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IT COSTS YOU NOTHING
T o  A dopt O u r

7
TICKET SYSTEM

T icket as It appear* on garment.

N o  la rg e  C a b in et  
Card Index Compli
cated Machinery or 
Equipment

N o  Expense.

N o  effort to get your 
order to g e th e r  to 
complete your stock.

N o  large accumulation of 
unsalable styles or sizes.

N o  more shelf worn goods 
to dispose of.

SERVICE
This ticket was 
designed to  serve 
the m e r c h a n t  
w h o  is u p - to -  
date and believes 
in a system atic 
s t o c k - k e e p i n g  
method.

LOT ¡1 
lO O i

TmîIDEALC^otHING 6
GRAND RA PID S, MICH.

PA TEN TA PPLIED FOR.

T icket ready to detach duplicate.

You know at all times 
1 exactly what s ty les
o.

and sizes have been 
sold from your stock.

Do more bus iness  
with 25% to 50% less 
capital invested.

T he  tongue that tell*.

Tfil IDEAl c ^ o tHING ß
GRAND RA PID S, MICH.

LOT
lOO

LOT T̂ lDEALCLQTlllNG (§.
loo 3 6 - 3 2  I

GRAND RAPIDS, MICH.

p a  t e n t  A p p l i e d  f o r .

Perfectly Simple—Simply Perfect

Keeps your stock complete 
and up-to-date, w ithout work 
or w orry on your part.

The Ideal Clothing Co.
158-160-162-164 Louis St. Grand Rapids, Michigan



Fleischmann’s 
Yeast

is in big demand by the public as a blood 
purifier, and a simple laxative.
Keep your stock fresh.
Ask our salesman for a supply of booklets 
telling about the medicinal value of yeast.

THE FLEISCHMANN COMPANY
CHICAGO N E W  YORK

— <Ä,S
1 y e a st /4 veeMTAiiuw* r*

A Bigger Profit 
on Sugar

The grocer who confines 
his sugar sales to

Franklin Package Sugars

gets as profit what is 
ordinarily lost in the cost 
of bags, twine, wrapping, 
overweight and waste.

The Franklin Sugar Refining Company
PHILADELPHIA

tfA Franklin Cane Sugar for every use
Granulated, Dainty Lumps, Powdered, 

Confectioners, Brown

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

Who’s Candy?

Made by

“Double A”

C A N D Y

Putnam Factory Grand Rapids, Michigan

Judson Grocer Co.

Wholesale Distributors
of

Pure Food 
Products

Grand Rapids, Michigan

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

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

2^£boxes @ 5.00—y> 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 i8 for NEW ORDERS ONLY—subject to withdrawal without notice.

Yours very  truly,

Lautz Bros. & Co., Buffalo, N. Y.
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MICHIGAN TRADESMAN
(U nlike a n y  o th e r  paper.)

Each  Issue  Complete In  Itself.

D EV O TED  TO T H E  B E ST  IN T E R E S T S  
O F B U SIN ESS M EN.

Published W eekly by 
TRADESM AN COMPANY  

Grand Rapids.
E. A. STOW E, E dito r. 

S ubscrip tion  Price-
Tw o do llars  p e r  y ear. If paid  s tric tly  

In advance.
T hree  do llars  p e r year, if n o t paid In 

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

payab le  inva riab ly  in advance.
Sam ple copies 5 cen ts  each.
E x tra  copies of cu rre n t issues, 6 cen ts; 

issues a  m onth  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  Postofllce of G rand 

R apids u n d er A ct o f M arch  3. 1879.

NA USEA TIN G  NEPO TISM .
As an example of selfish statesm an

ship, the T radesm an commends the 
brief legislative career of Jam es Mol, 
who was elected last fall to represent 
the W est Side of Grand Rapids in 
the M ichigan House of R epresenta
tives.

The first thing he did, on going to 
Lansing in January, was to secure 
the appointm ent of one of his sons 
as page in the House at a salary of 
$28 per week.

H is next act was to  obtain an ap- 
po :ntm ent for him self on a comm ittee 
having to do with the Ionia House ">f 
Correction. U sing this position as a 
leverage, he succeeded in securing the 
release of one of his sons who was 
serving sentence for a series of crimes 
com m itted some m onths ago. The 
boy’s partners in crime, who followed 
the leadership of their now liberated 
ring leader, still languish in prison.

His next move was to secure the 
appointm ent of his daughter—a young 
miss of 20—as factory  inspector of 
K ent county. H e secured the en
dorsem ent of the K ent county dele
gation by m ethods which smack of 
false representation, but when some 
m em bers of the delegation discovered 
they had been duped and called on 
the labor com m issioner to p ro test 
against the appointm ent, they  were 
told th at under no circum stances 
would any woman under 40 years of 
age be considered for the position. 
Later, however, the exigencies of 
party  politics and personal greed im
pelled the com m issioner to recede 
from  th a t position. T he bill increas
ing the tenure of his office from  two 
to four years was under considera
tion' in the House. Dick F le tcher sent 
for Mol and solicited his vote for 
the measure. Mol agreed to  vote for 
it on condition th a t his daughter be 
appointed factory inspector, which 
was done. Public clam or against so 
flagrant an outrage will prevent the 
young lady availing herself of the 
result of her fa ther’s pestiferous ac
tivities in behalf of the Mol family,

which activities and im portunities are 
about as nauseating as anything which 
has developed during the adm inistra
tion which is made up alm ost wholly 
of residents of Bad Axe.

CREATING AN O TH ER HAZARD.
Some one, doubtless with the best 

intentions in the world, has started 
a m ovem ent am ong the school chil
dren of the Nation which contains a 
serious menace to life and property. 
T he suggested idea is th a t the pupils 
be urged to save waste paper and then 
sell it to  the junkman, for the laud
able purpose of raising funds with 
which to  purchase books for the sol
diers. I t  is proposed th at the paper 
thus collected be carried to the schools 
for storage and baling and, it is said, 
the children of Cleveland have al
ready begun to turn in their contribu
tions.

An earnest p ro test m ust be inter
posed before this dangerous plan 
m akes fu rther progress. Many of 
the school houses of the country are 
notoriously unsafe from  the stand
point of fire risk, and the added ha
zard of an accumulation of paper in 
basem ents m ust not be perm itted.

T he American Forestry  Association, 
which appears to  be connected with 
the scheme, said recently: “This is 
an easy and convenient m ethod of 
collecting it (the paper) and has the 
added value of teaching the children 
the value of conservation. T he use 
of old paper helps to save our forests 
and it saves coal, for every pound of 
paper represents from one to  three 
pounds of coal used in its m anufac
ture. I t  is hoped th at m any other 
cities will adopt the Cleveland plan 
of ‘Save a Bale of Paper.’ ”

I t  m ay be true that the m ovem ent 
will save bo th  forests and coal, but 
no such saving can offset the possible 
toll in the lives of our school chil
dren.

SW EATER M ARKET ACTIVE.
Business is still coming in in the 

sw eater trade and buyers are showing 
a keener desire to cover on their needs 
than  heretofore. Business in the lo
cal m arket is keeping up and from 
other sections of the country the 
same reports are current. Jobbers 
are booking m ore business than ever, 
and this is giving them  more confi
dence of the future than has been the 
case heretofore.

The price situation in the sw eater 
m arket is very strong  and the firm 
tone that is ruling in the yarn m arket 
is giving mills a very bullish idea of 
the future trend of the m arket. Al
ready prices are up $2@6 per dozen 
and selling agents have no assurance 
from the mills as how long these ad
vances will be in force. Slight up
ward revisions are being made from

time to  time and each new level seems 
to be holding firm.

Secretary Baker’s explanation of 
the W ar D epartm ent’s policy in the 
disposition of surplus food stocks 
shows the effect of widespread criti
cism aroused by the proposal to sell 
all such stocks abroad. W e are now 
told th at there is a possibility that 
substantial quantities of the accumu
lated w ar stores may be sold to in
stitutions and o ther large food pur
chasers. The argum ent that m ost of 
the supplies are of a nature or in a 
form h itherto  untried in the dom es
tic m arket is not convincing. There 
is nothing about a seven-pound can 
of roast beef that is intrinsically alien 
to the American Constitution or the 
national appetite. M arkets for new 
commodities are built up precisely by 
setting a price th at invites experi
ment. The real question is w hether 
the offer of the W ar D epartm ent’s 
food stores in this country will ac
tually bring about a reduction in the 
general level of prices. A vast am ount 
of food m ust be sent out to the starv
ing populations of Europe. If  the 
supplies a t present available are sold 
in this country, it may simply mean 
th at Mr. H oover and the numerous 
relief agencies will have to  go into 
the open m arket for their needs, and 
the consequent increase in demand 
may leave us very much where we are 
now.

T hat our Governm ent’s food relief 
activities are in the final stage is 
shown by official announcem ent that 
its last food ship will sail for Europe 
in six weeks. E xportation of food 
will be kept up by shippers; philan
thropic agencies will continue it— 
the Arm enian and Syrian Relief Com
m ittee recently appropriated its larg
est sum, $3,600,000—but its emergency 
dispatch by Mr. H oover’s Relief Ad
m inistration will be no longer neces
sary. The reason is not solely the 
fact th at the European harvest will 
then have begun. W e have been able 
to pile up in W estern  Europe im por
tan t reserve stores, and the channels 
of regular private commercial impor
tation are fast being cleared in some 
of the neediest nations. Upon the 
prom ise or lack of it shown by E u
ropean crops the correspondents 
m ight well expend some of the a tten 
tion they have concentrated on polit
ical affairs. A Relief Adm inistration 
official rem inds us of what every one 
knows—that destruction of farm ani
mals and m achinery, displacem ent of 
labor, lack of fertilizer and in some 
cases of seed have reduced E urope’s 
norm al agricultural productiveness. 
But upon a good or bad season will 
depend the rapidity of economic re* 
covery in wide districts,

SALE OF ARMY BEEF.
Once more the need is manifested 

of having a little educational work 
done with consum ers and sem i-trad
ers—pre-em inently am ong reform ers 
and “experts”—as to the facts and not 
the “pipe dream s" of the food supply. 
The news that the Governm ent is 
contem plating the sale of its canned 
meat surplus abroad has brought to 
the surface the usual crop of people 
who know a great many things that 
are not so.

The one fact always escapes “food 
experts” that the American people 
“w ant w hat they want! when they 
w ant it,” and don’t want som ething 
else at some o ther time. Men in the 
trade have long found it one of the 
greatest of American food problems. 
The m eat which Uncle Sam owns was 
canned in his own way and in large 
multiples to meet the needs of armies, 
and not families. The average Am er
ican fam 'ly wouldn’t eat the stuff if 
it were offered here, and it is "in too 
large tins to be opened economically 
for family or even for retailing trade. 
Hence much of the clam or to  have 
it offered a t home is absurd.

On the o ther hand, there is a real 
desirability that some of the canned 
vegetables and fruits packed for the 
arm y be offered here to assist in what 
looks like a short acreage and pack, 
which must be stretched to meet also 
an expanded foreign demand next fall. 
How ever much the grocers and can- 
ners opposed such sale a few m onths 
ago, they are now convinced th at the 
men who were expected to  eat it :» 
Europe will needi it at home.

I t ought to be pointed out to  the 
more responsible m em bers of the p ro
fession of burglary that unless pro
duction is allowed a brief respite, in 
which to  catch up with consumption, 
the lack of raw m aterials will soon 
bring  the industry to a standstill 
W orkm en in this line the world ovei 
have been disregarding the elem en
tary principles of conservation. I t  is 
not as if there were rich new fields 
w aiting to be opened up, for the same 
short-sighted policy is employed in 
Johannesburg and M ontreal, on plan
tations and in the m etropolis. U nder 
this ruthless system  of exhaustion no 
chance for growth, for recuperation, 
is given. A lready the tragic deter
ioration of a once lucrative calling is 
apparent in the decision of many citi
zens to give up locking doors and 
windows because their houses have 
been abandoned as w orthless by local 
thieves, and in the th reats of solitary 
travelers to go unarm ed—and unpro
vided with w atches or cash. T his is 
the logical result of the abuse of re
sources th a t were foolishly thought 
to  be endless.
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Experience of Commercial Travelers 
in Civic Affairs.

Because of the requirem ents of his 
profession the commercial traveler 
spends the m ajor portion of the time 
away from his home city and often 
loses touch with its affairs, political 
and civic. Losing touch, he loses in
terest and so loses any feeling of re
sponsibility for either the bad or the 
good conditions which m ay exist. 
This is not the case with all com m er
cial travelers for many of them  take 
an active in terest in civic affairs and 
are instrum ental in helping to carry 
out m ovem ents for betterm ent. W e 
have in mind a city—and a m ighty 
thriving and up-to-date one in which 
the president, secretary and four 
m em bers of the Board of D irectors 
of the Chamber of Commerce are 
commercial travelers, (and m em bers 
of this O rder) and th at organization 
has no m ore active m em bers than 
these commercial travelers.

Some one has said “the population 
of a city is made up of its residents 
and its citizens. I ts  residents simply 
living within its borders and its citi
zens taking p a rt in its affairs and giv
ing of their tim e and ability in an 
effort to  make it a good cty.”

Accepting this definition, we, na
turally all w ant to be “citizens” and 
do our part.

The question will naturally  arise: 
“ In  w hat way may I do this most 
effectively?” I t is in the hope that 
we may suggest a way that we are 
w riting this article.

About a year ago the Board of 
Commerce of Parkersburg, W . Va., 
believing commercial travelers could 
be of assistance to it in carry ing  out 
many projects, created w hat it term ed 
a “Commercial T ravelers D epart
m ent” and invited all commercial 
travelers of th at city to become m em 
bers of it. I ts  plan provided for the 
officering of the departm ent; for its 
bringing before the Board of Control 
any m atter in which commercial trav 
elers as a class m ight be interested; 
for securing for it the influence and 
assistance of the organization in p ro 
m oting any measure it proposed if 
approved by the Board of Control, 
and it also provided for the com m er
cial traveler departm ent, giving its as
sistance for any m atters taken up by 
the organization. Realizing th at com
mercial travelers, on account of ab
sence from the city, would not have 
opportunity to  use its club room s nor 
attend its m eetings as frequently as 
m em bers whose business perm itted 
them  to rem ain in Parkersburg, the 
Board of Commerce made the dues 
of commercial travelers but half the 
am ount charged o ther m embers. The 
Board of Commerce has also made it 
a practice to give one luncheon each 
m onth to the Commercial T raveler 
Departm ent.

T his offer of a special ra te  and 
m onthly luncheon (it is evident the 
man who suggested “luncheon” knew 
traveling m en) indicates the Board of 
Commerce believed commercial trav 
elers would be valuable adjuncts to  
its m em bership and would be “worth 
the price of admission.”

Its  belief th a t this would be so 
does not necessarily prove it was

right. M any a m an has had a p ro 
found belief in a proposition which 
has proven an absolute failure and, 
unless the comm ercial travelers of 
Parkersburg  have “made good,” un
less that organization has reaped 
some benefit from  its Commercial 
T ravelers D epartm ent, its plan would 
not be w orth considering.

W e have before us the report of its 
secretary from  which we quote:

“Since our last report a new de
partm ent has been added to  your 
Board, one th a t has lent it a new im
pulse and brought into m any of its 
activities a g reat enthusiasm —the 
Commercial T ravelers D epartm ent, 
com prising a large num ber of the 
commercial salesmen who make their 
headquarters in Parkersburg. Indi
vidually each m em ber of this depart
m ent has constituted himself an emis
sary of good tidings from  Parkersr 
burg  to the outside world and has 
thus created a po ten t advertising 
force. The benefit of their co-opera
tion and stim ulus can hardly be over
estim ated. As a w orking body their 
co-operation has been not less im por
tant. T he departm ent has been one 
of the m ain-springs of effort and ac
tivity in your organization.

The effectiveness of this bureau was 
dem onstrated in the m atter of the 
M arietta highway im provem ent p roj
ect and the Susquehanna Avenue im
provem ent m atter, both of which were 
largely their individual achievements. 
The T ravelers D epartm ent investigat
ed both projects and placed the weight 
of their approval behind them  in for
mal resolutions in which they force
fully placed both m atters before the 
D irectors with the result of its suc
cessful presentation to  the County 
Court.

T he departm ent has labored cease
lessly to  foster sentim ent for the pro
posed P arkersburg  to  Burnsville R ail
road, and on behalf of the proposed 
Parkersburg-W heeling improved high
way.”

A further evidence of the organiza
tion’s belief in its statem ent th at this 
departm ent “is one of the board’s and 
one of the city’s g reatest assets,” a 
drive was made in February  of this 
year for more mem bers for this de
partm ent, all commercial travelers 
were invited to a banquet (again some 
one knew how to a ttrac t commercial 
travelers) and the speakers urged 
those present who were not m em bers 
to  become so.

W e believe the idea which this 
Board of Commerce has carried out 
opens one of the best opportunities to 
commercial travelers to take part in 
civic affairs th at can be given and 
opens it not only to  the individual but 
to  the profession. Any commercial 
traveler can become a m em ber of 
some civic organization, as an individ
ual, but in so doing he sinks his in
dividuality and his profession, and 
m erely becomes one of a num ber of 
business men of diverse interests.

By becom ing a m em ber of a Com
m ercial T ravelers D epartm ent of a 
civic organization he can advance his 
own in terests and a t the same time 
advance those of comm ercial travel
ers as a class. By being identified 
with, and taking his p art with such a

departm ent in itself identified with an 
organization like a Chamber of Com
merce he can be instrum ental in im
proving conditions that will benefit 
himself, his fellow travelers and his 
community.

W ho can better advertise a town 
than comm ercial travelers? W ho can 
better prom ote m ovem ents for im prov
ed roads, increased railroad facilities 
and o ther comm unity needs than com
mercial travelers? And if as individ
uals they can do this how much more 
successfully can they do so if o rgan
ized.

If organized as a departm ent of a 
strong  civic organization, with the in
fluence such an organization can 
wield, their power is multiplied many 
times.

W e do no t believe all the advan
tages of such organizations would ac
crue to  commercial travelers either. 
W e know their ideas, their aggressive 
work and their national optimism 
would bring to a city and community 
abundant re tu rn  and to  both a feel
ing of service th a t would be as val
uable as would the o ther good results 
obtained.

