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Stop the Automobile Thief!
There is just one way to effectively stop for all time the established business 

of stealing automobiles: Make it impossible for the thief to dispose of the stolen 
car! A thief steals to sell a car—not to use it for his pleasure. Deprive him of 
a market And you reduce theft. This is the idea and plan conceived by the Auto
mobile Abstract & Title Company. The sale of an automobile often involves as 
much money as a sale of real estate. The abstract of title is always an important 
consideration in the transfer of real estate. Why shouldn’t it be just as important 
in the transfer of an automobile? Land abstracts give the history of titles to 
property and its location. Automobile abstracts will give the history of titles to 
the automobile and its description. The abstract system will make it impossible 
to disfigure the car, alter and change the original car numbers without detection, 
and this, you know, is now being done every day in the disposing of stolen au
tomobiles. Certain precautions have been taken in perfecting our system so 
that it is absolutely impossible for the thief to forge an abstract or evade the 
provisions of our plan in any way.

DEMAND AN ABSTRACT 
REDUCE YOUR INSURANCE

Make application now. Blanks furnished 
upon request or by any Notary Public.

The abstract is fully protected lpr the 
United States copyright and patent laws.

Facts

It is a guarantee and proof of title with the automobile and upon demand.
It will prevent anyone from selling or purchasing a stolen car.
It will be a protection and important in obtaining loans and loaning money on automobiles.
It will prevent many court suits that do otherwise follow sales transactions and it will be eventually 

demanded in and by the courts.
It will be an aid to the insurance companies and prevent the automobile thief or dishonest policy

holder from making fraudulent claims.
It will reduce the theft hazard for the insurance companies, thus reducing insurance rates.
It will be an aid to the State’s license bureaus.
It will be an aid to the Police departments.

Plan—Under our plan the Abstract will be issued in book 
form to the owner and used for the life of the car. There 
is provided in the Abstract bills of sale in consecutive or
der and attached to each bill of sale is a duplicate in the 
same consecutive manner. Upon the purchase of a new 
automobile from the manufacturer’s distributor or upon 
the purchase of used or second-hand automobile from an 
owner the bill of sale will be made out by a notary, public 
and sworn to before him. The Notary will then detach 
the duplicate bill of sale and mail same to our office. We

will then forward this duplicate bill of sale to the Sec
retary of State or State Motor Vehicle Department. We 
will then mail to the purchaser of the automobile his 
guarantee of title which is to be attached to the Abstract 
by the purchaser. The transfer fee for each and every 
transfer shall not exceed two dollars of this amount 
the Notary shall deduct his fee, which shall not ex
ceed fifty cents, and mail to us the difference. The 
abstract system will apply to all makes and types of 
motor vehicles.

Automobile Abstract & Title Company
E x e c u tiv e  O ffices 

B o o k  B ldg ., D e tro it ,  M ich. 
P h o n e : C h e r ry  3360

G e n e ra l O ffices  and 
C le a rin g  H o u se  

C h icago , 111.
Copyrighted
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Turn These 
Looses To Profits

There is a great economic 
waste when you sell bulk 
sugar because you must pay 
the cost of bags, twine, 
wrapping, overweight and 
waste. Turn this loss to 
profit by pushing the sale of 
Franklin Package Sugars.

The Franklin Sugar Refining Company
PHILADELPHIA

**A Franklin Cane Sugar for every uae**
Granulated, Dainty Lumps, Powdered, 

Confectioners. Brown

United Motors Go., Grand Rapids

We want responsible agents in every town. Write us 
for terms. In towns where we are not represented, we will 
make truck buyers an exceptionally attractive offer.

Send for illustrated catalogue. 690 North S t

Judson Grocer Co.

W holesale Distributors

o f

Pure Food 
Products

Grand Rapids, Michigan

“ The Healing Power of Compressed Yeast”
—is the name of a booklet which 
explains how

Fleischmann’s Y east
can be uaed as a simple remedy for con
stipation, and ordinary blood diseases 
which result in boils, carbuncles, pimples 
and similar skin afflictions.

Ask any Fleisehmann salesman for a supply of this book. 
Circulate it among your customers and increase your sales.

THE FLEISCHMANN COMPANY
N E W  YORK 
SEATTLE

C IN C IN N A T I 
SA N  FRANCISCO

DEAL 1814 MORE PROFIT
SNOW  BOY W ASHING POW DER 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 

2J^boxes @ 5.00— box FREE, Net 4.17 
F. O. B. Buffalo: Freight prepaid to your R. R. Station in lots of not less than 5 boxes.
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.

t
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MICHIGAN TRADESMAN
(U nlike an y  o th e r  paper.)

Each U sue C om plete In Itself.
D EV O TE D  TO T H E  B E ST  IN T E R E S T S  
__________O F BU SIN ESS M EN.__________

Published Weekly by 
TRADESMAN COMPANY 

Grand Rapids.
_________ E. A. STO W E, E dito r._________

S ubscrip tion  P rice .
Tw o do llars  p e r year. If paid  s tric tly  

In advance.
T h ree  dollars p e r y ear, if n o t paid  in 

advance.
C anad ian  subscrip tions, $3.04 p e r year, 

payab le  invariab ly  in advance.
Sam ple copies 6 cen ts  each.
E x tra  copies of c u rre n t issues, S cen ts; 

Issues a  m on th  o r m ore old, 10 cen ts; 
Issues a  y e a r  o r m ore old, 25 cen ts; issues
five y e a rs  o r  m ore old, $1.______________ _
E n te red  a t  th e  Postoffice of G rand 

R apids u n d e r A ct of M arch 3. 1879.

WHAT OF WOMEN WORKERS?
Every one recognizes that, in the 

re-adjustm ent now in progress in the 
industrial field, the labor problem 
looms up large. An elem ent in this 
is the status of women workers, so 
m any of whom have taken the places 
occupied by men who w ent into the 
service. But it m ust not be forgotten 
that war exigencies only hastened a 
m ovem ent th at was in p retty  good 
sw ing before hostilities began. Long 
before 1914, girls and women were 
employed in large and increasing 
num ber in offices, counting room s, 
shops, and factories. In  many in
stances this was because such help 
was cheaper, but there were quite 
a num ber of cases in which their spec
ial fitness made them  m ore efficient. 
W hat the w ar did was to increase 
their range of occupations with the 
result th at many of them  have made 
good. I t  is a serious question with 
m any em ployers as to w hat procedure 
the conditions call for. M ost of them 
recognize th at they  are in duty bound 
to  give a preference to form er male 
employes who have come back from 
Governm ent service, but they are loth 
to lose the services of women w ork
ers who have shown their fitness. They 
frequently  hope th at re tu rn ing  sol
diers will not apply for their old jobs. 
The problem  is simplified in the cases 
where the wives of men in the service 
took the places of their husbands and 
are prepared to give up the positions 
on the re tu rn  of their helpm eets. But, 
on the general proposition as to  what 
disposition is to be made of female 
labor, no satisfactory conclusion has 
been reached either here or abroad, 
although there has been no end of 
discussion on the subject.

COTTON AND COTTON GOODS.
T here  has been a g reat deal of con

jecture and guessing by those in te r
ested in cotton quotations as to how 
much, if any, restriction  there will 
really be in the acreage this year. 
Georgia and the Carolinas seem to be 
the S tates where the m ovem ent is 
jjiost pronppnced. In  Texas, which

raises about one-third of all the cot
ton grown in the country, there is 
little in terest in the subject, and 
w eather conditions there all favor the 
planting as well as the gathering  of 
a large crop. T hat there will be some 
curtailm ent of acreage looks likely, 
and there is a chance that this will 
not make the crop smaller, as it may 
lead to b e tte r cultivation and picking. 
Q uotations have been fairly firm dur
ing the past week, not having been 
affected by the shutting  down of L an 
cashire mills on Am erican cotton. 
The goods m arket, while not very ac
tive in the main, showed no signs 
of weakness. In  some constructions 
a p re tty  good am ount of business was 
done, and there was a considerable 
volume of.sales of finished goods. A 
cam paign has been started  to stim u
late the sale of dress gingham s, which 
will culm inate in the week following 
E aster. I t  is expected to  help in 
distributing  stocks to  wholesalers and 
retailers. In  knit goods there has 
not been as yet any decisive m ove
ment, but hosiery sales have been all 
that were expected.

SILK HOSIERY STRONG.
The silk hosiery situation continues 

strong  and the fact that mills are m ak
ing a shift back to  wom en’s silks 
where during the w ar they shifted the 
machines to m aking m en’s half hose 
gives proof of the strength  of wom 
en’s silk numbers.

M en’s silk half hose are selling in 
about an unchanged way w ith selling 
agents well taken care of, so far as 
orders are concerned. In  some quar
ters expansion is being spoken of and 
some expansion is already under p rog
ress as a result of the continued and 
steady demand for silk half hose. 
T he increased demand for wom en’s 
silks is also helping along this ex
pansion idea.

The low end cotton situation is not 
any too satisfactory. To be sure the 
five and ten cent stores and the base
m ent departm ents of o ther stores in 
some cases are buying but outside of 
their needs there is considerable quan
tity  of low end goods th at is of such 
a character th at it is hard to find 
purchasers.

FARTHER AWAY THAN EVER.
Dr. E. J. Dillon, who is handling 

the peace conference for the Phila
delphia Ledger and who possesses 
rem arkable powers of incite, cables 
his paper as follows:

I  affirm with reg re t th a t the belliger
en t nations are  no t m erely as far 
from  a sa t;sfactory  peace as they were 
four and a half m onths ago, but are 
im m easurably further, fo r I  am con
vinced the  elem ents of a durable peace 
which then  existedl have been anni
hilated bv the dawdling and bungling 
of well-intentioned am ateurs.

My personal view is th at H ungar
ian nationalism  has been fused with

Bolshevism and any assurances of 
General Sm uts cannot dissever them ; 
that the Teutons are resolved to  re
fuse to sign the treaty, even though 
Danzig be neutralized and in terna
tionalized.

I have been informed of the German 
plan of campaign for several weeks 
and I am enabled to state it contem 
plates the substitution of Mr. W ilson’s 
fourteen points for a scheme elab
orated by the Peace Conference, and 
the perem ptory rejection of the latter, 
likewise an impassioned appeal to the 
peoples against governm ents.

This attitude may, it is hoped, let 
loose a revolutionary movement of a 
social character from which all the 
European countries will emerge not 
unscathed, but emancipated from the 
inequalities which the forthcom ing 
peace treaty  would impose upon cer
tain of them. The German people, 
owing to special qualities in which 
they excel, would then be able to 
compete with their rivals in every 
branch of national activity w ithout the 
fetters which would otherw ise handi
cap them.

I am fu rther inclined to  believe that 
one sin ister consequence of the inca
pacity of the delegates to  cope with 
problem s they so blithely tackled will 
be a series of grave revolutionary 
outbreaks th roughout continental E u
rope, probably between July and Oc
tober, culm inating in the subversion 
of the p resent social system .

The Salvation Arm y announces that 
it proposes to inaugurate a drive for 
$12,000,000. The Arm y did rem ark
ably effective w ork overseas during 
the w ar and thus secured the ever
lasting  good will of the soldiers and 
their friends. U nfortunately, the 
business m ethods of the Army in this 
country have always been wretched, 
because its fiscal m ethods are based 
on the autocratic system  of the R o
man Catholic church, w ithout the 
brains and m achinery that church o r
ganization has to  carry on the work. 
No local captain is perm itted to make 
a report of his collections to the peo
ple who contributed the money. He 
reports to his superior officer and so 
on up to the a rb itrary  and u tterly  
unapproachable head center of the 
Arm y at London, where no report is 
ever obtainable. U ntil the Salvation 
Arm y reform s its present policy of 
“addition, division and silence,” it 
will never enjoy the confidence of 
thinking people, as its rem arkable 
activities am ong the “down and out” 
would entitle it to if it conducted its 
business affairs more in harm ony with 
American ideas and American m eth
ods.

T he inducem ents held out by some 
of the solicitors who are selling stock 
in the so-called Grand Rapids W hole
sale Grocer Co. are little  short of 
criminal, if they do not verge on the 
criminal. Prom ises of profits are held 
out which no wholesale house can 
possibly give—and live. T he fact that 
nearly all of the initial paym ent made 
by the subscriber goes automatically 
into the pocket of the solicitor affords

ample explanation of the preposterous 
prom ises which are made to a ttrac t 
the attention  and excite the cupidity 
of the m erchant. Dozens of retailers 
have called on the T radesm an after 
they have made the initial paym ent of 
$52 and announced their intenton of 
gong no further in the m atter. Of 
course, the concern still holds their 
notes for $250, but it is possible that 
any court of com petent jurisdiction 
would set asidfe the notes on the 
ground th at they were obtained by 
false pretenses. Such decisions are 
being handed down by at least one 
Michigan circuit judge in the case of 
the Partin  M anufacturing Co., Bren- 
ard M anufacturing Co. and other 
questionable concerns.

The German professors have again 
taken the field. W ith  the u tte r lack 
of tac t characteristic of the German 
people as a class, they choose the 
present occasion to send a w arning 
to President W ilson. Naturally, they 
know his country better than he 
does, and hence are able to notify 
him that if the term s of peace are 
made too hard for Germany, the U nit
ed States will crumble under the onset 
of a social revolution. These learned 
m em bers of German “philosophical 
societies” are cut to the heart with 
grief as they see the Allies pursuing 
“a policy of hate and annihilation.” 
The tears, like the threats, of the in
nocent and outraged German pro
fessors will, however, produce in every 
norm al individual, not sorrow  or 
alarm, but simply nausea. Some 
friend ought to tell them  th at croco
dile tears from the stony hearts and 
brutal minds of Germ ans never get 
them anywhere—a th ing  apparently  
not dream ed of in their philosophy.

One of the gravest abuses in the 
railway situation is the policy pur
sued by all railroad employes, acting 
under instructions from their super
ior officer, to refuse any inform ation 
to passengers in the event of their 
being delayed by wreck or o ther caus
es. T here is no good reason why 
such inform ation should be withheld. 
T he passenger has paid for transpor
tation to  be given w ithin a certain 
time specified by the railway sched
ules. Tf there is any delay, either 
voidable or unavoidable, he is entitled 
to full inform ation as to  the exact 
situation, so he may govern his course 
accordingly. T o refuse such inform a
tion is not only adding insult to  in
jury, but prevents the passenger from 
taking steps to  m itigate the delay as 
much as possible. This abuse has 
been a grievous one for fifty years. 
I t  has been aggravated by Federal 
control to  such an extent th at it has 
now become little  short of unbearable.

People with long faces absorb much 
spnshine and reflect none.
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DETROIT DETONATIONS. in addition to m aterially increasing the
______ stock.

■ . _ . _  . . , M ilton Benedict, form er assistant
News and Gossip From Michigan s departm ent m anager for Burnham,

Metropolis. Stoepel & Co., has assum ed his new
D etroit, April 8—E. & A. Fessler duties as m anager of the wom en’s

are rem odeling their dry goods store ready-to-w ear departm ent of the
at 719 Rivard street. Youngstow n D ry Goods Co., Youngs-

W alter Broom, for many years a town, Ohio. A num ber of Mr. Bene- 
departm ent m anager for the W m. diet’s friends gave him a complimen- 
Barie Dry Goods Co., of Saginaw, tary  dinner at the Pon tchartrain  Ho- 
has accepted a position as city rep- tel before he left for the East, 
resentative for the W olverine Neck- A t least one form er M ichigan man 
wear Co., 1114-115 Chamber of Com- has reached the optim istic stage. Sam
merce building. Goldfarb, of E lk Rapids, w rites he

Stanley Houle, grocer a t Kercheval is now at Brest, France, the abode, 
& Coplin avenues, has awarded con- by the way, of the original “stick in 
trac ts for a building containing three the muds,” and is aw aiting orders 
stores and three flats on the property to  “pack up and git.” 
adjoining his store. Speaking of Brest, this is the spot

Zeff & O berg have opened a dry where planks were laid for President
goods store at 958 Mack avenue. W ilson to  walk over. This, however,

Blumenau’s D epartm ent Store, 1520 is not the first plank the President
W oodw ard avenue, has opened a mod- has walked all over, 
ern economy basement and has added W hen D etro it Council, N um ber 9, 
a new piece goods departm ent. T he voted unanim ously to support Stanley 
store is in charge of A. J. (“A l”) J. H itchings for Sentinel of the Grand 
Blumenau, form erly of W hittem ore. Council, it was w ithout any solicita- 

L ester Ivory, for the past eight tion on the p a rt of th a t hustling young 
years m anager of the dry goods store man. However, now th at the Coun- 
of A. M. Goldstein, Lakeview, has cil, seconded by Cadillac Council, has 
taken charge of the Chicago branch voiced its desire, with characteristic 
of the M anhattan Button Corpora- energy Stanley H itchings has entered 
tion of New York, at 224 W est Van the fray with a vim. D etro it Council 
Buren street, and has moved his fam- did not suggest his candidacy from 
ily to  the scene of his new activities, any o ther motive than the best inter- 
In assum ing the m anagership of the ests of the organization. Mr. H itch- 
Chicago office, Mr. Ivory also becomes ings has filled all the chairs of De- 
a stockholder of the corporation.

P. C. Palmer, departm ent m anager 
for Burnham, Stoepel & Co., returned 
this week from a trip  to the E astern  
m arkets in the in terest of his house.

Paul Gilbert left Sunday on his ini
tial trip through Ohio, where he will 
cover a portion of newly-opened te rri
to ry  for A. Krolik & Co., of this city.

E. H. W arner, departm ent m anager 
for Burnham, Stoepel & Co., is con
fined to his home with a severe a t
tack of tonsilitis.

Anyone who has liquor in his or 
her possession obtained subsequent to  
last May, so we hear from Lansing, 
autom atically becomes a felon. But 
then, where is there a stockade large 
enough to hold the population of D e
tro it?

Beecher, Peck & Lewis, wholesale 
stationers, 134-6 Jefferson avenue.
East, have moved into the newly-re
modeled building adjoining, which will 
be used for their general offices, the 
old building to  be retained as stock 
rooms. The new offices are am ong 
the finest of their kind in the country.
, Clifford E. Gurney, recently  a m em 
ber of Uncle Sam ’s naval forces, mail 
address U. S. S. Missouri, has again 
donned civilian clothes and has be
come affiliated with the Greenslade 
Oil Co., of this city. “Cliff” as he is 
more familiarly known to his hosts 
of friends, will call on the city trade 
for the company. Previous to his en
listm ent at the outbreak of the war.
Cliff was connected with the local 
offices of the B radstreet Co., ga ther
ing reports on local business firms.
He is a son of F rank  E. Gurney, well- 
known business m an at 12 Congress 
street, East.

W illiam  Pizer has opened a dry 
goods store at 1520 W oodward 
avenue.

One cannot help but wonder, in the 
light of recent events and the non- 
appearance of news from  the facile 
pen of the Kronic K icker if he is as 
democratically inclined as of yore.
Most business men are.

S toner & Plankel have purchased 
the dry goods stock of George Groak,
1572 F o rt street. W est, and have taken 
possession.

Niman Bros, are closing out their 
s+ock of m en’s furnishings at 90 
W oodward avenue. T he store is a 
branch of the E. M. R othm an clothr 
ing and furnishing goods store on 
W oodw ard avenue.

M. Bergstein. who was released 
from arm y service recentlv. has pur
chased the dry goods stock of A. B.
Cheney. 1052 H astings street, and 
plans extensive alterations in store

The Joyous 
Welcome Home

The day had been a tough one* Everything: seemed to go wrong:. 
Under such conditions a man does not lay aside his work with 
any degree of satisfaction.

On his way home his mind is going: over the difficulties encoun
tered and he finds himself dissatisfied with pretty nearly every
thing and everybody.
He’s got the Blues.

Not so with the family. The youngsters, looking for father, spy 
him a block or more away and there’s a mighty footrace to see 
who can reach him first.

He sees them coming. The springtime of youth is in their faces, 
the sunshine of joy in their eyes; there is music in their voices. 
Daddy’s home again!

Tihe good wife’s welcome is no less cordial and, better yet, the 
evening meal is ready, and what bread, such as only

Lily W hite
“ The flour the best cooks use”

will make!

It is tender, and deliciously flavored. The kind that fairly 
melts in the mouth.

Everything else is proportionately good, and what a change!
The Sunshine and Warmth of Home Ties have scattered the* 
doubts and misgivings of every day life.

The Blues have vanished! Father is now in the right mood to 
enjoy to the fullest the usual after-dinner romp With his little 
"pals,” and regrets that mother tucked them away in their beds 
so early.

Of course it might have been different!

Supposing the children had been unwell because of having eaten 
heavy biscuits or soggy pastry for lunch, and the wife out of sorts 
on account of poor success with baking and a late dinner?

That combination, with father having the blues, would have} 
made a fine setting for a family "rumpus.”

Don’t  take any chances. Always buy LILY W HITE, "The flour 
the best cooks use,” and be assured of thorough baking success 
and complete harmony.

VALLEY CITY MILLING COMPANY
G rand  R ap ids, Mich*

Stanley J. Hitchings.

tro it Cohncil in a m anner th a t could 
not help but bring recognition of his 
splendid work. Full of energy, o rig
inality and unsw erving honesty, his 
election to  the Grand Council is sure 
to place th at organization on a higher 
plane of efficiency. Mr. H itchings 
favors giving m ore power to  the sub
ordinate councils to  elim inate the in
evitable waste of the higher bodies 
th a t is brought about through in
efficient handling of the affairs of the 
organization by the small coterie who 
have the “suprem e” power of m an
aging its affairs and which through 
years of continuance in office is often 
inclined tow ard carelessness or nar
rowed vision tow ard the ultim ate good 
of those whose business is entrusted 
to  them. Y oung men of the Roose- 
veltian type -of Stanley H itchings 
elected to  office are one of the remedies 
that will bring  the parent organiza
tions to the plane which they belong.

W hat a disappointm ent to ye pessi
m ist who was confident business was 
going to  the canines! Strange as it 
may seem to these gloom assim ilat- 
ors. traveling- salesmen are finding 
business practically, and in many in
stances. above normal.

Frank Merecki, for eighteen vears 
city representative for A. K rol k & 
Co., has purchased the general dry 
goods stock of A. Sadlowski. 2207 
Jos. Campau avenue, and has taken 
possession.

The Superior Seal & Stamp Co., 
has moved from  241 to 217 Jeffer
son - avenue. East.

A. W . Wood-, for several years 
M ichigan m anager for the American 
Ribbon & Carbon Co., and E. C. 
Hirschfield, form er Secretary and sales 
m anager for the same rom oanv. have 
organized the Cadillac Ribbon & Car-

c  m
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bon Co. and have opened offices at 
139 Jefferson avenue, East. Mr. W ood, 
who is well-known throughout the 
State, was elected Senior Counselor 
of Cadillac Council a t a recent m eet
ing and is well-known in U. C. T. cir
cles th roughout the country.

H ouses and apartm ents are alm ost 
unprocurable in this propitious vil
lage and so is the currency to  pay 
for one when a feller is fortunate 
enough to find even a shack with a 
full roof.

W illiam  R. M ulholland, form er rep
resentative for the Q uaker Lace Co., 
Philadelphia, m ore recently of the U. 
S. Navy, has engaged in the general 
dry goods business a t W ayne. John 
L iston, p roprietor of the L iston D ry 
Goods Co.. Royal Oak, is iriterested 
with Mr. M ulholland in the new en ter
prise.

H erm an Siewert, D etro it m anufac
turer, returned from an extended 
E astern  trip  Saturday and was ten 
dered a reception Saturday evening 
by a num ber of his friends and busi
ness associates.

John B urroughs celebrated his 82nd 
birthday by splitting  wood. In  this 
he differed som ewhat from the recent 
out-door election sport of D etro iters 
who have been splitting infinitives.

Jam es M. Golding.

Gabby Gleanings From Grand Rapids.
Grand Rapids, April 8—J. D. Royce, 

of Corunna, who has traveled m any 
years for the Broadhead W orsted  
Mills, of Jam estow n, N. Y., was in 
town M onday and Tuesday. He is 
loud in praise of the ability of his 
neighbor, the H onest Grocerym an, as 
a salesman, hum orist, musician and 
newspaper correspondent. As a sales
man he knows every man, woman and 
child on his territo ry . He knows the 
num ber of every room  in every hotel 
in his territo ry  and can describe the 
character of the m attress in every 
room. He knows every table waiter, 
hostler and chaffeur by their first 
name and has never been known to 
forget the name or face of a m erchant 
o r clerk. He names m ost of the new 
babies which invade the hom es of 
his custom ers. As a hum orist, his 
reputation places M ark Tw ain and 
Josh  Billings completely in the back
ground. As a musician he is in great 
demand as far away from home as 
Lansing and Grand Rapids. H is fav
orite vocal selections are the “Old 
Oaken Bucket” and “G randfather’s 
Clock,” both of which have been 
resurrected from  obscurity  by his 
rich, mellow tenor voice. As a news
paper correspondent he has brought 
his departm ent in the T radesm an up 
to  a high degree of accuracy, candor 
and enterprise. Some of his episodes 
have been reprinted in the South 
African Gazette and the K am chatka 
Bugle. H onest Grocerym an’s real 
name at home is Geo. W . Haskell 
and he is a star salesman for the W o r
den Grocer Company. Mr. Royce 
says that no one in Shiawasse county 
stands higher in the estim ation of the 
trade than  his long-tim e friend, H as
kell.

D. E. Stearns w ent on the road for 
the Broadhead W orsted  Mills in 1888 
and traveled for fifteen years in all 
the states W est of M ichigan as far as 
the coast. He retired from the road 
in 1903 and has lived the life of a 
gentlem an of leisure ever since.

T he m ost uncom fortable chairs 
ever devised bv the mind of m an— 
with the possible exception of the 
electric chair for crim inals convicted 
of m urder—are those installed by the 
Pullm an Palace Car Co. in their chait 
cars. In no position can the occupant 
of the chair make himself com fortable 
and when he undertakes to  use a card 
table for w riting or am usem ent pur
poses he finds himself in the m ost 
excruciating position imaginable. The 
Pullm an Co. has improved m any feat
ures in its cars since it started  m anu
facturing  special coaches, but the ven
tilation and chairs have remained sta 
tionary. greatly  to  the disgust and 
discom fort of the traveler who is en

titled to the best there is in both.
The American Grocer of last week 

republished the talk  of Guy W . Rouse 
before the Saginaw convention of the 
Retail Grocers and General M er
chants’ Association of M ichigan; also 
the talk of E. A. Stowe on the chain 
store a t the annual banquet of the 
Grand Rapids Retail G rocers’ A sso
ciation.

T he head of a big stove m anufac
tu ring  company owes his sta rt to his 
unvarying persistence in calling on a 
local stove dealer for a stra igh t year 
w ithout obtaining an order. W hen 
the order did come it was a big one. 
The young man had to ld  his em
ployer that he was m aking a m istake 
not to  pay more a ttention to local o r
ders, and save the expense of freight 
in shipping to  d istan t points. I t  took 
the young man a year to prove the 
value of his idea, but when success 
came it came w ith a rush.

Sharp Stevens, who is a local cel
ebrity  in Cleveland, rented a little 
“hole in the wall” in a narrow  street 
in the business district, out in a 
grindstone, and announced that he 
was ready to sharpen razors, razor 
blades, knives, scissors, o r any old 
dull thing. C ustom ers came, and 
som etim es the little place got so 
crowded th at Stevens had to go out 
on the sidewalk to turn around. Then 
he began prin ting  a one-inch daily 
advertisem ent in the leading daily, 
and th at little  advertisem ent has h u r
ried him into larger quarters, and 
made his name a household word. 
Stevens says: “ If a fellow w ants to 
s ta rt in business, let him get a grind
stone and go to it. T here are lots of 
dull tools th at need sharpening.”

Guileless Grocers Grilled by Graft 
Games Galore.

Saunders, the alleged originator of 
the Piggly W iggly  propaganda—there 
is no th ing original in the scheme ex
cept in the new alignm ent of old ideas 
and antiquated m ethods—receives Y  
of 1 per cent, of the gross sales of all 
the stores started  under his auspices.

L. L. Creasy, the chief bugler of 
the Brite M ornin’ chain of alleged 
co-operative stores, receives Yi of 1 
per cent, on the gross sale of estab
lishm ents started  under his auspices. 
Ju s t now he appears to  be very busy 
undertaking to enforce the collection 
of notes taken by crafty  solicitors 
who are alleged to  have secured the 
subscriptions under false pretenses. 
T his is not difficult to  understand 
when it is recalled th at Creasy him 
self asserts—according to his Grand 
R apids representative—that it is “nec
essary to  lie to  the grocers in order 
to  get ’em interested.” Creasy’s theory 
evidently is that, once he gets the 
grocer interested, he can make it so 
in teresting  for him th at he will wish 
to rem ain w ithin the fold, but this 
does no t appear to be the universal 
experience of C reasy’s co-operators, 
m any of whom become disgusted with 
the atm osphere of insincerity, uncer
tain ty  and deceit which appears to 
surround all of his undertakings.

What Else, Please?
Can you beat this for service? A 

Vandalia, Mo., m erchant advertises:
W e cash your checks.
W e w rap your bundles.
W e have railroad tim etables.
W e hunt your doctor.
W e transfer telephone calls.
W e mail n igh t letters.
W e help farm ers get help during 

harvesting.
W e have a list of jobs where you 

m ay earn your board while w orking 
through college.

Action or Reaction?
“To Every Action There 

Is a Reaction”

The United States undoubtedly 
added the w eight w hich was suffi
cient to turn the scales of the for
tunes of the war.

The speed w ith  w hich this was 
done not on ly  amazed the outside 
world, but really amazed ourselves.

H owever, that is past history. 
In some w ays the severest test is 
ahead. In abnormal tim es the call 
for patriots is responded to more 
w illingly. In the months to come 
the patriotic call w ill be just as 
great, but clothed in different garb. 
T he call to-day is to work and in 
every w ay urge forward produc
tion on Farm and in Factory.

T he individual w ho hoards his 
m oney, in fear of peace readjust
ments, is not on ly  acting against 
the best interests of the country, 
but is actually refusing admission 
to opportunity.

The merchant or clerk w ho fails 
to  do his full duty to the public in 
the present em ergency w ill never 
get out of the environment of the 
slouch and the slacker.

Opportunity never lingers at a 
door w hich does not open.

W o r d e n  Q r o c e r  C o m p a n y  
GRAND RAPIDS-KALAMAZOO 

THE PROMPT SHIPPERS
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Movements of Merchants.
Phelps—Frank  K looster succeeds 

Ralph Davis in general trade.
M iddleton—Roy M. H urst succeeds 

R. E. Brooks in general trade.
Beaverdam —D. Voss succeeds C. 

Boertje & Son in general trade.
Ovid—Douglas R ogers succeeds F.

E. Perkins in the grocery business.
Central Lake—John D. F ro st suc

ceeds M. & S. W igley in general trade.
T ustin—G. H. A nderson succeeds J. 

M. Robbins in the grocery business.
Big Rapids—A. H. E verett succeeds 

E verett & E llio tt in the grocery busi
ness.

W oodland—Fred Snider, of B lanch
ard, will engage in general trade 
here.

C harlotte—G rover Garn succeeds 
G am  & W illiam s in general trade at 
R. R. 7.

St. Joseph—The Velvet Dairy Co. 
has been organized with a capital 
stock of $5,000.

Kalam azoo—T he Sw indell-Taylor
Co. has changed its name to  the T ay 
lor Produce Co.

V erona—The Tweecom a M ercantile 
Co. has changed its name to the Twe- 
coma M ercantile Co.

Fountain—W illiam  H athaw ay has 
closed out his grocery stock and re 
moved to  Scottville.

Saginaw—Plans are being made for 
building a large addition to  hotel 
B ancroft early this spring.

M arquette—Miss M ary K. McCall 
has engaged in the m illinery business 
on W est W ashington street.

Gladwin—Alexander Graham, pro
p rieto r of the Graham  House, died 
suddenly a t his home April 5.

St. Charles—H orace M. Blunt, p ro
p rieto r of the St. Charles Hotel, drop
ped dead of heart disease April 4.

H olland—J. H . Van Zoeren suc
ceeds Phillip Vinkem ulder in the g ro 
cery business a t 208 F ourteen th  street.

St. Johns—Clark A. P u tt has pur
chased the A. G. Jones grocery stock 
and store  fixtures, tak ing possession 
April 7.

V estaburg—George Gorsuch has 
sold his m eat stock and fixtures to 
E lm er W oodard, who has taken pos
session.

Ishpem ing—A ugust Johnson will 
open a cash and carry grocery store 
in the Nolan block on Cleveland 
avenue, about April 12.

M arion—R. H. M anning has sold 
his in terest in the stock of the Conk- 
l ;n  D rug  Co. to  I ra  R oberts and the 
business will be continued under the 
same style.

Verm ontville—J. L. W eaver has 
closed out his m eat stock and sold 
his fixtures, ice p lant and butcher's 
equipm ent to  L. C. Smearly, m eat 
dealer a t Albion,

Jackson—S. E. Kinkead and E. H. 
W arfield have form ed a copartnership 
and engaged in the shoe business on 
W est Main s treet under the style of 
the Econom y Shoe Co.

L ansing—H . J. M urray and John 
E. W ood have engaged in the piano 
and phonograph business at 1134 
N orth W ashington avenue, under the 
style of M urray & W ood.

E aton Rapids—R. G. Ferguson has 
sold a half in terest in his garage and 
autom obile supply stock to C. W. 
Snow and the business will be con
tinued under the style of Ferguson 
& Snow.

D etro it—T he Barrett-Cadwell Co. 
has been incorporated to deal in ma
chinery of all kinds, with an au thor
ized capital stock of $5,000, all of 
which has been subscribed and paid 
in in cash.

Lakeview—John J. Bale has sold 
an in terest in his lumber, cem ent, tile, 
etc. stock to his book-keeper, Max 
D. W arner, and the business will be 
continued under the style of the Lake- 
view Lum ber Co.

Alma—The Firestone Stucco Co. 
has been organized to  deal in building 
m aterial, with an authorized capital 
stock of $5,000, of which am ount $2,- 
500 has been subscribed and $1,000 
paid in in property.

Lansing—Fred G. Hopkins has 
formed a copartnership with Glenn 
D. W atte rs  and engaged in the men’s 
furnishing goods business at 112 
N orth  Grand' avenue, under the style 
of the H opkins-W atters Co.

T hree R ivers—A. J. Miller, form er
ly of Plainfield, 111., has purchased the 
W . R. Gibbs & Co. drug stock and 
store building and will continue the 
business under his own name. Mr. 
M iller will remodel the store and in
stall new fixtures.

Saginaw—E. H. Lee, form er refrig
erato r and coffee mill salesman and 
O tto  Rhode, form erly engaged in the 
grocery business, have formed a co
partnership and engaged in the gro
cers and butchers’ supplies business 
at 213 South W ashington avenue.

Kalamazoo—O. H. McCowen has 
sold his in terest in the Blue Bird 
Tea Room to Mrs. Charles I. Pflueger 
and1 Miss Emily Yoder, who will con
tinue the business under the same 
style. L ines of fancy cakes, salads 
and cold m eats will be placed on sale.

M uskegon—The Houle D ry Goods 
Co. has announced a closing out sale 
and its retirem ent from the dry goods 
and ready-to-w ear business. I t  is 
stated th a t a tentative lease on the 
building, which is owned by Velo 
H oule m ay go into effect shortly, and 
every effort will be made to  close 
out the business before that date.

D etro it—H enry  Kowrofsky, who 
conducts a retail hat and cap store 
a t 9 G ratiot avenue under the style 
of H enry  the H atter, has m erged his 
business into a stock com pany under 
the  style of H enry  the H atte r, Inc., 
with an authorized capital stock of 
$45,000, all of which has been sub
scribed and paid in in property . T he 
company will conduct a m anufactur
ing, wholesale and retail business.

Manufacturing Matters.
St. Joseph—A ugust Shaefer suc

ceeds Benning & Nim ty in the baking 
business.

Alma—The Superior Baking Co. is 
building a brick and tile addition to  
its plant.

K ingston—W illiam  Congon has 
sold his bakery to  C. M iragler, who 
will continue the business.

Benton H arbor—T he B enton H ar
bor M anufacturing Co. has increased 
its capital stock from  $100,000 to  
$ 200,000.

M onroe—T he Brisk B last M anufac
tu ring  Co. has changed its name to 
the M onroe A uto E quipm ent M anu
facturing Co.

Kalam azoo—T he N. C. Tall Co., 
m anufacturing and retail jeweler, has 
increased its capital stock from  $15,- 
000 to  $25,000.

Alma—The capacity of the X-Cel- 
All Pa in t Co. plant, of Alma, is being 
Practically doubled. New m achinery is 
being installed.

M enominee—T he Fisher Paper Box 
Co. has been re-organized. I t  is said 
that the company will double its p res
ent p lant and1 increase its capital 
stock.

Reed City—Fred Van Dyken has 
sold his bakery to  R. S. E llio tt and 
son Forbes. The business will be con
tinued under the style of the E llio tt 
Baking Co.

Alm a—T he Model Bakery Co. has 
moved into its new quarters in the 
Sanderhoff block, where new m achin
ery for handling bread and pastry  has 
been installed.

Ishpem ing—T he H endrickson estate  
has sold its wholesale and retail bak
ing business, together w ith its build
ings and equipm ent to  Gust Sunlie, 
who has taken possession.

Owosso—R obert Shodell and W es
ley Reed have form ed a copartnership 
and engaged in the cigar m anufactur
ing business under the style of Sho
dell & Reed, on E ast Main street.

H udson—John Lockw ood has sold 
a half in terest in his bakery to  his 
son-in-law, B. M cLachtan and the 
business will be continued under the 
style of Lockwood & M cLachlan.

Ishpem ing—Carl Corneiluson has 
purchased the in te rest of his partner, 
Gust Sundlie, in the stock and equip
m ent of the S tar bakery and will con
tinue the business under the  same 
style.

M onroe—T he M onroe Canning and 
Packing Co. p lant has been purchased 
by the M arleau-Bucklen-Schoen Co., 
w ith headquarters in Toledo. T he 
M onroe p lant has been operated for 
the past tw enty  years. I ts  main in
dustry has been tom ato products. Its  
brands best known here are: Pride 
of M onroe, Elk Brand, F loral City 
Brand and General Custer.

E aton Rapids—T he H all K nitting  
Co. will build an addition to  its plant 
and install eight m ore hosiery m a
chines as well as considerable other 
m achinery which will enable it to  
double its capacity.

D etro it—T he Christe-K line Forge 
& M achine Co. has been incorporated 
with an authorized capital stock of 
$100,000, of which am ount $65,000 has 
been subscribed, $1,800 paid in in cash 
and $38,200 in property.

D etro it—T he Union T ire  Co. has 
been incorporated  to  m anufacture, buy 
and sell vehicle rubber tires, w ith an 
authorized capital stock of $100,000, 
$50,000 of which has been subscribed 
and $16,000 paid in in property.

T raverse City—T he G. J. Johnson 
Cigar Co.’s branch here has bought 
the factory of the Jackson Skirt Co. 
for its own use. A fter having been 
rem odeled and m achinery installed 
the p lant will employ 100 girls and 
men.

Jackson—T he D. C. Sauer M anufac
tu ring  Co. has been incorporated to 
conduct a general m achine and tool 
business, w ith an authorized capital 
stock of $10,000, of which am ount $5.- 
000 has been subscribed and $2,300 
paid in in property.

D ollar Bay—W ork  at the sawmill 
of the D ollar Bay Lum ber Co. was 
sta rted  on the sum m er run a few 
days ago. T he w inter cut has been 
little  m ore than  50 per cent, of the 
output in 1918. O nly one sh ift will 
be worked1 for the tim e being.

Ow osso—A large addition is to  be 
erected to the p lan t of the Indepen
dent Stove Co. W hen this addition 
is completed the concern will add the 
m anufacture of a line of improved 
furnaces. I t  is fu rther said th a t no 
financial assistance for this extension 
will be needed.

