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WOMAN: A STUDY

Woman, woman, winsome woman!
Tell us are you saint or human,
Or a toy Beelzebub has sent us from afar?
W e’ve thought about you, sighed about you,
Fought about you, cried about you,

Stayed up nights and tied about you, puzzle that you are.

Just when we would dream we’ve got you
Figured out, as tike as not you

Leave us topsy-turvy, guessing what to say or do;
Now we hate you, then caress you,
Now berate you, then we bless you,

But our lives are stale unless you keep us in a stew.

Some there are who really dread you,
Some who long to woo and wed you,
Some would banish you forever to a distant land;
Artists paint you, poets verse you,
Bishops saint you, cynics curse you,

But “for better or for worse” you still are in demand.

There are times you sadly vex us,
Puzzle, plague us and perplex us,
Till we wish you were in—Texas very far away;
But, although we sadly doubt you,
You’ve such winsome ways about you

W e can never do without you, so we let you stay.

Nixon Waterman.
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Thousands of Judson Grocer Co.

Pounds of Sugar

go into your store and are
sold to your -customers
every year.

Wholesale Distributors

of

Make a profit on every

pound by handling
Franklin Package Sugars. P u re F O O
The profit is in the money

you save in time, twine,
paper bags and wasted

Products

The Franklin Sugar Refining Company

PHILADELPHIA

1*A Franklin Cane Sugar for every use’*

Granulated. Dainty Lumps, Powdered.

Confectioners. Brown Grand Rapids’ M iChigan

Why Travel?~TALK CAN DY Thi:(%“(‘)vgsa'

Our LONG DISTANCE LINES reach 3 “Double A”
250.000 Telephones in the State, also WhO S Candy?
points outside.
“Itis cheaper to telephone than travel”
is more true today than ever before.
CANDY

Made by

Use Citizens Telephone Company’s Service
Putnam Factory Grand Rapids, Michigan

DEAL 1814 MORE PROFIT
SNOW BOY WASHING POWDER 24s—Family Size

through the jobber—to Retail Grocers
25 boxes @ $4.85—5 boxes FREE, Net $4.04
10 boxes @ 4.90—2 boxes FREE,- Net 4.08
5 boxes @ 4.95—1 box FREE, Net 4.12
2}"boxes @ 5.00—t"box FREE, Net 4.17

T O. B. Buffalo: Freight prepaid to your R. R. Station in lots of not less than 5 boxea.
All orders at above prices must be for immediate delivery.
This inducement is for NEW ORDERS ONLY—subject to withdrawal without notice.

Yours very truly,

Lautz Bros. & Co., Buffalo, N. Y.
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BETTER TONE TO BUSINESS.

That there are unmistakable evi-
dences of a better tone to business is
apparent in all the markets, although
this does not always manifest itself
in actual sales of large dimensions.
The repeated revisits of furniture buy-
ers to the Grand Rapids market from
all over the country and the persist-
ence of their enquiries are among the
indications that goods are wanted.
There is still too much of a disposi-
tion to go shopping for the purpose
of ferreting out the lowest prices, as
well as a disinclination to contract too
far ahead. Then, too, the change from
a sellers’ to a buyers’ market has
brought with it the return of what the
former consider unreasonable exac-
tions, which make it a little harder to
do business. It is true these are mere-
ly a repetition of the conditions that
had grown up during many years be-
fore the war, but trade in general
found an opportunity to get rid of
them in the strenuous period of the
last three or four years. The hope
was expressed that they would never
again reappear, but this turns out not
to be the case. The intervening per-
iod was not long enough to fix and
make permanent the new customs
which it was sought to substitute in
the place of those that had become
established through long usage. So
now buyers are seeking to take ad-
vantage of what they used to call
trade advantages and what sellers
termed trade abuses. These include
cancellations, protection against a
falling market, extra discounts and
post datings. In some lines there are
concerted attempts for combating the
return to old ways, but in a falling
market the buyers have a little the
advantage, and they show no inclina-
tion to give it up.

Circumstances of this kind account
for much of the jerky character of the
trade now passing in the primary mar-
kets. Added to this is, of course, the
suspicion on the part of not a few of
the buyers that prices in many lines
have not yet touched bottom, in spite

"in for a fair share .of attention.
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of the reductions that have been made.
Whenever, as in the case of certain
textiles, it appeared that bedrock
prices had been fixed, much of the
hesitancy in buying disappeared. Now
that the year is over, it seems to be
universally conceded, plenty of goods
of all kinds will be in demand by the
consumers at home and for shipment
abroad. Taking the country as a
whole, its buying capacity was never
greater than it is at present, and the
outlook, especially so far as the crops
are concerned, is particularly promis-
ing. The urge to purchase, further-
more, continues, as is apparent from
the business reported by the retailers.
Spring trade is keeping up remark-
ably well from all accounts, and an
especially notworthy feature of it is
the demand for the better class goods.
In women’s wear this is a little more
pronounced, although it is by no
means confined to this. A continu-
ance of seasonable weather is likely
to stimulate the buying further and
this, in turn, will lead to re-orders as
well as encourage purchasing for the
future. The next three or four weeks’
experience is apt to furnish the cue
for the remainder of the year’s busi-
ness.

COTTON PRODUCTION.

Figures of the past season’s cotton
crop which were made public during
the week just closed show a produc-
tion of over 12,000,000 bales of 500
pounds each, exclusive of linters. This
is a larger quantity than official esti-
mates indicated, and is well above
the crops of the two preceding years.
In the South a little better demand
seems to have sprung up for both
spots and futures, and a noticeable,
feature is the increase of the call for
the shorter cotton by Japanese inter-
ests. It is also said that considerable
cotton is being bought for shipment
to Italy to be sold to Germany as soon
as peace is declared. The weather in
a great deal of the growing district
has lately been quite unfavorable, ow-
ing to a series of heavy storms. Mills
are beginning to do a little more work
in view of the increased demand for
fabrics, although there is yet much
idle machinery. The goods market
has been quite active in a number of
lines for deliveries up to June, arid
the finer and fancy fabrics have come
Under
the impulse of the buying orders,
goods in the gray have shown some
advances, and this is taken to indicate
that the downward trend, so long in
evidence, has been checked. Knit
goods buying is as yet on a small
scale, although it is expected to pick
up decidedly in the course of the next -
few weeks. Some buyers are as yet
undecided whether the prices quoted
show reductions proportionate to
those made on woven goods.

THE ROAD TO POPULARITY.

The Tradesman sincerely admires
much of Mr. Wilson’s work and does
not mean to detract from or deprecate
his great abilities, but he would be a
blind man who did not perceive one
important source of his popularity and
reputation. It is one full of danger-
ous potentialities, for it is nothing
more nor less than what may be called
his Socialistic tendencies—his readi-
ness to make any concession to union

labor, no matter how unreasonable,
without regard to ultimate conse-
quences.

Conceding that this is part of his
idealism, that he raises wages to ex-
travagant figures and looks with the
indulgent eye of ready official pardon
to labor offenders, it yet remains to
be said that this is a very easy, but,
for the future, a very expensive, road,
to popularity. Give a man all that he
asks and stand ready on application to
give him as much more and, of course,
he will throw up his cap and shout
for you until he is hoarse. The same
class abroad, full of anticipation of
the like good things in store for them,
at once make a hero of the man who
thus carries the purse of Fortunatus
in his traveling bag. It is so with the
nations even which stand with hands
outstretched to the man who bears
them food, money, help of every sort.

But there is another side to this fine
picture, and it is one of which a man
of President Wilson’s ability is per-
fectly aware. Who is going to pay
for all this? How about the taxpayers
of the Nation? W hat of the railroads,
ruined by Government ownership?
W hat of the ships, built with such
high wages that they cannot be sold?

In this great world game there are
two figures who are especially impres-
sive to the spectator. There is the
Potsdam hero, who, after breaking all
the windows of the house, runs away
like a naughty boy, leaving some-
body or anybody to send for the
glazier, reset the panes, and restore
the ruin he has wrought; while there
is the other, a benevolent gentleman,
who comes along with a huge surplus
of wealth, accumulated by his ances-
tors, and who at once proceeds to
put everything right; he gives every-
body everything; smiles greet him on
every side and warm handshakes; he
is the greatest man of his time; he
will straighten out all difficulties, and
his advice is sought with the utmost
eagerness, for he holds the purse.

The disturbing thought, however,
will not down. How is all this ex-
travagance to end? That this has oc-
curred to Mr. Wilson’s keen mind
there is no doubt, and he shows with
subtle skill how he proposes to deal
with at least part of it. On his first
departure for France he placed the
railroads in the hands of Congress to
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deal with as seemed best in their dis-
cretion, unhampered by his presence
or advice. Doubtless the members
appreciated the delicate compliment to
their sagacity. He has had all the
credit of the high wages and the gen-
erous payments from the revolving
fund, now exhausted, and now Con-
gress is to look after the matter, hold
the bag, take the consequences.

Here we have at least one great
source of President Wilson’s popular-
ity and the prominence of the part he
plays in Europe. It is scarcely neces-
sary to point out to the economically
wise how delusive a prosperity created
by high wages really is. It simply
starts a vicious circle of inflated prices
which causes much injustice and hard-
ship to helpless and innocent people
until the circle is completed and pros-
perity is dead.

The frequency of divorce has been
increasing throughout the world, not
merely in the United States. A score
of writers, European and American,
have pointed out that America has
nothing like the old toleration of il-
legitimate domestic establishments in
France, Germany and other Continental
lands. Cases of separation are com-
paratively more numerous in countries
where divorce is difficult. Whether
domestic life is not happier on the
whole here than in Continental coun-
tries, where considerations of family
and dowry enter largely into marriage
and Church and State make divorce
hard, it would take expert observers to
say. Divorce is in some degree a re-
sult of the freer economic status, high-
er education, and more equal position
of American women as compared with
others. Mere force of custom used
nominally to preserve married life,
where, in some instances, outrages
made it intolerable. No one can feel
complacent in contemplating our di-
vorce figures, but we must not think
conditions blacker than they are.

The timid heart has held the world
down, has kept it centuries behind
what it would be if all hearts had been
as brave as many are. What has the
timid man ever accomplished until he
has overcome his timidity? Even when
he has the ability, he doesn't dare to
break away from the old to start any
great new movement. The timid man
does not dare to push his way through
the world; he waits for favorable con-
ditions, waits for outside help, waits
for advice. He never leads; he is al-
ways the trailer, always behind. He
is always bound to the beaten path;
he never blazes a new path.

Are you one of that kind of men
whom nobody ever thinks of asking
to help in public work? If so, can
you pass the Flag without feeling
ashamed that you are such a slacker?



GAINING GROUND.

Michigan Retail Dry Goods Associa-
tion Growing.

At the first spring meeting of the
Michigan Retail Dry Goods Associa-
tion, held at Battle Creek, President
Christian, in his address, advocated
that the Association present a united
front in State and National affairs
and especially in all legislation affect-
ing business. He spoke of the recent
legislation on prohibition in terms of
business, stating that with the Nation
dry, fifteen hundred million dollars, a
river of gold, would flow into new
channels, into merchandise, homes,
home furnishings, and banks, and not
only would there be a gain to busi-
ness in dollars, but in the efficiency of
workers who have heretofore been
drinking men.

He also took up the relations of the
retailer with the wholesaler, explain-
ing that there should be fairness on
both sides. Retailers must correct the
abuses of not living up to contracts,
taking unjust discounts, returns, etc.
But the wholesalers must correct some
of their faults, too, such as sending
merchandise not selected, sizes not
ordered, etc. Most of this trouble
comes from the purchaser not having
a properly detailed description of the
goods ordered and the wholesaler not
giving thorough inspection to orders
shipped. The retailers stand in the
ratio of one to four in making errors.

Mr. Christian also advocated the
hiring of a permanent secretary for
the Association to guard the members’
interests and to keep them informed
of legislative activities, together with
conducting an active campaign to get
all of the possible five thousand re-
tailers for members.

Lew Hahn, Secretary of the Nation-
al Retail Dry Goods Association,
spoke on “The Benefit of Retail Or-
ganization.” He explained the pur-
pose and aims of the National Retail
Dry Goods Association and recom-
mended that retail merchants form
their city and state associations in an
effort to work more efficiently and to
accomplish better results through this
co-operation.

He told how retailers might become
members of the National Association
and told them the amount of dues
they were required to pay. He told
of the advantages of the Association
and recommended that all members
of state associations become affiliated
with the National organization.

He related how 90 per cent, of mer-
chants’ troubles were local and that
if they had a strong city organiza-
tion they can accomplish wonders in
the way of advancing their own in-
terests.

He told how retailers could have a
bureau of credit interchange and other
bureaus which could be managed
through the local association for the
benefit of all merchants in a town.

Mr. Hahn mentioned the action still
being brought to bear on the Luxury
Tax law which is soon to go into
effect, but related how much could
have been done to have this law re-
Bealed if more concerted action had
een taken through the numerous as-
sociations had they been sufficiently
strong to get their proper recogni-
tion.

W. P. Emery, general manager of
CrGwley-Milner & Co., Detroit, spoke
on the subject of “Merchandising on
a Falling Market.” He emphasized
the necessity of merchants helping
to stabilize the market. “There was
a time,” he said, “in the past when
a lemon bought and stored a short
time would turn into a peach. But
this time is no more.” He said that
only the keenest kind of merchandis-
ing will bring the desired results this
year.

In speaking of various merchandis-
ing methods he advocated that every
retailer consider the treatment he had
had from manufacturers in the past in
regard to placing orders for advance
shipments of merchandise.
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He referred to the time when the
market was steadily advancing and
when merchandise at the time of de-
livery was usually worth more than
at any previous time, when the order
was placed. He said to consider the
treatment of the firms from which
such merchandise was bought and if
they made careful and prompt deliver-
ies on this advancing market that mer-
chants should not hesitate to place
their business now with such concerns
as would surely take care of them on
a declining market such as we have
at the present time.

He cited an instance of where a
buyer had placed an order for wom-
en’s aprons which at the time of de-
livery had declined $2 a dozen from
the market price when the order was
placed. The buyer asked if this order
should not be returned or a claim be
made for rebate. When told that the
same house had delivered merchan-
dise on the ascending market he said
he told the buyer the firm should
now accept such merchandise on a de-
clining market.

Mr. Emery said that the next two
years would show what kind of ma-
terial merchants and buyers are made
of. He said that unless merchants
have the courage to go ahead and
merchandise as if business was going
to be good that they would not get
through.

As a buying policy for the year 1919
Mr. Emery advocated merchandising
with courage and aggressiveness in
order to prevent the competitor on
the next corner from walking away
with all the business.

He referred to the United States
as being a Nation of optimists. He
has predicted we would find greatly
increased consumption of merchan-
dise, but expressed his hope that we
would not see extravagant buying of
finery and nonessentials by the work-

ing classes.
Mrs. Lucinda Prince, educational
director of the National Retail Dry

Goods Association, delivered an in-
structive address on “The Education
of the Store Employes.” She told
how there was no greater field for
the training of help in progressive
stores. She outlined the work of
training store instructors and of the
importance of their work and their
value to retailers by whom they are
employed.

She said that more girls go into
store work than into office work. She
pointed out how they needed train-
ing along certain lines to become
more efficient and more valuable to
their employers.

She advised that in the stores where
there was no educational director that
the manager of the store take the lead
as the instructor, or to have some
older employe of the store who was
experienced in merchandising to do
this work. Regardless of the size of
the store or the number of employes,
she pointed out the necessity of this
store education.

Mrs. Prince advocated store con-
ferences and told of the importance
of having a leader who must draw
out discussions that the employe may
become more familiar with the mer-
chandising and with certain facts sur-
rounding merchandise that makes
them more proficient in selling.

The next big item she mentioned
was that of the employment of store
help. She advised an employer to
size up an employe before giving one
a position and take into consideration
whether he or she is the type wanted
in his store five years hence, and to
consider the possibilities of the de-
velopment of this employe in that
time. She also laid stress upon the
fact that the employes should be made
to see into the future and to make
them see that the business has a future
for them. She pointed out that to be-
come more efficient all employes
should be trained to develop into exe-
cutives.

Salespeople and employes in the
store must be thought of as an in-
vestment and not an expense and the
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merchants must expect to realize a
profit on their labor the same as they
do on merchandise, according to Mrs.
Prince. She says that to think of a
new employe as a good investment
you will expect more from that em-
ploye and you will get more than
where the employe is treated as an
expense in the business and continu-
ally looked upon as that.

Mrs. Prince advised giving a girl
in a store chance to work in the de-
partment where she likes the mer-
chandise and likes the kind of work
assigned her. She said to give .the
girl a chance to know you are trying
to make the best of your investment
and to make her a better employe,
preferring to have her make more
money. If she does not develop with-
in two weeks, then a change of sur-
roundings or work in another depart-
ment may be necessary.

Among some of the important
things Mrs. Prince spoke of was the
inauguration of an error system in
the store. She said to keep an ac-
curate account of all errors and work
out a system of correction without
having to lecture employes on loyalty
and other similar topics which does
not bring the desired result.

She said that employes should get
information on merchandise from buy-
ers and that the buyers in turn should
get information from the salespeople
regarding the opinion of customers as
to the desirability of the merchandise.
In this way the co-operation between
the buyers or manager and the sales-
people is profitable. The salespeople
can often inform the buyer or mer-
chant what merchandise to buy or
what merchandise not to buy for their
respective departments.

Mrs. Prince outlined the function
of the Smith-Hughes bill, which es-
tablishes a National policy for voca-
tional education.

The states must legislate if they
want to co-operate and they must
give as many dollars as the Federal
Board gives for vocational education.
Last year pearly two million dollars
were used for this purpose. Every
year a little more will be added until
there will be a sum of nine million
dollars to be used for this purpose.

C. B. Clark, of the J. L. Hudson
Company, Detroit, addressed the con-
vention on the subject of “Retail
Store Expenses and Accounting.” Mr.
Clark has been on the War Service
Committee and his address was large-
ly confined to details of the Luxury
Tax with which he was very familiar.
He said it would cost approximately
one hundred and twenty million dol-
lars to collect the eighty million rev-
enue from the Luxury Tax. He said
that it was estimated by the big stores
that it would cost two and one-half
times the amount collected in these
big retail organizations. He said it
was the most inequitable, inexpedient
law ever passed in the United States.
However, he expressed his belief that
it would be repealed by July 1 this
year.

Mr. Clark advocates that the Retail
Dry Goods Association worked co-
operatively so as to have a represen-
tative in Washington that retailers
may have some voice in seeing that
the practical and not the theoretical
laws are passed.

In order that retail stores may
know what systems of reform in other
progressive stores have been brought
about he said that groups of stores
should get together and show each
other their books and tell of various
systems which are working success-
fully in their respective stores. The
J. L. Hudson Company has been as-
sociated with eighteen non-competi-
tive stores throughout the country
whose representatives get together
frequently and work out many feat-
ures of merchandising which save
time and expense, where each would
have to do this individually.

The evening session was called an
experience meeting when some of the
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important features of merchandising
and some of the abuses were discuss-
ed. That of discounts to dressmakers
and where to draw the line was -open-
ly discussed in this meeting. The con-
sensus of opinion was that all dis-
counts should be eliminated.

Most towns have cut out discounts
to all customers outside of employes,
to whom the regulation discount of
10 per cent, is allowed. In some in-
stances a discount of 15 per cent, and
20 per cent, is allowed to employes.

A fixed time each year to begin
clearance sales was another subject
which produced considerable discus-
sion. It was recommended that the
merchants of Michigan get together
on a day for cut price, season end
clearance sales, but this was found
impractical since conditions are not
the same in all towns. The small
towns with the large city competition
find that they must start their clear-
ance sales at such times as the big
stores advertise special values which
in all instances are not clearance sales,
but are sales of merchandise bought
at the end of the season in the manu-
facturer’s market, on which prices are
lower than that merchandise the re-
tailers bought earlier in the season.

In Kalamazoo ten merchants got
together last year and held off all cut
price clearing sales until June 15. This
applied particularly to women’s ready
to wear garments and was a very
successful event.

Merchants from Charlotte say they
did more business during one co-oper-
ative sale event than they ever did at
any other time. Port Huron mer-
chants have got together on such
occasions as regards the day for cut-
ting price of straw hats and footwear.

The charge for alterations in outer
garments was discussed by J. W.
Knapp of the J. W. Knapp Company,
Lansing. Mr. Knapp showed some
charts they use in their alteration de-
partment and outlined their plan.

A discussion of comparative price
advertising was led by J. Geo. Dratz,
of Muskegon.

On Thursday morning H. C. Dart,
Secretary of the Better Business Bu-
reau, Detroit, talked on the subject
of “Comparative Prices and Honest
Advertising.” He told how the bu-
reau in Detroit was working to elim-
inate the comparative price advertis-
ing and all dishonest statements print-
ed in circulars or newspaper matter
going to the public.

He said that the work in this line
was 98 per cent, educational and 2 per
cent, “treat ’em rough.” He said that
comparative advertising is all right
if you do it honestly, but it is easily
abused in the hands of the unscrupu-
lous. He said that the use of com-
parative prices makes for laziness on
the part of advertising writers and
that the rush of copy at the last nvn-
ute also stimulates this feature. He
said that the abuse of the comparative
price advertising has brought them
into disrepute.

Alfred Koch, of the La Salle &
Koch Company, Toledo, was the prin-
cipal speaker on the afternoon pro-
gramme and he discussed the subiect
of Commission System of Paying Em-
ployes.
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Recent News of the Cloverfand of
Michigan.

Sault Ste. Marie, March 24—The
opening of spring and the coming ot
the robin has put an end to the lum-
bering business in this section and
those who have not already broken
camp are doing so this week. Most
of the jobbers are well satisfied with
their winter’s work, as there has been
enough snow for sleighing in the
woods and at no time has it been very
cold.

St. Patrick’s day was duly celebrat-
ed in the usual manner here. Father
Steinglin dwelt at length upon the
theories of St. Patrick’s birth and
stated that authorities in general had
accepted the belief of Cardinal Meur-
in, of Lyons, that St. Patrick was of
Scotch birth. This was news to the
natives in this section, as heretofore
it was the Irish who sang St. Patrick’s
Day In the Morning and no bagpipes
were in attendance at the banquet.

E. G. Brault, at Manistique, has
closed his bowling alley for the season
and expects to open up a hicycle shop
in the near future. He has engaged
the services of an expert motor cycle
man from Escanaba and will go into
the bicycle business on an extensive
scale, doing repairing as well as car-
rying a full line of various makes.

The City Commission has author-
ized our city manager, Mr. Rich, to
buy a motor truck pumper with full
equipment. The pumper will have a
capacity of 800 gallons per minute and
will cost in the neighborhood of $11,-
500, which will put the Soo fire de-
partment on a par with the other up-
to-date places.

A. Musielak, well-known proprietor
of the. Alto Hotel, is making many
improvements and alterations on this
well-known hotel. The lobby will be
enlarged. There will be a new mosaic
floor and elaborate hall with new en-
trance and vestibule, with a canopy
extending over the sidewalk. Many
new electric lights will be installed,
which altogether will put the Alto ho-
tel with the top notchers. Mr. Musie-
lak deserves much credit in his efforts
to give the Soo another up-to-date
hotel, which will help take care of the
large increase in tourist trade which is
expected this summer after good roads
system is completed. The Dixie High-
way will be a big feeder to the Soo
hotels. W ith three of the best hotels,
the Soo will be able to take care of
the large increase in the tourist trade.

The Soo Creamery made a large
consignment of creamery butter to
Jacksonville, Florida. The fame of
the Soo Creamery brand is spreading
all over the country and this shipment
is a strong testimonial of the merit of
the Soo product.

George Chandler, popular lumber-
man, tried to open up the auto service
between the Soo and Pickford last
week. He encountered a few four
foot snow banks en route, which made
George regret his attempt to break the
road, but as he is built on the never-
give-up order, he gave her more gas
and made the trip without any par-
ticular mishap. He advised his many
friends, however, not to be in a hurry
for another week to make the trip by
auto.

D. H. Moloney, well-known pro-
prietor of the Man’s Store, accompan-
ied by his wife, returned last week
from Florida. While Mr. Moloney
has spent numerous winters in the
land of sunshine and alligators, he
says there is no place like the Soo
in the good old summer time.

“Railway Corporations are not al-
together soulless when they allow on-
ly ten minutes for refreshments at
the railway lunch counters.”

Nels Hall, one of our well-known
druggists, was one of the happiest
men in town this week when his wife
returned after spending most of the
winter in California. Nels has been
batching it and while he has gained
several pounds, he freely admits that
there is no place like home without a
mother,
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“If all the lies told in a political
campaign were nailed, the nail factory
would have to run over time.”

One of the residents of Sugar Island
saw a flock of wild geese fllying north-
ward, which is the latest sign of
spring. This is the first flock of geese
reported to have been seen in several
years.

The Cloverland fair and racing cir-
cuit held a meeting at Escanaba last
Friday where a banquet was served
at the Delta Hotel. Representatives
from the various fairs and race cir-
cuits were in attendance, where ar-
rangements were made for one of the
best exhibitions yet. The Escanaba-
ites are surely there when it comes to
entertaining and are a bunch of hus-
tlers, which accounts for the splendid
progress being made at the fairs of
the Upper Peninsula.

The new power plant at Manistique
was completed last week and the cur-
rent from the Manistique Paper &
Power Co. was turned on at 3 o’clock
Wednesday afternoon and is now
furnishing power and light through
the city. This is a new era in the his-
tory of the town of Manistique. The
construction work has been going on
for about two years, with the expendi-
ture of several millions of dollars,
which accounts for the lively activ-
ities which Manistique has enjoyed
during the construction. The future
of this hustling town will be watched
with much interest throughout Clover-
land.

The new sleeping disease following
the flu epidemics has appeared in Ne-
gaunee, which is about the only place
it has been reported in the Upper
Peninsula, and it is hoped that it will
not be contagious.

Gregg Brothers expect to open a
new garage at 116 Ashmun street in
the near future. They have taken the
Scripps-Booth agency in the Soo.
They also expect to run a service sta-
tion and repair shop and are at pres-
ent in Detroit negotiating for cars.
They expect to open about April 1

William G. Tapert.

Lost Enthusiasm.

The worried countenance of the
bridegroom disturbed the best man.
Tiptoeing up the aisle, he whispered:

“What’s the matter, Jock? Hae ye
lost the ring?”

“No,” blurted out the unhappy Jock,
“the ring’s safe. But mon, I've lost
ma enthusiasm.”

The muses of science and art look
better grouped about Peace than pant-
ing after Mars’s chariot. All you say
against war is true, wise-heads were
recently declaring, but where is an
equal accelerator of mechanical pro-
gress and of science? Where any-
thing that so spurs medicine? Where
an equal inspiration for literature?
When we read to-day of the estab-
lishment of telephonic communication
between Newfoundland and Ireland,
we need not thank war’s necessities
for it. An airplane may cross .the At-
lantic at any date now, but all the
talk heard last year of flying American
machines across to save ship space
came to nothing. The recent an-
nouncement of an important improve-
ment in wireless telegraphy apparently
had no connection with the war. We
are realizing acutely, in fact, that for
a number of things we wanted to do
in the last four years in science and
art we simply didn’t have the breath-
ing space, and are hastening to do
them. No one will deny the potency
here and there of war’s stimulation,
but it is evident that on the whole
science is feeling a release, not an
abandonment, with the war’s end.
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SUCCESS
1919

There’s a big difference between
“keeping” and “selling” goods.

IN

Success comes in selling stan-
dard goods.

“Service” is the secret of suc-
Ccess.

Serve the people well if you
want them to serve you well.

Sell the people what they want
if you want their trade.

There is more money made by
selling a dozen cans of something
the people want, even at a small
profit, than in keeping a dozen
cans of something they don’t
want, even though the latter pays
ten times the percentage of fig-
ured profit.

The way to kill business is to
load up your shelves with goods
no one wants.

Poor quality and little known
brands are constantly shouting to
customers: “This is a poor place
to buy goods.

Quaker goods inspire confidence,
because consumers recognize them
as the best.

Quaker goods sell while other
brands stay on the shelves.

It is the sellers and not the
stickers that pay real profits.

W orden Q rocer Company
GRAND RAPIDS-KALAMAZOO

THE PROMPT SHIPPERS



Movements of Merchants.

Kalamazoo—N. F. King has opened
a bakery at 422 North Burdick street.

DeWitt—Todd & Ridenow succeed
C. C. Smiley in the grocery business.

Lansing—Charles Penny has engaged
in the grocery business at 1216 Turner
street.

Kaleva—The Union Store Co. has
increased its capital stock from $15,000
to $21,000.

Menominee—The Twin City Packing
Co. has decreased its capital stock from
$59,000 to $30,000.

Marquette—The Railway Employers’
Association has increased its capital
stock from $15,000 to $25,000.

Three Rivers—Fire damaged the
store building and grocery stock of
Clark Smith March 22, causing a loss
of about $3,000.

Clare—ML J. Hutchinson has sold his
general stock at Brown’s Corners to Ira
Gower, who will continue the business
at the same location.

St. Johns—Fred Georgia has sold his
meat stock and butcher’s equipment to
Frank J. Fehrenbach, who has consoli-
dated it with his own.

St. Louis—J. Anspach will open a
self-serve grocery department on the
second floor of his store, under the
management of C. P. Hanna.

New Gronigen—Henry Middlehock
has purchased the general stock of
William VanderZee and will continue
the business at the same location.

St. Johns—C. L. Silshy has made an
assignment of his hardware stock and
store fixtures to Attorney E. W. Feh-
ling, for the benefit of his creditors.

Central Lake—James D. Frost has
purchased the Wegley grocery stock
and store fixtures and continue the
business as a cash and carry store.

St. Joseph—S. A. Samoore has sold
the St. Joe Auto Co. garage to Charles
Miller, who will continue the business
under the style of the Miller Auto Co.

Owosso—James Ketcham has pur-
chased the grocery stock of the late
Herbert Fuller, on Corunna avenue
and will continue the business at the
same location.

Olivet—The Olivet Clothing & Shoe
Co. has been incorporated with an
authorized capital stock of $3,000, all
of which has been subscribed and
paid in in cash.

Bay City—The F. H. Cash Co,
wholesale dealer in butter, eggs and
cheese at Fourteenth and South Water
streets,, has increased its capital stock
from $10,000 to $35,000.

Reed City—H. R. Niergarth has
sold his entire stock of dry goods to
‘New York parties, who will ship it
East. Mr. Niergarth will go to Battle
Creek and assist in the management
of the store he and Will Niergarth ¢
purchased last fall.
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Owosso—John Lebowski has sold
his clothing stock and store fixtures
to his brother, Samuel Lebowski, who
will continue the business at the same
location on West Exchange street.

Detroit—The Manhattan Shoe Co,,
will open a retail store within thirty
days at the southwest corner of Wood-
ward and High streets. Alterations
on the building are now being made.

Pewamo—The Grange Co-Opera-
tive Association of Pewamo has been
incorporated with an authorized cap-
ital stock of $250, all of which has
been subscribed and $125 paid in in
cash.

Lansing—R. L. Huckett has leased
the shoe repair shop on Allegan street
and Washington avenue, of C. > Rous-
er and will continue the business in
connection with his repair shop in the
Kerns block.

Alma—The Luke-Patterson Drug Co.
is enlarging its store and installing a
modern soda fountain. An addition is
being built to accommodate the stock
of wrl paper and paint and the pre-
scription case.

Lansing—Boyd Small, who conduct-
ed a men’s furnishing goods business
oefore going into military service, has
been honorably discharged from the
service and will open a similar store
about April 1

Escanaba—The Peoples Drug Store
has been incorporated to conduct a
retail drug and jewelry business, with
an authorized capital stock of $6,000,
all of which has been subscribed and
paid in in cash.

Negaunee—Jacob Salo has sold a
half interest in his stock of clothing
and men’s furnishing goods, on East
Iron street, to Albert J. Belzer and the
business will be continued under the
style of Salo & Belzer.

Alma—Floyd Luchini, who conducts
a confectionery and fruit store, has
purchased the Creaser block on East
Superior street and will occupy it with
his stock as soon as the present oc-
cupants can find a suitable location and
the building can be remodeled.

Charlotte—The Square Deal Co-
Operative Elevator Co., which was
recently organized, will take over the
McLaren elevator about April 1 and
will buy and sell all kinds of grain,
hay and feed. Later it will open a
retail store for all kinds of farm prod-
ucts.

Detroit—A new retail shoe store will
be opened soon at 19 East Adams ave-
nue by Thomas P. Jackson, former
manager of Ye Booterye. Mr. Jackson
has already leased the premises and is
now ordering fixtures and stock. It
will be in every way a high class estab-
lishment catering to both men and
women. "
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Lawton—Charles G. Hall has sold
his stock of agricultural implements
to J. M. Clark, who will continue the
business, adding a line of harness to
the stock. Mr. Clark formerly con-
ducted a general store between Lawton
and Marcellus.

Detroit—John J. Davis, dealer in
hardware, plumbers and heating sup-
plies at 368 Baker street, has merged
his business into a stock company,
with an authorized capital stock of
$40,000, all of which has been sub-
scribed and paid in, $3,668.09 in cash
and $36,331.91 in property.

Detroit—The Crowley-Milner Co. has
purchased practically the entire block
bounded by Farmer, Gratiot, Monroe
and Pingree, and in the near future
will erect a handsome new mercantile
structure on the property as a wing
to the present store which is a block
square. When completed it will give
the company property valued at more
than ten million dollars. For some
time the company has been operating
The Emporium as a separate store, but
the new plan is to operate the new ad-
dition as a part of the Crowley, Milner,
store, connecting bath buildings by
buildings and tunnels. It is said that
the Crowley, Milner Co. did more than
$10,000,000 worth of business last year.

Manufacturing Matters.