W ould it not be a good thing for 
councils to bring to  the attention  of 
the Chamber of Commerce in their 
cities the results that m ight be ob
tained by the co-operation of their 
members, organized into a Commer
cial T ravelers D epartm ent of the 
Chamber of Commerce and would not 
those results accrue to the benefit of 
the O rder?—W . D. M urphy in Sample 
Case.

Selling Goods Under False Pretenses.
The Grand Rapids W holesale Gro

cery Co. th reatens a certain local 
m anufacturer w ith suit because he re
fuses to  sell any m ore goods to  the 
“co-op.” He sold a quantity of goods 
to  the house a t 18^4 cents with the 
understanding th a t they were to be 
re-sold to  the trade a t 20 cents. In 
stead of doing as it agreed, it sold the 
goods at 18 cents, thus demoralizing 
the m arket.

T h at such a suit would have no 
standing in court is shown by a recent 
decision of the United States Circuit 
Court of Appeals, which held that 
selling goods below cost constituted 
fraud, punishable by fine and im pris
onment, providing an a ttem pt was 
made to  create the inference that 
everything was sold on the same low 
basis.

Three New Dry Goods Salesmen.
The Grand Rapids D ry Goods Co. 

has started  three new men out during 
the past week, as follows:

R. M. Campbell, form erly w ith B ut
ler Bros., will take Southern Michi
gan territory , with headquarters at 
Jackson.

J. T. Bookey, form erly w ith Mitchell 
Bros., at Jennings, willj cover the 
trade of the Saginaw Valley, with 
headquarters at Saginaw.

J. B. Hagel, who has traveled in 
Indiana for the A. J. Brown Seed 
Co., will cover the trade of nearby 
towns, m aking his headquarters in 
Grand Rapids.

Nothing circulates so rapidly as a 
secret.

Jay D. Off on a Lark.
Mt. Pleasant, Iowa, May 19—W e 

reached here Saturday and found Jess 
and Ada (his wife) busy a t their busi
ness. T his is a town of about 5,000 
people, surrounded by a very fine 
country and it requires four banks to 
care for the banking business. I 
cannot tell how long we will stay, but 
next week the four will m ake some 
auto trips to different tow ns within 
a day’s trip—towns th a t I have ac
counts in my furniture business I ju st 
drop in to say hello to  the dealer. 
From  here we will go to  St. Louis, 
Mo., then Louisville, Ky., and while 
there will take in the derby races. 
Then on the trip  tow ard home we 
will make stops a t Cincinnati, Ind ian
apolis and Richmond, Ind.

In Chicago the o ther day I ran on 
to our old friend, Charles R eatto ir, the 
form er D etro it cigar salesm an who 
now represents the G. J. Johnson Ci
gar Co. in the Chicago m arket. R eat
to ir was driving his auto. As he was 
in a hurry, I did not have a chance 
to even ask him w hat he was doing 
or who he was doing.

W hile in Chicago I made arrange
m ents with the A rtistic W ood T urn ing  
W orks for a line of pedestals, floor 
lamps and portable lamps to  show at 
the m arket, also will show just one 
special suit (five piece bedroom  suit) 
in walnut, m anufactured by J. D. 
Freese & Sons Co. I t  is low priced 
and will make a good addition to  the 
line I have from  the Arcadia F urn i
ture Co., they do not m anufacture 
anything in walnut, but give me suits 
in oak, m ahogany, birds eye maple 
and American quartersaw ed. I be
lieve this extra suit will w ork out 
good.

Aside from  doing ju st a little  b it 
of business, we are having a dandy 
trip. The w eather is fine and the 
country looks very beautiful at this 
season. W e find we can take a very 
nice trip by boat down the M ississip
pi river, which we will certainly do, 
probably sta rting  away from  here 
about May 25 or 26.

John  D. M artin.

May Morning.
W ritten  fo r th é  T radesm an .

T he little  village sleeps 
T he m is t up th e  h illside creeps 
To escape th e  com ing lig h t 
Beglowing yonder heigh t.
A m oon h a s  w aned  a -w e s t 
T he robin  leaves h e r  n e s t 
A nd in h e r  song I  h e a r  
“A wake! th e  daw n is  n e a r !”
A nd th en  from  ou t th e  wood 
I ’m  su re  I understood 
T he loud d isco rdan t call 
Of th e  rav en : and  y e t w itha l 

I  know  he m e a n t to  say  
H is welcom e in th a t  w ay.
B u t a  sw ee te r note! T here—h ark !— 
From  th e  m eadow  w here  th e  la rk  
W ith  an im a ted  trill 
Grows sw eeter, sw ee te r till 
I w onder could th e re  be 
A fu r th e r  joy  to  me.
I w ould I  could b u t tell 
T he h a lf w hich  th e re  befell 
P rep a rin g  fo r th e  day 
On th a t  g lad  m orn  in  M ay.

C harles A. H eath .

Hope Essays W ill Keep Sales Home.
The M erchants’ Bureau of R ead

ing, Penn., in its cam paign to  induce 
the shopping public of the city to 
patronize the home stores, has in
stitu ted  an essay contest am ong the 
pupils of the g irls’ and boys’ high 
schools. T he them e will be “ Shop 
in R eading,” and the prizes will be 
for the senior-junior w inner in each 
school, a silver cup, and for the  soph
om ore-freshm an w inner in each 
school, a set of books.

If you want to sell out your 
Clothing, Dry Goods, Shoes or Gen
eral Store write

Greene Sales Go., Jackson, Mich.
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W hy Is It
That the people of W estern  
M ichigan drink 368,400 cups 
of the W o r d e n  G r o c e r  C o m p a n y ’s

freshly roasted coffee every day?

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

GRAND RAPIDS—KALAMAZOO 

THE PROMPT SHIPPERS
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Movements of Merchants.
Ow osso—Criss H. G ort succeeds 

M. G. Cathran in the grocery busi
ness.

A lm a—D. G. Shreeve has opened a 
garage and autom obile accessories 
store.

Shepherd—Joseph A. H aven suc
ceeds J. W . M athews in the grocery 
business.

Muir—H erbert W eston, recently of 
Saranac, will open a m eat m arket here 
May 31.

C harlotte—Charles H. M cCumber 
succeeds Geo. H. T ubbs & Co. in the 
grocery business.

Alto—T he A lto E levator Co. has 
sold its p lant to  H enry  Slater, who 
will continue the business.

A inger—Fred Lyons, of Charlotte, 
has opened a general store under the 
style of the Lyons M ercantile Co.

V assar—George Stevenson has sold 
his stock of dry goods and groceries 
to  Bert Clarke who will continue the 
business.

H artfo rd—Frank F. W arren  has 
sold his stock of dry goods, clothing 
and shoes to P. & I. Joseph, recently 
of El Paso, Texas.

Cedar Springs—W illiam Chaffee, of 
Verm ontville, is installing a bakery 
in the store adjoining H ow ard Mor- 
ley’s general store.

A shton—W hite & Tozer, general 
dealers, have purchased the general 
stock of H enry  Swen and consolidated 
it w ith their own stock.

C harlotte—T he Cleaver C onstruc
tion Co. has engaged in the cement, 
all kinds of building m aterial and 
dairy farm  outfit business.

Eureka—Jam es D aggett has sold 
his grocery stock and store building 
to M. W . M orrison, form erly of L an
sing, who has taken possession.

Cedar Springs—H ow ard Morley, 
the veteran general dealer, who has 
been very ill with pneumonia, is ap
parently  on the road to recovery.

Ovid—L. E. T ucker has purchased 
the P o tte r store building and will oc
cupy it with a stock of musical in
strum ents, music, talking machines, 
etc.

Ovid—W illiam  M ontague has pur
chased the balance of the W . H. P o t
ter implement stock and consolidated 
it w ith his stock of implements and 
vehicles.

E aton  R apids—W. R. H iggins and 
H enry  Stone have form ed a copart
nership under the style of Stone fk 
H iggins and engaged in the grocery 
business.

Caro—H. R. Howell, hardw are deal
er and undertaker, has sold his hard
ware stock to  Cryss England, who 
will continue the business under his 
own name.

Alm a—Cushing & Benedict, who 
conduct a dry goods and bazaar store, 
have taken over the D. W elch stock 
of bazaar goods and will continue it 
as a branch store.

Jackson—T he Stockbridge E levator 
Co. has taken over the p lant of S'. M. 
Isbell & Co. and will continue it as 
one of the chain of elevators it has 
under its m anagem ent.

Owosso—John F. Florin, form erly 
of St. Joseph, has purchased the gro-- 
eery stock of A. F. Loomis & Co. 
and will continue the business a t the 
same location, 526 Main street.

H olland—John A. Vanderveen has 
sold his hardw are stock to  A. P. 
Siersma and Edw ard Brouwer, who 
will continue the business under the 
style of the H olland Supply Co.

P o rt H uron—The Econom y Coal 
& Dock Co. has been incorporated 
with an authorized capital stock of 
$15,000, all of which has been sub
scribed and paid in in property.

Maple Rapids—C. D. Crook has let 
the contract for building a fire-proof 
brick store building, m odern in every 
detail, which he will occupy w ith his 
stock of groceries and dry goods.

L ansing—T he Universal T ire  Co. 
has been incorporated w ith an au thor
ized capital stock of $8,000, all of 
which has been subscribed and paid 
in, $6,000 in cash and $2,000 in prop
erty.

D etro it—T he D etro it B utter & E gg 
Co. has been incorporated with an 
authorized capital stock of $10,000, 
all of which has been subscribed and 
paid in, $6,000 in cash and $4,000 in 
property.

Jackson—J. O. Gilbert has sold his 
ice cream  parlor and confectionery 
stock to  H. L. Cox, form erly of To
ledo, Ohio, who will continue the 
business at the same location in the 
O tsego hotel block.

Fenton—T he Delton Co. has been 
incorporated to  conduct a wholesale 
and retail general m ercantile business, 
with an authorized capital stock of 
$2,500 of which am ount $1,500 has 
been subscribed and paid in in cash.

D etro it—The V ital Sales Co. has 
been organized to  sell household util
ities of all kinds, w ith an' authorized 
capital stock of $5,000, of which 
am ount $2,500 has been subscribed, 
$729 paid in in cash and $271 in p rop
erty.

D etro it—T he J. G. Keywell Iron  
Co. has been incorporated to  conduct 
a wholesale and retail scrap iron and 
m etal business, with an authorized 
capital stock of $2,000, all of which 
has been subscribed and paid in in 
cash.

D etro it—The D etro it Packing Co. 
has been organized to  deal in all

kinds of m eat and m eat products, 
with an authorized capital stock of 
$500,000, of which am ount $250,000 
has been subscribed and $115,000 paid 
in in property.

St. Johns—Leon Budd has sold the 
stock of the People’s Grocery to  L. 
J. C arpenter and son, H arry , who will 
continue the business under the same 
style, with H arry  C arpenter as m an
ager. Mr. Budd will still retain  his 
grocery store on Mead street.

Frem ont—J. Andrew Gerber, P resi
dent of the Old State Bank of F re 
mont, has been granted  an indefinite 
vacation by the board of directors, 
and he expects to  go to  Europe sh o rt
ly. Mr. Gerber has been actively con
nected with the bank for the past 
twenty-five years.

Manufacturing Matters.
Greenville—The Standard Oil Co. 

has placed large orders w ith the 
Michigan M otor Garm ent Co. for 
O uteralls for its employes.

Ann A rbor—T he Connor Ice Cream 
Co., of Owosso, will open a branch in 
the Michigan Brewing Co. p lant which 
it has purchased and is equipping 
with machinery.

Hillsdale—T he Chapman Alamo 
L ight Co. has been incorporated with 
an authorized capital stock of $6,000, 
all of which has been subscribed and 
paid in in cash.

D etroit—T he Peninsular Steel P ro 
cess Co. has been incorporated with 
an authorized capital stock of $6,000, 
all of which has been subscribed and 
$3,200 paid in in cash.

M arquette—T he Cloverland A ir
craft Co. has been incorporated with 
an authorized capital stock of $5,000, 
of which am ount $4,000 has been sub
scribed and paid in in cash.

D etro it—The Otwell T rac to r Equip
m ent Co. has been incorporated with 
an authorized capital stock of $10,000, 
of which am ount $5,000 has been sub
scribed and paid in in cash.

D etro it—T he Lehm an Precision 
Grinding Co. has been incorporated 
with an authorized capital stock of 
$15,000, of which am ount $10,000 has 
been subscribed and $1,500 paid in in 
cash.

Negaunee—The M arquette County 
Milling Co. has been incorporated 
with an authorized capital stock of 
$20,000, of which amount- $10,000 has 
been subscribed and $2,000 paid in in 
cash.

D etro it — T he D etro it Die-Cast 
Bearing Co. has been incorporated 
with an authorized capital stock of 
$8,000, of which am ount $4,000 has 
been subscribed and $1,000 paid in in 
cash.

Petoskey—The Petoskey Canning 
Co., which was recently  organized, 
has elected L. S. Darling, President; 
George McManus, V ice-President, and 
John M. Shields, Secretary-T reas
urer. The company is capitalized at 
$25,000.

Lowell—T he K ing Milling Co. has 
closed down its flouring mill p repara
to ry  to  installing new m odern ma
chinery throughout. T he new equip
m ent will not only be of the very 
latest model b u t will increase the  ca
pacity of the mill from  200 to  250 
barrels per day.

D etro it—The U nited Tobacco & 
Candy Co. has been incorporated w ith 
an authorized capital stock of $10,000, 
all of which has been subscribed and 
paid in, $2,428.94 in cash and $7,571.06 
in property.

A llegan—E. A. Post and Emil F. 
Schmitz have form ed a copartnership 
under the style of the Allegan Casket 
Co. and will engage in the m anufac
ture of a new type of casket which 
they have invented.

L ansing—The M ichigan Ice Cream 
Co. has been organized with an au
thorized capital stock of $50,000, of 
which am ount $26,000 has been sub
scribed, $4,000 paid in in cash and 
$14,000 in property.

D etro it—T he Standard Candy Co. 
has been incorporated to  m anufac
ture and sell confectionery of all 
kinds, with an authorized capital stock 
of $100,000, all of which has been sub
scribed and paid in in cash.

Owosso—W illiam  G. C. Generke, 
who conducts a bakery a t Ovid, has 
purchased the Ploch bakery, taking 
immediate possession. H e has placed 
his bakery  a t Ovid under the m an
agem ent of Charles Covert.

D etro it—T he Five Dollar H at Shop 
has been incorporated to  m anufacture 
and sell hats, m illinery, dry goods and 
notions, w ith an authorized capital 
stock of $10,000, $6,000 of which has 
been subscribed and paid in in cash.

D etro it — T he M ichigan Copper 
Products Co. has been incorporated 
w ith an authorized capital stock of 
$250,000, of which am ount $171,000 
has been subscribed and paid in, $15,- 
025 in cash and $155,975 in property.

D etro it—T he Aero-Cushion In n er 
T ire & R ubber Co. has been o rgan
ized w ith an authorized capital stock 
of $1,000,000, of which am ount $507,- 
500 has been subscribed and paid in, 
$7,500 in cash and $500,000 in p rop
erty.

P o rt H uron—T he General H arves
ter C orporation has been organized 
to m anufacture and sell tractors, en
gines, etc., w ith an authorized capital 
stock of $100,000, of which am ount 
$50,000 has been subscribed and $10,- 
000 paid in in cash.

Ann A rbor—The Ann A rbor Boach- 
ing & Machine Co., which came to 
the city last Septem ber, has outgrow n 
its quarters and has taken over the 
Ann A rbor Fluff R ug Co.’s form er 
property, upon which a $20,000 fac
to ry  building will be erected.

Jackson—T he Jury-R ow e Co. has 
been organized to m anufacture and 
sell all kinds of furniture, store and 
office equipm ent, carpets, rugs, etc.. 
w ith an authorized capital stock of 
$60,000, all of which has been sub
scribed and $6,000 paid in in cash.

Berrien Springs—Tw o concerns will 
be added to  the industries of Berrien 
Springs. T he Gary W aterproofing 
C orporation, which makes a liquid 
com pound known as “W ater C haser” 
and which is claimed to render w ater
proof, tents, awnings, shoes, rope,* um 
brellas, etc., is one, and the o ther is 
a concern which will make the  “ L igh t
ning Change Rim Auto.” T his rim 
was invented by C. B. Deeds and was 
shown a t the  Chicago autom obile 
show th is w inter. A site 60 x 80 feet, 
has been obtained.
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The Grocery Market.
Dealers who handle soft drinks on 

the prem ises are beginning to  learn 
the run of the new revenue law. In 
the cities the fountains are supplied 
w ith a register which issues the extra 
cent charge tickets on 5 cent drinks. 
By this m eans the firms keep track 
of what they m ust turn over from  
their receipts to  the Governm ent 
T reasury. R egulations for adm inis
tra tion  of the 15 per cent, tax  on 
“near beer” and o ther beverage made 
of cereals, and the 10 per cent, tax  on 
m anufacture of soft drinks provide 
th a t the assessm ent is against the 
original m anufacturer in the case of 
near beer, even though he sells to  an
other concern which bottles and sells 
the product.

If the beverage is subjected in the 
process to any remaking, sales by the 
second m anufacturer also are taxable. 
T he tax  is on the m anufacturer’s 
price, not the retail price.

T he tax  on soft drinks, as differen
tia ted  from  soda fountain products, 
is on unferm ented grape juice, ginger 
ale, roo t beer, pop, artificial m ineral 
waters, apple juice, loganberry juice 
and o ther fru it juices. T he tax  is 
paid by the m anufacturer and these 
articles are exem pt from  soda foun
tain taxes.

Prune prices by the California 
P rune and A pricot A ssociation are 
expected for the opening about June 
1. I t  is said th at the prices will not 
be held back until August, as had been 
rum ored. The Association says open
ing prices will be based on a careful 
estim ate of crop probabilities, and 
will avoid anything speculative in 
character. The estim ate a t the w rit
ing was m ore than  250 million pounds, 
and perhaps near 300,000,000.

T he trade notices a heavy demand 
for grape juice, apparently  the jobbers 
stocks being nearly  cleaned out. Ju s t 
w hat this m eans m ay be speculated 
upon freely. A nything in the picnic 
line is selling well ju st now, and it 
m ay be said the grape juice demand 
has to do with the season, ra ther than 
because alcoholic drinks are to  go by 
the  board July 1. Grape juice is said 
to  be capable under circum stances to  
acquire quite a kick.