Petoskey—A canning factory com 
pany is being organized here by 
Petoskey business and professional 
men who have subscribed for stock in 
the company. T his p lant will be on 
the lake front near the Pere M ar
quette Railway and docks. Th'e H as
tings Industrial Co., of Chicago, will 
build the p lant and install the m a
chinery.

Benton H arbor—Charles H. God
frey, founder of the Godfrey Packing 
Co., who died recently, 74 years of 
age, was one of the pioneers of the 
industry. H e was born  in Jackson 
county and m arched w ith “Sherm an 
to  the Sea.” H e established himself 
in the canning industry  as early  as 
1885 and has been continuously en
gaged in it ever since. H e took an 
active in terest in all public spirited 
enterprises, was com m ander of the 
Grand Arm y of the Republic Post at 
Benton H arbor, and a loyal friend, 
neighbor and  citizen. Mr. Godfrey 
had practically retired. H is son, W il
lard A. Godfrey, has been m anaging 
the Godfrey Packing Co. for several 
years. C. H . Godfrey a t one time 
established a cannery in Chicago suc
cessfully and a t tim es owned as m any 
as four or five canneries a t one time, 
but several years ago he consolidated 
them  all in the big plant a t B enton 
H arbor. H e leaves a widow and three 
m arried daughters and a num ber of 
grandchildren.
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The Grocery Market.
Sugar—D istribution  of beet sugars 

in the M ichigan-O hio-Indiana d istrict 
during the m onth of M arch shows an 
increase of slightly  m ore than  4 per 
cent, over the February  distribution 
in the same territo ry . I t  is expected 
th a t the presen t ra te  of distribution 
will clean up local beet stocks by the 
middle of May. M ichigan factories 
are still able to  furnish barrels, bags 
and 4-25s. As a general rule 50 per 
cent, is the largest proportion of bags 
available, but in some instances 
stra igh t cars of bags can be obtained, 
this depending upon the individual 
factory to  which the order is allotted 
by the D istributing  Committee. W est
ern beet granulated is offered to  In 
diana and U pper Peninsula M ichigan 
m arket in stra igh t cars of 600 to  800 
bags from  transit stock or stra ig h t or 
m ixed cars of bags and' bales of 60,- 
000 pounds minimum for direct ship
m ent from  factories.

T ea—T he m arket is showing some 
im provem ent. T here  has been some 
additional export demand for low- 
grade Java teas and the result is th at 
they are probably lc  per pound higher 
than  they w ere last week. M ost of 
the teas which have been w ithdraw n 
for export are intended for London. 
H igh-grade Javas are also som ewhat 
firmer, bu t o ther teas have shown no 
change, although the undertone is a 
trifle better.

Coffee—The m arket is about un
changed fo r the week. T he news
papers have been prin ting  some wild 
stories about a shortage in the 1919- 
20 crop, accompanied by a prediction 
th a t choice grades of Santos would' 
probably bring  50@60c. T hey  ignore 
the fact, however, th a t there is a tre 
m endous surplus from  the 1918-19 
crop. T here is no reasonable prob
ability of any such prices for coffee 
w ithin the next several years. T he 
m arket for spot Rio and Santos shows 
no change. T here  is a good supply 
in this country. Not, however, quite 
as large as last year’s. T he only firm 
factor in the situation is the efforts 
of Brazil, which so far have been suc
cessful to  hold the m arket up. Milds 
are relatively the cheapest coffee on 
the m arket. Java and M ocha un
changed and dull.

C anned  F ru its—A lthough little  
business is being done there  is still 
as good deal of enquiry fo r such fruits 
as California cherries, peaches, pears 
and H awaiian pineapple fo r imme
diate delivery in wood cases, for ex
port, but practically  none is obtain
able.

Canned F ish—Salmon is easing off 
a little, speaking particularly  of reds, 
although even w ith the shading, hold
ers are g e tting  an extrem ely good

profit and values are still abnormally 
high. H olders of dom estic sardines 
say th a t present quotation, which is 
about $5.50 per case for quarter oils, 
is below the cost of production. De
m and is light. Some new Portuguese 
sardines are being offered on the basis 
of $33@34 a case, in a large way, 
which is several tim es the norm al 
figure. Some French sprats have also 
been offered a t about three tim es the 
norm al figure.

Dried F ru its—An outstanding feat
ure of m arket is the upward trend 
of prices for 1919 crop California 
prunes. Sellers who have been con
firming 40s to  70s for Septem ber ship
m ent on a 10*4c bulk basis with 1 4 c 
premium on 40s, refuse to  take fu rth 
er business except for 40s to  90s on 
th a t basis. Sales of 40s to 70s for 
O ctober on a 10c basis and lc  pre
mium on 40s were reported on Sat
urday and th a t appeared to be the 
best th a t could be done in any quar
ter. Bids of a quarter cent less were 
turned down. Spot prunes were quiet, 
m ore on account of the scarcity of 
desired stock than  because demand 
was lacking. Follow ing the announce
m ent a day or two ago of an opening 
price of 12c for the three grades on 
new crop apricots, o ther outside 
packers have made quotations a t 
21}4c and 02c, but even the lowest of 
these figures appears to  be out of 
line with buyers’ ideas and so far 
as reported  no orders have been plac
ed. T he association declines to  quote. 
F o r spot apricots the demand con
tinues and stocks are closely cleaned 
up. Sales made a t the end of the 
week brought 28c for fancy, 26c for 
extra choice and 25c for choice. Very 
few peaches are obtainable on the 
spot, and small lots when obtainable 
comm and as high as 18^@ 19c for 
choice, 19j£@20c for fancy and 20*4 
@21c for ex tra  fancy.

Cheese—T he m arket is fairly
steady, w ith a reported  increase in 
the make and a light consum ptive de
mand. No dem and reported for ex
port a t this time. If  we do have any 
change it is likely to  be a slight de
cline. T he quality arriv ing  is fully 
up to  the standard  for the season.

Rice—Developm ents in this m arket 
are along the usual lines, the move
m ent being slow and prices m ore or 
less nominal.

Corn Syrup—T he m arket presents 
no fresh features the demand being 
good and the tone firm.

M olasses—L ittle  business is passing 
but spot stocks are light and prices 
firmly m aintained.

F ru rt Ja rs—M anufacturers are be
ginning to  make deliveries to  the 
w holesalers and it is time, they an
nounce, fo r the retailers to  begin to

make their sales cam paign arrange
m ents.

Soap— Declines show an in teresting  
situation, apparently  one factory hav
ing put in all its declines at one move.

V inegar—T he probabilities of a 
lighter apple crop next fall, with a 
consequent increase in prices aside, 
together w ith the effects of the dry 
law, is causing vinegar men apprehen
sion. By this time next season, they 
argue, the bone dry law will be in 
full operation and the demand for 
alcoholic substitu tes will be great. 
Every  indication points to  a heavy 
demand for sweet cider, larger by 
thousands of gallons than the enquiry 
last fall, which was phenomenal, and 
therefore every bushel of apples that 
is turned into apple juice to be used 
as a beverage m eans that much less 
that will be turned into vinegar, and 
it does no t take much of a prophet 
to predict th at the vinegar supply may 
be short, w ith a consequent advance 
in prices.

Salt F ish—Irish  mackerel continues 
very dull and very weak. I t  is un
doubtedly a buyer’s m arket. No m a
terial change has occurred during the 
week. Codfish firm and unchanged.

Provisions — Everyth ing in the 
smoked1 m eat line is steady at un
changed prices, with a light consum p
tive demand and a reported good ex
port demand. T here is also consid
erable pure lard being exported and 
the m arket is firm at lc  advance, while 
lard substitute rem ains unchanged, 
with a light consum ptive dem and and 
a good export demand. Dried beef, 
canned m eats and barreled pork are 
all steady, a t unchanged quotations 
and in light demand.

Iott'a Merchant Woud Restrict Clear
ance Sales.

Ionia, April 8—I have your request 
to send you the substance of my re
m arks a t the recent B attle Creek con
vention on Clearance Sales, but as 1 
made my talk from  a few notes and 
did not have the address w ritten  out, 
it is alm ost impossible to  comply with 
your request.

My m ain contention was th a t busi
ness men could, and should, get to 
gether on the time for clearance sales, 
the same as they get together on 
o ther trade events, such as dollar day, 
opening days, etc.; th a t m erchants 
them selves are the losers by indis
crim inate and early cu tting  of prices. 
Am ong other th ings I stated  th at if 
every m erchant would give as much 
time and a ttention to. the careful con
sideration of m atters pertain ing  to  his 
business as he did those of his com
petitors, he would be m ore successful 
himself. M any business men, when 
they pick up the daily paper, look for 
a com petitor’s advertisem ent, ra ther 
than to  satisfy them selves th a t their 
own is correct. People to-day are 
wel1 posted and those who are cannot 
and do not, in m any instances, believe 
the sensational clearance advertise
m ents published. I t  would be more 
satisfactory to  all concerned if less 
so-called cutting  of prices was ad
vertised and the reputable houses are 
getting  away from  the  constant and 
continued “sales.” Leave the clear
ance events until the end of the season 
and then make them  real, short and 
snappy. F red  Cutler.

D. E. Clow & Co., dealers in gen
eral m erchandise and hardware, renew 
their subscription to  the T radesm an 
and say: “T he T radesm an has saved 
us ten tim es its cost on several pur
chases.”

Review of the Produce Market.
Apples—Hom e grown is entirely 

out of m arket. W estern  stock is firm 
a t $5.50 per box.

Bananas—$7.50 per 100 lbs.
B utter—The m arket is very active, 

quotations having advanced about 2c 
from a week ago. T here is a very 
good consumptive demand for butter, 
as well as a big demand for export. 
The stocks of b u tte r are reputed to 
be very light and the m arket is in 
a very healthy condition. W e are 
likely to have higher prices, but do 
not look for much advance on account 
of the extrem ely high prices of bu tte r 
now. Local dealers hold fancy cream 
ery at 62c in tubs and 64c in prints. 
Jobbers pay 48c fo rNo. 1 dairy in 
jars and pay 35c for packing stock.

Cabbage—California, $6.50 per bbl.
C arrots—85c per bu.
Celery — California, $1.35@2 per 

bunch, according to size.
Cucumbers—Indiana hot house have 

dcelined to $2.75 per dozen.
Eggs—The m arket is firm, at prices 

ranging about lc  per dozen over a 
week ago, with a good demand for 
consum ption as well as for storage 
purposes. T he stock arriving is the 
best of the year, w eather conditions 
being favorable to good production, 
both for quality and quantity. W e 
do not look for much change from 
the present conditions during the 
week. Local dealers pay 39c per doz., 
loss off, including cases, delivered.

Garlick—60c per lb.
Grape F ru it—$5(q)7 per box for all 

sizes Floridas.
Green Onions—Shallots, $1 per 

doz.; Illinois, 35c per doz.
Green Peppers—$1.25 per basket 

for Florida.
Lem ons—California, $5 for choice 

and $5.50 for fancy.
L ettuce—Head, $3.75@4 per bu. 

ham per; hot house leaf, 17@18c per 
lb.

Onions—The price has advanced to  
$4.25 per 100 lb. sack.

O ranges—California Navals, $5@7; 
M editerranean Sweets, $5.50@6.

Pineapples—$9 per crate.
Pop Corn—12c per lb. for shelled.
Pota toes—The m arket has advanced 

to $2 per 100 lb. sack.
Poultry—V ery scarce and high. Lo

cal dealers pay 25c per lb. for live.
Radishes—H o t house, 35c per doz. 

bunches.
Squash—Hubbard, $3.50 per 100 lbs.
Tom atoes—California, $1.35 per 5 

lb. basket; hot house, 30c per lb.
Turnips—65c per bu.

W illiam H. Leonard, of Lansing, 
form erly in the Duplex Truck sales 
departm ent, has taken a position with 
the wholesale grocery house of O. P. 
D ew itt & Son, St. Johns. Mr. Leon
ard will have Central M ichigan te r
ritory.

Smith & Snyder have engaged in 
the hardw are and grocery business a t 
W oodland. T he W orden G rocer Com
pany furnished the grocery stock.

Mrs. T. M. Cunningham has engag
ed in the grocery business at 1000 
T errace avenue, the N ational Grocer 
Co. furnishing the stock.
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POISONED BRAN.

Will Result In Extermination of All 
Bird Liie.

Gfandville, April 8—“Sift together 
one pound of paris green and twenty 
pounds of bran. Add half a gallon 
of m olasses o r syrup, and a little wa
ter, then stir in three oranges ground 
fine in a food chopper, skins and all. 
T his may be broadcasted over five 
acres. Do not use this where poultry 
are allowed to  run.”

So the State has some reluctance 
about feeding poultry  on bran and 
paris green. W hat, then, is the above 
preparation calculated to  slaughter.
I t certainly would do a. land ofncc 
business laying out the birds, and yet 
this is an extract from  special Bulle
tin  73, issued from the M. A. C. at 
Lansing. , ,  ̂ . . .

Undoubtedly, it is expected th a t this 
will be used by some farm er for the 
purpose of killing som ething perhaps 
anything save poultry that may chance 
to  come along.

The time of year has come for the 
wholesale spraying w ith various poi
son m ixtures in order to  save our 
crops from insect pests and o ther dis
eases now so common to all M ichigan 
fruits and vegetables. T here is scarce
ly a thing in the vegetable and fruit 
line th a t isn’t doped from  one to  
three tim es with such deadly poison 
as arsenate of lead, paris green and 
the like before it comes on to the table 
of the consumer.

T his wholesale poisoning seems to 
be accepted with all due hum ility, the 
only wonder being th at m ore hum ans 
are not sent to their long home by 
some indiscreet poisoner who might, 
perchance, add an extra dope a t the 
w rong time of the season and thus 
render some table delicacy unfit for 
the human stomach.

Read the opening paragraph of this 
article once again and tell me, if you 
can, what earthly good is to  be se
cured by our agricultural authorities 
in recom m ending the use of a deadly 
poison to be spread broadcast over a 
large field. If  this is intended for the 
exterm ination o f  the English spar
row, what w arran t have we to sup
pose that the robins, bluebirds, quails, 
wrens, ground birds and all the legion 
of song birds will stay away from 
that poisoned field, perhaps w atching 
to  see th e  villainous English sparrow  
get what the State of Michigan has 
declared is coming to  him—death by 
poisoned bran?

Spreading broadcast over a five 
acre field a deadly poison, so coddled 
up with sweets and grain as to  ren
der it exceptionally palatable for the 
feathered songsters, m ight seem, in 
the light of tw en tie th .cen tu ry  Chris
tianity, to  be an act of pure malevo
lence, hardly to  be surpassed by that 
m ost despised and hated creature in 
human form, the m urderous Boche 
beyond the Rhine.

Much of recent legislation has been 
in -the in terest of- the m anufacturers 
of various brands of sprays, the m a
jority  of them  poisonous and against 
the. best in terests of the inhabitants 
of the State a t large.

Bird conservation ought to be the 
slogan anim ating every farm er in 
Michigan. H ad there no t been a 
wicked as well as senseless slaughter 
of the birds we would not now be at 
the mercy of the fungus and insect 

. parasites th at have come to prey .upon 
everything the farm er raises. The war 
made by the S tate upon the English 
sparrow  has been of a nature to  de
plete insectivorous birds of all kinds, 
has tended to  drive out all bird life 
and bring  in place of these friends 
of hum anity the bugs and worm s that 
annually destroy so much of the 
farm er’s crops.

I read only a sho rt time ago a le t
ter from  a New Y ork farm er to  one 
of the leading agricultural papers of 
the United States, recom m ending the 
exterm ination of the robin as being 
far m ore destructive to  the fruits than

any other known bird. So far as his 
raids on fruit orchards, the cherry 
orchards in particular, the robin will 
give the despised sparrow  cards and 
spades and beat him hands down.

W hen this is said, however, we 
m ust not think of ostracizing either 
the robin or sparrow . W hat little 
damage they do to  the farm er’s crop 
is m ore than ten tim es discounted by 
the good both do in the exterm ination 
of destructive insect pests, and the 
farm er or legislator is indeed sh o rt
sighted who would destroy one of our 
feathered friends.

The increase of destructive insects 
during the past fifty years ought to 
prove a w arning th at all should heed. 
Bird life in Michigan has rapidly de
clined during this time. H alf a cen
tury ago it was not deemed fit for 
any public institution to send out a 
bulletin detailing the proper m ethod 
of spreading a deadly poison over any 
field, much less one of five acres in 
extent.

I confess th a t I was startled  when 
I read th a t “ Poisoned Bran” sugges
tion, coming, as it does, from  the  lead
ing agricultural authority  in the State. 
There are such trem endous possibil
ities opened up when one contem 
plates the am ount of mischief such 
advice m ight induce. If one-tenth of 
the farm ers in the State set out to 
carry into effect this excerpt from 
special Bulletin 73 th ink  w hat a 
slaughter of the innocents would re
sult!

As one kind-hearted old lady re
marked, “W hy, its perfectly awful!” 
And I think so myself. The conser
vation of bird life should be taught 
in all our schools and every child 
should be given to  understand th a t not 
one of God’s creatures in feathered 
garb was m eant to be killed.

The reader may think it strange 
that this article in defense of the birds 
appears in a trade paper, when by 
rights it should be printed on the front 
page of every agricultural paper in 
the State. T he reason for this is th a t 
the farm  papers will not p rin t articles 
which suggest the least friendliness 
for the English sparrow, the hawk 
and the crow; and m any of them  do 
not care to hear a good word for 
that m ost useful and friendly of all 
bird creation, the quail. Old Timer.

Railroad Egg Rules.
As a result of the conferences re

cently held in Chicago between rep
resentatives of the railroads and the 
egg trade to form ulate rules to gov
ern the shipm ent of eggs, inspection 
and determ ination of damage a t points 
of destination to conform  to the lat
est In tersta te  Commerce Commission 
decision, the railroads have drawn 
up a tentative set of rules which are 
now being scrutinized by trade rep
resentatives. A hasty scanning of the 
proposed rules reveals some points to 
which the trade is sure to take ex
ception and to ask for further revi
sion.

Effort is being made to  arrange for 
another hearing, probably to be held 
in New York.

To Get a Record Trade.
W hen about to  install a phono

graph departm ent, one dealer w rote 
to  a select list of club m em bers ask
ing them  what kind of records they 
m ost preferred—instrum ental, vocal, 
hum orous, etc.—in order “th a t my 
stock m ay be representative of the 
best musical taste  of the community.” 
A postal was enclosed fo,r reply. Be
sides paying a  subtle compliment, 
this druggist im pressed  upon his 
prospects the fact th a t his stock was 
chosen w ith studied regard of their 
requirem ents.

Making Windows 
and

Shelves Work

Too many grocers lose the benefits they might 
receive through their windows and shelves* A proper 
arrangement of goods will make many sates and draw 

customers into your store*

Put popular, well-known brands of goods in your 
windows and on the most prominent shelves. This 
gives these goods a chance to work for you and gives 
all who pass a pleasing impression of your store*

Out-of-date goods and shop worn stuff should be 
put on a bargain counter and closed out at any price 
you can get, as they drive away trade and lock up 
your .capital* Make your capital and your shelves 
work for you as they will if you sell only standard 
advertised and well-known brands of goods.

National Grocer Company brands should be put 
in a prominent place and all our Special Brands and 
Specialties put together, so that the uniformly attrac
tive packages will catch the eye* One specialty help 
self another*

It makes all the difference in the world whether 
your store looks up-to-date or out-of-date, whether 
your stock looks as if you sold only standard high 
quality groceries or job lots of good, bad and indiffer
ent stuff.

Sell out all little known brands on the bargain 
counter and stock only goods which are advertised 
and popular and which sell and satisfy*

NATIONAL GROCER 
COMPANY

Grand Rapids 

Lansing 

Cadillac 

Traverse C ity

í to»
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Late News From the Cloverland of 
Michigan.

Sault Ste. Marie, April 8—W illiam  
Maxwell, purchasing agent for the 
P ittsburgh  Steam ship Company, re
turned this week, after attending the 
annual m eeting a t Cleveland. From  
present outlook, the company expects 
another successful season and some 
of the large fleet is getting  away this 
week.

T he contract for the m eat supplies 
for the P ittsburgh  t Steam ship Com
pany, which in itself is one of the 
largest contracts for fresh m eats in 
Cloverland, has been let to the Corn- 
well Company.

W ord was received from St. Paul 
th at Thom as Leigh, for many years 
one of the traveling representatives 
for the Cornwell Company here, is 
laid up a t a St. Paul hospital, as is 
his entire family, w ith the flu. H is 
plans to  move back to  the Soo have 
been som ewhat delayed in conse
quence.

Hale T ennant, of the U nited S tates 
D epartm ent of M arkets and of the 
M. A. C., will be in the Soo April 14 
to investigate the proposition of a 
city m arket. H e will talk  on co
operation am ong the farm ers and 
business men and the city m arket.

Much activity in the sale of farm 
lands around R udyard is being felt 
this spring. I t  is estim ated th a t at 
least twenty-five 80 acre trac ts and 
fifty 40 acre trac ts have changed own
ership this year, some of the lands 
bringing as high as $100 per acre.

A $100,000 deal in tim ber land was 
recently consum m ated when the firm 
of Case & Crotser, of T raverse City, 
sold to  the A. L. Daniels Salt and 
Lum ber Co., of Grand Rapids, four 
sections of 2,560 acres of fine hard
wood tim ber land, located near Eek- 
erman, on the W ire road.

W ith  the slash in passenger rates 
June 1, unusual activity of the summer 
travel is looked for here, and the 
local hotel m en are feeling very op
tim istic in consequence.

Navigation between the Soo and 
Paym ent is now open, the launch F er
ro, of the Kibby & Shields fleet, mak- 
ing the first round trip  last W ednes
day. No difficulties were encountered 
on account of ice and it is expected 
th a t the F errb  will make scheduled 
trips as heretofore.

R. C. Kline, well-known agent for 
the Great Lakes T ransit Co. at this 
port, advises that there will be no 
freight accepted in or out of the Soo 
this season by that line. T he passen
ger service will be continued as for
merly. The O ctorora, W est bound, 
will arrive on June 25 at 10:30 p. m. 
and leave at 12 m idnight. T he first 
steam er E ast bound, the O ctorora, 
will arrive June 30 a t 6 a. m., leaving 
a t 6:30 a. m. The last steam er will 
arrive, W est bound, on Sept. 16 and 
E ast bound on Sept. 21. The time 
of arriving and leaving as stated above 
will govern for the season.

B ert Kates,' well-known hay buyer, 
has gone in to  the cattle business, 
bringing in his first load of fancy 
cattle from Chippewa county, which 
he sold and slaughtered in the city 
this week. He reports the hay busi
ness as being som ewhat, quiet^ at 
present, which leaves him m ore time 
to devote to  the cattle business, which 
he Considers a profitable one a t pres
ent prices.

State-wide prohibition has not made 
a pessim ist of Charles Schilling, pro
prietor of the Schilling Hotel, who 
never lost a night’s sleep over the 
dry spell, but changed his liquid re
freshm ent stand over to  the milder 
drinks, going in long on candies and 
side lines and is at^ p resent erecting a 
handsom e new residence on the cor
ner of Kimball and Cedar streets 
which, when completed, will be one 
of the nifty places in the Soo. Charles 
js a great believer in the old saying 
th at “N othing succeeds like success.” 

H erm an 'T aylor, who went to  do his 
b i t 'f o r  Uncle Sam, has just returned 
from overseas and is back in his for
m er position a t the Soo Savings Bank,

where his m any friends are m ore than 
pleased to  greet him.

Fred Raymond and family arrived 
home this week, after spending the 
w inter in Florida. Mr. Raymond is 
the proprietor of the Raymond F u r
niture Co., but enjoys the land of alli
gators in the w inter time.

W. G. Davis, of the firm of Davis 
& M orris, of Burley, Idaho, arrived 
last week a t D elta Junction with 300 
sheep, horses, herders and a complete 
ranch outfit and will settle on the 
trac t of land comprising 9,000 acres 
purchased from A. M. Chesbrough 
and situated w est of Indian Lake. 
Sheds have been provided for the 
housing of the sheep during the cold 
nights and, if the venture proves a 
success, it is his intention to  bring 
7,000 m ore sheep here. T his is only 
a s ta rt and it begins to look as though 
it pays to advertise, as m any of the 
W estern  herders are heading this way 
since reading of the golden oppor
tunities offered in Cloverland.

W illiam  G. Tapert.

When Will This Thing Stop?
A Grand Rapids man is division 

superintendent of an Ohio railway. 
He receives $3,000 per year. Loco
motive engineers under him are draw
ing down $7,000 per year under the 
W ilson-M cA doo program m e.

A Grand Rapids railway brakesm an 
is draw ing $6.30 per day. Asked if he 
was satisfied, he replied: “Naw, 1 
ought to  get $10 per day and be paid 
enough in addition to reim burse me 
for my expenses while I am away 
from  home. As soon as W ilson gets 
back from  Europe, he prom ises the 
head of our union th a t he will see 
that we draw down $10 per.”

President W ilson has bankrupted 
every railway line in the country  by 
his eight-hour-w age-advancing policy.

To Price Your Merchandise the Right Way 
on Selling Price Use

Ready Profit Percentage
Profits are figured out for you right to the penny, even to the fraction. 
These prices are figured on selling price—the right way.
Ready Profit Percentage will be sent to any address in the United States 

upon receipt of SI. 10 by mail.

GEO. A. GILBERT & CO.
380 East E leventh  S treet PorCand, O regon

Banters Use an Interest Book. Why Shouldn't a Merchant Use a 
READY PROFIT PERCENTAGE BOOK?

A Quality Cigar 
Dornbos Single Binder 

O n e  W a y  to  H avana
Sold by All Jobbers

Peter Dornbos
Cigar Manufacturer 

65-67 Market A ve., N . W . 
Grand Rapids Michigan

It’8 More Than a Flavor
—as a syrup maker it is without 
a peer.

Mapleine
The Golden Flavor

—is delicious in desserts, pud
dings, sauces, icings;
—while a few drops lend piquancy 
and zest to gravies, soups, veg
etables.

Order of your jobber or Louis 
Hitter Co., 1205 Peoples Life 
Bldg., Chicago, III.

C rescent Mfg. Co. 
(M-383) Seattle, W ash.

SAVE MONEY by insuring in the
Michigan Mercantile Fire 

Insurance Go.
Mich. Trust Bldg. Grand Rapids, Mich.

Chocolates

Package Goods of 
Paramount Quality 

and
Artistic Design

$77,000,000 Losses
The estim ated  liab ility  losses of th e  

un insured  autom obile ow ners In th e  
U nited S ta te s  in 1917 w as fifty  million 
dollars. T he fire and th e f t  losses on 
autom obiles In th e  U nited S ta te s  th e  
sam e y ear w as tw en ty -sev en  million. 
T h is g re a t loss brings home to  every 
autom obile ow ner th e  necessity  of 
carry in g  insurance  In a w e ll-e stab 
lished insurance  com pany.

T H E  C ITIZE N S’ MUTUAL AUTO
MOBILE INSURANCE COMPANY of 
Howell, M ichigan, seem s to  m eet th e  
requ irem ents, a s  it w as estab lished  a t 
th e  rig h t tim e and is' now s ta r tin g  its 
fifth  y ea r of successful business. It 
h as  issued since its  o rgan iza tion  43,000 
policies and se ttled  1,420 cla im s; h as  a 
cash su rp lu s on hand of $65,000.

The C om pany also has a fire proof 
building w ith  tw o good v au lts  to  ta k e  
care  of all books, papers and records, 
w ith  u p -to -d a te  equ ipm en t to  serve 
its  m em bers.

T he Com pany has ab o u t 400 well 
tra in ed  ag en ts  located In d ifferen t 
p a rts  of th e  S ta te , ou tside  of th e  cities 
of G rand Rapids and D etroit. It has 
an able a tto rn ey  in nearly  every  coun
ty  of th e  S ta te  to  counsel w ith  th e  
m em ber who has an u n fo rtu n a te  a u to 
mobile acc iden t of a serious na tu re .

MR. AUTOM OBILE O W NER: If
you have an autom obile acc iden t in 
w hich a person is: e ith e r seriously  in 
ju red  o r killed, you will w an t th e  p ro 
tec tion  of a com pany th a t  has had 
experience in handling th ese  m a tte rs  
and  has sufficient m oney on hand to  
pay th e  claim , a t  once, If Ju st and  fa ir , 
or to  defend you a g a in st th e  un reaso n 
able claim . No o th e r m utua l com pany 
in th e  S ta te  of M ichigan is prepared  
w ith  th e  o rgan ization  o r cash  a sse ts  
to  ta k e  ca re  of th e  serious claim*. 
Investiga te  before you ta k e  th e  In su r
ance, and you will insure  in th e  BIG 
PIO N E ER  MUTUAL.

$6.50 fo r F ords: o th e r c a rs  in p ro 
portion . Collision pro tection  fo r a 
sm all e x tra  charge.

Citizens Mutual Auto Ins. Co.
Howell, Mich.

Red Crown 
Gasoline for Power

The modem motor and improved carburetors have demon
strated beyond question that gasoline made especially for 
motor fuel—as Red Crown is made—will give the most 
power—the most speed and the most miles per gallon.
Red Crown, like your automobile, is built to specifica
tions and Red Crown specifications have been worked out 
by the most eminent petroleum chemists and automobile 
engineers available.

Red Crown contains a continuous chain of boiling point 
fractions, starting at about 95 degrees and continuing to 
above 400 degrees. It contains the correct proportion of 
low boiling point fractions to insure easy starting in any 
temperature—the correct proportion of intermediate boil
ing point fractions to insure smooth acceleration—and the 
correct proportion of high boiling point fractions with 
their predominance of heat units to insure the maximum 
power, miles and speed.

These are the things that make Red! Crown the most effi
cient gasoline possible to manufacture with present day 
knowledge.

For sale everywhere and by all agents and agencies of

STAN DA R D  OIL COMPANY
(INDIANA)

Chicago U. S. A.
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BACK TO FORMER CONDITIONS 
T aking everything into account, the 

first quarter of this calendar year 
makes a p re tty  fair showing in its 
business and industrial aspects. This 
is not only apparent to  the general 
observer looking a t m erely the super
ficial and obvious evidences, but the 
conclusion is confirmed in other ways. 
T estim ony to  this effect is furnished 
in the report of trade conditions at 
the end of M arch made by the Fed
eral Reserve Board in accordance 
with the data supplied from districts 
all over the country. W hile these 
take note of the waiting attitude re
sulting from the uncertainty as to the 
course of prices, they also indicate 
the trend tow ard im provem ent and 
the confidence in the future as most 
prom ising signs. T here are still some 
“soft spots,” as is natural when such 
a re-adjustm ent like the present one 
is in progress, and there are variances 
in local conditions. But, tak ing the 
country as a whole, business condi
tions are not only sound but they are 
getting  be tte r each succeeding week 
A nother m onth or so should see a 
practical end to the uncertainty that 
still exists, and should usher in a 
decided return  to  the normal. The 
general stability referred to is also 
shown in the reports of business em 
barrassm ents, which have been fewer 
in num ber in the past three m onths 
than in the first quarter of any year 
since 1881, and also fewer than in any 
three m onths’ period since the third 
quarter of 1883. Again, the liabilities 
in the failures of the first quarter of 
this year are the sm allest in am ount 
for the corresponding period in any 
year since 1907. D ata of this kind 
simply confirm the results of general 
observation.

Some little things, as well as the 
bigger ones, show the disposition to 
get back to form er conditions. The 
haggling and the shopping around 
of buyers and their insistence on being 
protected against declines of prices 
are indications, ju st as are the a t
tem pts of jobbers to  be assured of 
a certain percentage. T o a similar 
purport is the breaking up of the 
combinations of producers in various 
lines and the resort again to individ
ual action. W hile the w ar was in 
progress and official supervision was 
had over both raw m aterials and 
quantity of production, to say no th
ing of price standards, m anufacturers 
were all on practically the same foot
ing. The disposition of their output 
was assured, and there was no incen
tive to  go out after business. Now’ 
the question of prices looms up large 
and controlling, and the best-equipped 
plants are hustling  to  drum up all the 
trade they  can get at the expense of 
the less efficient establishm ents. They 
are ready to  offer their products at 
figures which the la tte r cannot meet, 
and are likely to  get the lion’s share 
of w hatever business there is. This 
has been strikingly shown recently 
in textile lines. I t  is the snag wh’ch 
has been struck by the Industrial 
Board of the D epartm ent of Com
merce. that was created for the pur
pose of try ing  to  reduce and stabilize 
values. The key to  it all is that com
petition, which was stifled f '" ’ a while 
by official action in order to  meet cer

tain exigencies of war, has come into 
operation again, and this, together 
with the law of supply and demand, 
will soon be the g reat factor in set
tling questions both of price and of 
production.

THE BLIGHT OF UNIONISM.
Less than  a year ago, Houle Bros., 

who had conducted a saloon in Mus
kegon for many years and were forced 
out of the liquor traffic by the adop
tion of prohibition, engaged in the 
dry goods trade on W estern  avenue. 
T he s ta rt was made about the time 
the strike of retail clerks was in 
progress and Houle Bros.—true to the 
traditional alliance between liquor 
and trades unionism—announced that 
they would furnish em ploym ent to  all 
the strik ing  clerks and th at their store 
would be the headquarters for union 
men and wom en; th at union labeled 
goods only would be handled, so far 
as practicable. In  chronicling the 
event, the T radesm an stated:

“Such an alliance has never suc
ceeded and never will succeed, be
cause it is impossible to  achieve suc
cess in any legitim ate line of trade 
under union auspices or where the 
policy of the business is dom inated by 
union men and union m ethods. Busi
ness and unionism have no more af
finity than  oil and w ater and no one 
but a knave or a fool would attem pt 
to establish a business under such 
conditions. T he Tradesm an does not 
believe this store will be in existence 
a year hence.”

So much by way of prophecy!
The follow ing item appears in th !s 

week’s edition of the T radesm an un
der the heading of M ovem ents of 
M erchants:

M uskegon—T he Houle D ry Goods 
Co., of this c:ty, has announced a 
closin'* out sale and its retirem ent 
from the dry goods and ready-to-w ear 
business. It is stated th at a tentative 
lease on the building, which is owned 
by Velo Houle, mav go into effect 
shortly, and every effort will be made 
to close out the business before that 
date.

Labor unionism  destroys everything 
it touches except deviltry. I t  tu rns 
the honest w orkingm an into a sneak 
and a liar. I t  changes the faithful 
w orker into a slacker and sloven. I t  
debauches politics. I t  destroys love 
of home and friends, impairs the so
cial relations and changes the law- 
abiding citizen into a tra ito r to his 
country. No one can take the union 
obligation and rem ain a patriot. 
Unionism  is the feeding ground of 
socialism, I.W .W . and Bolsheviki, be
cause the tenets of all of these o r
ganizations are so nearly allied th at 
it would require a microscope to  de
tect the difference.

I t  is stated  th at Houle Bros, re 
tire  from  the dry goods trade with 
only a rem nant of the fortune they 
filched from the pockets of their vic
tim s in the saloon keeping days.

LEAGUE OF NATIONS DEAD.
Frank H1. Simonds, by all means 

the best newspaper authority  on the 
peace conference, w rites from  Paris 
as follow s:

“As for the League of N ations, it 
has disappeared from  the computa
tion of any thoughtful observer here. 
Some form al docum ent will doubtless

be signed by a t least several of the 
nations represented. I t  will alm ost 
as certainly be rejected by others, and 
as a spiritual and m oral force it will 
not exist as a result of the progress 
of events in the last tw o weeks.”

Mr. Simonds asserts th a t there is 
a possibility th at the peace congress 
will not be able to  make peace a t all, 
at least until after a very serious re 
newal of the war.

The chief obstacle to agreem ent is 
the determ ination of Mr. W ilson to 
measure everything by his own nar
row vision and to  refuse proper rep
aration for France. He has reversed 
himself on nearly every proposition. 
He went to  Paris com m itted to “open 
covenants, openly arrived a f l  but 
has sat in secret conference with the 
four g reat powers of Europe and re 
fused to  perm it a single accomplish
ment, if there has been any, to  leak 
out. He forbid the Am erican people 
to discuss his pet hobby, the league 
of nations, and all the way along has 
conducted himself in an arrogant, self- 
op in ionated 'and  dom ineering m anner 
—exactly as the K aiser would have 
acted if the situation were reversed. 
H is dummy associates on the dele
gation from this country have had 
nothing w hatever to  say in his p res
ence. All they accomplished during 
his absence he repudiated immediately 
on his return.

Mr. Simonds insists th at Mr. W il
son’s unfortunate tem peram ent has 
deprived Am erica of the respect and 
friendship of the world which we 
nearly lost by failing to  go into the 
war when we should have done so to 
keep faith w ith ourselves and the ex
ponents of civilization overseas. Mr. 
W ilson has muddled everyth ing he 
has touched in Europe, the same as 
he has m uddled the railway, telegraph 
and telephone situations in this coun
try. H e is not a business man. He 
is not a diplomat. H e is u tte rly  de
void of tact. H e has deliberately 
“made a m ess” of the whole peace 
business and precipitated the whole 
world into the possibility of a uni
versal war, which will bankrupt every 
nation on the face of the earth  and 
pauperize every person now  living.

WOOLS AND WOOLENS.
Much in terest was shown here in 

the reports of the wool auctions which 
began in London last week. They 
afforded the first opportunity  for un
restric ted  buying there since the war 
began, and so furnished the m eans of 
show ing real m arket values for the 
time being. The prices obtained were 
well above the B ritish issue ones, anu 
this is notew orthy in view of the 
large visible supplies of wool in one 
place or another, especially in Aus
tralasia. I t  is possible th a t the dif
ficulties in the way of shipping fa
cilities m ay have had some influence 
in upholding prices. Then, too, the 
E nglish weavers of woolens are anx
ious to  get busy again in supplying 
fabrics for bo th  hom e and foreign 
trade, and are eager to  obtain the raw 
m aterial. W oolen mills on this side 
of the w ater are by no m eans w orking 
to capacity. T heir low point was 
reached a m onth ago when half the 
m achinery was idle. T he offerings 
for fall have m et w ith a great deal

of favor, and some lines have been 
well sold up. D ress goods are also 
m aking a fair show ing so far as they 
have been offered. But the principal 
feature of the last week in woolen 
textiles related to floor coverings. 
The auction sale of about $3,000,000 
w orth of rugs and carpets by the 
Alexander Smith & Sons C arpet Com
pany was an unquestioned success, and 
the prices realized w ere quite high. 
W hat helped it m ainly was the fact 
th a t the supplies have been running 
low and replenishm ent is called for 
from all over the country.

CANNED GOODS MARKET. 
The two m ost prom inent m atters 

agitating  the trade in canned foods 
are w hat action the Governm ent is 
likely to take w ith reference to  the 
disposal of its surplus stock of pink 
salmon, and the chances for success 
of efforts m aking to  induce the W ash
ington authorities to  relieve the  
stressed  Maine sardine situation, by 
taking the carry-over from  last season 
to be applied in feeding Europe. U ntil 
these highly pertinen t questions are 
definitely settled  business tin both  
commodities prom ises to  rem ain in 
a sta te  of suspended anim ation and 
the tone of the m arket unsettled. The 
com m ittee representing  Pacific Coast 
salmon interests, which w ent to  
W ashington last week seeking to  ob
tain assurances th a t the Governm ent 
holdings of pinks will not be turned 
back to  the packers, or dumped on 
the m arket, is expected to  re tu rn  in 
a day o r two, and the  generally  ex
pressed belief, o r a t least hope, is 
th at it will be able to  rep o rt a suc
cessful outcom e of its mission. W ith  
reference to  the sardine m atter the 
case is one of less promise, although 
it is thought th a t the influences a t 
work are stro n g  enough to  influence 
favorable action on the proposition 
th a t is to be m ade to  the Governm ent.

SILLY SAVING.
Saving m oney is not always wise. 

I t  m ay be very foolish. F o r instance, 
a recent bulletin issued by the W ilson 
adm inistration advises m en—

T o  shave themselves.
T o w ear shabby clothes.
T o press their own suits.
T o  smoke w et tobacco.
To do their own plumbing.
T o  carry their lunches, etc.
Now, all this is silly saving. I t  is 

penny wise and pound foolish. I t  
does not help the country to  have 
am ateur plum bing and cold lunches. 
I t  does no t help m atters to  take away 
trade from  the tailor and the barber 
and the laundrym an.