Lawton—The J. Hungerford Smith
Grape Juice Co. is building an addition
to its plant.

Flint—The Walker Weiss Axle Co.
has changed its name to the Flint Mo-
tor Axle Co.

Alma—The X-Cel-All Paint Co. has
installed additional machinery, thereby
doubling its capacity.

Monroe—The Monroe Corrugated
Box Co. has increased its capital stock
from $5,000 to $100,000.

Three Rivers—Machinery for the
manufacture of flour is being installed
in the C. L. Seekel grain elevator.

Detroit—The Fox Electric & Ma-
chine Co. has been incorporated with
an authorized capital stock of $2,000,
all of which has been subscribed and
$650 paid in in cash.

Detroit—The Montgomery Chemi-
cal Works has been incorporated with
an authorized capital stock of $125,000,
all of which has been subscribed and
$15,000 paid in in cash.

Detroit—The United Vacuum Clean-
er Hospital Co. has been incorporated
with an authorized capital stock of
$10,000, all of which has been sub-
scribed and $1,800 paid in in cash.

Sparta—The Sparta Silver Black
Fox Co. has been organized with an
authorized capital stock of $20,000,
of which amount $15,000 has been sub-
scribed and $2,000 paid in in cash.

Ypsilanti—The National Foundry
and Machine Co. has been incorporat-
ed with an authorized capital stock of
$120,000, of which améunt $60,000 has
been subscribed and $15,000 paid in
in cash.

Detroit — The Helbing-Wright
Chemical Co. has been organized to
manufacture and sell soot destroyers
and similar products, with an author-
ized capital stock of $5,000, all of
which has been subscribed and paid
in, $1,000 in cash and $4,000 in prop-
erty.
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Detroit—The Avon Builders Supply
Co. has been incorporated with an
authorized capital stock of $150,000,
all of which has been subscribed, $1,-
600 paid in in cash and $100,000 in
property.

Escanaba—The O’Leary & Geniesse
Co. has been organized to manufac-
ture and sell shoes, etc., with an au-
thorized capital stock of $10,000, all
of which has been subscribed and paid
in in cash.

Saginaw—The Saginaw Products
Co. has been organized to manufac-
ture and sell auto accessories, with
an authorized capital stock of $10,000,
all of which has been subscribed and
paid in in cash.

Detroit—The Crocker Compressed
Air Engine Co. has been incorporated
with an authorized capital stock of
$38,000 common and $12,000 preferred,
of which amount $30,700 has been sub-
scribed and paid in, $5,700 in cash and
$25,000 in property.

Detroit—The Universal Paper Han-
ger Co. has been organized to manu-
facture and sell paper hanging ma-
chines, with an authorized capital
stock of $35,000, all of which has been
subscribed, $500 paid in in cash and
$22,500 in property.

Lansing—The Lansing Cast Stone
Co. will resume business April 1, after
having been idle for a number of
months. The concern will increase its
working force, having business book-
ed which will keep the force busy for
at least six months.

Lansing—John Bohnet & Co., manu-
facturer of automobile tops, has in-
creased its capitalization from $10,000
to $75,600 and will enter at once the
commercial body field. New metal and
wood working machinery has been or-
dered and about one hundred men
added to the force.

Calumet—The Pan-American Rub-
ber Co. was organized a few days ago,
the capital stock being $50,000, of
which $25,000 has been subscribed and
$14,500 paid in, this amount repre-
senting $1,500 in cash, $1,000 in stock
of tubes and $12,000 the value of con-
tract giving the rights for the Upper
Peninsula. This new concern controls
the local rights of manufacturing and
selling a cellular rubber substitute for
the inner tube of automobile tires.

The annual convention of the Mich-
igan State Pharmaceutical Association,
which was held at Lansing last week,
was more largely attended than any
meeting held since the Kaiser started
his first war. C. E. Wilkinson, of the
Rouser Drug Co., Lansing, was elected
President and Fred J. Wheaton, of
Jackson, was re-elected Secretary. It
was decided to hold the next annual
convention in Grand Rapids next June.
Lee M. Hutchins acted as toastmaster
at the banquet, the regular speakers
being Governor Sleeper, Geo. L. Lusk
and Alexander Groesbeck.

M. J. Hutchinson, general dealer at
Brown’s Corners, near Clare, writes:
“l consider the Tradesman a very
valuable paper for the merchants of
Michigan and would not do without
it as long as | remain in trade.”

Few men exhibit their bravery un-
til after the danger is past.
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The Grocery Market.

Spring time goods are getting the at-
tention of the retail trade. Those who
carry fly swatters, Paris green and the
like are looking over their stocks and
seeds are getting the close attention of
the merchandiser. The outlook is for
an early spring and for that reason
seeding may begin early in the home
gardens and the flower plots, so the
probable seeds stocks are worth esti-
mating and getting ordered. Formal-
dehyde is being called for in connec-
tion with the seed preparations for
early planting.

Naturally one of the first lines to
consider at this time of the year is
household goods, such as are utilized
in spring house cleaning. Brooms and
brushes, dust and floor mops, polishes
and polishers, vacuum cleaners, and so
on to the end, including washing pow-
ders, ammonia, borax, cleaning soaps
and preparations.

A good spring goods window ought
to be on the way about this time, so
that when the right moment comes the
window can be executed in best style
possible. It is probable some goods in
this line that have moved slow may
get a push through the window and
counter display.

Plans must be made to paint up and
wash up and clean up if the bright
spring freshness is going to be sug-
gested in the environments under which
the store’s customers are going to buy.
A freshly painted store front helps
wonderfully in stirring up certain lines
of trade, backed up by well washed and
cleanly maintained windows.

Easter edibles are getting good call
this season, including fruits and nuts,
candies and printed and painted cards
and other novelties suitable for that
season. Lent is well on toward its
finish for 1919.

Beverages promise a big future for
the dealer who decides he may have
some of this profitable trade with the
confidence that it can be as well han-
dled as in the exclusive confectionery.
With the close of saloons drinking is
to be more widely scattered. More
persons are to profit than in the re-
stricted and licensed saloon. Malted
milks have a big sale the country
through. Fruits for drinking fountains
will be on short supplies, it is be-
lieved, so that it behooves the man
who wishes to be forehanded to demon-
strate that he is—so say the dealers.
Fountain supply men are quoted as
having increased their business 200 to
300 per cent, since the funeral of al-
coholic drinks was ordered. It is ex-
pected that many more retail grocers
and general store proprietors will put
in soft drink departments to prepare
for the expected big trade in this form
of merchandizing.
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Sugar—The demand is very moder-
ate and is not likely to quicken until
the requirements of consumption are
increased, which, no doubt, will be
when the season for small fru’ts
opens. In the meantime, short of a
reduction in prices, there is nothing
to induce buyers to stock up in an-
ticipation of a larger consuming de-
mand. Whatever the Washington
authorities may deem it expedient to
do in the way of price revision after
the middle of the year is past, the
trade appears to be pretty well satis-
fied that there is very little chance of
a reduction being announced before
the beginning of July at the earliest.

Tea—The demand for tea is, per-
haps, slightly better, but the market is
by no means active. Prices remain un-
changed and the whole situation, while
a trifle improved, is still sluggish and
weak, although there are more signs
of a hardening undertone.

Coffee—Coffee is about unchanged
for the week, although if anything the
market is a trifle weaker. The Brazil
situation is somewhat softer and this
has had an immediate effect upon the
market of this country. All grades of
Rio and Santos are just a shade lower
for the week, although not materially.
Demand for coffee is still very light.

Canned Vegetables — The trade
seems rather generally disposed to
put some little faith in the signs of a
better tone in the canned goods mar-
ket generally that have been reported
from various quarters for several days
past. It is officially announced from
Washington that the Government
may, after all, sell some of the stocks
of canned goods, contrary to the state-
ment early last week, but that any
stocks sold will be solely for export
and will not be put on the domestic
market. This precaution, it is thought,
may prevent a return of the waiting
attitude of buyers that has so vexed
the sellers; but in some quarters sell-
ing of Government stocks, even only
for export, is considered not unlikely
to check certain export demands that
have begun to increase a little. Corn
appears to be rather a puzzle to the
trade, there being the widest diverg-
ence of opinion as to what are proper
prices. Stocks of Southern corn are
asserted to be very small, and some
brokers argue that, with the old crop
now nearly cleaned up and no new
stock obtainable before September,
prices cannot reasonably be as low as
those reported on some sales within
the past few days. In spite of what
weight there may be in this reasoning
the few offerings of new corn so far
made seem not to attract buyers.
There is a continued strong demand
for fancy spot peas Nos. 1, 2 and 3,
both Alaskas and sweets, with scanty
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stocks offered in response. There are
considerable stocks of peas obtainable,
but the quality of much of these is
said to be poor, while the large size is
an added drawback. Fancy string
beans are in fair demand at high
prices, but stocks are very scarce.

Canned Fish—Opinions disagree as
to the outlook for salmon, for which
there is some export demand on both
pinks and reds. The report that the
War Department would turn over to
the Slipping Board early in April
some 400,000 tons of shipping was re-
ferred to as making probable a better
movement, partly through the sending
forward of stocks of all sorts already
accumulated here for shipment over-
seas. It was considered in some quar-
ters a good sign that pink salmon on
the Coast is firm at about 2J*c undei
the New York price; but other inter-
preters drew a somewhat different
conclusion from the same figures by
saying that New York prices were
practically down to Coast prices. No
signs of any movement in sardines are
as yet reported.

Dried Fruits—The disposition of
sellers of new California prunes to
hold out for full prices is shown in
late reported sales of about half a
dozen cars for October shipment, at
10J”c for 40s and 9j4c for 50s, 60s, 70s
and 80s, bulk basis. It is reported
from the Coast that independent pack-
ers have paid growers 10c net, and
this was considered a sign of at least
firm prices for immediate future.
Coast prices just now are firmer, and
it was said that New York buyers
seem disposed to accept the present
situation, although there is plainly no
rush to buy. Business in spot prunes
is very light, most of the demand
being for export. Domestic spot busi-
ness is almost negligible, being noth-
ing more than very small sales for im
mediate needs. New apricots con-
tinue to be of merely theoretical in-
terest. The prices quoted on recent
offerings are considered much too
high, and the belief is expressed that
no such prices will move buyers until
definite crop prospects give some new
and better- justification for them. There
is a good demand for spot apricots,
but stocks are small and not freely of-
fered. New evaporated pears have
been in a little demand for export.
Spot raisins, as for some time past,
are in strong demand, but with almost
no stocks offered.

Soap—One wholesale house express-
es the opinion that, although there is
a decline this week in some soaps,
the free deals and other concessions
will shortly disappear and that it will
be found soap has advanced. The pres-
ent situation has been charged to inter-
necine strife. When Europe calls for
fats it is bound to cut down on the
domestic  supplies already reported
short. Manufacturers are reported to
be losing money now, or to be more
definite are not making money.

Molasses—Little or no business is
reported in New Orleans grocery
kinds, but holders of the light spot
supplies adhere firmly to their quota-
tions. The outlook for new crop Bar-
bados is still uncertain. Prices on
new Porto Ricos are expected about
the middle of next month. "
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Provisions—Everything in the smok-
ed meat line remains steady at un-
changed prices, with a light consump-
tive demand. The market on lard sub-
stitute remains unchanged, with an in-
creased demand. Pure lard shows an
advance of 2c per pound over last week.
There is a good consumptive demand
as well as export demand. The price
is likely to remain unchanged. Barrel-
ed pork, dried beef and canned meats
are all unchanged and very scarce.

Salt Fish—About the only mackerel
on the market now is Irish mackerel,
which is very weak and dull; in fact,
holders of Irish mackerel are very-
much depressed over the situation.
Lent has done little or nothing to
harden the market. Codfiish is still
firm and high on account of the export
demand.

Review of the Produce Market.
Apples—Home grown is entirely
out of market. Western stock is firm
at $5.50 per box.

Bananas—$7.50 per 100 Ibs.

Butter—The butter market is active
at an advance of about 2c per pound
over last week, with a very active con-
sumptive demand and a short supply.
The stocks in storage are very nearly
exhausted and there is an export de-
mand which is absorbing considerable
butter. The market is in a very healthy
condition on the present basis of prices
and likely to remain firm, with a pos-
sible advance next week. Local deal-
ers hold fancy creamery at 60c in tubs
and 62c in prints. Jobbers pay 48c for
No. 1 dairy in jars. They pay 35c
for packing stock.
Cabbage—California, $5.50 per crate.
Carrots—75c per bu.
Celery—California, $1.35@2
bunch, according to size.
Cucumbers—Indiana hot house have
declined to $2.50 per dozen.

Eggs—The market remains about
stationary for the past week. Receipts
are increasing every day and the qual-
ity arriving is very good. The market
is firm. We look for very much lower
prices in the immediate future. Local
dealers pay 39c per doz., loss off, in-
cluding cases, delivered.

Garlick—60c per Ib.

Grape Fruit—$5.50@6 per box for
all sizes Floridas.

Green Onions—Shallots, $1
doz.; Illinois, 35c per doz.
Green Peppers—$1 per basket for
Florida.

Lemons—California, $5 for choice
and $5.50 for fancy.
Lettuce—Head, $3.75@4 per
hamper; hot house leaf, 16c per Ib.
Onions—The market is weaker and
lower. Both red and yellow are slow
sale at $3 per 100 Ib. sack.
Oranges—California Navals,
7.25, according to size.
Pineapples—$6 per crate.

Pop Corn—12c per Ib. for shelled.
Potatoes—Good table stock ranges
around $1.75 per 100 Ib. sack.
Poultry—Very scarce and high. Lo-
cal dealers pay 25c per Ib. for live.
Radishes—Hot house, 35c per doz.
bunches.

Squash—Hubbard, $3.50 per 100 Ibs.
.Tomatoes—California, $1.35 per 5
Ib. basket; hot house, 30c per Ib.
Turnips—65c per bu.

per

per

bu.
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UNFAIR COMPETITION.

Sixty-one Practices Forbidden By the
Government.

The trade will be interested in the
“Don’ts” in merchandising which are
frowned upon by the Federal Trade
Commission, which Chas. Wesley
Dunn, attorney for the American Spe-
cialty Manufacturers” Association has
issued in a bulletin to the members
of that organization. The list con-
tains almost every conceivable man-
ner in which unfair practices might
be employed as pointing out what the
Commission construes as unfair com-
petition. A number of them are quite
generally practiced in the trade at the
present time, hence those doing so lay
themselves liable to charges under the
law.

The plan of granting discounts or
rebates to dealers on the aggregate
purchases within a certain time, for
instance, is recognized as unfair com-
petition. This is followed by the
cracker companies generally. Guar-
anteeing prices against decline, used
by the milk companies and others is
another common practice in the trade.
Discriminating in prices between pur-
chasers or localities is another gen-
eral complaint in the trade and under
a reasonable construction would apply
to the wholesaler selling certain re-
tailers at their cash discount.

Of especial interest is the selling or
offering to sell below cost or at less
than a fair profit. While this would
not apply to the chain store, depart-
ment store or other price cutter oper-
ating within a state, where no Federal
question was involved, it would affect
such transactions when occurring
across state lines. “Locality™ price
cutting is another species of unfair
competition, applying in such cases
where a concern cuts in a certain lo-
cality to strike at competition in that
particular territory.

In all sixty-one specific causes of

unfair competition are pointed by
Counselor Dunn. They are as fol-
lows:

1. Agreements to give dealers spec-
ial commissions or rebates, provided
they deal in the seller’s goods ex-
clusively.

2. Giving cumulative discounts or
rebates to dealers whereby they re-
ceive at the end of a fixed period cer-
tain rebates or discounts based upon
the aggregate purchases during that
period.

3. Selling to such dealers only who
will refrain or agree to refrain from
dealing in competitor’s goods.

4. Effecting contracts for advertis-
ing, subject to cancellation if compet-
ing goods are advertised in the same
medium.

5. Guaranteeing customers against
decline in price of goods purchased
and not resold by such customers at
the time of any subsequent decline in
the prevailing market price of such
goods.

6. Effecting
with customers.

7. Effecting exclusive contracts to
manufacture or sell, e. g., contracts to
manufacture exclusively for respond-
ent, not to sell to competitors, not to
deal in any other similar products ex-
cept with the permission of respondent,

Iong—term contracts
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not to sell to non-members of a deal-
er’s organization.

8. Agreements with dealers not to
sell competing goods of a similar col-
or or substitutes for or imitations of
respondent’s goods.

9. Failure to perform numerous
contracts to sell because of an ad-
vance in the market price of the prod-
uct sold and the surreptitious market-
ing of such product through another
concern at the higher prices.

10. Effecting resale price mainte-
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nance by contract, agreement or re-
fusal to sell.

11. Purchasing one’s own products
from dealers selling such products at
less than the fixed and standard resale
prices.

12. Inducing and causing contracts
affecting competitors to be broken, re-
scinded and delayed. .

13. Claiming, exercising and main-
taining a monopoly in the sale of
products.

14. Procuring others to make bogus
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and spurious requests for estimates
from competitors.

15. Inducing, through actual or
threatened withdrawal of patronage,
the discontinuance of the furnishing of
supplies to a competitor.

16. Effecting commercial bribery
through the corrupt giving of a seller
to the employe or agent of a customer
or prospective customer of any money
or other thing of value or entertain-
ment with the purpose of influencing
the recipient in relation to the busi-
ness of his employer or principal.

Petoskey Portland Cement Company
Authorized Capital Stock $1,500,000

All Common Stock. No Preferred Stock.

A very limited amount of this stock allotted at $12 per share remains to be sold.

This Company possesses every possible requirement to make a great success of the manufacture

of cement.

It owns sufficient raw material to supply a large cement plant for over 100 years—this

on very reliable authority, it has an ideal location giving it water shipment to all of the great con-
suming centers of the Great Lakes—besides possessing a large local market, it has a recognized sub-
stantial management, it will save thousands of dollars each year over many cement plants now paying
large dividends, it enters the cement field in the greatest construction era the world ever has known
and which is now upon us and will demand much more cement than the present plants can produce.

While the cement plant is being built and gotten ready for operation the
Cement Company is fast expanding its crushed stone business.
guarantees the stockholders a good annual return which will be

manufacture of cement.

In the Meantime

AS an

This part of its
increased by dividends from the

Investment

Petoskey Portland
business alone

It offers safety because it has an established income sufficient to pay a good annual dividend from
sales of crushed limestone, it has back of it large real estate assets.

Not only has

it very bright

prospects for large dividends but at the present price of the stock the investor can look for a
material increase, as a result of cement dividends, in the stock market value.

If you have funds to invest it will be worth your while to investigate this proposition before

placing those funds.

The Michigan Securities Commission does not recommend the purchase of any securities
and its approval should not be construed by investors as an endorsement of the value.

F. A. Sawall

Company

465-6-7 Murray Bldg.
Grand Rapids, Michigan

F. A. SAWALL COMPANY, INC.

Grand Rapids,

Michigan.

Harbridge & Company

69 Buhl Block
Detroit, Michigan

Gentlemen—W.ithout any obligation on my part please send me all the information
you have regarding the Petoskey Portland Cement Co.
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17.
pons.

18. Wilfully damaging or tamper-
ing with competitor’s property.

19. Discriminating in prices
tween purchasers or localities.

20. Espionage, as through employ-
ing secret agents to spy upon com-
petitors’ business surreptitiously en-
tering the factory of a competitor to
procure drawings of machinery, pro-
curing trade secrets, bribing railroad
employes to obtain information as to
competitors’ shipments, trailing de-
livery and sales agents of competitors,
requiring employes and dealers to spy
upon other dealers.

Issuing lottery premium cou-

be-

21. Enticing employes of competi-
tors.
22. Instituting unwarranted suits

against competitors.

23. Interfering with a competitor’s
business by puschasing from dealers
the goods of such competitor and sub-
stituting one’s own, and by following
salesmen of a competitor to hinder
and embarrass them in the perform-
ance of their duties.

24. Threatening to sue a competi-
tor for the purpose of intimidation.

25. Threatening to force competi-
tors out of business unless they re-

frain from selling in certain terri-
tories.
26. Intimidating, threatening, boy-

cotting, molesting or obstructing of
competitors, generally.
27. Dividing of territory and limit-
ing of selling area by competitors.
28. Threatening to cut off dealers’

supplies unless purchased from re-
spondent.
29. Refusing to sell unless dealers

will purchase other supplies, unless
dealers will agree not to sell the prod-
ucts of a competitor, unless dealers
will agree to or sell at standard resale
prices fixed by the seller.

30. Selling or offering to sell be-
low cost or at less than a fair profit.

31. Selling at less than cost upon
the condition that the customer will
simultaneously purchase other mer-
chandise upon which a profit is made
or selling certain products at a loss
and recouping on others.

32. Selling food unfit for human
consumption.
33. Simulating the trade name,

trade mark, cartons, slogans, adver-
tising matter or appearance of the
product of a competitor.

34. Concealing interest in other
concerns.
35. Maintenance of bogus inde-

pendence and cutting of prices through
such bogus independence.

36. Agreements whereby equipment
necessary to handling certain products
is loaned on condition it shall be used
exclusively in connection with re-
spondent’s products.

37. Selling machines under license
agreements whereby purchasers may
not use therewith the supplies of com-
petitors and may not use the seller’s
supplies either on competitor’s ma-
chines or with the supplies of com-
petitors.

38. Entering into an agreement, un-
derstanding or pool by competitors
to maintain prices or to allot business.

39. Locality price cutting.

40. Threatening to sell and selling
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direct to consumers in order to com-
pel retailers to handle the seller’s
goods exclusively.

41. Purchasing
raw material.

42. Infringement of patents, trade-
marks and copyrights and prosecu-
tions for alleged infringement.

43. Making up cost sheets in reck-
less disregard of true costs.

44.  Impairment of competitive
power of other concerns through stock
control.

45. Price fixing through contracts,
associations and combinations.

entire output of

46. Effecting a restraint of trade
through contract, combination or con-
spiracy.

47. Organizing of trust to increase

prices.
48. Agreements between competi-
tors to limit output.

49. False and misleading advertise-
ment.

50. Misbranding.

51. Misrepresentations and false

statements, either about one’s own or
a competitor’s merchandise or busi-
ness.

52. Defamation, libel, slander, dis-
paragement of competitor’s goods or
business.

53. Passing off goods as of other
manufacture.

54. Misuse of letter from Commis-
sion and disobedience of order by
Commission.

55. Agreements between manufac-
turers, members of an association, and
laborers whereby the latter do not
work for non-members or for manu-
facturers not maintaining standard
prices.

56. Appointment by a wholesalers’
association of committees to confer
with manufacturers to influence such
manufacturers to adopt certain sales
methods.

57. Compelling members of an as-
sociation against their will to main-
tain standard prices by fines and with-
drawals of labor.

58. Publishing of blacklists by an
association.

59. Inducing organizations to in-
fluence their members not to sell to
competitors.

60. Inducing and compelling manu-
facturers, through an association, not
to recognize certain dealers as legiti-
mate jobbers, entitled to buy at job-
bers’ prices.

61. Combination of buyers to force
down purchases by refusal to pur-
chase.

It is a mistake to think that there
are no diseases but the physical. Many
of the worst diseases are mental. Tim-
idity is as truly a disease as smallpox
or typhus. Its effect in robbing its
victims of strength and will-power is
often quite as bad, if not worse, than
that of the physical disease. The ti-
midity sufferers cannot see things in
their proper proportions, nor can they
make the wisest choice in a perplex-
ing situation, because their disease
blinds their judgment and kills their
courage, so that they are in no condi-
tion to decide what they can do, or to
attempt a thing they may be amply
qualified in other respects to carry to
a successful issue.
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National Grocer
Company

Wholesale Grocers

Our annual sale of house cleaning goods is
still on and will be for the next two weeks. We
particularly desire to call your attention to the
following articles:

AMMONIA

BASKETS

BLUEING

BORAX

BROOMS

BRUSHES

MOPS

CLOTHES LINES
CLOTHES PINS

TACKS

WASH TUBS

PAILS

PAINT

LYE

CHLORINATED LIME
SHELF PAPER
FURNITURE POLISH
METAL POLISH

SAL SODA

STOVE POLISH AND ENAMEL
LAUNDRY SOAP, SCOURING
SOAP,DYE SOAP
SWEEPING COMPOUND
WASH BOARDS
WASHING POWDERS
WALL PAPER CLEANER

Our salesmen will give you full information
as to how these goods are packed and the cost.

We again urge the retail dealer to make an
extensive display of his stock of house cleaning
necessities at this time.

NATIONAL GROCER
COMPANY

Grand Rapids
Lansing
Cadillac
Traverse City



DARK WITH UNCERTAINTY.

It was all very well during the
palmy days of Mr. Hoover’s stringent
regulation of the grocery trade to
talk about the law of supply and de-
mand having been subjugated, but
present-day events and conditions tend
to prove pretty conclusively that at
most it was not more than a case of
suspended animation. Just now it is
in the saddle and defying all efforts
to unhorse it.

We hear a good deal about the stag-

nation in trade and the need for an
optimistic leap into prosperity, but
somehow everyone refused to leap,

and when the psychology of the thing
is tested one discovers that it arises
from a wholesome regard for the con-
sequences of “bucking” the inevitable
operation of supply and demand. That
prices of food are too high no one
can question, however much justifica-
tion there may be for the prices in
inflated costs. Intrinsic value is one
thing but market value—the price
people are willing to pay for food as
the compromise between their need
and the producers’ cost—is quite an-
other. And when prices are more
than folks will pay there's no trade.

Distributers long ago feared that
this stage would be reached and, ap-
parently, it has. No one doubted
the fairness of price, but when the
consumer refused to buy justification
was not what was needed. Uncle Sam
had to have food for his army at any
price, but people at home could cur-
tail and did. And when the outlet was
checked the channels of trade were
blocked. The retailer has stuff he can-
not sell and so has the jobber. The
packer is wary about packing more
and the farmer says he must name
a price for his crop which serves to
make the canner still more cautious.
Therefore, things are at a standstill.

Someone must move or the prospect
for the 1919 pack will be dark with
uncertainty. Uncle Sam has added
one note of re-assurance by promising
not to dump his hoard of stuff—ac-
cumulated for an army of 4,000,000
men for a year—but thus far the out-
let has refused to open. No one wants
to take an initial loss on goods he
knows are perfectly staple at present
values. Tomatoes as a 25 cent seller
cannot move as they did at 15 cents,
but unless the inflation is vented how
can they come down?

Many other lines of business have
faced the situation and with good
sportsmanship “made a break” and
started recession, which in turn means
energy and restored trade. Why can-
not the grocers and canners find a
way at this crucial moment?

In this predicament it is interest-
ing to see a large display of “passing
the buck.” The farmer says it is the
cost of fertilizer and labor and finds
more attraction in $2.26 wheat than
$15 tomatoes. The canner lays it to
the farmer on one side and the grocer
on the other. The grocer charges it
up to the canner and the consumer
and the consumer goes without or
does his own canning. But the plain
fact is that the “big” pack of 1919
has not encouraged a big consump-
tion, except statistically.

Here is the way the canner passes
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it to the retailer (in the Canner) in a
recent accusation:

In the canning industry canners
have taken the first step. They have
cut their -prices. Whether this was
done psychologically, anticipating that
figures must some day be lowered, or
from a desire to sell, and the hope
that reduced prices would shake up
the phlegmatic jobber, is irrelevant.

Jobbing prices are a little more
slow to respond, but they are coming
down in some lines. Retail prices re-
main where they were, with pitifully
few exceptions, a month before the
armistice was signed. And it appears
that the retailer is going to hold those
prices there until he has disposed of
the stock he has which he bought on
the high basis of last summer and fall.

If all wait for trade to adjust itself
in this manner there will be neither
buying nor selling in sufficient quan-
tity to warrant the canner in making
anything but the present very wise
conservative plans for his 1919 pack.
The upshot is likely to be, even with
a normal season, a too small pack of
staples to let the law of supply and
demand hold markets on a steady, de-
cent basis of cost plus a fair profit.
Speculation is probable, with its re-
sulting higher prices. If the retailer
can be prevailed upon to forget every-
thing about the war except the com-
fortable profits he made during 1916
and 1917, and will take from those
profits to pay for a slight loss at this
time, he will take his loss on his can-
ned foods now. He can well afford,
with what little stock he has, to get
No. 3 tomatoes out of the 25 cent
class. It is possible the fall of 1919
will see tomatoes in the 15 cent class
again, unless, of course, ultra-conserva-
tiveness on the part of the canners
results in too great an underproduc-
tion. A reduction in the retail sell-
ing price now will stimulate buying
on the part of the consumer and get
the old canned foods habit reformed.
By the end of the summer it will have
gained enough momentum to carry
the industry through the coming fall
and winter.

THE LEATHER SITUATION.

Ever since the signing of the ar-
mistice, many newspapers have car-
ried the idea, and perhaps through
them, people in general have gained
the idea that there must be a ma-
terial decline in the price of every-
thing.

Prices of commodities are governed
by supply, demand, the volume of
money in circulation and the velocity
of circulation. While most commo-
dities have shown a tendency down-
ward, coffee and leather are two very
important commodities that have not
weakened and there is little hope that
either of these commodities will weak-
en for sometime.

There are certain underlying facts
in the case of each which justify
strength. As to leather the reasons
for continued high prices are so ap-
parent that merchants must apprise
themselves of these facts and be able
to explain them to customers. There
is little doubt but that customers gen-
erally are willing to pay the price for
good shoes, but they will be much
better satisfied if they know why shoes
continue high. As it now appears,
leather is strong and will continue to
be strong for some time to come, for
the following reasons: In normal
times we import the following skins
and hides to be tanned in the United
States:

99 per cent, of all goat skins.

75 per cent, of all sheep skins.

50 per cent, of all calf skins.
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45 per cent, of all cattle hides.

The importation of such a Targe
proportion of our raw materials has
depended on ocean tonnage, and ocean
tonnage is at present three million
tons less than in 1914. The level of
foreign hide prices has for some time
been steadily above our domestic raw
material prices, and as a result of em-
bargoes and shortage of ships our im-
portations for 1918, the vyear just
closed, were less than in 1917 by

60 per cent, in cattle hides.

75 per cent, in calf skins.

40 per cent, in goat skins,
and practically no goat skins have
been arriving for the past several
months. Our importations will prob-
ably continue to be sub-normal until
tanners here can afford to pay the
prices Europe seems willing to pay.

Mr. Merchant, get these facts in
mind. If you are obsessed with the
idea that leather should be cheaper,
these facts will help you to eliminate
that idea. They will also aid you in
putting the situation properly to your
customers.

REAPING THE WHIRLWIND.

There is much talk at the Paris
peace conference about Germany sign-
ing the peace agreement formulated by
the Allies.

What’s the idea?

The signature of Germany to any
kind of a document is a waste of time.
Germany’s word is not worth five cents
in any market in the world. Her signed
agreement is worth no more. She has
no honor, no decency and no just con-
ception of right and wrong. The only
good German is a dead German.

The greatest mistake the Allies made
was to grant an armistice which Ger-
many has kept only because a thousand
cannon are pointed her way. Remove
the military pressure and she will re-
lapse into barbarism, pay no attention
to her agreements and ignore every
promise she makes to be good.

There will never be any permanent
peace in the world so long as the Ger-
man spirit is permitted to exist. In
this country it finds expression in the
recent action of the German brewers
to defy the Government and continue
to manufacture and sell beer in the
face of President Wilson’s proclama-
tion putting an end to the accursed
traffic. Before the war the German
spirit found expression in the determin-
ation of the German brewers to con-
tinue their regime of demoralization by
the subornation of judges, prosecutors
and juries, the bribery of voters and
the corruption of newspapers. It is
the spirit of defiance of law and de-
cency which must be put down before
any peace can be made permanent any-
where in the world.

Over four months have elapsed since
the armistice was signed and not a
single German murderer has been pun-
ished. The Kaiser walks unmolested
in the garden of his friend in Holland,
anxiously awaiting the summons to re-
turn to Germany and re-establish his
reign of lust and blood. In the mean-
time our blue sky chasers in the Paris
conference talk about everything ex-
cept the thing they were sent to Paris
to do—to punish the guilty, discipline
those who followed the leadership of
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the German brutes, force the return
of stolen property and provide for the
restoration of devastated countries by
Germany. Sd far as the Tradesman
can determine, they have done none of
these things. Representatives of de-
mocracies have been so busy hobnob-
bing with kings and dining with princes
that they have found no time to do the
people’s  bidding. They have dilly
dallied so long that Europe is now in
a ferment of wunrest and chaos and
peace is apparently further off than it
was when the Kaiser started his first
war in 1914, Our self-appointed dele-
gates went to Paris ostensibly to dic-
tate terms of peace. Instead of doing
this, they have ignored their solemn
duty to their country and to the world
by discussing every other subject than
the one vital issue. Because of their
trifling and blue sky chasing and their
lack of thoroughness, they have de-
liberately precipitated a war of classes
which will never be settled until there
is a complete reversal of the present
method of conducting our Government
and an effectual embargo placed on
socialism and anarchy. Under existing
conditions we are building up a propa-
ganda of class hatred which will de-
stroy the Republic unless checked by a
strong executive who is big enough and
broad enough to understand that one
cannot sow to the wind without reap-
ing the whirlwind.