Raisin prices are said to  be due 
when it is possible to  calculate the 
tonnage w ith some surety. T his may 
be about the middle of July. The 
waste reclam ation service of the  De
partm ent of Commerce .finds about 
2,000,000,000 cans are utilized a year 
for fruit, vegetables and soups, repre
senting about 8,000 tons of pure tin, 
o r a ltogether 800,000 tons of m ater
ials. U nder the system  the  tin  is 
recovered. T w o per cent, of the th ir

teen tons .of usable m aterial sent to 
the dump in city centers for every
1.000 inhabitants is tin  cans, o r say
15.000 tons of tin cans are discarded 
annually.

Sugar—The m ovem ent of refined 
sugars into consum ption during the 
past week has been on a larger scale 
and much more satisfactory in every 
way than for any sim ilar period so 
far this spring. More settled weather 
is expected to bring a steady broad
ening of the demand, and while the 
distribution over any given period 
may not compare w ith some of the 
larger m ovem ents of form er years, 
the probabilities are th a t over a long 
interval it will be found th at as much, 
if not more, sugar will be bought and 
absorbed as in past seasons. The 
M ichigan-Ohio beet sugar campaign 
of 1918-19 has been wound up, vir
tually, and the next m ovem ent in this 
departm ent will be the w ithdraw al of 
W estern  beets from Indiana and 
Michigan m arkets.

T ea—The m arket shows no change 
for the week. T here is a fair demand 
under the circumstances, but not large 
enough to rescue the m arket from  the 
slough of despond into which it has 
fallen. Prices are the same as a week 
ago, w ith no immediate prospect of 
any change.

Coffee—The m arket for Rio 7 and 
o ther grades of Rio is a trifle weaker 
for the week, possibly lc  per pound, 
due to  a general easier feeling in the 
coffee m arket. Santos, however, con
tinues steady to  firm. O perators ap
pear to  believe th at the decline is only 
tem porary. As a m atter of fact, the 
m arket is in a very uncertain condi
tion and buyers would do well to  buy 
for reasonable w ants only. W ith the 
m arket in its present very highly in
flated condition nobody can intelli
gently  forecast w hat is going to  hap
pen. Java grades are excited and 
tending higher.

Canned F ru its—California packers 
generally have sold so much in the 
way of canned fruit futures th at they 
are now reported  checking up orders 
against their estim ated packs, and not 
active as sellers. Spot goods com
m and constantly  increasing prices, 
the highest ever paid in this market. 
California standard  w ater apricots 
are quoted a t $4 for 2J^s. E x tra  yel
low cling peaches have sold up to 
$4.75. Gallon apples have lately ad
vanced 50c, and on Saturday were 
said to  be hard to secure at $5.75. In 
spots there  is literally  no “m arket,” 
the price in any given instance being 
a pull between seller and buyer, with 
buyers generally ready to  go the  limit 
in order to get goods.

Canned V egetables — Prices for

many canned vegetable futures, as 
for all sorts of canned fruits, are con
stantly  advancing, and the general 
disposition of the m arket is out-and- 
out bullish. Some packers of W est
ern fancy corn have advanced their 
prices 25c over their opening figures. 
All W isconsin packers are reported 
sold out on future fancy peas, and 
confirmed orders on standards are 
said to be at an advance of 5c or more 
over the opening. California tom a
toes are firmer, the demand on the 
Coast having been so active th at the 
pack is very largely sold; prices are 
well in advance of the opening, $1.35 
for 2 ^ s .  California spinach is h igh
er, $1.35 Coast, and fancy is quoted 
at $1.60, and not easily obtainable. 
Buying is said to have been heavy in 
Chicago. On Southern spinach pack
ers are generally not naming opening 
prices.

Canned F ish—Salmon shows no 
change and the trade are still specu
lating as to  w hether the Governm ent 
will unload some of its supply. Some 
of the trade think th at part of the 
Governm ent owned salmon should be 
released for the purpose of bringing 
down prices and those views have 
been comm unicated to the Govern
ment, but as yet results have not de
clared themselves. Sardines are un
changed. The m arket is still dull and 
ruling below the cost of production.

L ater—New prices on W arren ’s sal
mon were announced to-day. They 
are exactly the same as one year ago.

Dried F ru its—T o add to the activ
ity in dried fruits, Coast wires report 
on w hat is said to be the best au tho r
ity th a t the Federal Governm ent will 
not put on the domestic m arket its 
holdings of O regon prunes, estim ated 
at 60 to 65 cars, but will sell them  
abroad. Brokers and buyers who had 
been looking for relief to  the spot 
m arket from  this source were not a 
little disappointed a t this news. Prices 
on future prunes, October-N ovem ber 
shipm ent, all districts, were advanced 
by the Packing Corporation lc  on 40s 
to  80s, %c on 90s-100s, lc  on 100s-120s 
and y2c on 120s up. T he resulting 
new prices are flats, 50-pound boxes 
for 90s and up; bulk basis for 80s and 
larger sizes. Resales of Santa Claras, 
Septem ber-O ctober shipment, were 
made at 12J^c, bulk basis for 40s to 
90s; a t 12j4c, bulk basis, for 40s to 
70s, w ith lc  premium on 40s. Spot 
O regons were held a t 30c for 40s, 27c 
for 50s, 23c for 60s. Future apricots 
were sold a t about / 2c over the asso
ciation’s opening prices.

Rice—E xport demands are heavy 
and insistent, but owing to the sh o rt
age of supplies in the bette r grades 
the m ovem ent is by no m eans propor
tioned to the requirem ents of foreign 
buyers. Some large m illing interests 
are reported to  be practically out of 
the m arket, having sold about every
th ing  they had or could obtain. Do
m estic buyers are showing increasing 
anxiety to secure supplies o f the more 
desirable kinds as the stocks dimin
ish. T he m arket is strong  w ith a 
rising tendency, in which, however, 
the low grades, th at are ra ther plen
tiful, do not as yet participate.

M olasses—T here  is the usual sea

sonably dull m arket with no quotable 
price changes.

Cheese—The m arket is steady to 
firm, there being a m oderate supply 
on hand at this writing. The receipts 
are gradually increasing but with the 
extra heavy demand we do not look 
for any material change iri the very 
near future. The quality of cheese is 
gradually im proving and we no doubt 
will have full grass cheese in a week 
or two.

Provisions—The m arket on smoked 
m eats is very firm, prices having ad
vanced about y @ lc  per pound over 
last week’s quotations. T here is a 
good demand at this time and a fair 
supply. The m arket on barreled pork 
is steady, with quotations remaining 
the same. There is an ample supply 
to m eet all current requirements. 
The m arket on dried beef is 
steady to firm, with unchanged 
quotations. T here is a fair supply to 
meet the demand. T he m arket on 
lard is very firm; quotations slightly 
firmer than previous quotations, hav
ing advanced about ]/2c per pound. 
There is a fair supply on hand and an 
active demand. The m arket on lard 
substitute is very firm, there being a 
regular demand for this commodity 
at this w riting and a fair supply. The 
m arket on canned m eats is very firm, 
due to a decrease in the supply and a 
good demand.

Salt Fish—Irish  mackerel shows no 
particular change from a week ago. 
The situation is dull and with prices 
easy. Cod has taken a back seat for 
the season.

Dick Kimm, the Rockford hardware 
and furniture dealer, has under way 
plans which will make his newly-ac
quired hardw are stock as complete 
and comprehensive as his furniture 
stock is. The entire upper floor of 
the building he occupies is devoted to 
furniture and it is arranged and dis
played in a m anner which would do 
credit to a m etropolitan establishm ent. 
The experience Mr. Kimm gained in 
his long connection with the W ine- 
gar store in Grand Rapids serves him 
to useful purpose in his present loca
tion.

Lieut. Stephen Sears, son of S. A. 
Sears, has been discharged from  the 
service and has returned to his home 
in this city. Mr. Sears was wounded 
in the right shoulder in France by 
a bursting  shell and spent several 
m onths in hospitals in France and at 
Ft. Des Moines, Iowa. He has re 
gained the use of his arm to a con
siderable extent, but will probably 
never be able to  raise it above the 
level of the shoulder.

F. L. Baum aster has engaged in the 
grocery business at Hudsonville. The 
Grand Rapids branch of the National 
Grocer Co. furnished the stock.

Peter Hansen, grocer a t H ow ard 
City, has added a line of dry good<. 
The Grand Rapids Dry Goods Co. 
furnished the stock.

Guy A. Cone has engaged in the 
grocery business a t Ionia. The Jud- 
son Grocer Company furnished the 
stock.
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W H ER EFO R E OF HIGH PRICES.
Many curious anomalies continue 

to  show up in the buying by the gen
eral public. T hey are so different 
from  what the ordinary kind of reas
oning calls for th at they m ark a dis
tinct break in accepted rules of po
litical economy. Some quite learned 
men, for example, have wasted ream s 
of paper in endeavoring to  dem on
stra te  th a t high prices m ust inevit
ably reduce the volume of buying and 
restric t it in great m easure to  staples 
and necessities. A t the present time 
there is no question in the mind of 
any one that prices are extrem ely 
high. In the case of a num ber of ar
ticles the prices are from  100 to 200 
per cent, or even m ore above those 
in norm al times. Added to  this, m ore
over, is the addition to  the cost of 
living caused by  the continued in
creases in house rents. Yet the results 
are quite con trary  to w hat the condi
tions ought to call for. Price advances 
seem only to have stim ulated the buy
ing instead of having checked it. A r
ticles of luxury, in spite of the extra 
tax  on them , appear to  be in great 
demand, and higher-priced goods are 
usually taken in preference to  those of 
lower grade, while staples are fre
quently neglected for the fancier 
things. T here is a reason why cer
tain cheap things are not popular. E x
perience during the war period show 
ed th a t they lacked the wearable 
quality and proved dearest in the end. 
But this is no t sufficient to  explain 
the course of the buying in o ther re 
spects.

I t  m ust not be supposed th a t the 
high prices are not the subject of 
p ro test even while the buyers show 
eagerness to  get w hat they want. 
Custom ers keep on asking why they 
should pay more after the w ar is over 
than they did while it was on for 
hats, clothing, shoes, and o ther things. 
T here has also been recently more 
of an enquiring spirit as to  the dis
position of the vast stores of both 
food and clothing, as well as of the 
raw m aterials from  which the latter 
is made, which had been accumulated 
by the Governm ent in excess of its 
needs. I t  has been felt th a t too much 
consideration has been shown tow ard 
producers and too little  tow ard con
sum ers in the zeal to p ro tect the high 
levels of prices. Persons have not 
forgotten that, during the .war, m anu
facturers attem pted to justify  the high 
prices they asked and the large profits 
they  were m aking by the plea that 
these would be an offset to the losses 
they expected to  suffer when hostil
ities ceased and prices fell. And it is 
also rem em bered that, in the taking 
of inventories, there  was a scaling 
down of the values of stocks in hand 
to prepare for the supposed inevitable 
declines and, incidentally perhaps, 
lighten the am ount of taxation. The 
W ar D epartm ent has found it neces
sary to  issue an explanation why it is 
try ing  to  dispose of surplus m eats 
abroad instead of pu tting  them  on the 
m arket here with the possible effect 
of cutting  down dom estic prices. But 
no quite convincing reason has yet 
been given why the wool stocks own
ed by the Governm ent should be auc

tioned off with price minimums fixed. 
Yet this la tte r circum stance has aided 
in keeping up the prices of all the 
woolen goods of the country. And so 
it is in o ther things.

W hile on the subject of prices, a t
tention may properly be directed to 
ward those of footwear. Perhaps 
nothing has been so great a cause 
of exasperation to buyers as the con
tinued increase in the cost of shoes. 
T hey have been fed up with stories, 
general in character, of the scarcity 
of leather, and its consequent higher 
price, and of the added labor costs. 
Many of the statem ents are in the 
nature  of propaganda intended to still 
the rising discontent. N ot all of them  
are ingenuous, although m any are in
genious. Thus, in some recently pub
lished argum ents in one of the trade 
papers sent out for reproduction in 
regular newspapers, g reat stress is 
laid on the decrease in im ports of 
hides up to  a few m onths ago. But 
the o ther side of the sto ry  is not 
given. T his is the decrease in the 
exports of finished leather and boots 
and shoes and, beyond this, the tre 
m endously g reat production of do
m estic hides of one kind or another 
resulting  from  the slaughter of cattle 
and o ther food anim als increased to 
supply the enorm ous am ount of meats 
which have been gotten out. And, 
eveh when it comes to  imports, it 
m ust be borne in mind that these have 
been recently increasing, especially 
those of goat and calf skins, where 
scarcity  has been m ost pronounced. 
Some tim ely words of w arning as to 
too much exploitation of the public 
came the o ther day from  Fred A. Vo
gel, President of the T anners’ Coun
cil. H e cautioned the m em bers that 
recent rises in price have been specu
lative and th a t if they  “allow the sit
uation to  get out of hand and see raw 
m aterial advancing beyond all reason, 
there will come a sudden check to 
our business which will be detrim ental 
and the effects of which will be felt 
for a year to  come.”

Cheap Postage to  Be Resumed.
P ostm aster General Burleson has 

advised the Post Offices of the coun
try  that, beginning w ith Ju ly  1, the 
old ra tes on first-class mail m atter, 
including postal and post cards, which 
were in effect p rio r to Nov. 2, 1917, 
will be resumed. Says the order: 
“U pon all m atter of the first-class, 
postage shall be charged a t the rate 
of 2 cents for each ounce o r fraction 
thereof; and drop letters shall be 
mailed a t the ra te  of 2 cents per ounce 
or fraction thereof, including delivery 
a t le tter-carrier offices, and 1 cent for 
each ounce or fraction thereof where 
free delivery by carrier is no t estab
lished. Postal cards shall be tran s
m itted through the mails a t a postage 
charge of 1 cent each, including the 
cost of m anufacture.

“I t  shall be lawful to  transm it by 
mail a t the postage rate  of 1 cent a 
piece, payable by stam ps to be af
fixed by the sender, and, under such 
regulations as the Postm aster General 
m ay prescribe, w ritten messages on 
private m ailing cards, such cards to 
be sent openly in the mails to  be no

larger than the size fixed by the con
vention of the U niversal Postal 
Union, and to  be approxim ately of 
the same form, quality, and w eight 
as the stam ped postal card now in 
general use in the U nited S tates.”

An additional order reads in part 
as follows:

“T he le tter rate of postage (2 cents 
for each ounce or fraction thereof) 
will be applicable to  letters addressed 
for delivery in the Bahamas, Canada, 
Cuba, Barbados, British Guiana, B rit
ish H onduras, Dom inican Republic, 
D utch W est Indies, England, Ireland, 
Scotland, W ales, Leeward Islands, 
Mexico, Newfoundland, New Zealand, 
Panama, Trinidad, (including T oba
go,) and W indw ard Islands, (includ
ing Grenada, St. Vincent, the Grena
dines, and St. Lucia.)

“ Postm asters are informed also th a t 
the provisions of the above-m ention
ed order are not to  be understood as 
affecting the rates applicable to  let
ters for foreign countries o ther than 
those named in the preceding pa ra 
graph, said rates rem aining a t 5 cents 
for the first ounce or fraction thereof 
and 3 cents for each additional ounce 
or fraction thereof.

“The ra tes of postage applicable on 
and after Ju ly  1, 1919, to postal cards 
and post cards (private m ailing cards) 
addressed for delivery in Canada, Cu
ba, Mexico, and Panam a will be 1 
cent each.”

Bring Insurance Policies Up-to-date.
Retailers th roughout the country 

who own the p roperty  in which their 
stores are located should look into 
the m atter of insurance w ith a view 
to keeping their p roperty  covered for 
an adequate am ount. Policies taken 
out before the war, which a t the time 
of underw riting  covered probably 75 
to 80 per cent, of the value, to-day will 
cover but 40 to 50 per cent, of the 
present value of the p roperty  insured, 
due to  the increased costs of labor 
and m aterials.

R ecent large fires have dem onstra t
ed the  wisdom  of keeping insurance 
policies up-to-date. In  several in
stances, p roperty  has been destroyed 
upon which the insurance originally 
covered 75 per cent, of the value but 
which, when the face of the policies 
was paid, was found to  cover less than 
half of the replacem ent cost under 
present conditions.

Building construction  has increased 
50 to  80 per c e n t.. in cost, while in 
m ost cases the owners have no t in
creased their insurance. In  com
m unications to  clients regard ing  re
newals, insurance men have sent 
brief notices h in ting  a t the advisabil
ity  of revaluation of buildings and re
placem ent cost of o ther property, es
pecially machinery.

Fire insurance companies, it is de
clared, fully recognize the increased 
value of buildings, owing to  the costs 
of m aterial, labor and o ther item s en
tering  into construction, and will ac
cept additional insurance. A gents 
advise th a t before acting  to  increase 
insurance, property  holders should 
consult builders or friends who under
stand values and the appreciation in 
buildings. As a general rule, how 
ever, any building no t depreciating

too greatly  from  age is w orth not less 
than 50 per cent, m ore to-day than 
three years ago.

Trend of Fur Styles.
From  present indications a m arked 

change from the fur styles now in 
vogue is due this fall. In other words, 
the small pieces that are now so 
popular in the trade will give way 
to  m ore voluminous articles. Coats, 
dolmans, coatees, capes, and sizable 
scarfs are all expected to do well, this 
expectation being based on the early 
advance business taken.

Opinions differ as to w hether coats 
or dolmans will have the stronger 
“pull” for fall, but there is a disposi
tion on the part of buyers to regard 
medium length dolm ans very favor
ably. Many attractive models in the 
la tte r have been worked out in H ud
son seal, trim m ed w ith squirrel, mink, 
and other contrasting  furs. Some 
furriers think very well of the shorter 
coats and coatees for the new season, 
basing their belief in part on the h igh
er cost of all furs and the fact that 
—all else being equal—the shorter 
garm ents will be the cheaper.

Bead Chain Necklaces Popular. 
Am ong lines th at are a ttrac tin g  in

terest am ong the i,ewelers a t present 
are bead chain necklaces. These a r
ticles and other novelty jew elry are 
having an exceptional demand that 
keeps the m anufacturers stocked well 
ahead with orders. A great m any 
buyers are com ing in, particularly 
those representing  the jobbing trade 
of the South. E xport buyers from 
widely scattered  points are also re 
ported to be well represented  in the 
m arket.

