad
justm ents. All this passes through 
the hands of one man.

As I entered the office of this man,
I observed a big blackboard on the 
wall, and on it was w ritten  the name 
of every road entering Chattanooga. 
O pposite the names of the  roads 
were statistics showing the num ber 
of freight adjustm ent claims th at had 
been made and the num ber th a t had 
been settled the m onth before, and 
the road whose name was a t the top 
of the list was the one which had se t
tled the g reatest percentage of claims 
w ithin the period reported.

Preference is given the road which 
settles claims m ost prom ptly, and 
one C hattanooga m anufacturer told 
me th at the central bureau saved the 
m em bers $6,000 the m onth previous 
to  the day he talked w ith me, and it 
was $6,000, he said, th a t they  could 
not have collected, had they  operated 
separately.

Occasionally, raw m aterials or 
o ther special advantages are the 
reason for the focusing of an industry 
in a certain city. F o r example, ship
ping facilities have been largely re
sponsible for the g reat m illing indus
try  of Galveston. Clay, coal, natural 
gas, and o ther influences have been 
responsible in o ther cases. F o r the

Insurance in Force $97,M0,tM.MAssets $2.79MM.M

MEBCHAOT'S IlF E  iNSDEâïiCE GOKMHY
Offices—Grand Rapids, Mich.

Has an unexcelled reputation for its

Service to Policyholders
(3,666,161.58

Paid Policy Holders Since Organization
CLAUDE HAMILTON 

Vice-Pres.
JOHN A. McKELLAR 

Vice-Pres.

WM. A. W A T TS  
President

RELL S. WILSON 
Sec'y

CLAY H. HOLLISTER 
Tress.

SURPLUS TO POLICY HOLDERS $479,058.61

T A L K
Over Citizens Long Distance 

Lines
C onnecting  w ith  250,000 T elephones  

in  th e  S ta te . 117,000 in  D etro it.

C O PPER  M ETALLIC C IR C U IT S

USE C IT IZ E N S SERVICE



M I C H I G A N  T R A D E S M A N 39December 11, 1918

Our Pride
Potato Bread

N o reason why every town 
in Michigan shouldn’t 
have the best. Send for a 
trial order We pay all 
express charges to regular 
customers.

City Bakery Company
G rand R a p id s, M ich .

IP

Diamond
*3

Crystal
X h e - S a f á r

HxaËs qM saß iT
< • >

DIAMOND CRYSTAL SALT CO., 
ST. CLAIR, MICHIGAN.

Bel-Car-Mo
Bel-Car-Mo, the 
highest q u a lity  
Peanut Butter, is 
packed in 1-2-5- 
10-15-25-50 and 
100 lb. air-tight 
blue and y e llo w  
pails—a size for 
every meal. . . .

Peanut
Butter

Friend Dealer:
The 1 lb ., 2 lb. and 5 lb. Tins of Bel-Car-Mo saves you trou
ble and expense in weighing and packing, besides can be re
tailed at practically same price as bulk. Sanitary, air-tight 
packages are preferred by customers as they keep the Peanut 
Butter moist and sweet. Bel-Car- Mo Nut Butler Co.

—Can be had in 1 lb., 
—2 lb. and 5 lb. tins.

Ask Your Jobber

Bel-Car-Mo N u t Butter Co.
G rand R a p id s, M ich .
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m ost part, however, the eight things 
I have enum erated are chiefly re
sponsible for the concentration.

Therefore, any com m unity which 
has a prosperous industry in a given 
line which is suitable, on general 
principles, for the industry, may ex
pert, through intensive cultivation, 
and by the aid of good m anagem ent 
and comm unity spirit, to  establish 
o ther factories in the same line.

W hen the com m unity becomes in
terested  as a community, a prospec
tive m anufacturer sees an opportun
ity  to  deal w ith a sym pathetic city. 
H e knows th at the city already has 
men skilled in the line. H e sees, 
either existing or in prospect, all of 
the eight special advantages which I 
have named.- I t  only rem ains for the 
comm unity to  appeal to him  and 
“ sell” him  w hat it has to  offer. 
M oney bonuses, free sites, and other 
inducem ents are not valued as highly, 
in the mind of a capable m anufac
turer, as are elem ents which have a 
tendency to  ensure perm anent suc
cess.

In  your own city, w hat is the big
gest single industry? WTiat is the 
biggest individual plant? W hy is it 
big? T here m ust be a reason.

Add to  the reasons for its bigness 
__w hatever general or special advan
tages there  m ay be—the eight things 
I have named in this article, which 
are out of the experiences of other 
cities which have enjoyed the bene
fits of specialization, and you have 
the form ula for a “sales talk  ’ that 
should bring o ther sim ilar industries 
to  the city, or should facilitate the 
organization of additional successful 
enterprises in the same line.

W hen one m ore factory in the line 
has begun to  succeed, all the eight 
advantages I  have named double in 
value and are still stronger for pre
sentation to  the next p lant desired.

Concentration, specialization, or 
w hatever we m ay call such a m ove
ment, is good for everybody—good 
for the m anufacturer, good for the 
consum ing public, and good for the 
city where the  developm ent takes 
place.

W hatever is good fo r a  m anufac
tu rer is good, in the long run, for 
the people who buy his goods, and 
vice versa. O ther th ings being equal, 
the m anufacturer can make be tte r 
goods for the same m oney or the 
same goods for less m oney in such 
a city, as is apparent to  all who have 
studied the problem. T here are, of 
course, exceptions to  th is rule, but 
the  principle has certainly been de
m onstrated  to  such a degree as to 
call it a rule.

T h a t city industrial specialization 
is practical is being dem onstrated in 
a definite way in m any places, and 
there is good reason to  believe that 
the business m en of m any com m un
ities are going to see it is through 
specialization that perm anent and de
sirable city grow th can be m ost read
ily assured. F o r example, the  city of 
Louisville believes in the principle to 
such a degree th at it has raised m ore 
than  $1,000,000 as a factory fund.

The m anner in which this fund is 
to  be used is also indicative of the 
times in city progress. T he $1,000,-

000 is not for lame duck seekers after 
bonuses or free sites. F irs t of all, it 
is being used to m ake a searching 
survey of the things which the city 
has to offer to  a prospective m anu
facturer. By lines, an investigation 
is being made which will divulge con
ditions as to  labor, fuel, tran sp o rta 
tion, and the various other essentials 
of m anufacturing. T he bureau which 
adm inisters the fund is assem bling 
such a  w ealth of inform ation that 
when it finds Louisville affords 
especially good facilities along a 
given line, the city’s selling argum ent 
will be alm ost irresistible.

Oklahom a City, a few years ago, 
did a similar th ing  w ith glowing suc
cess. W ith in  a com paratively short 
time, after m aking a careful survey 
of the advantages the city had to  of
fer, it made itself a g reat d istribut
ing center for agricultural imple
m ents, and later, by sim ilar m ethods, 
obtained packing plants.

O ther instances m ight be named, 
for m any cities are awakening to  the 
fact th a t an am bitious city, like an 
individual business man, m ust make 
a survey to  determ ine definitely w hat 
it has to  offer, and then, after classi
fying the inform ation offer its ad
vantages much as a business man 
sells his goods.

T he future will see m ore and m ore 
city specialization, for the principle is 
economically sound.

Cities which now see the oppor
tunity  and which en ter the  field, after 
a careful survey, to win industries 
which they are especially capable of 
caring for, will profit uncommonly, 
because m ost cities are n o t fully 
awake to the opportunity. L ater, all 
cities which have any aspirations will 
be at it. Carl H unt.

No Waste Here.
W indow cards and price signs in 

one departm ent store are no t discard
ed until they have been used over 
and over again. T here  is a partition 
ed box in each departm ent, into which 
the salesmen assigned to th at partic
ular duty pu ts all of the used cards 
and signs. Once a week this accum 
ulation is taken to  the window trim 
m er’s departm ent; those which can 
be used again are filed on racks and 
others are destroyed.

T he saving over the form er m eth
od, when the cards and signs were 
throw n away after one use, is con
siderable, the advertising m anager 
says. L. E therington.

Ready and Willing.
T he village idiot gaped so long at 

the village grocer th a t th a t w orthy  
m an became irritated.

“L ook her, w hat you starin ’ at? 
If  you can find a man hom elier than 
yourself kill him!

The village idiot w ent in search of 
a m an uglier than himself, and one 
day he found one.

H e tapped him on the shoulder. 
“I ’ve got to  kill you,” he said, smil- 

ling amiably. “You’re hom elier than 
»me.

T he stranger turned and looked a t 
the o ther io t  a full m inute.

“Am I?” he said. “T hen for good
ness sake, kill m e!”

Selling the Five Classes of Store- 
Keepers.

One of the th ings which a sales
man has to  guard against if he wishes 
to  be a good salesman, is centering 
his thought entirely  on the sto ry  of 
his goods. I t  is the  first sign of a 
deadening sales lethargy, and if he 
is no t jolted out of this a ttitude of 
m ind the result is sure to be a hum 
drum  presentation  of his subject, and 
the salesm an degenerates into a m ere 
o rder taker.

O rder taking is about the dullest 
occupation on earth. A nd selling is 
the m ost fascinating game a m an can 
play, because it brings his brains in
to  action and sharpens his wits. I t  
is never a dull game, no m atter how 
old a sto ry  the goods them selves are, 
for the salesm an centers his a tten
tion on the m ental play of his p ros
pect, fences for his opening, and 
drives hom e the sale when he has un
covered the weak point. A nd there 
always is a weak point.

W hen I took over the sales m an
agership of a certain grocery special
ty, which m ust be anonym ous here, 
I found an organization of a dozen or 
so m en who apparently  had fallen 
into a ru t of presentation. T he story 
of the firm’s product had become an 
old one to them . I saw signs of this 
in the fact th a t all the men had cer
tain  storekeepers in their territo ries 
whom  they sold, and o thers from  
whom they never got an order. I 
tried the expedient of throw ing sales
m an A against the prospects th a t B 
had failed to  land, and vice versa. T he 
resu lts were a few new orders,

enough to  dem onstrate th a t A and 
B each had his individual and stock 
m ethod of introducing him self and 
his goods. T h at of A was suited to  
certain  of the m en B had failed to  
land, and B’s m ethods evidently 
worked in a  few quarters w here A’s 
had not. But th a t was by no m eans 
a solution of the difficulty. I t  was 
m erely a diagnosis test.

I t  was my first experience in sell
ing the grocery trade, and it was 
quite clear th a t the first th ing  for me 
to  do was to  take my little case of 
sam ples and go right out after first
hand orders and first-hand experience 
if th ings were to be bettered.

One of the first m en I tackled was 
a chap on whom  we had called time 
and tim e again, who was handling the 
line of a com petitor and who had 
never given us a look-in. I opened 
up on the point of the profit he could 
m ake on our goods, but he fired back 
in the  middle of my first b reath :

“Y oung fellow, I don’t  need any
body to  come in here and tell me how 
to  figure profits.”

H e followed th is up by “proving” 
aggressively and to  his own evident 
delight th a t he knew m ore about my 
goods than  I did o r anybody con
nected w ith my firm. In  fact, he 
knew m ore about them  than all of us 
put together. H e knew th a t although 
our price allowed him a greater per
centage of profit, the goods “would 
not m ove as fast,” and gave the 
scathing ha-ha to  the argum ent that 
quick tu rnover was the  strong  point 
of our line. So I let him go on, to  
see how far he could go, and the more

Wholesale

Flour—Feed—Bags—Twine
BAKERS’ SUPPLIES 
AND MACHINERY

W AXED PAPER, BREAD W RAPPERS 

DRY MILK, POW DERED EGG 

C O O K I N G  O I L

Everything for Bakers, 
Flour and Feed Dealers

R O Y  B A K E R
Wm. Alden Smith Bldg.

GRAND RAPIDS - - MICHIGAN
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OLD GLORY
Oleomargarine

W e are pleased to announce that we are again 
in position to supply our customers with this 
popular brand of oleomargarine. You will be 
more pleased than ever with it. The quality 
has been improved, the package perfected 
and while market conditions coupled with 
the above improvements have compelled us 
to increase the price we feel that is more of a 
bargain than ever.

Genuine Economy
consists of buying the greatest value for what 
you pay, not merely in buying the cheapest 
you can get compared with butter and other 
brands of oleomargarine.

Old Glory is Economical
Order a case today and give your customers a treat

National Grocer Co.
Grand Rapids, Michigan
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I  gaped a t his wisdom  the  m ore 
pleased he became. W hen he had 
poured forth  his vials of scorn to  the 
dregs he concluded by saying:

“Young fellow, I ’m going to  give 
you an order, because God only 
knows when you will get another 
one. You’re the ro ttenest salesman 
I  ever m et.”

I took the order meekly, and left 
w ithout revealing the position I held. 
I t ’s no hardship to  take a verbal drub
bing if the com pensation is the in tro 
duction of one’s line where com 
parison with a com peting one will do 
it m ost good.

I went back to  see th a t m an later, 
and taking my c u e 'fro m  experience, 
slipped in, so rt of perfunctory-like, 
and opined th a t he didn’t  w ant to  
give us another order, giving him  the 
opportunity, which he seized of 
knocking me all into a cocked ha t by 
forcing an order on me.

T h is was an extrem e case, of 
course, and is m entioned principally 
because it was such. B ut the  point 
is, th a t as I w ent fa rther and farther 
in m y rounds it began to  dawn on 
me how often the various receptions 
of m y opening attacks were duplicat
ed. T he grocers gradually fell into 
different types, one easily distinguish
able from  the  other. I  don’t  m ean 
to  say th a t m any individuals did not 
exhibit the characteristics of tw o or 
th ree  of the types, but I do m ean to 
say th a t in each one a single char
acteristic was sufficiently predom inant 
so th a t in the last analysis the sale 
hinged on the playing of th a t charac
teristic.

T hey fell into ju st five classes. As 
the num ber interviewed grew I tried 
to  increase the classification, but the 
best th a t could be done was to  make 
unessential sub-classifications. I 
tried  to  narrow  down the classifica
tion. I t  wouldn’t work. I t  has been 
th ree  years now, and in those three 
years half of my tim e has been spent 
am ong the trade, developing new te r
ritories, waking up sleeping ones, and 
train ing  new salesmen. I ’ve subject
ed th a t classification to  every test I 
know, and it still holds good. H ere 
it  is:

T he Progressive Dealer.
T his m an has a sense of real sales 

values. H e’s hunting  for goods on 
which he can make profits. H e wants 
all the  inform ation you can give him, 
and the stra ig h t presentation  of a 
w orthy  proposition is all that is nec
essary  w ith him. H e’s a salesman 
himself.

T he T im id Storekeeper 
- H e 's likely to  adm it th a t you have 
a splendid article, but he scratches 
his head and doesn’t  know w hether 
he could get rid  of a case o r not. 
No, he’d ra th e r “try  i t  out on a small 
scale f ir s t” H e won’t  take a case, 
b u t he’ll take a dozen, and see how 
it  goes.

T h e  sym ptom s of th is type are 
easily recognizable early  in the in ter
view. O ur m en are  to ld  to  jum p in 
a t  th e  first head-scratch and sta rt to 
w ard  off descent from  a case to  a 
dozen by talk ing  big. T hey  will, for 
instance, tell of som e specific instance 
w here a  dealer placed a  large order, 
such as the following:

“Ju s t to  show you how this stuff 
goes: You’ve heard of John Blank in 
R ochester. W ell, th a t town is new 
territo ry  for us, and I showed our 
product to  Blank for the first time 
last m onth.” T here  follows an ac
count of the big sales possibilities, 
as unfolded to  Blank, of how Blank 
placed his large order, and of the 
am ount which Blank sold.

I t  is im portant to get th is reci
tation  of a specific instance across 
before. Mr. Tim id Storekeeper 
voices his desire to  place a small o r
der. I t  prevents his discounting the 
incident, and as he has not yet an 
nounced his stand, it relieves him of 
the necessity of adm itting  error, a 
th ing  th a t m ost men find very hard 
to  do, and which m any will not do, 
even in the face of a slipping op
portunity .

T he D uster.
T he characteristic of this m an is 

th a t he tries to  ignore the salesm an’s 
presence and make him feel super
fluous. H e centers his a ttention  on 
dusting off his counters and shelves 
while the salesm an wastes his sw eet
ness on the desert air. Maybe, when 
he gets th rough  dusting, he looks 
bored, and adds up a column of fig
ures. H e answ ers questions with non
com m ittal grunts, and finally yawns 
th a t he is not interested.

T his m an needs to  be irritated. A 
good plan is to  guess th a t he is righ t 
about no t buying, and add th a t his 
judgm ent is good because his cus
tom ers are no t the type who would 
really  appreciate these goods. Nine 
tim es out of ten he comes to  life a t 
this, and m ore o r less hotly  subm its 
facts to  show th a t his trade is of the 
class which would appreciate such 
an article. T he rest is easy. I t  re 
m ains only to  sm ooth the situation 
over and take the order. Depending 
on individual sub-characteristics his 
trea tm en t m ay be varied. If  he real
ly has been inattentive during the 
first p a rt of the  interview  it m ay be 
necessary to  repeat the  sto ry  of the 
goods, the advertising, the dealer 
helps, the profits and possibilities. I t  
m ay even be necessary in some in 
stances where Mr. D uster evinces 
signs of sporting  blood to  seem un 
convinced th a t his custom ers really 
have discernm ent, and let him  prove 
it by forcing the  o rder over.

T h e  Sm art Aleck.
H is characteristics I have described 

in the m an who gave me the order 
because I was a “ro tten  salesm an.” 
A plan which w orks well with him is 
to  let him  boost his own reputation 
until exhausted, carefully leading him 
to  concentrate on the difficulty of 
tu rn ing  the stock, then  com plimenting 
his acumen (he’ll swallow all you give 
him, although you m ay blush a t the 
thickness w ith which you p laster it 
on) confide in him  th a t the reason he 
has been picked out is because he is 
such a good salesm an th a t he can 
handle the line b e tte r than  any m er
chant in the  neighborhood. A  m ere 
casual rem ark  is sufficient to  sw ing 
him  on profit percentages, and allow 
him  further to  satisfy his reputation  
by  dragging out of one the inform a
tion and figuring the profits for him 

self. I t ’s no t hard  to  let th is man 
sell himself.

T he W ait-For-D em and Man.
As far as our line is concerned, a t 

least, and I believe as far as any o th 
er grocery specialty is concerned, he 
is the hardest of the bunch to sell.
I confess th a t I have never been able 
to  swing m ore than one in tw enty  of 
him  myself. He adm its all the vir
tues of your article which you lay 
long,” and the business game is ju st 
before him, but he w on’t order to 
day. H e’ll w ait until you have cre
ated a demand. T he demand, of 
course, does not m arch up into the 
store in serried ranks while you are 
there. I t  comes in later, one by one, 
and finding not th a t which it seeks, 
a very large percentage of it exhibits 
a natural hum an tendency to  follow 
the line of least resistance and accept 
a substitu te ra ther than tram p all over 
th a t section of tow n hunting  for a 
certain  trade-m arked article of com 
paratively low price,_ to  b ring  it back 
and wave it trium phantly  in the deal
er’s face. The demand generally is 
m ore concerned w ith getting  the 
household order off her mind and in
vestigating- those shirtw aists T h ing
um bob’s departm ent store is adver
tising  for $2.98, or is in a h u rry  to 
get back home and make th a t cake 
for to-n ight. And so it happens th at 
when the salesman re tu rns to  find 
out how the dem and has developed, 
the dealer’s view point is th at the de
m and has not developed.

As this type of dealer is such a 
hopeless job anyhow, I generally re 
so rt to  the tactics of lam basting him 
as I can. I tell him  th a t I don’t  care 
for his trade anyhow, th a t it isn’t 
necessary to  our peace of mind, and 
th a t we’re plenty  big enough to  get 
along w ithout him. Occasionally 
th is excites his respect, and a bas s 
of negotiation results.

I  don’t  recom m end this m ethod for 
salesmen of sm all stature, however, 
and I don’t  insist on our own men 
following it. As this article is anony
mous, I  hope the admission of confi
dence in m y ability to  take care of 
m yself physically m ay be pardoned.

I t  m ay be of additional in terest 
here to  note th a t some of the largest 
stores fall w ithin this class.

As our sales force is no t a large 
one, we have held no “convention ’ 
to  sell the  value of this classification 
to  our men. I ’ve given it to  them

individually, and I ’ve gone out w ith 
them  into the trade. I ts  real value 
lies in the fact th a t it gives their 
brains a cue to  get active and to  study 
their prospects. I don’t lay down any 
hard  and fast rules for them  to ap
ply to  the various types, for one sales
man cannot fit his own personality, 
which is one of his m ost valuable as
sets, into another salesm an’s language 
and m anner. But the suggestion is 
there, w ith specific examples and spe
cific results, and it’s up to  each man 
to apply it in a way th a t is natural 
and one which rings true.

W e had one youngster who w asn’t 
getting  along very well. He was a 
b righ t boy, but he hadn’t found him 
self. H e knew he hadn’t, and it w or
ried him. So I m ade it a point to 
coach him in this classification, and 
made trips w ith him  to apply it. H e 
caught the idea, and his sales have 
increased 100 per cent, in a year. He 
now spends a considerable propor
tion of his tim e coaching some new 
m en who have been taken on in the 
place of a few who failed to  grasp 
the principles involved, and whose 
sales did not increase.

T he best m easure I can give of the 
value of th is classification of the  re
tail grocer is the fact th a t the  efficien
cy of men has increased up to  double 
form er sales, in direct ra tio  to  the 
ex ten t to  which they  have applied 
it. I ’ve got the experience watching 
them  w ork righ t in the stores and the 
records of sales to  prove it.—P rin te rs’ 
Ink.

One severe criticism  of your adver
tising copy m ay be b e tte r than  ten 
good opinions.

T he faker a ttrac ts  fake buyers by 
doing fake advertising in a fake paper.

T o bury  all the false hopes of in
sufficient advertising would require 
quite a graveyard.

M ost m en could learn m uch about 
advertising if they did no t feel they 
knew it all now.

You grease the wagon wheel to  
m ake it run easy. A dvertising is 
grease to  the wheels of business.

If  it were possible to  m ature  all 
the good advertising prospects, m ost 
space buyers would be w orking over
time.

T he business m an who says “ I  can’t 
advertise” will always be knocked out 
by the com petitor who says “I  will 
advertise.”

T o Every Man W ho Sells Fleischmann’s Yeast

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.

GREETINGSjJl
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’
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ASK YOUR JOBBER FOR

Hart Brand Canned Foods
HIGHEST QUALITY

O ur products are packed a t s ix  p la n ts in  M ichigan, in  th e  fin est fr u it  and vegetab le  
belts in  th e  U nion, grow n on lands c lose  to  th e  variou s p lants; packed fresh  from  th e  
fields and orchards, under h ig h est sa n ita ry  cond itions. F lavor, T ex tu re , Color Superior.

Qualify Guaranteed

The HART BRANDS are Trade Winners and Trade Makers
V egetab les:— Peas, Corn, S u ccotash , S tr in g less  B eans. Pork and B eans, Pum pkin , R ed  

K id n ey  B eans. Spinach , B eets.
F ru its:— Cherries, Straw berries, R ed R aspberries, B lack  R aspberries, P lum s, Pears, Peaches.

W . R . R O A C H  & CO., H A R T , M ICH.
Factories at

HART, KENT CITY, LEXINGTON, EDMORE, SCOITVILLE A N D  CROSWELL.

E D S O N  M O O R E  & C O .
WHOLESALE DRY GOODS

D E T R O IT

W e endeavor to maintain at all times a complete stock of Staple, Standard Dry 
Goods, Notions and Furnishings for immediate delivery.

You are invited to inspect the many lines of New Spring Merchandise open and on 
display in our various departments. If you are unable to visit our store, our salesmen will call, 
or samples will be sent on request.

Right now is the logical time to make your purchases for your January Sales. 
Attractive offerings await you here.

EDSON MOORE & CO.
The House o f S erv ice  D E T R O I T

G ra n d  R a p id s  O ffice , 2 8  So. Io n ia  A ve . M IL O  W . W H IM S , M gr.
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FOUNDED ON FRIENDLINESS.

Suburban Store Not Affected By 
City Competition.

W hen m y father s ta rted  our busi
ness here fifty years ago, W illough
by was a real country town, a village 
by the roadside. Cleveland, tw enty 
miles away, was much farther from 
us than it is now; autom obiles and 
trolley cars have brought us within 
an hour’s ride of the public square. 
In  those days it was the natural 
th ing  for folks in this neighborhood 
to buy here. The sto re  was a sort 
of social center as well as a place to  
ge t m erchandise. People liked to  
stop and chat, m eet their neighbors, 
and discuss crop prospects. Those 
were the days when the farm ers 
bought their household goods and 
clothing twice a year and on Sat
urdays traded their b u tte r and eggs 
for groceries.

T he advent of trolley cars and 
autom obiles b rought a change. W il
loughby became a suburb overnight. 
Down in the center of Cleveland the 
big stores, w ith their fancy displays 
and variety  of offerings, w ere a pow
erful m agnet to  m any who had al
ways spent m ost of their m oney at 
home. T he m ail-order houses, too, 
began to  spread their gospel broad
cast, and the itinerant m erchant be
came m ore in evidence. T o follow 
the old policy was commercial death, 
as m any a country  m erchant has 
found out to  his sorrow .

In  the crisis I m ight have m odern
ized the building and the equipment, 
increased the stock beyond the point 
of a  paying investm ent, and had only 
a poor im itation of a  city store. 
I  decided instead to  keep on 
running a country store—“old-fash
ioned” in some respects, but righ t 
up to  the minute in every m erchan
dising m ethod. T he decision was 
wise. In  tw enty  years our net profit 
has never fallen below 17 per cent. 
M ore often it has been above 20 per 
cent, and for two years, over 25 per 
cent. W e have never failed to  dis
count a  bill o r to take advantage of 
anticipated paym ent for dated ahead 
invoices. T he secret lies in the ra te  
of turnover—handling only those 
goods which sell from  day. to  day 
and fill the dom estic requirem ents of 
the comm unity. W e dropped m any 
of the lines where style was the sell
ing feature, as that, and the larger 
variety  fo r choice, are the  m ain a t
tractions and reasons for going to 
the  city. W e added m any lines and 
laid special stress upon goods which 
filled the  requirem ents of the  hour.

W e have never lost sight of th a t 
decision—and we try  never to let 
our custom ers and the people who 
w ork for us lose sight of it. O ur 
slogan—“everyth ing from  little  wood
en toothpicks to  heavy lum ber 
w agons”—attem pts to speak the 
spirit of the old general store. D on’t 
let me give th e  impression, though, 
th a t we are clinging to  old-fashioned 
w ays because they  are old, o r th a t 
we do no t change our m ethods to  
keep up w ith the times. In  fact, we 
are successful because only we

change each day to m eet constantly  
changing conditions.

W e rem ain “old-fashioned” chief
ly in our desire to  give our custom 
ers the feeling of being thoroughly 
“at hom e” in our store. W e are af
te r  the spirit of friendly good nature, 
and neighborliness, th a t showed it
self in the habit folks had and like to 
have in stopping to  chat over their 
purchases and to  feel the sto re  is 
their store and a place to meet 
others.

W e encourage our salespeople to 
cultivate personal acquaintance with 
custom ers by name. T h at they do in 
a large m easure is evidenced daily. 
Go on the floor a t alm ost any hour, 
and you will find a custom er o r two 
w aiting to  be served by the sales
people w ith whom  they happen to  be 
best acquainted.

My departm ent m anagers and I aim 
to get around the country  and drop 
in on people, w hether or not they are 
custom ers. These are never m eant 
to be formal, business-getting calls. 
Q uite the contrary. O nly the other 
day an old friend stepped up to  me 
in the store.

“W hen are you coming out to  see 
us again, Sidney?” he asked.

I recalled the last time I had called 
on him. M ore than  a year ago I was 
out driving, one Sunday afternoon, 
when I passed his house and stopped 
in. I take a keen in terest in old 
things—old furniture and “relics” of 
one kind and another th a t m ost peo
ple stick away in their attics and fo r
get. I talked th at afternoon, I re 
membered, about the tools our fa th
ers had used—fanning mills, spinning 
wheels and the  like. E vidently  it 
had left a keen im pression on his 
mind, for here he was recalling it to  
me after m ore than  a year. Those 
are the strong  points in country  m er
chandising, the advantages of which 
city stores and m ail-order houses can 
never deprive us.

Friendly contact of this sort ac
complishes no th ing  if it becomes 
form al or unnatural in any way. 
T h a t’s why we have never installed a 
check room.

‘T hrow  off your w raps and feel at 
hom e,” I say to  custom ers.

W e have a live list of several thous
and names. I t  is the duty of one of 
the office girls to  read the local news
papers carefully and to  clip item s 
about people who are m oving in, 
m oving away or m aking some o ther 
change in their place of residence.

New cards are prepared, o r the 
proper changes are made on the 
old cards. W hen a new family moves 
in we make it a poin t to  w rite and 
tell them  som ething about W illough
by. Again, if a  family moves away, 
we w rite th a t we hope their new lo
cation will prove pleasant; and we 
m ention incidentally th a t if they 
som etim es feel th a t they  would like 
to  obtain goods from  o ur store, we 
shall be glad to  serve them  as best 
we can.

The m ailing list is so carefully 
classified th a t when I  receive litera
ture from  m anufacturers and whole
salers I  can send it to  ju s t those peo
ple to  whom it will appeal. Every

week we send som ething. W e find 
th a t one of the best medium s is an 
eight-page fashion paper whiah is 
mailed to  all women and w ith which 
is enclosed a dodger telling about 
the goods we have in stock.

In  th is arid all o ther advertising 
we try  to  avoid- the type of copy 
which uses “est” frequently. E xag
gerated  sta tem ents such as: “better 
than you can find anyw here else,” 
“the biggest values,” and so on, are, 
I am sure, associated with m anufac
tu rers and m erchants which do not 
give all that they  claim to give. So 
gradually I am getting  to  the point 
where I find th at the catalogue style 
of advertising pays best—a brief de
scription of the essential facts about 
the article, and the price.

W e hold only two special sales a 
year—one in January  and one in 
August. H ere we have changed to 
keep up w ith the times. I used to 
be custom ary to  hold clearance sales 
only a t the end of the season, with 
the idea th at people would lay in 
stocks for the com ing year. Now 
we sell the goods while our custom 
ers can still get the use of them  in 
the current year. W here  form erly 
the store  would be dull for days af
te r  the close of a sale, now business 
goes on in alm ost the same volume 
afterw ard.

W e never buy m erchandise especi
ally for these sales. E veryth ing 
comes off the shelves. W e simply 
w ant to  clear out our stocks for the 
coming season. E xcept in these two 
sales we do not cut prices a t all. I 
feel th at to  do so would be the height

of poor m erchandising. Custom ers 
to-day do not buy on a price basis 
principally. T hey demand service 
and quality in the goods, first, and 
then  price.

One point in our advertising  policy 
th at perhaps I cannot emphasize too 
strongly  is the ty ing  in, wherever 
possible, our advertising with the 
national publicity ’ of trade-m arked 
goods. I try  to make our custom ers 
realize th at if they see an article ad
vertised in some magazine they can 
probably get it at W ilson’s. On this 
m erchandise the  demand is created 
outside of our store, and it rem ains 
only for us to  let people know th at 
we can fill th a t want. T here is an 
other advantage, too: it places our 
store in the same class as the nation
ally advertised article.

Some m erchants, I know, feel that 
the m argin of profit on nationally 
advertised goods is narrow . I find, 
however, th at I can make m ore net 
profit on this class of goods than any 
other. T his is logical; goods that 
are nationally  known move m ore 
quickly than  goods which have to  be 
sold over the counter. T hey take less 
of the salesm an’s time. W e may, in
deed, make a little narrow er margm  
of profit on each sale, but we can 
make m ore sales; and so, in the 
course of a year, our net profit is con
siderably higher than it would be it 
we carried only goods which are not 
advertised, made a w ider m argin, but 
failed to tu rn  them  so often.

T here’s one o ther point I should 
like to m ake here in regard  to our 
advertising—we do no t direct our ef-

C.W . Mills Paper Co.
W h o le sa le  Jo b b e rs

PAPER AND SUPPLIES
T w in e s , N o tio n s , N o v e ltie s  
S ta tio n e ry , In k s , M u c ilag e  
a n d  P as te . L ed g er, Jo u rn a l, 
G ash  an d  D a y  B o o k s.

Western Michigan Distributors 
for

OHIO BLUE TIP MATCHES 
SILENT WITCH MATCHES 
OHIO NOISELESS MATCHES 
ROSE BUD MATCHES

204-6 Ellsworth Ave. GRAND RAPIDS, MICH.
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forts only, or chiefly, a t getting  new 
business. Many of the  advertise
m ents I read give me the impression 
th a t the au thor wished to  get new 
custom ers. W e find it ju st as im
p o rtan t in our business, if no t more 
im portant, to  direct the copy a t hold
ing the custom ers we already have, 
in order to  keep them.

T he ra te  of turnover, it seems to 
me, is perhaps the m ost im portant 
figure in his business for the m er
chant to  watch. I have already m en
tioned m y preference for nationally 
advertised goods because they sell 
quickly. O ur policy of buying often 
is directed to  the same end—increas
ing the ra te  of turnover.

An example will illustrate  how we 
put this policy into effect. In  our 
shoe departm ent we used to make it 
a practice to  buy twice a year—as a 
good m any m erchants still do. W e 
bought heavily a t those times, and 
the stock would all come in a t once, 
with the result th a t some would get 
shelf-worn before it was sold, the 
rate  of turnover would necessarily be 
very low, the m arkdow ns would have 
to  be heavy, and the final profit 
would be narrow .

Now we buy on contracts and our 
stock comes in fresh every month. 
I t  is decidedly to  our advantage to  
be able to  tell custom ers that our 
stocks are being renewed all the time. 
Furtherm ore, it helps us to  secure 
a more rapid ra te  of tu rnover be
cause we do not have to  pay the 
money for the stock until it is re 
ceived and billed, and so we do not 
have to  carry  so heavy an average 
stock on hand.

W e carry through a sim ilar policy 
in all departm ents, buying on con
trac t to cover a year’s needs, w her
ever possible, but specifying deliv
eries only as we need the  goods to 
encourage this kind of buying.

A th ird  im portant policy th a t I in
sist on is know ing every day what 
we have accomplished the day be
fore. A ccordingly each m orning I 
have on my desk a report that shows 
for each departm ent and for each 
clerk the sales of the day before, the 
am ounts paid out, the sales for last 
year on the same day of the m onth 
and week, the payroll th is year, and 
last, and one or two o ther figure 
facts.

T his report keeps me intim ately in 
touch w ith m y business, even though 
I am finding in recent years that 
activities outside of m y business are 
taking me m ore and m ore away 
from  it. I  believe every successful 
m erchant finds sooner o r  later that 
i t .  is to  the in te rest of the  business 
to  take part in outside activities. I 
find m any reactions on m y own busi
ness, for example, from  m y w ork in 
the Cleveland A dvertising Club, and 
o ther organizations w ith which I  am 
in tim ately connected.

I  get thereby an outside point of 
view on the internal, detailed p rob
lem s of m y business th a t is very val
uable. I  find it  im portant to  rem em 
ber, of course, th at these activities 
cannot be carried to  such an extent 
th a t I  lose on the  outside.

Conventions of the dry goods 
craft, the shoe men, the  cloth ing  men,

the grocers, and all o ther fellow 
dealers are especially beneficial. W e 
make it a point to  a ttend these an
nual conventions and never fail to 
bring back hom e new ideas and re
newed enthusiasm .

I m ust not fail to m ention here a 
step we took over 20 years ago, 
which has had an im portant bearing 
on the success of the business. The 
business was incorporated and the 
departm ent m anagers became full- 
fledged partners by buying stock on 
thè follow ing plan. T hey  could 
have as their share of the profits a 
certain percentage of the net earn 
ings in their departm ents over and 
above a fixed salary w ith which to  
buy m ore stock.

W e were probably the first country 
m erchants to adopt a plan of profit 
sharing and have never reg re tted  the 
innovation. I t ’s good for the busi
ness, it’s ju st to  earnest and honest 
assistan ts; it’s so fair and successful 
that we hope to  extend the idea to 
others.

Each m anager is strictly  the boss 
in his departm ent; he buys any class 
of goods he wishes, he decides what 
styles to  carry, and he is controlled 
only by a budget passed upon by the 
entire board of directors, of which 
he is a member.