SUPPLIES OF WOOLEN AMPLE.
At the Government’s wool sales in

Philadelphia a good demand was
shown for certain of the better
grades, for which very satisfactory

prices were obtained. Representatives
of the woolen mills, and not dealers,
were the buyers. But, as was the case
in previous sales, poorer qualities were
not desired, and they had to be with-
drawn. Some day they will have to be
offered for what they will bring, be-
cause it will not pay the Government
or any one else to keep adding storage
expenses to the cost of them. When
that time comes there will be a de-
cided unsettlement of wool values.
The superfluity of wool supplies, and
the recklessness of buying on the part
of the Government, become more ap-
parent with each new official report
that is issued. The latest of these
reports from the War Department
shows that it bought or contracted
for 722,450,168 pounds of wool, which
is as much as was used in all the mills
of the country for civilian as well as
for war needs in the whole of 1918.
There still remain 487,100,540 pounds
to get rid of. This quantity and the
estimated domestic clip of this spring
will be sufficient to provide for all the
country’s wool needs for this year
and leave a couple of hundred mil-
lions of pounds surplus. To this will
have to be added the quantity which
will be imported. It is very evident
there will be no dearth of the article.
The goods market during the week
was without especial feature, except
that some of the orders put in have
been scaled down by the mills as being
speculative, and that the product of a
number of the mills has been sold up.
In dress goods there is yet no effort
on the part of either buyers or sellers
to hurry things.



March 26, 1919

Michigan Retail Srlwoe Dealers’
tlon.

President—J. E. Wilson, Detroit.

Vice-Presidents — Harry Woodworth,

Lansing; James H. Fox, Grand Rapids;

Charles 'Webber, Kalamazoo; A. E. Kel-

logg, Traverse City.

i Secretary-Treasurer—C. J* Paige,

inaw.

Aasocla-

Sag-

Present and Future Style Trend in
Women’s Shoes.

Style in women’s shoes—the factor
for which the trade has largely to be
thankful for placing the industry on
a more profitable basis, quite in con-
trast to the mediocre place it held
in the field of merchandising a few
years ago, and which survived the
war only through the efficiency and
unselfish efforts of organized shoe
dealers, manufacturers and collateral
branches of the trade—bids fair to
resume its commanding place now
that the struggle of warring nations is
practically at an end.

There never was a time when the
retail shoe merchants exhibited a
keener interest in fashion in footwear
than at present. With manufactur-
ers’ prices at a higher level than ever
before owing to conditions over
which they have no control, the shoe
merchants of the country are exhib-
iting more interest in the matter of
style than of prices. They have come
to realize that shoes, like millinery,
will not sell at a profitable price un-
less style is first and foremost. Per-
haps the comparison favors the hat,
because that is a matter of fuss and
feathers, costs little to make, requires
no particular skill to produce, and
does not afford any actual, durable
service, while a shoe must not only
be stylish but must fit, be comfortable
and must wear well in order to please
its style-insistent owner.

The war time regulations will not
expire until June 1. After that the
“lid is off,” so to speak, and manufac-
turers may make any styles they
please, and retail shoe dealers may
merchandise them without offending
the Government or patriotic citizens.
Sample making, however, has been
unrestrained, and for several months
designers, last makers, pattern men
and others who have a hand in orig-
inating shoe styles, have vied one
with the other in their efforts to pro-
duce pleasing effects for the coming
fall. Tanners and makers of other
shoe materials have given valuable
assistance, and in the shop windows
styles in low cuts already run ram-
pant, a forerunner of what may be
expected in the fall.

Recalling the influence that styles
of one season have upon the succeed-
ing season, it may be well to refer to
the present heavy demand for colonial
pumps. The colonial in its present
style, really a plain pump with a large
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buckle or ornament, and these are in
almost endless variety, brazenly
standing at attention at the throat of
the vamp—is the “big bet” of the
present moment. Buckles come high,
but the public must have them. They
add from 25 cents up to the cost of
the shoe and it is not uncommon for
manufacturers to ask and receive $2.50
extra for pumps because of the addi-
tion of the buckle or ornament.

Foremost in demand are beaded,
jet and steel buckles in bronze, black
and white and other effects, rhine-
stone buckles on patent pumps, silver
buckles both plain and cut, and with
oxidized silver and black leather
buckles, or rather buckle ornaments,
are in great favor. Pumps made after
this fashion are selling chiefly in black
patent leather, black glazed and brown
kid and black and brown suede, also
black satin. Dull calf seems to have
little place in the shoe dealer’s favor
just now. Brown Kkid is extremely
popular for colonial pumps, and
bronze beaded ornaments are pretty
on a Havana brown pump.

No one has to be told of the con-
tinued popularity of oxfords. They
got a real start last year as a war con-
servation measure, and have sold right
through this exceptionally mild win-
ter. Many women have worn opera
pumps and oxfords with and without
spats all winter, and it is freely pre-
dicted, both as a matter of style and
economy, that oxfords and other low
cuts with spats will be worn again
next winter. Five and six eyelet ox-
fords are selling well in patent, black
and tan kid (often in combination
with satin quarters) in Louis heel ef-
fects, and with Cuban and military
heels in oxfords of tan calf and black
leathers carrying tips and imitation
tips and perforations. Dealers gen-
erally anticipate a big white season,
and have bought oxfords and colonials
and striped pumps accordingly, but
only a few boots.

It is cheering to shoe dealers to
know that already American women
are grumbling about the long and nar-
row skirt imposed on them, they de-
clare, by an unsympathetic coterie of
fashion designers, and contrary, also,
to the usually accepted styles of Paris.
If American women would follow the
styles adopted by their Parisian sis-
ters they would be wearing skirts ten
to twelve inches from the ground
rather than the clinging vine type of
draped skirt ankle length and .most
uncomfortable and difficult to man-
age.

The frocks designed at Paris are
said to be particularly created for the
short skirt and cannot be lengthened.
They are drawn in and caught up and
paneled in a way that would be awk-
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7597

A partial list of num-
bers now in demand
in Women's High and
Low Shoes. Everyone
of which is ON THE
FLOOR ready to ship.
NOTE the prices
which are way below
today's market. We
will guarantee these
prices to go higher.
W e specialize and car-
ry in stock Novelties
in season in widths
from A to D sizes up
to 8. Michigan’'s only
real stock proposition.

Wos. Pat Yp. Pl. Toe % Fox 8 in. Pollsh Black Satin Top
Leather Louis Heel, Welt A B C D, % .ocrvevieiviceereeeieneieenns $6.50

TAN KID SHOES WELTS.

7572X % Fox Imt. Tip Welt Leather Louis Heel B C D Choc. Kid Polish 7.00
599

Wg\s Cé\olg Kid % Fox Polish Imt. Tip Louis Heel Welt, % 700
7569 Wos. Choc. Kid % Fox Cloth Top Polish Imt. Tip Weit Louis
HEEl 3-7 B C D oot e s 5.50
7505 Wg}s 8 |n Bentz Choc. Kid Polish Welt 1% Milt. Heel Welt 650
(O o N I T B
7584 Wos. VICI Kid 8'in. Polish Welt Tmt. Tip 1% Heel AB C D % .. 560
7536 Wos. 8 |n Kld Polish Welt % Fox Kid Top Imt. Tip 12-8
Heel A C D e 4.85
TAN KID LOW HEEL
OXFORD
3551 Brown Kid Lace Ox.
Welt Imt. T|p 12-8 Heel,
% A B CD .o $5.1
3562 Betz Brown Kld Imt.

3502 Choc Kid Eng Lace
Oxford PIl. Toe S M S
12-8 Heel, 3-7 C D Mc-
KAy e 3.15
TAN KID LOUIS HEEL
OXFORD
3554 Brown Kid Lace Ox.
Welt. Pl. Toe Louis Heel
% A B CD .ocovererrins $5.15
3538 Choc Vicl Kid Five
Eyelet Ox. Pl. Toe S S M
S Louis Heel % B CD 375
TAN CALF LOW HEEL OXFORD
3552 Russm Calf Lace Ox. Welt Imt. Tip 12 8 Heel % A B CD ... 4.65
3561 Mahog. Calf 5 Eyelet Lace Ox. Imt. Tip 12-8 Heel Welt %B C D 450
3540 Mahog. Side Eng. Lace Ox. Imt. Tip S S M S 11-8 Heel % C & D 3.15
BLACK KID LOW HEEL OXFORD
3555 Bright Kid 5 Eyelet Lace Ox. Imt. Tip 12-8 Heel Welt % A B C D $4.60
3550 Black Vici Kid® Oxford Welt Imt. Tip 12-8 Heel. % A B C D ... 435
3559 Vici Kid 5 Eyelet Lace Ox.j Imt. Tip 12-8 Heel Welt % A B C D 385
3658 Vici Kid 5 Eyelet Eng. Ox. Imt Tip S SM S 12-8 Heel % B C D 3.00
3535 Vici Kid Eng. Lace Cx. Imt. Tip % D S M S 12-8 Heel 3-7 D 250
BLACK KID LOUIS HEEL OXFORD
3553 Black Vici Kid Lace Ox. Welt Pl. Toe Louis Heel, % A B C D $4.35
3560 Vici Kid 5 Eyelet Lace Ox. Pl. Toe Louis Heel Welt % ABC D 3i.8
3539 Vici Kid Five Eyelet Ox. Pl. Toe S S M S Louis Heel, %B C D 350
3549 Br3|ght Vg:l Kid 5 Eyelet Lace Ox. Pl. Toe % D S M S Louis Heel 325
BLACK PATENT OXFORDS
3556 Pat. Kid 5 Eyelet Lace Ox. Pl. Toe Turn _Louis Heel, 3-7 BC D $3.75
3527 Pat. Chrome 5 Eyelet Lace Ox. Pl. Toe S S M S Louis Heel %
MCKAY € & D " oooeviooeiiiieneoeereeeesssssesessscessssessasss s sssscossssssssssessessosss s 15
3557 Pat. Chrome 5 Eyelet Lace Ox. Pl. Toe S S M S 12-8 Low
Heel, 3-7 McKay C D et e et

The following low Shoes are a few of the latest styles shown, which

will more than interest those that want the latest.

April 1st delivery ooner. Some are now enroute, others coming
by express.
BLACK SATIN COLONIAL
4565 Wos. Black S*atin Ox. Colonial McKay Leath. Louis Heel A B C D $4.50
BLACK SATIN OXFORD
3547 Wos. Black Satin Ox. Turn, Covered Louis Heel A B C % ... $4.50
3564 Wos. Black Satin Ox. McKay Leather Louis Heel A B C D % 4.00
BLACK BUCK OXFORD
3566 Wos. Black Buck Cx. Welt, Imt. Tip, AB C D % .ccevervvnenrveircrenn $6.50
FIELD MOUSE GREY COLONIAL
3567 Field Mouse Grey Colonial, Welt Leather Louis Heel AB C D % 6.00
Hirth-Krause Company
Tanners and Shoe Manufacturera
Grand Rapids, Michigan
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ward, an expert who recently return-
ed from Paris says, if they came to
the ankles, adding that, “There is
nothing for America to do but to ac-
cept the short skirt vogue.”

“The first thing | did when | re-
turned to America,” this authority
states further, “was to send all my

models that had been made here to
the workroom to have five or six
inches taken off. The French wom-
en wear skirts that strike about the
middle of the calf, and if the leg is at
all developed it gives a bow-legged
appearance. The French women do
not mind this, but the American wom-
en will. To give the effect of the
short skirt, and yet shadow the legs
we will put a fold of double chiffon
on the bottom of the skirt. This |
consider the most important style
fact of the season. If we consider all
the dictates of Paris we must wear
short skirts. However, boots will be
discarded, for the skirts strike just
above the boot tops and show the
hose at an ugly point. To avoid this
low shoes, preferably pumps, must be
adopted.”

It is pretty generally believed that
prices show little if any tendency to-
wards lower levels. The strong sta-
tistical position of kid leathers and
their prominence in fall lines doubt-
less constitutes a determining factor
that has impelled many of the larger
buyers to place from 60 to 85 per
cent, of their orders for fall.

A speaker at one of the recent state
conventions announced his intention
to order early and risk the possibility

MICHIGAN

of loss by subsequent price declines
rather than to delay purchasing and
take the risk of losing sales through
tardy deliveries which naturally fol-
low a policy of ordering late. He de-
clared he preferred losing a quarter
per pair on the purchase price than
lose several dollars per pair by not
having the merchandise when his cus-
tomers required the shoes. Manufac-
turers are rendering it comparatively
easy for retailers to ensure themselves
against buying-losses by offering to
protect their customers against price
declines over a reasonable period,
which in some cases are stipulated as
prior to September first—Shoe Re-
tailer.

Retailing Taught in lowa High
School.

Progressive bujsiness methods in
Davenport, la., in future years will
demand young people who are sales-
people, not order takers, according to
retail merchants of that city. They
have inaugurated a movement to have
a course in retail selling established
in the Davenport high school. This

course of two years will be supple-

mented by a special course in the
night school.
Boys and girls who will later be

employed in the retail stores, factor-
ies and offices will be much better
fitted for their work in the opinion
of the business men. They declare
the better trained the young people
the greater the progress Davenport
can make in years to come as a busi-
ness center.

TRADESMAN
THE CASH CUSTOMER.

He Resents the Favoritism Shown the
Credit Patron.
Written for the Tradesman.

Undoubtedly a new era is about to
dawn upon the United States, an era
of good prices, good wages and a gen-
uine run of business prosperity, pro-
viding the business of the country is
left to itself and not hampered by
governmental interference. The law
of supply and demand should be al-
lowed to resume the old stand with
opportunity for everybody to work out
in his own way the problems which
confront us.

The merchant who succeeds is the
one who pleases the most customers,
although it might seem a doubtful
practice to curry favor with a certain
class by making the customer’s wife
a present at settlement every pay day.
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little courtesies were
“ran his

oftener—these
awarded the customer who
face” for his purchases.

These little attentions were, un-
doubtedly, appreciated by the cus-
tomer. Mr. Merchant felt that he
could afford it by keeping the man
who traded almost exclusively at his
store, good natured and satisfied.
Right here, however, is another point
of view.

In the town where the merchants
were so accommodating were other
customers, few in number perhaps, yet
an actuality in the business life of the
town, who paid cash on purchasing,
never running a book account from
one year’s end to the other. What
about the new dresses, new dishpans,
fancy frills and so forth that went to
the other customer?

Not once did the cash customer
realize that he was conferring a favor;

I have known merchants who seem-jot once did the merchant’s hand go

ed to court the trade of the ones who,
from force of habit rather than of nec-
essity, ran a bill at the store to be
paid for at the end of a few weeks or,
perhaps, months as best suited the
aforesaid customer. And when the
man came in, settled up, paying his
account, the merchant would blandly
throw down a dress pattern as a pres-
ent to the wife.

It was not always a dress pattern.
Sometimes it is a neat bit of lingerie,
a substantial piece of granite ware or,
perhaps, bonbons and sweetmeats, the
value of which was proportioned after
the size of the bill. At least four
times a year—and sometimes much

up to the shelf to toss down a neat
dress pattern for the cash customer’s
wife. Not necessary was it to keen
the spot cash customer good natured;
he was born that way else he would
not have been what he was, a cash
paying customer, preferring to wait if
he had not the ready money until a
more flush time, before purchasing an.
article with a request to “charge it.”

Up in the North woods, once upon
a time, the storekeepers made it a
point to trust those whom they be-
lieved to be good pay. Even the lit-
tle children learned the meaning of
this sort of credit system and some-
times one of their number, usually

Stir Up Business W ith Bargains
A Few Listed Here.

A Trip to Our Factory Means Profit to You

Many Other Styles

MEN’S SPECIALS .
No BOYS AND CHILDREN'S ) WOMEN'S
N 6180 g d Youths' G. M. Blucher, 1to 6 9205 1O Price
0. Price t_oys an ouths” G. M. ucher, 1 to : 2800 Women’s Havana Brown Kid 9-Inch
9821 Little Gent's IN SAME oo eooceveecereeereeean, 1.75 Brown Cloth Top Welt, A to D, 3 to 7 $4.60
6133 : i .
3490 Men’sG. M. Blu, 14-lIron FibreSole..$3.25 Bc;ysioargd Youths’ Choc. FAI.k Outing, 200 2826 Women's Havana Brown Kid 8/2 In.
. Brown Cloth Top McKay. 15-8 Cuban
9822 ’
Little Gent's In Same Heel, BCD, SizeS 3 10 7 oo 3.75
B718  Men’sG. M. English, 14 IronFibre Sole 325 3460 Misses’ Dongola Patent Tip Button Mc-
Kay, sizes 1 2 to 2 ... .. 2.00 2827 Women’s Havana Brown Kid 8i/2-In.
. 3836 cChild’s Dongola Patent Tip Button Mc- Brown Cloth Top McKay.'13-8 Cuban
8733  Men’sTan Victory, Welt ... 4.00 Kay, SIS B2 10 12 oo 0O 1.75 Heel, Imitation Tip, B C D, 3to 7 .. 375
4868 |nfant’s Dongola Patent Tip Button Mc- 2832 Women’s Tan Patent 8-In. Faun Nu-
, . Kay, sizes' 6 t0 8 ....cccciiiniiiieiieierenes 1.50
8733 Men’sBlack Victory, Welt ... 4.00 buck Top. 15-8 Cuban Heel, McKay,
3470 Misses’ Gun Metal Blucher McKay, Imitation Tip A to D, sizes 3to 7 ... 4.00
sizes 121/2 102 ... 1.95
8707 Men’sTan BIUChEr ..ooioeeeiereeereeninn 525 3870 Child’s Gun Meftal Blucher McKay, sizes 2833 Women’s Gray Patent 8-In. Gray Nu-
8/2 10 12 oo T i 1.65 buck Top. 15-8 Cuban Heel, McKay,
4870 , Imitation Tip, A to D, sizes 3 to 7 .. 4.00
8580  Men’®Tan English ... g9g In;iazr;;% (t;oung Metal Blucher Mckay, 1.45 , ) ;
""""""""""""""""""" - 2813 Women’s Gray Kid, 8-in. Gray Cloth
3471 Milszs%s’t ng Metal Button McKay, sizes Lo5 Top, Louis Heel, McKay ....ccccoovmrren. 3.85
. I L .
8728 Men’s Tan English Oxford ... 4.50 . .
371 Child’s Gun Metal Button McKay, sizes 2805 Women’s Gun Metal C_alf 8/2-In. Dull
8/2 to 12 .. 165 Top, Welt. BCD, Sizes 3to 7 ......... 3.75
8725 Men’sBlack English Oxford ... 3.60 4871 Infant’s_ Gun Metal Button McKay, 2829 Women’s Gun Metal 8/2-In. Black Cloth
sizes 5 t0 8 = 1.45 Top, McKay. BCD, sizes 3to 7 __ 285

Rindge, Kalmbach, Logie Co.

Grand Rapids, Mich.
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from the family of the most notorious
dead-beat in the neighborhood, would
come sidling into a store, up to the
counter, and smiling up into the mer-
chant's face would ask: “Mr. Blank,
do you sell on trust?”

Selling “on trust” got to be a nuis-
ance in the woods, because the popu-
lation was erratic, one never knowing
whether his customer would stay a
month or slide out between two days
and leave an account unsettled.

In the farming community most of
the book accounts are good, and yet
| can hardly agree that it is good
business to pat the credit customer
on the back every pay day by giving
his wife a present, while utterly ig-
noring the cash customer whose cof-
fers are not quite so full as the others.
Even the man or woman who pays
cash in every deal cannot but notice
the favoritism shown the credit cus-
tomer.

It is a little queer that some of the
ones best able to pay, ones who are
abundantly able to plank down the
cash at a moment’s notice, should
choose to run a book account. Some
of these men never allow their wives
money to pay for anything relating to
the upkeep of the household, prefer-
ing to have all such bills sent in at
the end of the week or fortnight.

It is like some of the old war vete-
rans who run a three months’ account
at the store, turning over their pen-
sion quarterly to meet these accounts,
when it would be just as easy, and
much more satisfactory to all con-
cerned, did they economize sufficiently

VAOU can
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to pay as they go and thus save time
and chance for mistakes and misunder-
standings.

It seems to give the ordinary human
a certain feeling of pride to know that
his credit is good. A prominent lum-
berman often contracted a book ac-
count at the store, nor would he think
of paying it until asked for the money
by the merchant. “What isn’t worth
asking for isn’t worth having,” seem-
ed to be his motto, and after the mer-
chants got onto his manner of doing
business everything went well, al-
though one storekeeper waited a year
before dunning his man, knowing he
was well able to pay. Old Timer.

Might Not Be Enough To Go Round.

Up in the balcony of a big store’s
shoe department were boys busy with
boxes to whom saleswomen from the
floor below called like this: “Send
me down a number two Benny—a
number two Benny.” “A four David,
a four David.” “l want a three-and-
a-half Charlie, understand? A three-
and-a-half Charlie.” Gradually it
dawned upon a woman observer that
the names referred not to the boys,
but to the boots. “What do you say

when you want ‘A’?" she asked.
“Width ‘A’?” repeated the saleswom-
an; “that’s Abie.”

Were there greater variety in wom-
en’s feet, there might not be enough
names to go round the alphabet and
up to the balcony.

A mouse scares a woman almost as
much as a milliner’s bill scares a hus-
band.

less afford now,

* more than ever before, to
take chances with a line of shoes
the quality of which is uncertain.

High Price Times create abigger
demand for shoes of acknowl-
edged value. Thisiswhy MAYER
HONORBILT SHOES are easy
for you to”sell; their quality is
well and favorably known.

F. Mayer Boot & Shoe Co
Milwaukee, Wis.
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Manufacturers of Serviceable Footwear

T

CAREFUL SELECTION of stock and equally careful
workmanship have maintained the high standard
of quality in the

B. Hard Pan (Service) Shoes

At this season your outdoor customer is providing
himself with strong, sturdy shoes that give the
needed comfort and protection to his feet.

Owing to war and supply market conditions the
temptation to substitute inferior materials has been
great. It is therefore important that a shoe line of
known qualities, one that is made by a firm of un-
questioned responsibility, be handled by every re-
tailer.

The H. B. HARD PAN Service Shoe has always
been made from specially selected and prepared
stock. The same care is exercised in the selection
of stock to-day. The shoe MUST measure up to the
same quality standard to-day that it has always
measured up to.

You can RECOMMEND and SELL the H. B. HARD
PAN Service Shoe to-day as the best service shoe
on the market, because it does measure up to the
same quality as in the past.

For years it has been the standard in men's shoes
and it will remain so.

Herold-Bertsch Shoe Co.

GRAND RAPIDS, MICH.

he Hood Sportshu
A Sporty Sportshoe

How the Boys like em!

White canvas upper
Leather stays and patch
Heavy red rubber

Sole and side foxing and wedge
heel

Men’s 6-11 $1.75
Boys’ 2-6 1.60
Youths’ 11-2 150

ON THE FLOOR
We carry the largest line, greatest variety

and largest stock of Tennis and Canvas
footwear of any Michigan House.

Grand RapidsiShoe &Rubber(h

The

Michigan People Grand Rapids

1
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Criminal Selfishness of Union Labor
Leaders.
Wrritten for the Tradesman.

Some idea of the burden the rail-
roads are carrying can be formed from
figures compiled by the Financial and
Commercial Chronicle. They show
that the ratio of operating expenses to
gross receipts for the months of July,
August, September, October, Novem-
ber and December, 1918, was 95.14 per
cent, in 1917 and 90.75 per cent, in

1918. In January, 1919, seventy-eight
roads showed deficiencies of from
$500 to $618,000 each. Figures do

not lie and are in themselves elo-
quent comments on the Government
control and operation of railroads.
The failure of this large number of
railroads to earn their expenses is due
to the prodigious additions made to
the pay rolls of the roads through the
repeated increase in wages, and yet
the article written in the Michigan
Tradesman entitled “Killing the
Goose That Laid the Golden Egg” is
sharply criticised by a member of the
Brotherhood of Railroad Conductors.
The writer of that letter of criticism
is a man of excellent character and
perfectly sincere in what he writes,
but his vision is evidently obscured
by the film of brotherhood glamour.
He says:

I find in the Tradesman of March
5 an article, “Killing the Goose That
Laid the Golden Egg” and your name
at the end of the article. 1 am hop-
ing that there is a Paul Leake other
than you and that he is the author,
thereby relieving you of the responsi-
bility of what | consider a slanderous
attack upon the Order of Railway
Conductors. | have been a member
of that order since the early eighties
(about thirty-five years) and know
something of its work and, while |
do not approve of all that has gone
out against them and other labor or-
ders, 1 know full well the great good
they have accomplished, for prior to
their existence the condition of its
conductor was anything but enviable.
| further know that they have always
been considered a conservative order
—in fact, too much so for their own
good—and many times have stood for
what was right and fair, even at the
expense of being called weak. The
personnel is made up of some of the
grandest and noblest men in the coun-
try; men who have endured all kinds
of self-sacrifice and stand ready to-day
to continue on in that good work in
order to uphold the great principle of
the square deal.” In the great level-
ing process that the world is now
undergoing, they will be one of the
factors that will be instrumental for
the greatest good for the greatest
number and, as a whole, will stand
firmly for the right. | will not deny
that it has members that do not live

to that ideal, but the whole order
should not be condemned and be com-
pared to the bolsheviki” and any
such charge is unjust, unfair and un-
christian and | am resting in the con-
fidence that you speak from a stand-

point of misunderstanding purely and
absolutely.

Wi ith the record of extortionate de-
mands of the railroad brotherhoods
which have added approximately one
billion dollars to the pay rolls of the
railroads, where, may it be asked,
does the “square deal” and “self-sac-
rifice” come in? The head of the
Brotherhood of Railway Conductors
was quoted when before Congress, in
the article referred to in the letter,
and the only sacrifice shown in'his
remarks would be the sacrifice of
many thousands of men, women and
children represented through the rail-
roads securities holdings of savings
banks, insurance companies and trust
companies, through investments made
when the railroads were privately
owned and when such securities were
considered gilt-edged. What con-
sideration has been accorded by the
railroad brotherhoods to these hun-
dreds of thousands whose savings are
at stake in railroad securities? None.
The programme of the railroad broth-
erhoods, like that of all other organ-
ized labor, has been an utterly selfish
one, and if that is not the bolshevik
spirit, what is it? It is too bad that
good men are so blinded that they
cannot see that the practical applica-
tion of the Golden Rule is the only
one which will bring peace, prosper-
ity and happiness to all. It has got
to come. There may be upheavals,
strikes and much grasping for individ-
ual and collective gain—temporarily
successful possibly—but there is no
escape from the law of compensation.
If men will sow the wind they cannot
escape reaping the whirlwind. Bitter
experience will inevitably teach them
their folly. A more un-American
spirit, a more autocratic tendency than
that shown in the attitude of union
labor in this world’s crisis would be
difficult to find. This is written as no
apology for financial hogs and profit-
eers who are just as selfish as union
labor, but is written with the hope
that a broader, higher view of indus-
trial life will be taken by both capital
and labor. Without it, without the
brushing away of the cobwebs of self-
ishness, no permanent prosperity can
exist.

W hat is the situation to-day? Other
increases in railroad wages are under
consideration and at Atlanta, Ga., a
body of railroad clerks actually went
on strike because the Railroad Ad-

ministration did not act quickly
enough in complying with certain
new demands. To avoid inevitable

bankruptcy further additions to the
railroad payrolls should be resisted
to the utmost. The only alternative
will be a further advance in freight
rates, which might easily prove ruin-
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ADDITIONAL
SERVICE

THE WELL-IN-
FORMED BUSI-
NESS MAN has a
decided advantage
over his poorly-in-
formed neighbor. Any
business man can se-
cure much basic in-
formation from our
Monthly Trade Reports which you may
have for the asking.

THE OLD NOMINAL BANK

MONROE AT PEARL GRAND RAPIDS

Create a Trust Fund

for the benefit of your family and your-
self by putting a part of all your property
in our bands as trustee under a Deed of
Trust.

The trust may be established with a
moderate amount of property and additions
made to it from time to time. You may
reserve the right to terminate the Trust or
change your Trustee or Beneficiaries and
thus have an opportunity to meet chang-
ing conditions.

Send for Blank Form of Will and booklet on
“Descent and Distribution of Property”

The Michigan Trust Co.

OF GRAND RAPIDS

Audits made of books of municipalities, corporations,
firms and individuals.

Safe Deposit Vaults on ground floor.
Boxes to rent at low cost.
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ous to the industries of the country
and still further advance the high cost
of living, or the assumption by the
Government of a huge annual deficit
of $1,000,000,000, which, in turn, might
be more than the country could bear,
and which, in the end, would have to
be paid by the people at large. The
danger of destroying our great rail-
road system is great. Merchants’ as-
sociations, chambers of commerce and
boards of trade all over the United
States should take united action, with
a view to having notice given of every
contemplated wage advance, the same
as proposed increases in freight rates.
One is as important as the other and
one leads to the other. Not only that,
but in the end, further wage advances
inevitably mean higher rates.

In view of present complications
and re-adjustments from war to
peace, business continues to be re-
markably steady, showing the abiding
faith of the business public in the
future of our great country. Commer-
cial failure tabulations continue to
afford evidence of—under the circum-
stances—an extremely satisfactory
state of affairs. The latest statement
for February, 1919, is particularly
favorable, considering the adverse ef-
fect of the mild winter upon many
lines of trade. In that month the
reduction in the number of defaults
was very noticeable, as compared
with a similar period in recent years,

the insolvencies having been fewer
for February than any year for which
data is obtainable. Liabilities, too,

make a gratifying exhibit, even though
somewhat heavier than the moderate
total of January, falling below those
for the corresponding period of all
years back to 1907. The commercial
failures for February, 1919, were only
602, covering debts of $11,489,183, com-
pared wih 980 failures and $12,829,182
last year, 1,165 and $16,617,883 in 1917,
and 2,278 and $32,404,630 in 1915.
Paul Leake.

Getting Up.
W ritten for the Tradesman.
There are acts of manly courage
W herever one ma
Brave deeds all men enhcourage
But the older that I grow
Though still I'm hale and hardy
As when | was a boy—
| find I'm growing tardy
And somehow can’t enjoy
Getting up.

Of course | would not always
Like to lie in bed
But | often wish_ for someway
Of getting up—instead
Of leaving to a fellow
When he should cut his snooze
No man can say I'm yellow
But yet | can’t enthuse
Getting up.

Sbft beds in any season
Bring joy to ‘a tired head
And it is plain to reason
That man should be comforted.
Nature wishes we would use her
At her sominal repast—
Then daily should | abuse her
By being a bit too fast
Getting up.

I never understood it
Her law of pleasing sleep
Tou always wonder would it—
Thou?h by the minutes creep—
Not help to take another
Just_a shortest—little naﬁ
Tet still you fuss and bother
That something new may hap
Getting up.

Sometimes | think the gods knew

When given the world to keep
Real troubles theY would have too

Where men so love to sleep
So_they point him onward ever

To & fairer world than this
W ith Eternal Day—for never

Could saints find any bliss.

Getting up.
Charles A. Heath.

MICHIGAN

Overlooking the Human Element.

New York, March 25—1 read with
interest your editorial in the issue of
March 5 touching on the lack of vis-
ion of the “old man” in handling a
successful business proposition. It is
only too true that many of our great
industrial captains, in their eagerness
to provide the most modern equip-
ment, have, perhaps, made a mistake
and gone a step too far in providing
a homestead (a truly worthy object)
for this is a matter the average red
blooded man wants to do for himself,
therefore placing the doer under a
certain amount of suspicion by the
"doee” (coined this one) whom he
attempted to help, as the man has be-
gun to think for himself and questions
the sincerity of the doer and why?
Because the employer lacked the spon-
taneity of good nature in his deed, he
perfunctorily performed what he con-
sidered his duty, overlooking the hu-
man element in the heart of the other
fellow. Hence his paternalism falls
as fiat as a pancake and is as tasteless
as insipid water, if he cannot mix it
with the sugar of kindness, stirred by
the spoon of justice. This has been
proven by the events of the Kaiser’s
war, where millions of men were close-
ly associated and, although ruled by
code, never for a moment lost sight
of the fact that they held the balance
of power, and were fighting for an
:deal and not for any officer or set
of officers, but rather were thinking
of home and mother and would not
tolerate any brutal act on the part of
a superior, any more than they would
a paternalistic one. The most effic-
ient officer on the field of battle or
in the cantonment was of the kindly
business like type, the exception prov-
ing the rule in having men court mar-
tialed for trivial offences, and in one
instance or perhaps in many they had
to be removed to other companies, as
their men could not be lead into bat-
tle by them unless they were treated
like men. Brute force never wins, as
proven in the case of the kaiser, the
worst brute which ever disgraced the
pages of history, whose motto was
“might against right” or, in the Prus-
sian form, “Deutschland uber alles”
without regard to whether the remain-
der of the world wanted his theory or
not; but with all his hellish influence,
backed by the most powerful ma-
chine, physical and mechanical, asso-
ciated with the unspeakable Turks and
cruel Kurds, he still fell short of his
satanic design, overlooking in all of
his devilish preparation not alone the
spirit of the American boy, but the
words of the Master, “I have built my
church upon a rock and the gates of
Hell shall not prevail against it.” The
church is the Temple of Man’s Soul,
which the Prussian brute tried to de-
stroy, but failed, as the gates of Hell
he opened could not prevail against it.
The men who fell upon the field of
honor cbuld never have done any
more for us than by dying. In that
simple act they gave all they had for
the greatest cause ever.

“He, watching over lIsrael, slumber-
erest not, nor sleepeth.”

T. J. Riordan.

Stumping a Scientist.

Old Mr. Brompton is a very clever
man. He has enough degrees after
his name to supply a platoon of scien-
tists. Yet the other day his little
granddaughter utterly confounded
him.

“Grandpa,” said she, “l saw some-
thing funny running across the
kitchen floor without any legs. W hat
do you think it was?”

Grandpa thought and thought, but
at last had to give it up.

“What was it?” he asked.

“Water!” replied the little
triumphantly.

lady
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HE naming of the Grand Rapids
Trust Company as Executor and
Trustee means that you will bring to
the settlement and management of your
estate the combined judgment and busi-
ness ability of its officers and directors.

The most competent individual has
only his own experience and knowl-
edge to qualify him. This Company
offers your estate the pollective knowl-
edge and experience of its officials.