In  fact, the very w orst way to  save 
m oney is to  try  to do everything 
yourself.

Believing th a t a sm aller and lighter 
one-cent piece will be m ore conven
ient to  keep than  the present m onster, 
which is one inch in diam eter, Cana
da has decided for a delicate coin, one- 
th ird  of the w e ig h t T here  is talk 
also of having a tw o-cent piece, which 
would be handy for buyers of stam ps 
and new spapers and “m ight very  well 
buy articles now sold for 5 cents,” 
because there still lurks a before-the- 
w ar contem pt fo r any coin of less 
value.
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The Cheapest House in 
Chicago

F. DESSAUER & CO.
W holesale Dry Goods

Corner Adams and Market Sts. Chicago

Big Values in Seasonable Merchandise to  
Boom Your SPECIAL SALES!

Leaders for Bargain Counters.
Send us a trial order to-day.
Terms: 2% 10 days, from May 15th.
Will ship any items on approval.
(All items strictly firsts unless otherwise quote d.)

Lot G56—16 Inch, half bleached, co tton  C rash  Tow eling, fa 3t  edges,
w oven s trip e  red  border, 50 y a rd  pieces, p e r y a rd  ..........................  9c

Lot G57—Good quality , bleached, linen fin ish , hem m ed H uck Towels,
(s ligh t im perfections) size 17 x  34, $2.15 quality , p e r  dozen . . . .  $1.65 

Lot G56—Bleached, hem m ed, T u rk ish  Towels, size 17 x 34, SPECIA L,
p er dozen ................................................................................................................. I*®»

Lot G59—36 Inch, good quality , fancy  C u rta in  Scrim s, deep F ile t double
borders, In w hite . Ivory  and  Beige, R egular 17>/2C quality , p e r y a rd  iV/gC 

Lot G60—36 inch, fine  quality , hem stitched  sa tin , double border, M er
cerized M arqu isettes , in w h ite  and  Beige, R egular 25c quality ,
p e r y a rd  ....................................................................................................................  I*”5

Lot G61— Men’s plain w hite , hem stitched  H andkerchief*, % inch hem ,
10 dozen packages, SPECIA L, p e r dozen .............................................. 45c N et

Lot G62— Men’s T urkey  red and Indigo blue, H andkerch iefs, size 18
inch, a sso rted  p a tte rn s , 5 dozen boxes, p e r dozen ..............................  60c

Lot G63—64 inch w ide, full bleached, “ S ham rock”  brand, M ercerized 
Table D am ask, floral and  F le u r de L is  p a tte rn s , ab o u t 35 ya rds
to  piece, pe r y a rd  ................................................................................................... 55c

Lot G64— Big clean up  in G irl’s colored W ash  D resses, m ade of p lain  
ta n  and  blue Linene3, s trip ed  and  fancy  p la id  Perca les, neatly  
trim m ed, high w aisted  effects, sizes 7 to  12, (sold only in 5 dozen
lo ts o r m ore) values up to  $9.00, p e r dozen ..............................................  5.50

Lot G65—C hild ren 's good quality , w hite  Twill Middy Blouses, in  p lain  
w hite  o r navy blue trim m ing , s ilk  laced  fron t, w ith  pockets, sizes
8 to  18, p e r dozen .............................................................................................  8.50

Lot G66—Ladies’ S tandard  qu a lity  P ercale  Bungalow D ress Aprons, 
in  Indigo  blue, w ith  a sso rted  n e a t figured  p a tte rn s , R ick-R ack  
trim m ed, belted  and  novelty  pockets, R egular $15.00 values, per
dozen ............................................................................................................................... 1°-50

Lot G67—L adles ' good quality , s triped  Giingham Petticoa t* , 36 inches
long, 8% inch hem m ed flounce, tap ed  band, BIG LE A D ER , p e r doz. 4.50 

Lot G68—BIG JOB, L ad ies’ good quality , Sateen  P e ttico a ts , a sso rted  
in black, g reen  and  royal, ta ilo red  flounce. E las tic  w a is t band,
a sso rted  sizes, V alues up to  $13.50, p e r  dozen ..................................  10.50

Lot G69—Ladle*’ Muslin P e ttico a ts , w ith  n e a t open w ork  E m bro idery  
flounce, m ade w ith  u n d er flounce, fu ll w id th , BIG LEA D ER , per
dozen .............................................................................................................................

L ot G70—L adies’ so ft fin ish , Muslin Slipover N ight Gowns, w ith  1% 
inch  w ide Swiss, all a round  E m bro idery  neck, h em stitch ed  effect, 
w ith  Silk baby  R ibbon B eading, a sso rted  sizes, SPECIA L, p e r doz. 7.00 

Lot G71—L adies’ medium  w eight, black, rib  top  Hose, (seconds) double 
heel an d  toe, sizes 8% to  10, 1 dozen boxes, BIG  LEA D ER, S P E C 
IAL, p e r dozen ..................................................................................................... 1-99

Lot G72—C hildren’* black, 1 x 1  rib Hose, (seconds) sizes 5 to  9%,
$1.75 value, pe r dozen ........................................................................................  1-25

Lot G73—BIG JOB, 10 dozen lo ts, Men’s H alf Hose, (sam ple  p a irs  and  
mill accum ula tions) a sso rted  blacks, w hites, tan s , and  fancy  colors, 
a lso w h ite  foot, all sizes, V alues up to  $1.75, sold in  lo ts  only, per
dozen ........................................................................................................................   ’■•85

Lot G74—BIG JOB, 10 dozen lots, Ladle*’ bleached, ribbed V ests, 
(sam ples and  odd lo ts) full taped , p la in  and  L ace trim m ed  fron ts,
V alues rang ing  up to  $2.00, (sold in  lo ts  only), p e r dozen ..............  1.35

L ot G75__BIG JOB, L ad ies’ bleached, ribbed, Union Su its, (sam ples
and  odd lots, p e rfec t goods) fu ll taped , and  show y L ace fron ts,
L ace trim m ed  bottom , a sso rted  sizes, values up  to  $6.50, sold in  2
dozen lo ts  only, p e r dozen .................................................................................... 4.25

Lot G76__Men’s good quality , E las tic  C rotch, N ainsook A th le tic  Union
Suits, (seconds) a sso rted  checked p a tte rn s , a ll sizes, $6.50 value,
per dozen ........................................................................................................  $4.50 N ET

Lot G77-—BIG JOB, 5 dozen lots, Boy’s  fine g rade, S port S h irts, con
s is tin g  of p la in  an d  s trip ed  b lue G ingham , an d  p lain  an d  fancy 
s triped  Sw oisette , h igh-low  collar, b re a s t  pocket, sizes 12% to  14,
con ta in ing  values from  $6.00 to  $9.00, p e r dozen ...............................• 4.25

L0t  G78—Boys’ blue and w h ite  s triped , genuine “ Steifel”  Bib Overalls,
1 fro n t an d  1 hip pocket, Suspender s trap s , s izes 6 to  15, a sso rted
to  dozen, p e r dozen ...............................................................................................  6-90

Lot G79— M en's Silk B rocaded F o u r-in -h an d  T ies, flowing ends, in  b e s t
d a rk  colors, an d  fancy  p a tte rn s , p e r  dozen ..........................................  2.25
H undred* of o th e r  Big V alues listed  in o u r la te s t C ircular, sen t fre*  on 

request. W e have no roadm en. G et In touch w ith  us.

F. DESSAUER & CO.

A nd N o w  T h ey  A re G etting  
the H abit

Ola oar third CITY DAY our business again 
showed an exceptional increase over the first and 
second CITY DAYS. Our record for CITY 
DAY shows our calls from out-of-town custom
ers are increasing tremendously and all of our 
customers on CITY DAY are patronizing ALL 
of the departments. Several of our out-of-town 
customers are making special trips to call on us 
EVERY WEDNESDAY. One of them told us 
that he is putting on. a SPECIAL SALE every 
week and coming to us on EVERY WEDNES
DAY for the merchandise for it. Now if they 
have the habit of coming back and all of these 
facts are true, don't you think it would be worth 
your while to come and see us N EX T WED
NESDAY? Seeing is believing and after you 
have tried it once, we are sure you will be one 
of those who have formed the habit of coming 
back EVERY WEDNESDAY.

And don't forget that we are anxious to see 
you ANY DAY of the week and that our BUSY 
BASEMENT will soon be open where you can 
get REAL BARGAINS on ANY DAY you come 
in to the House. We say frankly that we are 

to have your trade and intend to do 
everything we can to merit it.

The alterations in our office and shipping room 
are about completed. Our new LADIES, 
MISSES AND INFANTS' READY-TO-WEAR 
DEPARTM ENT on the sixth floor will soon be 
ready.

We have just written you regarding protection 
on merchandise for Fall and if you have not re
ceived a copy of our letter and blanket order, or 
our salesman has not told you about the propo
sition, write us and we will tell you all about it. 
You can't afford to miss this proposition.

OUR PHONE AND MAIL ORDERS ARE 
CONTINUING TO SHOW A  BIG IN 
CREASE. DON'T FORGET TH A T WE 
W ILL SHIP T H E  SAME DAY THEY ARE 
RECEIVED AT T H E PREVAILING PRICES 
AT TH E TIM E OF SHIPMENT.

Grand Rapids Dry Goods Co.
Grand Rapids, Michigan 

PROMPT SERVICE
Exclusively Wholesale No Retail Connections

c* f I *i -
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Retail D ry Goods Dealers Establish 
Research Bureau.

The N ational Retail D ry Goods 
Association a t its convention held in 
New York adopted a plan of re-or
ganization and extension which will 
greatly  increase the value of the or
ganization to  the m em bers and en 
large its influence in the m ercantile 
world. A guarantee fund of $56,425 
was subscribed by the m em bers to 
back up and carry out its plan.

One of the im portant features of the 
plan is the establishm ent of a research 
and inform ation departm ent. The 
need of such a departm ent has long 
been felt by the members. H eretofore 
the headquarters staff has been inade
quate to furnish much of the inform a
tion desired. U nder the new arrange
m ent the research departm ent will 
conduct trade and o ther investiga
tions, collect data, issue bulletins and 
furnish speakers and educational m a
terial whenever and wherever needed. 
I t  will take up one at a time some 
of the vital subjects in retail store 
m anagem ent or m erchandising, such 
as store operation, organization and 
finance, the train ing  of employes, de
livery systems, personnel, advertising 
and selling. In  fact, this departm ent 
will be equipped to  supply inform a
tion upon any topic in which a retail 
dry goods m erchant can possibly be 
interested. A reference library will 
be maintained in which will be found 
the best books published on retail 
problem s and the latest articles to be 
found in current periodical literature.

A publicity departm ent will be es
tablished to furnish m agazine and 
business paper articles, films and pic
tures; to conduct an association m ag
azine and issue bulletins that will be 
of special interest to the members.

I t  is not likely th a t the new plan 
will be in full operation before the 
end of the year, as it involves the 
selection of many new employes, and 
the opening of m ore extensive quar
ters than have h itherto  been m ain
tained. U nder the new 'schedule of 
dues adopted it is expected th at with 
a largely increased membership, suf
ficient revenues will be provided to 
carry on the work indicated without 
calling upon the mem bers for special 
subscriptions.

W hen Price T ickets Are B etter T han 
Clerks.

T ickets encourage the timid shop
per. The fear of the shopper is real; 
it is a factor in merchandising. Scores 
of prospective custom ers shun un
m arked lines because they dread to 
turn down an expensive item after 
they have troubled the clerk with a 
question.

Price tickets solve this problem by 
their inability to display either scorn 
or annoyance.

Tickets oil the bearings of your 
mercantile machine, m aking sales easy 
and profits large.

The use of price tickets w hittles 
down expense. Plain prices dispense 
with needless bickering and enquiries. 
T hey cut selling effort in two. They 
take the place of an extra clerk.

Plain prices build confidence in 
your customers. A clearly stated price 
is logically an honest one. Concealed 
costs suggest d istrust of values.

Price tickets relieve trade conges
tion. T hey answer questions for busy 
clerks. Plain prices talk  values as 
glibly as the sm oothest tongued sales
man, but draw no salary for the ser
vice performed.

You sigh for g reater sales and for
get that they are a t your very elbow.

You wish for cheaper and more ef
ficient help and overlook an employe 
who will outwork, ou tlast and outsell 
all o thers and demand no wages for 
the service.

Look over your stock; count the 
price tickets.

Every unticketed counter is a wall
flower th at m ust forfeit the attention  
lavished on its plainly m arked com
panions.

Every unticketed line puts sand in 
the bearings of your organization and 
doubles friction in your selling sys
tem.

All unticketed goods conceal a hole 
where profits trickle away.

An increase in the num ber of tick
ets usually swells the num ber of sales. 
The keen observer can m easure a 
store’s pulse w ithout seeing m ore than 
a num ber of price tickets, and often 
the difference between m ediocrity and 
success is a mere m atter of p la:n1y 
priced lines.

T rim m ings fo r H ats.
The flower season is still booming, 

according to  the bulletin of the R e
tail M illinery Association of America. 
Not for m any years, it says, has there 
been such a .tremendous demand for 
these trim m ings. T he bulletin goes 
on:

“Of the m ost popular types pop
pies are in high favor in all shades. 
Roses, both in large, full blown and 
tiny bud effects, are good. Lilacs in 
various colored nacre effects, daisies, 
field flowers, and bluets are having 
a splendid demand.

“ Black effects in burned and gly
cerine ostrich take second place in 
favor. These trim s have been highly 
favored this season. The m ost recent 
French models feature ostrich trim 
m ings to a far greater extent than 
they  do flowers.

"Coq is becom ing very strong. In 
‘poms,’ flat fountain sprays and cover
ing entire crowns, this trim m ing is 
experiencing a grow ing demand. 
Many of the F ifth  avenue shops show 
it on their sm artest models. Espec
ially are they favored in Mitzi sa :l- 
ors.”

Gowns and menus from Paris, 
trousers and sports from  London, 
dances and jazz from New York— 
this was the established order before 
the war. But now corties dark news 
from  England. T he w altz is being 
revived—it occupies at least a third 
of the program m es. Does this mean 
a counter-revolt against the dem o
cratic dances, simplified and spiced, 
that brought every one into the ball
room and extended the ballroom  into 
the restau ran t and the ten-by-twelve 
flat? W e shall w ithhold judgm ent 
until we discover which waltz it is. 
Perhaps it is m erely one of the slink
ing, sw aying variety where the heat 
is of no particular im portance. But 
if it is the genuine old-fashioned 
whirligig kind, with three decisive 
counts to the measure, all is lost for

democracy. O nly debutantes and 
slender gentlem en of leisure—the true 
dancing classes—will survive it. Cut
ting-in will be outlawed, program m es 
will return, and no one can dance 
while eating. Only waxed floors and 
great room s w ithout superfluous fur
niture and bric-a-brac will harbor it. 
F o r of its devotees one cannot say, as 
of the Congress of Vienna, th a t they 
“dance, but do not advance.’’

Bigelow, an Am erican, went to  E n g 
land to  study carpet weaving in the 
English looms, but English jealousy 
would not allow him the opportunity. 
He took a piece of carpeting and un
raveled it th read  by thread, and then 
combined, calculated and invented m a
chinery on which the best carpets of 
Europe and Am erica are now woven.

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.
Corner Commerce Ave. and 

Island S t
Grand Rapids, Mich.

A sk about o u r w ay
BARLOW  BROS. G rand Rapida. Mich.

Paramount Hosiery
A Real Value At a Price

Benefit by their wide

Advertising Campaign
|  See advertisement on another page of this paper.

|  l Quality Merchandise—Right Prices—Prompt Service

Paul Steketee & Sons
WHOLESALE DRY GOODS GRAND RAPIDS, MICH.

This Trademark is Your Means of Identifying 
the Longest Wearing One Piece Garment

This Michigan-made garment is now 
sold by over 1000 dealers in Michigan, 
who have found that it gives their cus
tomers the longest wear and satisfac
tion. Made in assorted sizes and ma
terials for both adults and children. 
Guaranteed to wash without fading. 
Strongly made of wear-resisting fabrics.

Assortment of Outeralls sent on ap
proval for your free inspection, and may 
be returned at our expense if you do not 
agree with 10001 Michigan merchants 
that Outeralls are the line to handle. 
Send for assortment today.

Michigan Motor Garment Go.
Factories: Greenville and Carson City, Mich.

Offices and Branches: 1016 Medinah Bldg., Chicago; 
3429 Ashland Ave., Indianapolis; 30-401-2 Euclid Arcade, 
Cleveland; 615 Locust St., Dea Moines, la.; 147 Dwight 
St., Springfield, Maas.
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B E A R  B R A N D  HOSIERY
T H E  S T A N D A R D  F O R  Q U A L I T Y  A N D  P R I C E

for Men, W om en and Children
BEAR BRAND H OSIERY 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

EN G IN EER  AND FIREM A N —C arded y a rn , m e
dium  w eigh t M en’s tw o -th read  h a lf hose w ith  th re e  
th re a d  heel an d  toe. F in ished  in  black, brow n and  
s la te . Size 10%, w eigh t 25 ounces. S izes 9% and  
10, 124 needles. S izes 10% to  11% inclusive, 136
needles. P e r  Dozen ..................................................... $2.00
RIDER AND DRIVER—C arded  y a rn , m edium  
heav y  w e igh t M en’s  tw o th re a d  h a lf hose, w ith  
th re e  th re a d  heel and  toe. F in ished  in b lack  and  
brow n. Size 10%, w eigh t 29 ounces. All sizes 124
needles. P e r  dozen ..................................................... $2.15
RECORD—Combed y a rn , lig h t w eigh t M en’s tw o 
th read  h a lf hose, w ith  th re e  th read  heel and  toe. 
F in ished  in black, brow n, gray , w hite , s late, navy 
blue an d  P a lm  Beach. Size 10%, w eigh t 17% 
ounces. Size 9% to  10 on 156 needles. Sizes 10%
to  12 inclusive, 172 needles. P e r  Dozen .......... $2.15
MOCCASIN—All m ercerized  lig h t w eigh t M en’s 
h a lf hose, w ith  h igh  spliced heel, crow  foo t s titc h  
sole, th re e  th re a d  heel and  toe. F in ished  in  black, 
w hite , brow n, g ray , s la te , n av y  blue and  P a lm

The following numbers in men's goods:
Beach. Size 10%, w e igh t 17 ounces. S izes 9% and 
10 on 200 needles. S izes 10% to  12 inclusive on
220 needles. P e r  Dozen ............................................ $3.00
BANKER AND BROKER—Im proved “BEA R
BRA N D ” special k n it hem  top. E x t ra  lig h t w eight, 
s ilk  lisle, ha lf hose; k n itted  from  tw o-p ly  doubled 
an d  tw isted , h igh ly  m ercerized  yarn . H as  double 
foot and  fou r-p ly  heel and  toe. F in ished  in  black, 
brow n, navy, gray , s late, w h ite  and  P a lm  Beach.
Size 10%, w eigh t 15 ounces. P e r  Dozen ..........$2.25
ENSIGN—E x tra  lig h t w eight, 220 needle m ercerized 
M en’s hose, double foot and  4-ply heel and  toe. 
F in ish ed  in b lack , brow n, navy, g ray , s late, w hite  
an d  P a lm  Beach. Size 10%, w eigh t 15 ounces.
P e r  Dozen .........................................................................$3.00
TUSCUM BIA—P la ited  F ib e r Silk over co tton  M en’s 
h a lf  hose w ith  e x tra  long com bed y a rn , tw o th read  
advanced  toe  an d  th re e  th re a d  heel and  toe. F in 
ished  in black, w hite , g ray  an d  P a lm  B each. Size 
10%, w e igh t 15 ounces. All sizes 18S needles. 
P e r  Dozen ....................................................................... $3.30

PA RA SILK —P la ited  F ib e r Silk over m ercerized 
M en’s ligh t w eigh t ha lf h03e, w ith  high spliced 
heel, crow  foot s titc h  sole and  th re e  th read  heel 
and  toe. F in ished  in  black, w hite , brown, gray , 
s la te , P a lm  B each and  navy  blue. Size 10%, 
w eigh t 17 ounces. S izes 9% and  10 on 200 needles. 
Sizes 10% to  12 inclusive on 220 needles. P e r  
D o z e n .................................. ..............................................$4.25

BARONET—P laited  F ib e r Silk over m ercerized 
M en’s lig h t w eigh t h a lf hose w ith  h igh spliced 
heel and  double sole and  th re e  th read  heel and  toe. 
F in ished  in  black, w hite, brown, gray , s late, Palm  
B each and  navy  blue. Size 10%, w eigh t 17 ounces. 
Size 9% and  10 on 200 needles. Sizes 10% to  12 in 
clusive on 220 needles. P e r  Dozen .................. $4.37>/2

PARAMOUNT—A  pure  th re a d  silk  s tock ing  w ith  
th e  im proved “B EA R  BRAND” special k n it hem  
top. F in ished  in  black, w hite, brow n, navy  blue 
and  g ray . Size 10%, 13 ounces. P e r  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

P A R A M O U N T  K N I T T I N G  CO.
CHICAGO M ANUFACTURERS ILLINOIS

BEAR BRAND H O SIERY  M ILL, No. 4, W AUPUN, W ISCONSIN.



Computing the Cost of the Kaiser’s rector Schwab stated recently that 
W ar. m ore than $353,000,000 had been spent

Written for the Tradesman. for such purposes Up to  M arch 1,
A reader of the Michigan T rades- 1913 , and on the basis of ships 

man sometime ago requested the w rit- launched since that date and the ex- 
er to give him the approxim ate cost tension of our ship building plants 
of the Kaiser’s war. From  figures the to ta l expenditure by Septem ber 
compiled by the Guaranty T ru st Com- j ig i8 j probably is in excess of $700,- 
pany of New York it is found th at 000,000. The W ar D epartm ent re- 
the money expended by the seven cently announced th a t it had advanced 
leading belligerents for purely war to m anufacturing concerns outside of 
purposes during the four years has the Navy and shipbuilding the sum 
been estim ated at about $134,000,000,- Qf $400,000,000 which had been used 
000. I t is nearly one-fourth of the for additions to  their capital plants, 
to tal national wealth of the chief bel- the title to which rests with the Fed- 
ligerents. The combined average eral Governm ent.
daily war cost, computed on the basis T he construction division of the 
of time each nation has been engaged Army, on June 1, had work completed, 
in the war, is $107,500,000, or $4,479,- under way or in prospect am ounting 
000 each hour of the day. to $1,170,000,000 in this country. This

W ar Cost included construction of cantonm ents,
Aug. 1914 to Average of buildings for the m anufacture and 

Aug. 1918 Daily Cost storage of supplies for the Arm y ter-
U. S..........  $ 8,000,000,000 $17,500,000 minals and the housing of workers.
Great Brit. 27,000,000,000 18,500,000 j n France there has been a con-
France . . . .  21,500,000,000 14,500,000 siderable am ount of construction work
Italy  ........  8,500,000.000 7,500,000 jn layjng the basis for the participa-
Russia . . . .  21,000,000,000 17,500,000 tion of our Army in an effective way.

---------------------  ---------------  P o rts have been improved and ter-
Allies . . . .  $86,000,000,000 $75,500,000 rrpnal facilities created. Secretary of
Germany $35,000,000,000 $23,000,000 W ar Baker stated recently that our
Aus.-IIun. 13,000,000,000 9,000,000 Governm ent had built warehouses in

__________________________France which if placed in a contin-
Cen. Pow. $48,000,000,000 $32,000,000 u°us building would be 250 miles long 

______________ __________and that we had built 600 miles of
Totals .. .$134,000,000,000 $107,500,000 railroad and 126 miles of switches.

and in addition extensive railway 
A llotted among the several nations equipm ent had been shipped to  France

the national debts stand as follows: tQ uge Qn the milita ry  railroad as well
Aug. 1, 1918 as on foe o ther railroads. I t  has been

Pre-W ar Debt Net W ar Debt necessary to construct shops and
U. S. ..$  1,000,000,000 $ 4,000,000,000 plants for repair and salvage work in
Grt. Brit. 3,500,000,000 20,000,000,000 France. T he W ar D epartm ent has
France .. 6,500,000,000 24,000,000,000 announced th at expenditures in ccn-
Italy  . . .  2,800,000,000 7,000,000,000 nection with m ilitary engineering
Russia .. 4,600,000,000 24,000,000,000 operations have exceeded during the

-------------------- -------------------- past year $375,000,000 of which the
Allies ..$18,400,000,000 $79,000,000 000 larger part w ent for docks and rail-

------------------------------------------ways in France.
Germany $1,165,000,000 $35,000,000,000 Am erica’s production of meat, as 
Aus.-Hun. 3,995,000,000 15,000,000,000 published by the D epartm ent of Agri-

culture, seems astounding in its mag- 
Cen.Pow. $5,160,000,000 $50,000,000,000 pitude and from superficial examina-

tion would indicate th at there is a 
Total ..$23,560,000,000 $120,000,000,000 superabundance of live stock in this 

A fter deducting advances to our country. How ever, when compared 
Allies and an estim ated pre-w ar bud- w ith the increase in population and 
get, the gross fiscal cost of the w ar decrease supplies in Europe, they call 
for the United States Governm ent on for very careful thought. Large as 
Septem ber 1, 1918, amounted to $10,- these figures are there is still a larger 
265,000,000. In this total are included and m ore rapid grow ing demand 
certain expenditures for capital ac- which suggests the opposite of plenty, 
count which will clearly be used* as T he to tal production for the last 
the basis for income after the war, calendar year was 18,865,000,000 
or possibly for the reduction of the pounds. Com pared w ith 1900, the in
debt. crease was 23.9 per cent.

The m ost im portant of the capital This is the supply, but w hat of the 
investm ents of our Governm ent is th at m arket of the p resent and the future? 
of the shipbuilding industry and the An increase of 23.9 per cent, in all 
ships which have been purchased and m eats since 1900 looks large until we 
built for Governm ent account. Di- figure out th a t our population has in-
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A Man and His Business
are known by the 
company they keep.
In the complex con
ditions af fect ing  
and governing busi
ness in this day and 
age,
T H E  R IG H T  BANKING CONNECTION
may make all the difference between success 
and failure in a man’s career—your career, 
perhaps.

You will find at this bank everything you 
need in modern banking practice and always 
are welcome to avail yourself of a connection 
with us.

THE OLD Nm I nAL BANK
MONROE AT PEARL GRAND RAPIDS

Real Stewardship
For the accommodation of persons in

capable by reason of youth, age, illness, 
or any other cause, this conservative com 
pany invests funds, collects incom e, man
ages real and personal property, pays 
taxes, prepares incom e tax reports and 
attends promptly and efficiently to all 
other business details. It renders full ac
counts at stated periods and pays such 
yield as the estate and terms of the trust 
provide.

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

T h e  M i c h i g a n  T r u s t  Go.
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.

I
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creased 39 per cent, in th a t time. T his 
fact is sufficient to  tem per the feel
ing of pride caused by the huge fig
ures of production. The per capita 
production last year was 10 per cent, 
less than in 1900; yet, under the im
petus and danger of war, the output 
last year was enorm ously increased 
over th at of 1917.

O ur per capita consum ption of 
m eat varies according to  prices and 
the industrial situation. T en  years 
ago it was 201 pounds, and in earlier 
periods has averaged much more. At 
th a t rate, dom estic consum ption would 
take about 95 per cent, of the supply. 
How ever, it became necessary to  send 
abroad 21 per cent, of the supply of 
m eat and fats. F ighting  between the 
opposing forces m ay have ceased, but 
hunger g ran ts no armistice. W her
ever it has been possible to  take a 
census of live stock in Europe the 
result has pointed to  a w orse situa
tion, and a g reater demand, lim ited 
only by ability to pay.

M eats and fats were alm ost as es
sential as men and m unitions in the 
K aiser’s war, and the Am erican far
m ers m et the demand in a way to be 
proud of. Now, there is no longer 
the excitem ent and stimulus of w ar 
and patriotism —nothing but the ques
tion of profit. T he farm er has the 
right to enquire w hat will give him 
the best return. A comparison of the 
figures of increase in population and 
m eat should convince him. If  more 
is needed, there is Europe and the 
N ear East, with ravaged lands and de
pleted flocks and herds, looking to 
Am erica for relief. F o r some years 
to come, time and m oney cannot be 
bette r invested than in meat and dairy 
animals.

I t  would seem th at the boards of 
trade, associations of commerce and 
country bankers could perform  no 
better service to the farm er than  to 
acquaint him with these facts as indi
cated th at for some years to  come 
there will be good profits in the ra is
ing of live stock.

As soon as the purchase of the 
P ontchartrain  H otel p roperty  by the 
F irst and Old N ational Bank of D e
tro it was noised abroad, applications 
for office room  poured in, with a re 
sult that two days after the purchase 
was consum mated, tw o-thirds of the 
office space was spoken for. This 
was even before the plans of a ltera
tion were drawn, and it shows con
clusively the great demand for office 
room there is in D etroit, notw ith
standing the m any large office build
ings it has now.

Oil stocks are a ttrac ting  a great 
deal of a ttention from  investors in 
D etroit. The Charles F. Noble Oil 
and Gas Co., listed on the D etroit 
Stock Exchange, is paying m onthly 
dividends and bringing in new wells 
rapidly. I t  was reported  th a t a syn
dicate was handling it and it was 
m aintaining the price of the stock 
through a m anipulation. T his is ab
solutely untrue, as all the treasury  
stock of the company was sold before 
it was listed on the Exchange. W hile 
there are m any w ild-cat oil com
panies, there are several reputable 
companies which present an oppor
tunity  for profitable investm ent.

N ow  comes Eugene Debs, sentenced

to prison for disloyalty to  the U nited 
States during the war, w ith a th rea t 
to  tie up the industries of the U nited 
S tates on May 1, provided he sta rts  
serving his sentence on th a t date. Is  
it not time th a t these apostles of dis
order inciters of m urder and chaos 
were sum m arily dealt with? I t  is re
ported th a t Debs is suffering from  an 
a ttack  of lumbago and if he attem pts 
to carry out his threat, he should also 
suffer from a severe headache. W hile 
the Am erican federation of labor, as 
representing unionism, has been se
verely criticized, it is hoped th a t the 
intelligence of its leaders will be de
voted to  the  education of the mis
guided fanatics who desire to  m arch 
under the banner for such men as 
Debs.

T here is a field of endeavor through 
which union labor can gain the re
spect and adm iration of the people 
by being m oderate in their demands, 
fair in their dealings and honest with 
them selves and o thers; but no sane 
man is foolish enough to  th ink  that 
such a condition will ever emanate 
from such a source. Paul Leake.

The one-talent m an who concen
trates his powers upon one unw aver
ing aim accomplishes m ore than the 
ten-talent m an who scatters his ener
gies, and never knows what to  do 
next.

Kent State Bank
Main Office O ttaw a Ave.

Facing Monroe
Grand Rapida, Mich.

Capital - $500,000
Surplus and Profits - $700,000

R eso u rc e s^

10 Million Dollars

3 k  Per Cent.

Paid on Certificates of Deposit

The Home for Savings

OFFICE OUTFITTERS
LOOSE LEAP SPECIALISTS 

237-239 Pearl St. tacer the bridle i Greed lee lie, Mick.

■HE naming of the Grand Rapids 
Trust Company as Executor and 

Trustee means that you w ill bring to 
the settlement and management of your 
estate the combined judgment and busi
ness ability of its officers and directors.

T he most competent individual has 
on ly  his ow n experience and know l
edge to qualify him. T his Company 
offers your estate the collective know l
edge end experience of its officials.

ASK FOR BOOKLET ON “DESCENT 
AND DISTRIBUTION OF PROPER
T Y ” AND BLANK FORM OF WILL.

B rand Ra pio sTru st  Company
O TTAW A  A T  FOUNTAIN BOTH PHONES 4391

Safe Deposit Boxes at Three Dollars Per Year 
and Upward

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

ASSOCIATED

Store and W indow  
A w nings

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

CAMPAU SQUARE
T h e  conven ien t b anks  fo r  o u t of tow n people. Located a t  th e  very  cen te r of 

th e  e lty . H andy  to  th e  s t re e t  car»—th e  In te ru rbans—th e  hotels—th e  »hopping 
d is tric t.

On acco u n t o f o u r location—our large tra n a lt  fac ilities—o u r sa fe  deposit v a u lts  
and  o u r  com plete serv ice  covering th e  e n tire  field of bank ing , o u r In s titu tio n s  m ust 
be th e  u ltim a te  choice of o u t of tow n  bankiera and Individuals.

Combined C apital and S urp lus .............................. I  1,724,800.00
Combined T otal D eposits .............................. . 10,168/700.00
Com bined T otal R esources  ..................................... 13,157,100.00

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

AflBOCEATXD

B A N K
B A N K
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Boomlets From Bay City.
Bay City, April 8—The D. Gott- 

schalk Co., Bad Axe, shoes, has en
larged its store by renting  an ad
jo ining room  and connecting it by an 
arch, which gives additional room and 
improves the appearance of the store 
greatly.

F rank Gohs, Mayville, who retired 
from  business several years ago, is 
back in harness, having bought the 
general m erchandise stock of H. Fox.

N. Newman, general m erchant, P in
conning, has sold his stock to  Daniel 
H arris , of D etroit, who has taken
possession.

A. D. M orton, form erly a m ember 
of the firm of M orton & Barnes pro
prietors of the M arlette Exchange, is 
now m anager of the H otel H arrin g 
ton, P o rt Huron.

A. Gingrich, form erly m ember of 
the firm of A. & J. Gingrich, shoes 
and harness, Bad Axe, is now operat
ing an auto livery a t Ubly.

Smith, Bridgman & Co., pioneer 
general m erchants, F lint, are enlarg
ing and rem odeling their stores.

H. H. M orrow & Co. have succeed
ed E. T. Pedlow, general m erchant, 
Millington.

J. M erdler will open with a stock of 
shoes, clothing and m en’s furnishings 
a t Olivet.

T he Lehm an-M orton Co. has the 
only stock of general m erchandise in 
Akron, Reinke & W olf and A lbertson 
Bros, having closed out their stocks.

M. J. W einberg succeeds Max 
H irshberg, general m erchant, Bad

E. S. Carl has opened a shoe store 
a t Howell.

A lpern Bros., A tlanta, have sold 
their stock of general m erchandise to  
W illiam  Deadman.

Nick Schjoltz, Grayling, form erly 
m anager of Sailing, H ansen & Co. s 
general store, has engaged in the re
tail grocery business in the Forem an 
building.

L. S. David, W agarville, has sold 
his stock of general m erchandise to 
the Gladwin D airy & Produce Co.

N. J. Fuehr & Co., Twining, have 
sold their stock of general m erchan
dise to  F rank  W . W arren, of Delano, 
who has taken possession.

Roy P. Eym er, Turner, who last 
fall sold his dry goods and grocery 
stock to  N. J. Fuehr & Co., has re
cently repurchased same and taken 
possession.

Frank  W . W arren, Delano, has sold 
his stock of general m erchandise to 
Underwood Bros. Mr. W arren  will 
devote his entire time to the business 
recently purchased from  N. J. Fuehr 
& Co., Twining.

M. O. Collins & Son, form erly en
gaged in the hardw are business in 
T urner, and who lost their stock in 
the big fire last fall, have purchased 
the hardw are and implement stock, 
store building and residence of Edgar 
Loucks, W hittem ore.

Charles Morse, Rose City, has sold 
his m eat m arket business to  Garner
Parlim ent.

Frank Bell, Lexington, has opened 
a combination d rug  and grocery store 
in the L andsberg  building, Rose City. 
Mr. Bell will handle package grocer
ies only.

H addix & Grow, engaged in the 
garage and livery business a t W est 
Branch, have dissolved partnership. 
Mr. H addix will continue the busi
ness.

S'chaffner & Millard, barbers. W est 
Branch, have dissolved partnership 
and the business will be continued by 
Mr. Schaffner.

Joseph & H enry  Solomon, Glennie, 
have sold their stock of general m er
chandise at Curran to  Saltzm an & 
Branson, Chicago.

E. A. T rayer, Fairview. has sold 
his stock of general m erchandise to 
H enrv  Solomon. Comins.

O. O. Frick, Mio, who has been en
gaged in the general m erchandise 
trade, for several years h^s sold his 
stock to  his two sons. The business 
will be continued under the fi*-m name 
of F rick  Bros. J. H . Belknap.

P eto sk ey  Portland C em ent Com pany
AUTHORIZED CAPITAL STOCK 91,500,0««

All Full-Paid and Non-Assessable Common Stock
N O  P R E F E R R E D  S T O C K  N O  B O N D S

A Real Investm ent Opportunity
This stock is now being offered to  the public. T he raw m aterials alone possessed by the Company, 

according to very reliable geologists, are w orth $5,000,000. T his is over three times the capitalization. In  
o ther words, undeveloped the stock is w orth $33 per share. This gives an idea of w hat is back of an invest
m ent in the stock of the above company.

The stock is being offered and is being purchased as a real investm ent because it has paid dividends 
for years from crushed stone sale alone, and to  this, when the new mill is completed, will be added dividends 
com ing from the m anufacture of cement.

W ith cem ent companies paying from 30% to 40% per year after buying raw m aterial and paying heavy 
freight charges to haul same to  their plants, w hat will the Petoskey Portland Cement Company reasonably 
able to do with a saving of $150,000 above such o ther companies? T o this add the already sure dividend 
th at comes from  the sale of crushed limestone.

I t cannot be disputed that the Portland Cement Company has more than sufficient raw m aterial, both 
shale and high calcium limestone, to m aintain a cem ent plant for 100 years and still continue to  sell crushed 
lim estone to o ther concerns.

I t  is a fact that its location on L ittle  T raverse Bay gives it the best possible transporta tion  facilities. 
Besides w ater transportation , it has two railroads.

I t  is also an acknowledged fact th a t its m anagem ent is as strong, honest and capable as could be had. 
This company possesses every requisite for success.

T he Future of the Cement Industry
No industry has a b righter outlook and the dem and for cem ent is grow ing very fast and will grow 

even faster as soon as all states s ta rt doing w hat Illinois has already done—voted $60,000,000 bond issue 
for good roads. W hile concrete roads will consume much cem ent it is only one of the m any uses.

Cement authorities are m aking no idle prediction in s ta ting  th a t in a few years there will be a very 
great shortage of cement.

This industry  will have to run full capacity for years and even then the output of the presen t cement 
plants will be entirely inadequate to supply the demand.

Good Roads and Cement
GOOD ROADS BOOM in  g igan tic  p roportions is now a t  hand.
C em ent is th e  e ssen tia l m a te ria l used  in  th e  building.
T H E  COMING DEM AND for th is  com m odity fo r th is  purpose seem s ap p aren tly  to  g rea tly  exceed 

th e  capac ity  of all ex istin g  m ills fo r m any  y e a rs  to  come.
GOOD ROADS CONSTRUCTION is com ing fa s t, and  i3 th e  stepp ing  s tone to  reh ab ilita tio n , and  con

sidered  a t  periods of depression , th e  logical w ay  to  a d ju s t  th e  question  of unem ployed.
GOOD ROAD D EV E LO PM EN T m eans in d u s tr ia l p rog ress and  a  dem and  fo r C EM EN T for th is  re 

qu irem en t and  m any o th e rs  unparalleled.
T H IN K  O F T H E  VAS'TNESS O F T H IS  IN D U STRY , u nder such  cond itions; i t  h a sn ’t  a  com petitor.
W ith  H IG H -G R A D E SH A L E  AND LIM ESTO N E IN  ABUNDANCE, s tra teg ica lly  located  and  w ith  

CEM EN T M IL L  to  econom ically m an u fac tu re  C EM EN T,, all s itu a ted  on i ts  OW N PR O PE R T Y , is a  ra re  
com bination, m ost ideal and  a  nucleus fo r a  G REA T M ONEY EA R N ER .

T H E  PE TO SK E Y  PO RTLA ND  C E M E N T  COM PANY, w hen its  mill is  com pleted will possess all these  
requ isites.