So much for the m ethods th a t have 
been helpful to  me. W hile not many 
m erchants have exactly my problem s 
of competition, I am convinced th at 
any store, no m atter w hat it sells or 
where it is located, can a t least profit 
by one feature th a t I try  to  em pha
size in every activity of my store: to 
make sure of getting  the old-fashion
ed spirit of neighborliness and good 
will into all dealings w ith custom ers.

Sidney S. W ilson.

How to Kill Your Business.
Make up your mind th at it is the 

m eanest business on earth  and ex
plain this to everybody you meet.

Do ju st as little  as you can day by 
day, let the dust collect, litter accum 
ulate, bills stack up, and accounts go 
uncollected.

Go around the store  in your sh irt 
sleeves sm oking a pipe o r cigar and 
encourage the help to do the same.

Read a newspaper or stand and 
talk  w ith a friend while custom ers 
wait.

Never try  ,to please a dissatisfied 
custom er. Give him to understand 
th a t w hat is done is done, and there 
is no use talk ing  about it.

Don’t advertise; and if you do, go 
to it in spasm odic gasps.

Buy everyth ing of everybody who 
comes in to  sell to  you, especially if 
their proposition includes loading you 
up w ith m ore goods than  you can get 
rid of in a year.

Carefully avoid anything in the 
way of original business prom otion: 
Be a follower and not a leader.

Cry hard tim es, high prices, the 
war, the lack of public sp irit on the 
p a rt of the tow n’s citizens, and the 
m eanness of people in general.

D on’t take any in terest in your 
custom ers. Be sure when an old 
custom er asks to  have a package 
sent him to say, “W hat name, please? 
and where?”

EGG SUBSTITUTES.

They Are Misbranded and Produce 
Inferior Products.

T he fight against “egg substitu tes” 
continues in official food circles, on 
the ground th a t the various com
pounds are not only falsely sold ana 
in no wise take the place of eggs in 
dough products, but th a t they  are 
w orth less and a fraud. T o  disprove 
the claims of the m anufacturers of 
these products, the Illinois Division of 
Fods and D airies has set up in Chi
cago a testing  laboratory  and from  
w hat it has discovered S tate Superin
tendent John B. Newman reaches the 
conclusion th a t the things should be 
driven off the m arket. H is report of 
the experim ents, in which every pro
duct was used exactly  as per direc
tions in a dough otherw ise exactly 
alike says in p art:

“T he m aterial fo r each batch was 
accurately weighed and m easured and 
all were baked at the same degree of 
heat. A fter the baking and the cakes 
were cold they were compared, the 
cake baked w ith eggs being used as 
a standard. T his com parison was 
made by carefully laying the cakes on 
clean paper and cutting  them  with a 
clean knife. T hey were com pared for 
texture, color, odor and flavor and any 
o ther differences, including size, oili
ness of flavor, com partive sw eetness 
and general palatability. In  scoring 
the cakes they are  not eaten as o r
dinarily a t the table, but portoins of 
the cake are allowed to  become th o r
oughly m oistened w ith saliva while 
being worked over by the tongue, and 
any flavors noted.

“The cakes baked with eggs were 
of goQd size, golden yellow in color, 
fine grained as to texture, m oist but 
not in the least soggy, fine cake odor 
and delicious taste.

“Baked W ithou t Eggs o r E g g  Sub
stitutes.—T hey were sm aller than  No. 
1, top of cake flattened in con trast to  
the well rounded, fully developed cake 
in which real eggs were used.

“Baked W ith  A dvertised E g g  Sub
stitutes.—These cakes were soggy, 
coarse grained, poor in color, oily in 
flavor and w ith an intense sw eet taste. 
The first im pression given on tasting  
them  was th a t of oiliness, not a bad 
flavor, but a decided oiliness w ithout 
characteristic flavor. T his was fol
lowed by the sweet taste  so decided 
as to  be disagreeable. Those baked 
with the substitutes containing artifi
cial coloring m atte r had a som ewhat 
faint disagreeable yellow tinge not in 
the least com parable to  the color im
parted  by real eggs in No. 1. Those 
w ith substitu tes containing no artifi
cial coloring m atte r were alm ost white. 
All were sm aller than the one baked 
w ith eggs.

“Baked W ith  a Substitute Contain
ing 52 per cent, of W hole E gg  Pow 
der.— Scored the same as those baked 
w ith advertised egg substitutes in the 
foregoing group.

“Baked W ith  16 Gram s of W hole 
E gg Pow der for Each E g g  Called for 
in the Recipe.—Larger, finer grained, 
and a b e tte r cake than the o thers w ith 
the exception of No. 1 anl g reatly  in
ferior to  the latter.

“The cakes in which substitutes

w ere used in the place of eggs were 
in all points much inferior to  the cake 
m ade w ith real eggs. In  fact, as good 
resu lts could have been obtained in 
the exception of No. 1 and greatly  in- 
called egg substitutes.

“T he result of the tes t dem onstrat
ed conclusively th a t the sta tem ents on 
the labels of these various compounds 
were false and misleading, and to  call 
them  by a distinctive name th a t in 
any way suggested eggs was wrong. 
T o correct this situation as it related 
to  nam es and statem ents, cases were 
filed against the m anufacturers and 
they were called in for a hearing. 
Nearly all of them  responded a t once 
and agreed to  remove all objection
able nam es and statem ents and to  re 
place goods now on the m arket with 
properly labeled packages. T he new 
labels were subm itted to  us for ap
proval before being used. I am glad 
to say in behalf of these m anufac
tu rers th at they  acted in a fair minded 
m anner in aiding us to  correct these 
conditions and they accepted our de
cisions w ithout protest. T his w ork is 
now progressing  satisfactorily  and we 
hope in a sho rt tim e to have all so- 
called egg saving substitu tes with 
m isleading names or sta tem ents re
moved from  the m arket.”

A Good Way to Collect.
“W hen we have a city account that 

is overdue,” says one collection m an
ager, “especially if it involves several 
items, I call up the m an or the con
cern and ask if I can be of assistance 
in checking up our statem ent. The 
direct question often surprises the 
custom er. And while som etim es he 
does accept my offer, usually he 
m akes a half apology for not having 
paid before. And his check is likely 
to  follow in short order.”

M. W . Johnson.

T h e  H o lid a y  F la v o r
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 Bide., Chicago, III.

Crescent Mfgr. Co. 
(M-346) Seattle, Wash.

Attention Merchants!
Insure with the Grand 

Rapids Merchants Mutual 
Fire Insurance Co.

Wo will insure you at 25% less 
that Stock Company ratea.

No membership fee charged.
We give you 30 days to pay youi 

premium and do not discriminate.
We are organized to Insure Build

ings, Stocks, etc., any where in the 
State of Michigan.

Since our organization we have 
saved our members Thousands of 
Dollars, and can do, proportionally, 
the same for you.

Home Office, Grand Rapida
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W e are also celebrating our anniversary, but ours is the Forty-fifth
W e began business in 1873

The Home of the

Hazeltine & Perkins Drug Co.
Corner of Oakes St. and Commerce Ave.

Three Hundred Feet from Main Entrance to Union Depot

W e  in v ite  y o u  to  ca ll w h e n  in  th e  c i ty  an d  m a k e  y o u rs e lf  a t  h o m e

Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.
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THE SANTA CLAUS MYTH.

Perpetuate It Without Disturbing 
Children’s Faith.

Santa Claus is a m yth. T he kiddies 
haven’t  any m oney of their own to 
spend. A lot of them  know there isn’t 
any Santa Claus; they  know it even 
when they see him parading the street. 
So w hat’s the use of encouraging an 
old deception? Santa ,'Claus and the 
kiddies’ trade are both deceptions, and 
the  hard-headed dealer hasn’t  any 
time and m oney to  waste upon such 
foolishness.

Isn ’t  th a t a practical and logical 
way of looking a t things?

Oh, it’s beautifully practical and em
inently logical. And a big city m er
chant last year spent hundreds of dol
lars in being im practical and illog
ical, and he m ade m oney a t it, too.

Ju s t about this tim e of year astound
ing  news reached this im practical 
m erchant. I t  appealed to  his illogical 
mind as som ething w orth bulletining. 
He pasted up in his window a wireless 
message ju st received from  the N orth 
Pole. Santa Claus was harnessing 
his reindeer, and in a few m inutes
would sta rt fo r C------>. W hen he
reached C------, he’d m ake B lank’s
hardw are store his headquarters.

So enthused was the m erchant with 
the news th a t he rushed it to  the 
city  papers and actually paid good 
m oney to  have the infernal lie printed.

T he wireless was in good working 
order, and next day along came an
o ther message. Santa had tripped 
over a glacier and was laid up in a 
friendly igloo. Maybe he w ouldn’t 
arrive on time!

But no; next day the old gentle
man was quite recovered, and off 
again, m aking up lost time. And so, 
from  day to day, the reindeer and the 
red sleigh ate up the miles between
the N orth  Pole and C------; and the
newspapers and the bulletins in the 
window told folks all about it.

O ne day as the kiddies came troop
ing out of the big central school, who 
should they  see but Santa, sitting  in 
his sleigh as large as life, handing 
out souvenir post cards of himself to  
all comers. T he kids grabbed the 
post cards, and then  took stock of 
him ; for the girl who w rote the best 
description of the old gentlem an 
would get the big doll in Blank’s 
window, and the boy who excelled 
would pull down th a t shiny pair of 
hockey skates.

T hey trailed him to  Blank’s store, 
where he held a reception for the 
youngsters. In  the days th a t followed 
he paraded the streets, visited the 
children’s shelter w ith candy and 
oranges, sa t in B lank’s window,waited 
on custom ers behind B lank’s coun
ter; and how he did sw eat w ith those 
heavy furs and not being used to an 
ordinary Southern w inter! A nd how 
Blank saw to it th a t all the old fel
low’s comings and goings were faith
fully chronicled in the papers. The 
kids ju s t had to  read th at little  col
umn in the upper righthand corner of 
Blank’s advertisem ent. T h at told 
them  w hat had happened and w hat to 
expect.

T he result was th a t several thou
sand youngsters to ld  their parents.

ju st w hat they  w anted in the  way of 
presents, and ju st where to  get them, 
and ju st w hat Blank’s store had th a t 
they w anted, and w hat counter to  go 
to, and w hat the price Was on the 
ticket. I f  the indulgent parents had 
bought all the th ings asked for, they 
would have emptied B lank’s store 
several tim es over, and bankrupted 
themselves.

As it was, they bought w hat they 
could, and bought righ t up until the 
m inute Santa w ent speeding off a t 
the stroke of m idnight.

F o r a m yth and an im poster, old 
Santa has an appeal to  young folks 
th a t is m iraculously perennial. The 
reason is th a t the sham conceals a 
g reat tru th , and th a t the unwieldy, 
hom ely figure is thrilled and filled 
w ith a lithe, live spirit. I t  is the 
spirit of Christm as, w ith all it im
plies.

W hat this m erchant did is illus
trative of the m ethod w hereby Santa 
Claus can be w orked into the  warp 
and woof of Christm as selling. San
ta ’s appeal is directly to  the children, 
but through the children he reaches 
the parents. Because every kid in 
town is talking of the goings on of 
the “real, live Santa Claus,” and every 
paren t in tow n hears of it from  the 
children, Blank’s store is pow er
fully advertised to  the paren ts as a 
place where gifts can be bought, not 
m erely for youngsters, but for older 
folk.

Now, in playing up Santa Claus, it 
isn’t necessary to  follow th is scheme 
in detail. R ather, it is imperative to 
change and adapt the scheme, since, 
having been used by m erchants in 
many places, it is a plan which your 
own com petitor m ay quite possibly 
slavishly reproduce. But Santa can 
be used in m any different ways; and 
the m erchant who th inks up a new 
way of utilizing the old codger shows 
genius of a high order.

F o r instance, how would it be to 
have Santa fighting in the  trenches; 
or, on guard a t the big cantonm ent? 
H e can’t come but he can send 
m essages and souvenir cards for the 
youngsters. E very  boy and girl who 
calls a t the store gets a souvenir. 
T here’s a good opening for some 
effective advertising.

Instead  of parading the streets, 
Santa Claus has a booth in the  store, 
where he looks after the presents for 
the kiddies himself. T hey can come 
and pick out w hat they  w ant and he’ll 
do his best to  see th at they get it. 
L et him  secure the paren ts’ names, 
and make his suggestions d irect to  
the parents, by letter. Incidentally, 
he can call attention  to  the gift 
possibilities for older folks.

Santa Claus offers a prize to  the 
youngster w riting  the best and m ost 
com prehensive list of presents for 
the m em bers of his family. The 
lists m ust be in by the first Saturday 
in Decem ber; the awards will be an
nounced on Christm as eve.

Santa Claus gets out a little  paper, 
“Santa Claus News,” telling all about 
where to buy Christm as gifts—at 
Blank’s store. H e distributes this pa
per in the evenings from  door to  door. 
If  there js a  .jypiingsrjr.Quliadft-.fa*-

says, “T ake this in to  daddy and 
mam m a.”

W ith  these suggestions to  s ta rt 
things going, you can th ink  up ideas 
of your own, b e tte r adapted to  your 
own town and to  the circum stances 
under which you are doing business. 
T here is no one best way to  utilize 
Santa Claus. W hat is the m ost suit
able scheme for one store m ight 
prove u tterly  unsuitable for ano th
er. Much depends upon the so rt of 
im personator you can secure. T he 
m erchant knows best his own pos
sibilities and lim itations, and he m ust 
work to  realize the one and m ust take 
care not to  overstep the other.

If, however, Santa Claus is to  be 
used effectively, Santa. Claus m ust en
te r early into the C hristm as cam 
paign. T here is no use having him 
arrive on Christm as eve, o r even the 
last week before Christm as. If  he 
is m aking a trip  from  the N orth 
Pole, s ta rt him imm ediately after 
Thanksgiving, and get him  into your 
tow n early in December. Give him 
two or th ree  weeks in which to  get 
in his good work.

M ore than  that, while steadily 
w orking for cumulative results, 
don’t inject into the Santa Claus 
cam paign anything th at will tend 
to discourage early buyihg. R ath 
er, aim th roughout to  get the folks 
out early and get them  to  buy at 
once. Make th a t the burden of San
ta ’s talk and m essages to the young
sters. T hey’ll take the “Buy early 
and avoid the rush” slogan much 
m ore seriously than their elders; and 
they ’ll in m any instances prod and 
nag  the old folks into buying early 
in the season.
. Of course, in m ost hom es Santa 

is supposed to  come down the chim
ney and deliver the gifts in person. 
That, however, shouldn’t  prevent the 
kiddies from  com ing to  the store 
where Santa holds forth  and leaving 
word as to  ju st w hat they  like, and 
taking Santa’s advice th a t they  get 
their parents to  come and see him 
right away so th at he can find out 
w hether they ’ve been good 
children o r not. T he m odern Santa 
Claus, stalking the streets and sitting  
behind the counter, can be fitted 
quite neatly  into the scheme of th ings 
and need not d isturb in the least the 
children’s faith.

Ten Rules for Creating Trade-Pull
ing Windows.

H ere are ten  rules for creating 
trade-pulling windows which can be 
followed to  advantage:

1. Have window glass so clean 
it sparkles. F o r perm anent lettering  
on outside use bronze w ith black.

2. See th at floor, sidewalks and 
back present a fresh, wholesom e ap
pearance. O m it all posters th a t are 
not p a rt of the  display.

3. D isplay one th ing  at a time, or 
things, of a similar nature, like hair 
brushes and combs, or soaps and 
toilet w ater. I f  two o r m ore articles 
are shown, separate them.

4. Make displays seasonable. Place 
samples in window and distribute 
over counter.

5. D on’t  overcrow d; practice re- 
• sei vg;—StJtlfe 'g’o b d s^ e rm it' lavish dis

play—perfume, fbr example. T al
cum is also suitable for a “quantity 
window.” W hen in doubt, choose 
simplicity.

6. H ave a color scheme. If  cas- 
tile soap is displayed, plainly, white 
ought to  prevail; w ith o ther goods 
frequently  harm onious colors can be 
used. A window of vaseline looks 
very well with a background of blue.

7. Use leaders—for the sam e rea
son th at one would use them  in a 
special sale—to get im m ediate action.

8. P o st price lists or use cards 
wherever prices are as low o r lower 
than in o ther stores.

9. Change displays weekly.
10. Make displays sim ultaneous 

with announcem ents of advertisers.

Too Baidl He Couldn’t March.
U nited S tates Senator H ow ard 

Sutherland, of W est Virginia, tells a 
sto ry  about a m ountain youth who 
visited a recruiting office in the Sen
a to r’s State for the purpose of en
listing in the regular army. T he ex
am in ing ' physician found the young 
man as sound as a dollar, but that he 
had flat feet.

“ I ’m sorry,” said the physician, 
“but I ’ll have to  tu rn  you down. 
You’ve got flat feet.”

The m ountaineer looked sorrow 
ful. “No way for me to  g it in it, 
then?” he enquired.

“I guess not. W ith  those flat feet 
of yours you w ouldn’t be able to  
m arch even five miles.”

T he youth from the m ountains 
studied a m oment. F inally he said: 
“I ’ll tell you why I hate th is so 
darned bad. You see, I walked nigh 
on to one hundred and fifteen miles 
over the m ountains to g it here, and 
gosh, how I hate to  walk back!”

One seldom gets it in the neck for 
keeping one’s m outh closed.

Signs of the Times
Are

Electric Signs
Progressiva merchants and manufac

turers now realize the value of ■ Electric 
A d ve r tls leg .

We furnish 7 0 a with sketches, prices 
and operating cost for the asking.

THE POWER CO.
BeU M 797 Citizens 4261

The United Agency System  of 
Improved Credit Service

O m TE® ̂ ,®EM£Y
ACCURATE - RELIABLE 

UP-TO-DATE
C R E D IT  INFO RM A TIO N

G E N E R A L  RATI NG B OOKS  
now  ready  con tain ing  1,750,000 
nam es—fully ra ted —no blanks— 
EIGHT POINTS o f v ita l c red it 
inform ation on each  nam e.

Superior Special Reporting Service 
Farther details by addressing 

GENERAL OFFICE8
C H IC A G O . - ILL IN O IS

-  -Gunther-Bldg?— ■— M d lM tflrW m srX W S S S '
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Increased Floor Space and Modern Facilities 
In Our New Location Will Mean Much to 

Dealers Handling the Bertsch and 
H. B. Hard Pan Shoe Lines

More room, more day light, every modern convenience for efficient production is what our 
new location gives us. These conveniences, with greatly increased production, w ill mean 
lower production cost and reduced overhead expense. With the rapid return of business to 
normal conditions we are organizing our factory to this end. We w ill soon be in position 
to ship promptly and give BIGGER VALUE in every pair of BERTSCH AND H. B. HARD 
PAN shoes turned out.

HEROLD-BERTSCH SHOE CO.
11-13-15 Commerce Ave. Grand Rapids, Michigan
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THE RE-ADJUSTMENT PERIOD.

Dangers Which Credit Men Must 
Surmount.*

I t is w ith considerable hesitation 
th a t I approach so large a subject. 
T his question has been asked of 
every banker in the land; it has or 
will be discussed by every trade o r
ganization of this country, and there
fore I am justified in assum ing that 
this is one of the m ost im portant 
problem s th at the business world 
has to  meet in the m onths to come.

In accepting your invitation to 
speak upon this large problem  at 
this splendid m eeting of keen th ink
ing men, I do so with the  realiza
tion th at you all have been study
ing the question and know as much 
about what to expect as I do. P rob
ably the m ost th at I can do is to  
tabulate some of the things th at have 
happened and become a part of his
to ry  and to crystallize the thoughts 
th at are in your mind and mine to  
the end th at if we agree, we shall be 
a little better fortified m entally to 
carry  out our program m es.

One of the big things is the amount 
of money which we have raised in 
this country during the war period. 
T he to tal of the four L iberty  Loans 
is $17,000,000,000. Seventeen billion 
is a very large sum of money 
and this m eans th at $17,000,000,000 
has been taken out of the ordinary 
channels and put into Government 
bonds, which involves a large in
crease in the investm ent class that 
have never invested money before.

About $2,000,000,000 was loaned to  
France; a little over $3,000,000,000 
w ent to  England. About $860,000,- 
000 went to Italy  and $655,000,000 
was divided between Belgium, Rou- 
mania, Russia, etc. The rem ainder 
of that has been spent by the Gov
ernm ent, together with a large sum 
of m oney raised by taxation, in car
ry ing  on the war.

Now let us see where that $17,000,- 
000,000 has really gone. I t has been 
expended for three items. F irst, it 
has been spent for food—that is al
ways a natural movement of money 
and we are always certain that part 
of our m oney goes for that purpose 
The second item has been spent for 
clothes and ordinary equipm ent, but 
a large part of this money has gone 
for munitions, which is an unnatural 
expenditure. T hat m oney has been 
destroyed and it is an economic loss 
to  the whole world, and we m ust r e 
place this wealth which has been d e 
stroyed before we get back to  natural 
conditions.

I am not going into a discussion 
of the question of the change of 
standard of value—the dollar. I t  is 
a large topic and an im portant one 
and should be taken up by all of us 
in a serious study if we are to  under
stand this financial question in its 
broader phases. In this connection 
I would earnestly  recom mend that 
we all read some good w ork on this 
subject and gain a knowledge of the 
fundam ental principles regarding the

•A ddress before a n n u al convention of 
M ichigan C red it M en’s A ssociation  a t 
K alam azoo, by Mr. G uy W . Rouse, P re s i
d en t W orden G rocer Company.

effects of a change in the value of 
our standard of value.

W e m ust rem em ber th a t we are 
ju st beginning to get the reports of 
the to tal losses of the different na
tions. You have probably read in the 
paper this m orning how m any m il
lions of men have been killed; how 
many m en have been maimed. I t  is 
to be understood that this is a very 
vital question in the re-adjustm ent 
period through which we are about 
to  pass. Do not forget th a t these 
men who have been killed are men 
at the height of their productivity— 
at the height of their ability.

The destruction of property  across 
the w ater is a vital elem ent in our 
own problem. W e have long ago 
ceased to  think of ourselves as a 
separate country on this side of the 
A tlantic, and we now realize th at

our condition is such th a t we are in
extricably involved in the affairs of 
the world.

T he destruction through Belgium 
and France particularly  is a part of 
our problem. T he Germ ans de
stroyed the factories; took away the 
m achinery and m elted the rem ainder 
of the m etal to make shell.

By their destructive m ethods and 
fighting, they  have destroyed a large 
part of the forests. Think w hat it 
m eans to France and Belgium to 
have their forests destroyed! These 
forests cannot be replaced in 100 
years—a large part of them  have 
been completely mowed down.

T hey have also destroyed the fruit 
trees. T hey w ent righ t through 
N orthern  Frahce and Belgium with 
their hatchets and lowered every 
fru it tree there. Think w hat th at 
means!

T hey have destroyed the top soil, 
and you fellows who have lived on 
farm s know th at it will take from  
two to  five years to re-establish this 
top soil—probably ten years before 
a norm al crop can be grown.

These are some of the th ings that 
have happened, and all th is destruc
tion m ust be replaced.

W e have had in alm ost every line 
of business an increase in values. 
In looking over a long list yesterday 
I found only two item s which did 
not show any incresase. The follow
ing are some figures to illustrate:

In 1914 iron and steel exports were 
$20,000,000; to-day, $90,000,000.

Steel billets, $19.50; to-day, $47.50.
Cotton, 13 cents; to-day, 32 cents.
W heat, 85 cents; to-day, $2.23.
Corn, 71 cents; to-day, $1.48.
You can find hardly  anything in

your business th at has not advanced. 
W e have all been m aking extra prof
its—at least we thought we were m ak
ing ex tra  profits, but expenses have 
increased. W e have also spent money 
advertising the different m ovem ents 
of the Governm ent; Red Cross, L ib
erty  loan drives, etc., which expen
ditures are entirely  justified. W e 
have raised wages, som etim es with^ 
out the care th at we used in ordinary 
times.

T his spirit of extravagance has 
gotten into alm ost every financial 
program m e of the country. I t  is no
ticeable in the conduct of our business 
in a g reat many o ther ways, and I 
cannot help thinking that we will 
have to  be very careful in the con
sideration of this m atter.

Some m onths ago I saw a farm er 
draw in a load of w heat for which 
he received a check for $313. You

can’t tell me th at th a t farm er’s 
household expense account did not 
get an awful jo lt. H e did no t figure 
as closely from  that day on as he did 
before, and th a t is the way th a t a 
large num ber of the people in this 
country are doing.

A long comes the date of Novem ber 
11—when the th ing  we have been 
looking forw ard to  and praying for 
happened before we realized! it 
could happen. W e were thinking 
what it would mean to  us when it did 
happen, but it came so suddenly that 
we were simply stunned. Now the 
question is, what does this victory 
mean to  us in the way of changes in 
the future? W hat does it mean in the 
way of changes which we know will 
occur in the immediate future?

I t means, in the first place, the 
cancellation of w ar contracts. If you 
stop to  consider for a m om ent how 
much labor has been draw n from 
regular lines of business into war 
industries, you have some realization 
of w hat the Governm ent faces and 
what you and I have to face.

The Governm ent is striving very 
hard to handle their part of this m at
te r in such a way as to make this 
change with as little trouble as pos
sible for the laboring man. The la
boring man has come to  be the most 
independent man in the world to 
day. H e knew there was a larger 
demand for labor than  a supply of 
men to fill the demand and, conse
quently, advanced his prices. He 
became indispensable to  the point 
where the employer could not en
force the discipline that was neces
sary in his p lant in m any instances.

You know what the Governm ent is 
doing in .this connection. I t  is re
leasing these men as rapidly as it 
can. You will find some Governm ent 
contracts cancelled; some slowed 
down; some still operating. The 
Governm ent believes that it is better 
business to  put some m oney where 
it is not absolutely needed than to 
release all these men too rapidly.

Also it is going to release the men 
from  the  camps and ship soldiers 
back from  France. T his m eans 2,- 
000,000 or more o ther men, and this 
m eans a still fu rther labor problem  
which we m ust solve in this country.

I m ention these things because 
every one of them  has a vital bearing 
on credit and the use of credit during 
this period.

Ju s t a word more about the labor
ing man. W e m ust not forget th at 
this m an is a very vital part of the 
whole question, and perhaps this 
fellow 'w hom  you and I may not 
know directly is going to  produce 
m aterial, for which you and I will get 
our m oney.

This labor problem  is a very es
sential problem  in this whole re-ad
justm ent, and the laboring man must 
no t take m ore of the burden than the 
m erchants or m anufacturers, but we 
m ust all take it together. N either 
the w orking man, the labor unions, 
the em ployers or employes’ associa
tions m ust undertake to  make any 
move during th is reconstruction pe
riod which shall a ttem pt to  place 
the whole burden on the  o ther fel
low, and any organization which at-

Guy W. Rouse.
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M a z o la — o n e  o f  th e  m o st im p ortan t  
p rod u cts in  th e  s to c k  o f  th e  

up -to-d ate sto rek eep er
The people of America are learning in the most thorough way just how 

much Mazola means to them from the standpoint of quality and economy.
_________ Hundreds of newspapers throughout the country have been used to tell

American housewives how delicious this pure oil from corn is for general cooking 
and salad dressings.

The response has been wonderful. Mazola is no longer a new product—it has the 
standard demand of a staple.

Thoughtful dealers know this. They have prepared themselves to meet the demand 
and to reap the reward—by laying in ample stocks.

Mazola is the sort of article that every progressive dealer wants to handle in 
these times.

CORN PRODUCTS REFINING COMPANY
17 Battery Place NEW  YORK

Barclay, Ayers & Bertsch Co.
321-323 Bond Avenue

Grand Rapids, Michigan
Jobbers in

P ipes, V a lv es , P u m p s, S ink s, 
R o o fin g  and M ill S u p p lie s
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tem pts to  do this cannot, and m ust 
no t exist. The laborer m ust live 
and wages cannot go down until the 
cost of living goes down. Unless 
the workers and em ployers m eet con
ditions prom ptly and voluntarily, we 
are going to  have one of the m ost 
serious tim es in this country since 
1893.

H aving been employed in a bank 
in 1893) I still have very d istinct 
recollections of some of the things 
which happened during th at period.
I saw women grow thin w ith worry.
I saw men sweat blood and I am sure 
th at no man who went through that 
period wants to  ever again see a re
turn  of those conditions. W e m ust 
all w ork together.

T he allied governm ents have been 
spending about $150,000,000 per day. 
Bear in mind th a t a large p a rt of 
th a t will be stopped. Of course, 
there m ust be considerable purchases 
in this country for food and for 
m achinery and equipm ent with which 
to  carry  on the work of reconstruc
tion but these expenditures cannot in 
any way nearly offset the expendi
tu res made while the w ar was in 
progress.

Let us also rem em ber th a t money 
or credit is the m ost tim id th ing  
in the world, and that m oney will 
not seek investm ent in new en ter
prises until our problem s are re-ad- 
justed  on a fair and satisfactory basis 
to  all parties concerned. T h e re 
fore let us all lend our influence to 
bring about this re-adjustm ent as 
prom ptly as we can, and thereby 
hasten the day when the new en te r
prises and re-investm ents in indus
try  will strike the pre-w ar pace.

I wish to  call to  your attention  
one phase of the question of profits 
shown during the period through 
which we have ju st passed.

Personally  I am convinced th a t a 
large am ount of m oney has been 
treated  as profits by the business 
men and by the Governm ent which 
in reality  are no t profits.

I am referring  particularly  to 
w holesalers and retailers and that 
class of business whjch m ust carry 
through the entire  year a stock of 
approxim ately the same size, as com
pared with those businesses which 
m ay carry large or small stocks, ac
cording to  the  m arket conditions.

In  the case of the wholesaler and 
retailer, it is very apparent to me 
th a t a large p art of the ‘ so-called 
profits resulting  from  the advancing 
m arket is simply a tru st fund to  be 
conserved as an offset to the loss on 
declining m arkets.

I t  is also clear th at the credit man 
who fails to recognize the danger of 
his own concern or the concern to 
which he is extending credit trea ting  
these so-called profits as actual profits 
and disbursing them  to  the proprie
to rs o r stockholders has weakened 
that risk to  a point which m ay result 
seriously during the re-adjustm ent 
period.

I am injecting this thought into 
this talk  to-day because I think it 
is necessary to im press upon every
one the absolute necessity of figuring 
carefully and retain ing  in our busi

ness a large part of the balance of 
this so-called profit if we are to  
m aintain our solvency following the 
period of re-adjustm ent.

In  answer to the question given 
me by the Program m e Committee, I 
want to suggest a few things which 
I think should be borne in mind 
every day and will be a part of all 
of our plans to  meet the reconstruc
tion problems.

Do not cut prices. W hat I  am 
afraid of is th a t as we go through 
the re-adjustm ent period some fellow 
is going to cut prices and try  to un
load his m erchandise. F o r goodness 
sake, don’t do it! Do not let your 
custom ers do it! W e haven’t  a 
surplus am ount of m erchandise and it 
is going to  be absorbed in the twelve 
m onths following. Do no t try  to 
do anything m ore than  legitim ate 
m erchandising w ith the stocks we 
have on hand.

W e m ust take a certain am ount ol 
loss. I t  is hard  to tell how much, 
but it is certain th a t we m ust take 
some loss. W h at I am hoping for 
is th a t we take the sm allest loss pos
sible. A ny attem pt to force liquida
tion to avoid loss on the p a rt of any 
one of us is liable to induce some 
o ther fellow to follow suit, and the 
result of th is can only be the unload
ing of m erchandise at ridiculous 
prices and an abnorm al and unneces
sary loss.

If this occurs, it m eans th a t prices 
will go below the natural level, and 
we will, m any of us, have taken an 
unnecessary loss, and a t the  same 
tim e face a level of prices higher than 
those prices a t which we have un
loaded our m erchandise in our 
strenuous effort to  be sm arter than 
the other fellow.

If you do not get ano ther th ing  
more out of this, I hope you fellows 
will take hom e one th ing  th a t Guy 
Rouse said, and th a t is: W e m ust 
keep the boat steady. D on’t  rock 
the boat by try ing  to  unload too 
rapidly.

Next, keep book accounts liquid. 
I have been a crank on the  subject 
of prom pt collections. I have been 
a crank on m aking term s and making 
people respect them . A large firm 
said to  us the o ther day th a t they 
thought we did not want their busi
ness because we sent their check 
back when they took discount after 
the discount day had passed. W e 
said, we do w ant your business, but 
we do not make any exceptions in 
our term s to  a million dollar con
cern that we would not make to  a 
thousand dollar house. L et us 
make term s and see th a t they are 
lived up to.

Keeping accounts liquid does not 
mean going to a cash basis. If  
everybody in the world went on a 
cash basis to-day there would not 
be m oney enough in the world. Let 
us steady the boat, let us reef in a 
little, but let us stay in the game.

Two big Chicago jobbers told me 
they both were try ing  to do the  best 
they  could. One had tw enty-eight 
days outstandings and the o ther had 
forty-one. The tw enty-eight day 
jobber is selling the same kind of 
people and doing the same kind of

business, bu t he has nerve. T he 
difference betw een the forty-one day 
house and the tw enty-eight day 
house m eans th irteen  days, and doing 
a business of $20,000 a day would 
mean reducing their outstandings 
$260,000, which would result in 
$15,600 in terest saved.

More than that, the man who has 
forty-one days outstandings has a 
larger percentage of losses. The 
m an w ith forty-one days is still 
carrying those good friends, “Mr. 
Good-but-Slow” (You know him). 
The tw enty-eight day m an is the 
quick, keen, persisten t collector and 
is obtaining increased business be
cause he collects prom ptly.

One of the large concerns which 
conducts a string  of stores shows 
outstandings of 71 per cent, as a 
whole, and 48 per cent, for the best 
house. O ur Company shows 67 
per cent, which I  think is the banner 
house and the Kalam azoo house 45 
per cent which I th ink  is the banner 
show ing of any wholesale grocery in 
the country. I do not know if this 
is due to  the good m anager and 
credit m an or to local conditions in 
Kalamazoo. I hope you say it is 
Kalamazoo, because if you don’t  l 
will have to raise their salaries.

L et us do our custom ers the kind
ness of educating them  to  collect 
their bills m ore prom ptly and there
by better their financial condition.

L et us do ourselves the  service of 
m aking our money move faster and 
thereby reduce our in terest charges, 
our losses and our financial problem s.

Above all, let us lend our efforts 
in m aking our m oney move faster, to 
the end th at we conduct our business 
with the least possible am ount of 
money at th is tim e and release to 
the ex ten t of our ability all of the 
m oney we can for the purpose of 
re-adjusting  conditions.

Also I want to  urge a m ore care
ful and scientific study of financial 
statem ents. Personally  I am con
vinced that a g reat m ajority  of the 
credit men, including the bankers, 
have too small knowledge of how to 
analyze a sta tem ent beyond some 
general rule which they  apply to  all 
statem ents alike.

I t  appears quite clear to  me that 
every credit m an ought to  make a 
sufficient study of this question to 
be able to  have an adequate idea of 
what a good condition is in the  dif

ferent lines of business. Do we know 
w hat the turn-over of m erchandise 
and capital as well as the relation of 
outstandings to these item s ought 
to be in the different lines of busi
nesses or do we apply the same rule 
to all statem ents that come to us for 
observation?

These to  my mind are very im por
tan t questions and are going to be 
vital in our understanding of the 
credit basis of different concerns dur
ing this period of re-adjustm ent.

Failures will probably increase. In  
Canada there were in 1913 1230 and 
639 in 1918. M any of you have for
gotten  there  were such things as 
failures in the past years. W e 
thought we could extend credit to 
anyone and come through w ith it.

D uring this re-adjustm ent we are 
going to  have failures. I am not pes
simistic—in fact, I am optimistic, 
and I am going to  keep my optim 
ism—but as credit m en we m ust 
elim inate the m en who are going to 
be failures. W e had b e tte r elim inate 
these men when we can get seventy- 
five cents on the dollar than wait u n 
til we can only get twenty-five cents 
on the dollar.

I th ink  we are going to  find a very 
decided change in our m erchandise 
conditions, now th a t the w ar is over. 
T he arm y train ing  is going to  have 
a stabilizing influence. T he percent
age of trade changes is about 95 per 
cent, every fifteen years. As you go 
down the street you do no t find the 
same m erchants as you did ten years 
ago. Some fellows have gone ou t of 
business; some are now w orking for 
o thers; some have died, etc. W e 
have a rapidly changing personnel of 
m erchants.