ASK FOR BOOKLET ON “DESCENT
AND DISTRIBUTION OF PROPER-
TY” AND BLANK FORM OF WILL.

Rrand RapidsTrustRompany
OTTAWA AT FOUNTAIN BOTH PHONES 4391

Safe Deposit Boxes at Three Dollars Per Year
and Upward

GRAND RAPIDS NATIONAL CITY BANK
CITY TRUST & SAVINGS BANK
A880CIATKD
CAMPALI «QUARK

The convenient banks for out of town people. Located at the very center of
(tjhet _ci%y. Handy to the street cars—the Interurbane—the hotels—the shopping

istrict:

On account of our location—our large transit facilities—our safe deposit vaults
and our complete service covering the entire field of banking, our Institutions must
be the ultimate choice of out of town bankers and Individuals.

Combined Capital and Surplus .. $ 1,724,300.00

Combined Total Deposits . 10,168,700.00
Combined Total Resources- ... 13,167,100.00
GRAND RAPIDS NATIONAL CITY BANK
CITY TRUST & SDAVINGS BANK
IwWwun
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CHAIN STORE COMPETITION.

How the Grocer Can Meet It Success-
fully.*

I cannot now recall a single retail
gTocer who was in trade when | started
the Tradesman, thirty-six years ago,
who is still actively engaged in the
grocery business.

The same is true of the wholesale
grocery trade. | believe Geo. R. Per-
ry, Edward Frick, Leslie Freeman and
Chas. S. Remington are the only per-
sons now connected with the whole-
sale grocery business who were active
factors in the trade in 1883.

The Grand Rapids Retail Grocers'
Association was organized in the of-
fice of the Michigan Tradesman, in
the old Eagle building, on Lyon street,
Nov. 10, 1885. It has, therefore had
a continuous existence of over thirty-
three years.

The original
lows:

President—E. J. Herrick.

First Vice-President—E. E. Walker.

Second Vice-President—James A.
Coye.

Treasurer—B. S. Harris.

Directors—Eugene Richmond, Wm.
H. Sigel, A. J. Elliott, Henry A. Hy-
dorn and Wm. E. Knox. Of these
nine gentlemen, only three, | believe,
still survive—B. S. Harris, Eugene
Richmond and W. E. Knox. None of
the survivors are now connected with
the grocery business.

Regular meetings were held every
two weeks in the Tradesman office
most of the time for about ten years.
I had the honor to serve as Secretary
of the Association for the first four
years of its existence.

The reports of the meetings disclose
that the efforts of the organization
were mainly directed to the curtail-
ment of the dead-beat and the un-
licensed peddler, to greater uniformity
in berry boxes, packages and contain-
ers and the correction of many trade
abuses which owed their existence to
lack of co-operation among the retail
grocers. Just as man is heir of all
the ages, so you grocers of to-day
benefit by the early efforts of your
predecessors more than thirty years
ago in abolishing abuses and intro-
ducing reforms which tended to place
the business on a more uniform, stable
and profitable basis.

Stimulated by the success we achiev
ed in the local field—both in actual
accomplishment and prophecy for the
future—I1 devoted all the spare effort
at my command to the organization of
local organizations elsewhere in the
State, with the result that we soon
had over 100 active associations in ex-
istence. Sept. 1, 1886, | was instruct-
ed by the Grand Rapids organization
to issue a call for a convention to con-
sider the creation of a State associa-
tion. This meeting was held on Sept.
21 and resulted in the organization
of the Michigan Business Men’s As-
sociation, which was destined to play
an important part in the work of so-
lidifying and stabilizing the local or-
ganizations and taking up the work
where they left off and carrying it
forward to successful completion.

*Response at annual banquet Grand
Rapids Retail Grocers” Association by
B. A. Stowe.

officers were as fol-
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This organization held a second an-
nual convention in Grand Rapids the
next year and subsequent conventions
were held at Flint, Cheboygan, Mus-
kegon and Grand Rapids. It was for-
tunate in being officered by men of
exceptional ability and influence which
gave the organization a character and
standing which commanded respect
and enabled it to secure a hearing at
the hands of any body of men. The
uniform insurance policy form was the
creation of this organization and much
good work was done in preparing the
mercantile interests of the State for
the era of mutual fire insurance which
is rapidly and satisfactorily supersed-
ing the stock fire insurance vulture,
which has gloated so long on the vitals
of our merchants.

At the inception of local organiza-
tions among retailers a fatal mistake
was made everywhere all over the
country. The initiation fees and an-
nual dues were placed at so low a
figure that the organizations were
greatly handicapped in their work, be-
cause they had to depend upon volun-
tary effort to a great extent to accom-
plish results which ought to have been
paid for in man fashion. Furthermore,
in the event of their holding picnics
or banquets, they were forced to as-
sume the attitude of mendicants in
soliciting the gift of funds or mer-
chandise from their friends of the job-
bing trade. Because this feature was
frequently abused—not to make use
of a stronger term—Ilocal associations
of retailers suffered severely in the
estimation of the jobbing trade. Many
retailers of high character refused to
join hands with their brethren because
of this unfortunate condition.

The fact that you are now willing
to pay $12 per year for the same ser-
vice we expected to secure thirty years
ago for $1 per year shows that gen-
uine progress has been made in one
important direction—the increased ap-
preciation your members have of the
value of the service rendered. This is
a long step forward. It adds to your
self-respect to be thoroughly self-
supporting.

When | was President of the Asso-
ciation of Commerce, ten or a dozen
years ago, the annual dues were $10
per year and many of the members
cheerfully paid their own expenses on
any trips they took to distant parts of
the country to investigate matters on
which they were asked to make a report
Now many of us—possibly most of us
—pay $100 per year for individual
membership and the organization has
ample funds on hand at all times to
reimburse its members for expenses
incurred in exploration and exploita-
tion work so necessary to its success.

We are all gradually coming to un-
derstand that we can be benefited by
an organization only in proportion to
the amount we put into the treasury;
that we cannot expect to draw out
silver dollars from a contribution of
lead nickels and that starving an asso-
ciation of business men is no more
profitable than it is to attempt to feed
a horse on sawdust and expect the
animal to do good work.

One great problem in mercantile
organization is to keep strong men at
the head of it. Your organization
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stands for something in this commun-
ity. It should stand for dignity, in-
tegrity, high motives, fair dealing and
faithful service. All of these qualities
are typified by the merchant who
achieves success along right lines.
Such men, when placed in positions of
trust and responsibility in your organ-
ization, reflect credit on the associa-
tion and cause it to be regarded as
representative of the best thought, ef-
fort and action in your line of busi-
ness. The elevation of such men gives
your organization a good will which
is worth more to you than any other
quality you can acquire. Because you
have not been sufficiently alert on
these points there have been times in
the past when your organization has
not been regarded with favor by the
jobbing trade, because you have too
often tolerated methods and practices
on the part of some of your officers
which did not meet the approval of
men of high character. You cannot
scrutinize this feature of association
work too closely or too carefully, if
you want your organization to stand
high in the estimation of others and
be a source of constant inspiration and
encouragement to every member.
Another feature on which | think
you have sometimes fallen down is the
lack of thoroughness.

Aaaeta $3.999.566.16

This criticismjli
does not apply to your organization”

March 26, 1919

Kent State Bank

Main_Office Ottawa Ave.
Facing Monroe

Grand Rapids, Mich.

Capital . . . .  1500,000
Surplus and Profits - $700,000
Resources’;

10 Million Dollars

3 % Per Gent.

Paid on Certificates of Deposit

The Home for Savings

Insurance in Force $55,688,666.66

Offices—Grand Rapids, Midi.

Has an unexcelled reputation for ita

Service to Policy Holders

$4,274,473.84
Paid Policy Holders Since Organization

CLAUDE HAMILTON
Vice-Pres.
JOHN A. McKELLAR
Vice-Pres.

WM. A. WATTS
President
RANSOM E. OLDS
Chairman of Board

RELLS. WILSON
Sec

CLAY H. HOLLISTER
Treaa.

SURPLUS TO POLICY HOLDERS $477,509.40

N Fourth National Bank

)

W it H. ANDERSON. President
J. CLINTON BISHOP. Cashier

United States Depositary

Savings Deposits

Commercial Deposits

Per Cent Interest Paid on
Savings Deposits
Compounded Semi-Annually

3K

Per Cent Interest Pnld on
Certificates of Deposit
Left One Year

Capital Stock and Surplus

$580,000

LAVANT Z. CAUKIN, Vice President
ALVAYI. EDISON. Aaa't Cashier
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alone. You have a distinguished com-
panion in the wholesale dealers de-
partment of the Association of Com-
merce, which has the unfortunate
faculty of discussing topics until they
are worn to a frazzle and are then
thrown in the discard without definite
action being taken thereon. The sub-
ject of fire insurance is a case in point.
The matter was presented from all
viewpoints. Disclosures were made
that the present manner of determin-
ing rates is based on incorrect theories
and impossible surmises; that nine-
tenths of the policies written by local
stock fire insurance agents bear riders
which are full of technical subterfuges
and catch phrases which render them
actually invalid in many cases; that
three millions of dollars are sent out
of the State every year for no con-
sideration whatever; that the present
method of settling losses through so-
called adjustment bureaus is frequent-
ly a farce and a holdup. AIll of these
facts were brought out clearly and
forcibly, but no definite action was
taken to better existing conditions and
probably never will be. It was all
wind and dinners wasted.

Considering the example thus af-
forded you by vyour distinguished
brethren of the jobbing trade, it is
not to be wondered at that you should
be subject to the same criticism. You
have discussed the huckster and the
grocer who keeps open Sunday and a
dozen other topics of vital interest to
the trade, but you have never definite-
ly settled any of them. You will never
vindicate your right to existence until
you have settled these subjects—and
settled them right.

There never was a time when con-
cert of action among retail grocers
was more necessary than now. The
chain store no longer looms up in the
Eastern horizon. It is here—and here
to stay—unless you meet it face to
face and beat the chain store propa-
ganda at its own game. You cannot
do this by co-operative buying and

reducing your credit prices in
the face of your present ratio
of expense. You must accomplish it

by giving your cash-and-carry cus-
tomers the same benefit the chain
stores do and increase your turn-over
to make up the deficiency. For thirty
years | have steadfastly maintained
that it is unfair to ask the cash cus-
tomer to pay the same price for goods
the charge customer pays, because
such a policy places a premium on
credit transactions and penalizes the
poor devil who comes into your store
with cash in his pocket, pays for his
purchases on the spot and carries the
goods home with him in a basket or
on his arm. The time has arrived
when self-preservation proclaims that
you must go on a spot cash basis or
else give the cash customer a 5 per
cent, discount from the prices you
have to maintain with the charge-and-
delivery customers. You may think
you cannot afford to do this, but you
can do so, according to the best
authority that we have on the subject,
based on the average experience of
2,000 retail grocers located in differ-
ent parts ,of the country.

The Bureau of Business Research
of Harvard College finds that the de-
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livery expense of the retail grocer
varies from 1.1 to 5.9 per cent., the
average being 3 per cent.

The cost of keeping track of credit
accounts varies from .5 to 212, the
average being 1.6 per cent.

The losses from bad debts varies
from .01 to 2.02, the average being
Zi of 1 per cent.

These items make 51 per cent,
showing that it is practical for every
grocer to give a 5 per cent, deduction
for cash-and-carry and still be on the
safe side.

Some of you may not agree with me
in this statement and conclusion. |
hope this is the case, because this
world would be a very tame affair if
we all thought alike. If any merchant
has a better plan than mine to retain
the trade which will otherwise be di-
verted to the chain store in the near
future, | shall be delighted to discuss
it with him, personally or through the
columns of the Tradesman.

| am not an alarmist who believes
the retail grocer is destined to become
extinct and obsolete, as the Grand
Rapids Press predicts that the jobber
has outlived his usefulness and is des-
tined to face complete elimination
in the near future. | believe there
will be retail grocers a hundred years
hence who will be facing problems and
discussing difficulties, the same as we
are in this generation. If Mr. Wilson
makes a success of the League of
Peace Mr. Taft has so long advocated,
possibly we may have a League of
Trade which will put an end for all
lime to ruinous competition, slow pay-
ing customers, crafty dead-beats, in-
correct scales and measures and all
the other perplexing questions which
now confront the retail grocer.

Of one thing we are assured: Or-
ganizations of retail dealers like yours
can do very effective work in bring-
ing about any reformation which may
come to the trade through either good
or bad fortune. Therefore, stand by
your association, pay your dues
promptly, keep your best men in of-
ficial positions, attend the meetings
regularly, discuss all subjects present-
ed in an intelligent and dispassionate
manner be guided by wisdom and far-
sightedness in deciding all matters
you pass on and, when action is once
taken, support such action to the limit
of your resources. Only by so doing
can you make your association worth
while and enable it to take high rank
as a vital force for good in the com-
munity.

The Spring Has Come.
Written for the Tradesman.
The Spring has come—I feel it!
There’s something in the air—
The winds and clouds reveal it
There ’re portents everywhere.

The Spring has come—I smell it!
W here disappearing snows
On sunny slopes foretell it
W ith the bit o’ green that shows.

The Spring ha3 come—I know it!
| catch a fragrance new

The snow-drops surely show it
And the blooming crocus too.

The Spring has come—I hear it!
Distant thunder with the rain
The birds are here to cheer it
I'm glad it’s Spring again!
Charles A. Heath.

If your advertising doesn’t pay,
don’t lay it to advertising. The blame
belongs with the advertiser.
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INSURANCE AT COST

On all kinds of stocks and buildings written
by us at regular board rates, with a dividend of
30 per cent, returned to the policy holders.

No membership fee charges.
Insurance that we have in force over $2,500,000

MICHIGAN SHOE DEALERS MUTUAL
FIRE INSURANCE COMPANY

FREMONT, MICH.
One of the Strongest Companies in the State
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MEN OF MARK.

C. S. Simkins, the Well-Known Dry
Goods Man.
Cady S. Simkins was born at King-

ston, Ont., Sept. 25, 1882. His father
was of English descent. His mother
was of Holland descent. He spent his

boyhood in the place of his birth,
graduating from the high school on
the literary course and subsequently
devoting one year to the study of
law at Queen’s College. He left King-
ston the last week in 1899 and obtain-
ed a position with the Tower-Brooks
Co., of Albany, handling ready-to-
wear g”ods exclusively. After leaving
the business in the store he traveled
two years in York State. He subse-
quently devoted a year to inside work,
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Mr. Simkins attends the Westmin-
ster Presbyterian church. He is a
Mason up to and including the Chap-
ter degrees. His hobby is atheltics,
including bowling, pool and base ball.
He attributes his success to hard
work.

Old Enemies Meet.

Admiral Dewey was at dinner one
day in Washington with Chief Justice
White of the Supreme Court of the
United States. Admiral Dewey had
occasion to speak of his experiences
on board a federal gunboat in the
Civil war, when an attempt was made
to run by a fort on the lower Mis-
sissippi. The gunboat was put out of
action, and Dewey, then a lieutenant,
with all on board, abandoned the ves-

Cady S. Simkins

doing all the buying in the wholesale
department.

Jan. 5, 1906, he came to Grand Rap-
ids to take a position as manager of
the domestics department of the
Friedman-Spring Co. He subsequent-
ly handled the hosiery and underwear
department for five years. Later on
he managed the department devoted
to the sale of carpets, rugs, draperies
and curtains until that department was
discontinued. March 1 of this year
he accepted the position of manager
of the piece goods department of the
Grand Rapids Dry Goods Co., which
will give him ample scope to develop
his varied ability as buyer and sales-
man.

Mr. Simkins was married Aug. 23,
1905, to Miss Rose A. Hahn, of
Albany. They have two boys, 10 and
7 years of age, and reside at 250 W ar-
ren avenue.

sel and went to another. “Do you
mean to say,” said the chief justice,
“that you were on that ship?”

“Why, yes,” replied Dewey. “Why?”

“Well, that’s strange,” said the chief
justice. “Jlere we are at the same
table, we have known each other for
years, and are just discovering that
we fought against each other. | was
in the fort which put your ship out of
action.”

Little Mary on the Job.

Little Mary had been sent to the
store to get some flypaper. She was
a long time in returning, and her
mother began to feel a bit anxious.

Going to the door, she spied the
little girl coming up the street, and
said:

“Mary, have you got the flypaper?”

“No, mother,” cried Mary; “it’s
got me, but we’re both coming to-
gether.”
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We are manufacturers of

Trimmed & Untrimmed HATS
for Ladies, Misses and Children,
especially adapted to the general
store trade. Trial order solicited.

CORL, KNOTT & CO., Ltd.

Comer Commerce Ave. and
Island St.
Grand Rapids, Mich.

TGO il

March 20, 1019

Store adW indow
Awnings
Made to order of white or khaki duck,

plain and fancy stripes.
Cotton and Wool Bunting Flags.

Write for prices.

Chas. A. Coye, Inc.
Grand Rapids, Michigan

EASTER NOVELTIES

Has your stock been replenished with a few new

creations in Ladies and Gents'

Neckwear?

We have some exceptional values that will surely

interest you.

Place your orders now as the time is short.

| Quality Merchandise—Righ

t Prices—Prompt Service |

Paul Steketee & Sons

WHOLESALE DRY GOODS
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The Children’s Quterall

Here’s the big seller in the children’s line.
Makes an immediate appeal to mothers. Outerall
one piece play suits save children’s clothes, save
mending and washing.

Outeralls are the ideal garment for after
school, Saturday and vacation time. Dealers do
a big summer business on the child’s garment.
Made as well, and of the same material, as the
adult sizes.

Over 1000 Michigan dealers now sell the
Outerall.

Sample Assortment on Approval

We will send on approval, a sample assort-
ment of adult’s and children’s sizes in different
grades. You won’t be obligated to keep them.
Send today.

Michigan Motor Garment Go.

Factories: Greenville and Carson City, Mich.
Offices and Branches: 4439 S. Michigan Ave., Chicago;
3429 Ashland Ave., Indianapolis; 30-401-2 Euclid Arcade,
Cleveland; 615 Locust St., Des Moines, la.; 147 Dwight
St., Springfield, Mass.

GRAND RAPIDS, MICH.

REG. M.S. PATENT OFFICE

The Eco

nomy Garment”



March 26, 1919
SUDDEN SUMMONS.

Death of Frank H. Smith, the Fre-
mont Merchant.

Frank H. Smith, general merchant
at Fremont, died suddenly in his store
last Thursday afternoon as the result
of an attack of apoplexy. Funeral
services were held Sunday at the home
of the deceased.

Mr. Smith was born at Lawton,
December 16, 1853. His father and
mother were both American born but
of German descent. Mr. Smith grad-
uated from the Lawton high school
when 18 years of age and went to
Paw Paw, where he clerked nine years
in the general store of W. J. Sellick.
During that time he had but one day’s
vacation, owing to the belief enter-
tained by the owner of the store that
he could not be spared from the busi-
ness. At the age of 27 he went to
Chicago and secured the position of

The Late Frank H. Smith.

general salesman in the wholesale de-
partment of Carson, Pirie, Scott &
Co. Five years later he went to Fre-
mont and formed a copartnership with
James H. Darling, who was then con-
ducting a general store and grist mill.
Mr. Smith took the general manage-
ment of both branches and this ar-
rangement continued for eighteen
years, when the grist mill was sold
to F. W. Bunker and the interest of
Mr. Darling in the general store was
purchased at the same time. Mr.
Smith continued in business with
gratifying success up to the time of
his death.

Mr. Smith was given various posi-
tions of trust in his home city, which
attested the confidence in which he
was held there. For sixteen consecu-
tive years Mr. Smith was a member of
the Common Council of Fremont vil-
lage. four years of which time he was
President of that body. He was
President of the Fremont Board of
Trade for two years, and it was during
his administration that a mile and a
half of paved street was constructed
in that city, which project had the
hearty support of the local commer-
cial body. He was also interested in
better rural highways and it was
through his instrumentality that the
mile of stone road East of that town
was built.

Mr. Smith was generally recognized
as an ideal booster. His impetuous
aggressiveness gave life to many a
civic project in his locality, and he

MICHIGAN

was identified with practically every
progressive movement in the com-
munity for the past thirty years.

Mr. Smith was married in 1893, to
Miss Ella A. Ocobock, of Whitehall.
They resided in their own home at
Fremont. Mr. Smith was a Mason
from A to Z and was also an Odd
Fellow in good standing. He was an
active member of the First Congrega-
tional church of Fremont. Mr. Smith
attributed his success to hard work
and honest effort, which enabled him
to gain and retain the confidence of
the people.

Making a Place for an Unusual Man.
Some time ago | recommended a
young man to an employer who had
hundreds of employes. He said they
had no opening whatever, but con-
sented to see the young man. In an
interview he showed such remarkable
qualities that, after consultation, the
firm decided it could not afford to let
him go. They established a new de-
partment in their business, and put
him in charge of it at a $1,800 salary.
Within a few months he had made
such a success of the new department
that they gave him a $1,200 raise, and
are soon going to raise him again.

There are probably many hundreds
of employes in this concern who have
not had a dollar’s raise in years. But
this young man was a live wire and
made himself felt at the start.

An employe with a progressive spir-
it, resourcefulness, inventiveness, the
ability to put things through as this
young man did, is what every up-to-
date employer is looking for. Such
a man is not out of a job very long.
The man who can do things, the man
with initiative, vim, push, and deter-
mination to win, is always in demand.
He makes a place for himself.

There is a partnership waiting for
you somewhere if you are big enough
and determined enough to take it. If
you are not there is probably some
one very near you who will do so, and
some one who, perhaps, has no more
ability than you have, and who has
not had nearly such good opportuni-
ties as you have had.

The prizes of life are for the pro-
gressive, self-confident souls who are
ambitious to climb. Frank Stowell.

March Weather.
W ritten for the Tradesman.

This mom | thou%ht that spring was near

The winds were South, the robins here

Warm rains had come and claimed the
snow

The bright green grass began to show

The windows all were opened wide

And winter wraps we laid aside

For everY one was full of cheer i

They’d Tlonged for spring—and spring
was here!

But soon the skies are over-cast
There’s biting cold and wintry blast
Jack Frost again_is lord and king

And puts his mail on everything

The birds now seek some shelter where
They can escape the chilly air

Icicles. hanﬁ adrift the bréeze

So quick the dripping eaves did freeze.

Was the morning’s fairness just to bring

Fresh recollections of the sprin

While the evening’s chill has memories

new

Of bleak December winds that blew

Of all the months througzhout the year

March is, | think, most strange and queer

No sort of day it overlooks

It’s the month of weather memory books.
Charles A. Heath.

There is a private cemetery in the
corner of each heart where fond hopes
are interred.
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Where Were You
On Wednesday?

On our first CITY DAY we had the biggest
business in one day that we have ever done. One
merchant came in who had been “sore” at us and
said “that he would not buy from us unless he
could do better here than anywhere else.” He
stayed a while in the morning looking around,
then came back again in the afternoon. He bought
$1,108.97 so you can see what you missed if you
were not in.

Our CITY DAY is no fake proposition. We
want to stimulate our House trade, hence on
EVERY WEDNESDAY, EVERY DEPART-
MENT always has REAL SPECIALS. When
we gave this day the title of CITY DAY we did
not intend it only for our city customers. It is
just as much for our out-of-town customers; every
Wednesday you should plan on coming to Grand
Rapids. It will always be worth the time and
expense.

Some of our customers have not understood that
EVERY DEPARTMENT HAS REAL SPEC-
IALS EVERY WEDNESDAY, so no matter
what department you are particularly interested
in, you are bound to get real bargains.

We want this to be the livest House of its kind
in this community. We are making every effort
to convince you that we mean what we say. In
a few days we will open a show room in the base-
ment, which we have named our BUSY BASE-
MENT. In it you will find our SHORT
LENGTH DEPARTMENT and all kinds of
“Specials,” which you can pick up ANY DAY
you are in Grand Rapids. We are trying to make
it worth your while to come in and get acquainted.
As we have said before, we will not only sell
dependable merchandise at the best prices possi-
ble, but we will be glad to help you in systematiz-
ing your business or properly merchandising it,
or in any other way that we can be of service to you.

DON'T FORGET THAT WE WANT YOUR
PHONE AND MAIL ORDERS AND WILL
SHIP THE SAME DAY THE ORDER IS
RECEIVED AT THE PREVAILING PRICES
THEN.

Grand Rapids Dry Goods Go.

Grand Rapids, Michigan
PROMPT SERVICE
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LINKED PAST AND PRESENT.

Most Courtly and Well-Groomed Old
Gentleman.

Eugene E. Winsor, the first child
born of white parents in the Grand
River Valley, died at the Morton
House Saturday after an illness of
only five days. The funeral was held
Monday.

Eighty-eight years ago, very shortly
after the pioneer Dexter Colony “from
York State” had packed their wagons,
hobbled their cattle and broken bread
in the forests where now stands our
pretty and thrifty neighbor, lonia,
Mrs. Sally Winsor—formerly of Pitts-
town, N. Y.—wife of Darius Winsor,
a native of Smithfield, R. I., gave birth
to a baby boy and he was christened
Eugene E.

Thus it happened that lonia has the
prior claim over Grand Rapids to the
honor of being the first home of the
subject of this sketch. For three or
four months the .proud parents and
devoted brothers and sister of the
babe remained at lonia. Then the
journey to Grand Rap’ds was com-
pleted. Like all frontier infants 'Gene
learned his early sports and games
largely from the Indian children who
were constantly coming to and going
from the little village of Grand Rapids,
so that the use of shot guns, bows
and arrows, steel traps, canoes and
paddles was well understood and fre-
quently indulged in by the boy. When
about 6 years old the parents of the
Winsor boys were both taken to their
eternal homes, so that the care of
Eugene fell upon his brothers and
his sister. Industrious, energetic and
determined, these brothers, who were
eighteen or twenty years older than
the boy, worked hard and with var-
ied success, while the sister—the late
Mrs. Adelaide Winsor Henderson—
gave of her gentleness and womanly
skill and intelligence as the little
mother of the household. Presently,
however, Zenas G. Winsor was mar-
ried to Mrs. Hannah Tower, a most
estimable young widow whose hus-
band had passed away nearly two
years before. And so under the care
of the fatherly brother and his wife
Eugene grew into boyhood.

The first school he attended (?) was
when he was about 3 years old, a Miss
Day, of the Slater Mission, on the
West Side, being the teacher of a
private school conducted on the sec-
ond floor of his father’s house, his
sister, Miss Adelaide, being one of the
eight or ten pupils. When 6 years
old Eugene was a pupil in a select
school on the north side of Fulton
street, opposite Jefferson avenue, the
teacher being a man named Joseph B.
Galusha. Later in his life he was a
pupil under the late Henry Seymour
in the Grand Rapids Academy, which
stood on what is now called Fulton
Street Park, and still later he was a
pupil in the late Prof. Franklin Ever-
ett’s private academy, on the south-
west corner of Fountain and Ransom
streets.

There are traditions that Eugene E.
Winsor, the boy, was but the pre-
cusor of Eugene E. Winsor, the man,
unassuming yet of courtly manner; a
quiet, close observer and a careful,
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systematic student and worker, always
ready for any duty to which he was
called and at the same time kindly and
genial among his friends. His broth-
ers being traders, merchants and en-
terprising public-spirited men who
had unbounded faith in the future of
Grand Rapids, the boy very early in
life absorbed an intimate and valuable
knowledge as to rules of business
an proved an able helper to the broth-
ers. Almost hourly intercourse with
the French “packers” and with In-
dians enabled him to speak the Pot-
tawatomie Indian dialect and its
French counterpart, so that in buying
peltries, mokoks of maple sugar, bas-
kets, berries, canoes, bows and ar-
rows and other products of woodcraft
Eugene soon became a helper in a
mercantile way, gradually developing
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Grand Rapids and Grand Haven, with
no railroads present to interfere with
the combination.

There is a tradition that at one
time Eugene was acting as clerk on
the old side-wheel steamboat Algo-
ma, whose exhaust could be heard
with reverberant regularity as she
breathed her way along, a distance
of two or three miles up or down the
river. On one down-bound trip, when
nearing the now extinct village of
Ottawa Center and when the Algoma
was crowding on all steam to make
up about an hour of lost time, her
captain, DeW itt Shoemaker, discover-
ed a man on a lumber pile at Ottawa
Center frantically waving a handker-
chief. The course of the boat was
changed by Michael Shields, the pilot,
to take on the passenger and as she

The Late Eugene E. Winsor

an intuitive business instinct. When
he was but 11 years of age his broth-
ers built the stone building on the
southeast corner of Monroe and Wa-
terloo—now Market-*-streets, which
building is still standing. His broth-
er, Zenas, also built a fine stone resi-
dence at the corner of Jefferson
avenue and Washington street, on the
present site of our City Museum. The
stone for both of these buildings was
quarried from the bed of the river, a
process which, together with the erec-
tion of the buildings, occupied a large
share of the boys’ time and to future
profit.

Thus Eugene Winsor grew natural-
ly into a commercial life, which, at
various times in Grand Rapids and
Grand Haven, he followed with profit,
both to himself and his brothers. In-
cidentally, and because the brothers
were interested in steamboat property,
Eugene enjoyed an intimate and active
participation in the river transporta-
tion history when there were two or
three boats each way daily between

was laid along the lumber pile, Capt.
Shoemaker shouted, “Never mind the
line, jump aboard.”

“lIs ’Gene Winsor aboard?” asked
the very well-dressed stranger, at
which the clerk showed himself with:
“How are you, Harley? Jump
aboard.”

Instead of making the jump as di-
rected the man on the lumber pile
said:  “Say, ’Gene, will you Kindly
oblige me by loaning me five dollars
until to-morrow, when | will go up
to the Rapids with you and settle?

As Mr. Winsor darted back to his
office with: “I’ll get it for you, Har-
ley,” Capt. Shoemaker and Mike
Shields directed several forcible ejac-
ulations at the man and before Eu-
gene reappeared the Algoma was a
cable’s length away from the pile of
lumber.  “I’ll see you to-morrow!”
shouted Winsor to his friend and
then, turning on his heel, he observed:
“You should have waited, Cap’n. May-
be Harley’s in distress.”

While Mr. Winsor was thus inti-
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mately identified with the business
interests of Grand Rapids and of the
entire valley, for that matter, he never
lost his interest or faith in the future
of our city. Away back in the days
of the old goose-neck type of hand
engines for fighting fire, he was an
active member of “Protection No. 2
Company,” when Farnham Lyon was
its foreman. Later he took a deep
interest and was a generous supporter
of the militia company known as the
Grand Rapids Grays, of which J. C.
Herkner was captain. Always popular
and prominent in a social way, eter-
nally loyal to his friends and a man
of strictest business rectitude, Mr.
Winsor “kept up with the proces-
sion” in his broadness and fairness of
views, and no man, young or old, had
a keener appreciation of or greater
pride in the steady splendid develop-
ment of Grand Rapids from the status
of an Indian trading post to the dig-
nity of the great metropolis of West-
ern Michigan.

The “Flu” I Knew.
Wrritten for the Tradesman.

It's new
This “flu”
But true
As new.
| really thought | had the croup
Or elsé sore throat: and then 1'd whoop
And wheeze—then sneeze and gasp for
. breath
Until it seemed I’d cough to death.
The way | squeak and whistle there
Sounds ‘like my bellows need some re-
pair:
At first | felt that die | shouldn’t
And then | feared | really wouldn’t.
Aside from this I'm feeling fine
But when | see my wife’s clothes-line
W ith scores of kerchiefs when washing's
through
| wonder if I've got the “flu.”
. Charles A. Heath.

The Book of
Plain Prices

AH the prices in “OUR
DRUMMER ” catalogue are
net and guaranteed for the
time the catalogue is in com-
mission. Moreover they are
expressed in plain figures.
This means that the man
buying from “ OUR DRUM-
MER ” buys with the com-
fortable assurance that he
knows exactly what he is
doing. If you are a mer-
chant and have not the cur-
rent number of this cata-
logue near you let us know
and one will be sent.

Butler Brothers

Excluslre Wholesalers of
General Merchandise

New York Chicago
St Louis  Minneapolis
Dellas
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BEAR BRAND HOSIERY MILLS NUMBERS ONE AND TWO. KANKAKEE. ILLINOIS

BEAR BRAND HOSIERY

THE STANDARD FOR QUALITY AND PRICE
for Men, Women and Children

BEAR BRAND HOSIERY is manufactured in the above mills which are two of our six plants.
Mill No. 2 is our 30,000 spindle spinning mill, consuming 3,500,000 pounds of cotton annually.

In controlling the selection of cotton for length and strength of staple, spinning it into yarn in
our own Bear Brand Spinning Mills and knitting it on the latest and most improved machines
and finishing by the most advanced known method, we know that Bear Brand Hosiery will
give your customers the greatest service. Re-orders are assured.

ABSOLUTELY FAST AND STAINLESS DYE

The following numbers in men's goods:

(IjE_NGINE_Eﬁt 'GND tFIRI%hMAIE—hCIE}rﬂed ya_rtrﬁ, thme- ?oeach‘ 20%ize lg‘l’/o, weéght 17log/unces.128izels 9% and  PARASILK—Plaited Fiber Silk over mercerized
ium weig en’s two-thread half hose wi ree on needles. izes to inclusive_on s i i i i i
thread heel and toe. Finished in black, brown and 220 needles. Per Dozen . $3.00 Men's light weight half hose, with high spliced

""""""""""""""""""""""" heel, crow foot stitch sole and three thread heel
slate. Size 10%, weight 25 ounces. Sizes 9% and _ « ' A g X
10, 124 needies.  Sizes 10% to 11% inclusive, 136 BRANDS specia knic nem too. B ivn ght wepgh  &nd toe.  Finished in black, white, brown, gray,
needles. Per DOZEN . $2.00  3jlk lisle, half hose; knitted from two-ply doubled slate, Palm Beach and navy blue. Size 10%,

RIDER AND DRIVER—Carded yarn, medium and twisted, highly mercerized yarn. Has double Weight 17 ounces. Sizes 9% and 10 on 200 needles.
heavy weight Men’s two thread half hose, with  foot and four-ply heel and toe. Finished in black, Sizes 10% to 12 inclusive on 220 needles. Per

three thread heel and toe. Finished in black and brown, navy, gray, slate, white and Palm Beach. Dozen $4.25
brown. Size 10%, weight 29 ounces. All Sizes 124  Size 10%, weight 15 ounces. Per Dozen ... $2.70 i i i .
needles. Per dOzZen ..., $215  ENSIGN—Extra light weight, 220 needle mercerized ~BARONET—Plaited Fiber Silk over .mercerized

RECORD—Combed yarn, light weight Men’s two Men's hose, double foot and 4-ply heel and toe. Men's light weight half hose with high spliced
thread half hose, with thrge thread heel and toe. Finished in black, brown, navy, Fé]ryay, slate, white heel and double sole and three thread heel and_toe.