T H E  FU T U R E OF T H E  PE T O SK E Y  PORTLAND C EM EN T CO.

T he P e toskey  P o rtlan d  C em ent C om pany is destined  to  becom e one of M ichigan’s  la rg e  concerns. I ts  location, 
supply of raw  m ate ria ls  and  m anagem en t, a ll po in t to  th a t  fact.

IT IS NOW PAYING GOOD DIVIDENDS.

I t  should pay  la rge  re tu rn s  very  soon and  is d estined  to  becom e a  B ig D ividend payer, b u t is n o t a  g e t-rlch - 
quick  proposition  because i t  is  no t specu la tive  enough, bu t a  possib ility  of 30 p e r  cen t, to  40 p e r cen t, each  y e a r  w hen 
its  cem ent p lan t is com pleted is w ith  reason , because a  la rge  num ber of cem en t com panies a re  doing a s  w ell a f te r  
buying raw  m ate ria l an d  pay ing  fre ig h t on sam e. T he fu tu re  of cem en t com panies a s  reg a rd s  d iv idends is m uch 
b e tte r  th a n  an y th in g  th ey  have  paid  in th e  past.

T H E  LIM ESTO N E INDUSTRY

T he lim estone in d u s try  is a s  e ssen tia l a s  th e  w h eat industry , fo r a ll foundries need  lim estone, a s  w ell a s  p ap er 
mills. W ithou t lim estone, no p ig  iron, no steel, no su g ar. A ny num ber of o th e r m an u fac tu red  a rtic le s  reau ire  
lim estone.

T he P e toskey  P o rtlan d  C em ent C om pany h a s  la rg e  co n tra c ts  fo r all of th ese  purposes. I t s  dock w ill be s ta r te d  
April 1st, and  upon com pletion th e  lim estone business  alone w ill annually  pay  from  15 per cent, to  20 p e r cen t, on th e  
en tire  cap ita l s tock  of th e  Com pany.

Inv es tig a te  th is  proposition  now  before s tock  advances in price, a s  i t  can sell a t  th e  p re s en t p rice  fo r only a  sh o rt 
tim e. I t  is a  good p u rchase  a t  $25 p e r sh are , b u t a  b e tte r one a t  p re sen t price.

The Michigan Securities Com
mission does not recommend the 
purchase of any security and its 
approval must not be construed 
by investors as an endorsement 
of the value.

F. A. Sawatl Company, Inc.
405-6-7 Murray Bldg., Grand Rapids, Mich.

Gentlemen; Without any obligation on my part, send me 
all information you have regarding the Petoskey Portland Cement 
Company.

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

Address......................... ......................................................
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Only Effectual Method to Prevent 

Auto Thefts.
D uring the past decade the culprit 

th a t has given the police departm ents 
of the United S tates the g reatest 
am ount of w orry  and annoyance is 
the autom obile thief. Statistics prove 
th a t his activities have comprised 
more than half of the w ork devolving 
upon the strong  arm  of the law. Crime 
experts have given this subject much 
grave consideration, but no tangible 
plan was forthcom ing until the “A uto
mobile A bstract of T itle” was offered 
for relief by the Autom obile A bstract 
& T itle  Company, with general offices 
in Chicago and executive offices in 
the Book building, D etroit.

U nder their plan of abstracting  
autom obiles the auto thief is “nailed 
to the cross.” T he abstrac t of title 
gives the auto ow ner absolute p ro tec
tion, because when the thief steals a 
car he steals it to sell and the abstract 
of title is a tim e lock upon his crook
ed activities, for when he offers it for 
sale the abstrac t traps him and he 
falls in to  the clutches of the  police 
and the car ow ner is imm ediately 
identified and his car restored to him, 
w hether he lives in Maine or Cali
fornia.

Realizing the efficacy of an abstract 
of title for autom obiles m any of the 
states have already enacted laws re
quiring the car owner to take out an 
abstrac t of title. T here is such a bill 
pending a t Lansing, introduced by 
Rep. M cNaughton, of Grand Rapids. 
W hen it becomes a law it will put an 
end to  auto stealing, because every 
car ow ner will enjoy the protection 
of an abstract of title  covering his 
autom obile which will sho rt cut the 
operation of recovering the car and 
serve to  exterm inate the practice of 
car stealing in m ighty sh o rt order, 
because the abstrac t will serve as a 
burg lar alarm  to police departm ents 
in every town and ham let, no t only 
in Michigan, but in every o ther state  
in the Union.

T he abstrac t plan advanced by the 
Autom obile A bstract & T itle  Com
pany will be in ternational in its scope,

covering U nited States, Canada and 
Mexico, m aking it impossible to d is
pose of a stolen car anywhere. The 
abstract plan cannot be imitated. I t 
is fully covered by copyright. I t  will 
save much in license fees to the State 
which are now lost by countless car 
sales being made where the State 
license is ignored. The operation of 
a uniform  abstract law for autom o
biles in all states will' stop this prac
tice. The abstract plan will reduce 
theft insurance and, finally, the ab
stract plan will save the State of 
Michigan thousands of dollars annual
ly in lost fees which can be diverted 
for building good roads.

New President for Bankers and Mer
chants’ Co.

T he vacancy caused by the death 
of F rank  H. Smith, President of the 
M ichigan B ankers and M erchants’ 
Mutual Fire Insurance Co., has been 
filled by the election of John P ikaart, 
one of the best known business men 
in Frem ont. Mr. P ikaart recently re
tired from the m ercantile business 
a fter a continuous experience of th ir
ty  years—twelve years at Brookside 
and eighteen years at Frem ont. He 
is conservative enough to  be safe and 
energetic enough to be a producer of 
no small degree.

Secretary. Senf informs the T rades
man that his company shows a gain 
of $180,000 in insurance w ritten  the 
first three m onths of 1919 and that 
the cash on hand has increased about 
100 per cent, since the annual report 
of Dec. 31, 1918.

T he death of Mr. Smith is greatly  
to  be deplored. H e was very enthus
iastic over m utual fire insurance and 
had large visions regarding the 
grow th and expansion of the com
pany.

Some men are so afraid th a t some
body else m ay reap some of the re
ward from  their labors th a t they  re
fuse to  co-operate. T hey are like the 
foolish man who filled his lan tern  w ith 
oil, lighted it and then put a box 
around it, for fear som ebody else 
m ight get the benefit of its light.

Fourth National Bank
United States Depositary

Savings Deposits 

Commercial Deposits

Per C ent Interest Paid on 
Savinsa Deposit* 

Com pounded Semi-Annually

'Per C ent In terest Paid on 
Certificate* o f Deposit 

Left O ne Year

Capital Stock and Surplua

$580,000

W M. H. ANDERSON. President 
J . C L IN T O N  BISHOP, Cashier

L A V A N T  Z. C AUKIN, Vice President 
ALVAYT. EDISON. Ass’t  Cashier

W hat is Mutual Fire Insurance?
It is the principle of self-government of gov
ernment “of the people, by the people and for 
the people” applied to the fire insurance business.
Do you believe in that principle?
Then co-operate with the

Grand Rapids Merchants Mutual 
Fire Insurance Co.

327 Houseman Bldg., Grand Rapids, and save 
25% on your premium. For 10 years we saved 
our members thousands of dollars annually.

We pay our losses in full, and charge no membership fee. Join us.

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

Fire Insurance that Really Insures
The first consideration in buying your fire Insurance is SAFETY. 

You want your protection from a company which really protects you, 
not from a company which can be wiped out of existence by heavy 
losses, as some companies have been.

Our Company is so organized that it CAN NOT lose heavily In 
any one fire. Its invariable poUcy is to accept only a limited amount of 
insurance on any one building, in any one block in any one town.

Our Company divides its profits equally with its policy holders, 
thus reducing your premiums about one-third under the regular old Une 
charge for fire insurance.

MICHIGAN BANKERS AND MERCHANTS* 
MUTUAL FIRE INSURANCE CO.

Wm. N. Senf, Secretary FREMONT, MICHIGAN

Bristol Insurance Agency
FIRE, TO R N AD O  A N D  AUTOMOBILE *

Insurance
FREMONT, MICH.

We specialize in Mutual Fire Insurance and represent three of the best Michigan 
Mutuals which write general mercantile lines at 25% to 30% off Michigan Inspections 
Bureau rates, we are also State Agents for the Hardware and Implement Mutuals which 
are allowing 50% to 55% dividends on hardware, implement and garage lines.

We inspect your risk, prepare your form, write your policy and adjust and pay your 
loss promptly, if you meet with disaster. If your rate is too high, we will show you 
how to get it reduced.

. Why submit to the high rates and unjust exactions of the stock fire insurance com
panies, when you can insure in old reliable Mutuals at one-half to two-thirds the cost?

Write us for further information. All letters promptly answered.
C. N. BRISTOL, Manager and State Agent.
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Information Required For a Rounded 
Education.

[Copyrighted, 1919.]
Talking the o ther day to  a friend 

who has lately undertaken a  new 
business, I asked very naturally: 

“How do you like your new work?” 
“Oh, I like it, but I constantly  re

mind myself of Sisyphus.”
A fter a little more talk about cer

tain discouraging features of his oc
cupation, he passed on, and then  an
o ther friend who had overheard the 
conversation said:

“ I suppose Sisyphus was one of 
those old Greek or Roman heroes or 
som ething, but I can’t rem em ber w hat 
he did. W as he the m an that held 
the bridge or lived in a tub o r hunted 
for an honest man, or what? I never 
understand those classical allusions.” 

She had had no illum inating picture 
of a man always pushing a great stone 
to the top of the hill only to  have it 
roll down again and the job to  be 
done over. The m ythical figure m eant 
nothing to  her. O ut of her education 
had dropped or been left som ething 
th a t nothing else could quite make up.

As I told her, she m ight make even 
now a little study of the m yths. W ith 
in a week of reading she could get a 
very good basis of inform ation with 
which to recognize these familiar al
lusions. And in doing th at she could 
a t the same time greatly  benefit her 
children.

I t  is more than a question of having 
a t your tongue’s end a lot of glib 
references to things constantly  m en
tioned in old literature and “high
brow^’ conversation. In  these old 
m yths are embedded things out of the 
childhood of the race.

O f how m any of these can you, 
w ithout going back to  the books of 
reference, tell a reasonably clear 
story?

Pandora’s Box,
Pyram qs and Thisbe,
Sisyphus, Diogenes,
Hercules, Bacchus,
Dido, the Medusa, the Cyclops,
The Golden Fleece, the Elysian 

Fields,
The Harpies, the Phoenix,
The Amazons, Juno,
Aurora, Diana, Venus, Ceres, 
Mercury, Mars, Jupiter, Saturn,
T he W rath  of Achilles,
Scylla and Charybdis,
The Lotus Eaters,
T he Valley of Oblivion,
Laocoon and the Serpents,
Minerva, Pan, the T ro jan  Horse, 
Agamemnon, H ector, Helen of 

Troy.
These out of H om er and V irgil are 

fam iliar; you read about them  all in 
your Greek and Latin a t school and 
college—but how real were they to 
you? Perhaps you never had the 
chance to  know how many variants 
of these, together w ith scores of o th 

ers ju st as fascinating and beautiful, 
are to  be found in the literature of 
o ther languages—Norse, O riental, In 
dian.

These are the ones th at chiefly are 
needed for our ordinary intelligence. 
T hey are very easy to acquire. You 
do not have to  go back and restore 
your half-forgotten or wholly-forgot
ten Latin and Greek. Many of them 
you will find ready to  hand in H aw 
thorne’s “W onder T ales.” All of 
them  are in Bulfinch’s “Golden Ages 
of Myth and Legend,” and his “M yth
ology.” A small book for children is 
M ary C. Judd’s “Classic M yths,” and 
another good one is Peabody’s “Old 
Greek Folk Stories.” Any bookseller 
will ge t any or all of these for you, 
or you can find m ost of them  at the 
library.

Fortunate ly  for me, so far as this 
particular m atter is concerned, my 
father insisted upon my having sev
eral years of Greek and Latin, so that 
I read in the original of the w ander
ings of .Eneas, the Bucolics of Virgil, 
the adventures of Ulysses, the Siege 
° f  T roy. L ater on, in a wider read
ing, I came upon the m yths of the 
Semitic peoples, and of Russia, Japan, 
Iceland, Germany.

Y outh is the best time to  learn 
them ; but if you did not get them  then 
you can get them  now, and while you 
are g e tting  them  for yourself you can 
read them  to your children. You both 
need them  for a sound education. 
Some one—I ’ve forgotten  who it was 
—said th at “the study of the classic 
m yths stim ulates to  creative produc
tion, prepares for the appreciation of 
poetry and o ther kinds of art, and 
furnishes a clue to the spiritual de
velopm ent of the race.”

Deep in these stories are embodied 
the passions and aspirations of prim 
itive peoples; roughly, often crudely

Ask Your

Jobber
about the 

demand for

BelCarM o
Peanut
Butter

Special Sales
John L. L ynch Sales Co.

N o. 39 So Ionia Ave.
Grand Rapids, Michigan

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

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

Get ready to sell
C O F F E E
BO FFEE is coming into its ow n! It will be 

properly presented before the public. Its 
real merits will be explained. The truth will be 
told—and the story will be spread broadcast.

A big rousing advertising campaign is coming, 
a carefully prepared plan of publicity that will 
be intensive in power and scope. Its purpose 
will be to increase the sale of coffee all over the 
United States.

This advertising will appear in a large list of 
newspapers the week of April 21st. The news
paper campaign will continue until Ju ly ; followed 
immediately by another series of big “ smashes ” 
in the national magazines.

You will understand the need for intelligent co
operation on your part. W hatever advertising 
or selling efforts you make will enable you to 
cash in on the results of this big campaign.

W atch the publications. See the full pages 
in the Saturday Evening Post, commencing in 
June. Every month a big sales maker. Twenty 
other magazines will carry the message. Coffee 
is the true American drink, and will continue to 
grow in public favor. It will become more popu
lar! Now, more people will drink more coffee 
than ever in the history of the trade.

KEEP A N  E Y E  on CO FFEE

CANDY T h e  U n i v e r s a l
F O O D

Who’s Candy?

Made by

“Double A “

C A N D Y

Putnam Factory Grand Rapids, Michigan
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expressed, but plain to the discerning 
eye, and, oh, so human! These are 
the heirloom s handed down from an
tiquity, first by word of m outh through 
ages, then perpetuated in w ritten form 
by the im m ortals of literature, to 
quicken the im agination and em otion
al faculties of coming races of men. 
In  them  we can see and understand 
the evolution of a rt and the esthetic 
sense out of their prim itive sources.

In  reading the m yths to  the chil
dren, and even in studying them  for 
ourselves, we w ant to  refer to  the pic
tures and sculpture in which they have 
been expressed by artists  all along the 
years. These will help to make the 
stories vital. Much of the g reatest 
a rt in our possession is based directly 
upon these m yths, and when the story 
is connected definitely in the child’s 
mind w ith a statue or a picture, both 
will be indelibly fixed in m emory, and 
immensely augm ented in imaginative 
interest.

Do you realize how much of m odern 
poetry, general literature and a r t are 
still based on these old foundations? 
T o  understand o r criticise the m odern 
we m ust understand and appreciate 
the old out of which it has grown or 
from  which it has departed. T his 
knowledge refines^ the esthetic judg
m ent and heightens the appreciation 
and enjoym ent of all art and litera
ture. This classic and h istoric back
ground has a wonderful simplicity 
th at holds you in its grasp once you 
have opened the way to  it. The in
fluence goes deep into the m ind; one 
who really has it has som ething more 
than m ere “polish.”

Charles Mills Gayley, professor of 
English in the U niversity  of Califor
nia, says: “Cut off from the intellec
tual and imaginative sources of Greek 
and Rom e; the sta te  and sta tesm an
ship, legislation and law, philosophy 
and religion, literature, a rt and even 
artistic  appreciation run  readily shal
low and dry.” I leave for o thers ju st 
now the discussion of the place of 
classic language-study *in education. 
One need not necessarily read these 
stories in the original languages to 
appreciate them  for all practical pur
poses. One is not shut out from the 
m yths of the o ther peoples by inabil
ity to read Hebrew , Arabic, Russian, 
Japanese, Chinese, or w hatnot o ther 
tongue. Somehow we should get a 
knowledge of them  and pass it on to 
our children. H ere are crystallized 
the early social order, religious emo
tions, superstitions, fears, ambitions, 
spiritual insight, out of the dawn of 
hum anity’s consciousness.

Prudence Bradish.

The World’s Cupboard.
One can understand the underlying 

structure  of our m aterial wealth when 
it is shown th a t we are the w orld’s 
cupboard and storehouse, supplying:

71 per cent, of the corn.
70 per cent, of the tobacco.
62 per cent, of the cotton.
61 per cent, of the petroleum .
50 per cent, of the copper.
48 per cent, of the pig iron.
44 per cent, of the coal.
19 per cent, of the wheat.

Popularity  is an article th a t isn’t 
displayed on bargain counters.

Making Mothers Permanent Cus
tomers.

M arion, Ohio, April 8—One of the 
best things to help win the m other 
custom er to buy in your infant de
partm ent is to trea t her as though 
she were a guest.

I believe the one th ing  that will 
help build up business is to give ser
vice im partially. I t  is as much the 
salesperson’s business to win the 
m other who has only a small am ount 
of money to spend, as it is the m other 
who has m oney a t her demand. I t  is 
very necessary to win the uneducated 
m other, the same as the educated 
m other. The m other w ith less intel
ligence is one of the best custom ers 
a store has if you trea t her right and 
help her.

Do not try  to sell her som ething 
you know she will be disappointed in; 
give her the best values of goods to 
be had; study her and try  to help her 
select the righ t thing. She is your 
custom er for good.

Never refuse to  exchange a purchase 
if it is returned in good condition. 
I believe that over-insistence of sales
people is a bad habit. Show your cus
tom er you are willing to show her 
m erchandise and talk about how nice 
this would be for the baby or that 
article would be for the baby, but I 
believe that to over-insist on a m o th 
er buying will drive her away. The 
girls who are selling infants’ wear 
should understand m others and ba
bies, and always be ready to help them 
select the  right thing.

Saying the righ t th ing  at the right 
time will help win a lot of people to 
the infant departm ent.

I believe the one th ing  that will 
help a departm ent would be to make 
the custom er feel as though she could 
buy w hatever she wanted in th at de
partm ent, and if you haven’t got it, 
make every effort to get it for her. 
T his will create a feeling of interest 
on both sides.

I think it is the way you do things 
th a t really counts w ith the average 
customer.

You have not only the infant’s 
m other to please, but all the infant's 
relatives and friends to please. So 
if care is taken to  please these peo
ple and make them  feel as though 
they can supply their needs in your 
departm ent, I am sure they will be 
your custom ers.

Mac M. Butturuff.

T he em ployer who laughs a t his 
clerks behind their backs will have no 
kick com ing when he catches them  
m aking fun of him.

For AH Gleaning—
floors, closets, woodwork, curtains and lino
leum. as well as clothes—there is one soap, 
quite different from other soaps, that you can 
recommend to your customers:

F E L S -N A P T H A  S O A P
cleans everything—in water of any tempera
ture. Cleans quickly, easily and thoroughly, 
too. Pushing Fels-Naptha Soap assures two 
certain results: Satisfaction for your customers 
and repeat orders for Fels-Naptha. both of 
which mean MORE FROFITS for you.

F els &
Co.

Philadelphia,
Pa.

Selling the Domino 
Package

The grocer knows the economy, the ease, 
the cleanliness in handling

domino
Many housewives know this, too. Thou
sands more will buy the Domino packages 
from now on.
We have started a newspaper and maga
zine advertising campaign still further to 
popularize these sturdy machine-packed 
cartons and strong cotton bags. Results 
will be even greater sales for the grocer; 
still greater service economies and reduced 
spillage losses.

American Sugar Refining Company
“ Sweeten it with Domino”

Granulated, Tablet, Powdered, Confectioner,, Brown, 
Golden Syrup, Kanelane,

Peace Brings Many Joys
The war taught us to save and to serve. It 
brought the supreme test of patriotism— 
and now comes Peace with countless bless
ings, among them

Shredded Wheat
Of course you could not supply the normal 
demand for this product during the war.
Our production was restricted in order to 
co-operate with the U. S. Food Administra
tion. All restrictions are now removed.
It is the same Shredded Wheat you have 
always sold—clean, pure, wholesome, nutri
tious. There is no “substitute” for it. It is 
the world’s standard whole wheat break
fast cereal.

T he Shredded W heat Company, Niagara Falls, N . Y.
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M ichigan R etail Shoe O ealera’ A ssocia
tion.

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

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

S e c re ta ry -T rea su re r—C. J1. Paige, S ag 
inaw.

Survey of Retail Shoe T rade Condi
tions.*

The am ount of capital invested is 
one th ing  that enters into the success
ful operation of a shoe store. W hile 
the total num ber of pairs in the United 
S tates is about 25 per cent, less than 
two years ago, the investm ent is about 
25 per cent, g reater than it was two 
years ago. So if you are not making 
more m oney you are not keeping pace 
with the times. The prospects for 
business as a whole are good, not only 
for the next few m onths but for sev
eral years to come, and for the m er
chant who keeps in close touch with 
the shoe situation by every means 
possible, especially by joining the In 
diana Retail Shoe Association and a t
tending the conventions, will have no 
trouble to show a balance on the 
righ t side of the ledger a t the end of 
the year.

T he trade is buying b e tte r shoes. 
So long as wages keep up and as 
m any of the calls for m oney for war 
relief, etc., will be elim inated, people 
will have more m oney with which to 
buy good shoes.

The m anufacturer and wholesaler 
usually have some things they insist 
upon from the retailer, some to  be 
sure are for the best in terest of the 
retailer and some are their own in
terest, so I will suggest a few things 
which we, as retailers, have a right to 
ask and expect-from  the m anufac
turers.

Prom ptness in having our orders 
filled, or a t least a reasonable tru th 
ful sta tem ent by m anufacturer or 
salesman as to  when the order will 
be filled. W e place an order, and 
assume th a t the shoes are w orth  w hat 
we are to  pay for them  if delivered in 
tim e to  m eet the consum er demand, 
but if they are delayed one, tw o or 
three m onths after th at period they 
are no t w orth as much as if they were 
received in tim e to  sell them  when the 
public w anted them . You can easily 
see th at from  the re ta iler’s standpoint 
the value of the goods to  him  de
creases in proportion to the delay in 
their delivery.

Briefly I would venture some sug
gestions a t random  th at m ay help in 
buying future needs in footwear, and 
otherw ise help to  keep business in a 
healthy and prosperous condition.

Select your styles carefully, keeping 
away from  freaks.

•P a p e r  read  a t  an n u al convention In 
d ian a  R etail Shoe A ssociation by O. P. 
N usbam , of R ichm ond.

D on’t forget that there are a lot of 
people who do not w ant to pay ten 
to fifteen dollars for shoes. D on’t 
neglect your five, six and eight dol
lar grades in m en’s and wom en’s 
shoes. D on’t get caught w ith a large 
stock of shoes on hand when prices 
go down, which they will in time. I 
don’t mean to  say th at there is any 
imm ediate prospect, but from  now on 
buying conservatively, in smaller 
quantities and oftener, is much the 
safest and sanest plan. Keep your 
stocks clean and a t a minimum and 
be ready to  m eet new conditions as 
they come up.

Buy m ore sizes and fewer styles, 
thereby reducing the num ber of odds 
and ends a t the end of the season.

I do not feel qualified to discuss 
styles, colors, leathers or prices, as 
every m erchant m ust to  a large extent 
study his own community, and aided 
by the inform ation and advice receiv
ed from  the trade journals, traveling 
salesmen and leading m erchants, de
term ine w hat is best for his particu
lar needs.

I believe, however, th a t a closer re
lation betw een the re ta iler and m anu
facturer, and more co-operation be
tween the two, would be of much help 
in eradicating some of the evils of our 
industry  and put it on a b e tte r and 
m ore profitable basis.

In sist on good clean m erchandise in 
keeping with the samples shown when 
goods were ordered. In  m any cases 
the shoes are scarcely recognized as 
having ^any relation to  the samples, 
in color, stock and workm anship.

Insist on complete shipm ents of a 
style. I t  is not fair to  the  re ta ile r to 
send the narrow  widths, and then 
weeks la te r the wide ones, o r vice 
versa. This, w ith late deliveries, 
makes it impossible to  show complete 
widths, and as a result sales are lost 
or custom ers not properly fitted. T he 
whole lot does n o t sell out as clean

Satin Oxfords 
in Stock

3547—Black Satin Ox. Turn Cov
ered Heel, A 4-7, B 3^-7,
C 3-7 . . . ................................. $4.50

3564—Black Satin Ox. Single Sole 
McKay, Leather Louis Heel, 
ASK-8, B, 3>£-8, C3^-7J*,
D 3-7........................................$4,00

Hirth-Krause Co.
Tanners and 

Shoe Manufacturers
Grand Rapids, Michigan

Coming Stronger Every Day. 
Stock this

Hood W urkshu
and make money

2,000,000 people will 
know about

Hood Wurkshus
because of National 

advertising 
starting soon in the 
Saturday Evening 

Post.
PREPARE! PREPARE!

Men’s Blucher- • • $2.05 
Boys’ Bal Scout 1.87 
Youths’ Bal Scout 1.70

Made of Heavy Brown Duck. Auto Tire Pressure 
Cured Soles. Leather Insoles. 

Pneumatic Heels.

Grand RapidstShoe «̂ Rubber (Ò.
T he Michigan People Grand Rapids
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as it otherw ise would, and the m er
chant has to  stand the decreased prof
its. The m anufacturer can help the 
re ta iler by delivering complete lots.

I believe the m erchant would be ju s
tified in insisting that his bill be dated 
a t the time the last shipm ent is made, 
if not made in one shipm ent, and his 
discount or date of paym ent be fig
ured from the last shipping date.

W hen the m arket relaxes, I believe 
the_ first duty of the m anufacturer is 
not to reduce the price, but to im
prove the quality, and get back to the 
standard of several years ago, thus 
avoiding the kicks which have alm ost 
driven the dealer to  the asylum dur
ing the last year or two.

The m anufacturer should give con
sideration to the dealer’s ideas or de
m ands when creating  new styles, be
cause the dealer is nearer to the pub
lic than the m anufacturer.

M anufacturers should not spring 
new styles after the season’s shoes 
have been bought, thus upsetting the 
m erchant’s plans for the season.

T hey should not take m ore orders 
than they can fill in time for the 
m erchant to sell to the consumer. T his 
has been a means of g reat inconven
ience and em barrassm ent to the 
dealer.

Sm aller orders, given often, and bet
te r deliveries will help to  keep stocks 
m oving and in healthy condition. T his 
m ust be followed by both dealers and 
m anufacturers if we are to  meet 
future conditions successfully.

I t  is im portant that shoe stocks be 
kept down to the minimum in pairs 
and invested capital if losses are to  be

elim inated or reduced to the lowest 
possible point.

I t is w rong for a m anufacturer or 
salesman to load a custom er w ith a 
big stock of shoes m any m onths in 
advance. T his ties up the re ta iler and 
makes prom pt deliveries impossible 
on the part of the m anufacturer, with 
harmful results to both.

A careful consideration of each 
o ther’s needs and conditions, a closer 
analysis of our obligations one to 
another, a m ore thorough co-opera
tion between the m anufacturer and 
dealer, and a m ore thorough study of 
the needs of our own trade will help 
every shoe dealer to conduct a profit
able and successful business, and to 
eliminate, or a t least reduce, the many 
annoyances and hindrances which tend 
to  deepen our wrinkles, w hiten our 
locks and reduce our bank balances.

Fall Shoe Styles for Women.
The new lines of wom en’s shoes 

being introduced for the fall feature 
the extrem e draw n-out last with high 
Louis heels. The la tter range from 
iy i  to 2l/ i  inches. Low cuts dom 
inate, and the show ing of novelty 
pumps is especially extensive. The 
insert tongue is used in a good many 
cases. Glazed kid, gun m etal, and 
patent leather are expected to be the 
m aterials m ostly in use, although the 
first-nam ed skin has increased in price 
from  18 cents to from  80 to 90 cents 
a square foot.

Indom itable resolution is the solu
tion of the great problem  of individual 
and National prosperity.

IVe want our customers to know that 
we are interested in their success.

Ever since we have been making the

H. B. Hard Pan ̂  Ber Shoes
(SERVICE) (DRESS)

for men, our aim has been to make them “ re
peaters”  in every sense of the word. We plan
ned to make a line of shoes that would prove 
business builders for every dealer handling them.

We believe it is sound business to pursue such a 
policy and it is bringing us a measure of suc
cess. A constantly increasing list of enthusiastic 
dealers must be a valuable asset.

In our new location with our new facilities and 
enlarged capacity we hope to merit even more 
the confidence of our friends in the trade.

Are you capitalizing fully the possibilities of the 
H. B. HARD PAN and BERTSCH shoe lines?

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

• R. K. L.
Order Our

Tan and Black Kid Oxfords and Shoes 

» ■ M l  f°r your
¡I Easter Trade

No.
2844—Havana Brown Kid McKay.. .  
2846—Havana Brown Chrome India
2848-Black Kid McKay...................
2851—Havana Brown Calf................

C and D, 3 to 8.

Rindge, Kalmbach, Logie Company
Grand Rapids, Mich.

Price No.
$4.50 2808—Pearl Gray Kid........... . . .  $4.65
3.90 2809 —Havana Brown Kid ■ ■. 4.15
4.35 2810-Black Kid.................... . . .  4.15
4.00 2811 —Patent Leather —  . . .  

B to D, 3 to 7.
. . .  3.85

ONDITIONS change frequently, 
^  but the trade that is founded on 
Quality is the trade that is constant 
and profitable.
If  you have your trade established on 
Honorbilt Shoes you have some-
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M ichigan P oultry , B u tte r  and Egg Aaao. 
elation .

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

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

ley, Saginaw .
E xecu tive  C om m ittee—F. A. Johnson, 

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

MEN OF MARK.

Moses Dark, the Well-Known Pro
duce Dealer.

M oses J. D ark was born in L on
don, Eng., June 10, 1867. H is an te
cedents were English on both sides. 
W hen he was 12 years of age the 
family came to  America, locating at 
N iagara Falls, Ont. H ere  Mr. Dark 
attended the public schools, getting  
as far as the eighth grade. T hree

Moses J. Dark.

years later the family removed to  De
troit, where M oses attended school 
much of the time, culm inating in his 
graduation from  the high school on 
the literary  course. On atta in ing  his 
education, he came to  Grand Rapids, 
pursuing various occupations for two 
years, when he accepted a position as 
m anager of the shipping departm ent 
of the T elfer Spice Co. H e retained 
th is position eight years, when he 
entered  the em ploy of the Vinkemul- 
der Co. F our years later he was ac
corded a partnership  in te rest in the 
business, which he retained eighteen 
years, re tiring  April 1 to  engage in 
business of his own. A ssociated with 
him  will be his sons, Sergeant C. 
Maurice Dark, still in the service at 
Camp Dodge, and Law rence A. Dark, 
who has ju st received his discharge 
from  the a rtillery  service. T he firm 
name will be M. J. D ark & Sons. 
The house will be located in the H aw 
kins building, corner of Fu lton  street 
and Ionia avenue, occupying the 
prem ises heretofore used by John G. 
Doan & Co.

Mr. D ark was m arried Oct. 27, 1892, 
to Miss Catharine Callahan, of Coop- 
ersville. T hey have four children, 
three boys and a daughter. T hey re 

side in their own home a t 601 South 
College avenue, corner of P leasant 
street.

Mr. D ark is a m ember of St. An
drew ’s church and the  K nights of 
Columbus. He has no o ther fraternal 
relations, his own fireside affording 
him all the com panionship he re
quires. H is one hobby, outside of his 
business, is autom obiling and he a t
tributes his success to  hard work and 
close application to business.

Mr. Dark is one of the best posted 
men in the produce trade. He knows 
the ins and outs of the game as few 
men do, on account of his having been 
actively connected with the business 
for tw enty-tw o consecutive years. He 
is the soul of honor and can always 
be depended on to do the righ t thing 
a t the right time. I t is characteristic 
of the m an that he should part com
pany with his long-tim e partner on 
the best of term s and th at a close 
personal friendship covering a period 
of th irty  years will continue under 
competitive conditions. Mr. Vinke- 
m ulder speaks in the highest term s 
of his form er associate and will ever 
hold him in grateful rem em brance for 
the faithful service he gave the Vin- 
kem ulder Co. during his long con
nection with th a t house.

Short Berry Pack Predicted.
Advices received by brokers from  

canners they represent all seem to 
agree th a t notw ithstanding the un
usually b righ t prospects for an active 
and larger m arket, the pack will fall 
very far short of norm al. Farm ers 
are giving a tten tion  to  m ore profit
able crops, since their recent experi
ence with berries is said to have been 
anything but satisfactory. Conse
quently, the acreage in berries prom 
ises to be greatly  curtailed. As this 
m eans a h igher cost for fresh fruit 
to  the packer, and as, m oreover, he 
is finding great difficulty in tying 
grow ers up on advance contracts, he 
is no t disposed to  name opening 
prices. W ith  the m arket virtually  
bare of last season’s goods and every 
indication of a heavy demand this 
sum m er and after, largely as a result 
of the prospective increase of con
sum ption due to  prohibition, brokers 
are being showered with enquiries for 
prices on new pack goods, but it is 
understood th at in very few instances 
have they been able to quote, and then 
a t prices th at are too much out of 
line with the views of m ost buyers, 
especially jam  m akers, to  bring busi
ness to a head. However, it is stated 
th a t some sales of future straw ber
ries in barrels have been made a t as 
high as 17 cents a pound f. o. b. fac
tory.

Write us for
1919 Wholesale Price List of

Seeds, Fertilizer and Insecticides 
R eed  & C h e n e y  C o m p an y

Grand Rapid«, Michigan

Money Saved by Buying Your

EGG TESTER
Of

S. J. FISHcCO.,
Write lor catalogue. Jackson, Mich.

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 

W R ITE , W IR E  OR TE LE PH O N E US.

Both Telephone« i2i7 M oseley Brothers, GRAffP R̂ 1

DEPEND ON PIOWATY
This Should Be the Slogan of 

Every Live Merchant in Michigan and Northern Indiana 
Selling

Fruits— V egetab les— Grocers Sundries 
M. Piowaty & Sons of Michigan

MAIN OFFICE, GRAND RAPIDS, MICH.
Branches; Muskegon, Lansing, Saginaw, Bay City, Jackson, Battls 

Creek, Kalamazoo, Mioh., South Bend and Elkhart, Ind.
__________  OUR N EA R EST BRANCH W ILL SERVE YOU

EW e Buy T7  W e Store T ?  W e Sell 
G G S  L / G G S  H / G G S

W e are  a lw ays In th e  m ark e t to  buy FR E S H  EGGS and  fre sh  m ade  
DAIRY BU TTER and PACKING STOCK. S h ippers w ill find It to  th e ir  
In te res ts  to  com m unicate  w ith  us w hen seeking  an  o u tle t. W e also offer 
you ou r new m odern fac ilitie s  fo r  th e  sto ring  of such  p roducts  fo r yo u r own 
account. W rite  us fo r  ra te  schedu les covering s to ra g e  ch arg es , e tc . W E 
SE L L  Egg C ases and E£g C ase m a te ria l of all k inds. G et o u r  quo ta tions .

KENT STORAGE ^COMPANY, Grand[Rapids, Michigan

COLEMAN (Brand)
T e rp e n e le s s

LEMON
and Pure High Grade

VANILLA EXTRACTS
Made only by

FOOTE & JENKS
Jackson, Mich.
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Armour and Company 
NOT in the Retail 
Grocery Business

^JE R T A IN  jobbing salesmen are circulating reports to the effect 
that Armour and Company control certain retail grocery stores 

or are planning to enter into the retail grocery business.

These reports are utterly and absolutely 
false. We desire to brand them as such once 
and for all. Armour and Company do not con
trol any retail grocery stores wholly or in 
part. Neither have we any affiliation or con
nection in any w ay whatsoever w ith any 
owners of any retail grocery stores. Armour 
and Company have no intention o f engaging 
in the retail grocery business.

Armour and Company distribute and sell 
a very  limited number of food lines not direct
ly  produced from livestock. This is only the 
result of natural evolution. Our system  of 
distribution and marketing m ust be maintained 
w ith the greatest possible efficiency. I t is 
necessary, for reasons of economy, th a t it 
handle as great a volume a t all seasons as 
possible.

The same distributive system  enables us 
to carry  staple foods to the people of this 
country w ith greater efficiency and a t a cost 
th a t is low commensurate w ith the service. If 
our facilities are such tha t we have been able 
to serve the public more economically and effi
ciently than our competitors, then it is the 
retailer and consumer who benefit.

Armour and Company are more than 
packers. They are food purveyors. But, our 
participation in grocery lines represents only 
4.6 per cent of our total business. Yet, whole
sale grocery houses whose representatives 
spread these false reports are, themselves, en
gaged in numerous side-lines far removed from 
edible products. A recent bill of goods which 
we purchased from a wholesale grocer, con
tained more than fo rty  items, not one o f 
which could be used for food—except by an 
ostrich.

Reports of our engaging, or intending to 
engage, in the retail grocery business are, w ith
out exception, untrue. In the words of Mr. J . 
Ogden Armour, “We have no intention of add
ing the woes of retailing to the burdens of 
manufacturing and distributing.”

Armour and Company will continue to 
regard all retailers as our co-workers. By 
means of our refrigerator cars and our branch 
houses it will be our effort to continue to pro
vide them w ith the finest foods of all kinds 
th a t we can select and prepare—under the 
quality m ark of the OVAL LABEL.

A R M O U R  ̂ »COM PANY
CHICAGO
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advertising is personal solicitation, 
and that is my standard.”

H is idea, in short, was th a t the 
more like a personal talk  you made an 
advertisem ent, the m ore effective it 
was bound to be.

T he m ost successful of the National 
advertising cam paigns are based very 
largely on this principle. The adver
tisem ent reads ju st as if the adver
tiser were talking to  the individual 
reader.

Yet the “personal talk” is not a lto 
gether a safe criterion for some ad
vertisers. There are personal talks, 
and there are personal talks. T here 
is salesmanship of a high order, and 
salesmanship of a poor order, and 
there is a so rt of clerking that isn’t 
salesmanship a t all. The m erchant 
who advertises m ay make his adver
tisem ent ju st like a personal talk to 
one of his customers, and it m ay drive 
business away instead of a ttrac ting  it, 
just because th at particular m erchant’s 
m ental a ttitude tow ard the customer 
is all wrong.

Ju s t one illustration of a wrong 
m ental attitude: A young m erchant 
used to  make a practice of pushing 
certain lines th at carried a decidedly 
high m argin of profit. Once, after 
m aking a sale of this sort, he turned 
to  me:

“T here,” he exclaimed after the 
door closed, “ I ’ve landed another 
carp.”

He waited until the door closed to 
say it; but at least half the harm  he 
m ight have done was actually done. 
I f  the custom er had heard, he would 
have been alienated; as it was, the 
m erchant him self was confirmed in a 
wrong m ental a ttitude tow ard his 
business. T he goods sold were good 
value, but the young man, instead of 
feeling th at he had done a real service 
for his patron, preferred to think that

The m erchant who advertises should 
bear this in mind. H is advertising is 
a form  of salesmanship. He is ap
pealing to  the individual. T o  make 
that appeal effective he m ust grasp 
the o ther m an’s viewpoint. T he hom e
ly language of ordinary conversation 
is the m ost effective to  use; but it 
fails to  its fullest effect unless the 
friendly and sym pathetic m ental a t
titude of ordinary conversation enters 
also into the advertisem ent.

One m erchant I know of in prepar
ing his advertising copy thinks of 
some particular farm er or city man, as 
the case may be, to whom he wishes to 
sell. H e imagines this man is sitting 
opposite him, and he visualizes the 
argum ents he would use if he were 
m aking the sale personally. T he re
sult is very effective advertising copy.