Speaking of changes which take 
' place rem inds me of an incident th at 
happened in London. I made a  very 
hurried trip to Europe—spent four 
days in London and th ree  days in 
Paris. W hile in London it occurred 
to me that here was a chance to  get 
a pair of London-m ade trousers. I 
asked a tailor, “Can you make me a 
pair of trousers so I can have them  
when I get back from  Paris in three 
days?” I ' i ^ j

He said, “Yes, and they will cost 
you one pound one shilling.”

“I am staying a t the H otel Cecil, 
and when you get the trousers done, 
you can take them  over there  ana

Grand Rapids Butchers Supply Go.
JOBBERS OF

Coolers and Market Fixtures 
C asings, S p ices

ALL KINDS OF TOOLS AND MACHINERY 

Everything the Butcher Requires 

317-319 BOND AVENUE
(Near Court House)

Citz. Phone 1375
Bell Main 4987 GRAND RAPIDS, MICH.
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Michigan Hardware Company
EXCLUSIVELY WHOLESALE

C o rn e r  O ak es  S tre e t  a n d  E lls w o r th  A v e n u e , G ra n d  R ap id s , M ich ig an

V I 7E gladly embrace this opportunity to thank our customers for the generous manner in which they 
W  have patronized us during the critical year now drawing to a close and to assure you that the broad 
policy which has proven so satisfactory to ourselves and hope it has to our customers in the past wil 
be continued in the future. We shall make an effort at all times to carry a full and complete stock, so 
that we may be able to fill all orders the same day they are received. We look for a strong and increasing 
demand and a great scarcity of goods in the hardware line during 1919 and do not propose to penalize and 
inconvenience our customers by scanty buying on our part for fear of lower prices, which, in our opinion, 
are a long way in the future.

W . A. McIntyre—Eastern Michigan Territory.
W . J. Klein—Southern Michigan Territory.
A. Upton—Northern Michigan Territory.
V. G. Snyder—North Central Michigan Territory.

E. F. Goebel—South Western Michigan Territory. 
R. J. N ichol—Central Michigan Territory.
M. J. Kiley—Western Michigan Territory.
J. T . Boylan—City.

M ichigan Hardware Company
Exclusive Jobbers of Hardware and Sporting Goods

E s t a b l i s h e d  1 9 1 2
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get your m oney; I ’ll leave the money 
a t the hotel for you.”

“Oh, no, that w on’t do,” he said. 
“ If you want these trousers you pay 
for them  now.”

“ How do I know th a t you will be 
here when I re tu rn?” I asked.

“W ell, young man, my family have 
only been doing business here for 
125 years, and I think we will be here 
when you get back.” (L aughter)

Q uestion from  audience: Did you 
get the pants?

Yes—I m et his term s and got the 
pants.

T his war is going to  stabilize things 
in a wonderful way. Do not forget 
th at these men in the arm y have 
learned order, precision, organization 
and a great m any things they  did 
not know before and th a t they will 
put them  into their daily life and 
make them selves felt in the business 
world much m ore than  we realize.

W e m ust not forget th at the in
dem nity we are going to  ask Ger
m any to  pay is going to  stim ulate 
econom y and thrift.

T he French people are the th rif t
iest in the world, partly  as a result 
of the indem nity placed upon them  
by Germ any at the close of the Fran- 
co-Prussian war.

W e m ust eliminate, so far as pos
sible, all waste. W e have some tre 
m endous w astes in this country. W e 
do a lot of things in the way of ser
vice which is unnecessary. W e are 
spending m oney for m any unneces
sary things and the re-adjustm ent 
will show some of these item s in the 
w aste column.

T here  is a fellow in P ittsburgh by 
the name of Shaw—Fire W aste  Shaw 
they call him, because he has made 
a specialty of studying waste by fire. 
H e has sent me some figures in re
gard  to waste by fire.

A recent year’s record shows that 
Glasgow had a loss of $325,000 by 
fire, while Boston, a city with less 
people, lost $2,000,000 by fire the same 
year. Do not forget th a t th at money 
is all wasted and we m ust save it if 
we are going to meet new conditions.

Michigan has a loss per capita of 
tw enty  tim es w hat Holland has and 
nearly eight tim es w hat England has. 
If we had the right construction, the 
right kind of education and the right 
kind of laws, this waste wouldn’t be 
so large.

The credit men are the people to 
bring about reform  and save this un 
necessary waste.

Incidentally, we m ust also give 
some attention  to  the m atter of in
surance on stocks. Is our insurance 
adequate for the present high level 
of values? Is our insurance policy 
properly w ritten?

W e have just had occasion to know 
th at the “ Iron  Safe Clause” which 
has been in our policies for some time 
prior to  the last law enacted, made 
the policy voidable, but the law has 
made the policy void. A case has 
come to our atten tion  where the m er
chant had a $3,000 stock which was 
covered by a $1,000 insurance policy, 
and he m ay no t get a cent of insur
ance because he did not have an in
ventory and keep it in an iron safe.

W e have all agreed th a t we should

make good character one of the fun
dam entals for credit, but I am in
clined to  think th a t we have no t 
taken it as seriously as we should.

Let us give character the place it 
deserves; let us be concerned with 
the fact that it not only ought to  be 
one of the essentials in obtaining 
credit, but during this re-adjustm ent 
period, let us give it the real place 
it should have in our consideration 
of the extending of credit.

Also we m ust give m ore attention  
to  m ercantile reports and we m ust 
insist on proper reports from  m er
cantile agencies. W e m ust not be 
satisfied w ith a report based on con
ditions of the past. T hey m ust give 
us better reports and it is very ap
parent th at they cannot give us bet
te r reports w ithout spending m ore 
m oney; they  cannot spend more 
m oney gathering  inform ation for us 
unless we are willing to  pay m ore 
for the service they  are rendering. 
Therefore, let us s ta rt a campaign 
for b e tte r and m ore complete re
ports.

A nother th ing  is to  know m ore 
about the costs of doing business, 
both in our institu tion  and in the in
stitutions to whom  we are extending 
large lines of credit. T his applies 
particularly  to credit extended to 
m anufacturing concerns, where there 
is still a to tal lack, in m any in
stances, of a definite knowledge of 
what it costs to  m anufacture or p ro
duce the different item s in the fac
tory.

In  this connection, we have prob
ably all of us known of instances 
where the m anager of a business is 
reluctant to put in a cost system  and 
finally found to  his surprise, after the 
system  had been adopted, th at some 
of the item s were sold at a loss while 
others which were “fillers in,” so- 
called, have been in reality  the items 
on which a nice profit was made. 
Therefore, know costs; know that 
your credit custom ers know their 
cost, so that credit m ay be extended 
to  these businesses operating  on a 
basis of known earning power.

In closing, I w ant to  say th a t 1 
think the credit man to-day has on? 
of the biggest burdens to  carry. The 
credit man m ust know conditions so 
intim ately and have so full a knowl
edge of the business of the people 
to whom he is extending credit that 
he can, as suggested above, eliminate 
early in the game those custom ers 
who are doomed to disappear. I t  is 
the credit man who m ust eliminate 
the poor m erchandiser and careless 
m anufacturer, and still at the same 
time have the knowledge which 
equips him to  extend credit intelli
gently to those dealers whose m eth
ods and knowledge of their business 
assures their coming through the re
adjustm ent period successfully.

In  conclusion, and above all else, 
let us resist from any attem pt to  un
load m erchandise before the decline, 
but continue to m erchandise on legit
imate lines and realize th at this is 
the tim e when the business world, 
and particularly  the credit end of 
the business world, demands m en 
with cool sound judgm ent and a 
large am ount of nerve.

The Vinkemulder Company
GRAND RAPIDS, MICH.

W H O L E SA L E

Fruits and Vegetables
OF A LL KI NDS

A Glimpse of our Banana Department where 
System, Accuracy and Service Counts.

NO ORDER OR SHIPMENT TOO LARGE OR TOO SMALL 
TO RECEIVE PROMPT AND PAINSTAKING ATTENTION.
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What Is the Situation in Your Store?
T here are tw o basic reasons why 

you as a  retailer are in business. One 
reason has a selfish basis, inasmuch 
as it directly  affects you and you 
alone. T he o ther m ust be viewed 
from  the standpoint of the public up
on whose patronage you m ust depend 
for the success of your enterprise.

F rom  your standpoint you are in 
business for the purpose of m aking 
a profit—not a bare existence—not 
m erely in terest upon your invest
m ent—but these topped by a reason
able and satisfactory  re tu rn  as well.

T he only in terest which the con
sum ing public has in your business 
lies in the service afforded them, the 
m em bers of the public, by the exis- 
ence of your store.

T he public is not in terested  in m ak
ing you profits. T he principle of 
every m an for himself holds abso
lutely good. If  you render service to 
the people of your com m unity in the 
shape of m erchandise, prices, quality, 
assortm ents, and the o ther ramifica
tions, th a t is the extent of the public 
interest, fundam entally speaking, in 
your store.

Phrasing  it differently, the only ex
cuse which your store has for exis
tence, viewed through the eyes of the 
public, takes form  in the things 
which your store will do for said 
public.

Retailers occasionally bemoan the 
fact that the people of their com m un
ity do not appreciate w hat the store 
m eans to  them . In  m any of these in
stances the re ta iler him self is alm ost 
wholly at fault, inasmuch as he was 
not taken the necessary action to  place 
his store before the trade in the right 
light.

Service covers a m ultitude of 
things. I t  considers and com pre
hends not alone the question of m er
chandise delivery, extension of cred
its and w inning store atm osphere. In 
addition it includes the stock which 
you carry; its relation to  the require
m ents of the public which you serve, 
the m anner in which the goods are 
priced, the way in which the wares 
are called to  the attention  of the peo
ple in your com m unity; the degree to  
which they are made easily procura
ble through utilization of modern 
m erchandising m ethods; and many 
other things. Properly  interpreted, 
the much overworked term  “service” 
when considered from the basis of 
the retail store is tru ly  com prehen
sive in its breadth  and scope.

I t  goes w ithout saying that the 
successful store is the one in which 
service to  the public and profits to 
the owner are properly balanced. E x 
cess service coupled with too small 
profits spells partial if nd|t entire 
failure. Profits, if the elem ent of ser
vice to  the trade is lacking, do not 
m aterialize readily. A healthy bal
ance is absolutely essential.

I t  is a fact th at the situation exist
ing a t p resent is one which affords 
exceptional opportunities for profits, 
w ithout in the least venturing  into 
the forbidden and unpatriotic  ground 
of profiteering.

I t  is a fu rther fact that far too 
m any m erchants in the sm aller cen
ters are actually throw ing away good

money, day after day, through failure 
to appreciate the real value of their 
merchandise.

In  o ther words, through careless
ness, indifference or plain laziness, 
they are actually selling m erchandise 
much below replacing values. Ob
viously this is not good business prac
tice. T here will come a time, sooner 
o r later, when recessions will take 
place. T his time will come after these 
m erchants have disposed of their 
present stocks, on which they have 
sacrificed profits, and have replaced 
these p resent stocks with high priced 
merchandise.

The consum ing public will not, 
when the turn  does come, be so filled 
w ith altruism  as to pay you, Mr. Re
tailer, more for wares than the same 
can be bought for elsewhere. This 
m eans you will have to follow the 
downward trend of the m arket. I t  
will mean losses, m ore or less heavy, 
the degree being dependent upon 
your stock.

If, in the past m onths and at the 
present time, you have throw n away 
and are throw ing away profits which 
were and are rightfully  yours, where 
will come the sinking fund needed to 
tide you over during this future per
iod, the tim e of approach of which 
cannot be forecast but which is as- 
assuredly coming sooner or later?

Babson’s R eports recently sounded 
a note of w arning along this’ very 
line. Read it. Think it over. Apply 
this reasoning to your own business. 
Be ready for the turn  of the tide when 
it comes. O therw ise you m ay find 
yourself floundering, commercially.

The w arning referred to reads thus:
“W e urge clients who are interested 

in retail trade of suburban or rural 
d istricts which are in com petition 
with city stores, to  heed the follow
ing. Paradoxical as it seems, the 
country store is able to undersell the 
city store because it has a slower 
turnover of stock. The situation is 
brought about by the continuous rise 
in prices. This is all very well while 
prices continue to go up, but when the 
trend tu rns downward, the country 
retailer is going to be placed in a bad 
position. T here is no law to compel 
him to keep his goods up to the 
m arket price, but com petition will 
force him to reduce his prices when 
the general decline comes. M erchants 
who are now taking the profit which 
accrues from the appreciation in the 
value of their goods, will have a re
serve which will offset the eventual’ 
loss in inventories when comm odi
ties decline. Unless m erchants are 
careful now to  m ark up their goods 
close to  replacem ent values and re
gardless of purchase prices, they 
will have no gains to offset the losses 
which m ust later be taken. This, of 
course, applies to all classes of trade, 
but especially in suburban and rural 
communities where the turnover is 
necessarily slower. This point should 
also be taken in to  account in g ranting  
credit.”

Does the proper relationship be
tween service to  the custom er and' 
profit to  yourself exist in your store?

If not, why not rem edy the situa
tion while the opportunity  is open?

Three Best Sellers
Guaranteed by the

N a m e D ou g las
M ade from  se le c te d  grain  

by a spec ia l p ro cess .

C o r n
S ta r c h

Standard
ized by 
National 
Advertising

Douglas O il, Douglas Corn S tarch  and 
Douglas Gloss S tarch  are th ree  products th a t 
you can recom m end to your h igh  class trad e  
w ith  absolute certa in ty  th a t  th ey  will satisfy.

You know  and m ost o f your custom ers 
know th a t  th e  nam e Douglas rep resen ts th e  
final achievem ent o f quality  on every prod
u c t m ade from corn. T h a t Douglas O il is 
th e  de luxe salad and cooking oil. T h at 
Douglas Corn S tarch  is th e  finest th a t can 

be m ade. T h a t Douglas Gloss S tarch 
deligh ts each user.

T h e  g i a n t  
Douglas plant, 
situated in the 
h e a rt of the 
corn belt, com
mands the fin
est grades of 
corn where it is 
grown. It goes 
straight from 
field to factory 
to be converted 

improved

For S a lads. Shorten ing , 
Frying.

T his in im itab le  quality  
and th e  nam e which des
ig n ates  i t  is b e ing  popu
larized  and  standard ized  na tio n 
a lly  by a selling  cam paign in  
lead ing  publications of th e  country

Such popular mediums as the Saturday 
Evening Post, Ladies’ Home Journal, Good 
Housekeeping, Pictorial Review, Delineator, De
signer, Woman’s Magazine and many others have 
been selected to tell the preferred . 
trade of America about Douglas 
Oil and Douglas Corn Starch.

This means that about 10,000,000 
of the best and most prosperous 
homes in the U. S. A. are learning 
to ask for Douglas when they buy 
oil or corn starch. For this 10,000,- 
000 is actual circulation of the 
Douglas List of magazines and 
weeklies. The actual number of 
readers is many times more.

B lends w ith  Fabric, g ive s  e lastic  fin ish , 
d o e sn ’t  s tic k .

Douglas Oil
Douglas Corn Starch 
Douglas Gloss Starch

T hus you m ust be ready to  fill th e  orders o f your custom ers w ith 
these  th re e  Douglas specialties. You m ust have th em  in stock or be 
obliged to  lose business.

Your regu lar jobber has th em  in stock or can g e t them  for you. D on’t  
de lay— you are th e  loser w hen you c an ’t  supply th e  Douglas brand.

DOUGLAS COMPANY, Cedar Rapids, Iowa
Manufacturers of Corn Products
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THE STORE ON THE RAFT.

E arly  Proh ib ito ry  L aw s W hich Did 
N ot Prohibit.

Written for the Tradesman.
Jerom e Sardone grinned when he 

heard the news.
“The state  has gone for the Maine 

liquor law,” Jim  Fessenden had told 
him, and he (Jerom e) kept the only 
store in the region of the river. N at
urally he sold liquor to  the woods 
boys, and naturally  he was opposed 
to the new legislation th at put the 
ban on selling intoxicants.

“I t ’s no go,” said Pete Romer, the 
drive boss. “W e can’t get along on 
the drive w ithout our drinks.”

“ Nonsense,” Mr. Boding, the lum 
berman, assured him, “ I ’m from 
Maine, and I know the drive there is 
run by sober men and nobody the 
worse for it.”

“I don’t believe it,” snapped Romer. 
“W hy, how ’d you think men can 
wade knee-deep in cold w ater and 
not get their death w ithout som e
thing to  warm their insides. Half 
the crew s’ll die of lung fever before 
the driving is done, you see.”

Yes, they would see. Mr. Boding 
was strong  for tem perance, although 
his own crew were oft tim es under 
the influence of the brandy and rot- 
gut they fetched to camp from  Sar- 
done’s grocery. T he Maine m an felt 
well pleased that the M ichigan legis
lature had a t last seen fit to enact 
the “Maine liquor law.”

“I ’ll show ’em” grinned Sardone, 
the storekeeper at Branch Run.

“W hat will you do, Jerom e?”
“Uncle 'Sam  owns the river don’t 

he?” winked Jerom e.
“I hadn’t thought of that, but T 

guess he does,” agreed the second 
speaker.

“ In that case the state  can go 
hang,” jeered Sardone. “ Ill show 
’em, yes, I ’ll show ’em.”

A fter that Sardone and Romer, the 
drive boss, were seen in earnest talk 
under one of the trees th at grew  at 
the corner of the grocery.

“Bully for you, Jerom e,” voiced 
Pete Rom er as he took his departure. 
“ I w ouldn’t dare undertake to drive 
logs on cold w ater drinks. Your 
p lan’ll w ork I believe, and the day is 
saved.”

T he grocery building owned and 
operated by Jerom e Sardone was a 
small affair of one room, sixteen by 
twenty. Soon after news of the pass
ing of the tem perance legislation 
reached the woods Jerom e began the 
building of a raft. This he made by 
lashing m any dry pine logs together; 
planking the upper surface with lum 
ber from  a nearby sawmill.

O nto this float the grocery was one 
day conveyed by m eans of rollers 
and a crew  of willing men. Once 
afloat Jerom e ran up the U nited 
States flag and shoved out into mid
stream . Men poled the contrivance 
to a small sandbar about half a mile 
below his form er site.

T hat night Sardone’s store was 
again open for business. He had 
purchased a barrel of brandy of a 
Frenchm an who was anxious to  dis
pose of the stuff which he had ac
cepted in liquidation of a debt.

Soon the store on the raft was re 
ceiving custom ers, m any of them  be
ing Indians and downriver halfbreeds, 
who inherited a very strong  desire to 
wet their whistles.

More liquor was sold than ever be
fore. Jerom e was careful to secure 
a - Governm ent license. H e said the 
state could whistle for aught he 
cared. W hether it whistled or not 
the sta te  officials seemed to  not note 
the unending stream  of th irs ty  
woodsmen bound for the store on the 
raft.

A fter a few weeks the stream  de
creased and Jerom e decided th a t it 
would aid business to  make a move. 
He floated down the stream  several 
miles, anchoring at a spot that could 
be easily reached by much of the up
river travel.

The m erchant had used several 
canoes to take care of his traffic a t 
the sandbar. Soon after m aking fast 
in m idstream  at the new location 
there seemed a falling off in the 
stream  of custom ers. Some there 
were who came to  trade in groceries, 
m ittens and woolen goods, very few 
for wet supplies.

“W onder w hat the deuce has got 
into the folks,” grum bled Jerom e.

“T he tem perance idee’s soakin’ in 
mebbe,” chuckled old Len R ootster, 
the trapper, who overheard the 
storekeeper’s remark.

D on’t you think it,” growled Sar
done. “ I know b e tte r’n that. W hy, 
up on the sandbar I had a lot of 
whiskey trade, now I don’t get much 
but dry goods and eatables, and 
there ain’t no w here’s near the profit 
on such things.

“No, I reckin not. Mebbe ye 
w atered the whiskey too .much, old 
m an?”

“T h at’s som ething I never do.”
“My eye, but w hat a liar you’ve 

go tte r be,” chuckled the trapper.
F inding his trade falling off each 

day Sardone soon unloosed his float 
and went down several miles to  an
other convenient point. H ere he lo
cated his store and waited. Old In 
dian Jake was one of his first cus
tomers.

“You don’t keep’s good licker as 
you usen to,” said the old halfbreed, 
licking his lips over a drink, then 
sm elling the mug.

A nother m onth and Jerom e Sar
done became disgusted. H is liquor 
trade fell to alm ost nothing. W hy 
was it? Again old Jake came out to 
the store on the raft, his grim y old 
face shining through the wrinkles.

“D’ye w anter know w hat’s the 
trouble, Jerom e?”

T his after the river m erchant had 
treated  his custom er liberally.

“T h at’s what I ’d like right well to 
find out,” growled Jerom e. “The 
trade has dropped to alm ost nothing, 
from  w hat is was when I first started 
in. I t  can’t be th at everybody’s quit 
drinkin’ to  please thé legislature.”

“No, that aint it, Jerom e,” grinned 
Jake; “ I t ’s ’cause you’ve got too 
much opposition.”

“Opposition? W hat d’ye m ean?”
“I t  aint two miles right across to 

Four Mile Creek; then there’s the 
H alf W ay House, five miles above,

all as you know on the main traveled 
road—”

“Oh, yes, all them  places, but they 
m ust be dead as nuts since the Maine 
law went into effect.”

“W al, yes they was for a while. 
Byrne by, howsever, Steve Larue 
came up from  the M outh and put in 
drinks a t Four Mile. Soon a’rter an
other feller took the H alf W ay House 
and he’s sellin’ good whisky fur half 
w hat you ask for it. I reckin th a t’s 
som ethin’, eh, Jerom e?”

“T he satan you say!” gasped old 
man Sardone.

“Yes ’n ’ up te r  ther Forks is two 
saloons runnin’ full blast—”

“But the Maine law? H ow ’d they 
dare—”

“Dare no th in’, Jerom e. W hy, 
they’s all laughin’ in their sleeves 
ter think old Jerom e’s sellin’ licker on 
the sly while everybody else sells it 
on every public road at alm ost every 
four corners. Maine law be darned. 
T hat didn’t last a m onth. Nobody 
pays a tten tion  to  that any more. The 
hull s ta te ’s slingin’ free whisky to 
beat the w ind!”

All of which was true.
The law proved a dead letter, and 

for the years th a t it was on the 
sta tu te  book Michigan was a decided
ly w et state, unlicensed and in a way 
dishonored.

H ere had he (Jerom e) been keep
ing under cover, running his drink 
shop on U. S. territo ry  in order to 
evade the prohibition law of the 
sovereign state  of Michigan, losing 
much money, too, while o thers reaped 
the profit.

T h at was long years ago. All the 
actors in th at backwoods dram a have 
long since passed to  their rew ard and 
M ichigan has another “Maine liquor 
law” on the statu te book th at seems 
to be w ater tigh t; in tru th , a prohibi
to ry  law in fact as well as in name.

Old Tim er.

Clerks W ho Are Investm ents and 
N o t Expense.

T he thought and a ttention  that the 
m erchants of the country have given 
to  em ploym ent has been a very ex
cellent thing. The form er ruling of 
the Council of N ational Defense 
against ex tra  people led m any to 
think for the first tim e of the quality 
and kind of work given, ra ther than 
of the num ber of people th a t m ight 
be employed.

Now th a t the C hristm as rules 
have been repealed and everything 
points to a heavy volume of C hrist
mas trade, it is hoped th a t the in ter
est in the kind of employe, rathe! 
than the num ber, will not be les
sened. W hy not look upon salaries 
and wages as investm ents instead of 
expenses? T he re tu rns on an invest
m ent in the righ t kind of personnel 
should be com m ensurate fwlith the 
am ount invested. A m erchant in
vests in m erchandise, and counts 
very closely w hat re tu rn  he will re
ceive. T oo often in engaging people, 
instead of th inking of it as an invest
ment, for some, it is, “H ow  little 
m ust I pay?” I t  is encouraging th a t 
the tendency everywhere is to think 
as never before of the im portance cf 
this m atter, and to  engage employes

no t only for the day or for a busy 
season, but to  obtain good m aterial 
for future prom otions, to  find people 
who will be valuable enough to  train  
and develop. Such people are in
vestm ents not expenses, and some 
day all of us will look upon it this 
way.

Even before the ru ling  of the 
Council of N ational Defense, there 
has been a tendency to use during 
the busy selling season m any people 
from  o ther departm ents who are not 
so busy a t this particular time. A 
leading store in New Y ork has 
trained a reserve force of about 200 
people from non-selling departm ents 
who can be called upon in an em er
gency to the extent of seventy-five 
at a tim e. T he following sources 
have proved available for th is pur
pose: M erchandise M anager’s O f
fices, Buyers’ Offices, M anufacturing 
D epartm ents, Supply D epartm ent, 
Foreign Office, D epartm ent of Re
pairs, In terio r D ecoration D epart
ment, Em ploym ent Office, W indow 
D ressing D epartm ent, D epartm ent of 
T raining, Receiving D epartm ent, 
Correspondence D epartm ent, Mail 
O rder Departm ent, and Comparison 
Departm ent.

T rain ing  is given to this reserve 
force as follows:

1. Instruction  in Store System 
two lessons.

2. Salesman. One lesson dealing 
with the problem  of how good ser
vice m ay be given when sales are 
m any and m ust be handled quickly.

A nother store in the F ar W est 
early in the fall started  classes for 
the stockpeople. From  this group 
the educational d irector selected a 
num ber of the m ost prom ising to  
comprise a junior salesforce. This 
form s a contingent force which can 
be called upon at any tim e for special 
sales. Two o ther stores have w hat 
they call a “Flying Squadron” com
posed of people from non-selling de
partm ents who are specially trained 
to be available at busy times.

Em phasis m ust be put on some 
train ing  if this plan is carried out 
with the non-selling forces, specials 
and new people. If the m erchant 
looks upon train ing  as necessary, il 
will help to develop in the employees 
a professional viewpoint, which will 
make them  realize the im portance of 
their work.

Lucinda W ym an Prince.

Watson-HiggmsHOg.Co.
GRAND RAPIDS. MICH.

Merchant
Millers

Owned by Merchant* 
i
Prodocts sold by 
Merchants

Brand Reconunended 
by M erchant:

NewPerfectionFïour
Packed In SAXOLINPaper-lined 

Cotton, Sanitary Sacks
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FOSTER, STEVENS & CO.
157-159 Monroe Ave. N. W . 151 to 161 Louis St. N . W.

O ldest Hardware H ouse in Michigan

W e Have Built Up Our Business by Handling 
Quality Goods and Furnishing 

Unequalled Service
Ever since our business was established, eighty-one years ago, it has been our aim and our ambition to 

have our goods and our service equal every expectation that is implied in the use of the words “Quality and 
Unequalled.” We consider there can be no higher aspi ration than to so individualize our business that it will 
truly represent and stand for the highest ideals in mer chandising methods and practices.

In pursuance of this policy, we have built up a permanent good will which we consider equally as 
valuable as any of the more material elements which go to make up our extensive business.

The length of time our customers retain their connection with us and the constantly increasing vol
ume of their patronage are decisive proofs, in our estimation, which definitely determine the correctness of 
our position*

Fully convinced that efficiency is only another word for service, we are constantly adopting the most 
modem methods and bringing into active-service in our institution young men full of energy and enthusiasm, 
with a view to not only perpetuating the good name we already enjoy, but to augment it by years of faithful 
service and constant endeavor by men carefully trained to revere the sturdy honesty and progressive spirit of 
the venerated founder of our house and his successors*

We gladly avail ourselves of this opportunity to express our appreciation to the trade for the generous 
patronage accorded us and to express the hope that it may be continued in unrestricted measure so long as 
we are worthy of same.

If the past is any criterion—and we have always insisted that the only way to judge the future is by the 
past—the eighty-one years which have elapsed since our house was established have given us an accumulat
ed knowledge of the hardware business and an intimate acquaintance with the trend of market conditions and 
tendencies which enable us to be of peculiar service to our customers.

Square Dealing—Honest Values—Good Service
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T he Selfish. H ead of a Selfish O rgan
ization.

Written for the Tradesman.
Samuel Gompers, as noted in last 

week’s Michigan Tradesm an, has 
throw n aside his cloak of patriotic 
camouflage and now stands in his 
true colors—the selfish head of a 
selfish organization. T his was done 
when he said a t the Pan-Am erican 
labor congress in Texas th a t labor 
organizations would seek to  retain  
all advantages of higher wages and 
shorter hours gained by the war. He 
is further quoted as saying that, now 
the w ar is over, labor will fight for 
its rights. Thus do chickens come 
home to roost. T he adm inistration 
has hatched out through its political 
incubator a choice brood of hawks. 
T here is a task before the Nation and 
th at is to ham m er into the heads of 
the union labor elem ent the fact that 
wages—the income of the toiler—the 
same as in terests and profits—the in
come of the investor—are regulated 
by the law of supply and demand and 
no t by dark lan tern  and black jack 
m ethods. The end of the w ar has 
brought to  an end ex tra  dividends 
out of war profits and any one who 
has given the m atter any thought 
realizes there is ahead of us a period 
of cheaper m oney and lower interest 
rates. Ju s t as surely as in terest on 
capital will be regulated to a peace 
basis, so will w ages approxim ate the 
scale which prevailed before the great 
w ar began. T he law of supply and 
demand applies equally to  capital and 
labor. I f  there  is to  be prosperity , 
industries m ust be kept in operation 
and mills and factories can only be 
kept busy if they  m ay m anufacture 
articles a t a cost, plus a fair profit, 
which a ttrac t buyers. T he price of 
labor is the chief item  governing the 
cost of m aterials of m anufacture, as 
well as the cost of operating  the 
plants. T he theory, therefore, that 
high cost m aterials and high cost 
labor can continue in tim e of peace is 
fallacious. L abor should not be m is
led regarding the tru th , although it 
can easily be seen that Gompers will 
make a stab a t it in order to  retain  a 
cushion chair job a t good pay. If  
this were no t his object, w ith his 
knowledge of conditions and recog
nized intelligence, he would wisely 
counsel union labor to  co-operate 
w ith capital in the  re-adjustm ent for 
the benefit of both and for the  bene
fit of the N ation a t large. Money 
will no t be put into new  structures 
so long as the cost of production is 
m aintained on a w ar basis, for capi
talists realize such structures m ust be 
reared later on the low er basis peace 
is sure to  bring. So it goes all along

th e ' line of industrial endeavor. U p
on a prom pt and sensible adjustm ent 
of wages depends very largely the 
welfare of the entire country.

As “the people pay the freight,” it 
would not be amiss if some steps 
were taken to  check the w asteful ex
travagance of the Governm ent in its 
use of paper, labor and prin ting  ink 
in conducting L iberty  loan cam 
paigns. T ons and tons of paper have 
keen absolutely throw n away through 
lack of a system atic handling of the 
campaign. W ho pays for th is waste? 
T he cost is either taken from  the 
proceeds of the bond sales o r from  
appropriations. In  any event it must 
be paid eventually out of the pockets 
of the people through taxation. An 
illustration of this waste is cited by 
the Chicago News. E arly  in Novem 
ber there came to that paper in one 
day tw enty-nine envelopes m arked 
“Official business,” bearing the same 
w arning against private use, bearing 
identically the same address, w ord
ing and w ritten  in the same hand. 
T he contents were also the same, the 
whole tw enty-nine containing each 
one small paper shield printed in red, 
white and blue bearing the legend, 
“Buy M ore Bonds.” T hus the mail 
carrier had to deliver tw enty-nine let
ters where all could have been sent 
in one envelope. This, of course, 
would seem a small m atter, but 
where it is spread over the  immense 
area covered by L iberty  loan cam
paigns it would m ount up in the ag
gregate to  a large am ount of wasted 
labor and m aterial. Econom y should 
be practised in governm ental affairs 
as well as in a private corporation.

U nder the circum stances it is not 
a t all strange th a t there  should be a 
bear m ovem ent in the stock m arkets. 
As the New Y ork Journal of Com
m erce says, cancellation of Govern
m ent contracts is producing a very 
much m ore serious attitude in busi
ness circles than was expected. Ac
cording to authoritative factors in the 
trades m ost directly  affected, the 
am ount of these cancellations is now 
variously estim ated a t from  $1,500,- 
000,000 to $2,000,000,000. These fig
ures are increasing from  day to  day 
and prom ise to  produce derangem ent 
and extrem e caution in several im
portan t directions. Such cancella
tions have been thus prom ising to  oc
cur the m om ent the w ar m ight end. 
In  1914, due to  the derangem ent of 
in ternational commerce we lost a 
vast am ount of business, and the  re 
covery was not complete until about 
the middle of 1916. W h at we recov
ered was a different class of trade. 
W ar business displaced th at of peace 
and all through 1917 and 1918, as the

percentage of our labor and invested 
capital became larger and larger, 
prosperity  became m ore and more 
dependent upon the continuation of 
war trade. I t is entirely  natural th at 
cancellation of w ar orders should be 
keenly felt. No one should disap
prove the speed which the Govern
m ent is showing in stopping the war 
production which is no longer needed 
and in demobilizing the w ar indus
tries. The difficulties to be encoun
tered and trade losses sustained 
would not be diminished by procras
tination. In  fact, a quick demobili
zation should resto re  prosperity  
much m ore effectively than a slow 
one, because it will be m ore certain 
to reduce costs tow ard norm al and 
restore the efficiency of labor. A 
rapid demobilization m eans th row 
ing m any w ar w orkers on the  labor 
m arket and this should have the same 
effect as a rush of liquidation in the 
stock m arket has upon inflated prices 
of stocks.

T he retirem ent of Secretary of the 
T reasury  W m . G. McAdoo is a dis
tinct loss to  the Nation. Some of his 
policies have been severely criticised 
in the columns of the Michigan 
Tradesm an, both by E dito r Stowe 
and myself, but that is no reason why 
he should no t receive credit for 
m ore Am erican m anliness than it 
was believed he possessed. In  his 
capacity of T reasu rer he became a 
man of quick, in telligent action with 
the courage of his convections and 
the Nation owes him a great debt of 
gratitude for his adm inistration of 
the financial affairs of the country. 
H is resignation—w hatever the cause 
—has placed him on a h igher plane 
in the estim ation of the people than 
if he had taken advantage of the 
power he possessed and became P res
ident of the U nited S tates through 
the upbuilding of a political machine. 
The real reason for Mr. M cAdoo’s 
resignation was not revealed in the 
correspondence between him and his 
father-in-law, but it is alm ost uni
versally believed th a t Mr. W ilson has 
added another stupendous blunder to 
his grow ing list of m istakes.

T he W ar Industries Board has an
nounced th a t the furniture conser
vation schedule which was to go into 
effect Jan. 1, 1919, has been rescinded. 
T his action, it is stated, was taken 
because there no longer exists the 
pressing and imperative necessity for 
the conservation of m aterials, labor 
and transporta tion  for strictly  war 
needs. I t  is believed th a t the freeing 
of the furniture industry  from  con
servation restrictions and the raising 
of the barrier against the semi-annual 
furniture exhibits which are a feature 
of the furniture trade, announced by 
the W ar Industries Board, will en
able the  furniture industry  to  get 
back quickly to  a  norm al basis. The 
schedule ju st cancelled applies to  
the m anufacture of bedroom, dining 
room  and upholstered furniture, 
chairs, parlo r fram es, extension, li
brary, parlo r and bedroom  tables. 
Active patte rns were reduced 50 per 
cent, and no new patterns were to  be 
produced during the war. Beveled 
m irrors were eliminated, bedroom 
m irror plate reduced 25 per cent, and

the m anufacture of dining room  arm 
chairs and to ilet chairs discontinued. 
M etal ornam ental tacks and nails, 
m etal ornam ental trim m ings and 
metal wheel casters were also elim
inated. And there were detailed in
structions for packing furniture 
worked out w ith a view of saving 
transporta tion  space and lumber.

The W ar Industries Board has also 
taken another im portant step in re
scinding the entire “preference” or 
“prio rity” list under which essential 
war industries were given preference 
in the m atter of shipm ents, and the 
classification of industrials as essen
tial o r less essential to the winning 
of the w ar is thereby abandoned. The 
effect of this cancellation will be to 
divert to  civilian needs on an equable 
basis vast quantities of m aterials in 
the 'ob tain ing  of which the m ilitary 
program m e of the Nation had prior 
claim. Paul Leake.

A t th e  Cashier’s W indow.
In  their haste to  make their de

posits, frequently  custom ers will for
get to  endorse their checks and are 
sent back by the teller to the w riter’s 
desk. W hen they come back to  the 
window they often try  to break back 
into the line, which annoys and in
conveniences o ther custom ers. For 
the teller to unlock his window and 
offer pen, ink, and blotter, takes up 
too much time.