Insurance men in Boston saw a 
novel m otion picture last week, p ro 
duced especially for their edification 
and w ritten  by the chief engineer of 
an insurance company. E ntitled  “The 
O utlaw ,” it was based on the theory 
th a t carelessness is responsible for 
m ost accidents. The villain was K ing 
Carelessness, surrounded by his de
mons, Inatenshun, Ishouldw orry, Nev
ermind, Takeachance, Didn’tthink, and 
others, who are attacked and finally 
driven out of the factory by the hero, 
Safety Engineer.

Plane Men.
W ritten  fo r th e  T radesm an .
W inged th in g s  m ade sp o rt to -d ay  
F rom  e a r th  u n fe tte red  th ey  sailed  aw ay 
In to  a  rea lm  long since th e ir  own 
H ad  b u t a n  en tran ce  th e re  been show n 
B u t now  w ith in  i ts  m ysteries  
The overw helm ing w onder is 
T h a t m an  so long w as k ep t w ithou t. 
A ir-born  he  w as  w ith o u t a  doubt,
We w ere convinced on V ic to r H ay  
As th e n  w e w atched  th e  p lanes a t  p lay 
M ore like  th e  s ta r lin g s  w hen  th e  sea  
Is  tem p est to ssed  continually .
T he  h a b ita n ts  w ho c la im  th e  a ir—
O ur c ity  doves—w ere a ll d espa ir 
F o r o ft th e y ’d try —th o ’ languid ly—
To jo in  th e ir  new  fr ien d s’ com pany;
B u t quick re tu rn ed  to  th e ir  old h a u n ts  
Out-flow n, ou t-done  by  th e  aeronau ts. 
M en diving, sw irling , w hirling  th e re  
W ere  n o t of e a r th —th e ir  re a lm  w as a ir. 
W e w ondered  a s  w e saw  each  flight 
T h a t m an  so long unclaim ed h is  rig h t, 
F o r  h is  dom inion—’tw a3 very  c lear—
Is  e a r th  a n d  sea  and  a tm osphere.

C harles A. H eath .

YOUR STOCK can be sold out right 
in YOUR TOWN. Let us show you 
what we have done for other Mich
igan merchants.

Greene Sales Go., Jackson, Mich.
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Yes, Mr. Dealer!
Increase Your Cigar Sales

mmMâàéœryy-.

Have in Stock
Dime Quality

O D IN
7c

Contains Havana
m

Exact Size Mungo Park
The Wonder Cigar

N ew  Havana Smoke
Distributed by

N a t io n a l  Gr o c e r  C o m p a n y
r.C.LETTS, President

C H I C A Q O . r u .
C .E L L I O T T ,V ic e  P r k h o i n t

D E T R O I T ,  M I C H .
B .B .C U S H M A N .T p c A s  ar Gcncpal  Ha

D E T R O I T , M I C H .  
W .I .C O L W E L L .S i c r i t a r v  

D ETR O IT , M ICH.

G E N E R A L  O F F I C E S  a m  M ILLS
8 0 - 3 6  L A R N E O  S T R E E T  W E S T

D E T R O I T

W H O LESA LE  G R O C E R S

'0 ) 0 -

j m k j .  v s .

i m i

t í
isët’ü

|p ?

m

10c Straight
Regular 

15 cent size

O P E R A TIN G  J O B B IN G  HOUSED 
AND B R A N C H E S  
D E T R O I T ,  M I C H .  
S A G I N A W ,  M I C H .
B A Y  C I T Y ,  M I C H .  
J A C K S O N , M I C H .  
L A N S I N G ,  M I C H .  
C A D I L L A C , M I C H .

G R A N D  R A P I D S , M I C H .  
SAU LT  S T E .  M A R I E , M I C H .  

T R A V E R S E  CITY, M I C H .  
S O U T H  B E N D ,  INO.
P O R T  H U R O N ,M IC H .  
L U O I N G T O N ,  MICH.  
M A N IS T IQ U  E .MICH.  
E S C A N A B A . M I C H .  

O W O S S O ,  MI CH .  
O E C A T l / R . I L L >

L U B E T S K Y  B R O S .  & K L E IN E R ,  Makers ,  G R A N D  R A P I D S ,  M I C H I G A N
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TRYING TO CHECK T H E  RISE.
T he troubles that resulted from the 

high prices of war-time were due to 
an unwisely expanded m argin of 
profit. I t  was this feature th at caused 
the m anufacturers m ost annoyance 
and made converters cease to order 
ahead long before the armistice came 
on. I t  is the feature of the immediate 
conditions th at far-seeing m erchants 
are m ost concerned about and dread.
If it comes about th at purchases for 
the converting and m anufacturing 
trades are predicated upon a profit 
m argin that is unduly wide, the mills 
can take a shrinkage w ithout a loss, 
which can break the converter o r  tbe 
m anufacturer using fabrics as his raw 
material. T he only way that a weak
ening of the producing position can 
be avoided is to go slow on accepting 
forward business, however high the 
spot prices may go.

The demand for cotton goods dur
ing the past week has been phenom 
enal. Sales have been made in large 
volume at rapidly rising prices and 
bids were far more num erous than 
sales. Mills m aking fine combed 
yarn cloths have used greater discre
tion in accepting further com m it
m ents than has been true of mills and 
sellers handling prin t cloths and 
sheetings.

T he colored goods situation in the 
dress fabric division continues very 
tense. Deliveries are wanted as quick
ly as they can be made and some cut
ters are quite willing to order spring 
gingham s and fancy colored cottons 
now. A gents for some mills have 
been unable to make good deliveries 
owing to  strikes and unsettled m anu
facturing conditions while others have 
preferred to  w ithdraw  their lines from 
sale pending a m ore settled condition 
in the purchasing end of trade.

Bleached cottons of all kinds have 
been more active. W ide sheetings, 
pillow cases and pillow tubings, and 
o ther domestics, have sold more freely 
and agents have been disposed to 
check the ordering at curren t prices 
by w ithdraw ing certain lines and tes t
ing the extent of the buyers’ needs 
by the suggestion of higher prices for 
nearby deliveries. Percales and prints 
have been sold so well th at afte r hav
ing advanced prices agents have de
cided to lim it orders. Some printers 
are not getting  full deliveries from 
their works and are unwilling to  sell 
to  norm al capacity. T he price ad
vances appear to have w hetted the 
appetite of jobbers, and they are as
sum ing little risk in view of the p ro
tection afforded on several lines of 
this character.

T he im provem ent in silks has reach 
ed a place where much b e tte r employ
m ent conditions are assured if w ork
ers will accept the present wages and 
hours until the gap in the demand for 
m erchandise is lessened. If  th reaten
ed strikes m aterialize they will m ere
ly hasten the day of greater disorgan
ization in production. T he call for 
the expensive silks is very unusual 
and is typical of conditions seen in 
jew elry and o ther lines where a super
abundance of m oney is leading to 
m any extravagances.

In  the wool division m anufacturers 
have done all th a t is possible to  curb

a hectic demand. T hey are unable to 
make m any of the deliveries called 
for and could not improve the situa
tion by price advances. Some of the 
more im portant factors are closely 
scrutinizing sales a t second hands to 
put a check to the speculation that 
lifted prices last year to  abnormal 
levels at a time when mills were m ak
ing m oderate profits from  Govern
m ent work. The strike in the gar
m ent m aking trades has caused less 
apprehension than any sim ilar out
break in the h istory  of the business, 
so far as producers of fabrics are 
concerned.

AN X R T FU L  DODGER.
Hon. Chas. B. Scully, of Alm ont, 

double crossed the T radesm an—acting 
in behalf of the insuring  public of 
Michigan—in his capacity as chairman 
of the Insurance Com mittee of the 
M ichigan Senate.

Judging by the comm unication from 
Hon. Milo D. Campbell, published 
in the insurance departm ent of the 
T radesm an this week, he is by no 
m eans an am ateur in the business of 
double crossing his friends o r those 
who m ight be num bered am ong his 
friends if he was inclined to  play fair, 
which he seems to  be u tterly  unable 
to do. He makes sta tem ents which 
do no t bear the sem blance of frank
ness or tru th  and, when requested to 
particularize, he w raps himself up in 
a m antle of silence, like the ostrich 
which buries its head in the sand and 
imagines th a t by so doing it is con
cealing its en tire  body. Mr. Scully 
may prevent his critics reaching a 
ju st conclusion by his ostrich-like an
tics, but he simply diverts attention 
from  o thers and centers it upon him
self. The time has long passed when 
a legislator can surround himself with 
the glam or of eternal silence and ig
nore the questions and suspicions of 
his associates and constituents.

H OSIERY W ITH DR AW ALS.
T he activity th at has ruled the hos

iery m arket of late has forced a tight 
situation and lines are being so well 
taken care of for the future th a t some 
are being w ithdrawn, while others are 
likely to  be w ithdraw n at an ea rly 
date. T he Knoxville K nitting  Mills 
announced last Saturday that its en
tire line had been w ithdraw n on ac
count of having been sold up for fall 
and other similar announcem ents are 
expected from o ther quarters soon. 
These w ith the announcem ents that 
have already been made indicate a 
well sold m arket.

Silk hosiery of all kinds is unusually 
strong  and it is difficult to locate any
th ing  like quick delivery. T his ap
plies to  the pure and the artificial 
for both men and women. Mills are 
behind w ith their deliveries, despite 
the fact that in m any cases enlarged 
production facilities have been ob
tained to  keep pace with the demand.

The low end is coming along in fine 
shape and mills are rapidly being 
taken care of on fall production. 
Prices are stiff and it is anticipated 
th at they will get stronger if the im
provem ent continues.

Common sense is not so common 
after all.

W H IR L W IN D  COTTON M ARKET  
The whirlwind cotton  goods m ar

kets during the past week led many 
im portant m erchants to express grave 
anxiety lest the whole trade was rid
ing for a fall. No such doubts are 
entertained by a g reat many cotton 
m anufacturers, some of whom are 
N ationally known.

They predict that prices will con
tinue to  rise to and beyond the Gov
ernm ent levels of O ctober of last 
year, when wide prin t cloths were 
quoted at 15j4c a yard, staple prints 
at 22c and F ru it 4-4 m uslins a t 30c. 
Those goods are now quoted at 13c, 
15c and 21c, respectively.

The view they express of the m ar
ket is substantially as follows: P ro 
duction cannot reach pre-w ar p ropor
tions for at least two years because 
of the shorter working hours, the in
ability to secure operatives and the 
im practicability of adding new m a
chinery to make up the loss resulting 
from the cutting down of working 
hours.

They do not consider th a t the price 
of cotton will cut any figure of con
sequence in cloths and they are un
disturbed by the thought th a t cotton 
may go up or down. N or do they 
give any serious attention  to the sug
gestion of an impaired purchasing 
power interfering with distribution or 
demand.

If views of m arket conditions like 
these were being aired by speculators 
they would m erit no attention  from  
m erchants and would receive none. 
They have been expressed within two 
or three days by some of the men 
who were pioneers in Southern cot
ton mill development, and by other 
men who are at the head of large New 
England m anufacturing institutions.

One of these men w riting to  an 
agent here stated th at the very thing 
he predicted a yea,r ago has come 
about and can now be seen clearly. 
The fnarket received a violent setback 
upon the advent of peace and is now 
recovering fast because there is a 
world exhaustion of m erchandise th at 
can best be treated  by supplies from 
this country. He counsels his agents 
to sell nothing for m ore than  four 
m onths ahead and to  encourage no 
com m itm ents from  those who have 
at any time resold goods in the m ar
kets.

TO E X T E N D  USE OF L IN E N .
Representatives of the Irish  Linen 

Society are in New York City this 
week to aid in the m ovem ent for hav
ing more of their products used in 
this country. A publicity cam paign 
for this purpose was launched some 
time ago. D uring the w ar the greater 
portion of the linen made was used 
in the m anufacture of airplanes and, 
besides, the supply of flax was much 
curtailed because of the disturbances 
in Russia and the destruction in Bel
gium, the two countries from  which 
a great deal of the raw m aterial was 
obtained. T here is to be a much great
er production of flax in the near 
future, and it is said th a t the new 
quick processes for re ttin g  the fiber 
will enable quicker m arketing. The 
greater use of linen will be a boon 
to  many who have found the cotton

substitutes far from  satisfactory, and 
nothing prevents such use except the 
higher price. If the flax can be pre
pared a t reduced cost, as seems likely, 
a great problem  will be solved, and 
the expression “a gentlem an’s linen” 
will again mean som ething. Consum
ers may once more become familiar 
with linen collars and cuffs, as well 
as shirts, instead of the contraptions 
made of cotton fabrics which have 
been of inferior construction while 
the price has advanced. Even a t a 
som ewhat higher price, linen articles, 
especially those for household use, 
have a place th a t noth ing else has 
been found to fill adequately for a 
few thousand years o r so.

T H E  JEW EL CONSISTENCY.
The grocery trade desire th a t the 

Federal Food law be modified to de
clare wrapped m eats to  be "food in 
package form ” will be strongly  urged 
upon the Food Inspection B oard at 
W ashington this week and, on that 
point, too, the grocers will probably 
find them selves arrayed against the 
packers on the m erits of the con tro
versy.

T his issue has b rought to light a 
peculiar inconsistency in the rulings 
of the D epartm ent of A griculture. It 
has refused heretofore to regard  w rap
ped m eats as “food in package form ” 
because so much of the wrapped m eat 
is sold as a whole and not subdivided, 
but som eone has discovered th a t in 
the m atter of walnuts, which are 
alm ost identical in their relation to  
the shipping container and the u lti
mate consum er’s purchase unit, the 
departm ent has completely reversed 
itself.

In  the latest lot of Service and 
R egulatory announcem ents, the de
partm ent held th at a lot of mouldy 
nuts were not only “adulterated” by 
reason of spoilage but also “m is
branded” because “it was food in 
package form  and the quantity of the 
contents (no t the package but the 
contents) was no t conspicuously and 
plainly m arked on the outside of the 
sacks.” W herefore the Governm ent 
in th a t case (No. 6238) condemned 
the goods.

Man after m ore than  four hundred 
years of schem ing and experim enting 
has learned to  fly b e tte r than the 
eagle and the condor. All the books 
on the subject give L eonardo da V in
ci, who was an engineer as well as a 
pain ter and sculptor, the credit of 
designing the first pair of wings by 
which biped m an was to  share the air 
w ith the  birds; there is a p rin t of the 
design dated 1500, and the books are 
full of queer contrivances th a t now 
excite laughter. But when the pres
en t century had dawned there were 
men still planning to  fly by their own 
m uscular power. N ot until the in
vention of the gas m otor was there 
any hope th a t the planes inventors 
were toying w ith could be converted 
into a m achine available for useful 
flight. And the gas m otor had to  be 
vastly improved before long flight was 
possible. T he land plane suggested 
ihe seaplane, but the developm ent of 
the latter, which requires a very pow
erful engine to  lift it from  the water, 
was slower.
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The Compelling Factors in Meeting 
Competition are—
First; a modern refinement of appointments which en
hance the merchandise and command a greater degree 
of respect for the store—its merchandise and its policies.
A nd coupled w ith  this, a uniform  and efficient SERVICE w hich  audibly but 
subtly  im presses the  trade—a service w hich  em ulates in  an autom atic-like

m anner the PERSO N A LITY  and IDEALS 
of the  m anagem ent.
Further: a combination of these and other trade-compelling 
forces produce “volume” at a minimum overhead cost—a 
reduction of the margin between “gross” and “net.”
New Way Methods of Merchandising have met these needs 
—a fact which an inspection of many of the largest and! 
most progressive stores in the country will verify. Many 
of these stores are illustrated in detail in our “New Way 
Story Told in Pictures”—a copy of which will be sent upon 
request.

Grand Rapids Show Case Co.
Main Office and Factory: Grand Rapids, Mich.

ias«g££S
m m¡¡siili
l i g S
g l P i l
m m

Branch Offices:
C H IC A G O  

316-318 W . Jackson 
Blvd.

N E W  Y O R K  
1<65 Broadw ay 

at 42nd St.

K A N S A S  C IT Y ,  MO. 
607-608 Ridge 

Bldg.

A T L A N T A  
431 Candler 

Bldg.

Licensed Canadian Mfrs. 
J O N E S  B R O S. &  CO., Ltd. 

Toronto, Canada

Branch Factory: Lutke Manufacturing Company, 
Portland, Ore.

P IT T S B U R G H  
996 Union A rcad i 

Bldg.

D A L L A S
506-507 Insurance 

Bldg.
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? DRYGOODS, 
fkNCY GOODS and NOTIONS!

M ich igan  Retail D ry  Goods Association.
P res id en t—D. M. C hristian , Owosso.
F ir s t  V ice-P residen t—George J . D ratz , 

M uskegon.
Second V ice-P residen t—H . G. W end- 

land, B ay City.
S e c re ta ry -T rea su re r—J . W . K napp, 

Lansing .

W hen the Dry Goods Market Is Un
safe.

A jobber in the State of New York, 
w riting  to  a friend here this week p ro 
testing  against the high price of ging
hams stated that in the interval be
tween January  1 and M arch 15 he was 
obliged to rebate over $40,000 to  his 
custom ers on gingham s he had sold 
and which he had supposed were 
going into consum ption. M any of 
them  had been paid for, in fact more 
than 70 per cent, of them.

T he point sought to  be made by 
references of this sort is that goods 
bought are not consumed. The goods 
that have been bought in the past 
two m onths in prim ary m arkets will 
pass into consum ption rapidly, if all 
things come about as m erchants hope 
they will and have reason to think 
they will. T h at need not deter any 
sane person from considering that 
m erchandise values are volatile in 
these days of high prices and infla
tion, and thousands of m erchants who 
have bought goods are giving very 
serious consideration to just that 
phase of the m arket situation of to 
day.

T here are thousands of others who 
have grown accustom ed to working 
on wide m argins of profit and who 
believe they can continue to do so 
for years to  come. T hey have be
come speculative m erchants, and on a 
rising m arket long sustained they 
make a great deal of money. The 
real m e rc h a n t  . 5 the world are not 
in this class, ana as it is those men 
who will rem ain in business through 
good tim es and bad, it seems to  be 
the part of wisdom to know and speak 
of w hat they think, and allow the 
others to  add to  the gaiety of life, 
but not to  divert men from  sound 
lines of th inking and doing.