The same idea can be applied to  cir
cular letters, indeed, probably comes 
nearer to personal salesm anship than 
any o ther form  of advertising.

One m erchant sits down and thinks 
of the lines he wants to  sell. T hen he 
jo ts down his list, describes each 
article in the usual term s, tacks on 
the price, and his le tte r is finished.

A nother m erchant picks out the 
typical individual on his m ailing list. 
“W hat line will in terest him right 
now?” he asks; and features th a t a r 
ticle. Then he sits down to make his

FOR FORDSON TRACTORS
McQUAY-NORRIS 

W a k -Tw o o t  
PISTON RINGS

A Size For Motor

More
Power

Distributors, SHERWOOD HALL CO Ltd 
30-32 Ionia Ave.. N.W . Grand Rapids. Michit

Jobbers in Ail Kinds of
B IT U M IN O U S  C O A L S  

A N D  C O K E
A .  B. K n o w ls o n  G o.

103-307 Powers'Theatre Bid«., Grand Rapids, Mich.

Signs of the Times
Are

E lectric Signs
Progressive merchant« and manufac

turer« now realize the valve of Efccfr/c 
Advertising.

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

THE POWER CO.
B ell M  797 C ltlzena 4261

Sand Lime Brick
N othing  aa Durable 
Nothing aa Fireproof 

Makes Structuraa Beautiful 
N o  Painting 

N o C oat fo r Repairs 
Fire Proof 

W eather Proof 
W arm  in  W inter 
C ool in Summer

Brick is Everlasting

Grande Brick C o., Grand Rspids 
So. M ich. Brick Co., Kalamazoo 
Saginaw Brick C o., Saginaw  
Jacluon-Lanaing Brick Co. R ives 

Jonction

T h e  U n i t e d  A g e n c y  S y s t e m  o f  
____I m p r o v e d  C r e d i t  S e r v i c e

i O k h t e ®  J ^ s e n c y
A C C U R A T E  - R E L IA B L E  

U P -TO -D A TE

CREDIT INFORMATION
G E N E R A L  R A T I N G  B O O K S  

now ready containing 1,750,000 
names—fully rated—no blanks— 
EIGHT POINTS of vital credit 
information on each name.

Superior Special Reporting Service 
Further details by addressing 

G E N E R A L  O F F I C E S

CHICAGO, - ILLINOIS
j Gunther Bldg. - 1018-24 S. Wsbssh Avenue

F o r A ll P u rp o se s  tu d i  •»- » -
S end  fo r  C ata log*  *

M cCRAY R E FR IG E R A T O R  C O .’
S44 L .l te  S t. K endeU vIlle. Ind

SELLS!f S t p
iâàÈÊm
wjSi

m

Jap Rose Soap
. *1 T h is  N e w  M etal

D isp lay  R ack

É ¡
ATTRACTIVE—holding just 12 cakes 
of the extensively advertised, car-

“USA tonned Jap Rose Soap.
S e n t F ree  w ith  en  O rd e r  o f

ir t i T w o  B o x es o r  M ore
yk

umMjïi JAMES S. KIRK & CO.
11 CHICAGO

Foster, S tevens & Co.
W holesale Hardware

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

Grand Rapids, Mich.

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.
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circular as nearly as possible like _ 
personal chat w ith th a t individual. He 
refers to o ther articles in an incidental 
way, perhaps encloses a price list; but 
his appeal is directed along one line, 
where, according to his judgm ent, the 
response will be the readiest.

Now, both these form s of circular 
letter have their value; but the sec
ond form is the likeliest to produce 
satisfaction.

In  sta rtin g  a new business, this form 
of advertising is often used very ad
vantageously. U sually a printed or 
m ultigraphed le tter is sent out. But 
one m erchant sta rtin g  in a small way, 
who had quite a b it of spare time in 
his early days, decided to utilize that 
time to better advantage. As they oc
curred to  him, he jo tted  down the 
names of persons he knew who had 
not come into his store; and w hen
ever he had time, he sat down at the 
typew riter and pounded off a personal 
letter. It didn’t say an awful lot 
about his goods. I t  was ju st such a 
personal le tter as m ight be w ritten 
by one friend to another. No two were 
identical; here is about the way one 
ran:

D ear B ert: “ I expected to see you 
before this, but I ’ve been awfully 
busy the last week o r two getting  
ready for my spring trade. You know,
I ’ve bought the old ---------  store, and
I ’ve got in a lot of new stuff, and it’s 
been some job getting  everything ar
ranged so th at I can lay m y finger 
on anything a t a m om ent’s notice.

“ I m et Joe H arper when I was 
down East, ju st before I  started  up 
here. You rem em ber Joe used to 
play baseball with us in the school 
nine. He asked me to give you his 
best.

If  you’re in town, drop in and see 
me, sure, and we’ll have a chat.

Y our old friend,
Fred H iggins.”

As a business letter, that m ay strike 
an expert as ro tten ; but it got people 
into th at store, and secured the nu- i 
cleus of a good business righ t from ; 
the start. No two letters were iden-jjj 
tical. Each was a personal chat-

Pricing Hardware.
Make this business simple and clear 

to your clerks. T hat will ensure quick 
action, by them  and prom pt service 
to  custom ers.

Follow the m arkets closely. Mark 
your goods fairly and a t figures based 
on the costs of the times.

Price everything in your stock; 
screws by the dozen and bolts even 
singly, thereby avoiding variations in 
quotations by your clerks.

Uniform selling prices inspire con
fidence in custom ers and give your 
store the reputation of being a one- 
price establishm ent.

D on’t allow a custom er to stop 
trad ing  a t your store w ithout you 
make an effort to find out the reason 
for the change of heart.

SWORN STA TEM EN T FU R N ISH ED  
T H E  PO ST O FFICE D EPARTM ENT. 
S ta te m e n t of th e  ow nership , m anage- 

m ent. c irculation , etc., of th e  M i c f f i n  
PubHshed w eekly a t  G rand 

of A u |'. 24,1912n * requ ,red  by th e  A ct
S ta te  of M ichigan, I 
C ounty  o f K en t, |

m e ,Ja  n o ta ry  Public In an d  for 
th e  S ta te  and  coun ty  a fo resaid , person 
ally  appeared  E rn es t A. Stowe, who. 
h av ing  been duly  sw orn accord ing  to  law  
deposes and  says th a t  he is  th e  business 
f^hhager of th e  M ichigan T rad esm an  and  
th a t  th e  following is, to  th e  b e st o f his 
know ledge an d  belief, a  tru e  s ta te m e n t of 
th e  ow nership , m anagem en t (and  if  a  
daily  paper, th e  c ircu la tion ), etc., o f th e  
a fo resaid  publication  fo r th e  d a te  show n 
in th e  above caption, requ ired  by  th e  
A ct of A ugust 24, 1912, em bodied in  sec
tion  443, P o s ta l L aw s an d  R egulations, 
to  w it:

1- T h a t th e  nam es an d  add resses  of 
th e  publisher, ed itor, m anag ing  editor, 
and  business m anager a re :

E d ito r—E. A. Stowe, G rand  R apids.
M anaging E d ito r—E . A. Stowe, G rand 

R apids.
B usiness M anager—E . A. Stowe, G rand R apids.
P u b lish e r-T ra d e sm a n  Com pany, G rand R apias.
2- T h a t th e  ow ners a re : (G ive nam es 

and  add resses  o f indiv idual ow ners, or, 
if a  corporation , give i ts  nam e  an d  th e  
nam es and  add resses of th e  stockholders 
ow ning o r hold ing  1 p e r  cent, o r  m ore 
of th e  to ta l am o u n t of s tock .)

E . A. Stowe. G rand  R apids.
S. F . S tevens, G rand R apids.
F . E . Stow e, G rand Rapids.
3. T h a t th e  know n bondholders, m o rt

gagees, and  o th e r secu rity  holders ow ning 
o r holding 1 p e r cem . o r m ore of to ta l 
am o u n t o f bonds, m ortgages, o r  o th e r 
secu rities , a re : NONE.

4. T h a t th e  tw o p a rag rap h s  nex t• . , .. m w  •*. m a t  m e  tw o p a rag rap h s  nAYt
ju s t  a  p a r a g r a p h  o r  tw o , d ire c te d  to  f. I  above, g iv ing  th e  nam es of ow ners s tock -
the individual addressed and ,o  n o M L tT «

.«ecurlty holders a s  th e y  a p p ea r upon the  
nooks o f th e  com pany, b u t also, in  cases

the individual addressed and to no 
one else. In some there was a para
graph about the goods; in some not 
even that. Yet in every one personal 
appeal of man to m an; and that was 
the elem ent th at counted.

If, when you are preparing  a real 
circular letter, or a newspaper adver
tisem ent, or even a show card, you 
can in;ect into it the same elem ent of 
personal appeal, you’ll produce the 
kind of advertising that brings re
sults. F rank  Stowell

D on’t let the talkative custom er dol 
all the talk ing  and don’t talk  so m uchl 
that the shyer custom er will not feel| 
like bu tting  in with any remark.

V —. —  * u u i <Lisu, in  coses
w here th e  s tockholder o r  secu rity  holder 
ap p ea rs  upon th e  books o f th e  com pany 
a s  tru s te e  o r in  a n y  o th e r  fiduciary re la 
tion, th e  nam e of th e  person  o r corpora
tion fo r w hom  such tru s te e  is acting , is 
g iven; a lso  th a t  th e  said  tw o p a rag rap h s  
con ta in  s ta tem e n ts  em brac ing  affian t's  
full know ledge and  belief a s  to  th e  c ir
cum stances and  conditions u n d er w hich 
stockholders an d  secu rity  holders who do 
not ap p ea r  upon th e  books of th e  com 
pany a s  tru s tee s , hold stock  and  secu ri- 

ities in  a  cap ac ity  o th e r  th a n  th a t  of a  
bona fide ow ner; and  th is  a ffian t h a s  no 
reason to  believe th a t  an y  o th e r  person 
association , o r corpora tion  h a s  an y  in te r 
e s t d irec t o r ind irec t in  th e  said  stock, 
(bonds, o r  o th e r  secu rities  th a n  a s  so 
s ta ted  by  him .

E. A. Stowe, B usiness M anager. 
Sw orn to  an d  subscribed  before m e 

h is  2nd day  of April. 1919.
(SEA L) F lorence  E . Stowe.
N o tary  P ub lic  in  an d  fo r K en t Co., Mich. 

(My com m ission expires Jan . 26, 1923.)

Do You Sell Cold 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

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.

Lock the 
Door before 
the Thief 
Breaks in 
By the 
Use of a 
METZGAR 
ACCOUNT 
SYSTEM

Simply close the roll-top at night as 
you would close your roll-top desk 
and your accounts and other valu
able papers are fully protected 
against loss through fire during your 
absence.
The Metzgar will not only protect 
your records—but it will also pro
tect you in many other ways.
Send for illustrated catalog.

Metzgar Register Co., Grand Rapids, Mich.
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Disadvantage of Starting the Day 
Wrong.

“W hy do you look so dow n-hearted?’’ 
a New England farm er asked a neigh
bor one m orning. “ Is it because you 
are not getting  flapjacks over a t your 
house any m ore?” “W orse than  th a t,” 
was the reply. “My wife says we 
can’t have apple pie for breakfast. 
I tell you it upsets me, sta rting  the 
day w rong like that. I ’ve always been 
used to apple pie for breakfast.”

E verything depends on starting  the 
day right, but the person who is de
pendent upon some particular thing 
for breakfast and feels upset for the 
rest of the day if he can’t have it, is 
not likely to make much headway in 
conquering himself and in m eeting 
serenely all the little pin pricks of 
daily life.

It is a serious m atter to sta rt wrong 
in the m orning, for the whole uay 
is likely to  be colored by the tin t of 
the m ental spectacles through which 
we look when we get up in the m orn
ing or when we sta rt from the break
fast table to begin the day’s work.

I t is a strange fact that m ost of us 
are affected and influenced m ore by 
little, insignificant things than  by big, 
im portant things. A different brand 
of coffee to that we had been accus
tomed to, an egg a little overdone or 
underdone, cracked w heat instead of 
oatmeal, an apple instead of an orange 
at breakfast, has pow er to make many 
a person cross or fussy for the whole 
day who would m eet a g reat trial, 
calamity, with fortitude.

M ost of us brace ourselves against 
real m isfortunes; we can find some 
way of overcom ing great difficulties, 
but the little, annoying, nerve-racking, 
pestering th ings th a t are constantly  
coming up in the life are what often 
conquer us o r keep us back.

I t  is the little  things that hinder 
all through life. By focusing our a t
tention on them  and allowing them 
to annoy us they assume an impor
tance out of all proportion to their 
size. I f  we were to  m agnify all the 
bright and pleasant things that come 
to us as we do the little annoyances, 
the trifling inconveniences of the 
daily routine, these last would be 
covered up. crowded out of sight.

Many people shut all the joy and 
sunshine out of their lives by con
tinually  fussing and fretting  over 
trifles, little  picayune things which 
would not in the  least annoy a 
healthy, well-balanced mind.

Those who get the m ost out of ’ife 
are the people who resolve th at 
w hether they have good health  or ill, 
good luck or bad, w hether they make 
m oney o r lose it, succeed in w hat they 
undertake or fail, th at w hatever comes 
or does no t come, they are going to

have a good time every day—th at they 
are going to  make the m ost of w hat
ever good or pleasant th ings come 
their way, and not expend their ener
gy and blacken the sunshine by going 
all to  pieces the first th ing  in the 
m orning about some trifle.

Did you ever stop to think w hat a 
m arvelous th ing  a day really is, and 
w hat wonderful opportunities for hap
piness it holds? Every m orning we 
wake to  a new miracle, a m arvelous 
world of beauty, overflowing with pos
sibilities. T he grandeur, the m ystery 
of it all ought to  entrance every hu
man being. T o think th at each m orn
ing we are ushered into a new life; 
that no m atter how m any m istakes 
we made yesterday we slipped up or 
w hat our sins were, or how m any 
opportunities we lost, we can sta rt 
anew to-day and fill every hour with 
the best we can put into it. T his of 
itself should fill one with joy  and 
gratitude.

Few of us realize when we awake 
in the m orning th at anything w onder
ful is coming to  us during the day. 
M ost people look forw ard to  the day 
as the same old repetition of m onot
ony and grind, the same struggle for 
a living, to be endured ra ther than 
enjoyed. But in proportion as we 
are developed mentally, in proportion 
to  the widening of our vision, the 
breadth of our culture the depth of 
our faith in the C reator of all things, 
we begin to  appreciate the real m ean
ing of a day. W hen we reach this 
stage of development, no m atter w hat 
goes w rong with the breakfast, or 
w hat lies ahead of us, we shall know 
b ette r than  to s ta rt the day wrong. 
W e shall know  th a t there is every
th ing  in sta rtin g  the new day with 
the determ ination of finding enjoy
m ent in it, of being happy.

No m atter how you m ay have failed 
in the past, how many defeats you 
m av have suffered, you can, if you 
will, make one single day a splend:d 
success.

If  you should s ta rt right in the 
morning, m aking up your mind that 
for one dav you would not fret, or 
worry, or be put out by trifles: that 
w hatever happened you would not 
lose your tem per, your m ental poise: 
th at you would make every m oment 
count at its full value; th a t you would 
do nothing in a careless slip-shod 
m anner, you know th at you could 
make a trem endous advance upon the 
previous day.

I f  you can do this for one day, you 
can do it for two, and every trium ph 
will add to your strength  to win out 
the next day. Each succeeding vic
to ry  will become easier until you have 
form ed the habit of daily success. 
T here is no o ther way to make the

whole of life a success than to make 
each day a success, and this can only 
be done by sta rting  each day right.— 
New Success Magazine.

Life isn’t a spurt, but a long, steady 
climb. You can’t run far uphill w ith
out stopping to sit down. Some men 
do a day’s w ork and then spend six 
lolling around adm iring it. T hey rush 
at a thing with a whoop and use up 
all their wind in that. And when 
they’ve rested  and have got it back, 
they whoop again and s ta rt off in a 
new direction.

’ iij »

Michigan Railway
Graham & Morton 
Transportation Go.

Navigation Opens 
April 15, 1919

Freight and Passenger Service 

Tuesday—Thursday—Sunday

Bell Phene 594 Cits. Phone 61340

Joseph P. Lynch Sales Co. 
Special Sale Experts

Expert Advertising—Expert Merchandising 
44 So. Ionia A ve. Grand Rapida, Mich.

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

Sidney Elevator Mnfg. C o., Sidney, Ohio

O C C ID E N T A L  H O T E L
FIRE PROOF 

CEN TRA LLY  LO CA TED  
Ratea $1.00 and up 

ED W A RD  R . SW E T T , Mgr. 
Muskegon Michigan

C O D Y  H O T E L
G R A N D  RAPIDS

p  a t i ' c ($1 without bath 
i  } gi.so up with bath

CA FETERIA  IN  C O N N E CT IO N

One half block fast 
of the Union Station 

GRAND RAPID* MCH

H O T E L  H ERKIM ER
G R A N D  RAPIDS, M ICHIGAN 

European Plan. 75c Up 
Attractive Rates to Permanent Gueats 

Popular Priced Lunch Room 
COURTESY SERVICE VALUE

DUTCH MASTERS 
SECONDS

G. J. JOHNSON CIGAR CO., Makers
GRAND RAPIDS

Will stimulate your trade Handled by all jobbers
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THE SAGINAW VALLEY.

Late News and Gossip From Eastern 
Michigan.

Saginaw, April 8—W . E. Abel, State 
agent and flour expert for E verett, 
Aughenbaugh & Co., of W aseco, 
Minn., was in our midst last week, 
looking after the com pany’s interests. 
Mr. Abel has been in the flour game 
many years and is probably one of 
the best known salesmen in his line 
in the State. He says if it’s “Eaco,” 
it s always good. H is home is in 
Grand Rapids, which is probably one 
of the reasons for his success.

Let V ictory Loan be your slogan 
for a few days. Buy until it hurts. 
Then buy some more.

Mrs. A. L. McGee, who has been 
in poor health for some time, is re
ported as improving. She is the wife 
of A. L. McGee, known as ju st plain 
Mack to his fellow travelers and the 
trade. He represents the Saginaw 
branch of Lee & Cady. H e was one 
of the boys who helped make famous 
the m em orable eleventh day of No
vember last; in fact, Mack can always 
be relied on when there’s som ething 
in the air.

John  B arleycorn has lost his place 
in the sun, but he has his moonshine 
still.

A nother good report reached our 
ears last week to the effect that Mark 
Truesdel, who at one time gave the 
boys a real home and good eats at 
Gagetown, has purchased the old Co
lumbia Hotel, a t Vassar. A fter a 
thorough and much-needed renova
tion, he will have an up-to-date stop
ping place. Mr. T ruesdel is a form er 
Caro man and if a town has anything 
to do with se tting  a good example 
for the future of a m an’s business, he 
should be a success, for the M ontague 
H otel is one of the best in the State, 
barring  no city twice its size.

I t took Noah 600 years to learn 
to build an ark. Be brave. D on’t 
loose your grip.

C. L. Rice, son of S. B. Rice, prom 
inent E lkton m erchant, has been dis
charged from the M arines and has 
opened a  confectionery and fru it store 
in Elkton. Mr. Rice was in the thick 
of the Chateau T hierry  fight. He was 
gassed twice and wounded seven 
times. He is regaining his health and 
if he shows the same pep in business 
he did on the battle field, he is bound 
to be a success. H ere’s w ishing him 
good luck and health.

F. D. Mills, p roprieto r of the Mills 
cafe, a t Vassar, is to  be commended 
on the service and quality of food 
given the public. He is a form er 
Saginaw man, genial and an up-to- 
date m an and is w orking up a splen
did business, giving V assar a much- 
needed restaurant. H e is m ost ably 
assisted by Mrs. Mills.

W . M. Thourlby  and his son, W . H., 
the form er p roprietor of the M orrow 
Hotel, Bad Axe, expects to  leave for 
the W est about April 10. They are 
going by auto, tak ing in m any in ter
esting  points along the way. The 
jun ior m em ber of the party  (known 
to the boys as Ike) is in poor health 
and it is for his benefit that they are 
going. He was recently discharged 
from  the Navy and ever since has 
been failing. H is m any friends wish 
him a safe journey and all hope for 
the restoration  of his health. In  their 
absence, the hotel will be m anaged 
by Leo Thourlby, which is assurance 
enough th a t the  high standard  on 
which the hotel is run will be m ain
tained.

Of all the brands th a t’s to be had 
the S tar A. S tar is not so bad. A 
fellow salesman m et the w riter on the 
train  the o ther day and he told me of 
being awakened in the early  hour's of 
the m orning a t the hotel a t Cass City 
by hearing the above words over and 
over and he was a t a loss w hat they 
m eant. U pon investigation I found 
H enry  Goble, w ho represents Symons 
Bros. & Co. in the Thum b, was the 
guilty party . T rue, we believe in 
boosting, but why tell the nighthaw ks

about it. I suppose it is a case of 
business all the time with Mr. Henry, 
so we w on’t criticise him.

Speaking of hotels, here is a little 
incident which happened to one of 
the boys at the New Exchange Hotel, 
at M arlette: I t  was on a Friday 
m orning. To describe the scene 
would not be proper, as a traveler was 
told only recently after spilling some
thing on the table cloth on a T ues
day m orning th at the cloth would not 
be changed until the following Mon
day. On this particular m orning the 
patient called for fried eggs over. 
They were brought out stra igh t up. 
He called the a tten tion  of the wait
ress to the m istake (he wanted them  
over). She picked up a spoon and 
flopped them  over with the statem ent, 
“Now they are over.” T h a t’s real 
service, we say, and so does W m. 
McLeod, the patient. H e represents 
Grinnell Bros., selling pianos out of 
P o rt H uron. T his same hotel still 
m akes a practice of locking the doors 
at 10 o’clock. Everyone is boosting 
for the p roprieto r (?).

The way Chicago elected M ayor 
Thom pson m akes it look as if it were 
proud of being the sixth German city 
in the world.

S. Schluchter, grocer of Pigeon, is 
spending several weeks with his son, 
Dr. Roy, a t St. Anne, 111. Mrs. 
Schluchter is looking after her hus
band’s affairs in his absence. A daugh
ter, Mrs. Don. S. Vincent, of Lum, 
is assisting her m other.

F red  C. Stiles, son of M. M. Stiles, 
p roprieto r of the popular Stiles cafe, 
a t Lapeer, has opened an up-to-date 
restaurant, confectionery and cigar 
store with a grocery and fruit busi
ness in connection, in the building 
form erly occupied by L. H errand. 
Mr. Stiles, although young, has had 
a splendid business training, having 
seen service with the Packard M otor 
Co. L ater he was m anager of one 
of the K roger branch stores in De
tro it and m ore recently employm ent 
m anager for the W ilson Foundry Co., 
of Pontiac. If  he displays the same 
am ount of energy in his own busi- 
nes he did when employed by som e
one else, it is safe to predict success 
for him in his new undertaking. He 
has the good wishes of m any friends 
for his success.

E x-President T aft, so the Free 
Press said last week, was in D etroit 
and broke. He didn’t even have the 
price of a street car ticket. H e had 
no thing on Saginaw folks. W e had 
money and walked for five days, on 
account of the street car tie-up.

Every traveler who ever came in 
contact with Stickey M orton and the 
public at large will be m ore than 
pleased to  know he has taken charge 
of the H arring ton  Hotel, a t P o rt 
Huron. Mr. M orton established him
self as a hotel man at M arlette, where 
he was in business until about four 
years ago. No one will deny but 
w hat the H arring ton  needed a good 
man the way it was being run the 
past few years and it is safe to  say 
th at from now on you will find this 
place a real hotel, if Mr. M orton dis
plays his old-time form. W e believe 
he will. L et’s boost.

T he press says Ford  calls his pa
per the D earborn Independent, be
cause it can run w ithout subscribers 
or advertisers.

H orace Blunt, p roprieto r of the St. 
Charles Hotel, at St. Charles, died 
suddenly while sitting  in the lobby of 
the hotel T hursday morning. He had 
been in poor health  for several weeks. 
However, just before his death he 
was up town on business. H is son, 
Ward', who had been home from 
France but two days, was a t his side 
when death came. He form erly con
ducted a hotel a t M arion and was 
held in high esteem by all who knew 
him.

W hy is it men lie about fish and 
the am ount of income tax they had 
to  pay?

Mrs. J. Crippo, proprietress of a 
general store a t St. Charles, is ill a t

her home. O ur hopes are that she 
will soon regain her health.

One of the busiest men in E ast
ern Michigan to-day) is the genial 
gentlem an w ho claims M illington as 
his home and travels under the name 
of Roy Riker. Mr. Riker is one of 
the proudest fellows in the State, and 
well he can be, for at the week end 
you will always find him headed 
home, there to have four chubby arm s 
around his neck greeting  their daddy. 
They are tw in boys, three years old, 
and if they are chips of the old block, 
there’s always som ething doing week 
ends. Mr. Riker travels for the S tan
dard Bros. H ardw are Co., of Detroit, 
and enjoys a splendid business which 
he has worked up through his splen 
did personality  and a high grade line 
of hardware.

These father-and-son banquets that 
are being given around over the State 
nowadays are a g reat im provem ent 
on the conferences father and I used 
to hold in our woodshed.

D. A. Bentley, President of the 
D. A. Bentley Co., Saginaw was in 
Chicago last week on business.

Mrs. Joseph Schafer, wife of Joseph 
Schafer, one of two brothers conduct
ing an up-to-date m eat m arket on 
Lapeer avenue, Saginaw, passed to the 
G reat Beyond last Sunday afternoon. 
The Schafers were m arried but two 
short years and to  estim ate the loss 
to the husband is far beyond our reali
zation. She was a loving wife and 
constant companion. H er death came 
as a shock to a host of friends, for 
it was not generally known th at she 
was critically ill. The m em ory of the 
life she lived and the  seed of happiness 
that «he sowed will dwell in the hearts 
of all who know her. T o Mr. Schafer 
we extend our heartfelt sympathies.

W. R. Straffon, of P o rt Huron, left 
for Grand Rapids last M onday to con
fer with his house, the H erold-B ertsch 
Shoe Co. Mr. Straffon has covered 
E astern  Michigan for a num ber of 
years and is one of the m ost highly 
respected gentlem en in h s line. He 
is one of those men who can give, 
through his association with others, 
the feeling that a man is much bette» 
off if for nothing but the acquaint
ance. H e m akes his home w ith his 
family a t 915 T enth  street, Po rt 
Huron.

Fred W igen, who form erly repre
sented the Calumet Baking Pow der 
Co., is now connected with one of 
the livest real estate  firms in Sagi
naw, Brown & Grant, located in the 
Goeshel block. R. J. Brown was for 
several years buyer and sales m an
ager for Svmons Bros. & Co., Sagi
naw. Gordon G rant was on the foad 
also for the same firm. Success is 
bound to come to this trio.

Before tight skirts came in style, 
we used to  send our m issionaries to 
China to see th at the feet of the 
little Chinese girls were unbound so 
they  could walk. Folks in glass 
houses should not throw  stones.

R. B. Lockwood, son of S. A. Lock- 
wood, proprietor of an up-to-date 
general m erchandise establishm ent in 
Lapeer, has received his honorable 
discharge from the service. He was 
located a t Kellv Field, Texas. He 
expects to help his father in business.

L. M. Steward.

Bottom Facts From Booming Boyne.
Bovne City, April 8—Boyne City is 

rapidly assum ing its sum m ertime ac
tivity. T he ice is all out of the lake 
and the roads are good and every
body is looking forw ard to a good 
season. W e expect the erection of 
two good substantial bridges and the 
completion of a portion of the con
crete road. The bonds have been vot
ed and w ork will be commenced' on 
the N orthw ard  outlet to W alloon 
Lake. Even though the summer 
work has not been commenced, there 
are few idle workm en in town. Our 
mills and factories have run steadily 
all winter. A lthough the lum ber men 
have been seriously handicapped by 
w eather conditions, they  have man-

aged to  get through with very little 
loss of time.

O ur garages report very good busi
ness indeed. All are crowded with 
business and sales m ore than  keep 
pace with machines furnished. The 
Overland, Buick, Chevrolet and ford 
service stations are taxed to  their 
cacpacity in taking care of their pa
trons.

And they said the women wouldn’t 
vote! Talk about politics. Our poll
ing places were swamped—and they 
all knew what they were there for 
and what they wanted. Not The peo
ple, but the People, and they voted 
right, too.

Some of our councilmen thought 
th at our local band, which has been 
for m any years in receipt of a small 
appropriation from the city funds, was 
an extravagance, so they put it up to 
the people. The result was a four to 
one vote in favor of its continued sup
port. The support is well deserved. 
The leader, A. V. Fleck, has kept the 
organization together under the m ost 
discouraging circumstances. Some of 
the best m aterial was taken into the 
army, and he has gathered together 
and trained a new lot of boys, who 
are m aking good, and the people ap
preciate the good w ork done. May 
his shadow never grow less (couldn’t 
very well, w ithout disappearing al
together).

Charley is perfectly at home as 
M aster Mason and can bulldoze and 
wheedle the G. F. A.’s into alm ost 
anything, but when it comes to 
springing a big audience on him, out 
of to tal darkness, it sure gets his goat.

W e understand th at the form er 
A utocrat of the electric office has re
signed to accept the position of Vice- 
President and General—and P articu
lar—m anager of a new firm. “W hat 
shall we do with our young business 
women?” O. B. says, “Leave th at to 
me.”

W hat did the “dam” church people 
and “wimmen” do to the Michigan 
H otel K eepers’ Association. And 
echo answers, W hat? Maxy.

Late News From the Celery City.
Kalamazoo, April 8—D. L. Good

rich, Senior Counsellor of K alam a
zoo Council, is sporting a new Dodge 
car. T here m ust be a good salary 
attached to the Senior C ounsellor’s 
office, as D. L. has been on the job 
only th irty  days.

W illiam S. Cooke, m anager of the 
local wholesale house of the W orden 
Grocer Company, has moved into his 
new home on Douglas avenue.

The recent death of J. J. V anK er- 
sen brings to a close an active and 
extended career in the retail grocery 
trade. M r.^VanKersen was born Sept. 
21, 1839, in W addingsveen, in the 
Netherlands, and at the age of 13 
years came to America, locating in 
Kalamazoo, where in 1856 he engaged 
himself as a carriage m aker’s appren
tice. In  1862 he operated a wagon 
and repair shop of his own until in 
1868, when he started  the grocery 
which he has continued during the 
past fifty-one years until his death, 
rem aining in active service during 
this entire period. Relatives believe 
him to have been the oldest grocer 
in point of service in the country.

A large class of candidates is about 
to be initiated into the U. C. T. Coun
cil this coming Saturday night.

The new addition of the U pjohn 
Co., will soon be under construction, 
which will be of the latest m odern 
architecture. F rank A. Saville.

O tsego—The W olverine Paper Co. 
is going into the ice business. A 
plant with a daily production of four 
tons, < to s ta rt with, will soon be in 
operation. According to  the O tsego 
Union, the w ater from the wells of 
the W olverine Company has been 
pronounced chemically pure and it is 
expected th a t a high quality of ice 
will be forthcom ing.
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Step Lively.
I am a customer. As I am the one 

to whom your goods are to be sold 
and whom you profess to be anxious 
to  please, I am entitled to a hearing.

H ear ye! H ear ye!
I have small use for the salesman, 

however sm ooth and skillful he may 
be, who is cordiality itself when I 
m eet him as a prospective custom er 
with money in my pocket, in his place 
of business, and an hour or a week 
later fails to recognize me on the 
stree t or trolley, or at the Club.

I take it for granted  that I will be 
served in the order of my arrival, and 
I resent it when I am passed by and 
the one who came after me is given 
first attention.

I am willing to  wait a reasonable 
time when I go into your place of 
business, for I realize that you did 
not know I was com ing and may have 
som ething which you m ust finish be
fore you can attend to  me, yet it 
brings a feeling of indignation into 
my heart when I realize th at I am 
standing there waiting your notice, 
like a poodle dog, and you in turn 
are ignoring my presence with a lofty 
indifference, which if assum ed is un- 
business-like; and which if natural, is 
contem ptible. I would much ra ther 
that you would have some cards p rin t
ed bearing the classic statem ent, “You 
are a worm. W e don’t care for the 
trade of worms. Get out!” I t  would 
be very little trouble to  hand me that 
card, and then as man to  man, I could 
settle with you.

I know for a fact that you are in 
business for the money you can make, 
and incidentally the service you can 
give, ra ther than  for your health, but 
while you are about it, it’s .a good 
plan to m eet me, your custom er, in 
such a way that I will have a pleasant 
recollection of my dealing w ith you, 
and when occasion arises, will antici
pate com ing back. You will get more 
profit out of me at less expense if I 
am a “steady,” than if I have to  be 
sought and a ttracted  each tim e by 
leaders and special advertisem ents. So 
I w ant to  tell you som ething. I t ’s 
a secret, and a secret doesn’t am ount 
to  much until you share it with some 
one. Here it is:

I don’t always feel alike. Some 
days I  am in a talkative mood and 
then you will be wise to  be a b it chat
ty  w ith me. I t  m akes me feel good. 
But if I  make a rem ark about the 
weather, o r the war, or the accident 
up the street, o r the fire down the 
street, and you just g run t or say noth
ing a t all, I  w ant to  punch you. Being 
a custom er, I  am human. Some days 
I  feel grouchy, and when I am 
grouchy I am alw ays sensitive and

looking for slights. I am sorry, but I 
inherited it, you know!

So don’t give me a chance for a per
m anent grievance, by being grouchy, 
too. D on’t be facetious either, for 
th a t’ll make me mad, but be wise and 
be courteous, kindly, not too talkative, 
not too silent. Just the happy medium 
as if your m anner said, “ I see, Mr. 
Custom er, you have m atters of im
portance on your mind. I respect very 
highly men of big affairs.” The defer
ence of your m anner will please me 
and my grouch will disappear.

Some days I am in a genial, happy 
mood, and then I am particularly 
pleased by an appreciative listener 
who has an idea of his own. Oh, yes, 
I know you, too, have different days 
of different moods, but being in busi
ness it is part of your schooling not 
to drag  your personal feelings to  the 
front and it is dandy exercise to learn 
how to m eet the o ther fellow’s mood 
just right. Quite a game that. I t  
develops a fellow a lot!

I never enjoy having the man of 
whom I would buy say to  me, “No, 
this, th at o r the o ther which you en
quire for, w ent out of date a little 
while before the flood. W e being up- 
to-the-m inute wiseacres, have som e
th ing  m ore m odern! I supposed any
body who pretended to  be posted, 
would know th at the article you en
quired for is absolutely no good!”

Now, as a m atte r of fact, I always 
feel like coming back and saying 
meanly, “ I suppose, Old Big W ig, that 
it isn’t good because you don’t hap
pen to have it! I know  your bluff 
and it won’t go w ith me.”

I never like to  hear one business 
man knock another. Few come right 
out and do it in the open, but occa
sionally—yes, frequently—a shrug of 
the shoulder, an uplifting of the eye
brows, the tone in which a question 
is asked, or a rem ark  bearing a covert 
insinuation, constitu te a p re tty  good 
knock. Sour grapes always set my 
teeth  on edge!

W hen I m ake enquiry of you for 
som ething you haven’t, it pleases me 
to  have you offer to  get it for me. 
But I don’t like to have you insist on 
being allowed to  o rder it th a t you 
may make a profit on the sale a t no 
m atter w hat inconvenience to me in 
the waiting. I f  you are wise—and 
some of you are—you will offer to  get 
it, explain how long it is likely to  take 
before the goods can be in my hands, 
and then will ask me if this wait will 
cause inconvenience. I t  even pleases 
me to  have you suggest th a t I may 
be able to  get it som ewhere near in 
less tim e; o r to  have you suggest that 
you will see if you can locate it am ong 
others in your same line o f business

yourself. Once I see th a t you are 
considering my convenience and my 
well-being ahead of your own, the 
order is yours, and you couldn’t chase 
me away!

Once upon a tim e I was very ill. 
The doctors thought I w asn’t going 
to pull through. Evidently my time 
hadn’t come though, and when I be
gan to  be convalescent, a num ber of 
the business men of m y acquaintance 
wrote me letters of cheery congratu la
tion upon my recovery, regret because 
of my illness, and well-wishes for the 
future. Some came to see me. Two 
sent me a little gift from their own 
stock which they thought would be of 
benefit. I was pleased to be rem em 
bered, and henceforth I counted those 
men my friends, and when I had any 
business to  give, I gave it to them.

I am a self-respecting individual, 
and I expect the men I do business 
with are likewise. I do not expect 
them  to grovel, or fawn, or give me 
any unm erited or unw arranted  favors 
or concessions, but I do appreciate 
the feeling th at I am being fairly 
treated  and can always go back for 
a reasonable re-adjustm ent with the 
assurance th at it will be cheerfully 
given.

Anybody can be cheerful while a 
winning streak lasts, but can you keep 
sm iling while you are taking losses? 
T h a t’s when cheerfulness counts.

W hen you give your clerks reason 
for confidence in the store, you help 
to develop in them  confidence in 
themselves.

Grape-Nuts Ice Cream
The N ew  Craze

Grape-Nuts Ice Cream is a dish that looks 
like nuts and tastes like nuts, on ly  better. In 
addition to its highly delicious flavor, ice 
cream made w ith grape-nuts has a doubled 
food value.

Everybody, children as w ell as grownups, 
like it.

It should be handled by every drug store, 
confectionery store, cafe, hotel and the places 
w hich sell soft drinks.

PIPER ICE CREAM CO.
408-10 E. South Street

Kalamazoo Michigan

A ssets $3,999,599.99 Insurance in  Force $55,989,999A9

Offices—Grand Rapids. Mich.

Has an unexcelled reputation for its

Service to Policy Holders
94,274,473.84

Paid Policy Holders Since Organization
CLAUDE HAMILTON 

Vice-Pres.
JO H N  A. McKELLAR 

Vice-Free.

W M . A . W A T T S 
P residen t

RANSOM E. OLDS 
Chairman of Board

R E L L S. WILSON 
Sec’y

CLAY H. HOLLISTER 
Treas.

SURPLUS TO POLICY HOLDERS $477,509.40
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Drugs, Sundries, Books, 

Stationery.
Soda Fountains, Carbonators, Tables, 

Chairs and Fountain Supplies.
We are diligently reminding our friends, customers and those» 

who contemplate making any change or who are considering 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.

are pleased to state that every indication brings ample proof 
that our prophecy is well founded. Many 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 

days the factories and the distributors will find themselves with 
more business than they can possibly attend to promptly.

We are, therefore, once more urging those who are at all inter
ested to take this matter up with our Mr. A. W. Olds, who is devoting 
his entire time to this department. 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 Co.
Grand Rapids, Michigan

There's a Reason W hy

Is the Best in Ice Cream
ARCTIC ICE CREAM CO. Grand Rapids, Michigan

Why Travel?~TALK
Our LONG DISTANCE LINES reach 
250,000 Telephones in the State, also 
points outside.

“It is cheaper to telephone than travel” 
is more true today than ever before.

Use Citizens Telephone Company’s Service

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

Aclda
B oric  (Pow d.) . 
B oric (X ta l) . . ,

C otton  Seed . . . . 8 06©8 80
. 18© 26 E igeron  ............ .. 6 50(g) 6 75
. 18© 26 Cubebs .......... 11 50@11 75
. 32© 35 E igeron  ............ . 7 00© 7 25
1 54(g) 1 60 E u ca ly p tu s  . . . . 1 25@1 36
3%@ 5 H em lock, pure 2 00@2 25

. 10© 15 Ju n ip e r B erries  16 00© 16 25
. 63© 00 J u n ip e r  W ood . .  3 00@3 25

3 K 0 6 L ard , e x tra  . . . . 1 50@1 70
1 1201 20 L ard , No. 1 . . . . 1 30@1 50

Lavender» Flow . 8 50 #  8 75
11© 20 
10© 18 

9@ 17

W ater , 26 deg.
W ate r , 18 deg.
W ate r , 14 deg.
C arbonate  ............. 190  26
Chloride (O ran .) 20© 80

B alsam s
Copaiba ............  1 20@1 40
F ir  (C anada) . .  1 75@2 00 
F ir  (Oregon) . . . .  50® 75
P e ru  ..................  4 75©6 00
Tolu ....................  1 75©2 00

B arks
C assia  (o rd inary ) 40® 46 
C assia  (Saigon) 90© 1 00 
S assa fra s  (pow. 60c) ® 45 
Soap C u t (pow d.)