One bank overcom es the difficulty 
by fastening a small metal shelf at 
the side of the teller’s window. The 
shelf is even with the custom er’s 
elbow and is about a foot wide. N oth
ing but a b lo tte r appears on it. W hen 
a forgetful custom er arrives in his 
turn  the teller extends an ex tra  foun
tain pen that he keeps for the  pur
pose and thus the line is kept perfect 
and no tim e is lost.

T he shelf also keeps the line 
form ation on the right-hand side. I t  
does not, m oreover, encourage people 
to wait until they are in line before 
endorsing their checks, because no 
pen or ink offers itself until the teller 
extends his pen.

Clarence T. Hubbard.

M eet Y our E nem y O u t in the Open.
He has traded on your indifference. 

He has profited through your silence 
—this mail order wizard who charm s 
away the dollars of your custom ers.

W hile you were saying no th ing  he 
cried from  the house tops. He point
ed the finger of scorn a t you and you 
pretended not to  notice him.

H e lied about you, and you failed 
to  speak for yourself. Y our own 
silence condem ned you in the m inds 
of many.

D on’t keep silent any longer. Meet 
him  out in the open.

A dvertise th a t you will m atch his 
prices and beat his m erchandise.

Tell your custom ers to bring  their 
orders in, all you ask is a chance to 
figure on them.

You can do it. H undreds are do
ing th at very th ing  and m aking great 
progress.

Study his advertising. Be the best 
posted man in your comm unity. Con
sult your jobber. H e  can help you. 
H e should help you.

I t ’s up to you—quit o r fight.
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IV T E N  of large and small fortunes are showing their 
preference for the modern trust company, as 

executor and trustee, because they have become con
vinced that in this way they can secure careful and 
sympathetic attention to every detail in management, 
and the greatest degree of safety and discretion in the 
handling of property.

Acting in these capacities, the trust company not 
only protects the properties of the estate after the death 
of the testator, but it constantly endeavors to make 
them yield a larger and more certain income for bene
ficiaries.

What better safeguard can you bring to your Estate 
than this “collective” experience, ability and sound 
judgment?

Our officers will gladly discuss these matters with 
you confidentially.

Send for Blank Form of Will and booklet on 
“Descent and Distribution of Property.”

T h e  Mic h ig a n  T r u st  Go.
OF GRAND R A P ID S

Audits made of books of corporations,, firms and individuals.
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WAR HAS INVIGORATED U. S.

Many Problems Now Press for Im
mediate Attention.

W e have paid off practically our 
entire debt abroad. W e have loaned 
to  foreign Governm ents approxi
m ately eight billion dollars, I believe, 
and we are still lending. Instead  of 
sending abroad great am ounts for 
in terest and dividends, as we did 
prior to this war, we shall, in the 
future, be receiving from abroad, in 
in terest on National debt alone close 
to  four hundred million dollars annu
ally. Have you answered yourselves, 
I wonder, the question as to how 
these great in terest payments, and 
how gradually the paym ent of prin
cipal may be made to  us? I t  cannot 
be in gold, th at we know, for the 
to tal annual production of gold in 
the world, outside of the U nited 
States, would not suffice even for the 
interest charge. I t cannot be by 
trade balance if our exporting busi
ness develops as well as we all ex
pect. W e have, for m any years had 
a balance in our favor in foreign 
trade, and we hope to enlarge it 
ra ther than to  see the balance change. 
Except as the trade balance works 
against us there will be no surplus to 
apply against in terest and capital 
paym ents. T here would seem to be 
but one way out, that is by extend
ing credit to the world in increasing 
am ount. W e will have to capitalize 
the in terest paym ents and re-invest 
th at capital abroad, and if we are to  
extend our exports, we will have to  
take their evidences of indebtedness, 
as represented by bonds and stocks, 
in return, and will have to  follow 
England in the course that she has 
long followed of steadily increasing 
foreign investm ent. In  short, it is 
clear th a t we will never get our pay 
in the  sense of physically taking back 
w hat these countries owe us. As one 
econom ist has expressed it, we are 
out in the world to  stay because we 
can never get our belongings home.

I t  is the problem s of the re-adjust
m ent period—th at period when our 
industries turn  from the m anufacture 
of w ar m aterial to  the necessities of 
peace, when labor halts and waits 
the call to  a changed employm ent 
and when the chart of finance is laid 
th a t points our course for the years 
to* come—that to-day demand our 
attention. These problem s now pre
sented for solution are ju st as much 
greater than  problem s presented af
te r o ther w ars as the num ber of men 
and the am ounts of m aterials and 
m oney used in this w ar have been 
g reater than those used in o ther 
wars. T he longer tim e in which 
our Allies have been fighting has also 
given* them  a longer period to  pre
pare for peace. England, for in
stance, has appointed fifteen main 
com m ittees and eighty-seven sub
com m ittees to  consider the problem s 
of the re-adjustm ent period, and "she 
has appointed a M inister of Recon
struction, w ith a seat in the British 
Cabinet. She is investigating a fte r
w ar problem s as re la ting  to  w ar m a
terials, credits, shipping and m any 
o ther branches of trade, not only in

England itself but in every p a rt of 
the British Empire.

France, determ ined as she is to 
break away from Germ an industrial 
bondage and contro l her own lines of 
industry, has made broad plans for 
the establishm ent of a m erchant fleet, 
for the establishm ent of chain banks 
and for m aterially expanding the 
scope of the national office of foreign 
commerce.

Japan has taken long steps to  ex
tend her banks and banking agencies 
throughout the world and to arrange 
for colonization in her foreign coun
tries.

Germany, w ith her characteristic 
“super-efficiency,” has apparently  
been m aking m ore strenuous prepa
rations for the era of peace than any 
nation on the face of the globe. P lans 
have been m ost carefully laid for the 
investm ent of capital in foreign coun
tries, and the sums expended in re
cent m onths to exhibit samples of 
Germ an-m ade goods in C onstanti
nople and Sofia and o ther cities of 
the Central Pow ers are indicative of 
the course planned by Germ any for 
the developm ent of her comm erce 
throughout the world. Fortunately, 
m ost of Germ any’s plans, as we know 
them , have been upset by her defeat. 
Now she has just cause, indeed, to  be 
worried about her future supply of 
raw m aterials and how she is to  pay 
for them. Through the loss of Al
sace-Lorraine she will lose her form 
er favorable m anufacturing position. 
H er shipping industry has com plete
ly broken down. I t  is well to  re 
member, however, that, so far as we 
know them, the m ethods by which 
Germany has planned to  tighten  her 
comm ercial grip upon the world are 
ju st as ruthless as are her m ilitary 
cam paigns inhuman, if given half a 
chance, her governm ent may be ex
pected to  use the railroads and the 
steam ship companies to aid her m an
ufacturers to  break down legitim ate 
com petition in foreign fields, and a 
renewal of her policy of using foreign 
countries as “dum ping grounds” may 
be certainly expected.

As we study the preparation of 
o ther countries to  m eet the problem s 
of the re-adjustm ent period, one fact 
stands out forem ost: The personnel 
of their commissions, carefully con
ceived, is drawn from industrial, 
economic and financial circles. Such 
men as do come from  Governm ent 
bodies are few, but are usually expert 
in the line of endeavor to  which the 
special com m ittee is to  devote itself. 
T here seems to  be a m ovem ent in our 
own Congress to  give study to  re
construction problem s, but the move
m ent apparently  contem plates the 
drawing of the m em bers of the 
American com m ittees from  Congress 
itself. I f  there has ever been a time 
in all Am erica’s h istory  when she 
needed expert and com petent advice 
it is in this hour of reconstruction. 
The problem s involved in the  dem o
bilization of our armies, in the  tran 
sition of factories from  w ar to  peace 
industry, in the re tu rn  of privately 
owned property  from  Governm ent 
m anagem ent and control, in the 
establishm ent of an Am erican m er
chant m arine, in the sane deflation of
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our currency, in the question of price 
control, in providing for the  estab
lishment of credit th a t will perm it the 
wheels of Am erican industry to  turn 
on orders from  foreign countries, in 
the g reat labor problem, all these 
problem s and m any m ore involved in 
the re-adjustm ent are too difficult of 
solution, and the proper solution is 
too im portant for us to  rest content 
while they are juggled w ith by com
m ittees of busy Congressm en, whose 
endeavors, while patriotic, can not be 
considered expert.

Dem obilization of w ar industries is 
indeed, a bigger problem  than de
m obilization of the army. Some 
progress in the solution of this p rob
lem has already been made. Con
tracts not yet started, and some o th
ers involving the m anufacture of m a
terial quickly consumed in w ar activ
ity, have been canceled; overtime 
work has largely been stopped. In  
m any cities co-operation between 
factories which are discharging men 
engaged in producing w ar m aterial 
and factories which are busy on 
standard m aterials, where vacancies 
exist, has been established with good 
effects.

I t  is obvious that our future pros- 
perity  demands the establishm ent of 
an Am erican m erchant m arine. W ill 
these ships be operated by a Govern
m ent-controlled corporation, or will 
it be found desirable th at they be 
turned to  private ownership and con
trol? W ill the Governm ent follow 
the practice of England and Japan 
and France and take definite steps to 
encourage this g reat m erchant fleet? 
W ill our laws be so revised that ships 
carry ing  the Am erican flag will be on 
a competitive basis with the m er
chant fleets of the world? These are 
problem s which m ust be answered 
within the com ing year.

I referred to  the necessity of 
Am erica’s investing in ever and ever 
larger am ount in foreign countries. 
T hat m ovem ent m ust s ta rt at once if 
Am erican industry is going to  re
ceive the advantage of foreign trade, 
a trade that, at the outset at least, 
m ust take place by reason of the fact 
that foreign countries, generally, will 
be forced to  look to Am erica to 
furnish raw m aterials for their home 
industrial development. The problem  
as to  how these credits are to  be 
established is of great im portance, as 
upon the solution thereof will likely 
depend the course of Am erica and 
Am ericans in world thinking. W h at
ever is purchased from  America p ro
ducers m ust be paid for by credits 
established in American banks. I t  
cannot be arranged through the ship
m ent of foreign gold to  us, for we 
already have too great a proportion 
of the gold supply of the world in 
our hands. I t  cannot be arranged 
through trade balances, for fo re :gn 
countries m ust have raw m aterials, 
and o ther supplies, too, prom ptly, 
and we hope th at the trade balance 
will not move against us. I t  m ust be 
done, then, through foreign loans 
made in this country. T here are 
three ways in which these loans can 
be m ade: F irst, a corporation or 
m unicipality could borrow  from its 
own Governm ent, which would be

quite possible in the paternalistic era 
of to-day. The foreign governm ent 
could, in turn, borrow  from the 
United States Governm ent, and the 
la tter could issue securities to  its 
own people; but th at m ethod, to my 
mind, if extensively used would be 
deplorable. I t  would foster in Am er
ica an ingrowing development. W e 
would not be thinking internationally 
a t all if the U nited S tates Govern
m ent were to adopt that m ethod of 
financing foreign needs. Or, second, 
foreign governm ents could sell their 
obligations to American bankers, 
who could distribute these foreign 
governm ent securities throughout the 
U nited States. W e are going to 
take the securities of foreign corpor
ations and municipalities and States 
all the world over and distribute 
them  directly to  investors th rough
out the United States. If  the time 
comes when such bonds begin to  flow 
here in quantity, we can expect that 
the stocks of these foreign corpora
tions will follow and be listed on the 
New Y ork Stock Exchange.

The last g reat problem  which I will 
m ention is labor. E xcept as we can 
find its solution, we have much to 
fear for the future. Ju s t as there 
m ust be demobilization of the army, 
demobilization of industry and de
flation of currency, there m ust be de
mobilization and deflation of labor, 
for it, too, has been mobilized and 
inflated during the war. I t  is neither 
sane, nor is it possibly economic, that 
wages such as have been paid in ship
yards, running as high as $200 a 
week, should be paid under peace 
conditions, when Am erican industry 
is com peting w ith the  world. I t  is 
not only likely, it is certain, that 
m any men, not only laborers but 
m anufacturers, will be obliged to 
work for sm aller incomes in the 
future than  they have during the war. 
This is distinctly a time for co-oper
ation. M anufacturers throughout 
this country certainly m ust try  to  so 
organize industry th at labor will pro
duce enough so that it may earn 
m ore nearly w hat it is getting  now 
than what it received in pre-w ar 
times. American farm ers, and m anu
facturers as well, m ust endeavor by 
use of specially adapted m achinery to 
produce in larger quantity  to  the end 
that there m ay be more things p ro
duced per capita. Labor itself m ust 
strain  tow ards heavier production. 
W e all of us wish that there m ight 
be more even distribution of the good 
things of life and, I am certain above 
everything else, th at the leaders and 
m anagers of industry in this country 
feel this way about it.

T he only way to better conditions 
of labor or of capital is by m aking 
labor as well as capital m ore efficient 
and m ore productive, to the end that 
there m ay be m ore of everything for 
everybody. It would seem to me 
probable that within the next ninety 
days several hundred thousand men 
throughout the U nited States would 
necessarily be made idle by reason of 
the cancellation of war contracts. 
W ill this transition take place fast 
enough so th a t Am erican labor will 
not go hungry  in the meantim e? I t  
behooves the Federal Governtnent,
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the States and the m unicipalities, be
cause they are the only agencie^ 
which can afford to  undertake un
economic expenditures which re
dound to the public good, to  immed
iately begin building construction and 
o ther public im provem ents which 
have been held in abeyance by the 
war. T hey should not delay action 
in the hope of being able to do the 
w ork cheaper by and by. The possi
bility of em ploym ent by such agen
cies will form a sponge for the ab
sorption of surplus labor during the 
transition period and will keep labor 
supplied with the wants of life, a t 
least, until peace prosperity  can call 
them  back to  their trades.

T he problem  of the next few 
m onths, which constitute the re-ad
justm ent problem s, are as difficult of 
solution and are as im portant as even 
the problem s of war. T hey demand 
the deepest .consideration and the 
calm est judgm ent. T his is no tim e 
for partisanship; it is no time for 
political differences, to  cloud our 
view. America, the richest of all 
nations in natural resources, in rail
roads, in producing capacity and in 
gold supply, has before it the possi
bility of a prosperity  such as the 
world has ever known. I t  has been 
invigorated by the war. Civilized 
countries were never m ore friendly 
disposed tow ard it. I have none of 
the fears of the pessim ist as to our 
long future. The imm ediate future 
is the period which m ay give us the 
g reatest concern. L et us evidence 
our patriotism  by devoting ourselves 
to  the solution of these problems. Let 
us accept the obligation of citizen
ship and devote our minds, trained 
in business development, to  solve the 
great problem s of this period.

C. E. Mitchell.

War Diet and! Human Weight.
A statistical report published In 

the German press and .dealing with 
the effect of w ar food on the human 
constitution shows briefly that farm 
ers and their families lost no weight 
during the war, but th a t persons 
living in large cities were affected 
to  a serious degree.

According to  Bavarian D octors, 
the average person in cities lost about 
one-sixth his pre-w ar weight, but in 
small towns the loss has been only 
about one-tw entieth.

“Self-providers”, as farm ers are 
called, lost no weight during the  war 
and this observation applies to  both 
men and women. Am ong city con
sumers, however, men lost about 
ojie-tenth their pre-w ar weight and 
women about one-fourteenth.

Inform ation of this kind reflects, in 
a m easure a t least, the close food 
m argins on which the city dwellers 
in Central Europe have been living. 
According to  the U. S. Food Adm inis
tration, the situation probably has 
been m ore critical am ong the sur
rounding nations which Germ any has 
drained of food and it is these newly 
liberated countries that m ust have 
food from  Am erica prom ptly and in 
plenty.

While the dance goes on the awk
ward man gets there with both feet.

Advantage of Team Work in Selling 
Goods.

Always an im portant one, the ques
tion of how best to  prom ote co-oper
ation between the sales and credit de
partm ents of a business has become 
even m ore so as a result of com m er
cial conditions arising from  the en
trance of this country into the war. 
Believing th a t an interchange of 
ideas on the subject is one of the 
best m eans of prom oting the kind of 
co-operation th at is needed, the N a
tional A ssociation of Credit Men has 
ju st issued a pam phlet containing ad 
dresses made recently by three prom 
inent business men of the Middle 
W est. One is a credit man, another 
is a sales m anager, and the th ird  is 
treasu rer of his firm. T his is an ex
cerpt from the talk of the credit m an:

“Several years ago the point arose 
in the organization which I rep re
sent th at we were losing business, 
especially on new orders, inasmuch 
as we were delaying shipm ents of 
the goods in order th a t we m ight 
secure credit inform ation. A t our 
annual sales m eeting the m atter was 
discussed pro and con, w ith the re 
sult that the general m anager instruct
ed the credit departm ent to accept 
the first order from  a new customer, 
on whom we had no inform ation at 
all, up to a certain point, and in the 
m eanwhile get busy and get our re
ports and be in a position to  handle 
his future business. T his was tried 
out for three m onths, w ith the re
sult th at we were not satisfied with 
our findings, and put this class of 
business on the following basis: Get 
inform ation in advance of the sales
man.

“T he credit m anager is in a much 
better position to  get an accomm o
dation before the account is opened 
ra ther than after. Does it not stand 
to  reason th a t the salesman can be 
greatly  assisted if we can get him this 
inform ation in advance, so he will 
know when he goes into a new place 
of business that, should he be success
ful in landing an order, his house will 
pass it?

“You m ay w onder how this infor
m ation is to  be obtained. In  the 
m orning’s mail three new custom ers 
were brought to  my attention  through 
cash rem ittances alone. As an il
lustration, an old firm sent in their re 
m ittance, advising th at they had just 
leased their business to  another par
ty, whom they would highly recom 
mend to our firm and asking th at we 
give him the same courteous trea t
m ent we had extended to  them  in the 
past.

“W atch your demand for cata
logues. W henever a new catalogue 
is asked for have your sales departm ent 
pass th a t order over to the credit 
m anager’s desk, so th at he m ay get 
in touch w ith this class of prospect. 
Also m ake a study of your te rrito ry  
and find w hether or not you are sell
ing the m ore responsible firms. If 
not, enquire into it, for we will all 
agree that we are anxious to  get hold 
of the m an in an established business 
and in business to  stay.”

T he salesman, according to the 
sales m anager referred  to  heretofore, 
generally feels that the credit m an is
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Capital . . . .  $500,000 
Surplus and Profits - $700,000

Resources
10 Million Dollars

3 k  Per Cent.

Paid on Certificates of Deposit

The Home for Savings

T N  these times of changing conditions, 
new  standards of values, complicated 

tax laws and similar difficulties, hundreds 
of wom en have placed their fortunes upon 
this “great safe ship” Living Trusts. Many 
now  enjoy the protection o f this Company 
because their husbands or fathers, w hen  
living, had the kindly fore-thought to de
vise their estates to  this institution as 
trustee, guardian or executor.

If you  are worried, troubled, pre- 
plexed, or if you  think that your w idow  
may be, w h y  not inquire at the Trust De
partment and see if your troubles, or her 
troubles, cannot be lessened here.

Send for Blank Form of Will and booklet on  
“Descent and Distribution of Property”

The Michigan Trust Go.
OF GRAND RAPIDS

Safety Deposit Vaults on ground floor.
Boxes to rent at low  cost.
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no t his friend, whereas the credit 
m an should be, and often is, as good 
a friend to  the salesman, or even 
better, than the sales m anager. If 
the two departm ents co-operate in 
the proper m anner, he said, g reater 
results in the way of increased sales 
and m ore business on the books could 
be secured than if there  was a feeling 
of antagonism  between the two de
partm ents. H e continued:

“L et us see for a m inute how this 
will work out in practice. I t  is fully 
as essential to keep Established ac
counts lined up and their accounts 
paid up, so th at m ore goods can be 
sold to them, as it is to get new 
business. I t  is usually easier to get 
m ore business from  an established 
custom er than to break the ice with 
new sales. Hence, if the credit man- 
ager would take the route sheets of 
each salesman on Monday m orning, 
make a list of towns he (the sales
m an) is going to  be in during the 
week, and give that salesman a list 
of every account that is past due in 
his territo ry , together with the 
am ount th a t he is willing to pass an 
additional order for and a statem ent 
for the past due balance, with the re
quest th at the salesman collect it, it 
would give the salesman definite in
form ation on how far he could go in 
selling m ore goods to  that dealer.

“Take, for instance, a dealer who 
has a credit limit of $100. He is ow
ing, say, $125, $75 of which is sixty 
days past due. I t is apparent that the 
credit m anager has stretched the 
credit limit som ewhat to  ‘let him in’ 
to the am ount of $125, and it is safe

to assume th a t he would not w ant to 
stre tch  it fu rther to  cover any addi
tional order which the salesman 
m ight take, unless a substantial re 
m ittance against the past due balance 
is sent in.

“Now, the salesman should realize 
that he is put in charge of his te rri
tory  for the purpose of developing the 
g reatest possible volume p f '^ ro f ita -  
ble business for his house.; H e should 
not look upon the collection of pasfc■' 
due balances as simply doing coft" 
lection work, but should regard» i f  as 
a business-building proposition ' ati(f 
realize th a t it was up to h i m s e q f r e  
an additional order when W  is ip  the 
town. If  he is not prfipartd do do 
this he m ight just as well' pass up 
th at town, or a t least' that custom 
er, because any order ifritliout a re
m ittance on accourit-to offset the past 
due balance would riaturally either 
be held up o r turned down. I  be
lieve th at it is good policy for the 
sales m anager of any business insti
tution to give hfe men at least m oral 
credit for all., collections they make, 
and have them  show collections made 
in a separate column on their sales 
reports for the week.

“In passing, I m ight m ention an
o ther direction in which the sales
man can co-operate with the credit 
departm ent. In  m any instances the 
salesman will take orders from ac
counts not previously sold by the 
house under some designation other 
than the ow ner’s name, as, for in 
stance, the Palace D rug Store, the 
Red Cross Pharm acy, the Unique 
H ardw are Shop, etc. In  instances of

this kind it would facilitate the work 
of the credit departm ent and reduce 
the expense of securing necessary in
form ation through regular channels 
if the salesman would give the own
e r’s name in addition to  the style un
der which the business is conducted. 

.The reason is th at the commercial 
'agep rfes  often ra te  the name of the 
qwnEr and no t the style under which 

»he operates.”
Suggesting o ther ways in which co

o p e ra tio n  m ight be prom oted, the 
sales m anager says: “I believe th at a 
credit m anager, when he finds it nec
essary to  tu rn  down an order, should 
realize th a t a salesman has worked 
hard for th a t order and should write 
him an explanatory letter, giving 
brief reasons for his action and of
fering some condolences that will take 
away the sting  of the refusal of the 
order. Then again, when a sales
m an sells a p a rticu la rly  well-rated 
firm for the first time, the credit 
m anager should drop him a compli
m entary  letter. This will spur the 
salesman to  his g reatest efforts with 
th at class of trade and will make 
him feel that the credit m anager is 
with him.

“T he credit m anager also should 
make a point of talking personally 
with the salesmen, when they return 
from their trips, about the different 
doubtful accounts on their territory , 
getting  first their viewpoint and 
studying their m ental attitude in re 
gard to  credit, and gradually winning 
their friendship and confidence.

“Salesmen also should be encour
aged to  come to  the credit man with

inform ation th at will be of in terest 
to  him. They should also report any 
change of ownership of a business, 
with full inform ation as to  the his
to ry  of the new incum bent and, if 
possible, stating  where the old owner 
is going to  locate and w hether he is 
going into the same line of business 
on some o ther m an’s te rrito ry  or not. 
This often paves the way for getting 
new accounts in other towns.”

The th ird  speaker emphasized the 
im portance of personal contact be
tween the credit departm ent and the 
custom er, as well a s  between the 
salesmen and their accounts. He told 
of a case in which a dealer had ex
ceeded his credit in it, owing to an 
oversight in the credit departm ent, 
and was offering unusual credit term s 
to his custom ers in the belief that the 
selling house was in no great need 
of m oney and could wait. An as
sistant credit man was sent to see 
this dealer and, after a talk with him, 
both went am ong the la tte r’s farm er 
trade and collected over $500 that was 
due the dealer.

“The results of this trip ,” the speak
er concluded, “in the way of education 
to  the custom er and of benefits to our 
company, have been w orth many 
times its cost, for since that time the 
dealer has not only given us a larger 
volume of business, but has, in the 
main, discounted his bills.”

For Nothing.
Girl—I ’m going to  m arry  a doctor, 

so that I can be well for nothing.
Boy—W hy not m arry a minister, so 

that you can be good for nothing.

For D ecem ber and January Satin and Straw  C om bination  H a ts  w ill be popular, w e now  have in 
stock  a com plete line o f th ese  goods in all co lors, ranging in price from

$30M to $60.Qo per  dozen
O ur lin e  o f Trim m ed H a ts  for Spring w ill be ready to sh ow  soon  after January fifteenth, th is  

line o f goods is  esp ec ia lly  adopted for the general store trade, each hat bears the Corl-Knott trade 
mark, a p o sitiv e  guarantee for quality and w orkm anship. You should  have represented in your  
stock  a liberal show ing o f C orl-K nott H a ts .

If interested write us for further particulars.

C O R L - K N O T T  C O .  G rand Rapids, Mich.
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FIGHTING RISING COSTS.

Suburban Merchants Can Compet- 
'With City Stores.

Six years ago our custom ers of to 
day—practically everyone residing in 
N orth Hill—came back from  their 
trips to  Spokane, three miles away, 
carrying the purchases th at we 
thought should have been made a t 
our store. W e realized th a t we would 
soon be out of business unless we 
found a way to  m eet and beat this 
downtown competition.

O ur location was a good one p ro 
viding we could get the trade that 
should logically be ours. To the 
E ast of us are railroad shops and 
roundhouses. T o  the South is w hat 
is known as the “mill district.” M ost 
of the residents in our neighborhood 
are either m illhands or shopworkers. 
T heir wages are small, but m ost of 
them  live well within their means, 
are trustw orthy , and make very de
sirable customers.

O ur chief, and really our only, 
com petition comes from the large 
downtown stores. T he three big 
dailies of Spokane carry  the adver
tisem ents of these stores, and are 
read by practically every one on the 
N orth Hill—the name of our district. 
M ost of the stores make regular de
liveries in our territory .

I t  was out of the question for us 
to  try  to  advertise in the big daily 
papers. F o r .one th ing  we couldn’t 
afford to  pay the high advertising 
rates, and the fact th at we delivered 
in only a small portion of the citj7 
would make such advertising largely 
a waste of money. But some kind of 
advertising was necessary. New 
people m oving into our d istrict hard
ly knew that our store existed. And 
we were not getting  nearly the 
am ount of business from  our trade 
te rrito ry  th at we felt we were entitled 
to.

I presum e a good m any stores are 
located about as we are, and for that 
reason I think the m ethods we 
adopted to  get our fair share of b«s>- 
ness will be generally interesting.

F irst of all, we made a survey of 
the trade situation in our te rrito ry  
and outlined a program m e along lines 
which we believed would build up our 
business. W h at we decided to  do, 
and these are the policies we have 
carried through, were the following 
three things:

1. W e planned to  make the store 
thoroughly m odern, both outside and 
in.

2. W e decided to  round out our 
lines of m erchandise so th a t custom 
ers need not send to  tow n for any
thing.

3. Finally, we decided to  develop 
a com m unity of in terest on N orth 
H ill with the B lodgett store a s  its 
center.

O ur first move was to remodel the 
Store and install the very latest type 
of store fixtures. If  we were to  com 
pete w ith the  downtown stores, we 
felt th at we m ust be‘ able to  show 
m erchandise to  the same advantage. 
So we spared no expense in securing 
equipm ent th a t would no t only meet 
the needs of our business but would

compare favorably with the bigger 
stores of Spokane.

W e are g reat believers in “having 
a place for everything and keeping 
everything in its place,” and our fix
tures are scientifically planned to  
make this possible.

The ceiling is sixteen feet from  the 
floor and the shelving is built up to 
the top all around. I t  is therefore 
twice the ordinary height, and double 
width. T his arrangem ent gives us a 
large storage space, which saves 
m any trips to  the .warehouse. The 
shelves them selves can be adjusted 
to  different heights. Say we have a 
line of canned goods on which the 
cans stand six inches high. By ad
justing  our shelves so they are ju st 
a little m ore than  six inches 'apart, 
there’s a m inimum of w aste space be
tween the tops of the six-inch cans 
and the next shelf. Sliding ladders 
make access to  the top  shelf easy. 
D raw ers underneath the shelves are 
built to be both dust and m ouse- 
proof.

After we had taken steps to  make 
the store thoroughly up-to-date w ith
out and within, our next step was to 
complete our lines of m erchandise. 
Up to that time our stocks were 
like those of thousands of other 
general stores the country over. W e 
at once rounded out these lines so 
that we became practically a depart
m ent store on a small scale. O ur 
aim was to  be able to  supply all the 
im portant common needs of our 
customers.

W e now have a m arket, a grocery, 
hardware, feed and grain, drug, and 
dry goods store, all under one roof. 
W e find we can handle the greater 
num ber of lines w ith a considerable 
saving in overhead expense. Each 
line helps sell the others.

M ost im portant of all the steps we 
took was our campaign to  make our 
store a comm unity center. In  the 
first place, we made arrangem ents 
with the downtown postoffice to  es
tablish a branch postoffice in our 
store. As there are no o ther branches 
in our vicinity, this move brought a 
lot of people to  our store to  buy 
stam ps and m oney orders, m any of 
whom would never come otherw ise.

Next, we built a small building 
alongside of our store  and gave it to 
the library board for a branch li
brary. W hile the residents o nthe hill 
were chiefly shop w orkers and mill 
hands, we had noticed th a t they 
liked to  read and m any were borrow 
ing books from  the down-town li
brary. W hen they were down town 
at the library, of course they  would 
often go to  the big stores to  shop; 
and we lost orders th a t we should 
have had. W e figured that a branch 
library on the H ill would make trips 
to the main library unnecessary; and 
if the library  was next to  our store 
our business would profit according
ly. Maybe it w ouldn’t be possible 
for every m erchant to  sta rt a branch 
library next door to  his store—of 
course I am not recom m ending that. 
But I am sure there  are in every 
neighborhood m any little  services 
th at a m erchant can perform  for his 
custom ers; and if he’s on the watch 
to  develop his opportunities, there’s

m oney in it for him. Custom ers are 
quick to  appreciate such things.

A t any rate, th a t is our experience. 
And we have found th a t in a num ber 
of o ther ways it is possible to  create 
com m unity interest. W e had a num 
ber of good baseball players am ong 
our employes, so we organized a 
nine. W e leased a lot, no t far from 
the store, laid out a baseball diamond 
and put up a m oderately good-sized 
grand stand.

Games were arranged w ith o ther 
team s of the city two nights of each 
week. T his we found to be another 
profitable form  of indirect advertis
ing. W e had a p re tty  good team — 
as am ateur team s go—and won m ost 
of our games. A good many of the 
people in our neighborhood are good 
“fans.”

N orth  H ill backed the team  to a 
man. People liked the playing spirit 
of our boys. M any friendships 
sprang  up which, of dourse, have 
proved good for the business. And 
in addition to all th is the games 
helped to  hold our employes together. 
T hey created a common bond am ong 
them  which I believe has had its 
part in the recent grow th of our 
business.

Business steadily improved as a re 
sult of the three steps we had taken 
to build up our trade. T here  was 
still som ething wanting, however. 
T here seemed to be no connecting 
link between our various efforts to 
develop comm unity in terest on N orth  
Hill. An extensive advertising cam 
paign seemed to  be the solution of 
the problem. However, as I have 
said before, use of space in the dow n
town papers was out of the question 
for us. W e had tried  the plan of dis
tributing  circulars w ith only ordinary 
results. Finally, we h it upon the 
store paper idea.

T he first issue of our paper ap
peared in January, 1914—“B lodgett’s 
Store .News, The N orth  Hill Boos
ter,” we called it. I t  was a success 
from the start.

O ur paper has never had less than 
twelve pages in an issue. W e make 
it a regular comm unity affair. From  
a purely literary  standpoint it m ay 
not am ount to  much, but for genuine 
hum an in terest I believe you’d agree 
that it is a winner.

T he paper is filled w ith accounts of 
the local doings in our part of town, 
and not much else. Space is given 
to church, lodge, and club announce
ments. People like to  see their 
names in p rin t and we m ention just 
as m any of our custom ers as possible.

In  one issue we prin ted  the photo
graphs of six N orth  H ill babies. 
T his made a great h it with the 
m others and enough m ore photo
graphs came in for six pictures of 
babies in the following m onth’s issue.

Evfery issue has one entire page of 
cooking recipes for the housewife. 
W e try  to  make the paper a force for 
good in the com m unity and have 
several tim es strongly  championed 
causes which we thought were of 
vital in terest to  our custom ers.

As to  the motive behind the pub-, 
lication, we were entirely above 
board with our readers. E d ito rials 
on such subjects as ‘Some F ran k  R e

m arks About Buying Down T ow n”, 
and “O ur S tore Policy”, frankly 
stated our reasons for w ishing to 
keep the N orth  H ill trade righ t out 
on N orth Hill.

In  the five years th at we have pub
lished B lodgett’s Store News' we 
have given the store paper idea a 
good test, and I honestly  believe it 
is the very best medium possible to 
reach our trade and to keep our name 
before them. I t  was our idea th at it 
would m ake our store a comm unity 
center, and it has succeeded beyond 
our expectations. O ur sales for 1915 
were double those of three years ago, 
and 1916 and 1917 each showed large 
increases.

O ur cost figures in 1916, however, 
showed th at our cost of doing busi
ness was too high. A big share— 
85 per cent.—of our business was 
credit.

Like m ost neighborhood stores 
we sent out solicitors who called on 
the trade. The orders taken were 
delivered the same afternoon or the 
following m orning by our regular de
livery men. In  order to make a good 
record, the solicitors were not al
ways careful to  note family condi
tions o r to  ascertain w hether or not 
the bread w inner was employed. 
Many of our custom ers were no t re
ceiving steady o r profitable em ploy
m ent and we were forced to  carry 
large balances. T he result was, m ost 
of our profit was tied up on our 
books.

O ur problem  became m ore serious 
when the announcem ent was made 
th at one of the largest down town 
cash stores was contem plating the 
establishm ent of a store in our local
ity. W e realized that we were in no 
condition to compete w ith a strictly 
cash store. W e could not expect an 
advance in wages g reat enough to 
take care of the increased cost of 
living, and it was easy for us to  see 
th at we had to m eet this changed 
condition, at once. W e decided to 
go on a strictly  cash basis.

B lodgett’s Store News again 
showed its value in giving publicity 
to our new m ethod of doing business. 
W e were able through its columns to 
reach every custom er in our district 
and tell them  why and w hat we were 
doing and explain it in such a way 
th at we had their co-operation in 
m aking the change. .R esults far . ex
ceeded our expectations. Supple
m enting our papers were letters sent 
to  all on our m ailing list, and we had 
personal interviews in which we ex
plained why we would be able to  sell 
cheaper. W e showed our custom ers 
th at the change was for their bene
fit.

In  s ta rtin g  our cash system  we 
sent out a circular announcing a 
special sale. The result o fthis ad
vertising was the largest week’s 
business in the h istory  of our store 
and it was all cash.

C. A. Blodgett.

SIDNEY ELEVATORS
Will reduce handling expense and speed 
up work—will make money for you. Easily 
installed. Plans and instructions sent with 
each elevator. Write stating requirements, 
giving kind machine and size platform 
wanted, as well as height. We trill quote 
a money saving price.

Sidney Elevator Mnfg. Co., Sidney, Ohio
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We Have Kept the Faith!
American men, American women, American children—here in Grand Rapids—through
out devoted Michigan—everywhere all up and down the Nation—have sustained the cause 
of Liberty with all their hearts, their hands and all their resources* Unitedly we have 
answered the call of Destiny* With full respect to all the splendid Soldiers and Sailors of 
The Republic, still may we say that none have more superbly “carried on“ than the Men 
from Michigan* God bless them all l With full acknowledgment to the purity- of patrio
tism which has spurred The Land from coast to coast, still may we say that nowhere have 
the Home Hosts been more dependable than here in Michigan*

These contemplations are the proudest jewels in the diadem which crowns the glory of our 
commonwealth. Grand.Rapids and Michigan have done their part! Our resources—human 
and material—have been dedicated to The New Crusades without stint* We have been true 
to Liberty's Goddess* We have joined, in full strength and numbers, the Emancipators who 
have saved democracy at home and abroad* We have kept the faith! We have justified 
the words of President Wilson, Commander- in-Chief, uttered upon the memorable second 
day of April, \9\1, when he called the Gongress to lead us to Civilization's battleline* His 
words, then, measure our achievement, now:

“There are, it may be many, months of fiery trial and sacrifice ahead of us. It 
is a fearful thing to lead this great peaceful people into war, into the most terrible 
and disastrous of all wars, civilisation itself seeming to be in the balance. But 
the right is more precious than peace, and we, shall fight for the things we have 
alw ays. carried nearest our hearts—for democracy, for the right of those who 
submit to authority to have a voice in their ownj government, for the rights and 
liberties of small nations for a universal dominion of right by such a concert of 
free peoples as shall bring peace and safety to all nations and make the world 
itself at last free. To such a task we can dedicate our lives and our fortunes; 
everything that we are and everything that we have, with the pride of those who 
know that the day has come when America is privileged to spend her blood and 
her might for the principles that gave her birth and happiness and the peace 
which she has treasured* God helping her, she can do no other.”