Finished in black, brown, gray, white, slate, nav and Palm Beach. Size 10%,weight"  15ounces. Finished in black, white, brown, gray, slate, Palm
blue and Palm, Beach. iég 10%, WeIght 1706 Per DOZEN woovuvuiuviviconivoninscl Sl $300 Beach and navy blye  Size 10%, weight 17 ounces.
ounces. size 9% fo 10 on needles. Sizes 10%  tyscuMmBIA—PIlaitedFiber Silk overcotton Men’s i Y n
to 12 inclusive, 172 needles. Per Dozen .. $215  palf hose with extra long combed yarn, two thread clusive on 220 needles. Per Dozen .......... $4.371

MOCCASIN—AIl mercerized light weight Men’s advanced toe and three thread heel and toe. Fin- PARAMOUNT—A pure thread silk stocking with
half hose, with hl%h spliced heel, crow foot stitch ished in black, white, gray and Palm Beach. Size the improved “BEAR BRAND” special knit hem
sole, three thread heel and toe. Finished in black, 10%, weight 15 ounces. ~All sizes 188 needles. top. Finished in black, white, brown, navy blue
white, brown, gray, slate, navy blue and Palm  Per DOZEN . $3.30  and gray. Size 10%, 13 ounces. Per Dozen ..$5.50

BEAR BRAND HOSIERY distributed entirely through your jobber,
giving you close and prompt delivery with low freight rates.

WRITE FOR NAMES OF JOBBERS NEAREST YOU.

PARAMOUNT KNITTING CO.

CHICAGO MANUFACTURERS ILLINOIS
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Michigan Poultry, Butter and Egg Amo.
i elation.

President—J. W. Lyons, Jackson.
t\/_tlce—Pre5|dent—Patr|ck Hurley, De-
roit.

Secretary and Treasurer—D. A. Bent-
ley, Saginaw. .

Executive Committee—F. A. Johnson
Detroit; H. L. Williams. HoweU; C. J
Chandler, Detroit.

To Aid Egg Candlers.

The Department of Poultry Hus-
bandry, Cornell University is sending
out to members of the poultry and egg
trade copies of an egg candling chart,
lithographed in colors, illustrating the
appearance of eggs before the candle
and broken out in saucers, showing
all the qualities met with in ordinary
egg candling practice from fresh, new
laid to black rots. It is one of the
best charts of this character that has
come to the notice of the Tradesman
and should be of much practical util-
ity to all who, by reason of the con-
templated legal compulsion, or for
sound progressive reasons, will under-
take the candling of eggs at primary
points during the coming season with-
out having had the experience and
instruction necessary to enable them
to distinguish egg qualities before the
electric lamp.

Accompanying the chart, which we
understand to have been prepared by
or under the valuable direction of Earl
W. Benjamin, is sent the following:

The accompanying egg candling
chart is sent free for the purpose of
spreading information relative to qual-
ities of eggs. It is an expensive chart
to prepare and we trust that it will be
of interest and value to each person
receiving one. If you have not use for
it, please pass it on to others whom
you know will be interested.

There are two pamphlets which have
been prepared by this college relative
to market eggs; Bulletin 353 describes
the interior quality of eggs; Reading
Course Lesson 133 describes the meth-
od of preparing eggs for market on
the farm. Either or both of these
will be sent free to anyone on request
made to the New York State College
of Agriculture, Ithaca, N. Y.

Any question relative to the hand-
ling of market eggs or of market poul-
try will be given prompt attention if
sent to the above address. The col-
lege hopes that the residents of the
State will make full use of the prac-
tical information which it had develop-
ed as a result of experimental work
being carried on continuously along
these lines.

Four Materials Now Produced From
Corn Cobs.

Corn Cobs, which equal about a
third of the weight of the grain pro-
duced, are at present of little value,
hut the experiments of F. B. La Forge,
of the United States Bureau of Chem-
istry, suggest at least four important
materials from utilizing this enormous
waste. These are a coloidal material
that is chiefly modified xylose, true
xylose, acetic acid, and disintegrated
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cellulose. The modified xylose, about
30 per cent, of the original weight, is
obtained by boiling the cobs in water
and pressing out from the solid in-
dissolved portion, and is useful as a
paper adhesive in place of flour paste
or dextrine. The true xylose, or wood
sugar, is next obtained by boiling the
solid remainder in water to which a
little sulphuric acid has been added.
Separated from the acid liquor in a
centrifuge, the crystalline xylose re-
sembles cane sugar with half the
sweetness; but the first proposed use
is for conversion into a baking powder
acid, although it might instead be
made into a glycerine substitute. It
equals about 5 per cent, of the first
weight of the cobs. A certain amount
of acetic acid is now removed from
the liquid of the boiled cobs; and
about 50 per cent, of the first weight
is left as a residue of crude cellulose.
This may be used as an absorbent of
molasses for stock food, with alkali
solution and changed into blucose
with strong sulphuric acid.

Ten Thoughts on Speeding Up Store
Sales.

A young woman was sent out by
business men of Binghamton, N. Y,
to find out what made other towns
attractive. A merchant asked her to
list some of the things she learned
that are needed to stimulate business
and keep it. Here they are:

1. Keep human; business depends
on the human equation.

2. Courtesy is the first-law of busi-
ness.

3. The knowledge of a woman’s
name is the open sesame to her con-
fidence.

4. Don’t expect interest if you are
not ready to show it.

5. Artistic display of goods is half
the sale.

6. Every dollar invested in a good
clerk will return a hundred-fold.

7. A good location is money in the
bank.

8. Variety
ping.

9. Price, style and quality are all
greatly to be cherished, but the great-
est of these is style.

10. It is not always the butterfly
who buys the most goods.

is the spice of shop-

Eat a Brick?

A new form in which foodstuffs are
about to be placed on the market by
a concern in the State of Washington
consists of bricks of pressed fruit or
vegetables. It is said that laboratory
tests have proved that food put up in
this way retains its flavor and food
properties and can be shipped to any
part of the world.
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DEPEND ON PIOWATY

This Should Be the Slogan of
Every Live Merchant in g/liﬁ_higan and Northern Indiana
elling

Fruits—Vegetables—Grocers Sundries
M. Piowaty & Sons of Michigan

MAIN OFFICE, GRAND RAPIDS, MICH.
Branches: Muskegon, Lansing, Saginaw, Bay City, Jackson, Battle
Creek, Kalamazoo, Mioh., South Bend and Elkhart, Ind.
OUR NEAREST BRANCH WILL SERVEuUYOU

We Buy T? We Store T? We Sell
GS 11/GGS H/IGGS

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

KENT STORAGE COMPANY, Grand Rapids, Michigan

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

Miller Michigan Potato Co.
WHOLESALE PRODUCE SHIPPERS
Potatoes, Apples, Onions

Correspondence Solicited

Wm. Alden Smith Bldg. Grand Rapids, Mich.

ANGLEFOO

The Non-Poisonous Fly Destroyer
2 *

The Unpited_States Public Health Service advisesi dn?
Arsenica FIa/—Destrog/mg devwi}é mustEe rated as "M *
extremely dangerous, and should never be used.

Onions, Apples and Potatoes

Gar Lots or Less

We Are Headquarters
Correspondence Solicited

4*

Vinkemulder Company
GRAND RAPIDS MICHIGAN

WE BUY AND SELL

Beans, Potatoes, Onions, Apples, Clover Seed, Timothy Seed, Field
Seeds, Eggs. When you have goods for sale or wish to purchase
WRITE, WIRE OR TELEPHONE US.

Both Telephones 1217 Moseley Brothers,

Use Tradesman Coupons
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Additional Side Lights on the Coffee
Question.

Grand Rapids, March 25—The writ-
er cannot understand why the editor
should caption the article as such un-
less he desires to side track the atten-
tion of the reader to what, | presume,
he would call, the main issue, gen-
erally found on Page 5 under the
title of Grocery and Produce Market.

I think the editor has been wise to
the fact that the coffee men have been
“up in the air” for the past few
months and that they were not in a
position to question his editorials on
this article, so he took a chance and
got away with it. However, in justice
to the Tradesman, | will say that, so
far as we can see, with the exception
of once or twice, his statements were
invariably correct, but now that things
have taken shape and the Food Ad-
ministration has released the control
of coffee, the coffee merchant has
been allowed to again resume the im-
portation of coffee in the regular way.
The roasters can again begin to plan
for the future and, inasmuch as there
has been a better assortment of grades
lately, they have been able to resume
their old standards and go out and
invite trade on quality goods.

Looking back to the days when the
United States entered the Kaiser’s war
in the name of liberty and justice for
all, an act which received the support,
morally and financially, of the whole
United States, we find we were carry-
ing, on hand and afloat, a supply of
coffee sufficient to last us from eight
months to one year. With this amount
on hand we have always been prepar-
ed to tell Brazil or any other coffee
producing country “where to get off
at” when they began to get exalted
ideas and ride on high horses.

When war was declared there came
a call from the War Department for
ships—ships and more ships! Every
available ship that could be spared
was taken from every line of trade
and put into overseas service. In
order to do this effectively it was de-
cided to limit the importation of var-
ious articles and coffee was on the
restricted list. So it was that the
coffee division of the Food Adminis-
tration was brought into being.

The next act was to license whole-
sale coffee roasters and green coffee
importers. It was the duty of these
dealers to report to the Coffee Li-
cense Division of the Food Adminis-
tration once a month, giving the
stock on hand and the stock contract-
ed for. The stock on hand and goods
purchased were supposed to be about
equal to the business transacted dur-
ing the two years previous to the
war. From this report the Food De-
partment decided whether you were
entitled to buy more supplies. The
Department then limited the profit
of the importers to a percentage so
low that there was no incentive to
import to any great extent and a re-
sale. from one importer of green cof-
fee to another could not be made
without the consent of the Coffee Li-
cense Committee and when this con-
sent was obtained the percentage of
profit allowed was so small that the
re-sales were not desirable; but our
Government felt that it was working
along the best lines for all concerned,
and the coffee merchants saw clearly
that it was their duty to support the
administration in every way possible.

I only recall the above provisions
for the benefit of the small retail
dealer who at present is asking, “Why
the hieh price of coffee?”

If Brazil had offered coffee at 5
cents per pound during those days of
restriction we would not have been
able to have imported any more cof-
fee than we did. It is the private
opinion of the writer that had the
Food Administration left the item of
coffee entirely up to the importing
firms we would not be paying Brazil
the enormous profit we are to-day.

I do not want the reader to get the
idea that we would still be buying
coffee at the prices prevailing before
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the war. We would probably have
paid a higher price during the war
than we did while under the control
of the U. S. Food Administration, but
while the Food Administration con-
trolled the price of goods in this coun-
try, it did not have control of the
stock of coffee in Brazilian ports.

As we look over the arrivals and
ships en route to the United States
to-day, we find a number of sailing
vessels. The writer is of the opinion
that enough of these sailing boats
could have been engaged to have
brought sufficient supplies to this
market to at least have kept our stock
in good shape and avoided the short-
age which became so apparent last
November and December.

Brazil has been waiting a good
many years to get a chance to make
a killing on her coffee industry—an
industry which has never paid the
Brazilians very well until recently—
and, of course, they are going to make
the most of their opportunity.

However, we are never going to see
coffee as cheap as we have been ac-
customed to for the last ten or twen-
ty years, as the war has OEened up
new industries in Brazil and these new
industries are calling for labor—the
very labor that in times past was
available for the cultivation of coffee.
Thus the laborers will receive a high-
er wage and bring the cost of pro-
duction very much higher.

| do, however, believe that coffee
will show some declines during the
coming year. However, they will be
gradual and | do not think there will
be any radical declines of several
cents per pound at any time.

Brazil is well financed and perfectly
able to finance any plan to protect her
interests as pertaining to her present
main industry.—coffee.

Taking all in all the small ship must
stay close to shore. This refers to
the retail dealer, who should buy
only enough coffee to last until his
salesman calls again, or not over a
period of thirty days.

D. F. Helmer,

Coffee Manager Worden Grocer Co.

Agreed With Her.

“Johnny,” said the teacher, “If coal
is selling at $6 a ton and you pay your
dealer $24, how many tons will hs
bring you?”

“A little over three tons,
said Johnny promptly.

“Why, Johnny, that
said the teacher.

“No, ma’am, | know it ain’t,” said
Johnny, “but they all do it.”

ma’am,”

isn’t right,”

Grocers Generally Are
Interested in Selling
I. B. G. Bran Cookies.

Their experience should prove to you
that this product is worth handling.
Bran Cookies are meeting with great
favor owing to their fine eating quali-
ties and healthful properties. We
suggest buying a trial order.

You can buy Bran Cookies in 4 dozen
lots, shipments going forward by ex-
press prepaid, delivered to your
store, at $1.57Vz per dozen, they
retail at 18c per package. Free sam-
ple upon request. Do not delay this,
but order at once.

INDEPENDENT BAKING CO.
DAVENPORT, IOWA
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Special Sales
John L. Lynch Sales Co.

No. M So lonia Ave.
Grand Rapids, Michigan

Write us for
1919 Wholesale Price List of

Seeds, Fertilizer and Insecticides
Reed & Cheney Company

Grand Rapida, Michigan

Chocolates

Package Goods of
Paramount Quality
and
Artistic Design

Watson-HigginsMIg.Co.

GRAND RAPIDS. MICH.

Mrdat v
Milers

Owned by Merckasts

Products sold by
Merchants

Brand Reconunesced
by Merchants

NewPerfectionFlonr

Packed In SAXOLINPaper-lined
Cotton, Sanitary Sacks

M

Money Saved by Buying Your
EGG TESTER

S. J. FISH-CO.,
Write for catalogue. Jackson, Mich.

Finest Blend of Spanish and
Virginia Peanuts in 1to 100
Ib. Air-Tight Tins.

“The Healing Power of Compressed Y east”

—is the name of a booklet which
explains how

Fleischmann’sYeast

can be used as a simple remedy for con-
stipation, and ordinary blood diseases
which result in boils, carbuncles, pimples
and similar skin afflictions.

Ask any Fieischmann salesman for a supply of this book.

Circulate it among your customers and increase your sales.

THE FLEISCHMANN COMPANY

NEW YORK CINCINNATI
SEATTLE SAN FRANCISCO

MOORE’S SPICES

We pack spices in 15c¢, 10c and 5c sizes, we are also pre-
pared to furnish bulk spices at attractive prices.

The quality of our spices are simply the best the mar-
ket affords, our spice buyer is very particular as to quality.

It is a great relief to the retail merchant to know that
what he sells will give his customer complete satisfaction,
Moore’s products have that reputation with Moore’s cus-
tomers. why not join our list of happy buyers?

THE MOORE COMPANY, Temperance, Mich.
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Association.
i - W. Leedle, Marshall.
Vice-President—J. H. Lee, Muskegon.
Secretary—Arthur J. Scott. Marine

Michigan Retail Hardware

President—Geo.

City.
Tyreasurer—WiIIiam Moore, Detroit.

Further Side Lines ior the Hardware
Dealer.
Wrritten for the Tradesman.

The wide-awake hardware dealer
is always on the lookout for new
sidelines which can be handled to
advantage in his community. There
are many such lines not usually han-
dled to any extent, sometimes not
handled at all, in most hardware
stores, but which a few hardware
men here and there have taken on
and pushed very successfully.

An incident related by a traveler
shows how opportunities are often
overlooked. This knight of the grip
was staying over for a couple of
hours in a small town, and to put in
the time took a stroll about the place.
The town was laid out in the most
haphazard fashion imaginable, the
streets had no signs, the houses were
not numbered—the upshot was that
the traveler lost his way, and found
it just in time to see his train
vanishing around the bend.

The traveler, sitting down and
gloomily reviewing his uncharted
wanderings, recalled to his surprise
that the primary reason he had lost
his way was the lack of street signs
and house numbers. He had a sort
of roving commission for a house
handling enamel signs so he straight-
way hunted up a hardware dealer.

He got the dealer interested in his
project, and the two started on the
trail of the more influential members
of the town council. By dint of a
heap of argument, the two convinced
the authorities that one prime, imme-
diate need of that particular town was
a full outfit of street signs and house
numbers. Before he pulled out on a
later train, the traveler had the major-
ity of the council looking at the sub-
ject from his point of view; and the
local dealer finished the job and
clinched the order for enamel signs
and numbers, running into some hun-
dreds of dollars.

For most hardware dealers, enamel
signs represent an unrecognized op-
portunity. They may not develop in-
to a big item of business, but, like
many sidelines, they can be taken on
and pushed and will help materially
to swell the aggregate business, and
the net profits.

The failure to take up this line is,
of course, partly due to and partly the
cause of the fact that the business is
largely handled through other chan-
nels.  Municipalities in many in-
stances order direct from manufac-
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turers. But the hardware dealer right
on the ground, with an agency for
these signs, could get this business in
most instances if he would take the
time to drum it up.

There are large opportunities in
many places. In most small towns
the streets are not numbered, and
street signs are wholly absent. In
others the existing system is incom-
plete or antiquated. In larger places
the opening of new streets creates a
more or less steady demand. New
houses everywhere are always requir-
ing numbers.

There are various other signs for
which a demand can be worked up,
or already exists. Name plates are
counted in the same line. In addition,
such signs as “No admittance,” “Of-
fice,” “Keep out,” are largely used
in business institutions.

Many dealers do not carry large
stocks, but prefer to sell from samples.

“The business can be handled that
way very successfully,” one hardware
dealer stated. “Of course it is better
to have the goods in stock. | carry
a complete line of samples from brass
door plates to large street signs, and
can show any customer pretty well
what he wants. It means a delay be-
fore delivery, of course, but in the
case of street signs this is bound to
occur anyway. | do not have to tie
up any money, which is one advan-
tage.”

Quite a trade can be worked up
with factories, if a little canvassing is
done; and there are many other direc-
tions in which the wide-awake dealer
can look for sales.

There are no limits to the lines
which can be handled. The main
question for the hardware dealer to
ask is: “Can | spare the time and find
a sale for these goods?” He must take
into account existing competition, and
his own inclination to take on the
line, study it thoroughly, and stick
to it until he makes it a success.

That is an important feature in de-
veloping a sideline: to learn all there
is to know about it, and to stick to
it. It is not enough to put in a stock
and wait for the customer to come
and buy. Nor is it enough even to
send out circulars, to advertise in the
papers, and to put on window dis-
plays. You must know the goods,
and be able to cater intelligently to
the class of people who want them.

Particularly in small or new com-
munities, the opportunities for such
side lines are good. One merchant in a
new town makes a feature of alarm
clocks. Usually these are found in
the jewelry stores, but this hardware
dealer reached town ahead of the first
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jeweler, and found a good call for
alarm clocks.

Cameras and camera supplies are
also sometimes handled to good ad-
vantage by hardware dealers. Here,
again, knowledge of the goods is a
prim requisite. Usually the camera
is regarded as a drug store line. But
the hardware dealer who knows how
to take pictures himself and all the
details of handling his make of cam-
era and of developing pictures, can
outpoint the druggist who doesn’t
know, every time. The line has fallen
to druggists as a rule largely
because druggists know the pro-
cesses of photography better than do
hardware dealers. But it is a side
line with which some hardware deal-
ers are achieving good success.

In taking on a side line the hard-
ware dealer should size up his com-
munity and his possible competitors.
Is there a demand? Can a demand
be created? These questions answer-
ed affirmatively, he should consider
the competition, if any. Then he
should consider whether he really
likes the goods and believes in them.
There must, too, be a good profit mar-
gin, to pay for the work of building
up trade in a new line. Also, there
is the problem of store space to be
considered, and whether or not the
new line fits in with the general char-
acter of the business already done.

Having decided to take on a new
line, the dealer should make up his
mind that it is going to be a success,
and should stick to it through good
report and ill. Go after business sys-
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tematically and determinedly. Get a
line of local prospects. Canvass them
personally. Make a big feature of the
new line you’re handling. Send out
circulars, put on attractive window
displays, use newspaper space. And
stick at it until business comes, and
after that keep on pushing.

Sooner or later, if the sideline is
well chosen, you will make it a big
revenue producer, provided you stay
with the game. A successful sideline
is always worth while. Not merely
are the direct profits to be considered,
but a sideline, particularly one of
which you have a monopoly, is always
sure to attract business in regular
lines, by bringing new customers to
your store. Victor Lauriston.

Of course, you may succeed in busi-
ness without ever reading a trade
paper, but you succeed in spite of that
failing rather than on account of it

Sand Lime Brick

Nothing a* Durable
Nothing aa Fireproof
Makea Structure* Beautiful

No Painting
No Coat for Repair*
Fire Proof
W eather Proof
Warm_in Winter
Cool in Summer

Brick is Everlasting

Grande Brick Co, Grand Rapids

So. Mich. Brick Co., Kalamasoo

Saginaw Brick Co., Saginaw

Jackaon-Lanaing Brick Co.
Junction

Rivas

Foster, Stevens & Co.

Wholesale Hardware

157-159 Monroe Ave.

151 to 161 Louis N.W.

Grand Rapids, Midi.

Michigan Hardware Co.

Exclusively Wholesale

Grand Rapids, Mich.
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CASH-AND-CARRY.

Can Grocer Stand Five Per Cent.
Discount?

Cadillac, March 24—Enclosed here-
with find a communication embodying
my ideas to the 5 per cent, discount
plan for cash-and-carry customers.
Since writing the article information
has come to me of a grocer who un-
der credit-and-delivery had an over-
head expense of 14.3 per cent. One
year ago this merchant went on the
cash-and-carry system on a 10 per
cent, profit basis. In 1918 his sales
were $49,000 and his net profit was
only $83. | know the store and the
man and know him to be efficient.
Five other grocers in the same city
tried the cash-and-carry method, but
each, in turn, have not stuck and this
particular gentleman was determined
to try it for a year at least, with the
above result.
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Lard. . . 14-7/10 17
Lard Compound .. 16-6/10 19-3/10
Bacon . 10-7/10 12-2/10
am . 15-7/10 17-9/10
Butter .. 9-5/10 10-9/10
Eggs . 14-3/10 16
Cheese . 17-9/10 20
Potatoes 25 30
314 370
17-4/10 20-5/10
=3-1/10

The gentlemen who composed the
Committee on Price Regulation of
the Food Administration were men of
extensive experience in both whole-
sale and retail grocery stores and
were well qualified to determine how
much the expense of credit and de-
livery should be and the further fact
that they placed this at 3.1 per cent,
should prove in a clear and indisput-
able manner how impossible it would
e to give a greater discount than

) b
I was glad to read Mr. Avery’s let-this amount in changing from a ser-

ter and your answer and while | do
not agree with your suggestion re-
garding a 5 per cent, discount to cash-
and-carry customers, | think the dis-
cussion will prove valuable to the
trade, because it will get readers of the
articles figuring for themselves.
J. M. Bothwell.

Secretary Bothwell’s Objection.

Cadillac, March 21—One of the most
important subjects that is taking the
time and attention of grocers all over
this country is that opened up on page
30 of the Tradesman of March 19 by
Frank D. Avery, of Tecumseh, and it
is my desire to, perhaps, throw some
light on this subject by an outline of
the many reasons why offering the
amount of discount thought of by Mr.
Avery would not be practical. Men
who have a good business class of
credit customers agree that their busi-
ness is more desirable, for the reason
that it is usually the kind that is de-
pendable and keeps the daily sales
record in a normal condition and cred-
it is further one of the fundamental
principles of all business, so that the
entire fabric of present business meth-
ods must be reconstructed before
credit can be entirely eliminated. For
this reason, going on a cash-and-carry
basis would, no doubt, lose Mr. Avery
some of his best trade, since a dis-
count of 2 per cent, on a purchase of
$10 would mean to them a saving of
20 cents, while their cost of delivery
alone would be greater than this
amount, if done by any one of the
usual methods, while the discount
suggested by the editor would be sim-
ply ruinous.

Having recently passed through a
period of definite margins of profit,
I, perhaps, cannot do better than call
attention to the difference in the per-
centage of profit allowed the cash-
and-carry store, as compared with the
percentage of profit allowed the credit-
and-delivery store by the United
States Food Administration in their
maximum margins on sales by retail-
ers to consumers issued November 7,
1918. In order that these may be more
readily understood | have carried all

rices to the percentage allowed, the
eft column being the cash-and-carry
percentage, while the right column is
the percentage allowed to the credit-
and-delivery store on the groceries
and provisions mentioned. In sum-
ming up, the difference indicates the
percentage that the Food Administra-
tion, in the fullness of their experi-
ence, believed sufficient to cover the
expense of credit-and-delivery service.
Here are the figures:

C. &D.
Wheat Four 12-2/10
Rye Flour .. 18
Corn Meal 22
Rice Flour 22
Rice..... . 25
Beans 25
Canned V 30
Sugar 12-5/10
Canned Fish 30
Dried Fruits 30

vice store to a cash and carry.

The figures quoted in the Trades-
man, taken from the report of the
Bureau of Business Research of Har-
vard University, which places the
average expense at 5.1 per cent., while
just as given by this authority, will
not permit the grocer giving a 5 per
cent, discount, for the reason that the
grocer whose credit and delivery ex-
pense reaches or exceeds 5 per cent,
iIs on the sure road to ruin and helps
to make up one of the number who
constitute the 30 per cent, who use u
their capital every five year period,
while the merchant whose credit and
delivery expense comes below the
average, as shown, could very well
give the 5 per cent, discount if con-
ditions seemed to warrant changing ro
the cash and carry basis.

In 1917 there was an insistence, on
the part of the consuming public, that
a separate charge be made to the cus-
tomer wanting credit and delivery
service and this demand appeared to
have some foundation and it was hop-
ed that the Food Administration
would require grocers to conduct their
stores on this plan, but, when due
consideration was given the matter,
there was found to be no valid reason
why a grocer should be required to
make a separate item of delivery, any
more than the laundryman, milk deal-
er or farmer. In addition, by judicious
buying on the part of the consumer,
it was found that there was no other
way that goods could be delivered as
cheaply as the grocer was delivering
them.

My years of experience in selling
groceries, together with the privilege
that has come to me of knowing the
actual figures of many retail stores
throughout this State, has proven,
without a shadow of a doubt, that
the grocer whose credit-and-delivery
charge reaches 5 per cent, is not plac-
ing an adequate profit in his bank
account. Averages, percentages and
theorizing sometimes make quite in-
teresting reading, but let me suggest,
dear reader, that it is the figures on
your books which tell the tale regard-
ing. your business and not what any
individual can give you, as the exper-
ience of others, and in this connection
permit me to say that, now that the
Government requires a definite state-
ment from you once a year, it is only
good business for you to get a right
start in keeping accounts and the
writer will be glad to give such in-
formation as will put you right, if you
care to make the request; in any case,
be sure you know exactly how much
credit-and-delivery is costing ycur
own business before making the rad-
ical change to cash-and-carry. | have
known dozens to go back to every
one who makes a success.

J. M. Bothwell.

Thinks Two Per Cent. Sufficient.

Port Huron, March 22—Regarding
discounts given by the retailer to con-
sumers, F. D. Avery, of Tecumseh,
asks to hear from other grocers.
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| am giving 2 per cent, cash discount
to all customers for cash and to my
credit ones who pay in full every
two weeks. There has been a ten-
dency with some customers to leave
a balance (in days gone by) of $1to $5.
The discount overcomes this and |
find it a good advertisement and | be-
lieve a trade winner. Further, it over-
comes much (if any) differences be-
tween the prices of the cash-and-carry
plan. | also believe that a store can
well afford it on all articles and give
better satisfaction than a larger dis-
count on certain commodities. The
discount does not amount to much,
pbut I find many people will spend 10
cents car fare and two to three hours
time to save 2 to 10 cents on a pur-
chase.

I notice my subscription has expir-
ed. Not attending the State conven-
tion at Saginaw (the second one |
have missed in the past eighteen or
twenty years) | did not renew my
subscription there, as has been my
annual custom. | cannot do without
the Tradesman, because the informa-
tion | secure from 'your publication
is worth many times the price of the
paper. Therefore, | hand you here-
with check to cover a renewal.

| trust this little suggestion will
help some one else to say something
along the line of discount.

R. C. Wood.

She Was an Artist.

Little Doris is very polite. The
other day she offered her aunt a share
of her candy.

“Will you have a sugared almond,
Aunt Mary?” she asked sweetly, at
the same time tendering the paper
bag.

“Thank you, | will’, replied her
aunt. And as she was particular what
she ate, she selected a white one.

“Auntie,” said little Doris, “do you
know the difference between the pink
and the white almonds?”

“No dear,” said auntie with a kindly
smile.

“Well, 11 tell you,” explained Doris.

“They were all pink once, and |
sucked all the pink off the white
ones. Didn’t I do it nicely?”
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FOR FORDSON TRACTORS

McQUAY-NORRIS

Xb a u

PISTON RINGS

A Size For Every Engine and Motor

-lw oot

Che*»»r
Operation

More

Power -s”™ jg /0

Distributors, SHERWOOD HALL CO., Ltd.
30-32 lonia Ave., N. W.  Grand Rapids, Michigan

Ask about our way
BARLOW BROS. Grand Rapida, Mich.

Jobbers in All Kinds of

BITUMINOUS COALS
AND COKE

A. B. Knowison Co.
203-207 Powers'Theatre Bidg., Grand Rapids, Mich.

SIDNEY ELEVATORS

Will reduce handling expense and speed
up work—will make money for you. Easil
installed. Plans and instructions sent witl
each elevator. Write stating requirements,
giving kind machine and size platform
wanted, as well as_height. We will quote
a money saving price.

Sidney Elevator Mnfg. Co., Sidney, Ohio

For All Purpose«
Send for Catalog
McCRAY REFRIGERATOR CO.
>14 L .ke St. Kend.llville, Ind.

Bowser Oil Storage Outfits keep oils
without loss, measure accurate quantities.
Write for descriptive bulletins.

S. F. BOWSER & COMPANY, Inc.
Ft. Wayne, Indiana, U. S. A.

Shoe Store and Shoe Repair Supplies
Sole Leather and Findings

If you are anticipating on putting in a shoe repair outfit a post card will bring

our representative.

We are agents for the following shoe repair machine companies:

Goodyear,

American, Champion, Progressive, Landis, and Singer shoe machine companies.

Schwartzberg & Glaser Leather Co.

240 Pearl Street

Grand Rapids, Michigan

i Meats?

If so, your cus-
tomer will appreci-
ate nice thin slices
of uniform thick-
ness. Looks better
—Tastes better.

Try it on a San-
itary Slicer and be
convinced. Write.

Boot & Co.

GRAND RAPIDS
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Underhanded Methods of Mail Order
Houses.

Onaway, March 20—Having receiv-
ed so many letters from the enclosed
address, we are curious to know what
this company has to sell. What in-
formation can you give us?

O. Steele Co.

The circular above referred to is as
follows:

The Homelovers Association
Represented Everywhere
Why Pay Rent?

Chicago, March 18—Would Elmer
Donhue make a reliable member for
our association?

In justice to our many members, we
wish only to have responsible persons
join our organization and while finan-
cial resource is not as great a factor as
honesty, it should be possible for the
prospective member to meet the con-
tributions regularly and to respect
obligations of purchase.

In behalf of Association members
we thank you for a prompt response
in the enclosed stamped envelope.

The Homelovers Association.

AQe? i Married?. .o
Nationality?
White or Colored?.
In what business?............
Or if employed—by whom?.
Any real estate?
How long have you

cant?
Do you cons:der party honest and of

good character?.....onnenns
Reputation for meeting obligations?..

............. 3 nownappll-

Any further remarks will be appre-
ciated

Diet. C. R. D. Steno. 80.
Please Rush Reply.

The Tradesman immediately refer-
red this correspondence to its Chicago
representative, with a request for
prompt investigation and report. The
report was as follows:

“In reply to your letter of March 21
regarding information on the Home-
lovers Association, we learn that their
telephone number, Drover 5100, is also
the telephone number of Elmer Rich-
ards Co., which is engaged in the mail
order clothing business at 051 West
Thirty-Fifth street, and is also affiliat-
ed with Straus & Schram, who are
engaged in the mail order furniture
business at 1105 West Thirty-Fifth
street. This leads us to believe that
your suspicions regarding the true
character of the so-called Homelovers
Association are correct.”

On general principles it will not pay
the legitimate merchant to go to the
trouble of answering letters of en-
quiry of this character, because there
is nearly always an ulterior object in
view on the part of the enquirer.

A Salesman’s Prayer.
Teach me never to wish for things
but to set out to attain them instead.

MICHIGAN

Teach me to speak only of happiness
and pleasure, and never cry for the
moon.

And, may | learn to credit my mis-
fortune at my own door and not the
door of fate;

To accept the results of my folly,
to explain to no man, and never to
sell my self-respect and individuality
in order to gain sanction and position.

| pray that | may never become d s-
eased with a malady of meddling into
the private affairs of other men.