35c ......................  26© 80
B erries

Cubeb ..................  1 76® 1 80
F ish  ............................... 1 00
Ju n ip e r ..................  10® 18
P rick ley  A sh  . . . .  © 80

E x tra c ts
L icorice ................. 60© 66
Licorice powd. . .  1 25@1 50 

F low ers
A rn ica  ................  1 20®1 26
Cham om ile (G er.) 70© 80 
Cham om ile Rom. 1 50© 1 60

Gums
A cacia, 1st ..........  65© 70
A cacia, 2nd ........... 55® 60
A cacia, S o rts  . . . .  35© 40 
A cacia, pow dered 60© 70 
A loes (B arb . Pow ) 80© 40 
Aloes (C ape Pow .) 80© 85 
Aloes (Soc Pow ) 1 30© 1 35
A safoe tida  ............  @6 50

P ow ......................... ©6 75
C am phor ........... 3 35©3 40
G uaiac ..................  ©2 15
Guaiac, pow dered ©2 25
Kino ...............   © 86
Kino, pow dered . .  ©1 00
M yrrh  ..................... ©1 40
M yrrh , Pow ...........  ©1 50
Opium ............. 28 60®29 00
Opium, powd. 31 25©32 00 
Opium, g ran . 31 25®32 00
Shellac ................... 85© 90
Shellac, B leached 90© 96 
T rag a c a n th  . . . .  4 50®5 00 
T rag a c a n th  pow der @4 25 
T u rp en tin e  ........... 16© 80

I n sectlc ldss
A rsenic ................... 16© 20
Blue V itriol, bbl. @09%
Blue V itriol, less 10% @15 
B ordeaux M ix D ry  20© 86 
H ellebore, W hite

pow dered ..........  38© 46
In sec t Pow der . . . .4 0 ©  60 
Lead, A rsen a te  P o  34© 44 
L im e and  S u lphur 

Solution, gal. . .  20© 86 
P a r is  G reen  ........... 46© 58

Ice Cream
P ip er Ice C ream  Co., 

K alam azoo
Bulk, VanlUa ............... 1 00
Bulk, Chocolate ........... 1 10
Bulk, C a r a m e l .................1 10
Bulk, G rap e-N u t ...........1 10
Bulk, S traw b erry  . . . .  1 20
B ulk, T u t t i  F r iiltl  . .  1.80
B rick, V a n iU a ...............1 80
B rick , C hocolate . . . .  1 60
B rick, C aram el ..........  1 60
B rick , S traw b e rry  . . . .  1 60 
B rick , T u t t i  F ru it i  . .  1 60 
B rick  a n y  com bination  1 60 

L eaves
B uchu ................... @4 36
B uchu, pow dered @4 60
Sage, bulk  ........... 67© 70
Sage, %  loose . . . . 7 8 0  78 
8bge, pow dered . .  66© 60 
Senna, A lex . . . .  1 40©1 60
Senna, T inn ...........30© 35
Senna, T inn. pow. 35© 40
U va U rsi ............... 46© 6#

Oils
A lm onds, B itta r,

t ru e  ..............  18 60©18 75
Alm onds, B itta r,

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

tru e  ................. 3 60@3 76
A lm onds, Sw eet,

im ita tio n  ......... 75@1 00
Am ber, crude . .  4 00©4 26
A m ber, rectified  6 50@5 76
A nise ................... 2 6003  76
B e r g a m o n t ....  9 50@9 76
C ajepu t ................. 1 76©2 00
C assia  ................  4 50@4 75
C as to r ................  2 75@3 00
C edar L ea f . . . .  l  75@2 00
C itronella  ..............  90
Cloves ................  3 50
C ocoanut ........... 40
Cod L i v e r ......  5 6(
C roton  ............  2

86

1 25

Capsicum  .............
C ardam on ...........
C ardam on, Comp.
C atechu  ...............
C inchona ..............
Colchicum  ...........
Cubebs ..................
D ig ita lis  ..............
G en tian  ..............
G inger ..................

L avender, G ar’n  1 50© 1 75
Lem on ................  2 50@2 75
Linseed, boiled, bbl. @1 69 
L inseed, bid less 1 79@1 84 
L inseed, raw , bbl. @1 67 
L inseed, raw  less 1 77@1 82 
M ustard , tru e , os. @2 96 
M ustard , artifil, os. @1 60
N eatsfo o t ..........  1 30© 1 50
Olive, pure  . . . .  4 00@7 50 
Olive, M alaga,

yellow ..............  6 00© 6 50
Olive, M alaga,

g reen  ................  6 00© 6 50
O range, Sw eet . .  4 00@4 25 
O riganum , p u re  ©2 60 
O riganum , com ’l © 75 
Pennyroyal . . . .  8 50©2 76 
P ep p erm in t . .  12 00© 12 20 
Rose, p u re  . . .  38 00@40 00 
R osem ary  F low s 2 00@2 25 
Sandalw ood, IB.

1.......................  18 60@18 76
S assa fras , tru e  3 50 @3 75 
S assa fras , a r tif i 'l  90© 1 20 
S p ea rm in t . . . .  12 00@12 25
Sperm  .................... 2 40© 2 60
T an sy  ................. 6 60@6 75
T ar, U SP ............... 45© 60
T urpen tine , bbls. @86% 
T urpen tine , less  96@1 00 
W in tergreen , tr .  800@8 25 
W in terg reen , sw ea t

b irch  ................. 7 00© 7 25
W in terg reen , a r t  1 00@1 20
W orm seed ......... 6 50@6 75
W orm w ood . . . .  7 50@7 76

P o tassium
B icarb o n ate  . . . .  70© 75
B ichrom ate  ..........  62© 60
Brom ide ............... • 70© 75
C arbonate  .............1 00© 1 10
C hlorate, g ra n ’r  70© 75 
C hlorate, xt&l o r

pow d...................... 45© 50
Cyanide ................... 40© 60
Iodide ................  4 29© 4 36
P e rm an g an a te  . .  1 50© 1 75 
P ru ss ia te , yellow 1 20© 1 30 
P ru ss ia te , red  . .  2 00© 2 50 
S u lphate  ..............  © 85

Roots
A lkanet ............  4 50@4 75
Blood, pow dered 1 10© 1 20
C alam us ................. 60@2 60
E lecam pane, pwd. 22© 25 
G entian , powd. 87© 
G inger, A frican ,

p o w d e re d ..........  25©
Ginger, J am a ic a  35© 
Ginger, Jam aica ,

pow dereu ..........  320
Goldenseal, pow. 8 500 
Ipecac, powd. . .
L icorice ..............
Licorice, powd.
O rris, pow dered 
Poke, pow dered
R hu b arb  ..............
R hubarb , powd.
Rosinw eed, powd. 260 
S a rsaparilla , H ond.

g r o u n d ...............1 26©1 40
S arsap a rilla  M exican,

g round  ........... 1 00@1 10
Squills ..................... 36© 40
Squills, pow dered 46© 66 
T um eric, powd. 26© 80 
V alerian , powd. . .  ©1 00

S ssds
A nise ................... 42© 46
A nise, pow dered 47© 60
B ird, I s  ................... 18© 10
C anary  ................... 28© 86
C araw ay, Po . .80 70© 76
C ardam on ......... 1 80@2 00
Celery, powd. 1.00 90@1 40 
C oriander powd .30 22)
D ill ......................... 30
F ennell ............... l
I l e x  ..................... lo t
F lax , g round  . . . .  10 
F oenugreek  pow. 23t
H em p ................... 11)
L obelia ...................
M ustard , yellow  . .
M ustard , b lack  . .
Poppy ...................
Q uines ............ 1
R ap e  .......................
S abad illa  .............
Sabadilla, powd. 30t
Sunflow er ..............  22(
W orm  A m erican  . .  t  
W orm  L ev an t . .  1 651

T in c tu res
A c o n i te ..................
Aloes .............. ..
A rnica  ...................
A s a fo e t id a .............
B elladonna .........
B enzoin ...............
B enzoin Compo’d
B uchu ...................
C an th a rad le s  . . .

Guaiac» Ammon. @1 80
Iodine .................. @1 50
Iodine, Colorless @2 00
Iron, clo.................. @1 60
K ino ...................... @1 65
M yrrh .................. @2 60
N ux V om ica . . . . @1 75
Opium  .................. @7 60
Opium. Camph. @1 85
Opium, Deodorz’d @9 60
R hubarb  .............. @1 16

P a in ts
Lead, red  d ry  . . . . 13@13%
Lead, w hite  dry 13@13%
Lead, w h ite  oil . . 13@13%
Ochre, yeUow bbl. © 1%Ochre, yeUow less 2! © 1
_  ___  I 7
Red V enet’n  A m er. 2© 6
Red V enet’n, E n g  2%@ 6
V erm illion, A m er. 25© 80
W hiting , bbl............... @ 2%
W h itin g  ..............  3%@ 6
L. H . P . P rep . 2 90@3 10

M iscellaneous
A cetanalid  ............  65© 75
Alum  ....................... 17© 80
Alum, pow dered an d

ground  ..............  18© 81
B ism uth , S ubni

tra te  ............... 4 00© 4 10
B orax  x ta l  o r

pow dered ........... 10© 15
C an tharades  po 2 00© 6 60
Calom el ..............  2 20@2 30
C apsicum  ............... 38© 46
C arm ine ............  6 60@7 00
C assia B uds ......... 60© 60
Cloves ................... 77© 85
C halk P rep a red  . .  12© 15 
C halk P reo ip ita ted  12© 16
Chloroform  ........... 66© 72
C hloral H y d ra te  1 80@2 00
Cocaine ........... 12 30© 12 85
Cocoa B u t t e r ........ 65© 76
Corks, lis t, leas 40%
C opperas, bbls........... © 8
Copperas, leas . .  8 % 0  8
Copperas, powd. 4%@ 10 
Corrosive Sublm  2 00@2 10 
C ream  T a r ta r  . . .  79©
C uttlebone ...  96©
D extrine  ............... 10
D over’s P ow der 6 76 
E m ery , All Nos. 10i 
E m ery , Pow dered  8 
Epsom  Salts, bbls.
Epsom  S alts , less
E rg o t ........................... @4 00
E rg o t, pow dered @4 00 
F lak e  W hite  . . . .  16© 20 
Form aldehyde, lb. 27 %@ 80
G elatine  ..........  1 76@1 90
G lassw are, fu ll c s s s  68% 
G lassw are, less 60% 
G lauber Salts, bbl. © 8
G lauber S a lts  less  4© 8
Glue, B row n ...........26© 86
Glue, B row n Grd. 20© 30 
Glue, W hite  . . . .  80© 85 
Glue. W h ite  Grd. 80© 86
G lycerine ........... 21 %@ 36
H ops ......................  60© 76
Iodine ................... 6 6006  90
Iodoform  ........... •  6906  74
Lead, A ceta te  . . .  86© 80 
Lycopdium  . . . .  8 2608  60
M ace • • • • • • • • • • • •  8So 90
M ace, pow dered 9601  00
M enthol ............. 8 00@8 80
M orphine . . . .  14 45@15 00 
N ux  V om ica . . . . .  0  10
N ux Vomica, pow. 88 0  86 
P ep p er b lack  pow. 68© 66
Pepper, w h ite  ......... © 60
P itch , B urgundy  ©  16
Q uassia  ................... u ©  l*
Q uinine ..............  1 15© 1 62
Rochelle S a lta  . .  69© 66
S accharine  ..........  © 60
S a lt P e te r  . . . . . . .  30© 40
Seid llts M ix tu re  . .4 8 0  66
Soap, g r e e n ........... 20 0  28
Soap m o tt cas tile  22% @ 25 
Soap, w h ite  cas tile

case  ......................  ©26 00
Soap, w h ite  cas tile

less, p e r b a r ..........  ©2 66
Soda A sh ............  4%@ i t
Soda B icarbonate  3%© 10
Soda, S a l .....................2© 6
S p ir its  C am phor . .  @2 00
Sulphur, roll . . . .  4%@ 10 
Sulphur, SubL . .  4%@ 10
T am arin d s  ............. 25© 80
T a r ta r  E m etic  1 03<j
T urpen tine, Ven. 60L 
VanlUa Bx. p u re  1 60© 2 00 
W itch  H azel . . .
Z inc S u lpha te  . . .
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GROCERY PRICE CURRENT
Those quotations are carefully corrected weekly, within six hours of mailing, 

a n d  are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders fin~i 
a t  market prices at date of purchase.

ADVANCED
Canned R aspberries 
Canned B lackberries

DECLINED
Canned Pum pkin 
Cheese
G alvanized Pails 
G alvanized Tubs

AMMONIA 
A rctic  B rand

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

A X LE G REA 8E 
Mica, 25 lb. p a i l ..........  1 60

BAKED BEANS
No. 1, p e r doz................. 1 35
No. 2, p e r doz...............2 00
No. 3, p e r doz.............. 3 15

BATH BRICK 
Bngllsh ..........................  95

BLUING
Jen n in g s’

Condensed P e a rl B luing 
Sm all, 8 doz. box . . . .  2 56 
L arge, g doz. box . . . .  2 90

B REA K FA ST FOODS
C racked W heat, 24-2 4 60
C ream  of W h ea t . . . . 7 60
P illsbury’s B est C er'l 2 50
Q uaker Puffed Rice . . 4 35
Q uaker Puffed W heat 4 35
Q uaker B rk fs t B iscuit 1 90
Q uaker Corn F lak es  . . 2 90
R alston  P u r in a  .......... 4 00
R alston  B r a n z o s .......... 2 20
R alston  Food, la rge  . . 3 30
R alston  Food, sm all . . 2 30
Saxon W h ea t Food . . 4 75
Shred  W h ea t B iscu it 4 60
T riscu it, 1 8 .................... 2 25

Kellogg’s  B rands
Toasted C orn  FlakeB 4 20
T oasted Corn F lak es

Ind iv idual .............. 2 00
(¿rum bles ...................... 4 20
(Grumbles, Indv ........... 2 GO
Biscuit ............................ 2 00
D rlnket ........................ 2 60
P e a n u t B u tte r  .......... 3 66
B ran  ................................ 3 60

BROOMS
F ancy  P a rlo r, 26 lb. 9 00
Parlo r, 6 S tring , 25 lb. 8 75
S tan d a rd  P arlo r, 23 lb. 8 50
Common, 23 lb .............. 8 00
Special, 23 lb .................. 7 26
W arehouse, 23 lb. . .  .L0 00

BRU SH E8
Scrub

Solid B ack, 8 In. . . . . 1 20
Solid Back, 11 in. . . . . 1 26
Po in ted  E n d s ............... 1 00

Stove
No. 8 ................................ 1 «0
No. ft .............................. 1 62
No. 1 .............................. 2 90

Shoe
No. 1 .............................. 1 00
No. 2 .............................. 1 80
No. 8 ............................... 1 70
No. 4 ............................... 1 90

B U TTE R  COLOR
Dandelion, 25c size . . 2 00

CANDLES
Paraffine, 6 3 .................. 15
Paraffine, 12s .............. 16
W ic k in g .......................... 40

CA NNED GOODS
A pples

8 lb. S tan d a rd s  . . . .  @1 46
No. 10 .................. @5 00

B lackberries
2 lb. .....................
S tan d a rd  No, 10 . .  @12 00

Bean«
B aked  ................. 1 26@2 25
R ed K idney . . . . 1 26@1 26
S t r i n g ................... 1 9002 60
W ax  ................... 1 80@2 60

B lueberries
S ta n d a r d .............. . . .  O
No. 10 ................... . .  O i l  60

Clams 
L ittle Neck. 1 lb.

Clam Beullton 
Burnham’s  % pL . . . .  t 25
B u rn h am ’s  p ts ................. 2 75
Burnham’s qts. .......... 7 50

Corn
F a ir  . . . . . . .  1 86
Good . . Î? 15
F an cy  .. ■.. 2 30

French Peas 
M onbadon (N a tu ra l)  

per dos.......... ............
G o o se b e rrie s

No. 2. F a ir  ............
No. 10 ............ .........

Hom iny
S tan d a rd  ......................  1 26

L obster
% lb. ..............................  2 10
% lb................................... 3 35
P icn ic  F la t  ................... 3 75

M ackerel
M ustard , 1 lb .................. 1 80
M ustard , 2 lb .................. 2 80
Soused, 1% lb. ............. 1 60
Soused, 2 lb..................... 2 76
Tom ato, 1 lb .....................
Tom ato, 2 lb.....................

M ushroom s
B uttons, % s ............... @80
B uttons, I s  ................... 0 5 0
H otels, I s  ..................... @44

O ysters
Cove, 1 lb .......................
Cove, 2 lb. ...................

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

P e a rs  In Syrup 
No. 2 can  pe  rdz. 2 26@3 75

P eas
M arrow fa t ..........  1 75@1 86
E arly  J u n e  . . . .  1 90@2 10 
E arly  J u n e  a iftd  2 1602 30

Peaohea
P ie  ........................
No. 10 s ize  can  p ie  @6 00

P ineapple
G rated , No. 2 ..............  2 85
Sliced No. 2 E x tra  . .  2 90

Pum pkin
Good ................................... 1 30
F an cy  ............................... 1 65
No. 10 ............................... 4 60

R aspberries
No. 2, B lack  Syrup  . .  3 00
No. 10, B lack  ............. 12 60
No. 2, R ed P rese rv ed  
No. 10, R ed, W a te r  . .  14 00 

Salm on
W arrens, 1 lb. T a ll . .  3 65 
W arrens, 1 lb. F la t  . .  8 76
Red A lask a  ....................  2 85
M ed. Red A lask a  . . . .  2 60 
P in k  A lask a  ................  2 20

C H EW IN G  GUM
A dam s B lack J a c k  . . . .  70
B eem an’s P epsin  ........... 70
B eechnut ........................... 76
D oublem int ......................  70
F lag  Spruce ....................... 70
Ju icy  F ru it  ....................... 70
Sterling  Gum  P ep .............. 70
S pearm in t, W rigfeys . .  70
Y ucatan  ................  70
Zeno .............    70

CHOCOLATE 
W alte r B ak er & Co.

G erm an’s  Sw eet ...........
P rem ium  ........................... 35
C aracas  ............................. 28

W alte r M. Low ney Co,
P rem ium , %s ................... 26
P rem ium , Vis ................. 26

CIGARS
Johnson  C igar Co. B rands 
D utch  M asters  Club 87 50 
D utch  M aste rs  Banq. 87 50 
D utch  M aste rs  Inv . 87 50 
D utch  M aste rs  P an . 75 00 
D utch  M as te r G rande 75 00 
D utch  M as te r Special 70 00
E l P o r ta n a  ..................  47 00
Gee J ay  ......................  43 00
D utch  M aste rs  Six 50 00 
D utch  M asters  H and

M ade ........................... 48 00
D utch  M asters  B aby

G rand ........................  43 00
L ittle  D utch  M aste rs  36 50 
S. C. W . new  size ..36  50 
D utch  M aste rs  Sec

onds, new  size . . . .  43 00 
P e te r  D ornbos B rands  

D ornbos Single B ndr. 48 00 
D ornbos P e rfec to  . .  42 60
V an D am , 6c ............. 87 60
V an D am , 6c ..............  42 60
V an D am , 7 c ............... 50 00
V an D am , 10c ........... 70 00

W orden G rocer Co. B ran d s  
B oston  S tra ig h t . . . .  45 00 
T ran s  M ichigan . . . .  46 00
C ourt R oyal ............... 50 Q0
H em m ete r’s  C ham 

pion ............................. 48 00
Iroquois ....................... 47 00
Q ualex ........................... 48 00
L a  Q u a la t in c ia ........... 73 00
W orden 's  H an d  M ade 37 50
B. L .................................  46 00
R oyal M ajor ............... 47 00
L a  V alla R o s a ........... 83 00
L a  V alla Ro3a, K ids 47 00
V alla G rande ............. 49 00
K uppenheim er, No. 2 46 00 
F ir s t  N a tio n a l ........... 33 00

S ard ines
Dom estic %s ................  6 76
D om estic, % M u sta rd  6 60 
Dom estic, %. M u sta rd  6 80 
N orw egian, % s . . . .  16@18 
Portuguese, Vis . . . .  30035

S auer K ra u t
No. 3, c an s  ................... 1 45
No. 10, c a n s ....................

Shrim ps
D unbar, I s  doz. ...........1 20
D unbar, lV is doz. . . . .  8 40 

Sueootash
F a ir  .................................
Good .................................
F an cy  .............................

S traw b err ies
S tan d ard  
F an cy  ..

. 3 60 

. 2 90

No. 2 . . .
T om atoes

. .  1 45
No. 3 . . .  
No. 10 .

. .  1 80 
. .  7 00

T u n s
C ass

%s, 4 doz. in  case . . . .  
Vis, 4 doz. In case . . . .  
Is, 4 doz. in  case . . . . . .

CA TSU P
Van C am p’s, Vi p in ts  1 80 
V an C am p’s  p in ts  . . . .  2 70

C H E E 8B
P eerless ......... .
B rick  ......................
Leiden  ................
L im burger ...........
P ineapp le  ............
Bd&m ..................
Sap Sago .............
Swiss, D om estic

C L O T H E 8 LIN E 
„  P e r  doz.
No. 40 T w isted  C otton  2 00 
No. 60 T w isted  C otton  2 60 
No. 60 T w isted  C otton  S 00 
No. 80 T w isted  C otton  2 25 
No. 50 B raided  C otton  2 60 
No. 60 B ra ided  C otton  3 00
No. 80 B ra ided  C otton  2 60 
No. 60 Sash  Cord . . . .  2 40 
No. 60 S ash  Cord . . . .  4 00
No. 60 J u te  ................... 1 75
No. 72 J u te  ................. 2 00
No. 60 S i s a l ................... 1 86

G alvanized W ire  
No. 20, each  100ft. long 1 20 
No. 19, each  100ft. long 2 10 
No. 20, each  100ft. long l  00 
No. 19, each  100ft. long  2 10

COCOA
B ak er’s  .....................
B unte , 10c size . . .
B unte , Vi lb..............
B unte , 1 lb ...............
C leveland . . . . . . . . .
Colonial, V4s ...........
Colonial, Vis ...........
E pps ...........................
H ersh ey ’s  V i s .........
H ersh ey ’s Vis ........
H uy ler .......................
Low ney, V i s .............
Lowney, V i s ............
Lowney, Vis .......... .
Lowney, 6 lb. cans  
V an H outen , Vis . .  
V an H outen , Vis . .  
V an H outen , Vis . . .  
Van H outen , Is  . . .
W an -E ta  ..................
W ebb ..........................
W ilbur, Vis ............
W ilbur, Viz ..............

. 29 . 88 
2 20 
4 00 
. 41 
. 26 
. 38 
. 42 
.  22 
. 80 
. 86 
. 28 
. 87 
. 27 
. 87 . 12 
. 18 . 86 
. 66 
. 86 
. 33 
. 83 . 88

COCOANUT
Vis, 6 lb. case  ............... 88
Via, 5 lb. case  ............... 87
Vis, 15 lb. case  ............. 36
Vis, 15 lb. case  ............. 35
Vis & Vis, 15 lb. case  35Vi
6 and  12c pails ........... 4 35
Bulk, pails ....................... 27
Bulk, b a rre ls  ................... 25
70 8c pkgs., p e r case  6 25 
70 4 oz. pkgs., p e r case  5 26 
BakerB Canned, doz. 1 20

C O F F E E S  ROASTED 
Rio

Common ........................  22%

F an cy  ............................. 25%

Santoe
Common ........................  26
F a ir  ................................... 27
Choice ........................... aa
F an cy  .................. .

M aracaibo 
F a ir  ............................

G uatem ala

Jav a
P r iv a te  G row th  ........... 38
M andling  ....................... 40
A nkola ........................... 40

San Salvador 
Good ................................. 32

Mocha
S hort B ean  .........
L ong B eati ..........

F a ir
Bogota

40
F an cy  ............................... 42

Package  Coffee
N ew  Y ork B asis  

A rbuckle ..................... 29 00

M cLaughlin’s  XXXX 
M cL aughlin’s  XXXX 

p ackage  coffee is  sold to 
re ta ile rs  only. M ail a ll o r 
d e rs  d irec t to  W . F . M c
L aughlin  A Co., Chicago.

E x tra c ts
H olland, % g ross bxs. 1 30
Felix , % g ross ..........  1 15
H um m el’s  foil, % gro. 85 
H um m el’s  tin , % gro. 1 43

CONDENSED M ILK 
C arnation , Tall, 4 doz. 6 40 
C arnation  Baby, 8 doz. 5 85
P e t, T a ll .....................  6 35
P e t, B aby ....................  4 30
V an Cam p, T all .......... 6 25
V an Cam p, B aby . . . .  4 30

M ILK COMPOUND
Hebe, Tall, 6 doz..........5 00
H ebe, Baby, 8 doz. . .  4 75

CO NFECTION ERY  
S tick  Candy P a ils

H orehound  ................... 26
S ta n d a rd  ....................... 25

Cases
J ’um bo ............................. 26

Mixed C andy
P alls

B roken ........................... 25
C u t L oaf .......................25
G rocers ........................... 20
K in d e rg a rten  ..............  29
L ead e r ............................. 25
N ovelty  ..........................  26
P rem io  C ream s ........... 85
R oyal ............................... 24
Special .........................  24
X  L  O .................. ..........22

Specialties
Pails

A uto  K isses (b ask e ts) 26 
B onnie B u tte r  B i te s . . 32 
B u tte r  C ream  C orn . .  32 
C aram el Bon Bona . .  32 
C aram el C roquettes  . .  80 
C ocoanut W affles . . . .  28
Ooffy Toffy ................... 30
Fudge, W aln u t ........... 82
Fudge, Choc. P e a n u t 30 
C ham pion Gum  D rops 25 
R asp b erry  Gum  D rops 26 
Iced O range Je llies  . .  27 
Ita lia n  Bon B ons . . . .  27 
AA Licorice D rops

5 lb. box ................... 2 26
Lozenges,' P e p ............... 30
Lozenges, P in k  ........... 20
M anchus ....................... 27
M olasses K isses, 10

lb. box .......................26
N u t B u tte r  Puffs . . .  30

C hocolates P a lls
A ssorted  Choc...............  32
A m azon C aram els . . . .  30
C ham pion ......................  28
Choc. Chips, E u rek a  36 
K londike C hocolates 35
N abobs ........................... 35
N ibble S ticks, box ..2  26
N u t W afe rs  ................... 35
Ocoro Choc. C aram els 34
P e a n u t C lu s t e r s ...........40
Q u in te tte  ......................  32
R egina ............................ 27

Pop Corn Goods 
C ra ck e r-Jack  P rize  . .  5 00 
C heckers P rize  .......... 5 00

Cough Drops
Boxes

P u tn a m  M enthol . . . .  1 60 
S m ith  B ros.....................  1 60

COOKING COM POUNDS
30 

. .  29
Crlsoo

36 1 lb. can s  ............ . 10 26
24 1% lb. c an s  ........ . 10 26
6 6 lb. c an s  .............. . 10 26

33 4 9 lb. cans  ............... . 10 26
35 Mazóle

P in ts , tin , 2 doz. . . . .  7 50
32 Q uarts , tin , 1 doz. . . .  7 00
34 % gal. tin s , 1 doz. . . 13 25

Gal. tins, % doz. . . . . 12 80
5 Gal. tin s , 1-6 doz. . . 18 00

. 34 
35 CREAM TA RTA R

B arre ls  o r D rum 3 . 78
Boxes .......................... 80

DRIED  FR U IT S 
Apples

E v ap ’ed, Choice, blk @17 
E vap ’d  F an cy  b lk . .  O  

A pricots
C alifo rn ia  ....................... @22

C itron
C alifo rn ia  ....................... @26

C u rra n ts
Im ported , 1 lb. pkg. . .  
Im ported , bu lk  ...............

P eaches
M uirs—Choice, 25 lb. ..19  
M uirs—Fancy , 25 lb. . .  
F ancy , 48 11 oz. pkgs. 6 60

Peel
Lem on, A m e r ic a n ............. 80
O range, A m erican  . . . .  32

R aisins
C luster, 20 ca r to n s  . . .  
Loose M uscatels, 4 Cr. 
Loose M uscatels, 2 Cr. 11 
L . M. Seeded 1 lb. 18@12%

C aliforn ia  P ru n es  
90-100 25 lb. boxes ..@ 12 
80- 90 25 lb. boxes . .
70- 80 25 lb. boxes ..@ 16% 
60- 70 25 lb. boxes ..@ 17% 
50- 60 25 lb. boxes ..@ 18% 
40- 50 25 lb. boxes . .
30- 40 25 lb. boxes ..@ 19%

FARINACEOUS GOODS 
B eans

C aliforn ia  L im as . . . .  10 
Med. H and  P icked  . .  9 
B row n, H o l la n d ...........

F a rin a
25 l  lb. packages . . . .  2 65 
Bulk, p e r  100 lbs..........

O riginal Holland R usk 
P ack ed  12 ro lls to  co n ta in er 
3 co n ta in ers  (36) ro lls  4 32

H om iny
Pearl, 100 lb. sack  . . . .  6% 

M acaroni
Dom estic, 10 lb. box . .1  10 
Domestic, b roken  bbls. 8% 
S k in n er’s  24s, case  1 37%

P earl Barloy
C hester ........................... 4 65
P o r t a g e .................. ..........

P ea s
G reen, W isconsin, lb. 9% 
Split, lb ............................. 9%

Sago
E a s t  In d ia  .................... 16
G erm an, sacks  ..............  15
G erm an, broken  pkg. 

T apioca
Flake, luO lb. sacks  . .  16 
P ea rl, 100 lb. sack s  . .  16% 
M inute, S u b stitu te , 8 

oz., 8 doz....................2 65

FISH IN G  TA CK LE 
C otton Llnee

No. 2, 15 fee t .................. 10
No. 8, 15 fee t .................. 11
No. 4, 16 fe e t .................. 12
No. 5, 15 fe e t .................. 14
No. 6, 16 fe e t .................. 16

Llnon Llnee
Sm all, p e r  100 fe e t . . . .  50 
M edium , p e r 100 fe e t . .  66 
L arge , p e r  100 fe e t . . . .  66 

F loa ts
No. 1%, p e r  dozen . . . .  18
No. 2, p e r dozen ........... 16
No. 8, p e r  dozen ........... SO

Hooke—K irby
Size 1-12, p e r 100 ........... 8
Size 1-0, p e r 1 0 0 ...........  I
Size 2-0, p e r 100 ..............10
Size 3-0, p e r  1 0 0 ..............11
Size 4-0, p e r 1 0 0 ............. 14
Size 6-0, p e r 100 ..............11

S lnkere
No. 1, p e r g ross ............... 60
No. 2, p e r gross ............... 60
No. 3, p e r g ross ............... 65
No. 4, p e r  g ross ............... 75
No. 5, p e r g ross ...............80
No. 6, p e r  g ross ............  90
No. 7, p e r g ross ......... 1 25
No. 8, p e r  gross .........l  60
No. 9, p e r  g ro ss  .........2 40

FLAVORING e x t r a c t s  
J enn ings D C B rand 

P u re  V anila  
Terpeneleas 
P u re  Lem on

_ _  P e r  Doz.
7 D ram  15 C e n t ...........l  25
1V4 O unce 20 C ent . .  1 80
2 Ounce, 35 C en t . . . .  2 70 
2% O unce 36 C ent . .  2 85 
2% O unce 45 C ent . .  2 10 
4 O unce 65 C ent . . . .  5 20
8 O unce 90 C ent . . . .  8 60 
7 D ram  A ssorted  . . . .  1 26 
1% O unce A sso rted  . .  2 00

Moore’s  D U B rand 
- P e r  Doz.
1 oz. V an illa  15 C ent 1 25 
1% oz. V anilla  25 C ent 2 00
3 oz. V an illa  35 C en t 3 00 
1 oz. L em on 16 C ent 1 25 
1% oz. Lem on 25 C en t 2 00 
3 oz. L em on 35 C ent 3 00

FLOUR AND F E E D  
Valley C ity M illing Co.

L ily  W hite ................  12 90
R ow ena Rye, %s . . . .  8 75 
G raham  25 lb. p e r  cw t. 5 70 
R ow ena B olted  M eal,

25 lbs., p e r cw t..........4 50
Golden G ranu la ted  MeaL

25 lbs., p e r  cw t..........4 80
R ow ena P a n c ak e  6 lb.

p e r  cw t. ..................... 6 20
R ow ena B uckw heat

Com pound ..................  6 20
R ow ena Corn F lour,

W atso n  H igg ins  M inin» 
Co.

New P erfec tion , % s . 12 90
W orden G rocer Oe. 

Q uaker, % s p a p e r  . .  11 75
K ansas  H ard  W h sa t 
W orden G rocer Co.

. 100%.
A m erican  E ag le , % s 13 60 
A m erican  E ag le , %s 13 40 
A m erican  E ag le , % s 13 20

Spring  W h ea t 
W orden G rocer Co.

100%.
W jngold, % s F ey  P a t  11 85 
WKngold, % s P a p e r  13 60 
W ingold, %s P a p e r  13 40

_  Meal
B olted ............................. 4 go
Golden G ran u la ted  . .  4 80

W h ea t
R ed ................................... 2 40
W hite  ................................. 2 37

O ats
M ichigan C arlo ts  . . . .  72 
L ess th a n  ca rlo ts  . . . .  75

Corn
C arlo ts  ............................. 1 69
L ess  th a n  ca rlo ts  . . .  1 74

H ay
C arlo ts  ........................... 34 00
L ess th a n  carlo ts  . . .  36 00

Food
S tree t C ar F eed  ___ 65 00
No. Corn & O at Fd . 65 00
C racked C orn ............. 67 50
C oarse Corn M eal . . .  67 50

FR U IT  JA R S 
M ason, p ts ., p e r gro. 7 60 
M ason, q ts ., p e r  gro. 8 00 
M ason, % gal. p e r  g r. 10 35 
M ason, can  tops, gro. 2 80

G E L A T IN E
Cox’s, 1 doz. la rgo  . . .  1 46 
Cox’s, 1 doz. sm all . .  90
K nox’a Spark ling , doz. 1 96 
K nox’s  A cidu’d  don. „ I N
M inute, 1 doz. ............  1 2E
M inute, 8 doz. ............  8 76
N elson’s  .........................  1 60
O xford ........................... 76
P lym ou th  Rock, P hos. 1 66 
P lym ou th  Rook, P la in  1 68 
W au k esh a  ....................... 1 62

H E R B S
Sage ................................... 12
H ops ................................... 16
Laurel Leaven ............   22
Senna Leaves ...........  46
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M I C H I G A N  T R A D E S M A N

h i d e s  a n d  p e l t s
_  .  Hid««
G reen, No. 1 ........  i t
G reen, No. 2 . .  "" * 14
Cured, No. 1 ........ .. * * * «
Cured, No. 2 ............
S a K8!t !n > Sreen, No. ' i  so 
C ajisk in , green. No. 2 28% 
C alfskin, cured , No. l  32 
Calfskin, cured , No. 2 30%
H orse, No. 1 ............. 6 00
H orse, No. 2 ............. 5 00

................. 1 «0@2 00Shearlings ..........  1 oo@2 00

Tallow
......................... @ 07

J ............................  @06
N o- 2 ............................  @05

Wool
U nw ashed, m ed..........@35
U nw ashed, fine . . . .  @30

HONEY
A. G. W oodm an’s  B rand.
7 os., p e r dos...................
16 oz., p e r doz.............. ." '4 go

HORSE RADISH 
P e r  do*. ............................  oo

JE L L Y
101b. K anak in , p e r  pall 1 40 
301b. palls, pe r p a il . .  2 50

JE L L Y  GLASSES
8 oz. capped in bbls.,

p e r doz.............................  40

M APLEIN E
2 oz. bottles, pe r doz. 3 00 
1 oz. bo ttles, p e r doz. 1 75 
16 oz. bo ttles , p e r dz. 16 50 
32 oz. bottles, p e r dz. 30 00

MINCE MEAT 
P e r  case  ......................... 4 n

MOLA8S E 8 
New O rleans

F an cy  Open K e ttle  __  68
Choice ............................... Rg
Good ...........................
S tock  ........................ , " t

H a lf b a rre ls  5c ex tra
R ed H en, No. 2 ..........  2 75
Red H en, No. 2% ___3 35
Red H en, No. 5 . . . .  3 25 
Red H en, No. 10 . . . .  3 15 
Uncle Ben, No. 2 . . . .  2 75 
Uncle Ben, No. 2% . .  3 35 
Uncle Ben, No. 5 . . . .  3 25 
Uncle Ben, No. 10 . . .  3 15 
G inger Cake, No. 2 . . .  3 10 
G inger Cake, No. 2% 4 00
G inger Cake, No. 5 . .  3 90 
O. & L. Open K ettle ,

No. 2% ......................  5 60

M USTARD
% lb. 6 lb. box . . . . . . .  80

NU TS—W hole 
Almonds, T e rrag o n a  30 
B razils, la rge  w ashed
F an cy  M ixed ................
F ilb erts , B arcelona . .  22 
P ean u ts . V irg in ia  . . . .  12 
P eanu ts, V irginia,

R oasted  ......................  14
P ean u ts , Spanish  ___  12%
W alnuts C aliforn ia  36@37 
W alnu ts, F ren ch  ..........