W A T S O N - H I G G I N S  M I L L I N G  CO
G R A N D  R A P I D S ,  M I C H I G A N

IN SERVICE—Seth W . Watson, Edward F. Watson, Marcus A. Watson.
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WHERE DO WE STAND?

Survey of H ide, L eather and Shoe 
Conditions.

T here has been during the past 
two years the dangerous tendency of 
decrying as pro-Germ an everybody 
who had a w ord to  say on the neces
sity of preparing for the eventual 
com ing of peace. T he result is that 
the im portant problem s which the 
Nation will face in the near future 
have found no appreciable discussion 
at all and that to-day there exists 
som ething like a danger of peace. 
Fortunate ly  the harm  done will not 
be so great after all, principally be
cause the work which we should have 
done has been done for us by others. 
O ur Allies, m ore awake to  the great 
problem s which will be created by 
the re tu rn  of peace, have done ex
tensive research w ork and we shall 
have, in part, at least the advantage 
of their knowledge. The tim e has 
now come when these problem s have 
suddenly become acute and when 
they call for an immediate solution. 
I t is, therefore, necessary to come to 
some understanding of w hat character 
our problem s will assume and how 
the international m arkets in hides, 
leather and shoes will stand when 
peace finally is declared.

Use of L eather Substitutes.
The problem s involved are so gen

eral th at it is absolutely impossible 
to  separate, in discussing them , 
friend from  enemy. If there should 
be trouble, the world as a whole will 
feel the pinch and relief can only be 
given by getting  a t the root of the 
situation. Naturally, the Central 
Powers, or w hat is left of them, will 
be the heaviest sufferers. T hey have 
gone along for four years on a scanty 
allowance of hide and leather, and 
the attem pts made in these countries 
to  replace by substitutes the fast de
clining stocks of real leather have 
only been a partial success. Never
theless, there is now the possibility 
th a t afte r the w ar leather substitutes 
will take quite a considerable place in 
the m anufacture of boots and shoes. 
Of significance in this respect is the 
news com ing from  England, where 
extensive experim ents have been 
made with reference to  the use of 
leather substitutes and where much 
b e tte r results seem to have been ob
tained than  in Germany. England 
has had be tte r opportunities in the 
selection of raw m aterials required 
for m aking substitutes, and, there
fore, has been enabled to turn  out a 
m aterial th a t is generally superior to 
the German article. T he interest, so 
far, seems to  center m ostly  in sole 
leather substitutes. Sole leather 
substitutes were in the m arket before 
the war, and they  will not suffer so 
m uch from  the feeling of d istrust 
against uppers of substitu te m ater
ials. T his is probably because the 
w earer sees the upper leather, but is 
less in terested  in the soles of his 
boots apart from  their w earing qual
ity. But England also has made the 
first organized effort to  export leath
er substitutes. Shipm ents have been 
made to  several English colonies and 
repeat o rdrs m ay follow if the cus
tom ers take to  them .

Substitutes in Germany.
So it seems, a fter all, th a t the 

leather substitute has come to stay. 
I t  will, for a while, find its principal 
supporters in Germany, where all 
possible efforts are being made to 
convince the public of the usefulness 
of substitute m aterials w ith a view to 
reducing as much as can be the con
sum ption of real leather after the  war 
and to remove the necessity of Ger
many buying large quantities of 
leather abroad. T he future, .then, 
m ust show w hether leather substi
tutes can be improved in such a m an
ner as to outlive the p resent neces
sity and become a perm anent article 
of commerce.

T he H ide Supply.
The question is one of considerable 

in terest to  the hide, leather, and shoe

trade of the  world. The hide sup
ply of the world depends on the 
num ber of anim als th at are slaugh
tered every year. These anim als are 
slaughtered for the purpose of ob
taining their m eat, and the hides are 
a by-product. Anim als would no t be 
slaughtered for their hide value only. 
A reduction in the m eat consum ption, 
therefore, m ust result in a corres
ponding decrease of the  hide supply, 
while an increase in the m eat con
sumption will have the  contrary  ef
fect. As the world can consume 
every year only a given quantity  of 
meat, there is also only a lim ited 
supply of hides. T his supply of 
hides, however, increases steadily 
from year to  year following the in
crease in the  population of the  world 
and the  consum ption of m eat. So, 
theoretically  a t least, there  should be 
always a sufficient supply of hides.

But we m ust not forget, th a t while 
practically all the regular supply of 
hides coming to  m arket is taken up 
for the purpose of m aking leather, 
there are still m illions and millions 
of men w earing no boots a t all and, 
therefore, are not consum ing leather.

As civilization spreads, so spreads 
the demand for boots, w ith the result 
that once a point m ust be reached, 
where the supply of leather is not 
progressing so quickly as the demand 
for it. T his point, in fact, has been 
reached already, but its  full effect 
will show only after the  war. The 
w ar has brought in touch w ith E uro
pean customs millions of men who 
have worn no boots in form er years 
and who now will begin to  do so. So 
the practice of w earing boots will ex
tend and more will be required. Shall

we be able to  supply the necessary 
leather? T his is m ore than  doubtful.

M any of the races of the world 
that m ay take up w earing boots are 
not m eat eaters on a g reat scale. 
T hey do no t add to the consum ption 
of m eat and, therefore, will no t help 
to  increase the supply of hides. Two 
results are possible. T he one is an 
increase in the price of hides and 
leather, the o ther m ust be recourse 
to  o ther m aterials than  leather fot 
the m aking of boots. Hence, the 
likelihood of a substitu te industry in 
the near future. T his may take many 
years, and while the developm ent 
takes place the p resen t aversion of 
the average m an to  w ear anything 
but leather boots m ay lessen.

Increasing  the H ide Supply.
In  the  m eantim e it is up to  the 

hide trade of the world to  provide us 
with the necessary hides and leather.

If  this is not done we are running 
the danger of getting  a lo t of adul
tera ted  leather in the m arket which 
certainly will not benefit the leather 
trade of the world. As it is, there 
have been m any com plaints about an 
increasing deterioration  of leather 
for which all kinds of explanations 
are given. Steps to  check the evil 
were taken in South Africa, where a 
great deal of leather of this sort was 
m anufactured, very much to the det
rim ent of the shoe m anufacturers 
and dealers there.

Im proving the Take-Off.
I t  appears th at the hide trade can 

do  a good deal to increase the pres
ent supply of hides by im proving 
both the m ethods of collection and 
also the trea tm en t of the hides by 
the native collectors in the outlying 
m arkets. Finally, m ore a ttention  
should be given to tanning m ethods 
in native m arkets. W hat can be done 
in this direction has been shown by 
the British Governm ent in its cam
paign in India. T anners have been 
advised to be m ore careful in the se
lection and grading of the hides, 
which has had a beneficial influence 
on the quality of the native hides. 
A dulteration has been checked in the 
native tanneries and the tanning 
m ethods are standardized. T he re
sult has been quite extraordinary. 
W hile India exported during the 
year before the war approxim ately 
180,000 cwt. of tanned hides, there 
were available for export 272,000 cwt. 
in 1916 and 322,000 in 1917. I t  is ex 
pected that India has been able to 
supply 375,000 cwt. tanned hides or 
about 4,000,000 pieces during  the year 
1918. India to-day supplies the leath
er for approxim ately 27,000,000 E n g 
lish arm y boots yearly which is quite 
an astonishing figure considering pre 
w ar perform ances.

A nother example of w hat can be 
done by a system atic developm ent of 
the resources in m arkets which by 
them selves would not be able to  sup
ply large quantities of hides in N orth 
E ast Africa. T here have been many 
complaints about the  unsatisfactory 
quality of the hides coming from  
that quarter in form er years, and dur
ing certain periods dealers were 
ra ther reticent in taking stock from  
th at quarter. D uring the  war, of 
course, everyth ing has been taken 
th at came into the m arket. T he oper
ations of big arm ies in Asia M inor

Fire Insurance
On all kinds of stock and building 
written by us at a discount of 
twenty-five per cent from the board 
rate with an additional discount of 
five per cent if paid inside of twenty 
days from the date of policy. For 
the best merchants in the state.

N o Membership Fee Charges 
Our Responsibility Over 

$ 2 ,  OOO, OOO

M ichigan Shoe D ealers M utual 
Fire Insurance Company

Fremont, Mich.
Write us for further information.

Van A. Wallin.
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Do Your Duty
Sell her or him a pair of dress 
shoes 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.

H irth -K ra u se  C o m p a n y
Grand Rapids, Michigan

More Seasonable Goods in Stock
H o o d  B ullseye Sock O vers

B oth  G ood N um bers.

Grand RapidsiShoe &^ubber(o
The Michigan People Grand Rapids

R. K. L. R. K. L.

mi o™ Victory Shoe
A $4 00 W elt

Tan and Black. Heavy enough for any work—Light 
enough for semi-dress.

Made of vegetable tanned upper leather, gain insole, first grade outsole with 
a rubber slip sole. A shoe for every wear.
No. 8733—Dark Chocolate Blucher Welt. D and E, Sizes 5 to 11, Price.........  84.00
No. 8734—Black Blucher Welt. D and E, Sizes 5 to 11. Price.......................... 4.00

ORDER TO-DAY—SHIPMENT AT ONCE.

R in d g e , K a lm b ach , L o g ie  C o m p a n y
Grand Rapids, Mich.

R. K. L R. K. L.
VaMsaaaasssa aaaaaaaaaaaaaaaw w saar



68 M I C H I G A N  T R A D E S M A N December 11, 1918

and A rabia b rought in their wake a 
much larger demand for m eat and 
since the beginning of the w ar a sys
tem atic effort to  raise the m eat supply 
has been made by the English offi
cials in these parts of the world, and 
incidentally also to improve the 
hides. The breeders have been shown 
th a t they can get b e tte r prices for 
hides of good quality, and agrilul- 
tural shows and dem onstrations have 
done their part. I t  is said th a t a 
much bette r type of hide is coming 
to-day from  the E ast African native 
grow ers than at any tim e in the his
tory  of the m arket. I t  is to  be hoped 
th a t the present good standard  will 
be kept up in the future.

More H ides From  Mexico.
W e have a hide m arket righ t be

fore our doors which, if properly de
veloped, can bring us a g reat num 
ber of hides of favorable, if not ex
cellent quality. T his is Mexico. O f 
course, our influence in this case can 
be only indirectly. T he U nited States 
will have to  furnish capital and 
breeding animals, but the general 
conditions for grow ing large and 
healthy anim al herds in Mexico are 
good. W hat is wanted a t present is 
m ore system  in keeping up the breed, 
irrigation and better feeding m ethods 
which will improve not only the m eat 
value of the animals but also their 
hides. Make the  production of good 
hides a source of good income and 
the ranchers will give it m ore a tten 
tion. W ith  the political situation in 
Mexico improving, it is possible th a t 
m ore labor can be gotten  for the 
ranchers and th a t the herds then will 
receive b e tte r care than  they do now.

A nother very prom ising field for 
future developm ent is China, which 
does no t yet ' receive sufficient a t
tention from  hide dealers, although 
they obtain quite a num ber of hides 
from  Chinese sources. T he trouble 
is th a t we have not taken much in ter
est, so far, in the m arkets from  which 
we derive our supplies of raw m ater
ials, tru sting  too  much to  luck. W e, 
therefore, do not always get the m er
chandize and quality we would like 
to  have. W e shall have to  mend our 
ways in future, and one of the  p rob
lem s of our hide im porters after the 
w ar will be, how best to  improve the 
hides in the m arkets which we con
sider our m ost convenient sources. A 
little  money, well spent and paid out 
a t the  righ t tim e will go a long way, 
and we should not be afraid to  spend 
it when the chance comes for doing 
so.

By follow ing this practice we shall 
not only help ourselves, but we shall 
help  the leather trade all over the 
world. E very  new hide of good qual
ity  th a t comes into the m arket will 
relieve the unavoidable shortage of 
lea ther th a t will follow the war, and 
also lessen the danger from  the  in
troduction of inferior substitutes 
which m ust be the natural result of 
the  shortage of the  principal m a
terial.

R ise  in S hoe P rices.
W ith  th e  very lim ited stock oi 

hides a t  the disposal of the world’s 
shoe industries and little  visible sup
plies th a t m ay be reached during the 
nex t few m onths, there  arises an

o ther serious problem, th at of shoe 
prices. T he rise in shoe prices is not 
entirely  the result of high leather 
prices and big profits made by m anu
facturers and dealers as m any will 
have it. I t  is, in fact, principally a 
problem  of labor. This problem , in 
turn, is not confined to the U nited 
States, but it is one by which all the 
principal countries of the world are 
confronted.

T he w ar has b rought in its wake 
an unprecedented disorganization of 
the ordinary living conditions, re 
sulting in enorm ous increases in 
prices for all the m ost essential com
modities. Labor, which probably felt 
first the pinch of necessity, imm ed
iately took protective action, and 
supported by the shortage of indus
tria l help, enforced wage increases 
which, in m any instances, have m ore 
than doubled the pre-w ar scales. 
Naturally, such a wholesale increase 
in wages had its effect on the m anu
facturing process. T his happened 
during a time when increased p ro 
duction of boots and shoes was not 
only an ordinary m arket necessity 
but became an im perative N ational 
need. So all the countries a t war 
have made an a ttem pt a t regulating 
the price of boots.

T he regulation has been, in m ost 
cases, of a very a rb itrary  character, 
and it is no t likely th a t these prices 
can be upheld under conditions ot 
norm al demand and supply. But it 
seems th at in the in terest of the 
trade prices should not increase 
much further. If  they are perm itted 
to  grow  a reduction in demand will 
take place. T here  will be a larger 
activity in the repair trade, and the 
shoe retailers will not sell the same 
num ber of pairs of shoes.

H igh Level of Shoe Prices.
Much of this sensitiveness of the 

m arket has, no doubt, to  do w ith the 
com ing of peace and the general un
rest caused by the p reparations for 
this event. But there  is also cause 
to  suspect th a t prices now have 
reached a level where they cannot be 
sustained by the trade in o ther coun
tries. I t  m ust not be forgotten  that 
wages in South America, although 
higher to-day than before the war, 
have not risen a t the same ra te  as in 
the countries a t war. T he middle 
class, which is the principal buyer of 
exported shoes, has no t had oppor
tunities to  increase its earnings and, 
therefore, its buying pow er is de
clining. So there arises the question, 
what to  do w ith the export business 
if prices continue to  advance? 
W hich of our standard lines will con
tinue to  sell abroad and which will 
have to  be discontinued on account 
of n o t being inside the  range of 
prices the foreigner can pay? This, 
by the way, is not only an Am erican 
problem , it concerns ju st as much 
the shoe m anufacturers of Europe, 
who are not much be tte r placed than 
our own m anufacturers. In  fact, 
they will feel still m ore the effect of 
high prices on their foreign sales be
cause the export m arkets were ac
custom ed to  receive cheaper shoes 
from  Europe than  from  the  U nited 
States.

So peace will not be all a blessing.

But a fter all, nobody expected that 
peace would prove a general cure for 
all the evils of trade and commerce. 
W e have had our troubles before the 
w ar and we are bound to  have them 
after peace is signed. O nly they 
will be sweetened by the conscious
ness th at real peace again rules the 
world. Van A. W allin.

Relative M erits of Cash and Credit 
Business.

In  approaching this subject one 
m ust assume the a ttitude of a fair 
m inded m an when considering any 
question which has m erit on both 
sides. W e all know there are many 
reasons why business should be con
ducted on a strictly  cash basis, but 
may there not be equally as many 
why reasonable credit should be 
granted to  those w orthy of it?

The m erchant who conducts a 
strictly  cash store has the advantage 
of knowing th at he will suffer no loss 
from  bad debts. Having no capital 
invested in book accounts, he can do 
business on less than  a com petitor 
who does a credit business. H e also 
has less bookkeeping cost and no 
collection expense, hence he can 
m arket his goods on a sm aller m ar
gin of profit.

T here is, however, som ething to 
be said in favor of the credit business. 
A properly conducted credit depart
m ent offers an accommodation; to  
m any who, through necessity or hab
it, wish to  buy on credit, and is well 
known th at people will buy m ore 
goods on credit than  if required to 
pay spot cash. A credit custom er is 
m ore loyal, and m any tim e purchases 
goods th a t do not exactly please be
cause they  m ay be obtained on cred
it. A cash custom er is m ore inde
pendent, and is m ore likely to  “shop 
around.”

I t  would follow th a t if m ore goods 
can be sold to  a credit custom er, and 
that he will be m ore loyal, every re 
tailer would sell shoes on credit. 
W hether this is so or no t depends 
entirely  on the m erchant. If he is 
conservative in g ran ting  credit, and 
a good collector, there is no reason 
why he should not be successful.

T he m ost vital m atter in connec
tion w ith the credit business is the 
losses from  bad debts. W hen we 
sta rted  in business in Galesburg near
ly fifteen years ago, we started  a 
credit departm ent, and during these 
years we have sold m any thousands 
of dollars’ w orth of shoes on credit, 
our losses from  bad debts being rela
tively small. As a m atter of fact, 
our losses have never been m ore than 
one per cent, of our credit sales dur
ing any year.

D u rin g . 1917 our credit sales 
am ounted to  tw enty-tw o and a half 
per cent, of our to ta l sales and our 
losses from  bad debts were lesss than 
one-fifth of one per cent, of the to ta l 
sales. O ur percentage of credit 
m ay appear high. T he reason for 
this is that we charge goods sold on 
credit instead of m aking “approvals” 
which will be paid for w ithin a few 
days a fter the tim e of purchase. In  
this m anner hundreds of dollars’ 
w orth  of shoes are entered as credit

sales which in a cash store would be 
entered as cash sales.

W e have conducted a credit de
partm ent and have succeeded and 
m any of you have succeeded on a 
strictly  cash business. T here was a 
time when the necessity for credit 
was m ore apparent than now. U n
der the laws of this state  all employes 
m ust be paid a t least twice a m onth, 
thus tending to  reduce the necessity 
for credit.

I t  is our duty to  conduct o iy  busi
ness so as to  render the g reatest se r
vice to our country  and to our con
stituency. No one has the righ t to 
be inefficient. T he m an who be
comes a slacker th rough careless
ness is little  b e tte r than  the one who 
is a slacker from  choice. No m ore 
patriotic body of men m ay be found 
than the shoe m erchants. T hey are 
backing th is w ar w ith their flesh and 
blood, and w ith their money, but in 
spite of this fact, this is an oppor
tune tim e to  consider ways and 
m eans of rendering  greater service. 
If  we can be of g reater service and 
m ore efficient m erchants by doing a 
cash business let us by all means 
adopt this system. R. W . Ranney.

Value of H aving a P la in  Signature.
“ I like a m an who w rites a legible 

hand,” said Mr. Blinkinton, “and I 
should be inclined to tru st a man 
who w rote his signature so plainly 
th at is was unm istakably clear in 
each and every letter.

“In  the body of a le tter you can 
often make out blind w ords by the 
context; but the signature has no 
context. I t  is true  th a t you can som e
tim es compare blind letters in the 
signature w ith blind letters in words 
in the letter, which you can identify; 
but in these days of typew ritten  let
ters there m ay be no such guide and 
the signature may be quite unread
able.

“T he best le tte r of recom m enda
tion th at I could receive for a young 
man would be one w ritten  by himself 
in which each and every word, in
cluding his signature, was absolutely 
legible and clear, the signature being 
of especial 'importance». An older 
man m ight perhaps be pardoned for 
slurring  his signature; a famous man 
m ight w rite  a  signature th a t was 
quite undecipherable in itself but that 
was known because it was associated 
with him in the public m ind; a rich 
m an m ight w rite a signature that 
was m ore or less blind and yet th at 
was clear enough a t the bank where 
it was know n; but a young m an o r a 
man publicly unknow n should w rite 
his name so th a t it can be read.

“An absolutely clear signature 
m eans that the w riter of it likes his 
own name and is ready to  stand back 
of it and th a t he w ants you to  know 
it w ithout possibility of mistake.

“W hen I  see a signature like th at 
I feel th a t the w riter of it is standing 
up like a man and looking me fair 
and square in the eye. I  feel th a t I 
know where to  find him  and th a t I 
can tru st him. A young m an could 
have very few characteristics o r hab
its m ore helpful to  him  than  th a t of 
w riting  an absolutely plain signa
ture.”
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CONTAINS 7.8%  VEDEIABLE 
25.5%TOTAL SOLIDS.

“fHE HEBE COMPAQ 
^ ces: CHICAGO- SEATŒ.1̂

H E B E
—and the modern grocer

■E B E  is  a n  a lte r n a 
t iv e  fo o d  p ro d u ced  

b y  th e  s c ie n t if ic  c o m 
b in in g  o f  se p a r a te d  m ilk  

a n d  p u r e , e d ib le  f a t  
p r e sse d  fro m  th e  w h ite  
m e a t o f  th e  c o c o a n u t

U s e d  in  co o k in g , b a k in g  
a n d  w ith  co ffee , co co a  
a n d  c h o c o la te  it  h e lp s  
th e  h o u s e w ife  e c o n o m 

iz e  w ith o u t  s a c r ific in g  q u a lity — a n d  h e lp s  
to  c o n s e r v e  d a iry  p ro d u c ts.

T h e  p r o g r e ss iv e  g r o c e r  c a rr ie s  H e b e  b e 
c a u s e  it  h a s  it s  o w n  p la c e  in  h o m e  e c o n o 
m ic s , ju s t  a s  h a v e  v e g e ta b le  fa t s h o r te n in g s  
a n d  o th e r  a lte r n a tiv e  fo o d s w h ic h  a re  
p la y in g  so  im p o r ta n t a  p a r t in  h e lp in g  to  
so lv e  to d a y ’s  food  p ro b lem .

H e b e  is  m a d e  in  m o d ern  c o n d e n se r ie s , 
s e a le d  a ir -t ig h t a n d  s te r iliz e d . I t  is  p ro p 
e r ly  la b e led , a d v e r tise d  a n d  so ld  for ju s t  
w h a t  it  i s — “ a  c o m p o u n d  o f  e v a p o r a te d  
sk im m e d  m ilk  a n d  v e g e ta b le  f a t ”

H e b e  is  d istr ib u ted  o n ly  th r o u g h  jo b b ers.

L e t u s  te ll y o u  m o re  a b o u t H e b e , 
(p r o n o u n c e d  H e -b e ), a n d  it s  p la c e  
in  w a r -t im e  h o u se k e e p in g . S e n d  for  
o u r  b o o k le t— a d d r e ss

THE HEBE COMPANY
3233 Consumers Bldg., Chicago
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M ichigan  R eta il H ardw are  Association. 
President—John C. Fischer, Ann Arbor. 
Vice-President—Geo. W. Leedle, Mar

shall.
Secretary—Arthur J. Scott, Marine 

City.
Treasurer—"William Moore, Detroit.

Crockery and Lamps in the Hard
ware Store.

Written ior the Tradesman.
W hile it pays in the hardw are 

business to  give a ttention  to  new 
lines and to take up profit-m aking 
novelties, it is not necessary in so 
doing to  disregard or to  entirely  
abandon the  older lines which are 
being in some m easure displaced by 
new inventions. R ather, the old 
business should be m ade to  w ork in 
conjunction w ith the new, to  the 
advantage of both.

The other n ight our electric lights 
failed, as they do very occasionally, 
and we had to  fall back on a form of 
lighting th a t a good m any people re
gard as out of date, not to  say ex
tinct. One of the youngsters ex
claimed:

“Oh, daddy, how did you get the 
light inside the bottle.”

T hat was her first glimpse of the 
old fashioned kerosene lamp in 
action.

Yet. although there are thousands 
of home in every large community 
where such an incident would be 
typical, in thousands of o ther homes 
the lamp is still in daily—or rather, 
nightly—use. And there is no home 
complete w ithout a t least one oil 
lamp and a little  supply of oil. And, 
besides the city trade, there i% always 
a substantial country trade to  which 
the hardw are dealer can effectively 
cater.

O f course w hether the hardw are 
dealer will stock lamps and crockery 
depends on local conditions. In 
some com m unities there are well 
stocked and well m anaged china and 
crockery stores, which have a practi
cal m onopoly of the business. In  
others there  are grocery and general 
stores which cater to  the demand. 
Som etim es the jew elers cater to  the 
b e tte r class of this trade. In  other 
places the large dry goods and de
partm ent stores have china depart
m ents. W hether the  hardw are dealer 
who has not an established china de
partm ent should em bark in this new 
line depends largely on w hether the 
field is sufficiently prom ising to  ju sti
fy the new departure. T he line is a 
legitim ate one for any hardw are 
store. T he only question is, can it 
be made profitable under existing 
local conditions.

Lam ps are as legitim ate a hard
ware line as lighting  fixtures, which 
m any hardw are dealers have taken 
up; and the  two w ork well in con

junction with one another. Thus, 
every household where electricity is 
installed should keep a t least one 
good oil lamp in reserve, w ith a con
stan t supply of oil. O ften the attic 
is not wired or there may be recesses 
in basem ent or cellar where the elec
tric  light rays do not reach. H ere 
the lamp is invaluable. I t  is very 
handy for illumining out of the way 
corners. Then, when the electric cur
rent fails, the lamp is invariably 
welcome.

Thus, even constant users of elec
tricity  are to  some slight ex ten t lamp 
prospects. Then, the proportion  of 
country hom es served by individual 
lighting  plants or suburban tran s
mission lines is still comparatively 
small. H ere, new lamps and lan
terns are constantly  being bought, 
together with chimneys, which are 
always breaking, and kerosene, 
which is used up as regularly  as the 
sun goes down.

H ardw are m erchants who feature 
the china and crockery departm ent 
tell me that these lines draw business 
in the o ther hardw are lines as well. 
T his is true of any special depart
ment. T he main th ing  in carrying 
on a departm ent of this k ind is to  
know the goods thoroughly, to 
watch the m arkets, to  study the  local 
trade,' to  understand w hat class of 
goods your custom ers want, and to  
stock the sort of lines for which 
there is a ready sale o r which can be 
pushed to  good advantage.

Then, pushful m ethods should be 
adopted in running the departm ent, 
on the safe and sound old principle 
that what is w orth handling a t all is 
w orth pushing.

T o make the china departm ent a 
success, it m ust be kept righ t before 
the public. Display is essential. Use 
the windows as opportunity  offers, 
and place the goods as conspicuously 
as possible inside the  store.

I t may be possible, if ground floor 
space is cramped, to  carry the bulk 
of the china departm ent on an upper 
floor, provided the la tte r can be eas
ily reached; and a few sam ples of the 
m ost popular lines downstairs. A 
rest room  provided in connection 
with the china departm ent will ap
peal to  the women folk, who are 
probably the largest purchasers of 
china and crockery, and will provide 
an added inducem ent for the trip  up
stairs to  the departm ent. Cards 
prom inently posted in the down
stairs portion of the store should call 
atten tion  to  the upstairs china de
partm ent.

The d e p a rtm e n t is like any  o th e r  
specia lty  d e p a r tm e n t to  th is  ex ten t, 
th a t  it  m u st be care fu lly  stud ied . T h e

THE WHOLE COUNTRY IS AROUSED 
AGAINST

Fire Loss
A u to m a tic  S p r in k lers s o lv e  th e  q u es

t io n  an d  p r o v id e  a su ita b le  an d  e ffi-  

c ie n t  r em e d y . G e t in  to u c h  w ith  u s.

Phoenix Sprinkler & 
Heating Co.

Grand Rapids, Michigan
D e tr o it  O ffic e , 909 H am m on d  B ld g .

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

157-159 Monroe Aye. 151 to 161 Louis N.W.

Grand Rapids, Mich.
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hardw are dealer who takes on any 
new line m erely because it promises 
a good m argin of profit is likely to  be 
seriously disappointed if he ju st 
stocks the goods and leaves them  to 
sell them selves. He m ust know the 
goods, m ust know w hat his custom 
ers w ant and w hat he can sell them, 
must buy judiciously and m ust carry 
on an energetic selling campaign. He 
m ust be prepared to  play up the 
goods inside the store and by m eans 
of window display, and to  give them 
their fair share of new spaper and 
o ther advertising. In  short, the 
china and lamp departm ent is no 
easy road to profit. I t  involves work, 
just as does any o ther branch of the 
hardw are trade.

But, properly handled, by men who 
have patiently  learned how to do 
things right, it has in m any instances 
proven a m oney-m aker, and has not 
m erely justified itself by bringing in 
profits, but has b rought trade in o ther 
lines as well. “I thought I couldn’t 
make room  for it,” sta tes one m er
chant, “but I  found it paid to  make 
room, and to  give the departm ent my 
best a tten tion .”

Incidentally, there is one point that 
m ust no t be overlooked—the risk of 
breakages. M ost of the hardware 
stock is safe against anything short 
of an earthquake and an axe, and 
the fact probably breeds a certain 
carelessness in the handling of 
goods. Thus, one hardw are dealer 
for a long tim e made it his practice, 
when a shipm ent for the china de
partm ent arrived, to  personally sup
ervise the unpacking. “ I believe that 
m oney can be m ade, by carefully 
handling the goods when they come 
in,” he declared. “By using special 
care I avoid the losses in breakage 
that fall to  the lo t of some m er
chants.” This point is w orth re 
m em bering, for it is ju st here that 
the “paper profits” on which the in
experienced m erchant figures are apt 
to go glimmering.

In  a rrang ing  and displaying the 
goods, too, precautions should be 
taken against breakage. W ith  m od
erate precautions, the stock is as safe 
and as sure a m oney-m aker as any
thing else in hardware.

V ictor Lauriston.

Some Qualities Clerks Should Possess.
From  a talk  w ith the m anager of 

a store the o ther day I gathered  the 
following item s concerning w hat a 
clerk ought to  be.

You can be a clerk all your life, or 
you can rise to  som ething higher. 
Your1 am bitious discontent m ay be 
either wholesome o r unwholesom e; 
you can tell which it is by w hether or 
not it m akes you perform  your pres
ent duties faithfully.

The way to  get a b e tte r position is 
fill the position you have better than 
anyone else could fill it.

Be honest yourself, and if you are 
working w ith dishonest clerks or a 
dishonest employer, quit your job.

A clerk’s best asset is being wide
awake, and that you can no t be unless 
you get plenty  of sleep.

Make your recreation contribute to  
efficiency in your work.

W atch  the clock when you go to  
work, but not when you quit.

Be neat. N inety per cent, of store 
custom ers are women. Please them .

Be polite. Everybody likes it. 
P ractice saying “T hank you!”

Keep busy. If  you have nothing to  
do, find som ething, w hether it is for 
you to  do or not. But don’t be offi
cious.

Rem em ber your custom ers’ names 
and faces. T rain  yourself in this. 
Keep a little  book.*
. Never argue. Never give advice. 
N ever be flippant o r try  to be funny. 
Be pleasant. D on’t look glum.

W hen a custom er is dissatisfied, 
sympathize, don’t antagonize.

D on’t say “lady,’ o r “m ister.” Say 
“m adam ” or “sir.”

D on’t talk price; talk  quality.
Talk positively, not negatively. Say
“W hat else?” not “Is  th at all?”
Save som ething out of every b it of 

m oney you get.
D on’t gamble. Invest.
Pay cash for everything you buy 

for your personal use.
E njoy your' friends. Shun w hat is 

called society.
D on’t keep up relations with any

body who discourages you.
Read. Read system atically. If  you 

are ever going to  get on, it will be 
because of w hat’s in your head.

Associate w ith people who know 
m ore than you do, who have better 
m anners than you have, and higher 
ideals.

Be teachable. Be a good listener. 
Be openminded.

By practice you can make your 
voice to  have a pleasing quality. This 
you will find a g reat asset.

Converse as much as possible with 
those who use good English. Learn 
to  talk  interestingly w ithout the use 
of slang.

Make your fellow-clerks like you by 
being unfailingly obliging and consid
erate, but don’t become too familiar 
w ith them.

Find out and carry  out your em
ployer’s wishes. Rem em ber instruc
tions exactly as given. W rite  them  
down in your m emorandum.

Be obedient but not gushing, indus
trious but not officious, kind but not 
patronizing, positive but not egotistic, 
hum an but no t weak.

W hich, after all, is good advice for 
anybody. F rank  Crane.

Take Failure by the Throat and 
Strangle It.

1. Learn all you can when young 
and prepare for the big things you 
want to  do in life.

2. Develop social qualities as well 
as mental.

3. L earn to  do your w ork faster 
and better than those around you.

4. Assume the kind of responsibil
ity th at will accelerate ambition.
- 5. D on’t be afraid to  talk to the 

boss, frankly and stra igh t from  the 
shoulder.

6. D on’t try  to play a business 
game you do not understand.

7. Think ahead.
8. Be careful w hat you do and say 

in front of your subordinates; be a 
good example.

SELL
Low ell Garments

and have satisfied customers

Our Spring Lines are now ready and we 
guarantee to f i l l  a ll orders we accept

L A D IE S’
Gingham, Percale, Lawn and Fleeced Housedresses, Sacques, 

Wrappers, Kimonos, Aprons, Outing Flannel Night-gowns and 
Pajamas.

C H IL D R E N ’S
Gingham and Percale Dresses, Outing Flannel Night-gowns 

and Pajamas.

M E N ’S
Outing Flannel and Muslin Night-shirts and Pajamas.
Out Sizes and Stouts for Men and Women a Specialty.

LOWELL M ANUFACTURING CO.
GRAND RAPIDS, MICHIGAN

Our Pre-Inventory 
Sale

Which started December 2nd, as announced in our 
bulletins, has brought in a very nice volume of 
business for which we thank our many loyal cus- 
tumers as well as those who gave us their first 
order. This sale will be continued a few more days 
and we still have very good stocks of seasonable 
merchandise at special prices. Also good assôrt- 
ments of holiday goods, such as Handkerchiefs, 
Mufflers, Suspenders, Neckwear, Perfumes, Dolls, 
Toys, Etc.

Your mail orders will receive our prompt atten
tion.

Quality Merchandise— Right Prices— Prompt Service

Paul Steketee & Sons
W holesale Dry Goods Grand Rapids, Mich.
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Grand C ouncil o f M ich igan U. C. T .
Grand Counselor—W. T. Bellamy, Bay 

City.
Grand Junior Counselor—C. C. Stark

weather, Detroit.
Grand Past Counselor—John A. Haeh. 

Colflwater.
Grand Secretary—M. Heuman, Jackson.
Grand Treasurer—Lou J. Burch, De

troit.
Grand Conductor—H. D. Ranney, Sag

inaw.
Grand Page—A. W. Stevenson, Mus

kegon.
Grand Sentinel—H. D. Bullen, Lansing.
Grand Chaplain—J. H. Belknap, Bay 

City.

German People Glorify the Fiendish 
Kaiser.

As a caution against a  too hasty 
forgetfulness of w hat Germ any has 
been during the past four years, the 
Sioux Falls Press observes:

“I t  was not consciousness th a t the 
E m peror had made Germ any the 
foulest crim inal nation that ever in
fested this troubled earth, it was not 
rem orse, it was not a revulsion of 
sentim ent against the horrid felonies 
and hideous doctrines of German Kul- 
tu r as exemplified by W ilhelm  II .—no 
reform ation of a race prom pted the 
demand th at the E m peror abdicate. 
The Prussian A ll-H ighest is kicked 
out in disgrace because he failed to 
accomplish th e  thing his hoch-hoching 
goose-steppers expected of him. He 
failed to win the war, he failed to  an
nex the territo ry  of o ther and better 
peoples, he failed to  spread the 
coarse tenets of K ultur to  the u tte r
m ost corners of the earth. W ith  ex
travagant prom ise he led his people 
into an enterprise which brought upon 
their nation the unutterable detesta
tion of all the civilized world—and 
brought them  no loot. T hey could 
forgive the disgrace and the degrada
tion were they in possession of loot; 
they have shown th a t a thousand 
tim es by glorifying, deifying, the 
fiendish crim es com m itted by the 
K aiser and his brutal minions. P lain
tively they have whined a p ro test 
against the universal contem pt th at 
has been heaped upon them, and pro- 
fest not to  understand it; but not 
once, so far as has ever become 
known in th is country, has any im
portan t elem ent of the Germ an peo
ple yet rebelled against the frightful 
im m ortality  of Germ an practice and 
the Germ an standard of thought, not 
once has any considerable faction in 
th a t now unhappy land sought to  rid 
the German race of the ro ttenness in 
the Potsdam  palace on the ground 
th a t the royal family had done a 
w rong against peaceful civilization.”