T he m ost m enacing fact in the dry 
goods world of to-day is that the job
ber has come to know th a t the re ta il
ers as a class will not take the m er
chandise bought if m arket conditions 
in the prim ary  division or if sales 
conditions in their own fields have 
gone against them. T his statem ent is 
made upon the au thority  of three 
men, each of whom is nationally 
known as the head of g reat m erchan
dising institutions with which they 
have been connected for years and 
two from  boyhood. W hatever critics 
m ay hope or feel, th at is a fact that 
m ust be reckoned with by every m er
chant who proposes to  stay in busi

ness for m ore than  a year or two, 
o r three.

T here are m any reasons why re
tailers no longer consider themselves 
obligated to pay for and hold goods 
they have bought, whatever future 
buying and selling conditions may be. 
The retailers are not alone in the 
blame th at attaches to such a condi
tion. Many traders force goods upon 
retailers, and for years some have 
done business expecting to take back 
any goods th at cannot be sold. They 
have controlled retail selling organ
izations in m any ways, one of them 
being by m aking a wide margin of 
profit for the retailer if certain goods 
shall be handled exclusively.

I t  has come to be a common prac
tice for many sales organizations 
handling dry goods, either made up 
o r otherw ise, to fix retail selling 
prices and retail selling conditions. 
They have been able to do this by 
guaranteeing the retailer a certain 
m easure of profit on the goods han
dled. Finding them selves able to se
cure guaranteed profits on some 
goods, retailers have come to demand 
that all who sell them shall guarantee 
profits, make m arkets, or take back 
unsold goods, for them.

One of the w isest m erchants in 
New York made the statem ent last 
Decem ber that retail buyers have 
come to the sta te  of mind where they 
feel that if they do not secure rebates 
o r force back goods upon jobbers 
when m arket conditions are against 
them  they are not doing their full 
duty by their employers.

But the real reason why so much 
mischief lurks in the possibilities of 
advance selling at the present time is 
the wide m argin of profit existing be
tween the producer and consumer. If 
competitive conditions demand a re
adjustm ent of prices in retail chan
nels price slashing can go on to  an 
extent th at will cripple m any small 
dealers before they know th a t the 
goods they are carrying are unsalable 
a t their price. This year the retailer 
has been able to unload after a p ri
m ary m arket shock. Some other 
year things may be entirely different. 
The jobber stood the strain of can
cellations and rebates this year. In  
another year he m ay not be able to 
do so.

W hen shirts are offered at retail 
100 per cent, or more in excess of the 
cost of production the m erchandising 
basis is unsound. W hen a selling 
agent for a hosiery mill finds his 
goods be 'ng  sold at retail for 110 per 
cent, above the agency price he knows 
th at the distribution of his goods is 
being imperilled. W hen agents for 
gingham  mills sell goods on a m od

est basis of profit a t 24 cents a yard 
and find the goods selling a t retail in 
the same city for 65 and 69 cents 
a yard they know th at the m arket is 
unsafe. The retailer sees noth ing un
safe in this condition provided he can 
go on selling on this wide profit m ar
gin.

But when the m argin suddenly 
shrinks, either because consum ers re
bel or find them selves unable to  pay, 
the retailers of to-day try  to throw  
the burden upon those from  whom 
they bought. W ith  th a t condition 
(not theory) before the trade there is 
good reason for caution on the part 
of m erchants who think they have 
their goods sold because they have 
been ordered from mills and sold to 
jobbers. A few years ago a jobber 
worked on a m argin of 10 per cent. 
Now he seems to  need 15 per cent., 
and discounts are being allowed on 
that basis. The re ta iler used to re 
quire 25 per cent., now he seems to 
need a t least 3 3 per  cent., and many 
demand m ore than 50 per cent.

Values th a t are double those of 
1913, or twice and a half th a t level, 
do not seem high to  some m erchants. 
But consum ers who find values three 
and four tim es h igher than they were 
six years ago and also find the quality 
of m erchandise greatly  deteriorated 
are certain to find their purchasing 
power overstrained at some time. At 
this m om ent the overstrain  is felt by a 
com paratively small proportion of the 
people. But p ro tests against the high 
price for bread, shoes, coal, ren ts and 
o ther things are cautionary flags to 
prudent and far-seeing m erchants, 
and if o thers do not study nor heed 
them  they will probably not be in 
the dry goods business in a few years 
from now.

Du Ponts are Going Into Wearing 
Apparel Trades.

The Nem ours T rad ing  Corporation, 
a du P ont organization with offices 
a t 151 Fifth  avenue, announce that 
they are going into the apparel busi
ness and will offer everyth ing in tex
tiles worn by men, women, children 
and infants. U ndergarm ents as well 
as outer garm ents will be included.

The organization will be divided 
into thirty-tw o sub-departm ents, each 
of which will embrace one class of 
m erchandise, kindred lines being 
grouped under one sub-classification.

U nderw ear, hosiery and sw eaters, 
bath ing  suits, rain coats, clothing of 
all kinds for both men and women, 
hats and m illinery, shirts and collars, 
handkerchiefs, gloves and neckwear 
for men and women are am ong the 
articles that are announced as form 
ing the m erchandise of the new cor
poration.

The new venture is expected to be 
ready for launching by June 1, al
though m any lines are now ready at 
the show room  at 151 F ifth  avenue. 
Foreign offices are m aintained in fif
teen cities at this time and eight other 
branches are being made ready for 
use. T his will give the corporation 
representation in foreign countries 
which will prove a big aid in getting 
foreign m erchandise for sale here. I t  
is planned to  offer both  American 
and foreign merchandise.

A. Seideman is the general m an
ager of the ready to  w ear departm ent, 
and with him will be associated some 
of the biggest m en in the m ercantile 
field. Each sub-departm ent will have 
an experienced m an in charge who 
will be responsible for the m erchan
dise th a t his departm ent offers.

T he N em ours T rad ing  Corporation 
originally intended using the Grand 
Central Palace for this purpose, but 
the action of the Governm ent in com 
m andeering it as a base hospital put 
an end to  th a t plan for the present. 
I t  is not expected th a t they will be 
able to locate in the Palace until some 
time next year, possibly soon after 
the first of January.

Branches are located in London, 
Paris, Manila, Buenos Ayres, Rio de 
Janeiro. Santos, Sao Paula, D em erara, 
Surinam, Jam aica, Trinidad, B arba
dos, St. Lucia, Grenada and St. V in
cent.—N. Y. Commercial Bulletin.

The Retail Salesman.
T he real salesm an is the one who 

sees in every custom er com ing to 
ward him a prospective sale. He 
doesn’t lag back to  see if some other 
salesman is closer to  the customer, 
and will likely relieve him of the 
trouble of going th rough a lot of 
stock in o rder to  make a sale. He is 
alert, wide-awake, knows his stock, 
where to  find everyth ing wanted, 
doesn’t have to  ask some o ther sales
man to in te rpret the price m ark, and 
is right there when it comes to dis
playing the goods.

Even with all this, w ithout good 
nature, the salesman is badly handi
capped, so it is up to  him to keep 
in good trim  physically in order that 
good nature m ay have full play. F o r 
true it is, no one w ants to  be shown 
goods by a “grouchy” man. T he con
tras t is so m arked betw een a good- 
hum ored salesman and a “grouch” 
that it m eans dollars and cents to th# 
salesman as well as to the store, and 
spells success or failure to  both.

If a salesm an’s vocation is yours, 
resolve now to make the m ost of your 
opportunities. S tart in the new year 
with the determ ination of clim bing to 
the top where you won’t be crowded. 
Make a study of your work, and m as
te r  it. And while you are doing this, 
m aster yourself, know when to  talk 
and when to  keep silent, and don’t 
overdo either.

And above all, do a little m ore than 
is expected of you; thus open up a 
m arket for your services and the job 
ahead.

L ong words, like long dresses, fre
quently hide som ething w rong about 
the understanding.

.1(1' corr orated)'

Washington Ave 
Saginaw. Mich.

We bur, sell, exchange and rebuild all makes.
Not a member of any association or trust.

Our prices and terms are right.
Our Motto:—Service— Satisfaction.
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—S E R V I C E —
Is the foundation of our business. We have not always given you the service you ought to have 
had, but we are now prepared to do much better. All that we ask is a trial. We want to tell 
you of several NEWiREASONS why you should trade with us.

1. Our SHORT LENGTH DEPARTMENT in the BAR
GAIN BASEMENT enables you to get a variety of patterns 
and not an excessive yardage in any one of them. This enables 
you to carry a variety of stock and get the business which nat
urally belongs to you.

2. We will break boxes or bundles and serve you in any way 
we can. This is directly contrary to our former policy but we 
realize what conditions you are up against; hence this announce
ment. We are running this institution to serve you and are per
fectly willing to do what we can, regardless of whether it in
conveniences us or not.

8. You will notice a new red slip in every package you receive 
from us. It gives the name of the checker and packer. This 
merely indicates to you how closely we supervise the filling of 
orders, so as to cut down claims and give you the best of 
service.

4. We have installed a new perpetual inventory in every 
department so that we know exactly what stock we have of every 
item of merchandise. Not only do we know what stock we have,

but we know what sizes we have, what colors, patterns or pattern 
sub numbers. You can see how this will enable us to gradually 
eliminate back orders and fill your orders complete, in the way 
that you want them. You can also see that it will enable us to 
see what merchandise is most wanted by the trade, so that we 
can carry what the trade wants. We have no favorite brands 
but are only desirous of carrying the merchandise the trade 
demands.

5. On phone or mail orders or orders taken by salesmen, we 
give you the current market prices, if they are lower than what 
you have agreed to pay on the order. In other words, you are 
perfectly safe in dealing with us at all times. One merchant told 
us the other day, that he sends his mail orders to us and not to 
others from whom he has bought the bulk of his business, because 
he always gets his mail orders from us at the right price. Try 
us and see.

6. Perhaps you have noticed lately that when you have a credit 
due you, you receive it without delay. We stand back of the mer
chandise we handle and are perfectly willing at any time to make 
any adjustments that are proper.

WHY DON’T  YOU GIVE US A TRIAL?
W e are pleased to say that we expect all of the Wholesalers of Grand Rapids will soon join in CITY DAY. 

On EVERY W EDNESDAY you will find REAL BARGAINS in EVERY DEPARTM ENT of our House. 
This is not only for city, but out-of-town customers* Even if you do live a long ways from Grand Rapids, it 
will pay you to come and see us on Wednesday.

OUR CHALLENGE IS 
STILL GOOD. THAT 
IF YOU ARE NOT 
S A T I S F I E D  W ITH 
THE BARGAINS ON 
CITY DAY WE WILL 
R E F U N D  Y O U R  
R A I L R O A D  E X 
P E N S E S  B O T H  
W A Y S .

ONE BLOCK NORTH AND ONE BLOCK EAST FROM UNION D1

Prices are still advanc
ing ; send us your order 
NOW or tell us when 
you w ant our sales
man to call on you.

Exclusively W holesale PROMPT SERVICE N o Retail Connections
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PE R PE T U A L  IN VENTO RY .

It gives the Merchant Key to Turn
over.

T he stock-turn averages from over 
seven hundred stores in the United 
S ta tes have been figured from Sys
tem ’s investigations to give the aver
ages for the ten standard types shown 
in the table below. The averaged 
turnovers shown are for the complete 
stock and have no reference to  either 
the  character or the num ber of lines 
carried.

From  the figures presented in the 
table shown herewith we can read’ly 
see how turnover is beiftg neglected 
by m any m erchants in m any lines.

Average Num ber of 
Type of Store Turnover Secured

Annually
Grocery ............ .................. 10
D epartm ent . . . ................... 7
V ariety ............ ..................  6
D rug ................. ..................  4.5
D ry Goods . . . ..................  4
H ardw are ........ ..................  3.5
Furniture  .. .. ................... 3
Shoe .................. ..................  2.1
C lothing .......... ................... 2
Jew elry ............ ..................  1.5

T he inform ation furnished to the 
m erchant by the Perpetual Inventory 
gives the key to turnover, because it 
furnishes at a glance the record which 
shows the slow-moving lines and the 
fast-turn ing ones.

T he lines th at do not turn eat up 
the profit from the tu rn ing  ones.

T he m ore turns the m erchant 
makes, the m ore satisfactory his net 
profit will be.

T he m erchant who has the cleanest 
stock and who keeps everything on 
the move will turn his capital m ore 
tim es in a year than his slower com 
petitors, and the only way to  keep an 
adequate check on the num ber of 
turns of lines in stock is to  divide the 
stock into departm ents and keep a 
separate sales record for each depart
ment.

I t  is the num ber of turns of invest
m ent that keeps down the ratio  of 
selling expense, and we all know, and 
I think fully realize, that the cost of 
doing business m ust come down.

Investigations made by m any au
thorities show th at cost of doing busi
ness is constantly  increasing. In  the 
last ten years at least 3 per cent, on 
sales has been added to the cost of 
selling goods.

One of the solutions for this prob
lem of decreasing overhead is to  de
velop a system  that shows the turns 
and then use the facts intelligently, 
for on turnover rests the success of 
the retailer.

A m erchant m ust have capital to 
run his business, and yet capital w ith
out turnover would mean loss ra ther 
than profit.

I t  costs much m ore to handle goods 
that sell but once a year, than it does 
to handle goods th at turn from twice 
to a half a dozen times. A one hun
dred dollar investm ent tu rn ing  six 
tim es in a year brines m ore net profit 
than one hundred dollars tu rn ing  but 
once. One dozen each of six item will 
sell or should sell six tim es as fast 
as s<x dozen of one item, thus yield
ing six profits instead of one.

T he volume of the sales does not 
always mean net profit but repeated 
turnover does, and should mean a 
satisfactory net, and the am ount of 
net profit for any one year is deter
mined by the turnover.

Again, lack of turnover depends 
not only on adequate records th at 
point out the facts, but also upon in
telligent buying. Over-buying is what 
keeps average m erchants from making 
the desired net profit. The total 
am ount of m erchandise a m erchant 
buys in a year need not be too great, 
but he m ay buy in too great quanti
ties, and his success depends not on 
how much he buys in a year, but on 
how he buys and when he buys it. 
Over-buying does not always mean 
buying too much. Many tim es it real
ly m eans buying a t the w rong time, 
the w rong kind of merchandise, as 
well as in the w rong quantities.

I am convinced that the maximum 
of turnover cannot be reached in any 
store w ithout a careful analysis of the 
trade territo ry , because turnover de
pends not only on buying goods in the 
right quantities, but it depends also on 
buying the right kind of goods and 
the righ t kind of goods are indicated 
very clearly by a careful, accurate 
trade survey.

Som etim es m erchants reduce the 
num ber of possible tu rns by catering 
too strongly  tow ard quality goods— 
goods a little  too high grade and ex
pensive for all of the trade. As a 
m atter of fact, a stock of goods p u r
chased with the idea of getting  the 
m ost tu rns in a year m ust have a lib
eral sprinkling of popular-priced 
income of the average family in this 
country is $16 per per week, and out 
this m ust come food, clothing and 
shelter. The rest is left for purchases 
along m any lines to  satisfy many 
wants, and the average housewife who 
is handicapped by the average in
come of $16 per week m ust necessari
ly look to popular-priced goods to  as
sist her in supplying the wants in her 
household. So the m erchant who 
leans too strongly  tow ard quality 
m erchandise is overlooking a very 
im portant factor in turnover and one 
th a t will w ithout question produce 
the desired results for him.

T he table given above shows the va
riety  stores, for instance, get six turns 
a year, where the hardw are stores, 
carrying m any of the same items, get 
a turn  of three and five-tenths. The 
difference is not to  the m ethods of the 
store so much as it is in the m erchan
dise carried. The variety  store sells 
popular-priced m erchandise, and m any 
variety  stores get ten and twelve 
tu rns in a year, and I  have known of 
such stores reaching as high as seven
teen tu rns in a year, all because of 
selecting the right kind of m erchan
dise. And so turnover, as one of the 
g reatest problem s in present re ta il
ing resolves itself first into the right 
kind of records which point out the 
goods th a t remain on the shelves, on 
buying the righ t kind of m erchandise 
which can be arrived a t through a 
trade survey, on buying goods in the 
righ t quantity  and a t the right time 
of the year.

M t is a common erro r on the p art of 
m rechants to  suppose that, for in

stance, a given stock of $5,000 divided 
into the  gross sales for the year 
am ounting to  $30,000, yields six tu rn 
overs. Inventory  stands for w hat the 
goods cost, gross sales represent w hat 
the goods are sold for, and so a sim
ple rule for finding turnover may be 
given in these words: F rom  your 
gross sales for the year subtract your 
gross profit, into this divide the aver
age am ount of stock on hand through 
the year. T o  illustrate, the gross 
sales for the case referred to am ount 
to  $30,000. T his m erchant’s average 
gross profit was 40 per cent. F o rty  
per cent, of $30,000 is $12,000. This 
leaves $18,000 as approxim ate cost of 
the stock sold during the year for 
$30,000. The average investm ent is 
given as $5,000, divided into $18,000, 
would give three and three-fifths turns.

Such facts would indicate a fairly 
satisfactory condition, and yet it is no 
doubt true that this stock m ight have 
lines in it that turned only once or 
twice or perhaps not a t all during the 
year. So, to  repeat, the only definite 
check on the num ber of turns of lines 
in stock is to divide the stock into de
partm ents and keep a separate record 
for each departm ent.

I t  is not my purpose to  go into de
tails on this im portant question a t this 
time, yet I wish to suggest the im por
tance of the subject, one th a t I  am 
sure is w orthy of the atten tion  of every 
retail m erchant. E. B. Moon.

Associate a g reat deal with young 
people; take a lively in terest in their 
hopes and ambitions, and en ter into 
their sports with enthusiasm .

Device to Facilitate Overall Sales.
T he Ideal C lothing Co. has been 

granted  a patent on a new device 
which enables the retailer to  keep 
his overall stock level a t all times. 
Instead  of having an accum ulation of 
large and sm all sizes, he can confine 
his purchases to  such sizes as are in 
constan t demand, thus handling his 
trade on the lowest possible invest
ment, yet keep his assortm ent of sizes 
so complete th a t he need never lose 
a sale. The device is fully illustrated 
and described on the front cover of 
this issue of the Tradesm an. An ex
am ination of this announcem ent will 
be of in terest to  every m erchant 
handling overalls.

Felt and Cloth Made From Spun 
Glass.