Shelled
A lm o n d s .......................... 55
P eanuts, Spanish,

10 lb. box ..................  15%
P eanuts, Spanish,

100 lb. bbl................... 15
P eanuts, Spanish,

200 lb. bbl................... 14%
Pecans ......................  1 00
W aln u ts  ........................  90

OLIVES
Bulk, 1 gal. kegs . .  @1 60 
Bulk, 2 gal. kegs . .  @1 35 
Bulk, 5 gal. kegs . .  @1 30
Stuffed, 5 'o z ..................  1 25
Stuffed, 14 oz................  3 00
P itted  (n o t stuffed)

14 oz............................... 3 00
M anzanilla, 8 oz.......... 1 45
Lunch, 10 oz..................  2 00
Lunch, 16 oz..................  3 25
Queen, M am m oth, 19

oz.................................... 5 50
Queen, M am m oth, 28

oz.....................................  e 75
Olive Chow, 2 doz. cs. 

p e r doz. ..................... 2 50

29

PETRO LEUM  PRODUCTS 
Iro n  B arre ls

P e rfec tio n  ..................... 11.7
Red Crow n Gasoline 23.7 
G as M achine G asoline 44.2 
V. M. & P . N ap h th a  23.7 
Capitol Cylinder, Iron

B bls.................................  39.8
A tlan tic  R ed Engine,

Iron  B bls......................  24.8
W in te r B lack, Iron

B bls................................ 14.3
Polarine, Iron  Bbls. . .  44.8

PIC K L E S
M edium

B arre ls, 1,200 coun t 12 00 
H a lf bbls., 600 coun t 6 60 
6 gallon kegs ..............  2 60

Small
B arre ls  ........................  14 00
H alf b a rre ls  ................  7 50
5 gallon kegs ............  2 80

G herkins
B a r r e l s .......................... 25 00
H alf b a rre ls  ..............  13 00
6 gallon  kegs ............... 4 50

Sw eet Sm all
B arre ls  ....................... 28 00
5 gallon kegs ............  5 00
H alf b a rre ls  ..............  14 50

P IP E S
Clay, No. 216, p e r box 
Clay, T . D. fu ll co u n t 
Cob, 3 doz. in  box . .  1 25

PLAYING CARDS 
No. 90 S team boat . . . .  2 26 
No. 808, Bicycle . . . .  3 50 
P e n n a n t ......................  3 26

POTA8H
B ab b itt's , 2 doz................ 2 75

PROVISIONS 
B arreled Pork  

C lear B ack  . .  52 00@5S 00 
S hort C ut C lr 44 00@45 00 
B risket, C lear 66 00@56 00
P i g ................................
C lear F am ily  ............  48 00

D ry S a lt M eats 
S P  Bellies . . .  31 00@S2 00

Lard
P u re  in  tie rces  . .  29@30 
Com pound L ard  24 @24% 
80 lb tu b s  . . .a d v a n c e  % 
60 lb. tu b s  . . .a d v a n c e  % 
60 lb. tu b s  . . .a d v a n c e  % 
20 lb. pails  . . .a d v a n c e  % 
10 lb. pails  . . .a d v a n c e  % 
5 lb. pails  . . .a d v a n c e  1 
3 lb. pa ils  . . .a d v a n c e  1

Sm oked M eats 
H am s, 14-16 lb. 35 @36 
H am s, 16-18 lb. 34% @85 
H am s, 18-20 lb. 33 @34 
H am , d ried  beef

se ts  ................... 87 @28
C alifo rn ia  H am s 25 @26 
P icn ic  Boiled

H am s ..............  88 @40
Boiled H am s . .  51 @62 
M inced H am s . .  22 @28 
Bacon ................... 89 @52

S ausages
Bologna ........................... 13
L iver ............................... 12
F ran k fo rt ....................  19
F o rk  ......................  14 @15
V eal ............  11
T ongue ........................  u
H eadcheese ................... 14

Boneless ........  26 00@27 00
Rum p, new  . .  30 00 @81 00

P ig ’s  F ee t
% bb ls .............................  1 76
% bbls., 40 lbs..............  3 40
% bb ls.............................  9 00
1 obi................................. 16 06

T ripe
K its, 15 lbs........................  90
% bbls., 40 lbs................1 60
% bbls., 80 lbs............  3 00

C asings
Hogs, pe r lb ................. 60@65
Beef, round se t ___  19@20
Beef, m iddles, se t . .  45@55 
Sheep ........ .......... 1 15 @1 35

Uncolored O leom argarine
Solid D airy  ............... 28@29
C ountry  Rolls .............S0@31

C anned M eets 
Corned Beef, 2 lb. . .  6 60 
Corned Beef. 1 lb. . .  4 70
Roast Beef, 2 lb ...........6 60
R oast Beef. 1 lb ...........4 70
P o tted  M eat, H am

Flavor, %s ..............  W
P o tted  M eat, H am

Flavor. % s .................  90
D eviled M eat, H am

Flavor. %s ................... 55
. Deviled M eat,

F lavor, H e ..............  I N
Deviled Tongue, %s . .  1 80 
Deviled Tongue. %s . .  3 10

RICE
F an cy  ......................  @10%
Blue Rose ..........  9%@ 9%
Broken ........ ...............

ROLLED OATS
M onarch, bbls................. 7 75
Rolled Avena, bbls. . .  8 00 
S teel C ut, 100 lb. sks. 5 00 
M onarch. 100 lb. sks. 4 25 
Q uaker, 18 R egu lar . .  1 85 
Q uaker. 20 F am ily  . .  5 20

SALAD DRESSING

Columbia, % p in t . . . .  2 25 
Columbia, 1 p in t . . . .  4 00 
D urkee’s la rg e  1 doz. 5 26 
D urkee’s  m ed., 2 doz. 5 80 
D urkee’s P icnic, 2 doz. 2 75 
Snider’s, la rg e  1 doz. 2 40 
S nider's, sm all, 2 doz. 1 48

SA LERA TU S

P acked  60 lbs. in box. 
A rm  and  H am m er . .  8 28 
W yando tte , 100 % s . .  8 00

SAL 8 0 DA
G ranulated , bbls...........1 96
G ranu lated , 100 lbs. cs. 2 10 
G ranulated , 868 pkgs. 2 26

SALT 
Solar Rock

56 lb. sacks  ......................  62
Common

G ranulated , F ine  . . . .  2 10
M edium , F ine  ..............  2 20

SA L T FISH  
.  Cod
L arge, w hole ........  @16%
Sm all, w hole ..........  @16
S trip s  o r b ricks . .  20® 23 
Pollock ......................  @14

H olland H erring
S tandards , bbls...........
Y. M„ bbls....................
S tandard , k e g s ..........
Y. M. kegs ................

H erring
Full F a t  H erring , 860

to  400 c o u n t ..........
Spiced, 8 lb. pails  ......... 05

T ro u t
No. L  100 lbs...............
No. 1, 40 lbs...................
No. 1, 10 lbs..................
No. 1, 3 lbs......................

M ackerel
M ess, 100 lbs............... 25 00
M ess, 50 lbs..................... 18 25
M ess, 10 lb s ..................  2 95
Mess, 8 lbs ................... 2 30
No. 1, 100 lb s ..............  24 00
No. 1, 50 lbs...............  12 75
No. 1, 10 lbs...................  2 80

L ake  H erring  
8 lbs...........................

SE ED S
Anise ..............................  45
C anary, S m y r n a .......... 28
C araw ay  ........................  85
Cardom on, M alabar 1 20
Celery ............................  65
Hem p, R u ssian  . . . . . .  12
Mixed B ird ................... 12%
M ustard, w h ite  ..........  40
Poppy ............................. go
R ape ................................  18

SHOE BLACKING 
H andy  Box, la rg e  8 ds. 8 60 
H andy  Box, sm all . .  I  16 
B ixby’s Royal Polish  1 20 
M iller’s Crown Polish 90 

SN U FF
Sw edish Rapee, 10c 8 fo r  64 
Swedish Rapee, 1 lb. gls 60 
N orkoping, 10c, 8 fo r ..64 
N orkoplng, 1 lb. g lass  . .  60 
Copenhagen, 10c, 8 fo r 64 
Copenhagen, 1 lb. g lass  60

SOAP
Jam es  S. K irk  A  Com pany 
A m erican  Fam ily , 100 6 00 
J a p  Rose, 50 cakes . .  4 00 
W hite  F lake, 100 . . . .  6 40

L au tz  Bros. A  Co. 
Acme. 100 cakes . . . .  5 00 
B ig  M aste r 100 blocks fi 00 
Climax, 100s and  120s 5 00 
Queen W hite , 100 cks. 5 00 
O ak Leaf. 100 cakes . .  5 00 
Queen Anne. 100 cakes 5 00 
L au tz  N aph tha, 100s 5 90

P ro c to r & G am ble Co.
Lenox ............................  5 60
Ivory, 6 oz......................  6 00
Ivory, 10 oz...............  10 00
S ta r  ..................................  4 80

Sw ift & Com pany 
S w ift’s P ride, 100, 8 oz. 5 50 
W hite  L aundry , 100 8

oz............................  5 65
W ool, 24 bars , 6 oz. ..1  40 
Wool. 100 bars, 6 oz. 6 00 
Wool, 100 bars, 10 oz. 10 00 
Classic, 100 bars, 8 oz. 5 25

T radesm an  Com pany 
B lack H aw k, one box 3 75 
B lack H aw k, five bxs. 3 70 
B lack H aw k, ten  bxs. 3 65 

Box con ta in s 72 cakes. I t  
is a  m ost rem arkab le  d irt 
and g rease  rem over, w ith 
out in ju ry  to  th e  skin.

Scouring Pow ders
Sapolio. g ross lo ts  ___ 9 50
Sapolfo, h a lf  gro. lo ts 4 85 
Sapolio. single boxes 2 40
Papolio. hand ..............  2 40
Queen A nne. 30 cans 1 80 
Queen Anne, 60 cans  3 60 
Snow Maid. 30 cans  . .  1 80 
Snow M aid, 60 cans . .  3 60

W ashing Pow ders

Snow Boy, 100 pkgs. . .  5 00 
Snow Boy. 16 pkgs. 14 oz. 
Snow Boy, 24 pkgs. . .  4 75 
Snow Boy, 20 pkgs. . .  5 15

Soap Pow ders

Johnson ’s F ine, 48 2 6 76
Johnson ’s  XXX 100 . .  6 75
R ub-N o-M ore ................  5 00
N ine O’Clock ................  4 25
L au tz  N ap h th a , 60s . .  3 45 
O ak L ea f Soap Pow der,

24 pkgs. ........................ 4 75
O ak L ea f Soap Pow der.

100 pkgs........................  5 00
Queen A nne Soap P ow 

der, 60 pkgs....................2 90
Old D utch  C leanser,

100« ................................  4 00

SODA
Bl Carb, K egs ..........  |%

SPICKS 
W hole Splcee 

Allspice, J am a ic a  . .  @12 
Allspice, Ig. G arden O i l  
Cloves, Z anzibar . .  @42 
C assia, C an ton  . . . .  @26 
C assia, 6c pkg. do*. @88 
Ginger, A frican  . . . .  @16 
Ginger, Cochin . . . .  @20
M ace, P e n a n g ..........  @90
Mixed, No. 1 ..........  @17
Mixed, No. 2 ............  «16
Mixed, 5c pkgs. d*. @48 
N utm egs, 70-8 . . . .  @50 
N utm egs. 105-110 . .  @45
Pepper, B lack ..........  @27
Pepper, W hite  .......... @40
Pepper, C ayenne . .  @22 
P aprika , H u n g arian

P u re  G round In Bulk 
Allspice, J am a ic a  . .  @16 
Cloves. Z anzibar . .  @50 
C assia, C anton  . . . .  @82
Ginger, A frican  ____ @25
M ace, P en an g  ........  @1 66
N utm egs ..................  @45
Pepper, B l a c k ..........  @30
Pepper. W h ite  ..........  @62
Pepper, C ayenne . .  @86 
P aprika , H u n g arian  @46

STARCH
__ Com
K lngsford, 40 lbs. . .  9%
H uzzy, 48 lib . pkgs. 9%

_ K lngsford
Silver Gloss, 40 lib . . .  6% 

Gloss
Argo, 48 6c p k g s .......... 2 46
Silver Gloss, 16 Slbs. . .  9% 
Silver Gloss. 12 61bs. . .  6%

M uzzy
Í® H i- P*<*agea .......... 9%
16 81b. packages .......... 9%
12 61b. packages .......... 9%
60 lb. boxes .............     6%

SYRUPS
Corn

B arre ls  ..............................  75
H alf b a rre ls  ..................
B lue K aro, No. 1%,

2 doz. ..........................  3 10
Blue K aro, No. 2, 2 dz. 3 60 
Blue K aro, No. 2%, 2

doz.................................. 4 70
Blue K aro, No. 5, 1 dz. 4 65 
Blue K aro , No. 10, %
_  doz.................................. 4 40
Red K aro, No. 1%, 2

doz.................................. 3 25
Red K aro, No. 2. 2 dz 4 15 
Red K aro, No. 2% 2 dz. 5 00 
Red K aro , No. 5, 1 dz. 4 85 
Red K aro , No. 10 % 

doz.................................. 4 60

P u rs  Cane
F a ir  ..................................
Good .................................OhnW

TA B LE 8AUCES
H alford, la rge  ..............  3 75
H alford , sm all ..........  2 26

TE A
Uncotored Jap an

M edium  ..................... 34@38
Choice ......................... 35@38
F an cy  ......................... 45 @55
B ask e t-F ired  M ed’m 
B ask e t-F ired  Choice 
B ask e t-F ired  Fancy
No. 1 N ibbs ................  @45
Siftings, bulk  ............  @21
Siftings, 1 lb. pkgs. @23

G unpow der
M oyune, M edium  . .  35@40 
M oyune, Choice . . . .  40@45

Young Hyson
Choice ........................  35@40
F ancy  ........................  50@60

Oolong
Form osa, M edium  . .  40@45 
Form osa, Choice . .  45@50 
Form osa, F an cy  . .  55@76

English B reak fast 
Congou, M edium . .  40@45 
Congou, Choice . . . .  46@50 
Congou, F an cy  . . . .  50@60 
Congou, Ex. F an cy  60@80

Ceylon
Pekoe, M edium . . . .  40@45 
Dr. Pekoe, Choice . .  46@48 
F low ery  O. P . F an ey  66@60

TW IN E
C otton, 3 ply cone . . . .  60 
Cotton, 3 ply balls . . . .  66 
H em p, 6 p l y .........................26

VINEGAR
W hite  W ine, 40 g ra in  20 
W hite W ine, 80 g ra in  25% 
W h ite  W ine 100 g ra in  28
O akland V inegar & Pickle 

Co.’s B rands
O akland apple c ider . .  35 
Blue Ribbon Corn . . . .  25 
O akland w hite  picklg 20 

P ack ag es  no charge.

W ICKING
No. 0, p e r g ross ............. 60
No. 1, pe r g ross ............  70
No. 2, p e r g r o s s .......... 1 00
No. 3, p e r g r o s s .......... 1 75

W OODENW ARB
B askets

Bushels, wide band,
w ire  hand les ............  2 15

B ushels, w ide band,
wood hand les ..........  2 25

M arket, drop hand le  . .  85
M arket, single handle  90
Splint, la rge  ..............  8 00
Splint, m edium  ..........  7 25
Splint, sm all ..............  6 75

B u tte r P la tes  
W ire  E nd

% lb., 250 in c ra te  . . . .  55
1 lb., 250 in c ra te  ........ 65
2 lb., 250 in c ra te  .............75
3 lb., 250 in  c ra te  ............. 90
6 lb., 250 in c ra te  . . . .  1 26

C hurns
B arrel, 5 gal., each  . ,  2 40 
B arrel, 10 gal. each  . .  2 55

Clothes Pina 
Round H ead

4% inch, 5 g ross . . . .  1 50 
C artons, 20-36s, b o x .. 1 70

Egg C rataa  and Pillar* 
H u m p ty  D um pty, 12 dzi 24
No. 1 com plete ..............  60
No. 2 com plete ..............  40
Case, m edium , 12 se ts  1 80

F au ce ts
Cork lined, 3 in ................ 70
Cork lined, 9 in ...............80
Cork lined, 10 in .................90

Mop S ticks
T ro jan  sp ring  ............  1 60
E clipse  p a te n t sp ring  1 60
No. 1 com m on ..........  1 60
No. 2, p a t. b ru sh  hold 1 60
Ideal. No. 7 ..................  1 60
12oz. co tton  mop heads 3 10

Palls
10 qt. Galvanized . . . .  3 40 
12 qt. G alvanized . . . .  3 75
14 qt. G alvanized ___ 4 25
F ib re  ..............................  9 75

Toothpicks
Ideal ................................  85

T rap s
Mouse, wood, 4 holes . .  60 
Mouse, wood, 6 holes . .  70 
M ouse, tin , 6 holes . . . .  66 
R at, wood ..........................  80

W RA PPIN G  PA PE R  
F ibre, M anila, w hite  5% 
F ibre, M anila, colored
No. 1 F ib re  ..................  7%
B u tch ers’ M anila  . . . .  6%
K ra ft ..............................  11%
W ax B u tte r, sh o rt c ’n t 20 
P a rch m ’t  B u tte r, rolls 22

YEAST CAKE
M agic, 3 doz. ..............  1 18
Sunlight, 3 dos..............1 96
Sunlight, 1% doz........... 60
Y east Foam , 3 dos. . .  1 16 
Y east Foam , 1% dos. 16

YEAST—COM PRES8ED 
F leischm an, per doz. . .  24

SPECIAL 
Price Current

A X LE GREASE

R at, sp rin g  ............

T ubs
^ 0. 1 F ib re  ............ . . 4 2
No. 2 F ib re  .......... . .  38
No. 3 F ib re  .......... . .  33
L arge  G alvanized ..  
M edium  G alvanized 
Sm all Galvanized ..

W ashboards
B anner Globe ............
B rass, Single ............
G lass, Single ............
Double P eerless  . . . .
Single P ee rle ss  ........
N orthern  Queen . . . .
Good Enough ............
U niversal ................ .

W indow C leaners

12 00 
10 00 

9 00

5 25 
7 75
6 00 
7 75 
6 75 
6 25 
6 25 
6 25

KITCHEN
KLENZER

80 can  cases, $4 p e r case

P E A N U T  BU TTER

Bal-Car-M o B rand 
6 oz. 1 doz. in case  . .
12 oz. 1 doz. in case  . .
24 1 lb. pails ..............  6 00
12 2 lb. pails ..............  4 50
5 lb. pails, 6 in c ra te  5 00
10 lb. pails ..................  17
15 lb. pails  ....................  16%
25 lb. pails  ................... 15%
50 lb. tin s  ......................  15

SALT
Morton’« Balt

12 in. 1
14 in. . 1
16 in. f

Wood Bowla
13 in. B u tte r  ............ . 1
15 in. B u tte r ............ . 7
17 In. B u tte r  .......... . 8
19 in. B u tte r  ............ .11

P e r  case, 24 2 lbs. 
F ive  case  lo ts  . .

1 80 
1 70



so M I C H I G A N  T R A D E S M A N A pril 9, 1919

My Experiences With Kodaks As a 
Side Line.*

In  the  e igh t or n ine y ears  I have been 
assoc iated  w ith  th e  d ru g  business ko
daks  have been o u r p rinc ipa l sideline 
an d  I  can  a ssu re  you th a t  I consider 
i t  a  very  in te re s tin g  and  lu c ra tiv e  d e 
pa r tm en t for a  d ru g  store .

W hen  I  f irs t cam e in to  o u r s to re  we 
had  been hand ling  kodaks fo r a  num ber 

years, bu t no p a rtic u la r  ad v ertis in g  
had been done and  no one had  ev er 
devoted th e  a tte n tio n  to  th e  line th a t  
I did in th e  fu tu re  a lthough  a t  th a t  tim e 
w e enjoyed a  nice business in pho to 
g rap h ic  supplies.

As soon a s  I cam e in to  th e  business, 
c o n stan t assoc iation  w ith  th e  selling  of 
kodaks and  accessories, coupled w ith  m y 
boyhood a tte m p ts  a t  pho tog raphy  w ith  
one of th e  old sty le  m agazine plate 
cam eras , gave m e som eth ing  of an  in 
s ig h t in to  th e  possib ilities o f th e  line, 
and  I so rt of took it  upon m yself to  look 
a f te r  th is  d ep artm en t an d  to  see if our 
business could no t be increased .

In  thi3 p ap er I  shall endeavor to  
give you a  sh o rt h is to ry  of th e  m ethods 
we used in  developing o u r d ep artm en t 
and  shall ta lk  of new spaper ad v ertis in g  
w indow  advertis ing , developing and  
p rin tin g  and  service.

I only re g re t th a t  I  am  unable to  give 
you m ore definite s ta tem e n ts  and  show 
you ac tu a l figures of th e  increases  in ou r 
business a long th is  line d u rin g  th e  y ears  
w e have been devo ting  special efforts in 
th is  d irection , b u t I  am  forced to  deal 
in generalities, a s  w e have no t kep t 
o u r kodak sales and  inven tories  sep a ra te  
from  our g en eral to ta ls . H ow ever, I can  
a ssu re  you th a t  ou r business h as  grow n 
rem arkab ly  and  re su lts  have been g ra ti-  
ly in g  and  I  will v en tu re  to  say  th a t  
th e re  is less dead s tock  in th is  d e p a r t
m ent th a n  m ost an y  o th e r  in ou r 3tores, 
fo r i t  seem s th a t  no m a tte r  how poor 
som e p u rchase  m ay  seem , u ltim a te ly  
som eone com es along w ho will be in 
te re s ted  in th e  p a rtic u la r  th in g  o r th in g s  
you m ay th in k  w orth less. I had  th is  
po in t illu s tra ted  to  m e only th e  o th e r 
n ig h t w hen a  fellow go t me on th e  
phone a t  m y hom e abou t 11:30 p. m „ ex 
p la in ing  th a t  he  w as ju s t  pass ing  
th rough  th e  c ity  and  rem em bered  th a t  
I had  an  old kolios s h u tte r  from  w hich 
th e  lenses had  been rem oved and  m aking 
me a n  offer fo r it. Of course, it is 
now his, b u t I had  considered it  a  p e r
p e tu a l h a b ita n t of our kodak stock. And 
so it  goes som eone is a lw ays tu rn in g  
up w ho is in te res ted  in m ost every th ing  
p e rta in in g  to  a  kodak.

1 *0  ̂ ta k e  up th e  m a tte r  of advertis ing : 
O utside of th e  use o f our w indow s and  
occasional spasm odic uses of bill boards 
an d  s tre e t  cars  a s  ad v ertis in g  m edium s 
o u r efforts have nearly  all been th ro u g h  
th e  new spapers and, a s  we have had  b u t 
one p ap er in ou r c ity  m ost of th e  tim e, 
ou r ad v ertisem en ts  have appeared  in th is  
one a lm ost exclusively.

W hen  w e first s ta r te d  ad v ertis in g  no 
d ru g  s to re  in  o u r c ity  w as  u s ing  an y  
new spaper space fo r th e ir  own copy.

W e s ta r te d  w ith  th e  ad v ertis in g  of 
kodaks ab o u t seven o r e ig h t m onths 
a f te r  m y in itia tio n  in to  th e  business 
using  a  space of tw o  colum ns w ide by 
six  to  e ig h t inches long tw ice weekly. 
Being new  a t  ad v ertis in g  I go t m y ideas 
fo r copy from  th e  general kodak adver- 
using: running* in th e  m agazines and 
revam ped such of th e ir  s tu ff a s  I could 
use, using  cu ts  supplied so bountifu lly  
by th e  kodak com pany fo r illu s tra tions .
1 would call th is  s ty le  suggestive  d isp lay  
advertis ing . T o u r illu s tra tio n  and  ta lk  
13 d irec ting  th e  re a d e r’s  a tte n tio n  to  the  
enjoym ent, p leasure  o r usefu lness of a  kodak.

A fter a  few w eeks o r m onths w ith  
adv ertisem en ts  of th is  c h a ra c te r  a p p ea r- 
ing tw ice a  week, c rude  though  th ey  
'JYduid likely a p p ea r to  a  reg u la r ad v er
tis in g  m an, we began to  g e t re su lts  O ur 
kodak d ep artm en t s ta r te d  g row ing and  
h as  been responding in a  m easu re  over since.

A t d ifferen t tim es d u ring  th e  y ears  we 
nave been doing  new spaper ad v ertis in g  
we have varied  ou r ta c tic s  som ew hat. W e 
have used  3mall space, say  one column 
by four o r five inches every  day  som e
tim es u sing  a  s e t cu t w hich would be 
m bold re lie f fe a tu rin g  th e  word kodak 
and our nam e only.

In a ll ou r adv ertisem en ts  kodaks have 
not a lw ays been th e  exclusive sub jec ts  
for we have tak en  a  fling a t  one cen t 
sales and  special sales w here  price would 
be the  a ttra c tin g  fea tu re . B u t conduct
ing o u r business in a  c ity  w here  all 
d ru g g is ts  a re  agreeab ly  inclined to  get 
th e  price to  w hich th ey  see ju s tly  en titled  
fo r w ell-know n b ran d s  of m erchand ise  
w e  have found th a t  we hav en ’t  m uch 
of a  leverage fo r a t tra c tin g  a  re ad e r 
to  our copy w here price is th e  consid
era tion . T h a t le ft us qua lity  goods and  
serv ice a s  ou r pu lling  pow er and  I th ink  
no o th e r line w hich w e c a rry  so ex 
em plifies qu a lity  a s  does kodaks, fo r it 
is a  w ell-know n fa c t th a t  th e  K odak 
Com pany h as  le ft no stone u n tu rned  to  
m ake its  p roducts  th e  best possible to  
produce.

P e rh ap s  it  is th is  fa c t th en  th a t  h as  
caused  us to  devote such  a  la rge  per-

^ n p e r  read  a t  an n u al convention  of 
th e  M ichigan S ta te  P h a rm aceu tica l As- 
sociation  by Glen Robinson, of Lansing .

cen tage  o f ou r ad v ertis in g  to  th ese  goods.
R everting  th e n  to  th e  d ifferen t s ty les  

of ad v ertisem en ts  we have u sed ; by  th e  
va rious  ro u te s  we have a rriv ed  a t  th e  
use o f ab o u t tw en ty  to  th ir ty -s ix  inches 
in one ad v ertisem en t p e r week.

P e rh ap s  th is  co n cen tra tion  in to  one 
ad v ertisem en t p e r w eek can  be laid up 
to  laziness o r  indisposition  or w h a t not. 
A t an y  ra te  th a t  is rough ly  our p resen t 
schem e.

T he po in t w e have aim ed  a t  h as  been 
d is tinc tive  copy. S om ething  th a t  will 
s e t  ou r ad v ertisem en t o u t from  th e  re s t 
and  of m ost papers  a re  c a rry in g  as  large 
a  percen tage  of ad v ertis in g  to  th a t  of 
new s a s  the  p ap er we use th is  is a s  an  
essen tia l. For, try  a s  we m ay to  m ake 
o u r ad v ertisem en t prom inen t, I som e
tim es have to  look th e  p ap er over s e v 
era l tim es before finding it. An ex p eri
ence o f th is  k ind  a lw ays b rings to  my 
m ind the  reflection  w h a t a  tim e th e  fe l
low we a re  try in g  to  reach  h as  to  find 
th a t  ad v ertisem en t and  read  it w hen he 
has no know ledge of i ts  being, illu tra t-  
ing  forcibly th e  need fo r com m anding 
copy.

The s ty le  of ad v ertisem en t we now 
use h as  abou t one inch of w h ite  paper 
a round  th e  whole th ing , th a n  a  one- 
q u a r te r  inch b lack  fram e  so to  speak 
in to  w hich a re  inserted  by  b reak ing  th is  
band, th e  illu s tra tio n  and  nam e cut, 
w hich doe3 no t have th e  firm ’s full s ty le  
so to  speak  a s  th a t  is too long b u t sim ply 
R obinson’s fo r i t  is by th is  nam e ou r 
custom ers speak  of an d  know ou r sto res. 
O ur sales ta lk s  a re  u sually  in p a ra 
g rap h s  o r sub jec ts , well sep a ra ted  by 
w hite  space, y e t a ll firm ly bound to 
g e th e r by th e  b lack  band  fo rm ing  the  
fram e to  o u r ad v ertisem en t 

If th e re  is an y  value in th is  s ty le  of 
ad v ertis in g  I  owe th e  idea to  a  live 
ad v ertis in g  m an who w as assoc iated  
w ith  ou r people a  few  y ears  ago. He, 
of course, w as a  cam era  fiend and  we 
becam e w arm  friends and, in lay ing  m y 
ad v ertis in g  problem s before him, I soon 
scen ted  a  chance to  pa3s a  portion  o f th is  
on to  som eone else and. a s  you m ay  well 
guess w ith  one’s m any  o th e r  du ties, it 
w as a  w elcom e pass.

T h is  young m an  of w hom  I speak  
s ta r te d  us on th is  cam paign. H e used 
tw en ty  to  th ir ty -s ix  inches of space 
once a  week, using  a  g re a t v a rie ty  of 
copy, in th e  suggestions th a t  would ge t 
th e  kodakers o u t of doors by  foot or 
m o to r and, of course, c re a te  a  desire 
m  th e  u n in itia ted  to  go to  R obinson’b 
and  get a  kodak and  follow su it. Som e- 
tim es o u r topic  would be th e  proposed 
v is it of a  c ircus o r th e  kodak ing  of a  
celebration  th a t  w as to  be s tag ed  o r  an y  
p a rtic u la r  happen ing  th a t  would afford 
good in te re s tin g  su b jec ts  and  tend  to  
localize o u r advertis ing .

I recall one series  of ad v ertisem en t 
w e used sh o rtly  a f te r  w e w en t in to  th e  
w ar. W e borrow ed a  n um ber of pho to- 
g rap h s  from  th e  S ta te  H is to rica l Society 
w hich w ere  tak en  a t  th e  tim e of the  
civil w a r by  th e  fam ous B rady , th e  civil 
w a r pho tographer. W e had  cu ts  m ade 
from  th ese  pho tog raphs and  inserted  
th em  in th is  b lack  fram e to  ou r a d v er
tis e m en t and  you can  read ily  im agine 
th a t  th e se  old tim e p ic tu res  would n a t 
u ra lly  com m and som e a tte n tio n  and  if 
th e  re ad e r looked fu r th e r  w e had  a  sh o rt 
concise ta lk  calling  a tte n tio n  to  the  
fac t th a t  p ic tu res  a t  th e  tim e of th e  
civil w a r  w ere h a rd  to  g e t and  m ost 
people p a rted  from  th e ir  friends  w ithou t 
a  likeness such  as  anyone could easily  
ta k e  to -d ay  of th e ir  d ep artin g  soldiers.

W e laid especial s tre ss  on th e  case  
an d  sim plic ity  of kodak ing  and, of 
course, a  libera l m ention  of th e  fa c t 
th a t  a t  ou r s to res  th ey  could g e t ready  
help o r solu tion  of an y  pho tograph ic  
problem .

I have show n such  ad v ertisem en ts  a s  
I have tried  to  p ic tu re  to  you to  a d 
v e rtis in g  salesm en. They, of course, a t  
° i ? e , c^ 'tic ised  th e  ad v ertisem en ts  and  
objected  to  th e  use  of so m uch w hite  
space, b u t I  consider th i3 a n  im p o rtan t 
p a r t  of an  ad v ertisem en t in w hich  you 
a re  d raw in g  th e  re a d e r’s  a tte n tio n  to  a  
q u a lity  a rtic le .

I  have  su b m itted  such  ad v ertisem en ts  
to  th e  K odak Co., know ing th a t  i t  had  
com peten t m en in its  ad v ertis in g  de- 
p a rtm en ts , and  I  have had  th e  approval 
and  favorab le  com m ent of no less a  p e r
sonage th a n  its  ad v ertis in g  chief.

In  th is  connection  I  would like to  m en
tion  th a t  no t long ago w e w ere  con
tem p la tin g  th e  sign ing  of a  new  s tre e t 
ca r  ad v ertis in g  c o n tra c t a t  a  consid
erab le  increase  in ra te . I  w an ted  som e 
advice on th e  relative, m e rits  of th is  
and  new spaper ad v ertis in g  a s  app ly ing  
to  ou r c ity  of abou t 50,000 people. A gain  
I w a s favored  w ith  a  rep ly  from  K a s t
m an s ad v ertis in g  ch ief to  th e  effect 
th a t  he considered  new spaper space 
m uch m ore desirab le  from  ou r p o in t of 
v ie w  and  th a t  a  do llar sp en t in  new s
papers  w a3, in h is  opinion, w o rth  severa l 
spen t in cars.

Of course, th e  ideas I  have tried  to  
o u t will, I  believe, be applicable 

and  beneficial to  a  m erch an t in  a  c ity  
som eth ing  of th e  size of L an sin g  o r in 
a  sm aller com m unity, b u t a s  to  the  
la rg e r cen ters  th a t  again  is a n  en tire ly  
d ifferen t problem

No m erchan t, in m y opinion, should 
tak e  up new spaper ad v ertis in g  w ith  th e  

w *th th e  hope of say in g  th a t  
a f te r  th e  c ircu la tion  of a  p a rtic u la r  o r

even a  series  of ad v ertisem en ts . “ T here, 
I  have  my m oney back and  a  n ice profit 
besides.” A dvertising , un fo rtu n a te ly , is 
no t a s  definite a s  th a t. I t  tak e s  w eeks, 
m onths and  y ears  of appearances, w ith  
change o f copy n early  every  tim e, p e r
haps, before one could say  a s  m uch as  
th a t, and  th en  yo u r s ta tem e n ts  would 
be like m ine—m ore o r less hazy. B u t I 
believe m ost of you w ho have tried  will 
ag ree  w ith  m e th a t  i t  pays, a lthough  
you can n o t te ll exac tly  w hy o r  how 
m uch.

As to  w indow  ad v ertis in g : T h a t p ro b 
ab ly  should dem and  th e  m ost a tte n tio n  
and  I know  in  ou r case  it  does no t r e 
ceive n early  enough.

To confine m yself to  kodak w indow s 
I will say  th a t  ou r s to re s  use  one of ou r 
w indow s alm ost every  day  in th e  y ea r 
to  d isp lay  kodaks. A nd it  is no t often  
th a t  ou r d isp lays a re  g o tten  up w ith  
th a t  n ice ty  of perfection  so o ften  sug 
gested  in o u r sa le s  books and  trad e  
m agazines. H ow ever, we m anage to  d is 
p lay a n  a sso rtm en t of kodaks and  often 
confine ourselves to  one size and  price 
in one w indow  a t  one tim e, b u t not 
often.

I am  a  firm  believer in th e  m ark ing  
of goods on d isp lay  in  show  windows, 
especially  th e  m odera te  priced  kodaks 
and  cam eras  say  up to  $30. I t  is re 
g re ttab le  th a t  th e  c o n stan t change of 
p rices m akes th is  som ew hat difficult a t  
th e  p re sen t tim e an d  th e  K odak  Co has 
not been  supp ly ing  its  usually  n e a t de
scrip tive  price  card s  fo r each  cam era  
th ey  sell. Consequently , th e  cam eras  in 
our w indow  have been  qu ite  d e s titu te  
of card s  of la te .

I believe if one h as  th e  tim e, o r  will 
ta k e  th e  tim e and  h a s  th e  ability , th a t  
th e  w indow  th a t  has few  goods in it 
like th e  ad v ertisem en t th a t  h as  few  b u t 
effective w ords and  suggests  som eth ing  
to  th e  person who sees it e ith e r com 
p ac tn ess  p leasu re  to  be derived  th e re 
from  o r usefu lness h as  a  punch th a t  
should no t be overlooked.

W ith o u t a  doub t th ese  w indow s are  
best, b u t a re  less u sed  th a n  th o se  h a v 
ing  a  m iscellaneous display.

W e, no doubt, a ll of u s w ho  sell 
kodaks have had  th e  experience o f h a v 
ing a  cu sto m er come up and  ask  to  see 
a  groflex cam era  w hich vou have  picked 
o u t of w h a t you would te rm  a  poorly 
trim m ed  window, have i t  explained  to  
him , and  a f te r  you have g en tly  slipped 
him  th e  price, say  he w ould ta k e  it, and  
upon you r recovery  from  th e  shock and 
w hen th e  m oney w as all ru n g  up  and 
safe  you have w ondered how  it  all h a p 
pened. A fte r th e se  experiences I  have 
gone o u t and  looked a t  th e  w indow  and 
w ondered how he could ev er have picked 
it  out. Such a  p rospect is ripe  and  
m u s t have been sold before he g o t in 
you r c lu tches  o r a t  le a s t 99 p e r cen t 
sold.

Of all th e  valuab le  w indow  helps we 
have used I  consider th e  use  of p rin ts  
tak en  from  ou r daily  ru n  in th e  develop
ing and  fin ish ing  d ep ar tm e n t th e  m ost 
valuable. W e have  used  lite ra lly  th o u 
sands  of such  p rin ts . W e s tick  them  
on panels w hich form  a  background or 
p a r t  of o u r display. A gain  th e  sm all 
c ity  o r com m unity  com es in. A lm ost 
everyone know s everyone else and  th ey  
te ll so and  so I  saw  vo u r p ic tu re  in 
R obinson’s  window. T h is is ad v ertis in g  
fo r you, un less of course  i t  is  a  p ic tu re  
of a  m arried  m an  w ith  a n o th e r m an ’s 
wife. Then, of course, it  is ad v ertis in g  
fo r him  and  he likely will h a s ten  down 
and  re q u e st i ts  im m edia te  rem oval. 
H ow ever, w ith  all ou r experience in w h a t 
m igh t on th e  su rface  seem  a  dangerous 
expedient, w e have  s tru ck  b u t one or 
tw o cases w here  people objected  to  th e  
use o f th e ir  p ic tu res  an d  these , of course 
we w ere m ore th a n  pleased to  remove! 
exp la in ing  th e  w ay  w e selected  them , 
because  of th e ir  excellence, com plim ent
ing  them  on th e ir  w ork a t  th e  sam e 
tim e.
i ^®il r n??p e r*ences have a ll gone to  prove 
th a t  999 people o u t o f every  1,000 like 
to  see th e ir  p ic tu res  in ou r windows.
I t  is s im ply  h um an  na tu re , a s  evidenced 
in  a  g re a t m a jo rity  of hum ans a s s e r t 
ing  itse lf in  th a t  th ey  enjoy  being 
pho tog raphed  and, a s  we find* enjoy 
h av ing  th e ir  p ic tu res  displayed.

Of course, only a  very  sm all p e rcen t
age of th e  p ic tu re s  w e hand le  we se 
lected—th e  b e tte r  ones, of course, and 
from  o u r po in t of view  those h av ing  the  
g re a te s t num ber of people in  them . ■

W hen  th e re  is a  pa rad e  of in te re s t or 
som eth ing  ou t of th e  o rd ina ry  going  on 
w e endeavor to  have p ic tu res  m ade and  
th e se  d isp layed in ou r w indow s a s  soon 
a f te r  th e  e v en t a s  possible. In  such 
cases w e usually  have th e  negatives 
num bered , so th a t  selections m ay  be 
m ade by  anyone looking in  th e  window 
a n d  th e ir  o rd e r le f t fo r an y  p ic tu re  th ey  
m ay  desire.

W e find th a t  people a re  a ttra c te d  e s 
pecially  to  th e  p ic tu res  in  w hich  th ey  
a p p ea r if th e y  a re  only  in th e  p ic tu re  
by  acciden t. T h is  so rt o f w indow  a d 
v e rtis in g  is, I  believe, th e  g re a te s t we 
have y e t tr ied  fo r build ing  up  a  fin ish
ing  d ep artm en t. I have observed th is  
s tim u la tio n  of th e  fin ish ing  business in 
o u r new  s to re  w hich we acqu ired  a  few 
y e a rs  ago an d  in w hich we have built 
up a  b ig  business, a lthough  kodaks have 
n o t been carried  n early  so long in th is  
place a s  in  o u r o lder location 

T he  fac t th a t  we do a  la rg e r am oun t

of developing a t  th e  new er place I  a t 
tr ib u te  in a  large p a r t  to  th e  co n stan t 
u se  of th ese  p rin ts  of local people d is 
played in ou r w indow s, fo r th is  w indow 
w ork  h a s  been ca rried  on m ore co n sis t
en tly  a t  th is  s to re .

W e a re  g re a t on m aking  trad e s  on 
cam eras  and  kodaks a t  our s to res  for 
tw o reaso n s; first, i t  changes a  kodaker 
from  a  dead  one to  a  live one, fo r the  
person  seek ing  th e  tra d e  4s u sually  d is 
satisfied  w ith  th e  old m achine, generally  
no t u s in g  i t ;  secondly, it  g ives us an  
a sso rtm e n t of c am eras  w hich w e can 
polish an d  p a in t up, p u t in th e  w indows 
w ith  descrip tive  card s  and  show  a  very 
m a te ria l reduction  from  th e  o rig inal 
price. In  o th e r  words, w e can  hold a  
sale  o f second-hand  an d  shop w orn 
cam eras. I believe th e se  sa le s  a re  
g re a t tra d e  s tim u la to rs . M any people 
becom e in te re s ted  in p ic tu re  ta k in g  in 
th is  m an n e r th a t  you m igh t n o t have 
sold a  new  kodak  to  in a  long tim e. 
Besides, it  affords a  fine opp o rtu n ity  to 
keep your s tock  clean  of an y  b u t th e  
c u rre n t m odels fo r like autom obiles, 
cam eras  in o rd in a ry  tim es a re  c o n s ta n t
ly being changed.

As to  developing and  p rin tin g : I  b e 
lieve i t  is b est fo r anyone if sa tis fac to ry  
a rran g em en ts  can  be m ade to  conduct 
hi3 ow n d ep artm en t. One th in g  is c e r
ta in , if one is doing qu ite  a  la rge  volum e 
of business th e  hand ling  of such  a  d e 
p a rtm e n t en ta ils  a  lo t o f e x tra  w ork and  
w orry, because I find th a t  m ost people 
w ho a re  a t  a ll capable of hand ling  such  
f  J ° b a re  h a rd  t0  deal w ith . P e rh a p s  
th a t  is th e  reason  w hy  we have a lw ays 
ren ted  o u t th is  d ep a rtm en t and  had  our 
w ork done on a  c o n trac t basis. T h is  
a rra n g e m e n t h a s  th e  d isad v an tag e  th a t  
people doing c o n tra c t w ork  som etim es 
have o th e r  in te re s ts  th a t  conflict in  a 
m easu re  w ith  you r own, b u t th e  fa c t 
th a t  w e g e t a  h igh q u a lity  of w ork from  
ou r d ep artm en t and  good serv ice  h as  
p rom pted  us to  con tinue  it. Good serv ice 
is a n  im p o rtan t facto r. F ilm s le ft a t  
ou r s to res  before 4 p. m . a re  read y  th e  
n ex t day  a t  th e  sam e hour, every  day 
of th e  week. T h is  tw en ty -fo u r hour 
serv ice I believe h as  proven th e  m ost 
s a tis fac to ry  w herever i t  has been tried .