Australia’s Sweet Tooth Tops the 
List.

Popular belief th a t the U nited 
S tates consum es m ore sugar per cap
ita  than any o ther country in the

world is incorrect according to the 
bulletin of the Am erican Sugar R e
fining Co., as A ustralia has been sur
passing the U nited States by a t least 
25 per cent, for m any years. The 
ra te  in A ustralia is well over 100 
pounds per annum  against 80 pounds 
in the U nited States.

Previous to  the w ar A ustralia’s 
consum ption rose as high as 120 
pounds in some years, but the high 
prices which have resulted from  the 
governm ent control of the entire in
dustry  since the w ar began have re
duced this figure som ewhat.

The Governm ent’s control com
menced some years ago in the in ter
est of a white Australia. T he im
m igration of fu rther labor from  the 
black populations of nearby islands 
was prohibited and special taxes were 
imposed on sugar made by such 
labor. T o p ro tect the sugar produced 
at increased expense under these con
ditions a protective duty of 1.30c. per 
pound was imposed on im ported 
sugar.

W hen the w ar broke out in 1914, 
and the w orld’s sugar m arket be
came dislocated it affected A ustralia 
as well as o ther countries. T he Com
m onwealth Governm ent a t once took 
a hand in the business and through 
the Q ueensland Governm ent ac
quired the whole of the 1914-15 out
put for 3.90c per pound, an advance 
of lc? on rates ru ling  during  the 
form er season. In  the following year 
(1915) the crop was again purchased 
by the Commonwealth, the retail 
price to  A ustralian consum ers re 
m aining at 7c per pound.

However, wages had m eanwhile ad
vanced to  a point which made the 
prices allowed farm ers insufficient to 
pay even the cost of harvesting the 
1916 crop. Consequently much cane 
intended for th a t harvest was car
ried over to the next and the Com
mon wealth im ported 70,000 tons of 
sugar. T hose who did harvest their 
crops a t a loss were later reim bursed 
by the Governm ent which had made 
about $2,400,000 out of its handling 
of sugar.

T he whole position was then re
examined and for the th ird  season’s 
crop (1917) the Governm ent guar
anteed the grow ers 4.56c per pound 
and further offered to pool all profits 
accruing. The Com mm onwealth has 
thus purchased four crops—two at 
3.90c a pound and two a t 4.56c. T here  
is also a guarantee of 4.56c on the 
next crop. Com petition of foreign 
sugars is prevented by prohibiting 
im portations.

A genius is a  man who is able to 
get along w ithout work.

Some Types of Clerks To Be Avoided.
O h Fate, Deliver Us!
From  clerks who laugh aloud and 

those who laugh a t everything;
From  clerks who are always late 

and those who are always too early;
From  clerks with the protruding 

Adam ’s Apple and those who have 
soiled fingers;

F rom  clerks who “comede” w ith the 
cashier and those who trea t the er
rand boys w ith scorn;

From  clerks who are wide awake at 
n ight and those who are wide asleep 
a t day;

From  clerks who w ear squeaking 
shoes and those w ith long sideburns;

From  clerks who talk  th rough their 
noses and those w ith adenoids;

From  clerks who lead a quiet life 
and those who lead a life on the 
quiet;

F rom  clerks w ith belts on their 
w aistcoats and those who carry  um 
brellas;

F rom  clerks who sit up a t n ight and 
those who sit during the day;

F rom  clerks who speak of love and 
those who love to speak;

From  clerks who form erly traveled 
and those who could do be tte r else
where ;

F rom  clerks who compile the base
ball scores and those who knock the 
boss;

From  clerks who do no t read the 
trade papers and those who eat 
onions;

From  clerks with wrinkled suits 
and those w ith wrinkled brow s;

From  clerks who never w ear the 
firm’s m erchandise and those who do 
not dress as well as the ex tra  m an;

From  clerk’s who are looking fo r
ward to  Sunday and those who are 
always looking out of the window;

From  clerks who call a lady woman 
and those who call a wom an lady;

From  clerks who- know nothing and 
those who know everything;

From  clerks w ith gold teeth  and 
those who gnaw  at their nails;

F rom  clerks who never answ er any 
question and those who question any 
answer;

From  clerks with w arts and those 
who w ear pins;

From  clerks who have m any ideas 
and those who have no ideals;

F rom  big clerks, small clerks, noisy 
clerks and hungry  clerks.

Deliver Us, Oh, Fate!
J. H arry  Connor.

Business m eeting will be called a t 
2:30 p. m., followed by dinner a t 6:30 
p. m.

I t  is hoped by the com m ittee th a t 
a special effort will be m ade by every 
m em ber to  be present, and to  try  and 
get as m any traveling m en to  come 
and enjoy the day w ith us.

T h a t the necessary arrangem ents 
can be made by the comm ittee, it is 
their request that a p rom pt reply  be 
made by sending your check fo r $2 to  
the Secretary, Sam’l Rindskoff, care 
D etro it Safe Co., 160 Jefferson Ave
nue, E ast. T his am ount will pay 
your dinner and dues.

E x tra  tickets, $1.50 each.
A m ost cordial invitation is extend

ed all traveling men to  come and 
enjoy the day.

Ladies will m eet a t hotel parlo rs at 
5:30 p. m.

T hrough the courtesy of the H otel 
Cadillac, no charge for ladies except 
for meals.

N ot full dress.

C O D Y  H O T E L
GRAND RAPIDS

n  a t f c  f $1 without bath 
K A l l a |  $1.50 up with bath

CAFETERIA IN CONNECTION

Bell Phone 5M Citz. Phone 6134«
Joseph P. Lynch Sales Go. 

Special Sale Experts
Expert Advertising—Expert Merchandising 

44 So. Ionia Ave. Grand Rapida, Mich.

Beach’s R estaurant
41 North Ionia Ave.

Near Monroe
GRAND RAPIDS, MICHIGAN

Good Food 
Prompt Service 

Reasonable Prices 
What More Gan You Ask? 
LADIES SPECIALLY INVITED

OCCIDENTAL HOTEL
FIRE PROOF 

CENTRALLY LOCATED 
Ratea $1.44 and up 

* EDWARD R. SWETT, Mgr. 
Muskegon Michigan

Meeting of Veteran Traveling Men.
D etroit, Dec. 10—T he executive 

com m ittee of the V eteran T raveling 
M en’s Association has selected Satur
day, Dec. 28, as the day when our 
ninth annual reunion will be held a t 
the New H otel Cadillac.

H O T E L  H ERK IM ER
GRAND RAPIDS. MICHIGAN 

European Plan, 75c Up 
Attractive Ratea to Permanent Gueata 

Popular Priced Lunch Room 
COURTESY SERVICE VALUE

MORTON HOUSE
GRAND RAPIDS

50 Rooms a t .. ............................75c Per Day
50 Rooms a t .. ................................. ...  SI.00 Per Day
50 Rooms at . ................. $1.50 and $2.00 Per Day

T w o persons in a room 50c per day extra.
Special rates by the week.
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Late News From the Celery City.
Kalamazoo, Dec. 10—W ill Schauer, 

form erly cu tter for the H endersou- 
Ames Co., has opened a ladies and 
m en’s tailoring parlor at 1309 Portage 
street.

Glenn Sleight, who for the past 
year has represented A rm our Co., at 
Camp Custer, has recently taken a 
sim ilar position with the house ai 
Oil City, Pennsylvania.

Stanton & Housem an have recent
ly opened a m en’s furnishing goous 
and grocery store a t 1311 South W est 
street. Mr. Stanton, the senior mem
ber of the firm, was form erly located 
a t Niles in the clothing and furnish
ing business.

H. H. M yers has opened a m eat 
m arket on N orth Burdick street, op
posite the H otel Richman.

A joyrid ing  party  in a large auto
mobile made an unexpected call a t 
Jce  W ebster’s barber shop, a t tpe 
corner of N orth W est and W est 
N orth streets, last week. Joe  says 
they all got a close shave, as the 
machine and its occupants entered  by 
way of his plate glass window.

Carrol E. Hickok has been tripping 
the light fantastic this week and he 
surely has a license, too. C. E. broke 
the news gently to the unsuspecting 
w riter this week with a big cigar, 
stating  that Dr. S tork  had paid him 
a visit and had left a fine boy a t 
his house.

W . H. Stover, the Portage street 
grocer, made a business and pleasure 
trip to  Chicago and N orthern  Michi
gan points the past week.

H. V. Smith and H arry  Becker are 
opening an electric supply and repair 
shop at 745 W est Main street. Smith 
says they are prepared to  do anything 
in the electric business, even to  elec
trocuting  K aiser Bill if someone will 
produce the old cuss.

Ed. Hull is again back o f the coun
ter at H enry  E ngel’s, having taken 
the position made vacant by B ert 
Pennock resigning. Mr. Pennock is 
representing  a local concern selling 
musical cabinets.

C. B. Cook has accepted a position 
as u tility  man with the W orden Gro
cer Company and is a t p resent cover
ing Alfred H all’s te rrito ry  during his 
illness with the flu.

F rank A. Saville.

Coffee Speculation Refuses To Be 
Suppressed.

I t looks as though coffee is the 
rock on which the suppression of the 
economic law, so successfully prac
ticed by the Food Adm inistration, 
may split. And if business men and 
reform ers will heed the lesson, they 
m ight easily see why supply and de
m and refuse to be suppressed. So 
m any people think it easy to correct 
a situation by simply enacting a law 
or prom ulgating a regulation th at an 
occasional failure is a  good thing.

O f course, when the whole trade 
are impelled by patriotic  co-operative 
zeal, any regulation of a domestic 
situation is possible. H undreds of 
instances of discipline have been en
forced in connection w ith food con
trol which would probably not have 
stood the test of the courts or the 
Constitution and were possible only 
because of the good nature and 
patriotism  of the accused or because 
he was afraid of public opinion.

But when influences wholly outside 
the jurisdiction of Congress and 
H oover are involved, the best of 
home plans fail. Men here m ay be 
kept from  speculating in coffee by 
im port restriction, by resale lim ita
tions, by established price m argins, 
etc., but the fellow in Brazil will do

as he pleases. Coffee is essentially 
amenable to outside control and any 
one who loads up w ith heavy hold
ings while the door is wide open for 
competitive goods valued at Brazil
ian prices, is taking greater chances 
than prudent m erchants can afford. 
And when m erchants refuse to take 
chances no one else will and America 
gets no coffee.

What Shall We Do With Them?
W hen peace finally comes, what 

shall we do to  Americanize th at po r
tion of our citizenry once styled “Ger
m an A m ericans” who are now perhaps 
American Germans, but not yet just 
plain Americans?

I mean those peaceful, honest, 
industrious, cleanly, orderly, thrifty  
people of German nativity or paren t
age who have bought L iberty  bonds 
of each issue; contribute to the Red 
Cross and o ther w ar funds; served 
personally in war work activities; 
paid their war taxes prom ptly and 
with little com plaint; and, in many 
instances, given their sons to  the 
arm y and navy.

I mean those who in spite of these 
loyal acts and sacrifices continue to 
hold a strong  feeling of reverence and 
adm iration for all things Germ an; to 
overlook “kultu r” and its crim es; to 
sym pathize with Germ any as the un
der dog that has had enough and 
should be let alone.

I m ean those who are anxious to 
say to us: “The w ar is over; forget 
it.” I mean those who have talked 
and acted like Am ericans as far as 
they could, but have not thought 
American in their minds nor felt 
American in their hearts.

W hat shall we do to make reai 
Am ericans of these people so tftat 
they may know American history; re
spect American institu tions; honor 
Am erican statesm en and heroes of 
the past and present; understand 
American principles and ideals, and 
in the course of time learn to know 
the thrill that comes only to those 
who love Old Glory because of what 
it m eans to  mankind?

Frank  E. Cornell.

Butter, Eggs, Poultry, Beans and 
Potatoes.

Buffalo, Dec. 11—Cream ery butter, 
extras, 67@68c; firsts, 64@65c; com
mon, 60@62c; dairy, common to 
choice, 45@j55c; packing stock, 38@ 
41c.

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

Eggs—N ew  laid, 75@80c for fancy 
^nd 70@l72c for choice; storage can- 
died, 52@|53c.

Poultry  (live)—Old cox, 20@22c; 
fowls, 25@l29c; chicks, 25@l30c; ducks, 
32@l35c; turks, 30@35c.

Poultry  (dressed)—Turks, 38@40c; 
geese, 30@32c; ducks, 38@40c; chicks, 
30@&3c; fowls, 28@|32c.

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

Potatoes—New, $2@j2.20 per hun
dred lbs. Rea & W itzig.

The Lynch Sales Co. started  an 
eight day special sale Dec. 7 for Stone 
& Co., dealers in clothing and m en’s 
furnishings, a t 114 K ing street, 
Chatham, Ontario. The first day’s 
sales exceeded $3,500.

Christmas Suggestions
for the

Christmas Season

Do you want an office desk for your
self or a dainty writing desk for your 
wife? Consult Klingman.

Do you want to brighten up your best 
room with rugs, center table or fancy 
easy chairs? Consult Klingman.

Do you want to replace the time-worn 
bedroom set with an up-to-date suite 
which will be a source of joy to the 
eye and a solace to your slumbers? 
Consult Klingman.

Do you want to refurnish the room of 
the soldier boy, so whea he comes 
back he will immediately conclude 
that you have been thinking of him 
and his comfort every minute he was 
away? Consult Klingman.

Do you want to refurnish your daugh
ter’s room, so she will feel that she 
has the most indulgent parents in the 
world? Consult Klingman.

Do you want to add some article of 
comfort or convenience to the maid’s 
room, so she will realize that you 
have her wellbeing in mind? Consult 
Klingman.

No matter what you may need in the 
furniture, rug, curtain or drapery 
lines, you will surely be pleased if 
you consult the largest retail furni
ture dealers in the world, the

Klingman Furniture Co.
Grand Rapids, Michigan
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M ichigan Board of Pharm acy. 
P resid en t—.Leonard 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 Kapids 

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

M ichigan S tate Pharm aceutica l A ssocia
tio n .

P res id 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. Drolet, K alam azoo.

M ichigan Pharm aceutica l T rave le rs ’ A s 
socia tion.

P res id en t—W . E. Collins, D etro it. 
S ecre ta ry  and  T rea su re r— W alter S’. 

Law ton, G rand Rapids.

Lamps As Side Line Sellers.
Some things sell in the cities that 

wouldn’t go so well in the smaller 
towns, and some things sell in the 
sm aller towns that w ouldn’t go so 
well in the cities. In  the cities, for 
instance, nearly everybody has elec
tric lights or gas, or both. A few peo
ple cling to lamps, but the grocers 
carry  them, and there are stores de 
voted to lighting fixtures which carry 
large stocks of these goods. On the 
whole it would hardly pay any city 
druggist to put in a line of lamps. He 
m ight sell a few but he would proba
bly do better by devoting the room 
and the effort to som ething else. In 
towns w ithout electric light or gas, 
however, it stands to reason that 
there m ust be a large and constant 
demand for lamps. People m ust have 
artificial light in the home. W e have 
seen stage scenes showing a room 
poorly lighted by a candle stuck into 
the open neck of a bottle, but real 
life in this country can show little 
poverty as dire as that.

People m ust have lamps, many 
lamps. T here is usually a lamp for 
every room in the house. The glass 
lamp is the leader and in anything 
made of glass there is m ore or less 
breakage. So the demand is steady. 
In  a town w ithout gas or electric 
lights there  is naturally  not enough 
business to support one of those 
establishm ents carrying a multiplicity 
of fixtures. Anybody can sell lamps 
who is so disposed, and the druggist 
m ight as well get his share of this 
business. A lamp is som ething people 
would ra ther order on the spot. The 
commuter, who brings m any pack
ages from the city, would ra ther not 
try  to  carry home a lamp. N either is 
he inclined to order by catalogue, for 
there is risk in shipping these goods. 
This is one instance in which he is 
perfectly content to  patronize home 
dealers, and th a t’s another point in 
favor of the line. So we say a little 
departm ent devoted to lamps ought 
to  go very well.

You w ant a line of serviceable 
lam ps to  fit all needs likely to  arise 
in your comm unity. A few fancy

lamps w.ll give tone to the asso rt
ment, and one or two elaborate ones 
probably w on't hurt.

It is always a good plan to  mix in 
a few articles for show purposes, 
even when the likelihood of finding 
sales is small. T here is always a 
chance that you will find sales. As 
a m atter of fact, usually you do, for 
there are people with money in every 
commun.ty, no m atter how small the 
town may be. In certain com m un
ities you will find special opportuni
ties ready to  be improved. In a col
lege town, for instance, there is a 
big demand for lamps, inasmuch as 
alm ost every student wants one. Ad
justable lamps, lamps with special 
shades, many varieties of lamps can 
be sold here. A lamp is part of a 
studen t’s stock in trade, so to speak, 
and the demand is sure to be unusu
ally strong. Bear this in mind and 
adjust your stock accordingly. You 
ought to be able to  sell plenty of 
lamps in a college town. O rna
m ental lamps should sell well in such 
a .community. The average student 
is a ready buyer of anything which 
will serve to decorate a room  or a 
“den,” and the lamp business can 
furnish m any specimens calculated to 
catch the student’s fancy.

Even in towns with gas or electric 
light you are not debarred from  sell
ing lamps. Many varieties of lamps 
are made especially for use with elec
tric current. P arlo r lamps are sold 
widely. They are ra ther ornam ental 
and are usually intended to  stand on 
a center table. All the user has to 
do is to remove a globe from the 
overhead fixture and screw in the 
plug attached to the lamp for this 
purpose. Then there are tall parlor 
lamps, with shades, reading lamps 
for the bedside, library lamps, stud
ent lamps, and o thers too num erous 
to mention. All these varieties are 
m anufactured for use with gas as 
well as w ith electric current. Many 
of them  are highly decorative and 
they sell well. T he housewife who 
takes pride in her home w ants a p re t
ty  lamp for the parlor. H er neigh
bor sees this, and then she wants one 
for her parlor, and so it goes. A 
single sale may lead to  m any more, 
especially in a town where everybody 
knows everybody else. The electric 
flash is a recent novelty which will 
fit in well with a stock of lamps. 
T his useful invention is selling 
splendidly and m akes a good line to 
carry.

Many lamps are suitable for gifts. 
This applies especially to  ornam ental 
lamps, student lamps, and any vari
ety with a decorative value. These 
m ay be brought forw ard a t C hrist

mas time, and stock of this kind 
serves a double purpose as it is sal
able all the year and will also figure 
am ong the Christm as goods. Lamps 
are also appropriate for birthday 
gifts, wedding presents, and prizes 
a t card parties.

Som ething D ifferent for a 
Bridge Prize.

The above sign was seen over an 
assortm ent of small ornam ental 
lamps of m oderate price. T he drug
gist knew there were a good many 
bridge players in his neighborhood, 
afternoon parties were frequent, and 
he thought he could supply some 
prizes as well as not. Ladies who 
give bridge parties are always look
ing for som ething novel to offer as 
a prize.

T aking one consideration with an
other, there are many reasons why 
druggists should be able to sell 
lamps. W e advise every druggist to 
consider the possibilities in his own 
field and see if there is not some 
business w aiting for him in this line. 
T here are sales to be made, too, in 
wicks, chimneys, shades, and other 
appurtenances. The breakage in 
chimneys ensures a steady run of 
business in this branch alone.

Noel Standish.

Will Hold Pharmaceutical Conven
tion in March.

The annual convention of the 
Michigan State Pharm aceutical A sso
ciation, which is usually held dur
ing the sum m er m onths, will be held 
in L ansing March 18, 19 and 20. The 
change in time of holding the m eet
ing is due to  the desire of the trade 
to induce the Legislature to enact 
some am endm ents to the pharm acy 
and liquor laws. The entertainm ent 
features will be undertaken by the 
Michigan Pharm aceutical T ravelers’ 
Association, as usual, in conjunction 
with the retail druggists of Lansing.

A sewing circle is frequently com 
posed of a lot of women who dress 
the heathen up and their neighbors 
down.

Ask about our way
BARLOW BROS. Grand Rapids, Mich.

Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Design

The Goods! 
Net Prices!

When you receive 
“ OUR DRUMMER” 
catalogue regularly you 
always have dependable 
answers to these two 
important questions:

What is the lowest net 
price at which I can buy 
goods?

Where can I get the 
goods?

Items listed in this 
catalogue have the goods 
behind them.

The prices are net and 
are. guaranteed for the 
time the catalogue is in 
force.

Butler Brothers
Exclusive Wholesalers of 

General Merchandise

New York Chicago 

St. Louis Minneapolis 

Dallas

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 •  card.
Protect yourself for next season’s business before it is too late. 

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

Putnam Factory Grand Ratrids. Michigan
Manufacturers of

Putnam’s “Double A ’’ Chocolates

"JBJJ
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1918
Holiday Goods

D ru g g is ts ’ S u n d rie s , B ooks, 
S ta tio n e ry , E tc .

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 D rug C o.
Grand Rapids, Michigan

DUTCH MASTERS 
CIGARS

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

Enjoyed by Discriminating Smokers

G. J. JOHNSON CIGAR CO., Makers
GRAND RAPIDS

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day or Issue.

A cids
Boric (Powd.) . .  18® 25
Boric (Xtal) . . . .  18® 25
Carbolic ................. 64® 67
Citric ................. 1 62@1 70
Muriatic .............  3%@ 5
N itric ...............  10%@ 15
Oxalic ................... 53® 60
Sulphuric ...........  3%@ 5
Tartarfc .........  1 12® 1 20

A m m onia
W ater, 26 deg......... 12® 20
W ater, 18 deg. ..10)4® 18 
W ater, 14 deg. . .9 )4 ®  17
Carbonate ...........  19® 26
Chloride (Gran.) 35® 40

Balsams
Copaiba ...........  1 40® 1 66
F ir (Canada) . .  1 25®1 50
F ir (Oregon) . .  40® 50
Peru .................  4 75@5 00
Tolu ..........   1 75®2 00

B arks
Cassia (ordinary) 40® 45 
Cassia (Saigon) 90®1 00 
Sassafras (pow. 45c) @ 40
Sassafras (pow. 40c) ® 36
Soap Cut (powd.)

35c ....................  26® 30
Berries

Cubeb ................. 1 60@1 70
Fish ........................... 1
Juniper ................. 12® 18
Priekley Ash . . . .  ® 30

E x tra c ts
Licorice ........
Licorice powd.

60® 65 
1 75®2 00

Arnica ...............  i
Chamomile (Ger.) 
Chamomile Horn. 1

20® 1 25 
70® 80
50® 1 60

Gums
Acacia, 1st 75® 80

75
50

®2 25 
®2 50 
® 8a 
®1 0»» 
® 85 
® 90

Acacia, 2nd . . . . . .  65®
.acacia, Sorts . . . .  40®
Acacia, powdered 6u® <o 
Aloes (Barb. Pow) 30® 40
Aloes (Cape Pow.) Jo® 3a 
Aloes (Soc Pow 1 25) ®1 20
Asafoetida ........ 4 50®4 75

Pow...................  4 75®5 00
Camphor ...........  3 26®3 35
Guaiac .................
Guaiac, powdered
Kino ....................
Kino, powdered
Myrrh ...................
Myrrh, powdered
Opium ...........  28 50®29 00
Opium, powd. 30 u0®20 50 
Opium, gran. 30 00® 30 6o
Shellac ................... »6® »0
Shellac, Bleached 90® 96
T ragacanth .......... @5 00
Tragacanth powder 3 00 
Turpentine ...........  15® 20

Insecticides
Arsenic ..................  15® 20
Blue Vitriol, bbl. . .  @11)4 
Blue Vitriol, less 12® 20
Bordeaux Mix Dry 20® 25
Hellebore, W hite

powdered ...........  38® 45
Insect Powder . . .  .40® 60 
Lead, Arsenate Po 34® 44
Lime and Sulphur

Solution, gal. .. 20® 35

Cubebs .........  10 50@10 75
Eigeron .............  4 00® 4 25
Eucalyptus . . . .  1 25® 1 35 
Hemlock, pure 2 00® 2 25 
Juniper Berries 16 00®16 25 
Juniper Wood ..  4 00®4 25 
Lard, ex tra  . . . .  2 15®2 35 
Lard, No. 1 . . . .  2 00®2 15 
Lavender Flow. 7 25®7 50 
Lavender, Gar’n 1 25 ®1 40
Lemon ................  2 25®2 50
Linseed, boiled, bbl. @1 74 
Linseed, bid less 1 84® 1 89 
Linseed, raw, bbl @1 72 
Linseed, raw  less 1 82 @1 87 
Mustard, true, oz. @2 95 
Mustard, artifll, oz. @1 80
Neatsfoot ...........  1 80®2 00
Olive, pure . . . .  8 80@10 60 
Olive, Malaga,

yellow ..............  6 50®7 00
Clive, Malaga,

green ............... 6 60@7 00
Orange, Sweet . .  4 60®4 76 
Origanum, pure ©2 50 
Origanum, com’l @ 75 
Pennyroyal . . . .  2 50®2 75 
Pepperm int . . . .  7 50@7 75 
Rose, pure . . .  38 00@40 00 
Rosemary Flows 2 00®2 25 
Sandalwood, E.

1.....................  18 50@18 75
. Sassafras, true 3 50@3 75 

Sassafras, artifi’l 90®1 20
Spearmint ........ 6 25®6 60
Sperm ...............  2 85©3 00
Tansy ...............  5 50®6 75
Tar, USP .............  45® 60
Turpentine, bbls. @ 85
Turpentine, less 90® 95
W intergreen, tr. 7 00®7 25 
W intergreen, sweet

birch ............... 5 00@5 25
Wintergreen, a r t  1 25® 1 60 
Wormseed . . . .  7 50@7 75
Wormwood . . . .  7 60®7 76

Potassium
Bicarbonate . . . .  1 25® 1 30
Bichromate .......... 60® 70
b ro m id e .............  1 30® 1 60
Carbonate .........  1 35®1 45
^m orale, g ran 'r  6o® 70
Cmoraie, xtal or

powd..................... 60® 66
O an id e  ................. 40® 60
iodide ...............  4 59® 4 66
i  orm anganate 2 75®3 00 
rrussia te , yellow ®1 76 
fruasiate , red 3 76®4 00 
Sulphate .............  @1 00

Paris Green

Capsicum ...........
Cardamon ..........
Cardamon, Comp.
Catechu .............
Cinchona .............
Colchicum .........
Cubebs ...............
Digitalis .............
Gentian ...............
Ginger .................
Guaiac .................
Guaiac, Ammon.
Iodine .................
iodine. Colorless
Iron, clo.................
Kino ....................
Myrrh .................
Nux Vomica . . . .
Opium .................
Opium, Camph. 
Opium, Deodorz’d 
Rhubarb .............

@2 15 
®2  10 
®1 60 
®1 60 
®2 35 
®2 40 
®2 35 
®1 90 
® 1 50 
®1 50 
®1 90 
®1 80 
®1 50 
@2 00 
®1 60 
® 1  66 
®2 60 
®1 75 
®7 50 
®1 35 
@9 50 
®1 65

48ft®54ft

Roots
Alkanet ...........  4
Blood, powdered

P a in ts
Lead, red dry . . . .  14® 14% 
Lead, white dry 14® 14)4 
Lead, white oil 14® 14 ft 
Ochre, yellow bbl. @ 1)4 
Ochre, yellow less 2 ® 6
Putty  .................  4)4® 7
Red Venet’n Amer. 2® 5
Red Venet’n, Eng 2)4® 5
Vermillion, Amer. 25© 30
W hiting, bbl.......... © 3
W hiting .............  3)4© 6
L. H. P. Prepd. 2 90®8 10

Miscellaneous
Acetanalid ........ 1 10® 1 20
Alum ..................... 17© 20
Alum, powdered and

ground .............  18® 21
Bismuth, Subni

tra te  .............  4 00®4 10
Borax x tal or

powdered .......... 10© 15
Cantharades po 2 00 ©6 50
Calomel ...........  2 69©2 76
Capsicum .............  38® 46
Carmine ...........  6 60®7 00
Cassia Buds ........ 50® 60
Cloves ................. 77® 85
Chalk Prepared . .  12® 15 
Chalk Precipitated 12© 15
Chloroform ........ 97 ©1 04
Chloral Hydrate 2 32 ©2 42 
Cocaine .......... 14 $0®14 85

E le c a m p a n e , pw d. 
G e n tia n , pow u. 
D in g e r, African,

Ice Cream
Piper Ice Cream Co., 

Kalamazoo
Bulk Vanilla ...............  95
Bulk Special Flavored 1 00
Brick, Plain ...............  1 20
Brick, Fancy ............. 1 60

Leaves
Buchu ................. @3 25
Buchu, powdered @3 60
Sage, bulk .........  67® 70
Sage, )4 loose ....72®  78
Sage, powdered . .  56® 60 
Senna, Alex . . . .  1 40® 1 50
Senna, Tinn..........40® 45
Senna, Tinn. pow. 50® 66 
Uva Ursi .............  45® 50

Oils
Almonds, Bitter, 

true . . . . . . . .  18 50©18 75
Almonds, B itter,

artificial ........ 7 00® 7 20
Almonds, Sweet,

true ................. 4 00® 4 25
Almonds, Sweet,

Imitation .......... 76©1 00
Amber, crude . .  3 25®3 60 
Amber, rectified 4 50®4 75
Anise ................. 2 50@2 75
Bergamont . . . .  9 60®9 76
Cajeput .............  2 00®2 25
Cassia ................. 4 60® 4 75
Castor .............  3 60®3 80
Cedar Leaf . . . .  1 75@2 00
Citronella .........  1 00@1 25
Cloves ...............  4 50® 4 75
Cocoanut ...........  40® 50
Cod Liver .........  5 60®5 76
Cotton Seed . . . .  2 06®2 20
Croton .............  2 00@2 25

timber, Jamaica 
Ginger, Jam aica,

p o w u e re u  ...........
G o iu eu sea i, pow . i 
Ip eca c , pow d. . .  <
Gicunce ...............
in c u r  ice, pow d.
Orris, powdered 
Poke, powdered
Rhubarb .............
Rhubarb, powd. 1 
Ro3inweed, powd. 
Sarsaparilla, Hond.

g ro u n d ............. 1 25®1 40
Sarsaparilla Mexican,

g ro u n d  ...........  1 00@1 10
Stiuills ................... 35© 40
Syuihs, powdered 45© 65
Tumeric, powd.
Valerian, powd. .

50@4 75 Cocoa B utter . . . . 600 60
66® 70 Corks, list, less 40%
com 2 50 Copperas, bbls. . . . • @ 3
15® 20 Copperas, less . .  3% ® 8
27® 35 Copperas, powd. ... 4® 10

Corrosive Sublm. 2 85®2 40
25® 30 Cream T artar . . . 86(UI 92
3a@ 40 Cuttlebone ........ 95® 1 00

Dextrine ............. 10® 15
22® 30 Dover’s Powder 5 75@6 00
50®9 00 Emery, All Nos. 10® 15
00®6 25 Emery, Powdered 8® 10
50® 55 Epsom Salts, bbls. ® 4>
60® 60 Epsom Salts, less 5® 10
40® 45 E rg o t .................... @2 75
20® 25 Ergot, powdered @3 00
©1  00 

25®1 50 
25© 30

25© 30 
© 1  00

15© 20
20)4@25

42®
47©
13©
28®
85©

Seeds
Anise ...................
Anise, powdered
Bird, Is ...............
Canary .................
Caraway, Po. .95
Cardamon ........ 1 80©2 00
Celery, powd. 1.00 90® 1 00 
Coriander powd .30 22)4@25
Dill ......................  30© 3a
Fennell . . . . . . . .  1 00®1 20
Flax ..................... 10® 16
Flax, ground . . . .  10® 15 
Foenugreek pow. 22© 30
Hemp ................. 11)4® I5
Lobelia ................. 40© 60
Mustard, yellow . .  45® 50
Mustard, black . .  30® 35
Poppy ................ @1 00
Quince .............  1 60® 1 70
Rape ....................  15®
Sabadilla ...........  ®
Sabadilla, powd. 36®
Sunflower ........ 10)4®
Worm American 
Worm Levant . .  1

T in c tu res

35 
45 
15 

® 25 
65@1 75

Aconite ............... @1 65
Aloes .................. @1 35
Arnica ................. @1 50
Asafoetida ......... @4 40
Belladonna ......... @2 86
Benzoin ............. @2 50
Benzoin Compo’d @3 20
Buchu ................. @2 40
Cantharadies . . 0 2  90

Flake W hite 
Formeldehyde, lb.
Gelatine .......... 1 75®l 90
Glassware, full case 68% 
Glassware, less 50% 
Glauber Salts, bbl. @ 2)4 
Glauber Salts less 3)4® 7
Glue, Brown ..........25® 35
Glue. Brown Grd. 25® 35
Glue, White ___ 30® 35
Glue, W hite Grd. 30® 35
Glycerine .........  36 @ 50
Hops ....................  60® 75
Iodine ................. 5 60@5 90
Iodoform .......... 6 59®6 74
Lead, Acetate . . .  25® 30 
Lycopdium . . . .  2 2602 60
Mace ....................  85® 90
Mace, powdered 95® 1 00
Menthol .............  8 50® 8 75
Morphine . . . .  15 45@16 00
Nux Vomica ........ @ 30
Nux Vomica, pow. 28® 25 
Pepper black pow. 53® 56
Pepper, white ........ @ 60
Pitch, Burgundy @ 15
Quassia ................. 12® 15
Quinine .............  1 2801 72
Rochelle Salts . .  69® 65
Saccharine, oz..........@1 55
Salt P e t e r ............... 36® 46
Seidlitz Mixture ..48® 66
Soap, green .......... 20® SO
Soap m ott castile 22)4® 25 
Soap, white castile

case .................... @35 00
Soap, white castile 

less, per bar . . . .  @3 75
Soda Ash ...........  4)4® 10
Soda Bicarbonate 5® 10
Soda, S a l ................. 2® 5
Spirits Camphor . .  @1 75
Sulphur, roll . . . .  4)4® 10 
Sulphur, Subl. 4 9-10® 16
Tam arinds ...........  15® 20
T arta r Emetic . .  @ 9 0
Turpentine, Ven. 50@6 00 
Vanilla Six. pure 1 50@2 00 
W itch Hazel . . .  1 2501 75 
Zinc Sulphate . . . .  10# I f
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

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

ADVANCED DECLINED
Prunes
Mackerel
Syrup

Peanut Butter

A M M O N IA  
A rc tic  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

A X L E  G REASE 
Mica, 25 lb. p a i l ..........1 60

B A K E D  B E A N S
No. 1, per doz................ 1 35
No. 2, per d o z . ............. 2 25
No. 3. per doz. ........... 3 60

B A T H  B R IC K  
English ........................  95

Corn
F air ................................ 1 86
Good ............................ 2 15
Fancy ............................  2 30

French Peas 
Monbadon (.Natural) 

per doz....................
Gooseberries

No. 2, F air .................
No. 10 ........................  7 75

H om iny
Standard ..................... 1 25

Lobster
% lb................................ 2 10
% lb................................ 3 35
Picnic F la t .................  8 76

B L U IN G
Jennings’

Condensed P earl Bluing 
Small, 3 doz. box . . . .  2 55 
Large, 2 doz. box . . . .  2 90

B R E A K F A S T  FOODS 
Cracked W heat, 24-2 4 60 
Cream of W heat . . . .  7 60 
Quaker Puffed Bice . .  4 36 
Quaker Puffed W heat 4 35 
Quaker Brkfst Biscuit 1 90 
Quaker Corn Flakes . .  2 90 
Saxon W heat Food . .  4 75 
Shred W heat Biscuit 4 50
Triscuit, 18 .................  2 25
Pillsbury’s  Best CeFl 2 50

Kellogg ’s B rands 
Toasted Corn Flakes 4 20 
Toasted Corn Flakes 4 20 
roasted  Corn Flakes

Individual .............  2 00
(Crumbles ....................  4 20
(Crumbles, Indv.......... 2 00
Biscuit ..........................  2 00
Drinket ......................  2 60
Peanut B utter .......... 4 40
Bran ............................ 4 30

BROOMS
Fancy Parlor, 25 lb. 10 00 
Parlor, 5 String, 25 lb. 9 15 
Standard Parlor, 23 lb. 9 00
Common, 23 lb................ 8 50
Special, 23 lb................  8 25
Warehouse, 23 lb. . .  11 00

BR USH ES
Scrub

Solid Back, 8 in.............1 00
Solid Back, 11 I n . ___1 25
Pointed Ends .............  1 00

Stove
No. 8 .................................1 00
No. 2  ............................  1 60
No. 1 ............................  2 00

Shoe
No. 1 .................
No. 2 .................
No. 3 ..................
No. 4 .................