. II Sole, published at Milan, con
tains an article on the glass industry, 
in which it is stated  th a t after a ser
ies of experim ents made in Venice 
and M urano by Signor Luigi Bisigato, 
felt and cloth made from spun glass 
have now been successfully produced 
there.

A new ociety, the "V itrum ,” has 
been formed, with extensive plants at 
Naples, for the m anufacture of the 
felt and cloth for use as insulators in 
storage batteries.

Cultivate placidity, serenity, and 
poise—m ental and physical. Do not 
allow anything to throw  you off your 
balance. A centered life is a long 
life.

But few men can stand prosperity  
when it comes.

S E L L
L ow ell Garments

and have satisfied customers

Our Spring Lines are now ready and we 
guarantee to fill all orders we accept

L A D IE S’
Gingham, Percale and Lawn H ousedresses, Sacques, Wrappers, 

Kim onos, Aprons, O uting Flannel N ight-gow ns and P jamas.

C H IL D R E N ’S
Gingham and Percale Dresses, O uting Flannel N ight-gow ns  

and Pajamas.

M E N ’S
Outing Flannel and Muslin N 'ght-shirts and Pajamas.
Out Size* and Stouts for Men and W om en a Specialty.

LOWELL MANUFACTURING C O.
GRAND RAPIDS, MICHIGAN
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Most retailers have a standing order with their jobber for

BEAR BRAND
ENGINEER AND FIREMAN SOCKS

The best known workingman’s sock in the United States. This means that 
it gives the greatest wearing service to active men who require a good weight, 
medium price sock. It’s a quick seller. Colors: Black, brown and slate. 
Sizes 9 Vi to 11l/*. Price per dozen, $2.00.

BEAR BRAND Hosiery is distributed entirely through your jobber, giving you a source of supply 
which means prompt delivery, low freight rates, clean fresh stocks and quick turnover profits.

W R IT E  FOR NAM E OF JOBBER N E A R E ST  YOU

PARAMOUNT K NITTING CO.
Hunter Bldg. m a n u f a c t u r e r s  CHICAGO

E N G IN E E R  A N D  F IR E M A N — C arded  y am . 
m edium  w eigh t M en’s tw o -th read  h a lf hose 
w ith  th re e -th rea d  heel and  toe. F in ished  in 
black, brow n and  slate. Size 10%, w eight 
25 ounces. Size 10%, 136 needles. P e r
dozen ............................................................... $2.00

R ID E R  A N D  D R IV E R —C arded y a rn , m edium  
heavy w eigh t M en’s tw o -th rea d  h a lf hose, 
w ith  th re e -th rea d  heel an d  toe. F in ish ed  in 
b lack  an d  brown. Size 10%, w e igh t 20 
ounces. All sizes 124 needles. P e r  dozen $2.15

R E C O R D —Combed y a rn , lig h t w e igh t M en’s 
tw o -th read  h a lf hose, w ith  th re e -th re a d  heel 
and  toe. F in ished  in black, brow n, gray, 
w hite, s la te , n avy  blue a n d  P a lm  B each. 
Size 10%, w eigh t 17% ounces, 172 needles. 
P e r  dozen ........................................................  $2.15
M O C C A S IN —All m ercerized  lig h t w eigh t 
M en’s h a lf hose w ith  h igh  spliced heel, crow  
foot s titc h  sole, th re e -th re a d  heel an d  toe. 
F in ished  in  black, w hite, brow n, gray , slate, 
navy  blue and  P a lm  Beach. Size 10%, w eigh t 
17 ounces. Size 10% on 220 needles. P e r  
dozen .............................. ...................................  $3.00

The following numbers in men’s goods:
These prices in effect east of Denver, Colo.

t. B A N K E R  A N D  B R O K E R — Im proved “BEAR 
e BRA N D ’’special k n it hem  top. E x t ra  ligh t
n w eigh t, s ilk  lisle, half hose; k n itte d  from  
t  tw o-p ly  doubled and  tw is ted , h igh ly  m erce r- 
r  ized yarn . H as  double foo t an d  four-p ly
0 heel an d  toe. F in ished  in black, brown,

navy, g ray , s la te , w h ite  and  P a lm  Beach, 
n Size 10%, w e igh t 15 ounces. P e r  dozen $2.25

n E N S IG N —E x tra  lig h t w eight, 220 needle m e r
cerized  M en’s  hose, double foo t an d  four-p ly  

5 heel an d  toe. F in ished  in  black, brown, navy, 
gray , s late, w h ite  and  P a lm  Beach. Size 10%

s w eigh t 15 ounces. P e r  dozen .................... $3.00
¡1
r, T U S C U M B IA —P la ite d  F ib e r Silk over co tton  
l. M en’s h a lf hose w ith  e x tra  long combed yarn , 
i. tw o -th rea d  advanced  toe  an d  th re e -th rea d  
5 heel an d  toe. F in ish ed  in  black, w hite , g ray

an d  P a lm  Beach. Size 10%, w eigh t 15 ounces 
t  All sizes 188 needles. P e r  dozen .......... $3.30
N
s. P A R A S I L K —P la ited  F ib e r Silk over m ercer-
i, ized M en’s lig h t w e igh t h a lf  hose, w ith  high 
it spliced heel, crow  foo t s titc h  sole an d  th ree -
ir th read  heel and  toe. F in ished  in  black, 
0  w hite, brow n, g ray , s late, P a lm  B each and

navy  blue. Size 10%, w e igh t 17 
ounces. Size 10% on 220 needles. 
P e r  dozen .....................................$4.25

B A R O N E T — P la ited  F ib e r Silk over 
m ercerized  M en’s ligh t w eigh t ha lf 
hose w ith  high  spliced heel and  
double sole and  th re e -th re a d  heel 
an d  toe. F in ished  in  black, w hite, 
brow n, gray , s late, P a lm  B each and  
n avy  blue. Size 10%, w eigh t 17 
ounces. Size 10% on 220 needles. 
P e r  dozen .............................  $4.37*/i
P A R A M O U N T —A pure  th re a d  silk  
sock w ith  th e  im proved “ BEA R
BRAND” special k n it  hem  top. 
F in ished  in black, w hite , brown, 
n avy  b lue and  gray . Size 10%,
13 ounces. P e r  dozen ..............$4.50
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STORE MANAGER’S SALARY.

Two Per Cent, of Sales Is the 
Limit.

Men who have come to give this 
m atter study, have tended to  follow 
it out logically along lines of alm ost 
pure theory. From  that we get the 
deduction, quite commonly m et with, 
th a t “the proprietor is w orth w hat he 
could earn as the salaried m anager 
of ano ther’s sto re ; otherw ise, why 
should he not get out of business 
and into a position which would pay 
him a better salary?” But there are 
practical factors to be weighed in any 
balance of his character.

Many a man finds himself in busi
ness, with an investm ent which 
represents many years of accumula
tion—his own or somebody else’s— 
which he cannot dispose of w ithout 
severe loss, perhaps ruin, and which 
yet he has not been able to bring to 
a point where he can run into the 
expense w hat m ight look like a ju st 
salary—that is, not and take the 
money out. In  this case, he m ight 
charge to expense what he consid
ered the right m onthly sum, then 
charge m ost of th at into surplus, 
crediting expense, in the hope of be
ing able to  offset it by later surplus 
earnings; or he m ight carry it into 
capital account and have it pile up as 
additional investm ent to  be con
sidered as increased investm ent-lia
bility afterw ards. But that a t best 
would be m ere theory. If later, the 
business' is made to pay, if circum 
stances change, or, best of all, if the 
difficulties develop new plans w here
by he is able to make the business a 
real success, all those theories will 
take care of themselves.

T he im pact of the steel of charac
ter on the flint of circum stances and 
environm ent is w hat produces the 
fire of initiative in m ost of us. I t  is 
obvious th at until we have thus de
veloped we are not w orth as much to 
our business as afterw ards; so why 
should we get full pay until a fte r
wards? Practically we won’t, so that 
is where we stop in this blind alley.

Further, the man working on sal
ary for another has no in terest be
yond that salary, while he who works 
for himself has the entire future de
velopm ent of the  business to  look to 
and center his hopes upon. A m an is 
amply justified in w orking for him 
self for less than  he’d charge another 
for his time. Conversely, when he 
has developed success out of his 
business, he is entitled to draw a 
salary vastly  in excess of w hat he 
would have to  pay another to  run his 
business, even if th a t o ther be practi
cally m ore capable than  himself.

One very big m erchant I know 
w orked himself into huge success, 
beginning w ith $500 after a disastrous 
failure some tw enty  years ago. W ith  
h is then “record” it is doubtful if he 
could have got a job as m anager of 
much m ore than  a popcorn stand. H e 
w orked in his own sto re  as only a 
m an bent on success a t any cost can 
work, and he got the barest living 
out of it himself. But when he got 
where he could survey th ings from  
the  vantage ground of success, he 
rem em bered all that, and drew  a  sal-

WE UNDERBUYl WE UNDERSELL!

The Home of Leaders 
The Cheapest House in Chicago

F. D E S S A U E R  & C O .
Wholesale Dry Goods

r * orner Market and Adams Sts. CHICAGO

We mention below a few items from our various Departments. Send us a TRIAL 
order. We send ail goods on approval.

Get in touch with us and write for our "Bargain Sheet,” issued bi-monthly (free of 
charge.) We can save you Dollars on Reliable Merchandise.

Terms 2% 10 days. 60 days extra.
L o t G80—C hild ren 's  rolled edge (overlock s titch ) w h ite  C am bric H andkerchief* , (s tr ic tly  firs ts ) size 8 inch, in  a s 

so rted  pink, blue and  lav en d er edge, 10 dozen packages, SPEC IA L, p e r dozen ................................................................  12</2C
L ot GUI.__BIG JOB, 3,000 dozen, L adies’ fine one com er, m ercerized  em broidered  H andkerch iefs , h em stitched , s ca l

loped and  m ercerized  em broidered  edge, including fine L ace edges, em broidered  in  w hite , colored, an d  tw o  tone
effects, co n ta in ing  va lues up to  90c, .sold in  box lo ts of 25 dozen (h a lf  lo ts  if desired) p e r dozen .........................  50c

L o t G83__5,000 dozen Men’s T urkey  red and Indigo blue H andkerch iefs , fa s t color (s tr ic tly  firs ts ) size 18’ inch,
po lka-do t p a tte rn , 5 dozen boxes, BIG LEA D ER, p e r dozen ...................................................................................«.................. 60c

L ot G84__2,500 dozen Men’s  plain w hite , so ft finish, hem stitched  H andkerch iefs, (s ligh t m ill im perfections) V* and
% inch  hem s, con ta in ing  values up to  65c, in 10 dozen bundles, SPECIA L, p e r dozen ................................................  45c

L o t G85—BIG .TOB, 5 dozen lots, bleached hem m ed T u rk ish  Towels, (s lig h t m ill im perfections) values from
$2.25 to  $3.25, sold in  lo ts  only, SPECIA L, pe r dozen ............      $2.10

L o t G86—BIG JOB, 10 dozen lots, bleached, linen finish, hem m ed H uck Tow els, (s lig h t im perfections) p la in  w hite
and  red  borders, con ta in ing  values ran g in g  from  $1.65 to  $2.25, sold in 10 dozen lo ts  only, SPECIAL^ p e r dozen $1.50

L o t G87__16-Inch, heavy  quality , brown Linen W eft, (p a r t  linen) C rash , (s tric tly  firsts ) f a s t  color, b lue striped
border, 50 y a rd s  to  piece, p e r y a rd  ................ «................................................. ............................................................................................  W î®

L ot G88—36-Inch, good quality , M anchester plain color C ham brays (sh o rt leng ths) 10 y a rd  pieces, 100 y a rd s  to
bundle, a sso rted  ligh t an d  d a rk  blue, pink, and  tan , SPECIA L, p e r y a rd  ..................................................................................   13c

L o t G89__21 inch wide, w hite  C urta in  Scrim , e ith e r L ace edge ruffle o r w ide L ace In se rtio n  border, a lso  p rin ted
floral bo rder w ith  L ace o r hem m ed edge, 5 d ifferen t sty les, ab o u t 50 y a rd s  to  piece, BIG L E A D ER . SPEC IA L, y a rd  8Î/2C

L ot G90__36-inch, hem stitch ed  C u rta in  Scrim , w ide hem stitch ed  double border, in  w h ite  o r Beige, SPECIA L,
p er y a rd  . . . J . . . * ............ ..........................................i................ ............................. .......................................................... .................................... 12!/*c

L o t G91—32-inch, double fold, p la in  w hite, F ish N et C urta in  Goods, ab o u t 40 y a rd s  to  piece, SPEC IA L, yd. 121/20
L o t G92__36-inch, good quality , fancy F ile t N et, in  w h ite  o r Beige, n e a t figured p a tte rn , p e r  y a rd  ............... 23c
L o t G93__Men’s  good quality , fa s t  b lack  o r w hite, p la in  hem  (no t ribbed) Top, H alf Hose, (s tr ic tly  firsts ) double

heel and  toe, 1 dozen boxes, R egu lar $1.00 value, per dozen ...................................................................................................  65c
L o t G94__Men’s medium  w eight, black, genuine D urham  brand , seam less H alf Hose, re in forced  heel an d  toe, 1 dozen

boxes, B est va lue  on th e  m ark e t, p e r dozen ...............................................................................................................      $1.35
L o t G95_Men’s good quality , gauze w eight, seam less H alf Hose, (seconds) fine gauge, double heel and  toe, black,

w hite , brow n, g rey  and  navy, R egu lar $1.50 qua lity , p e r dozen .................................................................................................  95c
L o t G96__L ad ies’ gauze w eight, hem m ed top, seam lessH ose, b lack  o r w hite , (s tr ic tly  firsts ) double heel and  toe,

a ll sizes, 1 dozen boxes, SPECIA L, p e r dozen ............................................................................................................................. . $1.25
L o t G97— Ladies’ good quality , fa s t  black, seam less Hose, (seconds) w ide g a r te r  top, m edium  w eight, $1.25 quality ,

p e r dozen ............................................................................................................ .............................................................. ................................................  * *
L o t G98__'Ladies’ good quality , gauze w eight, hem m ed top, seam less HoZe, (seconds) single and  double sole, in

black, w hite , N igger brown, ligh t o r  d a rk  grey, and  C openhagen blue, per dozen .................................................................  $1.25
L ot G99__In fan t’s good quality , W hite, ribbed Hose, (seconds) sizes 4 to  6, 1 doz. bxs., sold in rounds, Special doz. 85c
L ot G100__L ad les’ good quality , fine ribbed Hose, (sec (seconds) full taped  V neck, c ro ch et arm holes, s izes 36

and  38, 2 dozen boxes, $1.50 value, p e r dozen ............ .............................................................................................................................  $1.10
L o t G101__L adles’ good quality , bleached, gauze U nion S u its, (f irs ts) V neck, full taped , L ace  trim m ed  bottom ,

sizes 36 an d  38, 1 dozen boxes. SPECIA L, p e r dozen ....................................................................................................... .............. $4.00
L o t G101—Sam e quality . In e x tra  sizes (40, 42 and  44) per dozen ..................................................................................... $4.25
L o t G102__In fan ts ' B leached, gauze W rappers, (f irs ts) w ing sleeves, 3izes 2 to  6, 2 dozen boxes, sold in rounds

only, SPEC IA L, p e r dozen ...................................................................................................................................................................................
L o t G103__Men’s  good quality , ecru  color, B albriggan S h ir ts  and D raw ers, (s tr ic tly  firs ts ) sh o rt sleeve (double

sea ted  D raw ers  to  m atch ) sizes 34 to  46, 1 dozen boxes, SPECIA L, p e r dozen ............................................................. $4.00
L o t G104__Men’s  “ E las tic  c ro tch ” b rand , N ainsook A th le tic  Union Suits, (seconds) sm all, m edium  and  la rg e  check

ed p a tte rn s , sizes 34 to  44, on e -h a lf dozen boxes, SPECIA L, p e r dozen ...........................................................................  $4.25
L o t G105 Boys’ good quality , ecru  color, ribbed, S um m er Union S u its, (seconds) sh o r t sleeve, knee  leng th ,

Sizes 30 to  34, 1 do^en boxes, SPECIA L, p e r dozen ...................................................................................................................• .. .  $4.00
L o t G101__Men’s  1% inch  w ide, good w eb Suspenders, fancy  strip p ed  p a tte rn s , nickel buckles, cas t-o ff le a th e r

ends, full leng th , SPEC IA L LE A D ER , pe r dozen .................................................................................................................................  $2.25
L o t G102__Men’s Police s ty le , Suspenders, fu ll leng th , le a th e r back  and  ends, m ade of good heavy  web, p e r dozen

............ ............................................j . . . , . ................... V • • - ....................................................................................................................... .................. $2.25
L o t G103__Men’s  e x tra  helavy, c ro ss-back , Police Suspenders cast-o ff ends, full leng th , e x tra  good value, R eg 

u la r 50c goods, p e r dozen ................................................................................................................................................................................... $3.75
L o t G104__Men’s  fine qu a lity  all s ilk  Shield Bowtf, fu ll covered sh ields, m ade o f C hangeable  Silk, in  d a rk  and

m edium  p a tte rn s , R egu lar $2.25 goods, p e r dozen .................................................................................... ....................' ...........................  90c
L o t G105—Sam e goods In B lack S a tin , p e r dozen ........................................ .................................................................................... -, 90c
L o t G106__Men’s  all Silk Brocaded F o u r-ln -h an d  Ties, full w idth , new est p a tte rn s , heav y  silk, fu ll c u t  b ia s

R egu lar $7.50 goods, p e r dozen ......................................................................................................................................................................... $4.50
L o t G107__C hildren’s  p ink  and  'b lue  Linene Rom pers, w ith  w hite  P ique collar and  belt, sizes 1 to  3, p e r  dozen $4.50
L o t G108__L adies’ G ingham  P e ttico a ts , N ursery  s tripe , full w id th , leng th  36 inches, a sso rted  sizes to  dozen,

p e r dozen .................................................................................................... ................... .......................................................................................... $4-25
L o t G109__Boy’s  d a rk  s triped  Knee P an ts , sizes 8 to  16, all K nickers, p e r  dozen .............................................................  $4.50
L o t GUO__Boys’ blue S teifel O veralls, a sso rted  sizes, 5 to  15, p e r dozen .......................................................................  $4.50
L o t G U I__1,200 dozen fine qua lity , full m ercerized , bleached N apkins, hem m ed 18 inches square , dozen $1.1Sf/g
L o t G112__SPEC IA L: H em stitched , m ercerized , square  Table  C loths, fu ll b leached, new  designs, size 58x58 , @

85c; 10-4 @ 95c; an d  12-4 @ $1.10 each.