Teach me to dilute my work with
play, to brighten my seriousness with
jest.

And never to take myself so ser-
iously that I crowd from my life the
joys and pleasures that are mine by
heritage.

And may | never discuss the char-
acter of anv man behind a closed
door.

Thus giving him no opportunity to
defend himself from the sin | have
committed against him and against
my finer and better self.

May | never lose control of myself
because other men do not believe as
I do.

May | always judge a tree by its
fruit, and men and women by their
work, and by the things to which they
aspire.

Teach me never to make myself a
nuisance by advising other men how
to live, the style of clothes to wear
and what to eat and drink.

May | understand more and more
that an agile tongue is the evidence
of a shattered and sickly mind—

A mind saturated with suspicion for
my neighbor and for those whom 1
pretend to love and befriend.

Teach me to forget the mistakes |
have made and the mistakes of other
men,

And may | learn that it is best to
write the failings of men and women
in the sand,, near the water’s edge.

Teach me never to wear the double
smile, and never to go tip-toeing
about with moccasins to malign and
criticize and to carry “news,” for these
things ill become men and women.

May my imagination never grow
dim, and may there always be a place
in my mind for the Butterfly of Fancy
to spread its wings and fly.

Teach me to always discern the op-
portunity and the possibilities that are
constantly beckoning to me from the
horizon of the future.

If it is possible for me to acquire
these things, even in a degree, | will
then be the type of salesman that |
want" to be.

Happy is the woman who can make
home so club-like that her husband
doesn’t care to leave it.
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A Quality Cigar
Dornbos Single Binder

One Way to Havana
Sold by All Jobber«

Peter Dornbos
Cigar Manufacturer
65-67 Market Ave., N. W.
Grand Rapide Michigan

HOTEL HERKIMER
GRAND RAPIDS. MICHIGAN
European Plan. 75¢c Up
Attractive Rate« to Permanent Gueata
Popular Priced Lunch Room
COURTESY SERVICE VALUE

OCCIDENTAL HOTEL
FIRE PROOF
CENTRALLY LOCATED
Ratea SI.M and up

EDWARD R. SWETT, Mar.
Muskegon Michigan

CODY HOTEL

GRAND RAPIDS
%A 11 o | jisdiewititBath
CAFETERIA IN CONNECTION
Im e r

| Rater i Lm
W rih SKowerSI*
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Signs of the Times

Are

Electric Signs

Proffeaaiva merchanta and manufao-
turera now realise the ra/ac of llttlru
Adrtrtlsfag,

We furniah you with aketchea. prices
and operating coat for the aching.

THE POWER CO.
BeU M 797 Citizen« 4261

The United Agency System of
Improved Credit Serviee

U m TED A<ffiIEM£Y

ACCURATE - RELIABLE
UP-TO-DATE

CREDIT INFORMATION

GENERAL RATING BOOKS
now ready containing 1750,000
names—fully rated—np blanks—
EIGHT POINTS of vital credit
information on each name.

Superior Special Reporting Service

Further details by addressing
GENERAL OFFICES

CHICAGO, - ILLINOIS
Gunther Bldg. - 1018-24 S. Wabash Avenue

Boll Phone 59 Cita. Phone 61366
Joseph P. Lynch Sales Co.
Special Sale Experts
Expert Advertising—Expert Merchandising
44So. lonia Ave. Grand Rapida, Mich.

LITTLE
DUTCH MASTERS
CIGARS

Made in a Model Factory

Handled by All Jobbers

Sold by All Dealers

Enjoyed by Discriminating Smokers

They are so good we are compelled to work full capacity
to supply the demand

G. J. JOHNSON CIGAR CO., Makers
GRAND RAPIDS
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Gabby Gleanings From Grand Rapids.

Grand Rapids, March 25—Eighteen
traveling men were en route to Sagi-
naw on the early train March 17,
when word was passed along that
Clifford Herrick had passed away the
day before. As they could not return
to attend the funeral, they rendered
their heartfelt sympathy to the widow
in the following telegram of condo-
lence.

“A number of the old friends of
Cliff, going out on the train Monday
morning, received the sad news and
in this way express to you our sym-
pathy .and regret that we cannot be
with you at this time of your great
bereavement. Cliff was one of God’s
noblemen and we all loved him. John
D. Martin, Harry D. Hydorn, Allen
B. Way, George Coffee, H. G. Mc-
Wi illiams, John J. Berg, Fred Rice, H.
W. Koech, Will Ingersol, J. J. War-
ner, Alex. Miller, H. W. Garrett, J. A.

Berg, D. Witmer, G. John Moritts,
E. F. Wykkel, E. J. Stillson, H. T.
Miller.”

W alter Lawton is usually as sedate
and immovable as a stone image, but
on the occasion of his recent visit to
Muskegon Council he was completely
flabbergasted that he forgot the speech
he prepared with so much care and
labor in advance of the banquet. The
reason for his embarrassment was his
close proximity to two beautiful young
ladies—one on each side of him—who
fascinated him so completely that he
had to make up a new speech on the
spot. Among the paragraphs from
his forgotten oration is the following:

“Muskegon is noted far and near
for many notable things. Thirty years
ago she was the greatest lumber pro-
ducing center in the world. Thirty
sawmills converted a forest of trees
into lumber and sawdust every day.
Every night a fleet of sailing vessels
and steam craft left the port of Mus-
kegon, bound for the four quarters
of the earth. Then came the distin-
guished service of Mr. Hackley in giv-
ing Muskegon so many beautiful
buildings, institutions, monuments and
parks. His generosity stands as a
perpetual monument to his honored
name which will resound down the
corridors of fame as long as the world
lasts. Getting down to the present,
Muskegon has achieved a world wide
reputation by having in its midst a
citizen—yea, a traveling salesman—
who has discovered more kinds of
varieties of ferocious and blood thirsty
tame bears than any other man who

ever lived. | refer to your distin-
guished fellow citizen and brother
traveler, E. P. Monroe.”

Members of the T. P. A. and their
ladies only are cordially invited to at-
tend a T. P. A. masquerade fun party

at the Pantlind Saturday evening,
April 5. Come in any kind of mas-
querade, hard times or fancy dress,

but come. Ample dressing rooms have
been arranged for. Prize for lady, an
Easter bonnet contributed by the
Denison Millinery Co.; for gentlemen,
oair of shoes contributed by the Welch
Shoe Co

The Michigan State Division and
Post A (Grand Rapids), T. P. A., will
hold a smoker on Tuesday evening,
March 25. One of the features for the
evening will be the installation of the
new officers, who will hold the reins
during the ensuing fiscal year. Other
matters of importance to every loyal
citizen and T. P. A. will come before
the meeting and a good time is prom-
ised to all.

Edward F. Goebel, who has been
representing the Michigan Hardware
Company for the past seven years,
covering Southern Michigan territory,
has severed his connection with that
house to engage in the manufacturing
line with the Bousman Manufacturing
Co. as sales manager. He has the
best wishes of his associates and his
trade who all wish him the best of
success. His territory will be covered
hereafter by Walter L. Graham, who
is an experienced hardware salesman
and will reside in Kalamazoo.

MICHIGAN

Roy J. Nichol, representing the
Michigan Hardware Company, has
been called to Boulder, Colo., owing

to the illness of his two little girls,
who are with their mother. Mrs.
Nichol has been in Boulder for the
past year owing to ill health. Mr.
Nichol expects to be gone until May
1. His territory will be covered until
his return by James Heffron, who has
been with the Michigan Hardware
Company for several years in the of-
fice and who has recently returned
from overseas.

Twenty-five Shelby friends of E. C.
Welton, who has covered Oceana
county and contiguous territory for
the Hume Grocer Co., of Muskegon,
for many vyears, gave that popular
member of the commercial travelers’
fraternity a complimentary dinner at
the Hotel Shelby last Thursday eve-
ning. It was in celebration of Mr. Wel-
ton’s birthday. The dates and candles
on the natal-day cake were a general
surprise and are not for publication.
The affair was arranged by L. H.
Spellman, President of the Shelby
Commercial Club, and C. L. Peifer,
the popular landlord of the Hotel
Shelby. Following the dinner, there
were short addresses by a number of
the party, including C. L. Churchill,
banker; F. L. Pierce, of the Standard
QOil Co. sales force; H. K. Royal, Man-
ager Oceana Canning Co. and Jos.
Doucette, Deputy Game and Fish
Warden. Postmaster H. M. Royal
acted as toastmaster.

David B. De Young, traveling repre-
sentative for the Greilick Manufactur-
ing Co., Traverse City, has been un-
able to call on his customers for sev-
eral weeks on account of a nervous
breakdown. Dave lives at 18 Williams
street and will be glad to have any
of the traveling boys call on him when
they are in his vicinity.

Local manufacturers of house furni-
ture and upholstered goods have never
seen business so good as it is at pres-
ent. Buyers who came here during
the January sales and turned up their
noses because of the dearth of new
patterns have been back to market
one, two and three times in the en-
deavor to secure additional goods.
This condition does not apply to of-
fice furniture, which is just now very
little in demand, compared with the
tremendous demand for the other
lines above mentioned.

Clarence J. Farley, Manager of the
Grand Rapids Dry Goods Co., is in
New York City for a few days. He
is accompanied by Cady S. Simkins,
manager of the piece goods depart-
ment.

Fred Z. Pantlind delivered a stir-
ring address at the annual banquet of
the Grand Rapids Retail Grocers’ As-
sociation last evening. His topic was
“Good Roads” and he handled his
subject in a masterly manner. Pos-
sessing a commanding presence, mag-
netic personality, ready wit and dis-
tinct enunciation, Mr. Pantlind cap-
tured his audience before he had end-
ed his first sentence.

As a toastmaster at the same ban-
quet Richard D. Prendergast (Wor-
den Grocer Co.) proved to be a
screaming success. Although he had
less than half a day advance notice,
he handled himself handsomely and
kept everyone in the best of humor.

He wrote seventeen letters of appli-
cation, had twelve friends write tes-
timonials, referred various firms to
seven others, called twenty-one times
himself and had friends of' the family
‘phone in fourteen cases—and then
the local paper said he had “accepted
a position.”

Some men are as hard to pin down
as a tent.

Is there anything the matter with
the United States? Is there any doubt
that Uncle Sam has a big commercial
future before him? Is there any ques-
tion that he has the men, the money,
the materials and the opportunity to
remain the world leader in business
and industry? Does anyone think
that six months from now American
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business will be stagnant? Does any-
one think that the future of American
business will be brightened by stagna-
tion? Does anyone think European
business men are sitting idle during
these important days, waiting for
something to happen? Which is it to
be with American business men, wish-
bone or backbone?

Our boys when they were “over
there” did not wait—they started
something and they finished it. Amer-
ican troops do not know how to re-
treat. American business men are of
the same caliber. Now is the time
for the advance of American business
men. Start something, and start it
now—and keep it going.

Annual Meeting of Petoskey Council.
Petoskey, March 25 — Petoskey
Council held its annual meeting and
election of officers on Saturday eve-
ning, March 22, thirty-one out of the
thirty-six members being present. The
meeting was preceded by a splendid
banquet, served at the Cushman Ho-
tel. A letter was read from Grand
Counselor W. T .Bellamy, stating that
he, together with several other grand
officers, would visit Petoskey Council
on April 26, to which we look forward
with pleasure. The following officers
were elected for the ensuing year:

Senior Counselor—W. L. McManus,
Jr.

Junior Counselor—R. Babbitt.

Conductor—S. A. Wilson.

Page—J. E. Hobbins.

Sentinel—James Behan.

Secretary-Treasurer—Isaac Repkopf

Executive Committee—D. A. Walsh,
Jesse N. Peterson, George S. Danser,
George B. Craw.

Delegate to Grand Lodge—W. L.
McManus, Jr.

Alternate—Thomas Travis.

The elected officers were duly in-
stalled by Past Grand Counselor
George B. Craw. The Senior Counse-
lor appointed George S. Danser and
Thomas Bailey auditing committee.

Petoskey Council has remitted the
dues of all members belonging to the
army and navy, has taken care of all
obligations and has finished the year
with a balance in the treasury. We
feel very much enthused over the
prospects for the future.

Isaac Rehkopf, Sec’y.

Reports of Cancel_lahtions of Yarn De-
nied.

_Colon, March 24—We would appre-
ciate a copy of the paper containing

our editorial on “The Mettle of the

an.’

We note that F. L. Farnsworth, of
Hillsdale, used our name in connec-
tion with an article you published.
We immediately tried to get in touch
with our salesman, but our telephone
conversation was not satisfactory and
we expect him in to-morrow. We will
then take this up with Mr. Farnsworth
and think we will have an article for
you a little later or as soon as we
can get all sides of this.

In the meantime, we will say that
we have not cancelled yarn from any
of our spinners. If necessary, we can
secure affidavits of our spinners to
this effect.

We have always felt that the two
sore spots on the face of manufactur-
ing and selling are returning goods
unjustly and cancelling orders given
in good faith, and we have tried to
Erevent this from every angle possi-

Our salesmen have all been instruct-
ed not to make any statements which
might lead a customer to believe that
he may cancel his order if he wishes.

Lamb Knit Goods Co.

L. E. Stranahan, district representa-
tive for Libby, McNeill & Libby, has
four men working in the city this
week introducing the general line of
his house to the attention of the trade.

Marriage adds either to a man’s
happiness or to his misery.
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Two More Sidelights on Making
Freight Claims.

Clam River, March 24.—I note the

articles you have published in the

Tradesman regarding the desirability
of retail dealers settling their freight
claims for loss and damage direct with
the transportation company and 1
agree with you in the statement that
we ought not to bother our jobbing
friends with such matters. They prob-
ably have enough bothersome jobs
on hand attending to their own claims.
There is one feature which has not
been brought out in this discussion
that | think should be mentioned at
this time, so the transportation com-
panies can rectify the error. | hap-
pen to be located at a trading point
ten miles from my shipping point. |
send the man who does my hauling
over to the freight depot and he asks
for my freight. The agent makes out
the freight bill and says to the team-
ster, “Sign here.” He does as directed
and goes to the freight house for his
goods. If anything bears evidence of
damage or there is a shortage, he has
the agent note it on his portion of
the freight bill and makes him promise
to endorse the same notation on his
portion. The agent gets busy and
forgets to keep his promise. Later the
claim goes in to the claim agent, who
refers it back to the local agent for
report. The latter looks up his rec-
ord, overlooks the promise he made
the teamster and sends back word to
the claim agent that he has no record
of any damage or shortage, as the
case may be. Without going any
deeper into the matter, the claim
agent returns the claim as “rejected”
and the retailer who has suffered loss
through the carelessness of the agent
cherishes his wrath in silence, know-
ing he has been unfairly dealt with by
the transportation company, but real-
izing that he is powerless to secure
action except through the intercession
of the jobber who shipped the goods
to the retailer. James T. Green.
From the Railroad Viewpoint.
Detroit, March 22—I am quite in-
terested in the little booklet you sent
me, but if you will pardon me, | would
like to state that you overlooked two
very important things: First, impress
upon the claimants to put in their
claims quick—not let them lie around,
as it takes just that much more time
to investigate account of records be-
coming old, change of employes, etc.
I am sure you will see the logic of
this. Second, impress upon receivers
of freight to insist that their repre-
sentatives (draymen) examine ship-
ments more carefully when they re-
ceive them from the railroad com-
panies and, if anything is noticed
wrong with a package have it opened
and inspected right then and there.
. D. Hawley,
Freight Claim Agent P. M. Ry

M. C. Lathrop, dealer in dry goods,
groceries and men’s furnishing goods
at Shepherd, writes as follows: “En-
closed you will please find check for
renewal of my subscription to the
Tradesman. | do not see how any
good business man can get along
without your valuable paper. May
you live a good many years to con-
tinue as editor of the best trade paper
in the world.”

The American Public
Utilities Company

Preferred Stock Dividend No. 27

The Directors of the American Public Utilities
Company have declared regularly quarterly divi-
dend of one and one-half per cent, on the Pre-
ferred Stock of the Company payable April 1st
in Five-Year Six Percent, scrip to holders of
record at close of business March 20.1919.

KELSEY, BREWER & COMPANY.
Operators.
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Michigan Board of PharmaC)B .
President—Leonard_A. Seltzer, Detroit.
Secretary—Edwin T. Boden, Bay City.
Treasurer—George F. Snyder, Detroit.
Other Members—Herbert H. Hoffman,

Sandusky; Charles S. Koon, Muskegon.
Examination Sessions—Grand Rapids,
March 18, 19 and 20; Detroit, June 17,
18 _and 19.

Relation of Traveling Salesman to the
Druggist.

There exists an old saying, true to
a more or less extent, to the effect
that “familiarity breeds contempt.”
This, however, is a pretty broad gen-
eralization. To get down to more
definite specifications, familiarity acts
as a breeder of other conditions, many
of a more pleasant nature. Who can
deny that familiarity often breeds re-
spect, honor and love? The real liter-
al meaning of the old saying undoubt-
edly is that familiarity with one’s
fellow men breeds contempt for them
more than it breeds any other quality.
The truth of this literal translation is
open to a world of questioning.

In the retail drug world, and a live,
palpitating big world it is, too, the
retail druggist and all of his asso-
ciates, for that matter, are, of neces-
sity, if for no other reason, thrown
much in the company of the traveling
drug salesman. Were track kept, for
one year, by the druggist of the time
spent in personal touch with traveling
salesmen, he would probably be great-
ly surprised at its great length. And
this in spite of the fact that he, wisely
or not, usually gives them as little of
his time as he possibly can. So it fol-
lows that, in thus dealing with them,
month in and month out, year after
year, familiarity between the two, to
a greater or less degree, is bound to
come.

And with familiarity what
also?

Is it a mutual feeling on the part
of each of love, honor and respect?
Or is it dislike, distrust and contempt?
Or are these feelings intermingled?
W hatever they are, there is one thing
certain and that is that were the old
proverb to speak the truth as regards
the relationship between druggists and
traveling salesmen it would have to
be changed. It would have to be
changed so as to read to the effect
that familiarity breeds, instead of con-
tempt, indifference, a quality worse
even, in many ways, than contempt.
If one is held in contempt it at least
indicates that the one contempted has
enough personality of a certain kind
to arouse antagonism against him in
his contemptor. But to be held in in-
difference, in other words, to be un-
appreciated, is the worst kind of an
insult to any man with red blood in
his veins.

And there is much, too much, of
this feeling prevalent among the body

comes
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of druggists towards the body of trav-
eling salesmen.

The very least that the druggist can
do when called on by one of these
“Knights of the Grip,” is to greet him
courteously, give him an audience, and
thank him for calling.

The druggist should ever bear in
mind the fact that if it’s an ordeal for
him to sit and listen to the usually in-
telligent arguments of a traveling
salesman, in the latter’s effort to sell
his wares, it is at least twice as much
of an ordeal that the salesman is going
through in trying to sell them to him.
The salesman isn’t talking to hear the
sound of his voice. The sound of that

same voice has probably become
weary to him long since. He is talk-
ing of necessity and for no other

reason, just as the druggist should
listen if for no other reason. The only
reason that the traveling salesman ap-
pears to enjoy the situation is that
appearing to enjoy it is the only prop-
er attitude to take. It’s business, in
other words, and he, like the good
actor he must be, diplomatically hides
all minor personal feelings. What a
surprise some of us druggists would
have if some of our traveling men, to
whom we are all so indifferent at
times, would suddenly drop their
masks and tell us exactly what they
think of us.

A buyer has the advantage of the
situation in any interview with a trav-
eling salesman for several reasons. In

the first place he is on “home
grounds.” He is perfectly familiar
with and “at home” in his surround-
ings. In the second place, if there is

any specified time set for the interview
he has the choice of the time and he
can usually choose that part of day
that is most convenient. Thirdly, he
can consume all the time he wants at
an interview, in which to consult cata-
logues for a comparison of prices, etc.
The traveling man, on the other hand,
has none of these advantages. He is
in strange surroundings, he must re-
port for the interview at the time set
by the druggist, even though it falls
in the very center of his usual lunch
hour, and he works at the interview
as fast or as slow as the buyer does,
regardless of the fact that his only
train out of town may have long since
pulled out.

Is it fair for druggists to take undue
advantage of the fact that, through a
purely customary business system,
they are given an opportunity to show
their indifference to one of the best
class of men that ever checked a
trunk?

Accidentally, and accidentally only,
the opportunity for any show of indif-
ference is on the druggist’s side. These
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same salesmen that are many times
treated like mere soulless automatons
are human and at best have anything
but an easy row to hoe. They are
ever between the devil and the deep
blue sea, so to speak. It is mandatory
that they keep in the good graces of
the house they represent and also in
their customers’. Were they to re-
ceive all the attention due them by
their customers this would, even then,
be no easy matter. How then can
any feeling of satisfaction be had on
the part of druggists by making their
lots even harder for them by a show
of indifference?

A traveling salesman’s mission is to
make money with the druggists, not
out of them. Too many druggists
lose sight of this fact. Too many
adopt the wrong attitude that the
salesman’s only use for him is to use
him as a “good thing.” Such a situa-
tion could not, from the very nature
of things, be so. A traveling sales-
man, like an advertisement, can sell
a poor article once only.

In these days of enlightenment, it’s
pretty safe to say that no regular
traveling salesman is going to commit
“reputational” suicide by exploiting a
poor line of goods. Of course, there
must exist the exception to make the
rule, but we are speaking of the body
of traveling salesmen.

Let the old-time druggist think back
down through the years. Can he in
so doing and in recalling his acquain-
tance with drug salesmen, deny the
fact that, with perhaps a few excep-
tions, they constituted an element in
connection with his store life that

March 26, 1919

added wonderfully to the attractive-
ness of it? Does he not remember
with what genuine pleasure he met
and dealt at regular intervals with the
old regulars? Isn’t he a little ashamed
of the outwardly cold receptions he
gave many of these good fellows at
various times; and all over some
trifling little thing probably that was
no more the house’s fault than it was
theirs? Isn’t he doubly ashamed now
that the biggest part of his life’s battle
has been fought when he recalls how,
along with these hypocritical cold re-
ceptions he railed around and told
them what he thought of them.
Doesn’t he feel a little small when he
remembers how well they kept their
equilibrium, pacified him as a mother
would a babe, perhaps, and kept on
smiling indulgently throughout it all?

Old Friends Are Best
Friends

More than ever the purchase of staples re-
quires wisdom and care.

Keep stocked on old friends like

FELS-NAPTHA SOAP

You're_sure of telling—sure of quick turn-
over. There’s_nothing temporary about the
popularity of Fels-Naptha. It’s regular. Be
on the safe side. Stock, show, sell Fels-
Naptha Soap.

Grape-Nuts Ice Cream

The New Craze

Grape-Nuts Ice Cream is a dish that looks
like nuts and tastes like nuts, only better. In

addition to its

highly delicious flavor,

ice

cream made with grape-nuts has a doubled

food value.

Everybody, children as well as grownups,

like it.

It should be handled by every drug store,
confectionery store, cafe, hotel and the places

which sell soft drinks.

PIPER ICE CREAM CO.

408-10 E. South Street

Kalamazoo

Michigan
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And can he remember of one reason-
able favor being asked of them that
was refused?

All honor to the “Knights of the
Grip,” and especially to that part of
this honorable body that calls on the
retail drug trade. They are a fine body
of men and will stand comparison with
any other body of traveling salesmen
in the world. They are the bringers
of good cheer—encouragement. They
are ever the heralds of better times
a-coming. Who ever saw a pessimis-
tic drug salesman?

It ill behooves the druggist to treat
them with indifference. Simply be-
cause, like a wart, they are always on
hand, makes their presence not one
whit of less importance.

A fine portrayal of the average drug
salesman is given in “The Fortune
Hunter.” He appears as a genial,
quiet, clever, lovable, gentlemanly
traveling salesman. A little in the
background, perhaps, but watching the
little drama unfold itself in his old
friend’s and customer’s store; he is
ever ready to give a kindly word of
advice and encouragement. The two
were friends. The worked together.

Let there be more of this spirit in
real life.

Let us druggists consider the travel-
ing man. Clifford H. Rudes.

New Officers of Pharmaceutical Trav-
elers.

At the annual meeting of the Mich-
igan Pharmaceutical Travelers Asso-
ciation, held at Lansing last week, the
following officers were elected:

President—Leo A. Caro.
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Vice-Presidents—F. E. Wicks, T. E.
Reily and O. P. Town.

Secretary—W. S. Lawton.

Treasurer—W. S. Lawton.

Council—Will E. Collins, J. J. Doo-
ley, H. C. Reinhold, W. F. Griffith, W.
O. Gladding, Butler Treat, H. B. Wil-
cox and Chas. S. Rogers.

The more you know about the goods
you have to sell, the more of them
you will sell and the better pleased
your customers will be.

1919

Drugs, Sundries, Books,
Stationery.

Soda Fountains, Carbonators, Tables,
Chairs and Fountain Supplies.

We are diligentlﬁl_
who contemplate maki

remanding our friends, customers and thosd)
ng any change or who are considerin

the in-

stallation of a new outfit in the way of a soda fountain and all of the
appurtenances, that the coming season is to be without doubt one of
the most prosperous in this line that we have ever known.

We are pleased to state that ever
that our prophecy is well founded.

indication brings ample proof
any parties who in the early

part of the season hesitated have already installed new outfits and
many inquiries are coming to us as regards styles, prices, etc.

Considering the fact that soda fountain supplies are to be fully
adequate to the demand, we are now confident that within the next
sixty days the factories and the distributors will find themselves with
more business than they can possibly attend to promptly.

We are, therefore, once more ur%ilng those who are at all inter-

ested to take this matter up with our
his entire time to this department.

r. A. W. Olds, who is devoting
We have continued our agency

for the Guarantee Iceless Fountain made at Grand Haven, Mich., and
which gives universal satisfaction not only as to its workable features,
but as to its style and quality of construction.

We would be pleased to have you make an engagement with Mr.
Olds at the earliest possible moment.

Yours respectfully,

Hazeltine & Perkins Drug Go.
Grand Rapids, Michigan
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WHOLESALE DRUG PRICE CURRENT

Prices quoted are nominal, based on market the day or issue

Acids
Boric SPowd.)

Cotton Seed ...

Boric (Xtal)
Carbolic
Citric
Muriatic
Nitric
Oxalic ..
Sulphuric .
Tartaric 112®1 20
Ammonia
W ater. 26 deg. 11© 20
W ater, 18 deg. 100 18
Water, 14 deg. 9© 17
Carbonate ... 190
Chloride (Gran.) 20®
Balsams
Copaiba ... 120®1 40
Fir (Canada 1 7502 00
Fir (Oregon 500 75
Peru . 4 7505 00
Tolu .. 17602 00
i Barks
Cassia (ordinary) 40® 45
Cassia (Saigon) 90©1 00
Sassafras (pow. 50c) 45
Soap Cut &Jowd.)
C 26® 80
Cubeb
Fish

Juniper
Prickley .. © 30
. Extracts
Licorice .. 60® 65
Licorice powd.... 1 26®1 50
Flowers
Arnica .. 12001 25
Chamomile (Ger.)
Chamomile Rom. 1
i Gums
Acacia, 1st . 70
Acacia, 2nd 60
Acacia, Sorts .... 36® 40
Acacia, powdered 60© 70
Aloes (Barb. Pow) 30© 40
Aloes (Cape Pow.) 300 35
Aloes (Soc Pow) 1 30@1 35
Asafoetida 4 75®5 00
Pow..........
Camphor
Guaiac
Guaiac,
ino
Kino, powdered
Myrrh . ®1 40
Myrrh, Pow . @1 50
opium v 28 60@29 00
Opium, powd. 31 25032 00
Opium, gran. 31 25®32 00
SheUao ... 850 90
Shellac. Bleaohed 90© 96
Tragacanth .... 5 00@5 50
Tragacanth powder ©4 50
Turpentine ... 150 20
Insecticide#
ATSENIC .o 160 20
Blue Vitriol, bbL ©10%
Blue Mitriol, less 11%® 20
Bordeaux Mix Dry 20© 26
Hellebore, W hite
powdered ... 46
Insect Powder ....40© 60
Lead. Arsenate Po 340 44
Lime and Sulphur
Solution, gal. 200 26
Paris Green ... 46® 62
X Ice Cream
Piper Ice Cream Co.,
Kalamazoo
Bulk, Vanilla
Bulk, Chocolate.
Bulk, Caramel.....
Bulk, Grape-Nut .
Bulk, Strawberry .... 2
Bulk, Tutti Fruit! .. 1.20
Brick, Vanilla .1 20
Brick, Chocolate .
Brick, Caramel ... 160
Brick, Strawberry .... 1 60
Brick, Tutti Fruitl .. 160
Brick any combination 1 60
Leaves
Buchu ..o 84 35
Buchu, powdered 4 50
Sage, bulk ... 67© 70
Sage, % loose ....720 78
Stage, powdered .. 66© 80
Senna, Alex .... 140®1 60
Senna, Tinn.... 380 45
Senna, Tinn. pow. 60© 66
Uva Ursi ... 46 60
Oils
Almonds, Bitter,
rue ... 18 60©18 76
Almonds, Bitter,
artificial ... 7 00@7 20
Almonds, Sweet,
truUe  ceeveeeeenne 50@3 75
Almands, Sweet,
imitation ... 75®1 00
Amber, crude .. 4 00®4 25
Amber, rectified 5 5005 75
Anise . 5002 75
Bergamont 9 50@9 75
Cajeput 1 75®2 00
Cassia 4 5004 76
Castor ... . 27503 00
Cedar Leaf . 17502 00
Citronella .. 9001 20
Cloves 8 5003 75
Cocoanut 400 60
Cod Liver 5 6005 75
. 20002 26

. 2 Q5@2 20
8550@6 75
11 50®11 75

Eigeron
Cubebs
Eigeron .. .
Eucalyptus ....
Hemlock, pure

Juniper Berries 16 00®16 25
Juniper Wood 3 00@3 25
Lard, extra 150®1 70
Lard, No. 1 .... 13001 50
Lavender, Flow. 8 50@8 75
Lavender, Gar’n 15001
Lemon . . 2500275
Linseed, b , bbl. ©1 69
Linseed, bid less 1 7901 84
Linseed, raw, | @1 67
Linseed, raw less 1 7701 82
Mustard, true, o0z. ©2 95
Mustard, artifil, oz. @1 60
Neatsfoot 13001 50
Olive, pure .. 75009 00
Olive, Malaga,

ellow ... 6 5007 00
Olive, Malaga,

green ... 6 60®7 00
Orange, Sweet .. 40004 25
Origanum, pure 02 60
Origanum, com’l © 75
Pennyroyal .... 25002 76
Peppermint .. 12 00©12 20
Rose, pure ... 38 00040 00
Rosemary Flows 2 00®2 25
Sandalwood, E.

Lo 18 50©18 76
Sassafras, true 3 5003 75
Sassafras, artlfi'l 9001 20
Spearmint .... 12 00012 25
Sperm . 26502 8
Tansy . 55006 75
Tar, 'USP 460 60
Turpentine, bbls. ©85%
Turpentine, less 9501 00
W intergreen, tr. 80008 25
Wi intergreen, sweet

birch™ ..o, 7 00®7 25

W intergreen, art 1 0001 20

Wormseed ... 65006 75
Wormwood .... 7 50®7 76
Potassium
Bicarbonate .... 1 00®1 20
Bichromate ... 520 6l

Bromide
Carbonate . 20®1 30
Chlorate, gran’r 700 75

Chlorate, xtal or

.4
Permanganate .. 2 0002 25
Prussiate, yellow ©1 50
Prussiate, red .. 3 00@3 50
Sulphate ... ©1 06

Roots
Alkanet ... 4 50@4 75
Blood, powdered 1 1001 20
Calamus ... 6002 50
Elecampane, pwd. 22® 25
Gentian, powd. 270 >6
Ginger, African,
powdered....... 250 80
Ginger, Jamaica 350 40
Ginger, Jamaica,
powdered ... 32® 85
Goldenseal, pow. 85009 00
Ipecac, powd. .. 60006 26
Licorice ... 600 66
Licorice, powd. 600 60
Orris, powdered 400 46
Poke, powdered 20® 26
Rhubarb ... ©1 00
Rhubarb, powd. 12501 60
Rosinweed; powd. 26© SO
Sarsaparilla, Hond.
ground......... .1 25®@1 40
Sarsaparilla Mexican,
ground ... 1 0001 10
Squills 360 40
Squills, powdered 460 66
Tumeric, powd. 260 SO
Valerian, powd. 01 00

Seeds
ANISE i 420 45
Anise, powdered 470 50
Bird, Is . .. 13® 10
Canary .. 85
Caraway, Po. 75

Cardamon 18002 00
Celery, powd. 1.00 90©1 00
Coriander powd .30 2(2)‘%@25

il .. 3 36
Fennell 10001 20

lax .. . 10© 16
Flax, ground .... 100 16
Foenugreek pow. 22© 30
Lobelia .coovenn 400 60
Mustard, yellow . 46© 60
Mustard, ‘black .. 30© 36
Poppy 00

uince 16001 76

ape . 150 20
Sabadilla . © 36
Sabadilla, powd. 30© 35
Sunflower ... . 180 25
Worm American © 26
Worm Levant .. 1 65®1 75

Tinctures

Aconite.. . 1 70
Aloes . 135
Arnica .. 1 60
Asafoetida %ﬁ 30
Belladonna 80
Benzoin @2 15
Benzoin Compo’d @3 0
Buchu ... ©2 70
Cantharadles ©8 00

27
Capsicum ........... ©2 16
ardamon ...... ©2 10
Cardamon, Comp. ©1 60
Catechu .. @1 60
Cinchona .. ©2 35
Colchicum ©2 40
Cubebs. ... ©2 60
Digitalis ©1 60
Gentian ©1 3H
Ginger ©1 60
Guaiac ... 20
Guaiac, A ©1 80
] ©1 60
@2 0
©1 60
©1 65
©2 60
©1 76
©7 50
ium, C . ©1 85
Opium, Deodorz’ ©9 60
Rhubarb .. . ©1 66
Paints
Lead, red dry .... 1
Lead, white dry 1
Lead, white oil .. 1
Ochre, yellow bbl.
Ochre, yellow less 2
Putty i 4%t
Red "Venet’n Amer. 26
Red Venet’n, Eng 2%6
Vermillion, Amer. 256
W hiting, L
Whmn% ............... 3%t.