1 00 
1 80 
1 70 
1 90

B U T T E R  COLOR 
Dandelion, 25c size . .  2 00

C A N D LE S
Paraffine, 6s ............  17%
Paraffine, 12s ..........  18%
W lc k ln g  ...................... 65

C A N N E D  GOODS 
Apples

- I  lb. S tandards . .  ©1 60
No. 10 ....................  @4 76

B lackberries
2 lb. ............................
S tandard No. 10 . .  ©10 50

Beans
Baked ............... 1 25@2 25
Red Kidney . . . .  1 25® 1 85
S t r in g ............. . .  1 90 @2 50
Wax ............... . 1 80@2 50

Blueberries
Standard ........ .........  @
No. 10 ........... .......  ©11 60

Clams
Little Neck, 1 lb.........

Clam  B ou illon
Burnham ’s  % pL . . . .  2 25
Burnham ’s p ts................3 75
B urnham ’s qts. .......... 7 50

M ackerel
Mustard, 1 lb.................1 80
Mustard, 2 lb................ 2 80
Soused, 1% l b . ............ 1 60
Soused, 2 lb...................2 75
Tomato, 1 lb...................
Tomato, 2 lb...................

Mushrooms
Buttons, %s ............. @30
Buttons, Is .................  @50
Hotels, Is  ...................  ©44

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

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

Pears In Syrup 
No. 3 can pe rdz. 3 25@3 75

Peas
Marrowfat .........  1 75@1 85
Early June . . . .  1 90@2 10
Early June siftd  2 16@2 30

Peaches
Pie ...................
No. 10 size can pie @6 00

Pineapple
Grated .....................
S liced ..........................

P um pkin
Good ............. "............. . 1 50
Fancy .......................... . 1 65
No. Ï0 .......................... . 4 60

Raspberries
No. 2, Black Syrup . . 3 00
No. 10, Black ........... 12 50
No. 2, Red Preserved
No. 10, Red, W ater .. 12 50

Salmon
W arrens, l  lb. Tall . . 3 40
W arren’s 1 lb. F la t . . 3 60
Red Alaska ............... . 2 85
Med. Red Alaska . . . . 2 60
P ink Alaska ........... .. 2 20

Sardines
Domestic %s ........... . 6 75
Domestic, % M ustard 6 60
Domestic, % M ustard 6 80
Norwegian, %s . . . . 15 @18
Portuguese, %s . . . . 30@35

Sauer K ra u t
No. 3, cans ............. 65
No. 1Ó, c a n s ...............

S hrim ps
Dunbar, Is doz........... . 1 80
Dunbar, l% s doz. . . . . 3 40

Succotash
Fair ........................
Good ......................
Fancy ....................

Strawberries
Standard .................... . .  2 60
Fancy ...................... . .  2 90

Tomatoes
No. 1% .................... . . .  1 40
No. 2 ......................... . .  1 75
No. 10 ...................... . . .  8 00

Tuna

%s, 4 doz. in case
Case

%s, 4 doz. In case ,t
Is, 4 doz. in case . . .

C A T 8U P
Van Camp’s, % pints 1 90
Van Camp’s pints . . .  2 85

C H E E S E
Peerless  .................. @42
Brick ........................ @39
Leiden ................. ©Limburger ........... @36
Pineapple ............. ©Edam .................... 0
Sap Sago ............. O
Swiss, D om estic 9

C H E W IN G  GUM
Adams Black Jack  . . . .  70
Adams Sappota .............. 76
Beeman’s Pepsin .......... 70
Beechnut ........................  70
Doublemint ............   70
Flag Spruce ...................  65
Juicy F ru it ..................... 70
Sterling Gum Pep..........70
Spearmint, W rigleys . .  70
Yucatan ..........................  70
Zeno ............................... .  70

C H O C O LA TE  
W alter Baker & Co.

German’s Sweet ..........
Preuuum ........   36
Caracas ..........................  28

W aller M- Lowney Co.
Premium, %s .................  86
Premium, fes ...............  26

CIGARS
Johnson Cigar Co. Brands 
Dutch M asters Club 84 00 
Dutch M asters Banq. 84 00 
Dutch M asters Inv. 84 00 
Dutch M asters Pan. 82 00 
Dutch M aster Grande 82 00 
Dutch M aster Special 66 00 
Dutch M aster bond 77 00
El Portana ...............  45 00
Gee Jay  ......................  45 00
Dutch Masters Six .. 49 00 
Dutch M asters Hand

Made ........................
Dutch M asters Baby

Grand ....................  45 00
Little Dutch M asters 45 00
S. C. W........................  45 00
Dutch M asters

Seconds ................. 42 00
Exem plar ................... 69 00

P eter Dornbos Brands 
Dornbos Single Bndr. 42 50 
Dornbos Perfecto . .  42 60
Van Dam, 5c ...........  37 50
Van Dam, 6c .......... 42 50
Van Dam, 7c ...........  49 00
Van Dam, 10c .........  70 00
Worden Grocer Co. Brands 
Boston S traight . . . .  42 00 
Trans Michigan . . . .  42 50
Court Royai .............  48 00
H em m eter's Cham

pion ........................  46 00
Iroquois ..................... 42 50
Qualex ........................  46 00
La Q u a la tin c ia .........  70 00
W orden's Hand Made 40 00
B. L. ..........................  42 60
Royal Major .............  45 00
La Valla R o s a .......... 80 00
La Valla Rosa, Kids 45 00
Valla G ra n d e .............  42 50
Kuppenheimer, No. 2 43 00
F irst National .......... 33 00
Knickerbocker .......... 42 50

C LO TH E S  L IN E
Per doz.

No. 40 Twisted Cotton 2 00 
No. 50 Twisted Cotton 2 60 
No. 60 Twisted Cotton 3 00 
No. 80 Twisted Cotton 3 25 
No. 50 Braided Cotton 2 60 
N. 60 Braided Cotton 3 00 
No. 80 Braided Cotton 3 60 
No. 50 Shsh Cord . . . .  3 40 
No. 60 Sash Cord . . . .  4 00
No. 60 Ju te  .................  1 75
No. 72 Ju te  ...............  2 00
No. 60 S i s a l ................. 1 85

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 10

COCOA
Baker’s  ...............................89
Bunte, 10c size .............  88
Bunte, % lb. ............... 2 20
Bunte, 1 lb...................  4 00
Cleveland ....................... 41
Colonial, %s ...................  85
Colonial, %s ...................  33
Epps .................................  42
Hershey’a %s .................  82
Hershey’s %s .................  80
Huyler .............................. 36
Lowney, % s .......................88
Lowney, %8 .......................87
Lowney, %s ................... 87
Lowney, 5 lb. cans . . . .  37
Van Houten, % s ........... 12
Van Houten, % s ...........18
Van Houten, % s ............. 36
Van Houten, I s ...............66
W an-E ta ........................  86
Webb ................................ S3
Wilbur, %s ..............   S3
Wilbur, %s . . . . . . . . . . . .  82

COCOANUT
%s, 5 lb. case . . . . . . . .  38
%s, 5 lb. case .............  37
%s, 15 lb. case ...........  36
%s, 15 lb. case ...........  35
%s & %s, 15 lb. case 35%
6 and 12c pails .......... 4 35
Bulk, pails ..................... 27
Bulk, barrels .................  25
70 8c pkgs., per case 5 25 
70 4 oz. pkgs., per case 5 25 
Bakers Canned, doz. 1 20

C O FFE E S  R O ASTED  
Rio

Common ......................  12
Fair ................................ 13
Choice ..........................  14
Fancy ............................  15
Peaberry ......................  32

Santos
Common ......................  17
F a ir ...................   18
Choice ..........................  19
Fancy ..........................  20
Peaberry ......................  32

Maracaibo
Fair ...............................  20
Choice ..........................  24

M exican
Choice ............................  20
Fancy ............................  24

G uatem ala
Fair .............................. 18
Fancy ..........................  19

Java
Private Growth ........  34
Mandling ..................... 34
Ankola ........................  34

San Salvador 
Good ........................... 22

Mocha
Short Bean ...............  31
Long Bean ................... 81

Bogota
F a ir  ............................  21
Fancy ............•............ 28

Package Coffee
New York Basis 

Arbuckle ....................  24 50

M cL au g h lin ’s X X X X  
McLaughlin’s  X X X X  

package coffee is sold to 
retailers only. Mail all or
ders direct to W. F. Mc
Laughlin & Co., Chicago.

E x tra c ts
Holland, % gross bxa. 1 80
Felix, % g r o s s ...........  1 15
Hummel's foil, % gro. 85 
Hummel’s  tin, % gro. 1 48

C O N DEN SED  M IL K
Carnation, Tall .......... 7 50
Carnation, Baby . . . .  5 50
Hebe, TaU .....................
Hebe, Baby .................
P e t  TaU ..................... 7 50
Pet, Baby ....................  5 50
Van Camp, TaU . . . .  7 50 
Van Camp, Baby . . . .  5 50

C O N FE C TIO N E R Y
S tick  Candy Pail3

Horehound ....................  26
Standard ......................  25

Cases
Jlimbo ............................ 26

M ixed Candy
Palls

Broken ..........................  25
Cut Loaf ........................ 26
Grocers ..........................  20
Kindergarten ............... 29
Leader ...........................  25
Novelty ......................
Premlo Creams ...........  85
Royal .............................  24
Special . .‘.....................  24
X L  O ..........................  23

Specialties
Palls

Auto Kisses (baskets) 28 
Bonnie B utter Bites . .  30 
B utter Cream Corn . .  32 
Caramel Bon Bons . .  28 
Caramel Croquettes . .  26 
Cocoanut Waffles . . .  28
Coffy Toffy .................  28
Fudge, W alnut .......... 32
Fudge, Choc. P eanut 30 
Iced Orange JeUies . .  27 
Italian  Bon Bons . . . .  27 
AA Licorice Drops

5 lb. box .................  2 25
Lozenges, Pep.............. 32
Lozenges, P ink .........  32
Manchus ..................... 27
Molasses Kisses, 10

lb. box ........................ 22
N ut B u tte r Puffs . . . .  28

Chocolates Pails
Assorted Choc............. 32
Amazon Caramels __ . 32
Champion .................... 31
Choc. Chips, Eureka 
Klondike Chocolates

35
38

Nabobs ........................ 38
Nibble Sticks, box ..2  25
Nut W afers ................ . 38
Ocoro Choc. Caramels1 34
Peanut Clusters ......... . 38
Quintette .................... 32
Regina ........................ 30

Pop Corn Goods
C racker-Jack Prize .. 6 60
Checkers Prize ......... 5 60

Cough Drops
Boxes

Putnam  Menthol . . . . 1 50
Smith Bros................... 1 60
CO O KING  COM POUNDS

Crlaco
36 1 lb. cans ............. 10 25
24 1% lb. cans ......... 10 25
6 6 lb. cans ............... 10 25
4 9 lb. cans ............... 10 25

M azols
5% oz. bottles, 2 doz. 2 60
Pints, tin, 2 doz......... 8 00
Quarts, tin, 1 doz. . . . 7 50
% gal. tins, 1 doz. .. 14 25
Gal. tins. % doz......... 13 80
5 Gal. tins, 1-6 doz. 19 60

C R EAM  T A R T A R
Barrels or Drums . . . . .  84
Boxes .......................... ... 86

D R IE D  F R U IT E  
Apples

Evap’ed, Choice, blk ©16
Evap’d Fancy b lk .. ©

A p rico ts
California .................... @22

C itron
California ..................... @36

C urran ts
Imported, 1 lb. pkg. .
Imported, bulk ...........

Peaches
Muirs—Choice, 25 lb. .
Muirs—Fancy, 25 lb. .
Fancy, Peeled, 25 lb. .

Peel
Lemon, American . . . . . .  28
Orange, American . . , . . .  30

R aisins
Cluster, 20 cartons . . .  
Loose Muscatels, 4 Cr. 
Loose Muscatels, 3 Cr. 11 
L. M. Seeded 1 lb. 13@13%

Oregon Prunes 
90-100 25 lb. boxes ..
80- 90 25 lb. boxes . .
70- 80 25 lb. boxes . .
60- 70 25 lb. boxes ..@14 
50- 60 25 lb. boxes . .
40- 50 25 lb. boxes ..@16 
30- 40 25 lb. boxes ..@17%

Hooks—Kirby
Size 1-12, per 100 .......... 8
Size 1-0, per 100 ............  9
Size 2-0, per 100 ..............10
Size 3-0, per 100 .............. 11
Size 4-0, per 100 ............  14
Size 6-0, per 100 ............ 15

Sinkers
No. 1, per gross ........... 6u
No. 2, per gross ...........  60
No. 3, per gross ...........  65
No. 4, per gross ...........  75
No. 5, per gross ...........  80
No. 6, per gross ...........  90
No. 7, per gross ..........1 25
No. 8, per gross ..........1 65
No. 9, per gross ..........2 40

F L A V O R IN G  E X TR A C TS  
Jennings D C Brand 

Pure  V an tla  
Terpeneless 
P ure  Lem on

P er Doz.
7 Dram 15 C e n t ..........1  25
1% Ounce 20 Cent . .  1 80 
2 Ounce, 35 Cent . . . .  2 70 
2% Ounce 35 Cent . .  2 85 
2% Ounce 45 Cent . .  8 10 
4 Ounce 55 Cent . . . .  6 20
8 Ounce 90 Cent . . . .  8 60 
7 Dram Assorted . . . .  1 25 
1% Ounce Assorted . .  2 00

Moore’s D U Brand
Per Doz.

1 oz. Vanilla 15 Cent 1 25 
1% oz Vanilla 26 Cent 2 00 
3 oz. Vanilla 36 Cent 2 7t> 
l oz. Lemon 15 Cent 1 25 
1% oz. Lemon 25 Cent 2 00 
3 oz. Lemon 35 Cent 2 75

FLO U R  A N D  F E E D  
Valley City MUling Co.

Lily White .............  11 35
Rowena Rye, %s . . . .  9 40
Graham 25 lb. per cwt. 6 85 
Rowena Bolted Meal,

25 lbs., per cw t......... 3 50
Golden Granulated Meal,

25 lbs., per cwt......... 4 70
Rowena Pancake 5 lb.

per cw t.........................  6 25
Rowena Buckwheat

Compound ..................  7 25
Rowena Corn Flour,'

25 lb. sacks ..............  5 30
W atson Higgins Milling 

Co.
New Perfection %s . .  1 1  60 
Victory Mixed Flour 11 45 

Worden Grocer Co. 
Quaker, %s cloth . .  None 
Quaker, %s cloth . .  None 
Quaker, %s cloth . .  None 
Quaker, %s paper . .  None 
Quaker, %s paper . .  None

Kansas H ard  W h e at 
Worden Grocer Co.

Paper
American Eagle, %s 11 80 
American Eagle, %s 11 85

Spring W heat 
Worden Grocer Co. 

Wingold, %s cloth 11 70 
Wingold, %s cloth 1 1  80

F A R IN A C E O U 8 GOODS
Beans

California Limas . . . . 15%
Med. H and Picked .,.. 15
Brown, H o lla n d .......

Farina
25 1 lb. packages . . . 1 65
Bulk, per 100 lb. ..........

O rig in a l H olland  R usk 
Packed 12 rolls to container 
8 containers (36) rolls 4 32

H om iny
Pearl, 100 lb. sack . . . .  6% 

Macaroni
Domestic, 10 lb. box . .  1 30 
Imported, 25 lb. box . .  
Skinner’s 24s. case 1 87% 

Pearl B arley
Chester ........................  5 00
P o r ta g e ..........................

Peak
Green, Wisconsin, lb. 11% 
Split, lb. ......................  9%

Meal
Bolted ........................  3
Golden Granulated . .  ?

W heat
Red ................................
W hite ............... .

Oats
Michigan carlots .......
Less than  carlots . . .

Cora
Carlots ........................
Less than  oarlota . . . .

H ay
Carlots ........................ I
Less than  carlots . .  *

Feed
Street Car Feed . . . .  
No. 1 Corn & Oat Fd
Cracked Com ..........
Coarse Corn Meal . .

Sago
E ast India ................. 15
German, sacks ..........
German, broken pkg.

..  16

Tapioca
Flake, luo lb. sacks .. 16
Pearl, 100 lb. sacks .. 16%
Minute, 10c, 3 doz. . . . . 3 65

F IS H IN G  T A C K L E
Cotton Lines

No. 2, 15 feet ........... . .  10
No. 3, 15 feet ........... . .  11
No. 4, 15 feet ........... . .  12
No. 5, 15 feet ........... . .  14
No. 6. 15 feet ........... .. 15

Linen Lines
Small, per 100 feet .. . .  BO
Medium, per 100 feet . .  ISB
Large, per 100 feet .. . .  65

Floats
No. 1%, per dozen . . . . .  1»
No. 2, per dozen . . . . . .  16
No. 3, p e r d o z e n ........ . .  >6

F R U IT  JARS
Mason, pts., per gro. 7 60 
Mason, qts., per gro. 8 00 

-ason, % gal. per gr. 10 35 
Mason, can tops, gro. 2 80

G E L A T IN E
Cox’s, 1 doz. large . . .  1 45 
Cox’s, 1 doz. small . .  90
Knox’s Sparkling, doz. 1 90 
Knox’s Acidu’d doz. . .  2 00
Minute, 1 doz.............. 1 25
Minute, 3 doz.............. 3 75
Nelson’s ..................... 1 50
Oxford ........................  75
Plymouth Rock, Phos. 1 55 
Plymouth Rock, P lain 1 60 
Wtaukesha ...................  1 60

H E R B S
Sage ................................ 15
Hops ................................ 15
Laurel Leaves ...............  20
Senna Leaves ...............  46



December 11, 1918 M I C H I G A N  T R A D E S M A N 77

HIDES AND PELTS 
Hide*

Green, No. 1 ...............  17
Green, No. 2 ............. ] ig
Cured, No. 1  ......... 19
Cured, No. 2 . . . . . . . . .  18
Calfskin, green, No. i  3o 
Calfskin, green, No. 2 28% 
Calfskin, cured, No. 1 32 
Calfskin, cured, No. 2 30%
Horse, No. 1 .........  6 00
Horse, No. 2 ...........5 00

Pelts
Old Wool .............. 75@2 00
Lambs ...............  1 00@2 00
Shearlings ........ 1 00@2 00

Tallow
Prime .................
No. 1 ....................
No. 2 ...................

@13
@12
@11

Unwashed,
Unwashed,

Wool 
med. . . .  
Une . . . .

@65
@65

PICKLE8
Medium

Barrels, 1,200 count 12 00 
Half bbls., 600 count 6 50XXeLlA U U 1 S ., OVU U U U I l l  O OV
5 gallon kegs .............  2 60

Small
Barrels ......................  14 00
Half barrels ............... 7 50
5 gallon kegs . ; ........ 2 80

Gherkins
Barrels ......................  25 00
H alf barrels .............  13 00
5 gallon kegs .............  4 50

Sweet Small
Barrels ..................... 28 00
5 gallon kegs ...........  5 00
Half barrels .............  14 50

PIPES
Clay, No. 216, per box 
Clay, T. D. full count 
Cob, 3 doz. in box . .  1 25

HONEY
A. G. Woodman’s Brand.
7 oz., per doz.................
20 os., per doz............. 6 85

HORSE RADISH 
Per doz..............................  90

JELLY
151b. pails, per pail . . . .  
301b. pails, per pail . . . .

JELLY GLASSES 
8 oz. capped in bbls., 

per doz..........................  36

PLAYING CARDS
No. 90 Steamboat . . . .  2 25 
No. 808, Bicycle . . . .  3 50
Pennant ....................  3 25

POTASH
Babbitt’s, 2 dos. . . . .  2 TI

PROVISIONS 
Barreled Pork 

Italian Bon Bons . . . .  25 
Clear Back . .  52 00@53 00 
Short Cut Clr 44 00@45 00 
Brisket, Clear 55 00@56 00
Pig ..............................
Clear Fam ily ...........  48 00

Dry Salt Meats 
S P  Bellies . . .  31 00@S2 00

MAPLEINE
2 oz. bottles, per doz. 3 00 
1 oz. bottles, per doz. 1 75 
16 oz. bottles, per dz. 16 50 
32 oz. bottles, per dz. 30 00

MINCE MEAT
Per case ....................... 4 15

MOLASSES 
New Orleans

Fancy Open K ettle . . . .  70
< 'hoiee .............................. 58
Good ..............................
Stock ..............................

Half barrels 5c extra 
Red Hen, No. 2 . . . .  2 80 
Red Hen. No. 2% . . . .  3 40
Red Hen, No. 5 .........  3 40
Red Hen, No. 10 ........ 3 30
Uncle Ben, No. 2 . . . .  2 80 
Uncle Ben, No. 2% . .  3 30 
Uncle Ben, No. 5 . . . .  3 40 
Uncle Ben, No. 10 . .  3 30 
Ginger Cake, No. 2 ..3  30 
Ginger Cake, No. 2% 4 30 
Ginger Cake, No. 5 . .  4 15
O. & L. Open Kettle,

No. 2% ....................  5 65
MUSTARD

% lb. 6 lb. box . . . . . . .  30

Lard
Pure In tierces . .  29 @30 
Compound Lard 24 @24% 
80 lb tubs .. .advance %
60 lb. tubs ...ad v an ce  %
50 lb. tubs ...advance  %
20 lb. pails ...advance  \
10 lb. pails ...ad v an ce  %
5 lb. pails . . .  advance 1
3 lb. pails ...advance  1

Smoked* Meats
Hams, 14-16 lb. 35 @36 
Hams, 16-18 lb. 34%@35 
Hams, 18-20 lb. 33 @34 
Ham. dried beef

sets ................. 37 @88
California Hams 25 @26
Picnic Boiled

H am s .............  35 @40
Boiled Hams . .  51 @52
Minced Hams . . 2 2  @23
Bacon ................. 39 @52

Sausages
Bologna ........................  18
Liver ............................ 12
Frankfort ................... 19
Pork ....................  14 @15
Veal .............................. 11
Tongue ......................  11
Headcheese ................. 14

Beef
NUTS—-Whole 

Almonds, Terragona 30 
Brazils, large washed 34
Fancy Mixed . . . .  28@29 
Filberts, Barcelona . .  24 
Peanuts, Virginia . . .  18
Peanuts, Virginia,

Roasted ..................... 22
Peanut3, Spanish . . . .  20 
Walnuts California 36@37 
Walnuts, French . . . .  32

Shelled
A lm onds.......................... 55
Peanuts, Spanish,

10 lb. box .................  19%
Peanuts, Spanish,

100 lb. bbl.................  17%
Peanuts, Spanish,

200 lb. bbl.................  17
Pecans ....................  1 00
W alnuts ............................ 90

OLIVE8

Bulk, 1 gal. kegs . .  @1 75 
Bulk, 2 gal- kegs . .  @1 55 
Bulk, 5 gal. kegs . .  @1 50
Stuffed, 5 oz................. 1 45
Stuffed, 14 oz...............  3 00
Pitted (not stuffed)

14 oz............................  3 00
Manzanilla, 8 oz.......1 45
Lunch, 10 oz................. 2 00
Lunch, 16 oz................. 3 25
Queen, Mammoth, 19

oz.............   5 50
Queen, Mammoth, 28

oz.................................. 6 75
Olive Chow, 2 doz. cs. 

per doz. ................... 2 50
PETROLEUM PRODUCTS

Iron Barrels 
Perfection ................... 11.7
Red Crown Gasoline 23.7 
Gas Machine Gasoline 44.2 
V. M. & P. N aphtha 23.7 
Capitol Cylinder, Iron

B b ls ............................ 41.8
Atlantic Red Engine,

Iron Bbls.................... 28.8
W inter Black, Iron

Bbls ............................  14.8
Polarine, Iron Bbls. ..44.8

Boneless ........ 25 00@27 00
Rump, new .. 30 00 @31 00

Pig’s Feet
% bbls.......................... . 1 75
% bbls., 40 lbs........... . 8 40
% bbls.......................... . •  M
1 bbl............................. .. 1« Id

Tripe
Kits, 15 lbs.................. .. 90
% bbls., 40 lbs........... . 1 60
% bbls., 80 lbs. . . . . 3 00

Casings
Hogs, per lb............... 50@65
Beef, round set . . . . 19(5)20
Beef, middles, -set .. 45 @55
Sheep ................. 1 15@1 35

Uncolored Oleomargarine
Solid Dairy ............. 28@29
Country Rolls ......... .• 30@31

Canned Meats
Corned Beef, 2 lb. . . 6 60
Corned Beef, 1 lb. . . 4 70
Roast Beef, 2 lb. - . . . . 6 60
Roast Beef, 1 lb. . . .  
Potted Meat, H am

. 4 70
Flavor, % s ...........

Potted Meat, H am
5«

Flavor, %s .........
Deviled Meat, Ham

. . .  95
Flavor, %s ........... .

Deviled Meat, Ham
. . . .  55

Flavor, %s ......... ... 1  00
Deviled Tongue, %s .. 1 80
Deviled Tongue, %s .. 3 10

RICE
Fancy ....................
Blue Rose ............
Broken .....................

10OX1

ROLLED OATS
Monarch, bbls............ 10 25
Rolled Avena, bbls.. . 10 60
Steel Cut, 100 lb. sks.
Monarch, 90 lb. aks. . .  6 10
Quaker, 18 Regular . .  1 96
Quaker, 20 Fam ily ,.. 6 20

SALAD DRESSING
Columbia, % pint . . . .  2 25 
Columbia, 1 pint . . . .  4 00 
Uurkee’s large, 1 doz. 6  25 
Durkee’a med., 3  doz. 5 80 
Durkes’s Picnic. 7  dnz. 2 76 
Snider’s, large, 1 doz. 2 40 
Snider’s, small, 2 doz. 1 45

SALERATUS 
Packed 60 lbs. in box. 

Arm and Ham m er . .  3 25 
W yandotte, ICO %s . .  3 00 

SAL SODA
Granulated, bbls..........1 95
Granulated, 100 lbs. cs. 2 10 
Granulated, 363 pkgs. 2 25

SALT 
Solar Rock

56 lb. sacks ....................  52
Common

Granulated, Fine . . . .  2 10
Medium, F i n e .............  2 20

SALT PISH 
.  Cod
Large, whole ........ @15%
Small, whole .........  @15
Strips or bricks . .  20@23 
Pollock ..................... @ 14

Holland Herring
Standards, bbls..........
T. M„ bbls..................
Standard, k e g s ..........
Y. M. kegs ..............

HerringFull Fat Herring, 850
to 400 c o u n t.........

Spiced, 8 lb. palls .......  05
Trout

No. 1. 100 lbs.............
No. 1 , 40 lbs.................
No. 1, 10 lbs.................
No. 1, 3 lbs....................

SPICES 
W hola  Spices

Allspice, Jamaica .. @12
Allspice, lg. Garden @11Cloves, Zanzibar .. @55
Cassia, Canton . . . . @20
Cassia, 5c pkg. doz. @36
Ginger, African . . . . @16
Ginger, Cochin . . . .
Mace, P e n a n g .........
Mixed, No. 1 .........
Mixed, No. 2 ...........

@20
@00
@17
@16

Mixed, 6c pkgs. dz. @46
Nutmegs, 70-8 . . . . @50
Nutmegs, 105-110 .. @45
Pepper, Black ....... @82
Pepper, W hlte ....... @40
Pepper, Cayenne .. 
Paprika. Hungarian

@22

Pure Ground In Bulk
Allspice, Jamaica .. @16
Cloves, Zanzibar .. @68
Cassia, Canton __ @32
Ginger, African . . . . <a> 25
Mace, Penang ....... @1 06
Nutmegs ................ @45
Pepper, Black ....... @35
Pepper, White ....... @52
Pepper, Cayenne .. @30
Paprika, Hungarian @41

STARCH
Corn

Klngsford, 40 lbs. ..  9%
Muzzy, 48 lib. pkgz. 9%

Mackerel
Mess, 100 lbs.............  25 00
Mess, 50 lbs................. 13 25
Mess, 10 lbs................  2 95
Mess, 8 lbs.................  2 30
No. 1, 100 lbs.............  24 00
No. 1, 50 lbs.............  12 75
No. 1, 10 lbs..................  2 80

Lake Herring 
8 lbs.............................

SEEDSAnise ..........................  88
Canary. S m y rn a ......... 28
Caraway ................  80
Cardomon. Malabar 1 20
Celery ........................  50
Hemp, Russian .........  12
Mixed Bird ................  12%
Mustard, white .........  40
Poppy ......................... to
Rape ............................ is

SHOE BLACKING 
Handy Box. large 8 dz. 8 80 
Handy Box, small ,.  1 25 
Rivby’s Royal Polish 1 20 
Miller’s Crown Polish 90

SNUFF
Swedish Rapee, 10c 8 for 64 
Swedish Rapee. 1 lb. gla 60 
Norkoplng, 10c, 8 for .,64 
Norkoplng, 1 lb. glass . .  60 
Copenhagen, 10c. 8 for 84 
Copenhagen. 1 lb. glass 60

SOAP
Lautz Bros. A Co.

Acme, 100 cakes . . . .  6 60 
Rig M aster 100 blocks 6 00
Climax ..........................  5 00
Oueen W hite .............  5 90
Oak Leaf ................. 5 60
Queen Anne .............  5 60

Proctor & Gamble Co.
Lenox ............................ 6 65
Ivory, 6 oz...................  6 65
Ivory, 10 oz. .............  10 80
S tar .............................  6 30

Swift & Company
Swift’s Pride .............  5 50
W hite Laundry .......... 6 65
Wool, 6 oz. bars . . . .  6 60 
Wool, 10 oz. bars . . . .  9 40

Tradesman Company 
Black Hawk, one box 8 78 
Black Hawk, five bxs 8 70 
Black Hawk, ten bxs 8 65

Box contains 72 cakes. It 
Is a most remarkable dirt 
and grease remover, with
out injury to the skin.

Scouring Powders 
Sapollo, gross lots .. 9 54 
Sapollo, half gro. tots 4 85 
Sapollo, single boxes 2 46
Sapollo, h a n d ...............2 40
Queen Anne, 80 cans 1 80 
Queen Anne, 60 cans 8 60 
Snow Maid, 30 cans . .  1 80 
Pnnw Mnlrt. «0 onns . 9 60

Washing Powders 
Snow Boy, 100 pkgs. . 6 66 
Snow Boy, 60 pkgs. . .  3 55 
Snow Boy, 24 pkgs. . .  5 00 
Snow Boy. 80 pkars. . . KM

Klngsford
Silver Gloss, 40 lib. . .  9%

Gloss
Argo, 48 6c pkgs. . . . . 2 40
Silver Gloss, 16 31bs. ..  9%
Silver Gloss. 12 61bs. . .  *%

Muzzy
48 lib. packages . . . . . .  9%
16 Sib. packages . . . . . .  ■#%
12 61b. packages ___ .. 9%
60 lb. boxes ............. .. 6%

SYRUPS
Corn

B arre ls  ........................ . 75
.. . 81

Blue Karo, No. 1%,
2 doz.......................... . 2 65

Blue Karo, No. 2, 2 dz. 8 30
Blue Karo, No. 2%, 2

doz.............................. . 4 10
Blue Karo, No. 5, 1 dz. 3 96 
Blue Karo. No. 10, %

, 3 70
Red K ai«, No. 1%, 2

doz. ........................... . 2 80
Red Karo, No. 2, 2 dz. 3 65 
Red Karo. No. 2% 2dz. 4 40 
Red Karo, No. 6, 1 dz. 4 26 
Rod Karo, No. 10 %

doz. .......................... . 4 00
Puro Cano

Fair ..............................
Good ............................

TABLE SAUCES
Halford, large ............. 3 75
Halford, small ........ . 2 26

TEA
Uncolored Japan

Medium ................... 34@38
Choice ...................... 35@38
Fancy ......................
B asket-Fired Med’m

45@55

B asket-Fired Choice 
B asket-Fired Fancy 
No. 1 Nibbs ............. . @45
Siftings, b u lk ........... @23
Siftings, 1 lb. pkgs. @25

Gunpowder
Moyune, Medium .. 35@40
Moyune, Choice . . . . 40@45

Young Hyson
Choice ...................... 35(5)40
Fancy ...................... 50@60

Oolong
Formosa, Medium .. 40 @45
Formosa, Choice .. 45@50
Formosa, Fancy .. 55@75

English Breakfast
Congou, Medium .. 40@45 
Congou, Choice . . . .  45@50 
Congou, Fancy . . . .  50@60 
Congou, Ex. Fancy 60@80

Ceylon
Pekoe, Medium . . . .  40@45 
Dr. Pekoe, Choice ..  45@48 
Flowery O. P. Fancy 55 @60

TWINE
Cotton, 3 ply ................  75
Cotton, 4 p l y .................  75
Hemp, 6 ply ..........   86
w  ,1 . in« lb. b a le s ___ 8«

Soap Powders 
Johnson’s Fine, 48 2 5 75
Johnson’s XXX 100 ..  6 75
Rub-No-More ............  6 60
Nine O’clock ............  4 00
Lautz Naphtha, 60s ..
Oak Leaf Soap Powder,

24 pkgs....................... 4 26
Oak Leaf Soap Powder

100 pkgs....................... 5  50
Queen Anne Soap Pow

der, 60 pkgs............... 3 60
Old Dutch Cleanser,

100s ............................ 4 00
SODA

B1 Carb, Kegs .........  8%

VINEGAR
W hite Wine, 40 grain 20 
White Wine, 80 grain 25% 
W hite W ine 100 grain 28
Oakland Vinegar & Pickle 

Co.’s Brands
Oakland apple elder . .  35 
Blue Ribbon Corn . . . .  25 
Oakland white picklg 20 

Packages no charge.
WICKING

No. 0, per gross .......... 70
No. 1, per gross .......... 80
No. 2, per g r o s s ......... 1 20
No. 3, per gross 1 80

WOODENWARB
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, small .............  4 75

B u tte r Plates 
Ovals

% lb., 250 in crate . . . .  50 
% lb., 250 in crate ___ 50
1 lb., 250 in crate ....... 65
2 lb., 250 in crate ....... 75
3 lb., 250 in crate  ....... 90
5 lb., 250 in crate  . . . .  1 10

Wire End
1 lb., 250 In crate .......  50
2 lb., 250 in crate .......  55
3 lb., 250 in crate .......  65
5 lb., 20 in crate .........  75

C hurns
Barrel, 5 gal., each . .  2 40 
Barrel, 10 gal. each . .  2 55

Clothes Pins 
Round Head

4% inch, 5 gross . . . .  1 50 
Cartons, 20-36s, box.. 1 70 

Egg Crates and F ille rs
Hum pty Dumpty, 12 dz. 24
No. 1 complete ............. 50
No. 2 complete .. ............ 40
Case, medium, 12 sets 1 80

Faucets
Cork lined, 3 in. ........... 70
Cork lined, 9 in. .........  80
Cork lined, 10 in. .........  90

Mop Sticks
Trojan spring . . .___  1 60
Eclipse patent spring 1 60
No. 1 common ..___  1 60
No. 2, pat. brush hold 1 60
Ideal. No. 7 ....... .......  1 60
12oz. cotton mop heads 3 10

Pan«
10 qt. Galvanized ___ 5 25
12 qt. Galvanized ___ 6 00
14 qt. Galvanized ___ 6 50
Fibre ....................___  9 75

Toothpicks
Ideal .............................. 85

ARCTIC
EVAPORATED MILK

Tall .............................. 6 00
Baby ..........................  4 25

Manufactured by Grand 
Ledge Milk Co.

Sold by all jobbers and 
National Grocer Co., Grand 
Rapids.