N e ith e r tim e n o r price  a re  a 3 im 
p o rta n t fa c to rs  in  kodak fin ish ing  w ork 
a 8 quality . A fte r a  person h as  p u r 
chased  a  film and  gone to  th e  troub le  
or m ak ing  th e ir  exposures, th ey  w an t 
ni&h q u a lity  w ork and  price  is a  sm all 
consideration .

T he only d iscoun t we allow  on o u r 
re g u la r price lis t w hich ru n s  from  4c 
upw ards on p rin ts  and  10c and  upw ards 
fo r developing is th e  g iv ing  of a  50c 
en la rg em en t w ith  each  $5 w orth  of our

The Book That 
Takes the Risk 
Out of Buying

For many years “ O U R  
DRUMMER” with its net 
guaranteed prices has been 
famous for taking the risk 
out of retail buying. This is 
more than ever the case now  
in these unusual times. It 
not only makes buying se
cure from the price stand
point, but it removes uncer
tainty in the way of getting 
goods. Back of the prices in 
this book are huge open 
stocks of the merchandise it 
advertises.

Butler Brothers
Exclusive Wholesalers ol 

General Merchandise

New York Chicago  
St. Louis Minneapolis 

Dallas
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envelopes re tu rn ed  an d  le ft w ith  an  e n 
la rg em en t order.

W e find th a t  th e  q u a lity  of o u r w ork  
is  su ch  th a t  w e g e t occasional orders  
from  $20 up  to  $50 w ith o u t th e  m ention  
of d iscount.

I  th in k  a  person  b e st su ited  to  con
d u c t a  d e p a rtm en t is one w ho h as  had  
a s  little  to  do w ith  p rofessional pho
to g rap h y  as  possible. My experience h as  
been th a t  m ost professional p h o tog raph 
e rs  a re  m igh ty  poor a m a te u r  finishers. 
T he ay erag e  a m a te u r  is a im ing  a t  a  
d ifferen t re su lt th a n  m ost p rofessionals 
and  i t  ta k e s  a  d ifferen t q u a lity  of p rin t 
to  sa tis fy  both.

E a s tm a n 's  school of a m a te u r  finishing 
w hich I once a tte n d ed  I believe to  be 
th e  ideal p lace fo r a  person  to  g e t p o st
ed on th e  co rrec t m ethods of finishing, 
and  anyone ta k in g  charge  of a  finishing 
d e p ar tm e n t should a tte n d  th is  school.

T he ren d erin g  of serv ice  in  a  kodak 
d e p artm en t em braces a  g re a t m any 
fea tu res, one of th e  m ost im p o rtan t 
of w hich is th e  keep ing  of goods in 
s tock  an d  being  able to  explain  th e  uses 
of th e  d ifferen t pho tograph ic  papers, 
chem icals, appliances, etc., in an  in te lli
g en t m anner.

One is u su a lly  fo r tu n a te  w hen  he is 
ab le to  em ploy clerks w ho a t  le a st 
know  a  No. 2 B row nie from  a  3A film 
an d  can  properly  c rossexam ine a  c u s
to m er w ho know s only th a t  h is  cam era  
h a s  square  co rne rs  and  th a t  he  paid 
$11 fo r i t  ab o u t fou r y ears  ago, and  
sees th a t  th a t  p a rtic u la r  custom er ge ts  
th e  co rrec t film.

One is especially  fo r tu n a te  w hen you 
have to  re ly  upon clerks to  w ork  in  all 
d e p a r tm e n ts  and  finds one w ho exh ib its  
<a superficial know ledge of th e  kodak 
line.

W e usually  have som eone ab o u t w ho 
can  an sw er m ost pho tograph ic  ques
tions  in te lligen tly . People in te re s ted  In 
p ic tu re  ta k in g  like to  ta lk  over th e ir  
w ork  w ith  som e one and  have explained 
to  th em  how  th e ir  w ork  m ay  be im 
proved.

L ittle  helps like th e  filling of cam eras  
an d  th e  cheerfu l and  courteous tre a tm e n t 
of you r custom ers, especially  those  you 
see  often  such  a s  those u sing  your fin
ish ing  d ep artm en t; little  th in g s  like 
“ th a n k  you, yo u r films w ill be read y  to 
m orrow  a t  fo u r’’ o r “ you r en largem en ts 
will be finished F rid ay  n ig h t” all help in 
th e  w ay  of service. Q uick positive in 
fo rm ation  no m a tte r  how sim ple gives 
yo u r custom ers confidence in y ou r store.

In  ou r ad v ertis in g  w e here  a lw ays 
fe a tu red  “ B ring  y o u r kodak  problem s to  
R obinson’s” and  I believe th is , coupled 
w ith  th e  in form ation  w e a re  able to  give, 
helps a  whole lo t in bu ild ing  up busi
ness and  confidence.

M any s to res  c an  develop films, b u t a  
s to re  w hich  h as  som e one w ho can  tell 
w hy  a n  exposure h a s  failed, w h e th er 
th e re  a re  one o r m ore exposures v,n 
a  p a rtic u la r  film and  suggest such  th in g s  
a s  th e  co rrec t c o n tra s t of p ap er a  c u s
to m er should use fo r a  c e r ta in  film in 
case  he is doing his own prin ting , i3 a  
s to re  w hich  will g e t rep ea ted  business.

F o r instance , one m ay sell a  h igh  g rade 
kodak  o r cam era  and  un less th e  seller 
is  ab le to  explain its  use  in te lligen tly  
an d  th e  tw is ts  and  tu rn s  inc iden tal 
th e re to , th a t  custom er will even tually  
d r if t  aw ay  and  tie  up w ith  som e d ealer 
w ho  supplies th a t  know ledge and  th e  
seller’s  loss is th e  m any s trin g s  tied  
to  th e  o rig inal sale.

To sell th e  o rd ina ry  cam eras  an d  ex
plain  th em  in te lligen tly  one h a s  b u t to  
read  th e  book “H ow  to  m ake good p ic- 
u tre s ” o r even th e  little  m anuals  w hich 
come w ith  all kodaks.

To h e a r  a  person ta lk  abou t lenses 
an d  cam eras  and  to  explain th e ir  d if
fe ren t fe a tu re s  sounds com plicated  to  
one w ho is u n fam ilia r w ith  th e  line. 
A t le a s t th a t  is th e  w ay  i t  seem ed to 
m e w hen I  firs t s ta r te d  in th e  kodak 
business, b u t, a s  a  m a tte r  of fac t, it 
is a ll very  sim ple. One can  easily  a c 
qu ire  a ll th e  know ledge necessa ry  by  a  
v e ry  little  read in g  and  th e  app lication  
o f th is  know ledge in  th e  use of a  
kodak on one’s  own account.

I t  is rea lly  su rp ris in g  how  a  little  
p ic tu re  ta k in g  an d  p rin tin g  will b ring  
th e  po in ts  hom e to  you th a t  your cu s
to m ers  w a n t to  know  an d  w hich th ey  
expec t you to  give them , a long w ith  
th e  th in g s  you sell.

I  pe rhaps  could say  m uch m ore along 
th e  line of service, b u t th e re  a re  so 
m any  w ays in  w hich a  d ealer can  ren d er 
help to  h is  custom ers  i t  would be folly 
fo r m e to  use  m ore o f you r tim e to  a t 
tem p t to  m ention  a ll of those th a t  occur 
to  me.

I t ru s t  th a t  I  m ay have suggested  
som eth ing  in  th is  paper th a t  will cause 
som e o th e r to  se t fo r th  h is  view s or 
experiences w ith  th is  h igh -c lass  and  
lu c ra tiv e  side line.

Sales of Sears, Roebuck & Co. for 
M arch show a decrease of 2.13 per 
cent, as com pared with those of the 
corresponding m onths last year. 
Sales, for the first three m onths, how
ever, are still ahead 8.62 per cent.

BUSINESS WANTS DEPARTMENT
i f* 2 e t0|n  c ap I ta M  tt*"** j* e*” d • u b e e q w n t ^ o ^ t l n u o i r 'Iniwrtìom
m utt*accom pany  lu o r à e r Î  P r' Ce' N°  CharB* th a n  25 c«n t*-

________ B U SIN ESS CHANCES.
W an ted  to  h e a r  from  ow ner of good 

general m erchand ise  s to re  for sale. Cash 
price, descrip tion . D. F. Bush, M inne- 
apolis, M innesota. 172

F o r Sale—W ell estab lished  grocery  and  
m arke t. B est location. F ine  fa rm 
ing  country . M arket f ix tu res  very  re a s 
onable. A ddress No. 192, care  M ichigan 
T radesm an ._____  192

F o r Sale-—Only bakery  in tow n of 2,U0U, 
in connection w ith  ice-cream  and  con
fec tionery  business. Good 3ellng reason. 
A ddress Lock Box 413, P o rtlan d  M ichi
gan.___________ _____________________ 193

STOCKS RED U C ED  OR EN T IR E L Y  
CLOSED OUT by auction  sale is the  
quick, s a tis fac to ry  and  econom ical m e th 
od, w hen conducted by a n  ex p ert m e r
chand ise  auctioneer. F o r  te rm s  an d  d a tes  
ad d re»3 D ilts & A. W. Thom as, 315 W est 
8th  St., M ichigan City, Ind iana. 194 

W A N T ED —T raveling  salesm en, who 
call on th e  ha rd w are  o r im plem ent trade, 
to  ta k e  order3 fo r bale tie s  on com m is
sion. U nion S teel & W ire  Co., In d ian 
apolis, Ind iana._____________  195

FO R  SALE—A general m ercan tile  busi
ness includ ing  s tock  and  fix tu re s  in F a ir -  
view, M ontana. F u tu re  G rea t N orthe rn  
R ailw ay  division po in t on th e  new  Rock- 
fo rd-L ew iston  extension . P opulation  of 
tow n ab o u t 1 ,200; in irr ig a ted  valley; 
s tock  $20,000; can  be reduced to  su it p u r
ch ase r; re a l e s ta te  $8,000: f ix tu res  $2,400. 
N o tra d e s  considered. Y ellowstone M er- 
can tile  Co., Sidney, M ontana . 196

Collect you r own b ills w ithou t expense 
of agencies. W rite  fo r free sam ples Col
lec ting  F o rm s fo r tr ia l on debtor. C harles 
M cKinley, P ub lisher, 395 R ichton, H  P „  
D etro it, M ichigan. 197

W ill E xchange—Two 2-fam ily b rick  ve- 
n ee r flats. C om er. Good location on 
e a s t side of D e tro it fo r s tock  of shoes 
o r clothing. M ust be in A -l condition. 
A. & B. Leach, 174 M ichigan Ave., De-
tro it, M ichigan.__________  198

F o r Sale—S team  laundry  doing good 
business. C ity of 12.000. la rge  bo a t b u si
ness  besides reg u la r w ork. Good reason  
fo r selling. W rite  for full pa rticu la rs . 
Isaac  K ouw  & Company, Holland, M ich
i g a n - ___________________________ 199__

W an ted —Good, honest, a ll-round  d ry  
goods m an, window trim m er and  sa le s 
m an. M ust fu rn ish  re ferences Good 
s tead y  job  fo r rig h t m an. A ddress W.
S. Proud. Alma, M ichigan.______ 200

F o r Sale or E xchange—199 acre  fa rm  
in S ou thern  M ichigan. H ave ou t 113 
acres  R osan rye. T ake  stock  of goods in 
p a r t  paym ent. W m . W allace, 1419 F e rr is  
A ve., St. Jo seph, M ichigan. 201

F o r Sale—Ford delivery  car, used- only 
6 m onths; fo r baker o r g rocer; ju s t like 
new. Cheap for cash. E. H erdrich , Con
s tan tin e , M ichigan. 202

F o r Sale fo r all o r p a rt cash, fo r all or 
p a r t  of 640 acres  choice land in Roundup, 
M ontana d is tric t, good land, good crops; 
best c l 'm a te  in N o rth w est; good w a ter ; 
nan ,ra ise  co rn> oats, barley, w heat, etc. 
w ould  ta k e  a  pay m en t in general m e r
chandise. Geo. R ichardson, D enbigh, 
N o rth  D akota.____________  203

W an ted—M EAT 'CUTTER AND GRO
CERY CLERK . S ta te  sa la ry  w anted . 
R eferences. C. Cherny, B enton H arbor, 
M ichigan. 204

F o r Sale—B est business block in C en
tra l  M ichigan; location th e  b est; th ree  
s to ry  and  basem en t brick  co rner w ith  
every  foot of floor space ren ted  a t  an  
a ttra c tiv e  figu re; or, will tra d e  fo r a  
No. 1 im proved fa rm : m ust be free  of all 
encum brance; equ ity  $30,000. No tra s h  
need apply, a s  th is  is a  g ilt edge prop
erty . I f  you a re  in te rested , w rite  a t  
once. W . J. Cooper, M t. P leasan t, M ich
igan;_______ ______________ __________ 205

A ssignm ent Sale—T he undersigned will 
sell a t  p riv a te  sale a t  Ovid, M ichigan, 
s tock  h ardw are , im plem ents, h a rn e ss  and  
h a rn e ss  f ix tu re s  and  electrical supplies 
Copy of inven to ry  seen a t  th e  s to re  of the  
la te  firm  of W . H . P o tte r  & Son o r  P . W. 
H olland. H a rr is  L um ber Co. A ssignee
_________ __________________  206

F o r Sale—Sm all coun try  s to re ; general 
m erchand ise  stock ; e igh t m iles to  n e a res t 
tow n; c ream  buying  and  p ickle s ta tio n ; 
s tock  w ill invoice ab o u t $2,000; bu ild ing  
and  fixtures, $900, ( tru ck  and  peddling 
m?x C P rese n t ow ner had  eleven y ears  
U1 health , cause o f selling. Cash. No 
trad es. A ddress No. 189. care  M ichigan 
T radesm an ._______

F o r Sale—M ust sell a t  once m y s tock  
of ha rdw are , located  a t  H olland, M ich
igan. P opulation , 12,000. A ra re  chance 
1®*®* a  good pay ing  business, old e s ta b 
lished and  a  m oney-m aker. Positively
™ S e v , u flress T- A. V anderVeen. H olland, M ichigan. 773

^ n 5 ? rw ,§ -AL:B_^ M:EAT M A R K ET AND GROCERY. F ine location. D oing good 
business. K ent is low. Good fa rm ing’ 
country . W rite  o r call W ellm an & B a r
ber, M ulliken, M ichigan. 176

H ig h est p rices paid  fo r a ll k inds of 
stocks of m erchandise . C harles Gold- 
s tone, 1173 B rush  St.. D etro it. 149

n r i2 B ? ^ ? T - ,T.W ANTEI> TO H A N D LE O U R S IL V E R  A N D  M ETA L PO LISH , 
U N D ER  T H E IR  OW N LA BEL. EM - 

CAL COMPANY, H U N T 
INGTON, W E S T  VIRGINIA. 150

F o r Sale—Old estab lished  h a rd w are  
and  im plem ent business. F o r ty  y ears  
in sam e building. N o t a  dollar of s tock  
th a t  w on’t  tu rn  a t  le a s t th re e  tim es a  
year. F ine  tow n and  b e st fa rm in g  coun
ty  in Sou thern  M ichigan. R en t very  rea - 
sonable. M ortim er & H ickey, H a rtfo rd  
M ichigan.______________________  151

Cash paid  fo r  m en’s and  boys’ clo th ing  
“ jrn ish ings, h a t3, caps, shoes. M. Kahn! 
522 W ash ing ton  Ave., B ay  City, M ich
igan-_____________________________ 157

F o r Sale Cheap—Ice c ream  freezer;
N orth  B ro th e r; ten  gallon capac ity ; good 
condition A nsw er quick. D unw ell’s 
W est E nd  D rug  S tore, K alam azoo, M ich
i g a n - ____________________________ 161

F o r Sale—V arie ty  stock , s to re  and 
house in connection. D oing a  fine busi
ness. A good business fo r m an and  wife. 
Good reason  fo r selling. A ddress No 
142. care  M ichigan T radesm an . 142

F o r Sale—M ichigan d ru g  stock , floor 
fix tures an d  foun ta in . Inv en to ry  less  40 
per cent, o r $1,800. C an be m oved read - 
ily. P ersonal Inspection solicited. A d
dress No. 71. care  M ichigan T radesm an . 
____________________    71

Cash R eg iste rs  (all m akes) bought 
??» and  repa ired . R E B U IL T
CASH R EG ISTER  CO., Incorporated , 122 
N orth  W ash ing ton  Ave., Saginaw , M ich
igan-_____________________   128

Cash R egisters—W e buy, sell and  ex 
change a ll m akes of cash  reg is te rs . W t 
change saloon m ach ines in to  penny  key 
reg is te rs. Ask fo r inform ation . T he J  
C. Vogt Sales Co., Saginaw , Mich. 906

M ERCH A N D ISE W A NTED .
STO RE FO R  R E N T

-7 ort2I\ re? t  ^M ay l * s to re  building w ith 7,200 fee t floor space and  3,500 fee t 
w arehouse room. One of th e  h eav ies t 
producing  p o ta to  and  general ag ricu l
tu ra l  s ta t io n s  in M ichigan w ith  an  all 
a round  live com m unity. A S ta te  bank 
opens here  A pril 1, an d  a  tw elve g rade  
school is m ain tained . W ould exchange a  
i’Ood la rm  for a  clean  s tock  of m e r
chandise. C om m unicate w ith  G A 
B righam  & Sons, Buckley, Mich. 166

FO R SA LE—One (1) h igh -g rade  firs t- 
c iass d irec t connected  electric  passenger 
elevator. H as  been in u se  fo r a  sh o rt 
tim e. A ddress ELEV A TO R, Box 24, S ta 
tion  B, C incinnati, Ohio. 168

F o r Sale—E n tire  s tock  of groceries, 
provisions, shelf h a rd w are , fu rn itu re  and  
fixtures, fo rm erly  belonging to  A. L. 
G leason, Copem ish. T rustee , now in 
charge, is w illing to  offer en tire  business 
a t  a  big sacrifice, because he h as  no tim e 
to  give th is  m a tte r, ow ing to  d u tie s  con
nected  w ith  h is  own business. C M 
Olney, T rustee , Copem ish, Mich. 170

F o r Sale—To close an  e s ta te , c ig a r 
fac to ry  and  re ta il s to re , w ith  pocket pool, 
b illiard  tab les, etc. A good going  busi
ness. Good location  in th e  c ity  of G rand 
Rapid3, M ichigan. C igar fac to ry  em ploys 
from  e igh t to  fou rteen  m en. R eady m a r
k e t fo r goods. F o r  in fo rm ation , w rite  to  
GRAND R A PID S TR U ST COMPANY 
G rand R apids, M ichigan. 171

F o r Sale—To a  p rac tic a l re ta il  h a rd - 
w arem an , a n  in te re s t in  an  old e s ta b 
lished and  w ell pay ing  h a rd w are  business, 
located  in S ou thern  W est V irginia. F ine  
o p portun ity  fo r  d ischarged  so ld ier to  ge t 
b ack  in to  business. A ddress No. 185, 
care  M ichigan T radesm an . 185

F o r Sale—G eneral m erchand ise  stock, 
th ir te e n  m iles from  F lin t, In th riv in g  
fa rm  d is tric t. S tock  reduced to  su it p u r
chaser. P re se n t inven to ry  $7,000 a t  p re 
w a r cost. $25 p e r m onth  sa la ry  outside 
reg u la r business. V ery  reasonab le  ren t. 
A ddress No. 182, care  M ichigan T rad es
m an. 182

F o r Sale—A  w ell-estab lished  grocery  
business of th ir ty  y e a rs  s tand ing . B est 
location  in one of th e  p re ttie s t c ities  of 
N o rth e rn  M ichigan, surrounded  by good 
{arm ing and  fru it  grow ing country . 
W ishing to  re tire  from  ac tiv e  business 
life is reason  fo r selling. A ddress No. 
183, care  of M ichigan T radesm an . 183

WANTED
Experienced and energetic Dry 

Goods Salesman. Prefer one who 
has handled Michigan Territory. 
Real opportunity for right man. 
Give complete record, references 
and salary expected.

Grand Rapids Dry Goods Co.
Grand Ra .ids

W A N T ED —Stock g en eral m erchandise  
in  exchange fo r  A .l M ontana w h ea t land, 
r is ing  in value very  fast. L e t me h ea r 
from  you. A ddress Box 165, B urlington , 
Illinois._______ 188

F o r Sale—Stock of general m erchan 
dise, including  d ry  goods, groceries, 
shoes and  w all paper, w ith  a  fo u r y e a r  
lease  on b rick  and  cem en t block build
ing, 35 x  85. B est location in tow n and  
one of th e  best fa rm in g  coun tries  in the  
S ta te  of M ichigan. B uilding equipped 
w ith  own e lectric  ligh t and  w a te r  w orks 
p lan t. D oing $55,000 w orth  of business 
in a  year. A ddress No. 175, care  M icht- 
gan  T rad esm an .___________  175

F o r Sale—Splendid b lacksm ith  busi
ness in M ichigan’s  b est tow n. Selling 
reason , sickness. Correspond w ith  F . L. 
Convis, Ith aca , M ichigan. 177

COLLECTIONS.
Collections—W e collect anyw here. Send 

for ou r “No Collection, N o C harge” offer. 
Arrow  M ercantile  Service. M urray  B uild
ing. G rand R apids, Mich. 390

SE E  N E X T  PAGE. "
A dvertisem en ts  received  too  la te  to  ru n  

on th is  page a p p ea r on th e  following 
page.

Watson-HigginsMlg.Co.
GRAND RAPIDS. MICH.

Merchant 
Millers

Owned by Merckuta

Products sold by 
Merchants

Brand Recommended 
by Merchants

NewPerfection Floor
Packed In SAXOLINPaper-lined 

Cotton, Sanitary Sacks

Grocers Generally Are 
In terested  in  S e llin g  
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 S1.57 per dozen, they 
retail at 18c per package. Free sam
ple upon request. Do not delay this, 
but order at once.

INDEPENDENT BAKING CO.
D A V EN PO R T. IO W A
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GOOD UNDERWEAR BUYING.
The desire of mills to  obtain enough 

business to keep them  going for the 
p resent seems to be fulfilled in the 
underw ear trade. T o  be sure, some 
quarters are still lacking enough busi
ness to m aking it interesting, but as a 
whole the industry has taken on 
enough business to  keep them  busy 
a t least to  some ex ten t for the im
mediate present, and with the con
stan tly  increasing demand it would 
seem th at the future will take care 
of itself.

The past week has seen a little 
better tone developing in the under
wear m arket, and while there are no 
developm ents of note to  report, the 
trade is much m ore optim istic than 
they were two weeks ago. N othing 
in the way of radical developm ents 
are looked for ju st at this time, but 
the gradual bette ring  of the situation 
w ith m ore buyers coming in is ex
pected to continue and increase.

T he one developm ent th at is m ak
ing the trade feel the best is the re
turn of confidence th at is show ing it
self th roughout the m arket. A t the 
opening in January  confidence was not 
to be found in any quarter and even 
guaranteed' prices failed to w ork the 
charm th a t some felt they would. Buy
ers were plainly not pleased with 
everyth ing and refused to  operate 
even in a very small way.

Traveling Salesmen’s Duties Defined.
The Supreme C ourt of M innesota 

has reversed a decision of the Ram 
sey county court which awarded the 
Japan T ea Co., St. Paul, $500 against 
Franklin  M acVeagh & Co., Chicago. 
T he company ordered fifty chests of 
tea from the Chicago concern through 
a traveling salesman. The Chicago 
company rejected the order and the 
Japan T ea Co. sued for $700, value 
of the order. T he Chicago Co. ap
pealed and the Supreme C ourt re
versed the judgm ent on the ground 
the traveling salesman had no au thor
ity.

“The decision read: “The authority  
delegated to  a traveling  salesman, or 
drum m er for a wholesale m ercantile 
house is, as a rule, lim ited to  solicit
ing and transm itting  orders to his 
principal for acceptance. Plaintiff’s 
evidence conclusively negatives au
tho rity  in the defendant’s traveling 
salesman, who solicited and transm it
ted an order for merchandise, to  con
sum m ate a sale thereof, it appearing 
th at the order was prom ptly rejected 
by defendant. Such evidence is also 
held to establish th at a general cus
tom in the m ercantile business re
stricts the authority  of traveling sales
men to  soliciting orders m erely and 
not to  make sales of which custom 
plaintiff m ust be charged with know l
edge; and further that such w ritings 
from defendant as m ight have come 
to plaintiff’s notice could not have in
duced a belief in plaintiff th at the 
salesman was invested with authority  
to  m ake an absolute sale of the goods 
described in the order.”

Fire Insurance Surcharge Still in 
Force.

Insurance Com missioner F rank  H. 
E llsw orth  has called a hearing a t L an
sing on Saturday, April 19, to  consider 
the question of the removal of the

10 per cent, surcharge on fire insur
ance rates. T he Commissioner, in his 
notification to the companies, gives 
a sum m ary of the fire insurance busi
ness in M ichigan during 1918, show
ing to tal new fire premium s of $14,- 
749,675 and to tal net fire losses in
curred of $8,146,671, m aking the loss 
ratio for the State 55.23 per cent.

These figures show very plainly 
th at the adoption of the 10 per cent, 
surcharge by the Michigan Inspec
tion Bureau on May 1, 1918, was little 
short of highway robbery and should 
never have been tolerated by the In 
surance Commissioner1. The la tte r 
has sent out notices of the m eeting 
to  the cohorts of the fire insurance 
trust, but boards of trade and o ther 
organizations of business men have 
not been informed of the meeting.

The issuance of the Com m issioner’s 
call for the hearing on the surcharge 
question was probably accountable 
for the erroneous telegraphic advices 
th at he had already ordered the sur
charge removed.

A m onth ago, the calm est English
men were speaking of the labor situa
tion in term s of unfeigned alarm. 
The th reats of trouble were so serious 
that Lloyd George had to post back 
from Paris to set the Governm ent to 
grappling with the difficulty. Coal
mining, the railroad business, and, in 
fact,' all transporta tion  seemed on 
the verge of being paralyzed, and the 
whole industrial activity of the na
tion faced worse perils than in war. 
But to-day we read of all-round' set
tlem ents satisfactory to  em ployers 
and w orkers alike. Conference, con
ciliation. w orking agreem ents have 
done the business. W e have had no 
finer illustration of the practical B rit
ish genius. D octrinaires and hurri
cane reform ers have been ruled out, 
and by definite concentration upon 
concrete problem s the solution has 
been found. I t  is this kind of com
m on-sense achievem ent which points 
the prediction th a t Bolshevism will 
never get a foothold in England.

One unconsidered trifle in the m at
te r of the disposal of the German 
colonies is the cost of their conquest. 
W e call it a trifle, and so it seems in 
these days of tak ing a billion as unity, 
ye t the sum is fairly respectable, 
m easured on the old scale. Estim ates 
of the outlay on the cam paign for the 
conquest of Germ an Southw est A fri
ca, also E ast Africa, Togoland, and 
the Cameroons, foot up no  less than 
$1,500,000,000. W ho is going to pay 
for this? N ot the colonies) them 
selves. T heir revenues could not meet 
even the in terest charge. W ill the 
League of Nations, which is to  take 
m andatory control of the colonies, 
foot the bill? T his is highly im prob
able. Great Britain would surely ob
ject to  shouldering the entire  burden 
—especially if she does not get the 
German colonies. The whole question 
is but one of the thousand complexi
ties which it is so easy to  handle three 
thousand miles from Paris, but which 
necessarily take time and gray m atter 
there.

J. M. H ayden & Co., dealer in mill 
suppl’es, has changed its name to  the 
Hayden Supply Co.

Utter Failure of the Peace Negotia
tions.

Detroit, April 8—I wish to  place 
myself on record am ong those who 
commend the T radesm an for the cour
ageous m anner in which it has con
demned the United S tates peace com 
m issioners for the dilatory way in 
which they have acted from  the in
ception of their undertaking.

As a life-long Dem ocrat, who w or
ships a t the shrine of pure and un
defiled democracy, I was greatly  dis
appointed when Mr. W ilson started 
for Europe with his wife and more 
than a hundred lackeys and flatterers, 
because I realized then that the work 
of negotiating  peace would be greatly  
handicapped by the social functions 
which such a procedure involved. 
W hat was my astonishm ent and. u tte r 
disgust to  read of the President of 
the U nited  S tates and his retinue 
burning up coal needed by the im
poverished people of Europe to  visit 
the various m onarchs of W estern  E u
rope, dine with kings and bend his 
knee to  popes and potentates. As one 
who believes in dem ocratic simplicity, 
I never expected to w itness such a 
spectacle, because I knew then th a t 
the sole object of m aking a trip  to 
the o ther side of the pond was to 
make a splurge and not for the ser
ious work of negotiating term s of 
peace which would be fair and ju st to 
all concerned. My fears have J>een 
more than realized. Mr. W ilson has 
ceased to  be a dom inating factor in 
the situation, as he should be by reas
on of the p art the U nited S tates play
ed in hasten ing  the term ination of 
hostilities and no longer has any in
fluence with the “powers th a t be.” He 
has ridden his pet hobbies so per
sistently  and pestiferously th at he has 
disgusted every o ther m em ber of the 
peace conference and u tterly  disap
pointed and dum founded those of us 
at home who hoped' to  see him rise to 
the heights of diplomacy and sta tes
manship. His trip  to  Europe has been 
a brilliant success in the num ber of 
kings, queens and princes he and his 
consort have been able to m eet and 
invite to  this country, but in point of 
actual accom plishm ent the trip  has 
been a dismal failure, because the de
lay in m aking a j,ust and perm anent 
peace has let loose the dogs of dis
tru st and war, so th at it is now im
possible to  make a peace th at will 
last over night.

And all because the a ttitude of this 
country was dictated by petticoats in
stead of brains!

W e have certainly fallen in evil 
days when the am bitions and machi
nations of a single wom an can set at 
defiance the hopes and aspirations of 
a hundred million people in o rder to 
gratify  her vanity  and establish her 
social standing am ong the crowned 
heads of Europe!

I presum e th is outspoken expres
sion of opinion will cause some of my 
friends of the dem ocratic party  to 
assume th at I am no longer a Dem o
crat. but I do not regard the situation 
in th at light. On the contrary , I as
sume th a t Mr. W ilson ceased' to  be 
a D em ocrat when he failed to  avail 
himself of the opportunity  which 
comes to  a man only once in the his
to ry  of the world and made the trip  
to Europe a m ockery and a failure, 
instead of a lasting  benefit and bles* 
sing to the cause of pure and unde
filed dem ocracy all over the world.

Jam es Fleming.

Late Bankruptcy Matters in This Dis
trict.

G rand R apids, A pril 8—Jo h n  F. G leason, 
filed a  p e titio n  fo r  ad ju d ica tio n  in b an k 
rup tcy . T he ad jud ication  h a s  been m ade 
an d  th e  m a tte r  re fe rred  to  R eferee  C or
w in. N o m eeting  of c red ito rs  h as  been 
called. T he schedules' of th e  b an k ru p t 
show  liab ilities  am o u n tin g  to  $1,104.12 and  
a s s e ts  am o u n tin g  to  $491.37, consisting  
of household goods, $205, horses, e tc ., $15, 
m ach inery  and  tools. $15. an d  deb ts  due on  
open account, $256.37, an d  of w hich p ro p 
e rty  am o u n tin g  to  $220 is c laim ed as  
exem pt. Follow ing a re  th e  c red ito rs : 
W a lte r  L am bertson , G rand  R apids $ 25.00 
John  C. L am bertson . G rand  R ap ids 126.00 
P e te r  K eyser, G rand R apids .......... ' 30.00

P a 3toor B ro the rs , G rand  R ap id s .. 12.00 
P a s to o r B ro thers , G rand R apids . .  8.10
W m . B rack e tt, Grand' R ap ids . . . .  7.45
M organ B ro thers , G rand  R apids ..  9.70
S erian  Grocer, L ansing  ............. . . .  100.02
Joel P a lm er, O rleans ................ ' . . . . .  23.00
K iskey G arage, B elding .........   5.00
W ilson Coal Com pany, B e ld in g .. . .  5.50
S parks  and  G am bler, Belding ___  8.00
A rbie Face, O rleans ........................... 15.00
A. Johnston , B elding ...........................56.00
J e r ry  Spalding, B elding ..................  98.00
Spring  D ry  Goods Com pany, G. R. 42.00
L ard ie  G rocery. G rand  R ap id s___ 7.50
S a n ita ry  M ilk Com pany, G. R ........  5.00
E . G. R. D airy, G rand R ap ids . . . .  10.00
Joe  H errick , G rand  R apids . . . . . .  7.00
K lunder Grocery, G rand R apids . .  9.50
P. V ellm a, Gfrand R apids . . . . . . .  2.00
J im  V an Dam , G rand R apid3 . . . .  9.00
F inch  G rocery, G rand R apids . . . .  14.00
Polly M arket, G rand R ap ids ..........  12.00
M rs. K ruger, G rand  R apids ..........  22.00
H ousem an  & Jones, G rand R apids 15.00 
F a rre ll Grocery, G rand  R apids . .  16.25
F o s te r  & Stevens, G rand  R apids . .  3.75
A. P a lm er, O rleans ........................... 25.00
F o s te r  F u rn . S tore, B elding ___ 4.50
Lloyde D ry  Goods Store, G rand  R. 12.50
P e te r  Shindorf, B elding ..................  21.43
F ra n k  H udson. B elding .................. 68.62
Jen so n  W heler, B elding .................. 12.94
Cam ps G rocery, G rand  R apids __  8.00
C harles W hipple, G rand  R ap id s .. 9.00
L am bs G rocery, B elding ..............  3.36
M r. Brownell, G ra tto n  ................... 10.00
Louis M ulder, G rand R apids ........ ..

In  th e  m a tte r  of A lexander M cDonald, 
of th is  city , th e  f ir s t  m eeting  of c red ito rs  
h as  been held. A n o rder w as m ade d i
rec tin g  th a t  no tru s te e  be appointed. 
B an k ru p t w as sw orn  and  exam ined, it 
ap p ea rin g  th a t  th e  b an k ru p t is able to 
pay  th e  filing  fees, th e  m eeting  w as a d 
jou rned  u n til M ay 26 in o rd e r to  allow  
th e  b an k ru p t tim e in w hich to  pay  filing 
fees.

In  th e  m a tte r  o f Leon A. M ilheim, 
ban k ru p t, of th is  city , th e  f ir s t  m eeting  
of c red ito rs  w a3 held on A pril 7. I t  a p 
p ea rin g  th a t  th e re  w ere  no a sse ts  no t 
claim ed a s  exem pt, an  o rd e r w as en tered  
d irec tin g  th a t  no tru s te e  be appoin ted  
and  th e  m a tte r  will be closed o u t in a  
few  days.

In  th e  m a tte r  of B udde B ro thers , co
p a r tn e rs  an d  individually , b a n k ru p ts  of 
th is  city , th e  f ir s t  m eeting  h a s  been held. 
A n o rder w as en te red  d irec tin g  th a t  no 
tru s te e  be appo in ted  and  th e  m eeting  
ad jou rned  w ith o u t day . A n o rder w as 
en te red  d irec tin g  th a t  no tru s te e  be a p 
poin ted  and  th e  m eeting  ad jou rned  w ith 
o u t day.

In  th e  m a tte r  of M erty  B ro thers , b an k 
rup t, th is  city , th e  ad jou rned  f ir s t  m ee t
ing  of c red ito rs  w as held A pril 7. E ach 
of th e  b a n k ru p ts  w as sw orn  and  ex am 
ined an d  th e  m eeting  ad jou rned  w ith 
o u t day. A n o rder h a s  been en tered  
calling  a  m eeting  on A pril 18. a t  w hich 
tim e th e  a sse ts  of th e  e s ta te  w ill be 
sold. Two offers have a lready  been r e 
ceived, bo th  in th e  3um of $450. fo r all 
th e  asse ts , w hich  consist of a  sm all g ro 
cery  stock  located  a t  305 D ivision avenue.

E. W . Jones, dealer in groceries 
and china, a t Cass City, w rites us as 
follows: “W e would hate to do busi
ness w ithout the T radesm an, for 
every week we find m any pointers and 
tips which are very beneficial to  the 
retailer. I wish th at every retailer 
in the State could see the advantage 
of having this trade journal on his 
desk.”

W orkng shirt m anufacturers all 
over the country are striving to  keep 
costs down or to  get them  down where 
they can reinstate  the best grades 
of work sh irts to  retail a t $1 each. 
T he pre-w ar prices ranged from 50 
cents to 65 cents a t retail.

Sales of the G reat A tlantic & Pa
cific T ea Co., Inc., for the twelve 
m onths ending M arch 1, 1919, were 
$151,691,919, against $126,004,958 for 
the sim ilar portion of 1918—an in
crease of $25,686,961, or m ore than 
20 per cent.

A. A. Zimmerman, general dealer 
at Beaverton, has added a line of 
shoes T he stock was furnished bj 
the Rindge, Kalmbach, Logie Co.

_________ BU SIN ESS CHANCES.
F o r Sale—Six B angs d isp lay  tab les w ith  

fo u r ch a irs  each. Im peria l D rug  Com- 
pany, L an caste r, P ennsy lvan ia . 207

T R A V EL IN G  SA LESM EN —CAN M A K E 
BIG M ONEY ta k in g  o rde rs  fo r ou r note 
heads, envelopes and  supplies from  hotels 
a s  sideline. W m . Gallop Co., 3660 F u lle r
to n  Ave., Chicago, Illinois. 208
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A Big Year for Vita

Here are some of the newspaper advertisements on Vita 
which will appear in Western Michigan newspapers this spring 
and summer.

These ads will help bring you Vita business.

Vita has been O. K .’d by Western Michigan. It is no new drink; nor is it experimental. 
This is Vita’s third year, and the demand is constantly growing because of the fundamental 
goodness of Vita.

Every fountain in Western Michigan should be supplied with Vita to cash in on the 
already steady demand.

Every grocer should take advantage of the extra profit afforded by the big home demand 
for Vita.

Tie up with Vita advertising and Vita demand.

Order Vita today o f  our distributors, Worden Grocer Co. or Hazeltine & Perkins Drug 
Co., Grand Rapids; or Worden Grocer Co., Kalamazoo, or order direct.

Petersen Beverage Company, Grand Rapids, Mich.



Corn F la kes are
the m ost popular 
of corn foods.

Post Toasties
are the most popu
lar of Corn .

ASK YOUR JOBBER FOR

Hart Brand Canned Foods
HIGHEST QUALITY

O ur products are packed a t sev e n  p lan ts in  M ichigan, in  th e  fin est fr u it  and veg eta b le  
b elts  in  th e  U nion , grow n on lands close to  th e  variou s plants; packed fresh  from  th e  fields  
and orchards, under h ig h est sa n ita ry  cond itions. F lavor, T ex tu re , Color Superior.

Quality Guaranteed

The H ART BRANDS are Trade W inners and Trade Makers
V egetab les:— Peas, Corn, S u ccotash , S tr in g less  B eans, Lim a B eans, Pork and B eans, Pum pkin , R ed  

K id n ey  Beans, Spinach, B eets, Saur K raut, Squash.

F ru its:— C herries, S traw b erries, R ed R aspberries, B lack  R aspberries, B lackberries, P lum s, P ears, Peaches.

W. R. ROACH & CO., Grand Rapids, Mich.
Michigan Factories at

HART, K ENT CITY, LEXINGTON, EDMORE, SCOTTVILLE, CROSWELL, NORTHPORT.