L H. P.Prep. 290@3 10
Miscellaneous
Acetanalid 65®@ 75
Alum 17© 20

Alum, powdered and

ground ... 180 21
Bismuth, Subni-

trate . 0004 10
Borax xtal or

powdered ... 10© 16
Cantharades po 200®6 60
Calomel .. 220@2 30
Capsicum .. 38® 46
Carmine 6 60@7 00
Cassia Buds 50© 60
Cloves 77© 85
Chalk Prepared ..12© 16
Chalk Precipitated 12© 16
Chloroform ... 65® 72

Chloral Hydrate 1 80®2 M
Cocaine .......... 12 30012 85
Cocoa Butter . 500 60
Corks, list, less 40%
Copperas, bbls. .
Copperas, less ..
Copperas, powd.
Corrosive Sublm

Cream Tartar

Cuttiebone 950 1 00
Dextrine ... . 100 15
Dover’s Powder 6 7606 00
Emery, All Nos. 100 15
Emery, Powdered 8® 10
Epsom Salts, bbls. © 3%
Epsom Salts, less 50 10
Ergot . ©4
Ergot, powdered ©4 00
Flake hite 160 2

0
Formaldehyde, Ib. 27% ® 30

Gelatine ... 7501 90
Glassware, full case 68%
Glassware, less 60%
Glauber Salts, bbl. © 3
Glauber Salts less 4® 8
Glue, Brown ... 60 85
Glue, Brown Grd. 20® 30
Glue, White .... 80© 86
Glue, White Grd. SOO 86
Glycerine 21%@ 36
Hops .. .. 600 75
lodine ... 6 6006 00
lodoform 6 6906 74
Lead, Acetate 250 10
Lycopdium .. 2 25®2 60
ace 60
Mace, powdered 96®1 00
Menthol ... 8 00@8 20
Morphine .... 14 45@15 00

Nux Vomijca
Nux Vomica, pow. 281 i
Pepper black pow. 53®

P_epﬁer, white ..
Pitch, Burgundy

uassia ... 121 >
uinine ........ 12801 72
ochelle Salts . 6911 66
Saccharine | » 6«
Salt Peter.. .. SO9 40
Seldlitz Mixture 4811 66
Soap, green ... 201] 20
Soap mott castile 22% 9 25
Soap, white castile

CASE  .opecveinene. .. @26 00
Soap, white castile

less, per bar....
Soda Ash ... 4%© 10
Soda Bicarbonate 3%<j9 10
Soda, Sal....... g 6

Spirits Camphor

Sulphur, roll .

Sulphur, Subl.

Tamarinds ... 25i
Tartar Emetic 1034
Turpentine, Ven. 606
Vanilla Ex. Fure 1 504
Witch Hazel ... 1 S5<
Zinc Sulphate .... 10
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GROCERY PR'CE CURRENT e SI(t:)OCOANUT Chocolate

These quotatio
ns are carefully cor
an ; rected weekl ithin si - 34s, 5
Iiagle{j‘?) Iglzgnded to be correct at time of going ¥o \Ir\)lllrgs];n SPIX' hourﬁ of mailing, ﬁf’s 15”l)b ngge - : Amazon Caramels ... .32  Size %o per 100
nge at any time, and . Prices, however bs, 15 lb. 31 S : 9
. , country merc i . , are 345’ & 9 .35 ize 2-0, per 100 ...
at market prices at date of purchase Yy hants will have their orders filled GB |ak”d /Dlsclgallbs case 2508/% ﬁ bn%lke Chocolates gg §l§§ 28 Fp)gF %88 bo
: u ails Ni s 35 Size 6-0, — 14
Bulk, a . 27 bble Sticks, box ..! per 100 16
Chesse ADVANCED DECLINED ;8 48%Zpk”sels — 26 _l?gg -
S S
Syrup some Sosp [0 4 oz. pkgs., erdggsefzzg Peanut Clusters...... 88 NO 3 per gross 0
Tea Siftings i - No 3 ross .... 60
COFFEES ROASTED - No 3 oher grss e B
Common Rio c Pop Corn Goods Ng- g, per gross ..., 80
Fairmo! 22%’ racker-Jack Prize .. 560 No. 7, gg{ 9;855 ]
Egoice 513102 5 60 No_ 8 per gmgg ...... 1I ég
nc 0. 9 EERERE
AA}’(\:/!(!\AOBNIA Com y 25% Cough Drops , per gross .....2 40
¢ Brand Fai s Put Boxes FLAVOF
B fmrhug g o CHEUIE oo gopnen e upamy mentvol .. “T8 " Jennings o € grans
% oz, adc, 1doz box28s 'Y Recchnut Pepsin’ 70 Shoice. " Fy  cOOKING ComPoUN Perpenaleas
Frenc nut .. ancy .. . DS
. AXLE GREASE Monbadon (,\Tatﬁ?g% 'I:DI%ugblsen}ante, Peaberry . 38 36 1 Ib. canS”aCO Pure Lemoger Dos
ca, 26 Ib. pall......1 60 per dOGZ ............ ‘]Sl‘{le?. EFUGIt : Maracait 24 é'o/?blb' .o i%DrgrSng_g goe”C‘em llllll 1125.
ooseberri n um f caibo . cans . 80
BAKED BEANS No. 2. Falr emies spearmglm er,ge Fair 5 49 1b cans : 2 Ounce, 35 Cent ... 2 10
HO' per doz.. No. 10 - Yitatan oice... ) : 5% Ounce ig Cent .. 2 8
No: 2. ‘per doz. Hominy Zeno Mexi Mazola e et - 8%
+ 3 per doz.. Standard ... 126 CHOCOLATE Chaice ... o L B Qunce &0.Sent 88
Lobster Walter Bake ancy in, 2 doz........ 800 ram Assorted ... 1 2
Englisr'1BATH BRICK 5 210 F?r%fnfqnans Sweet ,_& co. 9/0”3355 nthns 11(318% g h e 1% Ounce Assorted .. 2 08
.......................... w6 2 Ib iU -
BLUING Picnic Flat g%’:g Camiam gg Guatemala u GaGI Itlns % doz...... 13 8025 Moore’s D U Brand
Jennings' Mackerel Whiter M- Lowney Co Fancy et al. tins, 16 doz. 19 60 1 oz. Vanil Per Doz
(Condensed Pearl Bluing Mustard, T'lb.... La  Premitm. S 8 ' CREA 1% oz, an'n.'ﬁalgs%eemg 1%
a 0z. box .... ustard, 2 Ib. N o M_TARTAR 3 0z. Van
Do o B0z box vt 55y Soused. 1% Ib & private ordava . Barrels or Drums o 1,00 vanilla 35 Cent 3 00
! : CIG Mandling w00 b o0z. Le
CrfcieEfd\ijrf‘ST FOODS E’)mg%g, % IIB % %Otlltn%onMCigaﬁRcSo_ Brands Ar?l?olz;ng £ DRIED F 3 oz. Lemng%n 3%5CCeer?tt % 88
eat. 24-2 460 ' ¢ asters Club 87 RUITS
Cream of Dutch M 50
BIaburts VB 760 Mushrooms Bitcn Wistenss Bana- &7 20 cood san Salvador Evap’ed, Choice, bik FLOUR AND FEED
uaker Puff st Cerll 2 60 Buttons, %s Duteh M rs Inv. 87 50 000 i 2 Evap’d Fancy b 017 VaIIe City Milli
aker PUfed Rice .. 435 Buttons, Is ... Dutoh Masters Pan. 75 00 y blk.. 0 Lily W hite ing Co.
uffed Wheat 4 35 Hotels, Is aster Grande 75 00 Mocha . Apricots Rowena Rve 6 " 12 60
uaker Brkfst Biscuit 1 90 ’ . Dutch Master Spec|a| 70 00 Short Bean California ........ @2 Graha ye, %s .... 875
uaker Corn Flakes .. 2 50 Oysters Ly gpana 47 0p Lon9 Bean R . ciron Rowena ZBSOIRE el swt. 5 50
Ralston é’l:;:]ﬂzaos 400 Cove, 11b fotcliayM pre— 500 California .o, 086 5 Ibs., per cwt'\./.l.?alq 2
Ralston Food, large ™. e D iae M 2sters ag D0 ey Bogota mported, 1 Ib. p Copdep, Sranulaied Megl,
ood. large .. 380 L lums L..ooums . 002 0o Dutch Masters Baby ed, b. pkg. .. o Per cwt....... 50
Sﬁ?é’d” WHSS‘% E‘-’Od igg Plumsp'e'é'r"s'"“|'ﬁ"'sz 5002 00 DUtCh CMinsters Baby 4800 Fancy 49 Imported, bulk L R%Vgreng ancake 5 Ib.
Triscuit, 18........ f,s_cun gg(s) No. 8 can pe rdz. % f503 75 |§'tt|8 I?A;J"EEH"'"ME'S'{e'}'S 32 28 Package Coffee Mmrs—chmce h§5 b, .1 ROCV\S?#SO BngWH.éléi .....
. . new size ..36 5 New ) M uirs—F . 9 Rovoapodne  Eigur 620
Toastellogg’s Brands E/laari;ovgfat ,,,,,,,,, 17501 85 Dutch Masters Sec- 0 A puckew York Basis - Fancy, aneys 2 pEgs 6 & na Corn Fiour,
orn akes 4 une . 19 "~ @mow L -
T?gztﬁﬁdgglm Flakes 20 Early June siftd 2 1(5)8% %8 Do'r:nebter gornboe Brands McLaughlin’s XXXX Le Peel Watson HI@glns Milling
. os Sin mon, Ameri Co.
(SRl i SR e Borees SME RIS 8 il 0 T Whencan 8 warden arocer o
, ” 5 5 No TR TR YRS an Dam, 5C ... 37 retail is sold to orden Grocer O
iscuit ... ize can pie 06 00 Van Dam, 6 - ers only. Mali all or- Quaker, % «,
Drinket 200 van Dam. 7¢ 23 50 ders direct to W. F. Mec- Raisins . %s paper .. 1175
Eeanut Bty ggg Grated, ’\lj’(l)negpple van Dam. 186" - 38 88 Laughlin A Co., Chicago. E(I)%ster, 20 cartons ... Kansas Hard W heat
ran 365 Siited No. 2 exitra T 38 worden G " LO0%e Muscatels: 3 Cr- Worden gyocer Co
. en Grocer Co. ; r. 11
BROOMS G Pumpkin Boston Straiah Brands  o1jand l;xtracts L. M. Seeded 1 Ib. 13013% ﬁmeflcan Eagle, %s 13 50
Fancy Parl ood ... T ght 45 00 , % gross bxs. 130 e merican Eagle, %
pansy gt?lrng2525lb|b 9 00 - 150 [rans 'g/lOIChllgan 45 00 Eeul:é % GrOSS o, 1 904 California Prunes American Eagle, %s 13 20
gganr]l%ard Parlor, 23 Ib. g Z}S Hemmete¥as c 50 00 HummgH {?r:l l;/uo 8{8' 1 ?}g 80- %% 2255 IItf") Egiii ~@12 Spring Wh
commen, 2,08 8 o 2 etk S 8% BRI FEG ule
arehouse, 23 16,7770 00 N9 40 Black ... P8 b % c CONDENSED MILK 8. €0 52 1b: boxes 1®1%% Wingold, %s F
BRUSHE No. 2, Red Preserved 73 00 carnatlon Tall, 4 doz. 5 00 40- 50 25 Ib. boxes .. % Wingold, %s ey Pat 11 85
Scrub s o1 Reﬁi,’ Water .. 1250 B, ] perian ® Babyv § 50z 2 2% 80- 40 25 Ib. boxes .@19% Wingold, s naper 18
) almon  Royal Major 6 0
ggl:g Back 8 in. .. 14 WSHZHS' Hg.o?an L3 Egy\e}'aﬂ?ﬁa o e O 6%  FARINACEOUS GOODS goieq .. €@
ointed Ends 18 Red Flat .. 375 La Valla R 0 Van Beane olted ..o, 4
............... Ala v osa, s 47 00 California Limas Golden Cranuiated ™" 60
Med. Red AI ................... 2 8 alia Grande T 49 0 MY H ... 10 ulated 48
Stove aska .... 2 60 Kuppe 0 and_ Picked ..
NO. » oooveersermseerrsinssins I Pink Alaska ... 5% LSS 24590 Heb:/l”%gucg'\gPOUND Brown, Holland ... o W heat
No. | bo Sardines ' Hebe, Baby, 8 des. """ 610 Farina .23
............................... > 8 Domestlc 6 76 CLOTHES LINE . B8 Ib. packages .... 2 65 231
Dom§§3§ % rd 650 No. 4 Par doz CONFECTIONERY ulk, per 100 Ibs........
No. Rorwegian. 0/!;1u.s.tard 8 80 Ne: 68 m:gigg gogon 200 Stick Candy  Pails Original Holland Rusk Michigan Carlots
No. Portugliese, %s ... 80026 No- o9 Twisted Cotton 5 00 Horehound 26 hacked 12 rolls to container Less than carlots ®
. : . .
No. 3 CSauer Kraut No. 50 B‘?giiitgg ((::gttttg[q 355 j'umb H (80) rolls ¢ 32 Corn
No. 10, can No: 59 Bralded Gotton 283 JUMPO e x P omny carlots ... -
DandeBIH)-rl]—TE(? COLOR ' thS Ng' gg Braided Cotton 8 60 earl, 100 Ib. sack .... 6% Less than cariots™..0 %f;SO
0 size = 200 Dunbar, | [imp« : Bash Cord .... 140 Mac
a doz. ..... No. 60 Sash aroni
paratrineC AYPLES Dunbar, [%s doz. ... ) No. 60 Jute Gord Broken . Bomestic, 10 1b. box 139 o Hay
0. Ju ut Loaf , S (] arlots ...
Paraff:r%eg 12s 41;8 Eair Sueootash No. <0 Sis;el,,,, Etogers %8 Skmnerpssarzl4sBacra|12§ 137% Less than cariots .. %}1 88
ood indergarten -
Fancy " No. 20Galvamzed Wire Leaderg ...... 29 EQef‘ef " .. 465 E
CANNED GOODS N each 100ft. long 1 44 Novelt 26 rtage.. eed
s Apples StandargtraWbemes Ng' %8 gggn %22;{ IOHQ 214 Eremmy Creams 86 Gre w Pees atoreelt gg,rn Féedo ----------- 63
b. Standards ... @1 46 FANCY worrorrrmerrre - 264 No. ong L 44 Royal .. en, Wisconsin, Ib. 99 : at Fd 63
1 Fanc 0. 19, each 2 . Ib. 9% Cracked
No. 10 .. O@ 0;16 y - R 100ft. long 2 14 )S(peLc|a(|) 4 Split, 10, e 9% Coarse C()Cr?]rr;\/l aaT 65
2 b Blackberries No_ 2 . omatoes 15 Baker’s COCOA East Indiasago 6
e 0.3 . i 89 Germ
Standard No. 1070 226 BNt %5 & Specialties German, sacks g 1 Mason, FRUIT JARS
Tuna Bunte. 1 Ib 58 Auto Kisses (baskets) Pzgls Tapioca Mason, qts., Ee, g{g' 1%
Beane c Cleveland a1 Bonnie Butter Bites Flake, 100 Ib. sacks .. 16 Mason, % gal. per gr. 10 3
Baked 1260 %s, 4 doz. In earn ase Colonial, %a 85 Butter Cream Com .. Pearl| 100 Ib. sacks .. 16% Mason, can tops, gro. 2 85
Red Kidney ... 1 260226 %s, 4 doz. In caso Colonial, %s 3 Caramel Bon Bons .. Minute, Substitute, 8 0 ' ' 0
String. (1, 380588 11,74 dox in cazo ERDS <o i % Garamel Groguettes 07, 8 dozonn8 65 g CoLATINE
X B s ut Waffle ox
18002 60 b .22 S s, 1 doz. large ..
) Va CATSUP Hﬁ;ﬁfé?ys %s . 80 El?gfge %fyl FISHING TACKLE Cox’s, 1 doz, TR 146
Stand Blueberries van Camp’s, % pints 1 80 Lowney, ¢ 86 Fudge, Chae " : Cotton Lines Knox: BSparklmg doz. 1 96
ard . C) an Camp’s pints .... 2 70 Lowneg' 3/4» 88 Chagrlnplon oc, Peanut % Ng % %g ;eet . kﬁ?ﬁuﬁg Alclgu'd doz. .. 844
- 60 peerl CHEESE Lowney, %S5 g ﬁaspberry Gum Dr(?ps 2? No 4 15 fgg{ Minute, 1 d0z. ... 186
: Clama Pecrless . @36 Lowney, 6 Ib. 87 Iced Orange Jellies . 27 No. 5, 15 feet Nelson’s : 8 16
Little Neck, 1 1b ........ Derisn ™ T 8% Van Houten s 8 ltalian Bon Bons . 27 NO § 16 feet Oxford 169
h ; outen, % lconce Drops Plymou
Clam Bouillon Limburger 5 Van Houten, 9% 3 8 L2 b box . b 2 26 Linen Lines By month Rock: Piem 18
Eurnhams % pL o 216 Pldneappe 2 Van Houten, s " tozenges Pep 30 fﬂmg“ per 100 feet .... o Waukesha . lain %64
BNER S g’ R sap Sag R B bt g WRRRR R e
qts......" 780 Swiss, Domeéstic 9 Wilbur, 33 Molasses K z o0, feet - 86
Wilbur, 34* . 8% NIEt bBox 28 a%gpes
utte - 28 Laurel
Senna Leaves 46
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HIDES AND PELTS

ide»
Green, No. 1 .. 15
Green, No. 2 14
Cured, No, 1 . 18
17
130
2 2864
132
2 30%
6 00
500
Pelt»
Old W ool 75@2 00
) 82 00
Shearlings 2 00
Pri Tallow
rime
No. 1 @%
No. 2 05
Unwashed, med
nwashed, med. 35
Unwashed, fine %30
HONEY
A. G. Woodman’s Brand.
7 oz, per doz..
16 oz., per doz.. 4 so
HORSE RADISH
Per doz. . 90
JELLY
101b. Kanakin, per. Pall 140
301b. Dails, per pail .. 2 50
JELLY GLASSES
8 oz. capped In bbls.,
per doz....reinine.
MAPLEINE
2 oz. bottles, per doz. 3 @O
1 oz. bottles, per doz. 175

16 oz. bottles, per dz. 16 50

32 oz. bottles, per dz. 30 00
MINCE MEAT
Per Case ... 415
MOLABSES

New Orleans

Fancy Open Kettle _ 6
Choice ... 99
Good
Stock

Half barrels 5¢ extra
Red Hen, No. 2 ... 275
Red Hen, No. 2% _ 33
Red Hen, No. 5 — 325
Red Hen, No. 10 315
Uncle Ben, No, 2 .... 275
Uncle Ben, No. 2% 335
Uncle Ben, No. 5 .... 325
Uncle Ben, No. 10 ... 315
Ginger Cake, No. 2 ... 310
Ginger Cake, No. 2% 4 00
Ginger Cake, No. 5 .. 390
0. L, Open Kettle

NO. 2% .o 5 60

MUSTARD

H Ib. 6 Ib. box ....... 30

NUTS— Whole

Almonds, Terragona 30
Brazils, large washed
Fancy Mixed ...
Filberts, Barcelona .. 2
Peanuts. Virginia .... 12
Peanuts, Virginia,

ROasted .ommrreerrore. 14
Peanuts, Spanish 1264

Walnuts California 36@37
W alnuts. French

Shelled
Almonds.....coennn 55

Walnuts .

OLIVES
Bulk, 1 gal. kegs gleo
Bulk, 2 gal. kegs 135
Bulk, 5 gal. kegs @130
Stuffed, . 125
Stuffed, 14 oz.. ... 300
Pltted (not stuffed)
14 . 300
...145
Lunch, 10 oz. . 200
. 325
Queen Mammoth, 28
Olrve Chow, 2 doz. cs.
per doz. ... 2 50

PETROLEUM PRODUCTS
. Iron Barrels
Perfection

Red Crown Gasoline 23.7

Gas Machine Gasollne 44.2

V. M. aplhtha 237
ron

Caéxltol Cylinder,

Atlantic Red Engine,

Iron Bbls.....ccccevvecenne
Wénter Black, Iron 3
Polgring. ifon Bbis "7 445

PICKLES

Medium
Barrels, 1,200 count 12 00
Half bbls.,, 600 count 650
5 gallon kegs .. 2 60
Barrels

Half barrels
5 gallon kegs

Gherkins
Barrels .
Half barrels
5 gallon kegs

Sweet Small
Barrels
%allon kegs
Half barrels

PIPES
Clay, No. 216, per box
Clay, T. D. full count
Cob, 3 doz. In box .. 125

PLAYING CARDS
No. 90 Steamboat .... 2 25
No. 808, Bicycle .... 350
Pennant 3

POTAS
Babbitt’s, 2 doz.............. 275

PROVISIONS

Barreled Pork
Clear Back ..
Short Cut Clr
Erlsket Clear 55 00@56 00
C

i
Igar Family

Dry Salt Meats
s P Bellies .. 31 00@32 00

Lard
Pure In tierces ..
Compound Lard 24 @2464
80 64

tubs ...advance
60 Ib tubs ...advance 64
50 Ib. tubs ..advance 64
20 Ib. pails ...advance
10 Ib. pails ...advance %
5 Ib. pails ...advance 1
3 Ib. pails ...advance 1
Smoked Meats

Hams, 14-16 Ib. 35
Hams, 16-i8 Ib. 3464@S5
Hams, 18-20 lb. 33 @34
Ham, dried beef

SELS e 87 @38
California Hams 25 26
Picnic Boiled

Hams ... 5 @40
Boiled Hams .. 61 @62
Minced Hams .. 22 23
Bacon .......... 39 62

Sausages
Bologna 13
Liver 12
Frankfo 19
Pork 14%1)15
Veal 11
Ton .n
Headcheese 14
Beef
Boneless ... 25 00@27 00
Rump, new .. 30 00@S1 00
Pig'« Feet

. Tripe
Kits, 15 Ibs
64 bbls., 40 Ibs..
% bbls., 80 Ibs. 00
Casings
Hogs, per Ib..... 50@B5
Beef, round set 194920
Beef, middles,set™,. 45@55
Sheep .................. 1 15@1 35

olored Oleomar arine
SO|I(? e [1§% g28
Country Rolls

Canned Meats
Corned Beef. 2 Ib ..
Corned Beef, 1 Ib. ..
Roast Beef, 2 | .
Roast Beef. .
Potted Meat, Ham
Flavor, 64s .
Potted Meat,
Flavor. %s .
Deviled Meat,
Flavor, 64s .
Defiled Meat,
Flavor. %s ..
Deviled Tongue, .
Deviled Tongue, 64s ..

310
RICE
Fancv .
Blue Rose 9% @10%
Broken .»e .
ROLLED OATS
Monarch, bbls............. 775
Rolled Avena bbls. 8 00
Steel Cut, 100 Ib. sks. 5 00
Monarch. 100 Ib. sks. 4 25
uaker, 18 Regular .. 185
uaker, 20 Family 520

MICHIGAN

SALAD DRESSING

Columbia, % pint .... 2 25
Columbia, 1 prnt .... 400
Durkee’s large 1 doz. 5 26
Durkee’s med,, 2 doz. 5 80
Durkee’s Picnic, 2 doz. 2 75
Snider’s, large 1 doz. 2 40
Snider’s, small, 2 doz. 1 45
SALERATUS
Packed 60 Ibs. In box
Arm and Hammer .. 825
Wyandotte, 100 64s .. 3 0

DA
Granulated bbls ........... 195
Granulated, 100 Ibs. ca. 2 10

Granulated, pkga. 225
SALT
Solar Rock
56 Ib. sacks 52
Common
Granulated. Pine 210
Medium. Fine ... 220
SALT PISH
Cod
Large, whole
Small, whole

Strlps or bricks
Pollock .o

olland Herrlng
Standards bbls..
bbls......

Herring
Full Fat Herrlng, 850
to 400 count

Spiced, 8Ib palls ........ 05
ut
No. L 100 Ibs
No. 1,
No. 1, 0 Ibs
No. 1. 3 Ibs....
Mackerel
Mess, 100 Ibs . 2500

Mess,

Anise
Canary, Smyrna
Caraway
Cardomon,
Celery
Hemp, Russian
Mixed Bird ...
Mustard, white
Poppy .

Rape” ...
SHOE BLACKING
Handy Box, large 8 dz. 8 60
Handy Box, small .. Itt
Bixby's Royal Polish 1 20
Miller’s Crown Pollsh 90
NUF
Swedish Rapee 10c 8 for 64

Swedish Rapee, gls 6l

Norkoping, 10c, 8 for 64
Norkoplng, 11b. glass .. 60
10c,” 8 for 64
1 Ib. glass 60

Copenhagen.
Copenhagen.

SOAP
James S. Kirk A. Company
American Famlly 100 6 00
.Taﬁ_Rose, 50 cakes .. 4 00
ite Flake, 100 .... 5 40

Lautz Bros, a Co

Acme. 100 cakes .... 500
Blg M aster 100b|ocks 600
Climax 5

Oak L
Queen Anne .

Proctor & Gamble Co.
5 50

Swift & Company
Swift’s Pride, 100, 8 0z. 5 50
W hite Laundry, 100 8

5
Wool, 24 bars, .1 40
Wool. 100 bars, 6 oz. 6 00
Wool, 100 bars, 10 oz. 10 00
Classic, 100 bars, 8 0z. 5 25

Tradesman Company
Black Hawk, one box 8 71
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
Sapolio, gross lots 9 50
Sapolio. half gro. lots™ 4 85
Sapolio, single boxe3 40
Sapolio, band ... 2 40

ueen Anne, 30 cans 1 80
ueen Anne, 60 cans 3 60
now Maid. 30 cans .. 180
Snow Maid, 60 cans .. 3 60

TRADESMAN

Washing Powders
Snow Boy, 100 pkgs. .. 3 75
Snow Boy, 60 pkE 140z. 3 00
Snow Boy, 24 pkgs. .. 475
Snow Boy, 20 pkgs 515

Soap Powders
Johnson’s Fine, 48 8 576
575

Johnson's XXX 100
Rub-No-More .
Nine O’clock ...........
Lautz Naphtha, 60s ..
Oak Leaf Soap Powder,

24 KOS o
Oak Leaf Soap Powder.

100 PKYS .o 5 00
Queen Anno Soap Pow-
ol Bureh & 2

utc

100»

SODA
RI Carb, Kegs

SPICES

Whole Splcee
Allspice, Jamaica
Allspice, _It. Garden @11
Cloves, Zanzibar .. 42
Cassia, Canton .... @20
Cassia, 6c pkg. doz.
Glnger African
Ginger, Cochin
Mace, Penang
Mixed, No. I
Mixed, No. 8 ..
Mixed, 5c pkgs.
Nutmegs 70-8
Nutmegs.
Pepper,
Pepper,
Pepper,
Paprika,

Cayenne
Hungarian

Pure Ground In Bulk

Allspice, Jamaica .. 016
Cloves, Zanzibar gso
Cassia, Canton 32
Gmger African «925
Mace, 1 6l
Nutmegs
Pepper,
Pepper,

Pepper, Cayenne_ .. 26
Paprika, Hungarian 45
STARCH
KlIngsford, 40 Ibs .. 8%
Muzzy, 48 lib. pkgs. 8%
Kingsford
Silver GIossG|46 lib. 864
Argo, 48 5c pkgs.......... 8 44

Silver Gloss, 16 Slbs. .. 964
Silver Gloss, 18 61bs. ..

48 lib. packages
16 81b. packages
18 61b packages
50 boxes

SYRUPS
Corn

_E
(]
~
»
=
o
P4
o

Blue Karo, No.
Bl[lj,le Karo, No. 19, 64

Red Karo No. 2 dz.
Red Karo, No. 2% 2 dz.
Red Karo, No. 5, 1 dz.
Red Karo, No. 10 %

Pure Cone

Fair ..
IGood

TABLE SAUCES

Halford, large ...
Halford, small

TEA

Uncolored Japan

Medium .
Choice
Fancy . .
Basket-Fired Med'm

Basket-Fired Choice
Basket-Fired Fancy

No. 1 Nibbs 46
Siftings, bulk 21
Siftings, 1 Ib.pkgs. @23
Gunpowder
Moyune, Medium 35@40
Moyune, Choice __ 40@45
Young Hyson
Choice s 35@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, Medlum . 40@45
Dr. Pekoe, Choice .. 45@48
Flowery 0. P. Fancy 66@60
TWINE
Cotton, 3 ply cone .... 60
Cotton, ?Iy balls 55
Hemp, 6 ply v 25
VINEGAR

W hite Wine, 40 grain 20
White Wine, 80 grain 2564
W hite Wine 100 grain 28

Oakland Vinegar & Pickle
s Brands
Oakland apple cider .. 35
Blue Ribbon Corn .... 25
Oakland white picklg 20
Packages no charge.

WICKING

0

S
No. 2, per gross.
. 3, per gross.

WOODENWARE
Baskets
Bushels, wide band,
wire handles

wood handles

Market, drop handle .. 85
Market, single handle 90
Splint, large ... 8
Splint, medium 725
Splint, small ........... 6 76
Butter Plates
Wire End
64 Ib., 250 In crate
1 Ib., 250 In crate
2 Ib., 250 in crate
31b., 250 In crate. .
6 Ib., 250 In crate .... 125
Churns
Barrel, 5 gal.,, each .. 2 40
Barrel, 10 gal. each .. 255
Clothes Pins
. Round Head
4% inch, 5 gross .... 150
Cartons, 20-36s, box.. 170

Egg Crates and Fillers

Humpty Dumpty, 12da 24
No. tomplete .. 50
No. 2 complete . 40
Case, medium. 12 sets 1 80

. Faucets
Cork lined, 8 In....
Cork lined, 9 in
Cork lined, 10 In..

Mop Sticks
Trojan spring
Eclipse patent spring 1 60
No. 1 common 1 60
No. 2, pat brush hold 1 60
Ideal. 160
120z. cotton mop heads 3 10

Palls
10 qt. Galvanized 4 00
12 gqt. Galvanized 4 50
14 gt. Galvanized 5 00
Fibre .. 97
Toothpicks
ldeal .
Traps

Mouse, wood, 4 holes .. 60
Mouse, wood, 6 holes .. 70

Mouse, tin, 5 holes .... 65
Rat, wood ... 10
Rat, spring . 15
Tubs

M". 1 Fibre .. 42 00
No. 2 Fibre

No. 3 Fibre

Large Galvanlzed 00
Medium Galvanized 13 00
Small Galvanized ... 11 50

Washboards

Banner Globe .. . 52
Brass, Single 775
Glass, Single .. 6 00
Double Peerless 775
Single Peerless ... 6 76
Northern Queen 6 25
Good Enough 6 25
Universal 625

Window Cleaners

i Wood Bowls
13 in. Bu 90
16 in Butter .. 7 00
17 in. Butter 8 00
19 In. Butter 11 00

29
WRAPPING PAPER
Fibre, Manjla, white 5%
Fibre, Manila, colored.
No. Fibre . %
Butchers’ Ma 664
Kraft 11%
Wax But t 20
Parchm’t Butter, rolls 82
YEAST CAKE
Magic, 3 dos 1If
Sunlrght 3 dos.. 100
sunlight, 164 doz... . 60
Yeast Foam, 8 doz. .. 1 If
Teast Foam, 164 dos.  tf

YEAST—COMPRESSED
Fleischman, per doz. 24

SPECIAL
Price Current

AXLE GREASE

26 Ib. pails, per doz. ..18 80

KITCHEN
KLENZER

B0 can cases, $4 per case

PEANUT BUTTER

Bel-Car-Mo Brand
6 oz. 1 doz. in case
12 ml— 4 do?. in base ..
24 1 Ib. palls
12 2 Ib. pails
palls 6 in
pails ...
. palls .

palls
tins ..

SALT
Morton's Balt

Per case, 24 2 Ib3..
Five case lots

.1 .80
170
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Do Not Regard the Boy As Un-
known Quantity.

“l don’t know my father very well,
I don’t see much of him anyway; he
doesn’t seem to care much about the
things I’'m interested in, and he never
tells me anything about what he is
doing.”

The boy who said this to me is
seventeen years old; a splendid boy,
handsome and big and manly. And
his father is a fine man—one of the
finest | know. Besides this boy
there are two daughters, fifteen and
twelve, and another boy of about
nine. These children all know their
mother, who is close to them, as a
mother should be, but father in that
house occupies a position—not ex-
actly that of an outsider, but no one
could call it intimate.

I was visiting at that house when
the boy said this to me. He said it
rather wistfully, as if he realized that
he was losing something that he
would like to have.

“Why don’t you try to know your
father better?” | asked. “I dont be-
lieve he thinks that he doesn’t know
you.”

“Well, he’s so kind of dignified, and
er—distant,” the boy said. “And ter-
ribly busy. You know, he’s a very
important man downtown. | see his
name in the papers, and fry to under-
stand the things they say about him,
but every time | ask him about them
he says they’re things I'm not old
enough to understand. 1°d like to
understand them, because sometimes
in school my teacher asks me about
them, and seems to be surprised when
| have to say | don’t know.