AXLE GREASE

25 lb. pails, per doz. . .18 80

KITCHEN
KLENZER

Traps
Mouse, wood, 4 holes . .  60 
Mouse, wood, b holes . .  Yo 
Mouse, tin, 5 holes . . . .  66
Hat, wood ........................  80
Rat, spring ....................  76

Tubs
1 Fibre ................ 42 00

No. 2 Fibre ............... 38 00
No. 3 Fibre ............... 33 00
Large Galvanized . . .  18 00
Medium Galvanized 15 50 
Small Galvanized . .  13 50 

Washboards
Banner Globe .............  5 25
Brass, Single .............  8 00
Glass, Single .............  6.25
Double Peerless . . . .  8 00
Single Peerless .........  6 75
Northern Queen . . . .  6 25
Good Enough .............  6 25
Universal ....................  6 25

Window Cleaners
12 in.................................  1 65
14 In................................ 1 85
16 in...............................  2 30

Wood Bowls
13 In. B utter .............. 1 90
16 In. B utter .............. 7 00
17 In. B utter .............  8 00
19 in. B utter ...............11 00

WRAPPING PAPER 
Fibre, Manila, white . .  6% 
Fibre, Manus, colored
No. 1 Fibre .................  8%
Butchers’ Manila . . . .  7
K raft ............................ 12%
W ax Butter, 3hort 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, 3 doz. . .  1 15 
Yeast Foam, 1% doz. 85

YEAST—COMPRESSED 
F le isc h m a n . p e r  doz. v 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
31.26 size, 5 lb.............. 18 00

PEANUT BUTTER

Bel-Csr-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. pails, 6 in crate 6 60
10 lb. pails ................... 20%
15 lb. pails ..................  20
25 lb, pails ..................  19%
50 lb. tins ..................  19%

SALT
Diamond Crystal

24 2 lbs. s h a k e r ........1 70
36 2 lbs. t a b l e ........... 1 30

150 2 lbs. table .........  6 76
86 3% lbs. table . . . .  5 60
28 10 lb. flake .........  4 80

280 lb. bulk bu tter . . .  3 38 
280 lb. bulk cheese . . .  3 38 
280 lb. bulk shaker ..  3 88 
28 lb. cotton sk, bu tter 40 
56 lb. cotton sk butter 85 
35 lb. D. C. coarse . .  48 
70 lb. D. C. coarse . . .  90 

D. C. stock briquettes 1 30 
D. C. block stock, 60 lbs. 40

Mortons
runmins

Sa l t

Per case, 24 2 lbs. . . . .  1 89 
Five case lots ........... 1 70
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NO SIGNS OF REPENTANCE!.

We Should Protect Ourselves Against 
/German Contagion.

Germ any is crushed for the time 
being as a m ilitary pow er; we have 
defeated her nefarious scheme of 
world conquest, but if we think we 
have changed her spirit or made her 
humble and repentant—any less self- 
seeking or cruel or unscrupulous or 
treacherous or am bitious—we deceive 
ourselves. N ot one sign have her peo
ple or her rulers yet given that they 
reg re t their colossal crimes. There 
are nearly or quite seventy million 
people there yet with vast resources 
of land and m oney and economic 
power intrenched in m anufactories, 
in mining, in trade, in agriculture, 
and in all m anner of industries, cher
ishing their kultur, invoking their 
tribal gods, and nursing their w rath 
tow ard the nations th at defeated 
their schemes. I t  is highly probable 
th a t on the surface they are now 
deliberately working up a state of ap
parent chaos and disorganization, 
hoping by the disappearance of any 
responsible governm ent and by the 
setting  up of a num ber of small, in
dependent, states to  escape the pay
m ent of the huge w ar indemnities 
which they know are due and will be 
exacted.

The world is w aiting for some sign 
of Germ an contrition. N ot one 
authoritative voice has yet renounced 
or repudiated their robber schemes. 
A t the beginning of the w ar nearly a 
hundred of their leading m inds—phy
sicians, divines, authors, college pro
fessors—signed a paper indorsing the 
course of their E m peror in bringing 
on the war. Later, in 1916, over th ir
teen hundred, comprising the leading 
men of all classes, put their names 
to  a petition to  their Chancellor se t
ting  forth  their demands upon their 
enemies for lands and m oney; declar
ing that France m ust be u tterly  
crushed and impoverished; th at Bel
gium m ust be retained; the Channel 
ports occupied; the African colonies 
greatly  enlarged, and so on. L et 
these same men now come forth  and 
sign a petition to  the whole world 
begging forgiveness and acknowledg
ing their sins. W e want to  be con
vinced that they have m et w ith a 
change of heart. A t about the same 
tim e the German business men, em
bracing the League of Agriculturists, 
the German Peasant League, the 
W estphalian Peasant Society, the 
Central Association of German Indus
trialists, the League of Industrialists, 
and the German Middle Class Asso
ciation, took action together in a peti
tion to the Im perial Chancellor set
ting  forth  the rich harvest of terri
tory, mines, (iron and coal) colonies, 
harbors, coast lines, and so on, which 
the w ar m ust yield Germany. Ger
m any m ust hesitate  a t nothing that 
would increase her political, m ilitary, 
m aritim e, and economic power, and 
secure her against danger of pressure 
from  outside nations. T hey m ust not 
only seize French territo ry , but all 
“the large and medium-sized proper
ties m ust be placed in Germ an hands, 
and their owners driven out.” “France

m ust receive and indemnify the orig
inal ow ners.” In  fact, the cool and 
m atter-of-course air with which they 
enum erate the territo ries adjacent to 
their own which they m ust have in 
order that Germ any may play her 
role which the Teutonic God has 
laid out for her is one of the m ost 
stupednous pieces of effrontery in all 
history. They m ust extend their 
frontiers east and west, and then add 
m ore land to p rotect their exposed 
frontiers. Ju s t where they would 
stop does not appear.

I t  is time there came a day of 
hum iliation and prayer in the land of 
the Hun. Let the people clothe 
them selves in sackcloth and ashes; 
let Eucken be heard; let Haeckel 
weep for invoking destruction upon 
the land of Darwin to  whom he owed 
so m uch; let their clergy take back 
their boastful and unchristian u tte r
ances; let their editors and lawyers 
acknowledge the existence and bind
ing force of international law; let 
their generals renounce m ilitarism,

and von T irpitz  swear he is filled with 
rem orse over his piratical submarine 
warfare. Some such m anifestation of 
sorrow  and repentance from  her 
leading men would become Germany 
at this time.

L et us waste no sym pathy on the 
lower and middle classes am ong the 
German people; they were body and 
soul with their Kaiser as long as he 
was w inning the game; when he be
gan to lose, they turned against him. 
T heir instinct of self-preservation 
caused the revolt. They were badly 
scared. W as there any pro test as 
long as their arm ies were victorious? 
Had they won the war and crushed 
and impoverished France and E ng
land for a hundred years, would they 
not have pocketed the spoils and g lor
ified their K aiser and his henchmen?

Germ any was a unit when the war 
began; every voice, high and low, of 
people and autocracy was for it; there 
is division and discord now, because 
the war was a failure, and instead 
of huge spoils to  divide, there are  
huge bills to  pay. The changed con

ditions awaken all classes to  a sense 
of terrible realities.

Germ any’s ethical developm ent has 
lagged far behind her intellectual]. 
I think it highly improbable th at she 
will be able, a t least in this genera
tion, to get out of the narrow , in
tense, exclusive tribal feeling into the 
larger feeling of world-kinship or 
bro therhood which France and E ng
land and the United S tates have ex
emplified over and over; such a feel
ing, for instance, as would have en
abled her to appreciate the course of 
this country in regard to  Cuba after 
we had released her from  the Spanish 
yoke or of Great Britain in the free
dom she g ran ts to  her colonies. You 
can not put a soul into a soulless 
people. W hat is born in the bone 
can not be got out of the flesh, and 
the tribal psychology is certainly in 
the bone of Germany.

The only safe way for the guar
dians of civilization is, now that we 
have the iron heel on the neck of the 
brute, to keep it there. Keep it there

for a generation at least, and see 
what time will do. The tremendous 
and growing spirit of humanitarian- 
ism of our time, like a genial climate, 
ought to make itself felt at last.

If we think the B rute abdicated 
with the K aiser we deceive ourselves. 
He is still there in every one of those 
unrepentant Junkers and Pan-G er
m ans who m olded the Kaiser to  their 
will and brought on the war. The 
whole German arm y was thorough
ly brutalized. The atrocities and 
cruelties they com m itted adm it of no 
o ther interpretation. And not a man 
of them  has changed. The leopard 
can not change his spots. A less 
chivalrous, a less decent, a less hon
orable race never appeared in history. 
W ho else but a Germ an would mock 
and insult a defeated enemy? W ho 
else but a German would erect 
ironical signs on the site of a church 
or a villa which their guns had de
molished, as they did in Belgium and 
France? W ho but a Germ an would 
desecrate cem eteries or make swine 
of them selves in private dwellings or

w antonly destroy works of a rt or 
bom bard century-old cathedrals? All 
such things are in keeping w ith their 
rabid tribal spirit.

One may say: “How non-Germanic 
are the British and the Am ericans.” 
Think of London fairly outdoing New 
York and W ashington in celebrating 
the Fourth  of July the past season— 
a day com m em orating the loss to 
England of a g reat colonial empire— 
or of G reat B ritain’s armies m arching 
to battle singing the boche’s “Song of 
H ate,” or of appropriating the term  
“Old C ontem ptibles!” T h at Great 
Britain should frankly publish her 
losses of men in battle, and the num 
ber of her ships sunk, filled the 
Teutonic leaders with astonishm ent. 
Such things are a long way from  the 
spirit of the tribe.

W hat attitude this country  should 
assum e tow ard Germ any and the 
Germ ans is a serious problem. The 
German people have for years abused 
the privileges and the hospitality 
which we and o ther nations have ex 
tended to  them  by their secret and 
ceaseless efforts to prepare the way 
for world dominion. T heir propa
ganda has been tireless and thorough. 
Its  ramifications, like a system  of 
hideous telegraph or telephone wires, 
extended everywhere, p lo tting  the 
Germ anization of the world. T heir 
business and economic hold upon this 
country had reached the danger point 
when we were drawn into the war. 
Shall we allow them  to resume their 
subtle and unscrupulous conquest? 
As we have already taken over m ost 
of their property  in this country, 
shall we not debar them  from any 
future economic hold upon us? Shall 
we not prohibit the investm ent of any 
German capital in this country, and 
the residence here of any individual 
H'uns, unless they become citizens of 
the United States? Let us protect 
ourselves against the contagion of the 
German spirit as we would against 
the plague. John Burroughs.

Tell a girl that she is as “pretty  as 
a p icture” and she forgets th at comic 
valentines come under the. head of 
pictures.

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

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

Grand Rapids, Mich

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 A llen’s famous 
paintings. We have decided to accept 
but one order from each county, so 
there may be no conflict in the dis
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.

THE ISHMAELITE SHALL WAIT.

The Ishm aelite of Nations, she shall wait 
U ntil the crawling centuries m ute again 

The hideous echoes of her H ym n of H ate,
Cursed by the w orld’s imm easurable disdain, 

Cursed by the tears a m illion m others shed,
Cursed on the fields where countless boys lie dead, 

W him pering for mercy, blustering, desolate— * 
The Ishm aelite shall wait.

By ro tting  wharves her em pty ships shall rock, 
H er slattern  towns their poverty proclaim,

H er high-tow ered factories topple block by block 
Since “Made in Germ any” is a brand of shame. 

T hrust from the Door of Hum an B rotherhood, 
M isunderstanding and m isunderstood,

Beggared, unpardoned, excom m unicate—
The Ishm aelite shall wait.

Gray skulls plow up through fields of Picardy, 
Great fanes lift shattered  arches to  the dawn, 

W here once dead babies strew ed the b itte r sea 
The cliffs still whiten in undying scorn.

Down weary years shall men, beholding this, 
T urn  from her bribes and pleading with a hiss, 

Sullen, unpitied in her self-sought fate—
The Ishm aelite shall wait.

Jam es Church Alvord.
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UPPER PENINSULA.

Recent News of the Cloverland of 
Michigan.

Sault Ste. Marie, Dec. 10—Rudyard, 
one of the thriving villages of Chip
pewa county, is to  have a new indus
try in the form of a flour mill with a 
daily capacity of fo rty  barrels. R. 
G. Forgrave, one of R udyard’s en ter
prising business men, will be the p ro
prietor. I t  will be equipped w ith an 
up-to-date M idget M arvel short sys
tem equipm ent. Much credit is due 
the County Agent, E. L. Kunze, who 
has been showing the farm ers the 
great opportunity  offered for the 
erection of a flour mill. Mr. F o r
grave became interested a t once, re
sulting in the above industry.

The Campbell m usic store changed 
hands last week. A nderson McClellan 
is now the owner. Mr. McClellan 
form erly lived at the Soo, but for 
some years past was a resident ot 
Traverse City. The business will be 
continued under the name of the 
Campbell music store. Mr. McClellan 
needs no introduction to Sooites and 
is one of the best known traveling 
men throughout the State. For the 
past few years he was a representa
tive of the Jenks & M uir Bed Spring 
Co., his te rrito ry  including a large 
part of the State. He was for eight 
years prior to that time w ith the late 
Byron Campbell in the music busi
ness. He came to  the Soo tw enty-one 
years ago, taking a position a t  that 
time with C. E. Davis & Co., and 
later w ith the Ra'ymond Furniture  
Co. He is an experienced music 
salesman and has one of the best 
stocks of pianos and talking machines 
in the U pper Peninsula and his m any 
friends wish him every success in his 
new venture.

W ord has just been received that 
the T rout Lake House, T ro u t Lake, 
has been destroyed by fire. No con
firmation has been received as yet as 
to w hether or not it is a total loss. 
This will mean additional hardship 
to the knights of the grip who have 
been so com fortably taken care of at 
this hotel.

The changing of the train  service 
here, effective Dec. 6, will make some 
difference with the traveling public 
and will give the travelers m aking 
Soo Junction worlds of time to can
vass the trade. T rain No. 8 on the 
D., S. S. & A. from Duluth, which 
arrived a t the Soo heretofore a t 10:20 
a. m., will not reach here except Sun
days, but will make Mackinac City 
its destination. Passengers for the 
Soo on this train  will go on to T rout 
Lake, where connections will be made 
with the Soo Line train  No. 8 which 
will arrive here a t 10:30 a. m. Mail, 
baggage and express will also be trans
ferred in case the South Shore train 
from Duluth is late and notice given 
that Soo Line will not wait a t T rou t 
Lake. T he business for the Soo will 
be unloaded a t Soo Junction to  be 
forwarded on train  No. 18 to the Soo. 
This will mean an additional wait at 
the Junction. Passengers for the 
W est on the South Shore for points 
between the Junction and the Soo will 
have to wait from  8:30 to 11 :10. T rain 
No. 17, now leaving here a t 6:35, 
goes to Soo Junction and stays there 
until 11 :10, when it re tu rns as train 
No. 18, bringing in the D etro it sleeper 
and passengers from  the South, also 
carrying those for points between the 
Junction and the Soo for the W est. 
Train No. 51, heretofore arriving ai 
7:45, is taken off entirely. T rain No. 
7, which leaves here a t 5:15, will con
tinue to do so, except th at it will have 
a change of name, being known in 
the future as train  No. 117. I t  will 
still carry the D etro it sleeper. Tram  
No. 119, leaves Sunday m orning a t 10 
a. m., going to  Soo Junction, connect
ing with train  No. 1 from  the South. 
I t will re turn  as train  No. 12, arriving 
here a t 12:45 p. m. The arrangem ent 
to transfer passengers from  the South

Shore to  Soo Line a t T ro u t Lake is 
a result of the Federal control of rail
ways which works for better service, 
irrespective of private interests.

F. A. Allison, the well-known trav
eler for the Cornwell Company, made 
a business trip  to St. Paul last week.

“ Happiness is often the price of be
ing comm onplace.”

The Red Cross Em ergency H os
pital has closed. The Soo has run 
out of flu patients. W e sincerely 
hope it will not be necessary to  re
open same again.

The Soo Commission and Salvage 
Co. will take over the new and second
hand business of Roach & Glen, a t 
222 Magazine street. F. W . Roach, 
of the present firm, and his three 
sons comprise the new concern.

Mr. Roach’s sons are Fred  A., 
M aynard G. and Philip. Mr. Roach 
has had forty-eight years’ experience 
in the Soo and his boys have shared 
much of his experience. T hey will 
make a strong com bination for a 
bright future.

W illiam  G. Tapert.

Late News From the Metropolis of 
Michigan.

Detroit, Dec. 10—The B etter Busi
ness Bureau of D etro it has under in
vestigation advertisem ents published 
by a num ber of retailers who have 
been “on the carpet” and m ust prove 
the honesty of their statem ents. The 
point th at the Bureau makes is that 
many retailers are inclined to exag
gerate the original price of their p ro
duct in announcing a reduction in 
connection with some special sale. 
T his is not ethical or good business, 
and belittles the  advertising value 
of all their advertising. Some of the 
departm ent store m anagers who con
duct departm ents have for some time 
made no price comparisons, simply 
dwelling on the quality of their goods 
and the low price.

A. H. Zimmerman, T reasurer and 
d irector of the Continental M otors 
Corporation and for 14 years con
nected with it in executive posi
tions, has resigned from its m an
agement, to take effect Jan. 1. I t  is 
announced he has acquired the con
trolling interest in a prom inent m otor 
parts company. Mr. Zimmerman has 
been with the C ontinental M otor Cor
poration since its inception and1 takes 
into his new field wide experience and 
intim ate knowledge of the autom o
bile trade, as well as the high esteem  
of all with whom he has done busi
ness in the past.

Jobbers and m anufacturers’ agents, 
who have offices in this city, say they 
believe D etro it will have an increased 
num ber of shoe stores the coming 
year, and that these new shops will be 
located in the outskirts or residential 
sections. Many young men desirous 
of entering  business for them selves 
have been w aiting for the psychologi
cal time, and with the grow th of the 
city and the splendid outlook for 
prosperity, they are likely to grasp 
the opportunity. Realty dealers say 
they have many requests for stores 
th at are desirable for retail shoe 
shops.

Louis Siegel, who conducts the 
cloak and1 suit departm ent *>f the 
H evnz Bazaar, has the lease on the 
entire building at the expiration of 
the present lease som etim e in .1919. 
I t  is his plan to conduct a store along 
sim ilar lines as the Heynz Bazaar, 
which would mean the  installation 
of a shoe deoartm ent for women. 
The owners of the Bazaar have not 
definitelv decided w hether o r not 
they will continue business when they 
give up their present lease.

Subsidized.
Mrs. Townley—W hat! You pay a 

girl $10 a week to  cook for you?
Mrs. Subbubs—Not exactly. W e 

pay her $4 for cooking; the o ther $6 
are for staying.

BUSINESS CHANCES.
Mr. Merchant—Here is your chance to 

exchange your store, lock stock and bar
rel, for either eighty acres in Indiana, 
eighty acres in Wisconsin, one hundred 
sixty in New Mexico, three hundred in 
Tennessee, one hundred sixty in Florida, 
all improved, or good income property. 
Take your choice. Describe your prop
erty. W rite me quick. Immigration 
Agent PHILLIPS, Manchester, Tenn. 13

WANTED—An efficient, reliable con
densed milk pan man, fam iliar with the 
various branches of the condensed milk 
business. Must possess ability as an 
executive or manager. Young married 
man preferred. Give complete details as 
to experience, references and salary ex
pected, in first letter. Address, The 
Licking Creamery Co., Newark, Ohio.

14
FOR SALE—WOODWORKING PLANT. 

This bank holds a  woodworking plant 
having everything in readiness to start. 
I t  has been used for m anufacturing of 
house building frame work. I t  is very 
centrally located in this city, having a 
population of 35.000 people. P lan t con
tains ample acreage, power plant, and all 
wood working machinery will be sold a t 
a  sacrifice. W rite OLD CITIZENS 
NATIONAL BANK, Zanesville, O. 15

Attention Dry Goods Merchants—If 
looking for a splendid opening for a  new 
dry goods store or for any reason your 
present location is unsatisfactory, you 
should investigate the unusual opening 
for store a t Crosby, Minn., a t  present 
caused by draft conditions. I have for 
rent, exceptionally fine 3tore room, espe
cially desirable for dry goods line. Splen
did show windows; location perfect. If 
interested, address Will S. P itt, Crosby, 
Minnesota. ‘ 16

WANTED—An experienced suit and 
cloak man. Must know how to trim 
windows and advertise. Must have the 
best of references. A good opportunity 
for future advancement. No others need 
apply. Address THE MODEL, Racine, 
Wisconsin.__________ _______________ 17

W hat per cent, of cost inventory will 
you give for good clean stock of variety 
goods? Splendid opening for an up-to- 
date dry goods store. E ighty foot steam 
heated brick building can be purchased 
or rented very reasonably. Address No. 
18, care Michigan Tradesman.________ 18

For Sale—30 shares Famous truck
stock. A. Abraham, 902 Elm St., Rock- 
ford. Illinois._______________________ 19

For Sale—120 acre farm  near two 
towns in Michigan or trade for stock of 
merchandise invoicing about $6,000. Ad
dress No. 20, care Michigan Tradesman.

20
For Sale—Cue of the best grocery stores 

in one of the best towns in Michigan. 
Doing a  splendid business. Only reason 
for selling, cannot stand the work. Ad
dress No. 6, care Michigan Tradesman.

6

SPECIAL SALES
tised and conducted for retailers anywhere. Write for 
date and terms statina size stock.

A. E. GREENE SALES CO.. Jackson. Mich.

For Sale—Grocery stock in town of 
1,000. Invoicing about $4,000. Sales for 
year ending August 30th, $32,000. Ad
dress No. 990, care Michigan Tradesman.

990
We can sell your business, farm or 

property, no m atter where located. Cap
ital procured for meritorious enterprises. 
Herbert, W ebster Bldg., Chicago, 111. 1

Ice P lan t—Only one in county seat 
town of 2,000; bargain if sold soon; $6,000 
will handle. Address Creamery, Seneca, 
Kansas. 9

For Sale—Grocery stock located in 
live city of Owosso. Annual sales $33,000. 
Reason for selling, physical breakdown. 
Full particulars on request. George S. 
Dickson, Howell, Michigan. 12

For Sale—Candy, tobacco and grocery 
store. Dwelling connected. Good concrete 
basement and barn. $2,000. E. G. Little, 
1022 Trumbull St., E ast Side, Bay City, 
Michigan. 3

For Rent—Are you planning on going 
into business for yourself or changing 
your present location? One of the best 
located stores in Marquette is available. 
W rite for particulars, sta ting  business. 
Box 264, Marquette, Michigan. 5

Will pay ca3h for whole or part stocks 
of merchandise. Louis Levinsohn, Sagi
naw, Michigan. 757

W anted At Once—Cash paid for mens 
and boys’ clothing, furnishings, hats, 
caps, shoes. M. Kahn, 504 W ashington 
Ave., Bay City, Michigan. 996

Pay spot cash for clothing and furnish
ing goods stocks. L. Silberman, 106 E. 
Hancock. Detroit. 936

Stock W anted—Have 225 acre stock 
farm ; level; good buildings; tim ber; near 
three m arkets in Southern Michigan. 
Will exchange for stock merchandise up 
to $40,000. Write w hat you have. Flood, 
Dexter, Michigan. 989

Cash Registers—W e buy, sell and ex
change all makes of cash registers. We 
change saloon machines into penny key 
registers. Ask for information. TTie J. 
C. Vogt Sales Co., Saginaw, Mich. 906

C O LLECTIO N S.
Collections—We collect anywhere. Send 

for our "No Collection, No Charge” offer. 
Arrow Mercantile Service. Murray Build
ing. Grand Rapids, Mich. 390
SEE N E X T  PAGE.

Advertisements received too late to run 
on this page appear on the following 
page.

Economic 
Coupon Books

They save time and expense 

They prevent disputes 

They put credit transactions on cash basis 

Free samples on application

T r a d e s m a n  C o m p a n y
Grand Rapids, Mich.
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Late Business News From the Sagi
naw Valley.

Saginaw, Dec. 10—As long as this 
old world stands there will be howl
ers and growlers. Think of the poli
ticians and the press that have in the 
past two years tried so hard to be
little  our w orthy  President who has 
gone through w hat no living man in 
th is g reat country of ours has ever 
faced.

Ju s t as if he did not have trouble 
enough, the press and big stick men 
have done all they could by placing 
obstruction after obstruction in his 
path. They tell us how inefficient the 
m en and his cabinet and the men ap
pointed to head the various comm is
sions are and have been, etc. Shame 
on such patriotism !

Ju st ponder, dear reader, if you 
please on such a man as Hoover—a 
m an so great that all Europe has call
ed him to their aid.

Garfield? True, some of the big 
in terests howled, concerns which 
were not helping the Governm ent one 
iota, but reaping a rich reward, owing 
to  w ar conditions. W ere not our 
m anufacturers who were backing the 
a rm y well supplied? T hat was the 
one big thing, first and forem ost. W e 
growled because we had to econom'ze, 
while poor France, England and Bel
gium were freezing to  death. Truly, 
the m an is hum an and m ay have made 
m istakes, but, be a big b ro ther to 
him and don’t ju st because you don’t 
like him trod him and his work under 
your feet.

And then there is Mr. Baker and 
Mr. Daniels. W hat poor incom petent 
men! According to  the bosses and 
yellow papers, w hat of such play as 
this? H ere is a peaceful country, 
unarm ed, no navy, no trained men, 
etc., and in eighteen m onths’ time 
placed on foreign soil, 3,000 miles 
miles away, over 2,000,000 men and 
held in readiness here over 2,000,000 
m ore trained men.

And th a t poor stick a t the head of 
our Navy! Oh, his work was so poor 
th a t in so short a period of time he 
was able to  see that the Yankee 
fighters were landed sefely over there 
and of the fighting hosts sent only 
758 men were lost a t sea. Of that 
num ber 630 were lost on an English 
transport. And again to think that 
over all these happenings was the 
weak hand of Mr. W ilson.

Ju s t for the sake of office and a 
seat in some political party  it is 
strange how low some men can stoop.

Am erica won a victory for free
dom ’s sake and now can’t men really 
face victory and rejoice in the spoils, 
w ithout tram pling under foot the 
w orthy servants of our great Gov
ernm ent?

Evidently the D etroit paper that 
called Mr. W hite a lackey and stool 
pigeon to a m an not strong enough, 
physically, for the job as a peace 
delegate forgot to ask “T eddy” what 
he .thought of Mr. W hite. The fol
lowing day Mr. Roosevelt praised 
President W ilson’s selection of 
W hite. Thanks to Teddy a t last!

F. E. Holm es, of Mt. M orris, is 
critically ill a t his home, suffering 
from  a second paralytic stroke. His 
first stroke came last January. H ow 
ever, he had greatly  improved and 
was able to  go down town each day 
until last Friday m orning, when the 
second stroke came. Mr. H olm es 
was one of the largest and m ost influ
ential m erchants in Genesee county. 
H e had a splendid m ercantile estatv 
lishm ent th at would have been a cred
it to  any town m any tim es the size 
of Mt. M orris. After his stroke he 
sold out his business. The grocery 
departm ent is now owned by - F. J. 
L indsay & Co., who have a splendid 
stock and enjoy a large and well de
served patronage.

T he building form erly occupied by 
Fred Behm, corner of Johnson and 
Sixth avenue, Saginaw, who conduct
ed a grocery until about six m onths

ago, is now equipped w ith a grocery 
stock, conducted by H arry  Brudsell.

One of the happiest men in Michi
gan to-day is L. E. Dickinson, grocer 
of Cass City. W hy shouldn’t he be 
happy and proud? He has three rea
sons for w earing th a t smile th at is 
always on his countenance, as fol
lows:

1. H is son, Hi. E., is a captain in 
the 16th U. S. Cavalry.

2. J. E., a son, is a  radio in the 
navy.

3. H ugh Gardiner, a son-in-law, is 
a second lieutenant a t Camp Lewis, 
down South.

They have all done splendid work 
and deserve the honors bestowed up
on them.

W . F. Dent, of Columbiaville, has 
sold his m eat m arket to  W alter Duck- 
er, of Davidson. Mr. Ducker has been 
in the employ of A. Forsy the for 
some time past. Mr. D ent has made 
no definite plans for the fut’ure.

R. C. Kurzals, representing  the Na
tional Biscuit Co. out of D etro it for 
the past five years, is leaving the 
road. Mr. Kurzals has purchased the
A. C. St. M ary grocery, a t 1831 Ker- 
cheval avenue. D etroit. The grocery 
business is not a t all new to him, he 
having spent ten years in the busi
ness. Mr. K urzals has a host of 
friends and custom ers who wish him 
well and are sorry to  lose him  as one 
of their m ost respected business 
guests.

Charles Fisher, salesman for the 
Saginaw Valley M illing Co., th is city, 
received painful injuries when he was 
throw n violently to  the ground, caus
ed by stepping on a stone a few days 
ago. Mr. F isher is taking electrical 
treatm ents and hopes soon to  be 
back on the road.

H. L. Heinem an, of K ingston, is 
confined to his home with the influ
enza, as well as a little  daughter. He 
is the p roprieto r of an up-to-date de
partm ent store.

H arry  Young, ow ner of an excel
lent m eat m arket in Cass City, was in 
D etro it on business last Tuesday.

It is doubtful if there is a man 
in the whole State m ore proud of his 
business than B. L. Tripp, senior 
m em ber of the firm of T ripp & Sons, 
of Bad Axe. S tarting  in the m eat 
business fifty years ago, Mr. T ripp 
opened the first m eat m arket in H u r
on county and the past twenty-seven 
years he has conducted a m arket in 
Bad Axe. A lthough 75 years of age 
and not in the best of health, Mr. 
T ripp makes his usual daily rounds 
of the shop, which is one of the m ost 
up-to-date and best equipped m eat 
m arkets in the State. They have a 
four-ton capacity refrigerator p lant 
installed and trackage equipm ent 
throughout the shop. System has al
ways been his m otto and secret of 
success. The business is now chiefly 
in charge of his two sons, who de
serve much credit for the success of
B. L. T ripp & Sons.

Mrs. J. S. Berman is seriously ill 
at her home in Kingston. Mr. Ber
m an is proprietor of a large m er
chandise store.

In a little secluded spot upon the 
Polly Ann Railway is a place called 
W ilm ot and a t this place is to  be 
found one of the finest little homelike 
hotels in the Thum b district, a place 
that causes everyone who By chance 
stops there for a meal to go away with 
words of praise on their lips. W il
liam Jones is the genial proprietor, 
assisted by Mrs. Jones, who looks 
after the com forts of the stom ach in 
a m ost m otherly way. Boys, don’t 
be afraid to patronize this w orthy 
house. If you w ant a  good rabbit 
dinner, just send word ahead.

Verril Steele, grocer at Carroll and 
Fifth street, Saginaw, is ill a t his 
home, although not serious. I t  is ex
pected he will soon be back on the 
job.

A. Smith, who for some tim e past 
was m anager of T atham ’s No. 3 cash

grocery, Clinton and Bond streets, has 
purchased the stock and will continue 
the business a t the same stand.

H. L. R utherford, our well known 
Bert, while on a deer hunt in the 
N orth woods, was stricken with in
fluenza and rushed to the hospital a t 
M arquette, where he is still confined. 
However, late reports are th a t he is 
doing fine. Mrs. R utherford  was 
called there as soon as he was taken 
to the hospital. W e are m ighty sor
ry, Bert, but glad to know you will 
soon be back am ong home foiks.

Fellow U. C. T .’s, don’t forget the 
th ird  Saturday n igh t of this m onth. 
R egular m eeting w ith •initations. T ry  
and have your candidate on hand. 
Do your bit and make your w orthy 
Secretary, Geo. Pitts, happy. Mr. 
P itts  is w orking m ighty hard  every 
available m om ent for the good of the 
order and deserves much credit for 
the state of affairs existing under such 
strenuous times.

Ow ing to  the influenza which is on 
the increase in Saginaw, the closing 
ban was again placed on churches,, 
schools and public m eetings Tuesday 
night. This is the th ird  tim e the ban 
has been placed on the city and it 
is to  be hoped that it rem ains on for 
good this time, a t least until all seri
ous danger is past. I t  would appear 
to the observer th at the thea ter in
terests value the dollar above human 
life. W e hope this is not the case, 
however, and th a t everyone will do 
their part and be satisfied to do and 
stand their share tow ard stam ping out 
the dreaded disease.

Jarock & Jarock, dealers in m eats 
and provisions a t St. Charles, have 
taken a new p artner in the business. 
This, no doubt, was made necessary 
owing to  their increased business. 
The name of the new stockholder is 
L am bert Jarock. Ju s t how much 
stock he has taken is not known, but 
from all reports, if he is as active at 
20 years of age as he is now at two

weeks, he will own a controlling in
terest and be president of the com
pany. Joseph Jarock, his father, was 
passing out cigars last week and w ear
ing a smile (also som ething on his 
upper lip which I won’t m ention) 
which tells the storv. L ong live 
young Lam bert! L. M. Steward.

The Mark of the Hun.
The Hun—his m ark—I saw it fir3t 

In an open boat a t sea,
W here a  woman crouched in the frozen 

shrouds,
W ith a  whimpering child on her knee; 

And strong men bent to their task  at 
the oars,

And their hearts were full of hate.
For a  man lay dead a t the woman’s feet, 

A man who had been her mate;
And the whimpering child th a t clawed 

a t  her breast
(Dear God, how can such things be 

done?)
With the bleeding stumps of its tiny arm s 

Blown off by a  German gun.
I saw it next on a  woman’s throat 

As she lay in her pillaged bed;
A fair-haired, blue-eyed, winsome lass— 

Oh, how can the thing be said!
H er pure young soul w as safe with God, 

But her body had been through hell, 
And the thing th a t was done in th a t 

blood-soaked room 
Was a  thing th a t I dare not tell;

But this I know, and I make it plain, 
So th a t each may understand:

The bloody m ark on her fair white 
throat

W as the prin t of a  German’s hand.
I saw it last on a  dead m an’s face,

A man who had stayed behind,
Safe, as he th o u g h t ,  from the “war 

g o d ’3” to ll,
Secure from the “red mill’s” grind; 

But he sickened and died on his own 
threshold,

From a  germ in the poisoned air,
And I shuddered with fear as I looked 

in his face—
For the m ark of the Hun was there! 

William McColgan, U. S. Navy.

The merchant who sits down and 
waits for something to happen will find 
that it is very seldom that anything 
happens to his advantage.

E V E R Y
W HOLESALE
G R O C E R

and kindred lines in Michigan, 
yes in the United States, although 
we hardly hope to make a sale to 
e v e r y  one, should write N O W  for 
a f r e e  d e s c r i p t i v e  d u m m y  of our 
new “Cost and Quotation Book.” 
Even should you not buy you 
may get some ideas.

Barlow Bros.
GRAND RAPIDS 

MICH.IDoItRightNow



Pure Mew Orleans Molasses
Our method and service fully support the reputation we 
enjoy among the trade. To our motto “A Square Deal 
for All, and close co-operation with the jobber, we owe 
our success.

Mr. Retailer—Let us assist you in the education of the 
% consumer to the real value* of PURE NEW  ORLEANS  

MOLASSES as a food product; Qur booklet “Molasses 
Secrets” contains, concise information for the housewife 
and cook, and we will gladly send it to you for distribu
tion. How many?

O E L E R I C H  & B E R R Y  C O .
Packers of “RED HEN”

NEW ORLEANS CHICAGO



Building for Permanence
It's serious work picking the brand of flour you will push, Mr. Grocer.

If yours is a normal business, the chances are that the housewife buys her groceries of you partly 
because you have the flour she likes. If she's having good success with the brand you sell, naturally she 
buys her other supplies at the same place, because she thinks you can please her in other things as 
well as in flour.

But supposing the flour you have been pushing is not strictly up to quality— she struggles with it awhile; 
then she goes over to your competitor and gets a reliable brand, one which pleases her. And straight
way you have lost a valuable account to your competitor's profit. HE is building an enduring business 
upon the quality of the flour he sells.

Has been for nearly a half century the standard popular flour with the housewives of Western Michigan. 
It has been enduringly good. Scores of grocers have sold it for years together, have built up permanently 
successful trade on its merits, and today will not be without it.

Crescent is the BEST brand for you because:

IT'S QUALITY NEVER VARIES. It is made with scientific care in one of the most 
perfectly equipped mills anywhere.

IT HAS A STANDING OF NEARLY FIFTY YEARS. Everyone knows about Cres
cent— most people like it.

IT'S POPULARITY IS  CONSTANTLY INCREASING. Crescent is being consistent
ly advertised, which makes it a profitable leader for any wideawake grocer.

If you have reason to suspect that your present brands are not meeting the full approval of your 
customers, better commence at once to build your business PERMANENTLY upon the enduring rock of 
CRESCENT QUALITY, REPUTATION, and INCREASING POPULARITY.

“ When Once You Try It, You'll Always Buy It”
VOIGT MILLING CO., Grand Rapids, Michigan.