(Will send on approval.) Yours for business. _____ . ____________
F. DESSAUER & GO.
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ary com m ensurate w ith his form er 
work. To-day, with a big business he 
puts in only a few hours a week— 
when and as he likes—with absences 
of m onths a t a time, and draws 
$100,000 yearly salary which goes in
to the expense account before his 
m anagers can show any profit for 
the  year. I t  is comm only said that 
the young men now are doing the 
w ork; that they are “sm arter than 
the old m an” and all tha t; but the 
Old Man did his share before any of 
those boys were in business, and he 
showed his superior m etal by the 
fact th at he w ent into his own busi
ness instead of working for others.

H ere is another angle: The m er
chant who does a small business 
must pay himself much m ore than 
he who does a large one, or he could 
not keep alive. For example, the 
man who does $6,000 of business a 
year cannot live on 1 per cent, or 2 
per cent, on his sales; for th a t would 
be $5 or $10 a m onth. Even if he 
slept under the counter, had no fam
ily and did his own cooking, the $10 
m onthly m ust be absorbed, figure it 
how you may, and probably he could 
not keep covered. But the man who 
sells $500,000 annually can take good 
care of a big family and live in com
parative luxury on 1 per cent, and 
get along better than m ost of us on 
one-half per cent.

One big cash grocer I know has 
three stores and does $3,000,000 a 
year. H e draws $12,000, or four-
tenths per cent. But, asked what
would be a fair salary for a man to 
m anage his business, he said “at least 
$3,000,” and conceded th at probably 
he’d have to pay $5,000 to get a real
ly com petent man. And you will 
note th at $5,000 would be one-sixth 
per cent, on sales. T his m an’s busi
ness is one of full service, except 
credit.

A nother cash grocer of the lim ited 
service kind, that is, one who neither 
charges nor delivers, sells $510,000 
in three stores. H e draws $4,200 a 
year or .8235 per cent.—a little  over 
four-fifths per cent.

A cash grocer who renders the 
most exacting service perm itted  by 
present day customs, except giving 
credit, does $260,000 a year and pays 
himself $3,000 salary or a trifle more 
than 1.15 per cent.

A full-service grocer, whose busi
ness is 60 per cent, credit and whose

lines are of the finest, does $75,000 a 
year and pays him self $1,500, or 2 
per cent.

One of the factors in this equation 
is lim ited by what the Governm ent 
will let you take. One man ended 
up last year on his old-tim e plan of 
drawing a very small salary which 
varied with his needs—in fact, was 
only a draw ing account. W hen he 
made his income returns, he asked 
what he m ight reasonably charge off 
for salary, and the amended figures 
which resulted saved him $1,000 of 
income tax.

From  all of this it may be seen 
th a t there is hardly any rule, and yet 
the facts and practices show the 
practical outw orkings of a sound 
theory, that the p roprietor of a small 
business is w orth more to that busi
ness than it is possible for the owner 
of a big business to  be. Follow it 
down to the man who runs a small 
stand all by himself. He wastes 
nothing avoidable. H e does not steal 
from himself. H e fills every minute 
of the day in useful work. T h a t is 
why, although handicapped by lim 
ited capital, a small stock and poor 
location, he steadily works up against 
the competition of the largest m er
chants. So he is able to pay himself 
from  5 per cent, to 8 per cent, or 
even more, on his sales.

To sum up. I t  m ight be best to 
conclude th at the proprieto r’s salary 
m ust begin, at the bottom  of the 
scale of business, with w hat he can 
ju st live on. As the business grows, 
it should be reduced as rapidly as 
possible to, say, 2 per cent, on sales. 
T hereafter, reduction m ay not be so 
vital a m atter and need not be so 
scrupulously carried out; and in any 
case, I  do not think any m erchant 
should fail to charge out 1 per cent, 
on sales for his own salary. I do not 
think, for example th at the biggest 
m erchaht cited should draw less than 
$30 000 salary. T hat would be 1 per 
cent, and his business should, in my 
opinion, show a profit over that.

I t  will be m ighty instructive to 
have further discussion of this sub
ject. Paul Findlay.

REDUCTIO N or 
CLOSING-OUT SALES

conducted for retail merchants anywhere

GREENE SALES CO., Jackson, Mich.

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 St.

Here is data for any doubting 
Thomas

Before the war we owed other nations five 
billion—today they  owe us 10 billion.

Our Gold reserve is larger than any.

United States has:
6% of the world’s population 
7% of the world’s land 

80% of the world’s copper 
40% of the world’s railroads

20% of the world’s supply of Gold
25% of the world’s supply of Wheat
40% of the world’s supply of Iron and Steel
40% of the world’s supply of Lead
40% of the world’s supply of Silver
50% of the world’s supply of Zinc
52% of the world’s supply of Coal
60% of the world’s supply of Aluminum
60% of the world’s supply of Copper
60% of the world’s supply of Cotton
66% of the world’s supply of Oil
75% of the world’s supply of Corn
75% of the world’s supply of Automobiles

These facts spell Prosperity with a tremendous "P.”

Paul Steketee & Sons
Wholesale Dry Goods Grand Rapids, Michigan

Our Pride
Potato Bread

No reason why every town  
in Michigan s h o u l d n ’t 
have the best. Send for 
a trial order. W e pay all 
express charges to regular 
customers

City Bakery Company
Grand Rapids, Mich.

►
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MEN OF MARK.

Wm. R. Roach, H ead of the Roach 
Canneries.

In  the biographies of strong  men 
of the United S tates one finds th a t in 
the m ajority  of cases their origin 
was lowly and th at the boyhood of 
each was one of hardship, deprivation 
and strenuous labor, generally for 
m ere subsistence. In  num erous in
stances the s ta rt was made on a farm, 
often in a new country where condi
tions were as hard, as laborious as 
can be conceived. In  the older coun
tries of Europe the boy reared  to  such 
a life is apt to become stupefied and 
am bitionless under the influence of 
his very surroundings, and some ap
parently  have no motive to  rise above 
these. In  this country it is different— 
or was in respect to the generation 
th at is now in the saddle. If one 
should spend a year or m ore in read
ing the biographies of the men of 
Am erica who have m ade their m ark 
in business and the professions he 
would find a m onotony of origin on 
the farm, in the w orkshop or am ong 
the laboring poor who have no rec
ognized status in the  com m unity a t 
large.

T he query then arises, W hat m o
tive o r impulse has made Am erican 
boys of lowly origin so different in 
respect to  aspirations from  the youth 
of the corresponding class in Europe? 
Evidently the answ er to  this ques
tion can be found in the genius of our 
Governm ent, which precludes class 
privileges and gives one individual 
as good an opportunity  to  forgq to  
the fron t as another. No m atter how 
hum ble one’s origin, he can by edu
cation and the acquisition of wealth 
and the distinction and power th at 
wealth confers reach the highest po
sition in the land and take his place 
with the m ost exalted in the com
munity. O ur system  of education, 
beginning with the free schools and 
ending in the universities, which en
courage the ambitious young m an o r 
woman, is a strong  incentive for the 
young to  rise from  a lowly to  a h igh
er and broader station in life.

Still, the privileges and opportuni
ties of the young American would be 
of little  avail in the developm ent of 
character and career w ithout an am- 
bitous tra it in the youngster, “bred 
in the bone” as it were, th at impels 
him forw ard and upward. I t  is a no
ticeable feature that so m any farm ers’ 
boys have early been seized by the 
notion th at the first step in their cov
eted rise from  physical drudgery m ust 
be by the m eans of education. That, 
they rightly  think, is the way that 
leads to  positions in which m en live 
and thrive by practice in the profes
sions, in trade and as engineers, arch
itects and in the h igher mechanical 
arts. No doubt the general preva
lence of the common school has furn
ished the inspiration th a t has impell
ed thousands of our youth to  get 
away from  the hum ble life on the 
farm , w ith the object of reaching suc
cess in w hat they  consider a higher 
and m ore refined calling.

W illiam  R obert Roach was born on 
a farm  near P ierrepont M anor, Je f

ferson county, New York, Septem ber 
5, 1862. H is fa ther and m other were 
both natives of the N orth  of Ireland, 
but were m arried after becom ing resi
dents of America. W illiam  worked 
on the home farm  until he was 24 
years of age, attending district school 
a t such tim es as he could be spared 
from  the farm  work, which included 
a three year course a t H ungerford’s 
Collegiate Institu te, a t Adams, N. Y. 
A t the age of 24 he w ent to  Iowa, lo
cating in Pow shiek county and engag
ing in the grow ing of vegetable seeds 
for himself. H e continued this busi
ness five years w ith very satisfactory 
results, when he headed eastw ard and 
secured em ploym ent as traveling 
salesman for the Jerom e B. Rice 
Seed Co., of Cambridge, New York. 
H is territo ry  included the entire U nit
ed States. As soon as he struck his 
gait he increased his sales to  $500,000 
a year, which was a larger volume 
than has ever been attained by any 
three seed salesmen up to  that time.

A bout this tim e Mr. Roach conceiv
ed the idea of form ing a gigantic 
com bination of all of the pea canning 
establishm ents in the country. F o rm 
ing an alliance w ith W . G. Rouse, of 
Bellair, M aryland, he secured options 
on 65 per cent, of the canning plants 
and also an option to  purchase the 
Chisholm -Scott pea viner, which ev
ery packer had to  have in order to 
carry  on his business successfully. 
Mr. Roach succeeded in enlisting cap
ital for this pro ject to  the am ount of 
$10,000,000 and would, undoubtedly, 
have carried his plans into successful 
execution but for an unfavorable de
cision in one of the Federal courts, 
throw ing doubt on the validity of 
viner patents. D isappointed but not 
disheartened, he form ed a copartner
ship w ith R obert P. Scott, of Cadiz, 
Ohio, and purchased from Seager 
Bros., of H art, their canning factory 
a t th at place, paying $30,000 therefor. 
H e spent the w inter of 1901 in Old 
Mexico and the following spring took 
charge of the business, which he has 
worked up to  rem arkable proportions. 
H e is now the largest pea packer in 
the world and packs a full line of 
o ther goods as well. H e purchased 
the in te rest of his partner in 1909 and 
still retains 70 per cent, of the stock 
in his company. H e has branch fac
tories a t K ent City, Lexington, Scott- 
ville, Edmore, Croswell and W arrens- 
burg, 111. H e also conducts a seed 
establishm ent a t N orthport, where 
nearly  all of the seed supplied the 
patrons of the corporation are grown. 
I t  will require 26,000 bushels of seed 
peas alone for the season of 1919. 
These establishm ents em ploy an aver
age of 2,000 people four and one-half 
m onths each year. Roach goods are 
known from ocean to  ocean and are 
found in a conspicuous place on the 
shelves of the best grocers in the 
country. The headquarters of the 
company was at H a rt until th is year, 
when the executive offices were re 
moved to  Grand Rapids and located 
a t 505-508 M urray building.

Mr. Roach was one of five canners 
who inaugurated the National Can
ners’ Association. H e has been high 
in the councils of the organization

ever since, having served one year as 
President.

Mr. Roach was m arried June 1, 1904, 
to Miss Olive N ott. of Adams, New 
York. The union has proven to  be 
an exceptionally happy one. Mr. 
Roach has never held any public of
fice, but he is a 32d degree Mason, a 
Shriner and K night Tem plar, a 
Knight of P y th its anti an Episco
palian from  way back. He was elect
ed a vestrym an of the Episcopal 
church of P ierrepont M anor when he 
was a very young m an and his in ter
est in the church of his adoption has 
never waned.

Mr. R oach’s hobbv is the raising 
of H olstein cattle. In  company with 
Dr. A rm strong, he owns a large stock 
farm  near W atertow n. N. Y. T hey 
possess the sire which bred the 
champion of the world, two-year-old 
H olstein heifers.

Mr. Roach a ttribu tes his success to 
hard work, close attention  to duty and 
a disposition to give the o ther fellow 
a square deal.

T he world is full of men bubbling 
over with big ideas who experience 
difficulty in holding down even the 
m ost inconsequential positions.

T here  are office m en in plenty who 
seldom think in less than six figures 
—unless it be when they draw their 
pay—and complain continually be
cause they are kept in the back
ground while o thers less gifted 
m athem atically  pass them  on the road 
to success.

None of these would prove world 
s ta rtle rs if they lived for a century. 
T hey  have big ideas, but they are 
living refu ta tions of the assertion 
quoted regard ing  those elem ents that 
have enabled Mr. Roach to gain the 
fron t rank in the business world.

Mr. Roach hag big ideas, it is true; 
and1 it doesn’t m atter a particle 
w hether it requires four or six or 
eight figures to  represent w hat they 
involve.

But he is not content w ith thinking. 
H e puts those ideas into concrete 
form, and stays w ith them  until they 
have been carried out successfully 
or their incorrectness has been dem
onstrated. F o r unlike the Scotchman 
of the story, who asserted that he 
was always open to  conviction but 
added proudly th a t he had never met 
a man who could convince him, Mr. 
Roach does no t doubt, the ability of 
others to dem onstrate the erro r of 
his way if he is in the wrong.

T his a ttribu te  has played no small 
part in w inning the success which 
has been his portion in a  life still 
young when counted by years. I t  
also accounts in a large m easure for 
his popularity am ong those with 
whom he comes in con tact and the 
absolute loyalty pervading every 
nook and corner of the big institu tion  
whose destiny he shapes.

Hie realizes th a t all the brains are 
not m onopolized by one man. A jan 
itor in any of the Roach p lan ts is 
ju st as free to stop  the head of the 
concern wherever thev happen to 
m eet and suggest a change in his de
partm ent or anything else having to 
do w ith bette rm en t of service as the 
highest salaried expert about the

place. If it proves w orthy  of adop
tion he will be pecuniarily benefited 
through a system  of awards prevail
ing in the factory, but above all else 
there will be a consciousness of hav
ing done som ething w orth while. If 
the idea is not practicable he will 
probably be told why. F or Mr. Roach 
is a shrewd Irishm an who knows 
that the surest way to get the best out 
of those around you is to m eet them  
as man to  man, iriespective of rank.

He gets it—quickly, too. T here is 
scarcely a man in au thority  in the big 
institution but can recall the time 
when, having received instructions • 
from  the head of the firm, alm ost be
fore the door wa* closed Mr. Roach 
reappeared on the scene to  enquire 
w hether those instructions had been 
fulfilled. T here is no nagging, no 
fault finding, no criticism —provided 
always th at no unnecessary time has 
been wasted. The seemingly undue 
haste is occasioned no t by a desire 
to figure as an industrial slave driver, 
but by the prodigious energy of the 
man and his ability to dispose of m at
ters alm ost before o thers have begun IS 
their consideration. T here isn’t a man 
about any of the Roach plants—and 
this sta tem ent is made w ithout fear 
of successful refutation—who can hit 
the terrific pace set bv his chief. If 
he could he would not be in the em
ploy of others, but would be heading 
an undertaking of his own.

Mr. Roach has little time or in
clination for details fa rther than those 
involved in form ulating a  plan of ac
tion. He is chief of the stra tegy  board, 
placing the conduct of a cam paign in 
the hands of trusted  lieutenants and 
holding them  responsible for results.
He picks a m an for a certain duty 
because convinced th a t he is best 
qualified for th at position; and, hav
ing once settled th a t point in his own 
mind, he keeps his hands off until it 
becomes apparent th a t he is wrong. q |<- 
T hen there is no hesitancy about 
m aking a shift. Mr. Roach has plenty 
of sentim ent w ithout being senti
mental. H e has the kindliest feeling 
for the men associated w ith him, and 
if one of them  fails to  m easure up 
to the standard  he is told so as much 
for his own good as for the welfare 
of the company. H e pays liberally for 
results—b u t he insists upon getting  
results, and if the m an en trusted  with 
a task proves incapable of making 
good someone else gets his place, 
after he has been given every chance.

Mr. Roach never forgets. W hen a 
line of action has been decided upon 
and the w ork assigned he keeps track  
until it has been carried out. Of 
course, to  trace every step in its en
tire ty  would be a physical im possi
bility even for a m an of such un- I ► 
bounded energy. B ut his fingers are 
constantly  on the pulse of th is giant 
organization. H e knows before any
one else w hether results are what 
they should be, and if not w here the 
weak link in the chain is located.
T here  is no interference so long as 
m atters are m oving sm oothly. Every 
departm ent head is no t only given 
full au thority  in regard  to  m atters 
th a t come under his jurisd iction; he 
is required to  w ork out his own sal-
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vation, always, of course, keeping in 
view the general policy in conform ity 
with which he m ust shape his course.

“T h a t is your problem ,” is the 
kindly but firm answ er vouchsafed to 
one seeking assistance before he has 
exhausted every agency a t his com
m and—an answer th a t sends the man 
away with a new sense of responsibil
ity, a knowledge th at his judgm ent is 
being fully relied upon. He de
term ines to  conquer or die—and the 
m orta lity  rate  a t the Roach plants is 
exceedingly low.

This ability to delegate w ork to 
o thers and while strengthening their 
friendship and loyalty make them  u n 
derstand clearly w hat is expected is 
not prom pted by any desire to  shirk 
responsibility or avoid labor. Mr. 
Roach has always had to do things 
for himself, to  make his own way in 
the world, and he believes every man 
should do the same.

“I would ra ther have a man who 
m akes m istakes than one who does 
noth ing,” is one of his maxims. “The 
m an with energy enough to make 
m istakes, and sufficient intelligence 
to  discover them, is bound sooner oi 
later to stumble on som ething worth 
while, whereas he who does noth ing 
is always a dead w eight.”

H is intuitive power, either natural 
o r cultivated through years of activ
ity, is such that it enables him to 
grasp the full significance of a p rob
lem alm ost before it has been pre
sented. He is usually about three 
laps ahead of the o ther party  or 
parties to  a conference and, before 
the last word has been uttered, the 
last argum ent advanced, has formed 
an opinion and is ready w ith an 
answer.