“Oh, yes, he talks to me about my
school, and reproves me when my
marks aren’t good, and doesn’t un-
derstand why | am not leading in my
classes, and all that sort of thing.
Once he slapped me on the back
when | told him about making the
home run that saved the game for the
school team; and then right away he
seemed kind of ashamed of showing
so much interest in a boy’s baseball
game. He’s a very dignified man,
my father is, and very seldom shows
any kind of er—excitement.”

The first chance | got after that
| spoke to that father about this boy.
At first he acted as if | were intrud-
ing upon a privacy, but after a little
he unbent, and said something like
this:

“You see, Walter is a good boy,
and 1°d like to know him better, but
he is very shy with me. Sometimes
he acts as if he were a little afraid
of me. | don’t know why; Ive never
punished him—I*ve always left that
sort of thing to his mother. I'm a
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pretty busy man, not at home very
much, and my affairs wouldnt inter-
est my family. My wife keeps track
of the children’s school doings; al-
though sometimes | have to take a
hand when Walter’s reports fall off.
| confess | do get a little feeling
once in a while that | ought to be
closer to the boy, but he doesn’t re-
spond with much enthusiasm.”

So there you are. Father and son,
lonesome for each other—each reach-
ing out little soul-feelers across the
space, and yanking them back before
the other had time to respond! |
said a little to that man, but it was
a delicate situation; | hope | helped
a bit—I don’t know.

The trouble lay right there on the
surface in plain sight—*“dignified,”
“shy,” “distant,” “busy.” Each hun-
gry for an intimacy and mutual un-
derstanding; each feeling that the
other would not welcome his over-
tures, and therefore not making any.

It is a hard thing—or rather, it
seems hard—to establish mutual un-
derstanding after that lapse of years
between little children and seven-
teen. The wise father doesn’t permit
any such lapse to intervene in his
relations with his son. He keeps in
touch all the time. But even when
there has been such a lapse, it is not
at all impossible to overcome the
effects of it. Almost overnight a
father can bridge the gap if he will,
and if he has the wit to go at it
tactfully.

A father has to be a pretty bad and
unlovely soul not to be admired by
his boy. Even the boy who is afraid
of his father secretly adores him,
thinks him a fount of wisdom, brav-
ery, and business acumen. The man
must have driven the boy far out
from his heart-circle, not to be able
to beckon him back on very short
notice.

Suppose that this very evening, you
father whose boy thinks you are “dig-
nified” and “distant,” who have re-
garded your boy as “shy,” you should
open up peace negotiations with him
by asking about the .baseball team
at school, about any one of his in-
terests that you can share. Suppose
that instead of sitting there like a
graven image behind your newspaper
you should invite the lad out to the
theater, or a good moving-picture
show; make a pal of him for one
evening; tell him carefully and sim-
ply but cordially about something big
that you are doing or planning or
hoping in your business world. W hat
do you suppose would be the effect
upon him? | think he would grow
about two sizes before morning!

No, you couldn’t and wouldn’t take
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him to some of the places where you
might go if you went out alone; but
who would be the worse for that?
Haven’t you ever wondered about the
wisdom, the rightness, of your going
into places where you wouldn’t take
your boy or exactly like to have him
see you go? About doing things
that you wouldn’t like to have him
do? How long do you expect the
boy to think you better than you. are,
or to keep from doing the things he
knows you do?

Lift your finger, and that boy will
come running. His heart yearns for

just the companionship you could
give him if you would. And your
own life needs it, too. If you are
one who carries business cares and
problems home and to bed with you
—try an evening’s recreation with
your boy, to say nothing of the

other children; you will find that the
business cares have slipped off of
your back, and to-morrow will be not
only “another day,” but a different
kind of a day.

No boy is likely to slip very far
into mischief if the right kind of a
father is making a chum of him. And
this chumminess can be kept up even

when the lad is away at school or
college. It can be begun even in a
letter. Try writing a different kind

of a letter from any you ever wrote
before; tell him you want to make
up for lost time, and ask him to
forgive you and take you in. You
owe him that much, and you owe it
to yourself too!

Prudence Bradish.
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Mutual Dependence of Wholesale and
Retail Grocer.

Saginaw, March 25—You know the
saying, “United we stand, divided we
fall,” and the other one, “We hang
together or we hang alone.”

These thoughts are based on our
two lines of business as the connect-
ing link between the grower and con-
sumer of foods. In other words,
prosperity to one is prosperity to both,
and adversity to one is adversity to
both. The jobbers will enjoy greater
prosperity if the retailer is prosperous,
and we believe just as truly that the
retailer will enjoy greater prosperity
if the jobber is prosperous.

These thoughts are called out by
the present chaotic condition of the
food market. It is at best a guess as
to what the next six months in the
year will bring forth in the market.

We want to put ourselves on record
as most carefully studying the trend
of consumption and the history of the
movement of food supply and de-
mand, not only in America, but in the
world, so that we can promise the
average prices will not be lower but
will be higher for quite a stretch
ahead.

Corn has advanced in the last two
or three days to the highest price in
the world’s history. Herbert Hoover,
in writing on the needs of Europe,
says that if the Government takes its
hands off of prices, wheat will go to
$3.50 a bushel. Three dollars and fifty
cent wheat will bring probably $16 to
$18 flour. Oats, barley and rye are
higher.

The Government has just changed
the basis of its rations for soldiers
and has pledged itself not to put on
sale at all, but to consume the stock ot
tomatoes, corn, peas, pumpkin and
other canned goods that it has.

W ith an average consumption of to-
matoes of twelve to fourteen million
cases in this country, we had fifteen
million pack last year, the Govern-

Good Things

to Eat

After a strenuous day’s work it is with delight we sit down to a boun-

tiful meal.

And we start right in to satisfy the inner man.
The good wife has not overlooked anything in her endeavor to appease

the appetite.

She has learned long since that the most direct route to her husband’s
heart is through the stomach. The men are all alike in this respect.

And why shouldn’t we have good things to eat? We onl

live in this

old world once and the best way to get the most out of life is to enjoy

it every day as we go along.

Don’t wait until tomorrow to begin using

Lily White

“ The Flour the Best Cooks Use”

For every day you are without it you are missing something.
Your bread will be more delicious, lighter and whiter if baked from

LILY WHITE.

Your bakings will be more uniformly excellent.

LILY WHITE is more than just flour.

It is the best part of the

choicest wheat carefully and scientifically milled into the very best

flour it is possible to produce.

The way to have better bread, biscuits and pastry is to use better
flour, and the way to have better flour is to buy LILY WHITE “The

flour the best cooks use.”

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—Kkeep a good stock on hand to supply the demand.
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ment taking 45 per cent, or about
seven and a half million, leaving about
eight million cases for civilian con-
sumption as against twelve to fifteen
million other years.

While tomatoes and canned goods
have sold very low for some time,
the supply has been limited and labor
has been so fully employed at such
good pay that we are all fully satisfied
that there will be a short supply. Job-
bers have been trading with each
other. Stocks were never lower in the
jobbers’ hands. They are practically
entirely cleaned out of the packers’
hands.

A realization of the limited supply
to take care of the long stretch ahead,
with the exception of canned peas,
before new supplies come, will firm
up the market in our opinion. We be-
lieve that you are wise in keeping
complete supplies and in reasonable
quantities, buying them from any
source.

We believe that the market is not
going to break, but on the contrary,
that desirable lines of goods are more
than likely to be higher.

If the two partners in supplying the
consumer, the jobber and retailer
work together enthusiastically, we be-
lieve that, so far as the grocery busi-
ness is concerned, the catalogue houses
will have as easy times in building big
business as they have in the past.

Symons Bros. & Co.

Late News From the Saginaw Valley.

Saginaw, March 25— The writer had
the pleasure of meeting the Thourlby
Bros., managers of the Thumb’s most
popular hotel, the Morrow, at Bad
Axe, last week. These young fellows
are to be commended for the manner
in which they cater to the comfort and
pleasure of their guests. They are
always on the alert and quick to ascer-
tain the needs of the travelers. Their
rooms are well heated and the dining
room service to be commended. Leo,
the younger of the two boys, saw
about six months’ active service in
France and was commissioned a Lieu-
tenant. Howard, better known to the
boys as lke, was a member of Uncle
Sam’s Navy. They both possess that
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which goes to make one feel at home
after a hard day’s travel—a smile and
a glad hand shake.

Between bad roads and railroad
washouts in the Thumb last week the
boys hardly knew what to do. The
telephone companies did a big long
distance business. Just the same most
every one wore that pleasant smile.

The influenza has staged a strong
come-back in Vassar and cards warn-
ing people not to congregate in busi-
ness places have been posted all over

the city. It took on a serious aspect
there last week.
Fellow travelers, don’t overlook

your most sacret duty, April 7, that of
voting. If you intend to be out of the
city, go to the city hall the Saturday
revious and vote. We have a prob-
em on our hands, even bigger than
the one we had when electing Ben.
Mercer Mayor—that of councilman.
You surely know conditions, so be on
the job and let us not have Mayor
Mercer’s hands tied down by a bad
council.

Every loyal Saginaw Council member
should become a member of the Bur-
ial Fund and Association. Don’t neg-
lect this. Apply to Secretary George
Pitts or Chairman H. L. Rutherford.
In all fairness to yourself, and espec-
ially to your family, you should attend
to this at once.

Alfred Fischhaber, for several years
in the employ of the Peoples Store,
at Millington, returned from France
last Thursday, Mr. Fischhaber was
absent for over a year and a half and
saw much service in France. He will
be given his old position back, much
to the credit of the management of

the Peoples Store, and his many
friends will be glad to see him back,
too. L. M. Steward.

How Shall | a Habit Break?

“How shall | a habit break?”

As you did that habit make.

As you gathered, you must lose;

As you glelded, now refuse. .
Thread by thread the strands we twist,
Till they "bind us, neck and wrist;
Thread by thread the patient hand
Must untwine, ere free we stand;
As we bmld_ed, stone by stone,

We must toil unhelped, "alone,

Till the wall is overthrown.

Some people get an idea

so firmly fixed in their minds that only disaster

can dislodge it.

We all know them.

There are many still living who laughed at the
telephone, typewriter and automobile when they
first made their appearance, and there are yet

some among us laughing at the aeroplane.

The

telephone, the typewriter, the automobile, the
aeroplane—all establishes their wonderful values
when they were made right.

The no less important fact asserting itself upon
the minds of the housewife and the dealer “who
knows” is that some baker’s bread is the best of

bread when it is made right.

And the surest

“made right” bread you ever knew is

CREAM-HUT
BREAD

Made only by the

SCHULZE BAKING CO.

Dealers Like to Sell it — Consumers Like to Buy It-
Everybody Likes to Eat It
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31

BUSINESS WANTS DEPARTMENT

Advertisements Inserted under this head for three cente a word the first

Insertion and two cents a word for each subsequent continuous
double price.

If set In capital letters,
must accompany all orders.

FARMS: $400 LIBERTY BONDS DOWN!
COMMISSION to BROKERS!
$3,608 PRICE—80 ACRE FARM!
Part is $60,000 gravel at 10c cubic yard,
balance richest,” dark loam, clay subsoil,
35 seeded, 60 %Iowable all capable raising
per acre 300 bushels potatoes, etc.; two
4 room houses, barn, railroad town one
mile, main road, $3,600. Bradford Arnold,
Lansing, Michigan. Take Ford on 120
RAL MICHIGAN

acres on trout
stream, $1,200, balance easy. Save this
adv. 164

For Sale—Fine going grocery business;
town of 1000, Oakland County. Stock
about $2,500, fixtures $700. Sales $32,000.
Good lease. Owner in service. A won-
derful opportunity. Address No. 165,
care Michigan Tradesman. 165

MERCHANDISE WANTED.
STORE FOR RENT. | .

For rent May 1, store building with
7,200 feet floor space and 3,500 feet
warehouse room. ne of the heaviest
roducing  potato and _general agricul-
ural stations in Michigan with an all
around live community. A State bank
opens here April 1, and a twelve grade
school is maintained. Would exchange a
good farm for a clean stock of mer-
chandise.  Communicate with G. A.
Brigham & Sons, Buckley, Mich. 166

Business Opening—Partnership vacancy
to be filled, caused b%/.recent death of
junior partner, in refail grocery busi-
ness; located in good farming, stock
raising and mining town, Western Mon-
tana. = Right party can take from one-
third to one-half interest, requiring $2,500
to $4,000 cash. Applicant must have gro-
cery store experience, clean record ‘and

habits. Big opﬁlortunit for the right
man. Address No. 167, care Mlch|g7an
Tradesman. 1

FOR SALE—One (1) high-grade first-
class direct connected electric passenger
elevator. Has been in use for a short
time. Address ELEVATOR, Box 24,1638ta—

tion B, Cincinnati. Ohio.

For Rent—At Lake Orion,store suit-
able for dry goods, men’s furnishings or
boots and shoes stock. Also, a grocery
store with large storeroom. Both have
full basement, oak shelving and counters
and glass showcases. ANK PRED-
MORE, 222 Philadelphia, West,
Michigan.

For Sale—Entire stock of groceries,
rovisions, shelf hardware, furniture and
ixtures, formerly belonging to A. L.
Gleason, Cqumlsh. Trustee, now in
charge, is willing to offer entire business
at a_big sacrifice, because he has no time
to give this matter, owing to duties con-

Detroit,
169

nected with his_own business. C._ M
Olney, Trustee, Copemish, Mich. 170
For Sale—To close an estate, cigar

factory and retail store, with pocket pool,
billiard tables, etc. ood _going busi-
ness. Good location in the city of Grand
Rapids, Michigan. Cigar factory employs
from eight to fourteen men. Réady mar-
ket for ‘goods. For information, write to
R y . TRUST COMPANY,
Grand Rapids, Michigan. 171

For Sale—Clean fresh stock of groceries
and fixtures, attractive store, good loca-
tion; meat market could be "added to
advantage; $3,000 cash. Address No. 173,
care Michigan Tradesman. 173

WANTED—A RELIABLE ENERGET-
SALESMAN TO REPRESENT

ESTABLISHED CONCER
LLS, PAN

MICHIGAN
AND GEN
L STORES. _ADDRESS NO. 174
E MICHIGAN TRADESMAN. 174

_For Sale—Stock of general merchan-
dise, including dry ‘goods, roceries,
shoes and wall paper, with a four year
lease _on brick and cement block build-
ing, 35x 85 Best location in town and
one of the best farming countries in the
State of Michigan. uilding equipped
with own electric light and water works

3
wZ>

olant. Doing $55,000 worth of business
In a year. ddress No. 175, care Michi-

r,an Tradesman. 175
For Sale—Grocery, meat market and

bakery combination. Fine location. Rea-
son, poor health. Address No. 143, care
Michigan Tradesman. 143

For  Sale—Splendid blacksmith busi-
ness in Michigan’s best town. 'Selling
reason, sickness. Correspond with F. L.
Convis, Ithaca, Michigan. 177

Pay spot cash for clothing and furnish-
‘ng goods stocks. L. SUberman, 106 E.
‘Tancock, Detroit. 986

DRUG store for sale; the best In Smith
County, Kansas; modern fixtures; ever{-
thing "new; business 1918, $18,000; stock,
furniture and fixtures invoice $8,000;
money maker; if you want something
good,” get busy; no” trades or long time
nropositions. Stewart Drug Co., Lebanon,
Kansas. 147

Insertion.

No charge less than 25 cents. Cash

FOR SALE—MEAT MARKET AND
GROCERY. Fine location. Doing good
business. Rent is low. Good farming
country. Write or call Wellman & Bar-
ber, Mulliken, Michigan 176

Collections—We collect an
for our "No Collection, No
Arrow Mercantile Service.
ing. Grand Rapids. Mich.

For Sale—Good up-to-date laundry.
Only laundry in town of 7,000. Good fac-
tory town. ~ Good schools. Large truck
factory now being erected. Forced to
sell at once on account of lllness. William
Kelley, Mt. Pleasant, Michigan. 45

Wanted—To purchase modern flour and
feed mill with reliable year around water
power, located in good farming country
and near railroad town. Full particulars
in first letter or no attention. Address
No. 148, care Michigan Tradesman. 148

Highest prices paid for all kinds of
stocks of merchandise. Charles Gold-
stone, 1173 Brush St.. Detroit. 149

JOBBERS WANTED TO HANDLE
OUR SILVER AND METAL POLISH,
OWN LABEL

where. Sena

harge” offer.

Murray Bulld-
390

For Sale—OlIld established hardware
and implement business. Forty years
in same building. Not a dollar of stock
that won’t turn at least three times a
year. Fine town and best farming coun-
ty in Southern Michigan. Rent very rea-

sonable. Mortimer Hickey, Hartfard,
Michigan. Y 1%1
New brick store with offices rented
above. One of the best locations in
Michigan for a clothing, dr_ly goods or
eneral merchandise store. erms. Fred
. Godfrey, Lowell, Michigan. 152

W anted—Stock general merchandise or
men’s furnishings, $2,000 to $4,000, located
In Southern or Eastern Michigan, in ex-
change for well located store building
25x 80, ten room house and four lots.
Good renting or selling property and lo-
cated in booming town of 1,500 without a
vacant store buillding. Address No. 158,
care Michigan Tradesman. 153

. Wanted—Position as drug clerk; 'reg-
istered; over thirty years® experience;
country preferred; ~ reference. ~ Address

P. O. Box 74, Walkerville, Michigan. 154

For Sale—Hardware stock of $7,000.
Best location in a Michigan city. Good
farming country. Large territory. $6,000
cash required. = Will sell right. “~Address
No. 155, care Michigan Tradesman. 155

Cash paid for men’s and boys’ clothing,
furnishings, hats, caps, shoes. Kahn
522 Washington Ave., Bay City,
igan
A fine location for a general store in
a first class small town. Don’t fall to
investigate. Address Box 216, Howe, In-
diana 158
Wanted—Good location for drug store
anywhere in Michigan, either large or
small_town. Address No. 159, care Mich-
igan Tradesman. 159

For Sale Cheap—Ice cream _freezer;
North Brother; ten gallon capacity; good

Mich:
157

condition. Answer uick. " Dunwell’s
West End Drug Store, Kalamazoo, Mich-
igan 161
For Sale—Department store stock and
lease. of new store building in best
location in growing city of 4,800. Stock

and fixtures will inventory about $13,000.
Other business demands owner’s atten-
tion. Address No. 163, care M|ch|69an
Tradesman. 163

FOR SALE—DRUG STORE_IN FLOR-
IDA CITY OF 7,000 POPULATION. Es-
tablished 11 years and making about
$300 profit per month. Owned by physi-
cian whose practice demands his entire

time. Will sell stock and fixtures at
inventory, about $7500. L. H. PART-
RIDGE, "Lake City, Florida. 138
For _Sale—Varjety stock, store and

house in connection. Doing a fine busi-
ness. A good business for man and wife.
Good reason for selling. Address No.
142, care Michigan Tradesman. 42

_For Sale—Michigan drug stock, floor
fixtures and fountain. Inventory less 40
per cent, or $1,800. Can be moved read-
ily. Personal inspection solicited. Ad-
dress No. 71, care Michigan Tradesmﬁn.

Cash Registers (all makes) bought,
sold, exchanged and repaired. REBUILT
CASH REGISTER CO., Incorporated, 122
North Washington Ave., Saginaw, Mich-
igan 128

Will pay cash for whole or part stocks
of merchandise. Louis Levinsohn, Sagl—
naw” Michigan. 76

Cash Registers—We buy, sell and ex-
change all makes of cash registers. W<
change saloon machines Into penny ke
registers. Ask for information. he J.
C. Vogt Sales Co., Saginaw, Mich. 906
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Expansion Plans of the Piggly Wig-
gly Propaganda.

The Piggly-Wiggly chain store
system is going about the establish-
ment of stores in a systematic man-
ner and while initially its efforts will
be confined to the larger cities of
200,000 population or over, eventually
the plan is to take in towns of 10,000
or more throughout the country. The
business is being organized by divi-
sions, each division with a certain
number of states under its jurisdic-
tion. The stores in Grand Rapids,
for instance, will be a part of the
division operating in Missouri, Illi-
nois, Wisconsin, Ohio, Michigan and
Indiana. Other states will be han-
dled in the same manner.

Discussing the basis of operation
and the percentages on which the
Piggly-Wiggly stores are conducted,
the general manager of this division
recently remarked:

“We do not adhere to any set per-
centage of gross profit, but the aver-
age gross that we will receive will be
between 10 and 12 per cent. Of course,
this does not mean that everything
will be sold on that basis. Sugar will
be handled at less as well as other
items, but on the total sales we ex-
pect to realize around that figure.
We can operate under 5 per cent, as
our overhead and some of the stores
are doing business as low as 3 per
cent. We will have no ‘leaders.’

“You are wrong in believing that
Clarence Saunders gets 1 per cent, on
our gross sales. The percentage he
receives is of 1 per cent.”

Asked what the advantages of the
Piggly-Wiggly system were over the
other retail grocers, the manager said
that the company would have “one
overhead,” which he explained meant
that the jobber’s profit would be elim-
inated, where the other retail grocers
would have that to contend with, add-
ing that they would be unable to com-
pete on prices because of that ex-
pense.

“What effect will the Piggly-Wig-
gly stores have on the other gro-
cers?” the manager was asked.

“As to that, | cannot answer, as |
am not concerned, but you know that
the grocery business, as a whole has
not been conducted on a business
basis. | do not say that there are not
business men among them, as that
would not be in accordance with the
facts, but the vast majority of them
are incompetent. | do know, how-
ever, that they will have to be better
business men if the want to hold
their own against the changing
times.”

As to other grocers following the
Piggly-Wiggly idea, the manager said
that before Saunders was granted a
patent on his plan 117 photographs
of stores, run along somewhat simi-
lar lines, were submitted. He said,
too, that many efforts have been made
to copy the idea but all of them have
failed and that any scheme that was
not a strictly Piggly-Wiggly store
would fail. He also asserted that no
Piggly-Wiggly stores had failed, but
on the contrary, all of them were
making money.

He is a strong booster for the Pig-
gly-Wiggly stores and for Saunders,
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its patentee, and said he had known
him for many years. As to Saunders
refusing to let any of the stores al-
ready established sell certain prod-
ucts, such as Colgate & Co.’s with
whom he had a scrap, he replied he
ought to have something to say about
the store methods. Saunders, he
said, wanted to keep uniform stores
run along certain lines and to main-
tain his position was compelled to
exercise control over the stores so
that if necessary he could take them
away from the owner if he failed to
live up to certain standards. “But,”
he added, “he has never done so.”

Proceedings in the Western District

of Michigan.
Grand Rapids, March 25—Leon ' A.
Milheim. of Grand Rapids, filed a volun-

tary petition for adjudication in bank-
ruptcy. The order of adjudication has
been ‘made and the first meeting of cred-
itors called for April 7. The schedules
of the bankrupt show liabilities amount-
ing to $1,427.12 and assets amounting to
$367.81,_including exemptions claimed at

$250. Following™ is a list of the bank-
rupt’s creditors:
Preferred Claims.
Personal taxes ... e $ 22.00
Unsecured Creditors.
Blue Bird Bluing Co., Grand
RAPIAS o $ 60.00
I. Van Westenbrugge Co., Grand
Rapids ... e 0.00
Badger Candy Co, Milwaukee .... 45.00
Hazeltine & Perkins,

. Grand Rapids 18.00
Claude Piner, Grand Rapids .. 13.00
National Biscuit Co., Grand Rapids 45.00
Co.. Grand Rapids %(7)8(0)

Peterson Brewin
M. Piowaty & Son, Grand Rapids
Kuppenheimer Cigar Company,
Grand Rapids
Allegan Cider Co., Allegan
Handy Electric Mills.
L. Perrigo Co., A
Elkhart "Baking Co.,
Star Paper Co., Kalamazoo . .
Jennmgls Extract Co.,, Grand Rapids 7.85
Arbuckle Company, New York .... 315
Jewett & Sherman Co., Milwaukee 175.00
Shelby Sale Book Co., Shelby, Ohio 15.00

Voigt” Milling Co., Grand Rapids  32.00
Sioux City Seed Co., Sioux City .. 103.00
Schultz Baking Co.. Grand _Rapids 140.00
H. VanEenenaam & Bro., Zeeland 10.39
George H. Junﬂ1 (O« 10.00
Mrs. Kate Milheim. Miner Lake  300.00
John Robinson, Allegan ........... 19.00

Charles W. Budde, George H. Budde
and Budde Brothers, copartners, have
filed petitions for adjudication in bank-
ruptcy. The order of adjudication was

entered March 24 and the first meetin
of creditors has been called for April 7,
The bankrupts conducted a picture show
business. Charles Budde was a furniture
worker and George Budde was a clerk
for the American Express Company. The
assets shown by the individual schedules
of Charles W, ‘Budde is cash on_ hand
$34. The individual schedules of George
Budde show creditors as follows:
Unsecured Creditors,
Dr. J. D. Hastie, Grand Rapids
(Judgment). i
Bernie Kulms, Grand Rapids 80.00
. The partnership schedules show cred-
itors as follows:
Unsecured Creditors.
Joseph Noorthoek Grand Rapids $5,400.00
John Buekema, Grand Rapids ....100.00
Worehester China Co., Worchester, 205.00

DeBoer & DeClark, Grand Rapids 100.00
Jacob E. Feenstra. Grand Rapids 65.00
Bernie Kulms, Grand Rapids 135.00
Enterprise Electric Co., Grand

Rapids ... e 125.00
McMullen Machinery Co., Grand

RAPIAS oo 125.00

Thomas E. Graham. Grand Rapids 1,160.00
Verhey & Noorthoek Lumber Co.,
s

Grand Rapid 10.15
Joseph Noorthoek. .
Kent State Bank, Grand Rapids
(Part of $5.400,400 above) ... 80.00
Herpolsheimer Company . 80.00
7777777777 $7,627.15
In the matter of Harry P. Otis, the

first meeting of creditors was held March
24. 1t appearing from the examination
of the bankrupt and his schedules now
on file, that there are no assets in the
estate, an order was made directing that
no trustee be appointed and _that the
estate be closed at the expiration of
twenty days.

In the matter of Charles Kahler, the
sale of the assets was held yesterday.
The offer of E. D. Collar of '$1,825 for
all the assets of this estate, exceptin
the pop-corn machine, was accented an
the trustee directed to complete the
same.

TRADESMAN

Why Only One in Twenty Succeed.

The man who develops his mind and
works along some concentrated line of
action usually makes a success; but
we find a very small percentage that
hew right to that line. Statistics tell
us that there are less than 5 per cent,
of successful business men in the Unit-
ed States.

We also find, according to figures
compiled by insurance companies and
statistical experts, that of the average
hundred men who start in business at
the age of twenty-five, when they
reach sixty-five years, fifty-four are
in debt, thirty-six are dead, five are
still at work for themselves, four are
well off, and one has become rich and
retired.

So that only one man starting in
business at twenty-five years and
reaching the age of sixty-five has be-
come a distinct success. You might
call it a hundred-to-one shot.

In business there are eighteen fixed
expenses. Eighteen seems a tremen-
dous number, but when you analyze
this number you find that each one
has a certain bearing on everybody’s
business. There is no such thing to-
day as ‘miscellaneous expenses’ in
business—that went with the sock in
which the old man used to keep his
money. Just check these off and see
if they don’t apply to your own line
of business:

Taxes.
Insurance.

Fuel.

Rent.

Your own salary.
Your clerk hire.
Your advertising.
Telephone.
Office expenses.
0. Office machinery.
1. Equipment.

12. Repairs to equipment and store.

13. Depreciation.

14. Shrinkage.

15. Donations.

16. Bad debts.

17. Interest on investment.

18. Personal insurance.

Another most important point is the
necessity of aiming all your best ef-
forts at your women customers. Noth-
ing helps so much in handling a wom-
an buyer as politeness, flattery and
cajolery—and don’t forget to use that
gigantic thing commonly referred to
as “salve.” A woman can do more
harm to a man’s business than any
other every-day factor. By spreading
bad reports about your methods she
can turn half of the neighborhood
against you. Treat her with care,
courtesy and attention, because you
want her to come again. If she re-
turns to your store ten times she is
ten customers. If she comes back a
hundred times she is a hundred cus-
tomers.

PBO®ONORWwNE

The sharp reaction against a union
with Germany now reported from Vi-
enna is traceable to two main condi-
tions, one internal, one external. The
chief supporters of a union with Ger-
many have been the Austrian Social-
ists, who are for the time being in
control at Vienna but who feel that in
the long run they would be in a
minority, and. would therefore join
hands with the powerful Socialist ele-
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ments in  Germany. Their principal
opponents have been the Clericals or
Christian Socialists who show the same
reluctance to submit to a Socialist
regime that has been manifested by
Clerical sentiment in the Rhine prov-
inces. But probably more effective has
been the consideration whether Aus-
tria will profit or lose materially by
union with Germany. If the Union
offered a prospect of better terms from
the Entente and a more tolerable after-
the-war burden, Austria would go with
North Germany. If easier terms were
obtainable by holding aloof, that would
be the natural course to follow. The
present drift away from union must
therefore be read in connection with
the official announcement that the En-
tente has given official notification of
the lifting of the blockade against
Austria and Hungary. The Viennese
apparently have decided that they can
do better for themselves than by buy-
ing into a heavily burdened and badly
disorganized concern.

It would have been an exceedingly
graceful act for the Grand Rapids
Retail Grocers’ Association to have
asked the three surviving founders of
the organization in 1885—thirty-four
years ago—to have occupied seats of
honor at the speakers’ table. The three
men are B. S. Harris, Eugene Rich-
mond and William E. Knox. The
Tradesman' is pleased to make this a
suggestion for the next banquet which
will be held a year hence—possibly in
connection with the banquet the whole-
sale dealers of Grand Rapids will
tender the State organization on the
occasion of its annual meeting for 1920.

Frank G. Ransom has retired from
the management of the Piggly Wiggly
store, on Monroe avenue, to engage in
business on his own account. He has
formed a copartnership with H. H.
Frederick and engaged in the grocery
business at the corner of Clay avenue
and Terrace street, Muskegon, under
the style of the Service Grocery.

Rice—The prices are unchanged and
nominal. Last mail advices from
New Orleans report that good grades
are scarce there and that a strong
feeling prevails among those holders
who possess such stock. In some
instances the lower grades are being
substituted on orders from buyers
in urgent need of supplies.

Cheese—Cheese is firm at an advance
of about Ic from last week, with a
moderate supply and an active demand.
There is also a demand for export.
The market is very healthy, and if we
do have any change there is likely to
be a further advance.

Joseph Potts, formerly a clerk for
Arthur Cox when he was engaged in
the grocery business on the West side,
has opened a grocery store at 1009
Ka'amazoo avenue. The Worden Gro-
cer Co. furnished the stock.

In Boston a rubber factory is called
an inquisitive plant.

business chances.

For Sale—Must sell at once my stock
of hardware, located at Holland, Mich «
igan. Population, 12,000. A rare chance
to get a good paying business, old estab-
lished and a money-maker. Positively
no trade. Address T A- V&nderVeen.
Holland, Michigan, 178



No Reduction in Price Red Grown
Crsse cost of labor and inresse axes Gasoline for Power

nearly all food products were advanced in

price to consumer and distributor during the The modern motor and improved carburetors have demon*

war. There was a very small advance in strated beyond' question that gasoline made especially for
i motor fuel—as Red Crown is made—will give the most

the price of power—the most speed and the most miles per gallon.

Red Crown, like your Automobile, is built to specifics»
turns and Red Crown specifications have been worked oat

S h d d d W h B - - by the most eminent petroleum chemists and automobile
re e e at | S C U It engineers available.

. i i Red Crown contains a continuous chain of boiling point

We are still subject to war prices for every- fractions;'starting at about 95 degrees and continuing to

thing we buy. This condition will obtain for above 400 degrees. It contains the correct proportion of

low boiling point fractions to insure easy starting in any

many months to come. We must keep up the temperature—the correct proportion of intermediate boil-

Quality and the Price. Oar distributors run ing point fractions to. insure smooth acceleration—and the
' correct proportion of high boiling point fractions with

no risk in stocking up with Shredded V heat. their predominance of heat units to insure the maximum
Considering its high nutritive value it is to- power, miles and speed.

day the cheapest, most economical food in These are the things that make Red Crown the most effi-

cient gasoline possible to manufacture with present day

the world. It is the same Shredded Wheat knowledge.
you have always sold—clean, pure, whole- For sale everywhere and by all agents and agendas of
some, nutritious. Ready-cooked and ready-
to-eat. STANDARD OIL COMPANY
(INDIANA)
The Shredded Wheat Company, Niagara Falls, N. Y. Chicago U.S. A.

ASK YOUR JOBBER FOR

Hart Brand Canned Foods

HIGHEST QUALITY

Our products are packed at seven plants in Michigan, in the finest frnit and vegetable
belts in the Union, grown on lands close to the various plants; packed fresh from the fields
and orchards, under highest sanitary conditions. Flavor, Texture, Color Superior.

Quality Guaranteed
The HART BRANDS ate Trade Winners and Trade Makers

Vegetables:—Peas, Corn, Succotash, Stringless Beans, Lima Beans, Pork and Beans, Pumpkin, Red
Kidney Beans, Spinach, Beets. Saur Kraut, Squash.

Fruits;—Cherries, Strawberries, Red Raspberries, Black Raspberries, Blackberries, Plums, Pears, Peaches.

W. R. ROACH & CO., Grand Rapids, Mich.

Michigan Factories at
HART, KENT CITY, LEXINGTON, EDMORE, SCOTTVILLE, CROSWELL, NORTHPORT.



STAND BY PINE
TREE BRAND

TIMOTHY CLOVER
ALFALFA SEED

FOR OVER.ONE
QUARTER OF
A CENTURY
THIS BRAND
HAS PROVEN
ITS WORTH

ALBERT DICKINSON CO.

MINNEAPOLIS
Q CHICAGO O