W hat Is H is Business?
Business is warfare. I t ’s a hard, 

constant fight to the finish. The m o
m ent a contestant enters the field of 
commerce he is challenged by a host 
of com petitors. All his m ovem ents 
are disputed and opposed by those al
ready in possession of the field. He 
m ust fight to live. H e m ust conquer 
to  succeed. So it is that a man of 
business is like a soldier of the regi
ment. And like the well-trained sol
dier who delights in the clamor of 
battle, the enterprising  business man 
is eager for the struggle of competi
tion. He delights to overcome those 
who oppose him, and he finds g en 
uine pleasure in outw itting his rivals.

I t  is this spirit of rivalry th at sharp
ens a m an’s intellect and spurs on 
his energy. And unless a man is pos
sessed of this desire to  overcome, to 
surpass, to stand first in this line, he 
can never hope to carry the day, he 
wilt never succeed in his fight. Profit, 
which is the reward of industry and 
ability in business, is not the sole ob
ject and consideration that actuates 
the really successful man. The love of 
gain cannot inspire him to the h igh
est endeavor. There m ust be som e
th ing  m ore enduring to call forth  his 
suprem e efforts and satisfy his ambi
tion. And th a t som ething is the same 
spirit th a t is possessed by men of war 
who go in battle  to do or die—who 
fight to win and forget all else.

GARDEN INSECTS.

Some Are Injurious and Some De
cidedly Beneficial.*

T h at insects are of benefit to man 
is seldom considered, for we are in 
the habit of thinking of these little 
creatures in quite a different light. 
Yet we are dependent on the silk 
worm and the honey bee for tw o very 
useful products. O ther insects, use
ful in a commercial way, are certain 
scale form s from which shellac and 
China wax are made, and still others, 
from the dried and ground bodies of 
which cochineal is produced. In 
dealing with the subject assigned me, 
however, I am going to confine my
self to our friends of the garden and 
no t a ttem pt to  discuss the many in
sects which are useful to us in other 
fields.

M any people have the m istaken idea 
th at all insects encountered in the 
garden are injurious, but such is by 
no m eans the case, for many are really 
decidedly beneficial. They are a help 
to use in two ways; first, by bringing 
about the pollination of m ost of our 
flowers; and, second, by assisting in 
the contro l of m any insect pests.

Before fertilization can take place 
in a flower and the form ation of seed 
be assurred, pollen m ust be transfer
red from  stam en to  stigma. In  many 
flowers self-pollination is prevented 
by various means, while others are 
of one sex only, although the two 
sexes may be born on the same plant. 
Sometimes the sexes are entirely  sep
arate, one plant bearing simply the 
pistillate flowers, while another bears 
only the stam inate. I t  will a t once 
be seen th at in all such cases, pollina
tion m ust be carried on by outside 
means. B otanists tell us that m ost 
plants which require cross pollina
tion, depend upon insects as pollen 
carriers. The showy colors and m ark
ings of flowers and their odors are 
not for our benefit, as we are some
times conceited enough to think, but 
are m eans adopted by the p lant to 
a ttrac t insect visitors. Many insects 
depend wholly upon the nectar and 
pollen of flowers for their food. Such 
insects usually visit, during any given 
trip, only one kind of flower and, 
therefore carry  but one kind of 
pollen. M any beetles, all butterflies 
and m oths and m ost bees have bodies 
roughened with scales or hairs, and, 
as they visit flower after flower, they 
cannot help carry ing  pollen with 
them. The flowers have taken ad
vantage of this and have so arranged 
their various parts that the pollen 
will not only come in contact w ith the 
insect caller, but that this pollen will 
be sure to be brushed off on the stig 
ma of the next flower visited. A dap
tations on the p a rt of flowers are 
num erous, but probably none are 
more rem arkable than those of the 
orchids. Bees are the m ost univer
sal pollenizers, being highly special
ized for this purpose. Butterflies and 
m oths are next in im portance, and in 
general, pollenize with the tongue 
while feeding.

As an illustration of the importance
•P a p e r  p resen ted  a t  th e  A pril m eeting  

of th e  K en t G arden Club, from  th e  pen 
of M iss G race Griswold, now res id ing  a t 
Cornell U n ive rs ity  (I th aca ), N. T.

C an d le  Eggs W ith  the 
G rant D a-L ite

Laws are being introduced before the 
various Legislatures which will compel all 
grocers and hucksters to candle eggs. Some 
states have already passed these laws, so 
that it is necessary that you candle eggs 
in the near future.

The Grant Da-Lite Egg Candler 
requires no dark room to be built and its 
original cost is even less than the cost of 
constructing a dark room for any other 
form of candling device.

The Grant Da-Lite Egg Candlers 
are being used by practically all the pro
duce dealers in the U. S. as well as thou
sands of retail grocers. Ask your produce 
dealer about the Grant Da-Lite.
Send your orders direct to:—

Toner Commission Co., Detroit, Mich.
Kent Cold Storage Co., Grand Rapids, Mich.
Brandt & Co., Cleveland, Ohio.
Northwestern Egg and Poultry Co., Eau Claire, Wis. 
Indiana Board & Filler Co., Decatur, Ind.
M. J. Power Co., Madison. Wis.
Fairmont Creamery Co., Columbus, Ohio.

W rite for Hteratur describing the different m odels.
A Model for every use.

GRANT MANUFACTURING CO.
20$ N. Wells St. CHICAGO, ILL.

P a ck in g  S to ck  B u tter
We offer FORTY-THREE cents a pound 

net delivered Chicago, for any

Good Packing Stock Butter
up to 5,000 pounds from any one shipper, to be 

shipped up to and including May 31st.
Mail invoice and make draft for 80%, with 

Bill of Lading attached, if you wish.

j .  H. w h i t e  & co.
221 W. South Water St. CHICAGO, ILLINOIS
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of insects in pollination m ight be 
m entioned the experience of the 
grow ers of red clover in Australia. 
A lthough the plants seemed thrifty  
enough in their new home, they would 
not form seed, until finally European 
bumble bees were im ported to act as 
pollen carriers. In  California success
ful fig grow ing can only be carried 
on with the aid of a small insect. A t 
certain tim es of year, branches of wild 
figs are cut off and hung on the trees 
of the cultivated Sm yrna figs. Small 
bees then crawl from  the male flowers 
of the wild fig to  the female flowers 
of the cultivated fig and so the tran s
fer of pollen is made and the develop
m ent of the fru it assured.

To me, one of the m ost in teresting  
cases of the inter-dependence of a 
p lant and an insect is th at of the 
yucca and the little white Pronuba 
moth. Am ong insects instinct is very 
highly developed, and it is quite com
mon for the females to  deposit their 
eggs where the young, when they 
hatch, will find a plentiful supply of 
food. The Pronuba m oth m akes such 
careful provision for her young that 
it seems as if she m ust be possessed 
of intelligence. W hen she is ready 
to lay her eggs, she alights upon a 
yucca flower, goes to  the stam ens 
and removes some pollen from  the 
anthers. T his pollen is rolled into 
a tiny ball, which she carries to the 
pistil, carefully placing it upon the 
receptive surface of the stigma. Then 
she turns her a ttention  to  egg laying, 
calmly placing an egg in the embryo 
seed pod. T his process is repeated 
several times, first pollen is collected 
and placed upon the stigma, then an 
egg is laid. W hen the young cater
pillars hatch they find the little tender 
new seeds which prove a m ost sa tis
fying diet. I t  may occur to you to 
w onder how the p lant benefits from 
all this. T here are so m any tiny 
seeds form ing, however, th a t the 
small caterpillars cannot possibly eat 
them  all, so plenty are left to m ature 
and ensure the continuance of the 
species. T he yucca is a common K an
sas flower and one of our Cornell 
professors, who form erly lived there, 
tells me that he has often seen the 
little Pronuba m oth at work early in 
the evening. I t  seems she is so busy 
with her own affairs th at she pays no 
attention  to  a spectator, even if he 
holds a lantern.

Before discussing insects in their 
role as controllers of garden pests, 
perhaps som ething should be said re
garding these pests them selves and 
why they have so greatly  increased in 
recent years. H ad they been as abun
dant in ages past as they are now, all 
vegetatio/n ’would have disappeared 
from  our globe centuries ago. I t  is 
m an who has upset the balance of 
things. Before he appeared there 
had been gradually established a cer
tain ra tio  betw een all existing forms 
of life, vegetable and animal. Each 
species had its enemies, but these 
enemies were never allowed to  be
come so abundant as to wipe out the 
organism s on which they lived, else 
they would them selves have been ex
term inated  for lack of proper food. 
W hen man came on the scene he 
changed all this, for he interfered

with natural conditions. H e cultivat
ed the land and cleared it of rubbish 
and stones, thus destroying the shel
ter of m any tiny creatures who were 
the enemies of plant feeding insects. 
Also such insect-eating reptiles as 
toads, frogs and snakes have found 
life insupportable under civilized con
ditions, as have m any small animals 
and birds.

Then, too, m an has planted large 
areas to a single crop and by so doing 
has favored the increase of the in
sects feeding upon that crop. For 
instance, Colorado potato  beetles 
were form erly confined to their own 
State, where they subsisted on a 
common sand bur, which happened 
to be a m ember of the po ta to  family. 
Many did away w ith these burs and 
planted Irish  potatoes instead. The 
beetles had to find a food substitute 
or starve, so they tried the potato 
plants, and, as these proved satisfac
tory, they transferred  their feeding 
grounds' from the roadside to  the 
po tato  patch. T hey gradually spread 
until they are now found wherever 
the potato is grown in the United 
States or Southern Canada.

In  recent years large num bers of 
plants have been brought to us from 
foreign countries. W ith  these plants 
have come m any of our w orst insect 
pests, m ost of them  in the egg stage. 
U nfortunately, their natural enemies 
have -not been brought with them, the 
result being th at these pests have in
creased in num bers trem endously in 
their new surroundings. The gypsy 
and brown tail m oths, which have 
done such damage to our shade trees, 
are im ported insects, as are the cod
ling m oth, the oyster shell and San 
Jose scales, the Mexican cotton boll 
weevil and the new European corn 
borer. The codling m oth is said to 
cause the fruit growers of New York 
State an annual loss of $3,000,000, 
while the Mexican cotton boll weevil 
is estim ated to have caused losses of 
$25,000,000 a year in Texas alone. Of 
our w orst insect pests, nearly one-half 
have been im ported from  foreign 
countries. A strong quarantine is now 
being established but, even with this, 
injurious insects will continue to come 
into our country, and we m ust fight 
these to the b itter end.

But enough of injurious insects. 
L et us re turn  to  our friends. These 
injurious insects have am ong their 
own kind certain natural enemies, 
those that pounce upon them  and eat 
them  for food, and those th at are 
parasitic, either upon the pests them 
selves or upon their eggs, and it is 
in these th at I have become so in
terested  during the past m onths.

Am ong the predaceous form s is 
the praying mantis, whose scientific 
name is “M antis religiosa.” The 
name comes from the attitude this 
insect assumes when a t rest. The 
long front legs are bent and held in 
such a way th a t they suggest an 
attitude of prayer. T his attitude 
quickly changes, however, when a 
nice juicy insect comes along. Then 
these same fron t legs are throw n 
out with incredible rapidity and, 
after the poor victim  has been 
crushed, it is devoured a t leisure.
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T he praying m antis is m ore or less 
common in New Y ork State, but I 
do no t know if it has yet appeared 
in Michigan.

A nother in teresting  insect friend 
is the “lace w ing” or “golden eyes,” 
as it is often called. T his is a beauti
ful little creature, with delicate lace
like green wings and bright golden- 
brow n eyes. In  both the larval and 
adult stages it feeds on o ther insects, 
and it is one of the m ost im portant 
enem ies of the p lant lice which swarm 
on so m any valuable plants. A lace 
wing is said to  eat several hundred 
of these p lant lice during a summer. 
T he female usually deposits her eggs 
in the middle of a colony of these 
lice. The eggs, by the way, are laid 
in a m ost peculiar m anner, each 
being placed a t the end of a long 
slender stalk. I t  is presum ed that 
this is a m eans of protection, for as 
soon as a young larva hatches he 
a t once begins to look for food and, 
if the o ther eggs were not perched 
on the ends of stalks, he “m ight eat 
his b ro thers and sisters w ithout real
izing it.” Instead  he turns his a t
tention to a nice fat p lant louse, 
grasping it between his long curving 
jaw s and eagerly sucking its juices.

The little  lady bird beetles, or 
lady bugs, also feed upon p lant lice, 
as well as upon scale insects. They 
are small beetles, the giants of the 
family being less than one-half inch 
in length. They are usually oval in 
shape and very convex on top. They 
generally are red or yellow with 
black spots, or they are black w ith 
white, red or yellow spots. All of 
these beetles are beneficial except 
the m em bers of one genus, and those 
are larger and are yellow with black 
spots. Some years ago the orange 
growers of California were greatly  
troubled by the cottony cushion 
scale, which became such a pest that 
it threatened to wipe out their in
dustry unless som ething were done 
to control it. Finally some little 
lady bird beetles were im ported from 
Australia and distributed am ong the 
orange groves. The result was th at 
in a few years the scale had alm ost 
entirely  disappeared and to-day it 
can be found only in very limited 
num bers throughout the state. Still 
another lady bird is used to prey 
upon certain melon aphis in Califor
nia. These beetles are gathered in 
w inter and kept in cold storage (a 
sort of forced hibernation) until ihe 
aphis begin to  appear on the melons.

O ur common black ground beetles 
are also beneficial. T hey have long 
legs and are swift runners, but sel
dom stir abroad until after dark, 
when the m ajority  fly readily and 
are often a ttracted  to lights. Some 
of these ascend trees in search oi 
caterpillars on which to  feed, while 
others spend much of their time 
digging about for the eggs of plant 
feeding insects.

More im portan t even than these 
predaceous insects are certain para
sitic forms. Scientists tell us that it 
is doubtful if m an could live upon 
this earth  were it not for these 
parasitic insects. M ost of them  are 
internal parasites, but a few are ex ter

nal. As one would naturally  suppose, 
the internal parasites are tiny  crea
tures, many of them  less than  one 
one-hundredth of an inch in length, 
while the external m em bers of this 
group are quite good sized. The 
m ajority  of these parasites are m em 
bers of the highest group of insects, 
the same group to  which belong the 
bees, wasps, ants, whose instinctive 
powers are so rem arkable th a t they 
border on intelligence. Some of these 
insects lay their eggs upon the backs 
of caterpillars and seem to grade the 
num ber of eggs according to the size 
of their victim. W hen the young 
hatch from these eggs, they pierce 
the skin of the poor caterpillar and 
suck its blood, rem aining thus, with 
their heads buried, until they attain  
their growth.

A nother m em ber of this group 
lays her eggs w ithin the body of a 
caterpillar o r p lant louse. This 
insect has, a t the end of her abdomen 
a long wire-like appendage, by m eans 
of which the skin of her victim  is 
pierced and her eggs placed. In  this 
case the young a tta in  their grow th 
within the host insect, whose death 
they cause. L arge num bers of
cabbage and tom ato worm s and
hundreds of p lant lice m eet their
death in th is m anner. Still o ther
m em bers of this group are parasitic 
upon the eggs of injurious insects.

A lm ost all of these insects repro
duce very rapidly, but to  do this even 
m ore effectively some of the internal 
parasites have developed the ability 
of producing large num bers of in
dividuals from  one egg. T he orig
inal egg divides into groups of cells, 
each of which develops into a number 
of eggs. Thus som etim es as many 
as fifty or m ore parasitic eggs may 
result. The young, which hatch are 
all of one sex, as determ ined by the 
egg originally laid.

Scientists devote much time to  
the study of predaceous and para
sitic insects. In  their efforts to  work 
out some m eans of controlling a new 
pest, they  a ttem pt to  learn w hat 
natural enem ies this particular pest 
has, and if it is an im ported pest, 
then investigations are carried on in 
the country from  which the injurious 
insect came. I f  enem ies can be 
found, an a ttem pt is made to  im port 
these enemies, th a t the injurious in
sect m ay be controlled in its new 
surroundings by natural means. 
W ork of this character has lately 
been carried on in the fight against 
the gypsy and brown tail moths, 
which have done such damage in 
New England and these pests arc 
now gradually being brought under 
control.

A lthough it can hardly be said th at 
we have as m any friends as foes 
am ong the insects which visit our 
gardens, yet it must be adm itted that 
the friends are, to us, of m ore im 
portance than the foes, particularly 
when we consider how very neces
sary they are, both  as pollenizers of 
our flowers and as allies in our fight 
against the destroyers of vegetation.

Grace H . Griswold.

Don’t  try  to pet a fool or hornet. 
N either one will understand you.

Using the Telephone to Good Effect.
Someone has become aw are of the 

fact th a t courtesy pays, even in a 
telephone conversation. T here  are 
two ways of speaking into the tele
phone. Probably you are using the 
right m ethod; a t least you should.

All business men are agreed th at the 
courteous salesperson is superior to 
the o ther kind. C ourtesy is one of 
the m ost im portant assets of those 
who make good. M any a business 
has been stranded on the rocks of 
failure because the salespeople have 
been trade destroyers instead of trade 
conservers.

Some business men still are of the 
opinion th a t the telephone is m erely 
an instrum ent th a t has bu t recently  
graduated from the toy  class, and is 
not to be used except as a last resort. 
T hey have not yet realized th a t it is 
one of the m ost useful th ings in the 
store; th at it is a door through which 
business m ay come, just as surely as 
through the front door of the store.

W hen a prospective custom er m akes 
enquiry by means of the telephone, 
such enquiry as a rule does not re 
ceive the same attention  and consid
eration and courtesy th a t it would 
receive were the person to  call a t the 
store. And the business men. defend
ing the policy of curtness th at p re
vails in his establishm ent, says th at 
m ost telephone calls are made merely 
to  compare the prices w ith those of 
o ther com petitors. T his is true  to  a 
certain extent, but the business man 
seems to  forget that quite a num ber 
of people call at his store in oerson 
for the very same purpose, yet they 
receive courteous trea tm en t even 
though they do not purchase. W hy, 
then, should the party  th at uses the 
telephone not be accorded like con
sideration?

T here are three persons in every 
telephone conversation, and each 
should develop the proper attitude. 
T he g:rl a t the exchange is courteous. 
She m ust be. I f  she is not, she will 
not last long. T hat is the infallible 
rule of the telephone companies. The 
operator is quite human, no m atter 
w hat the jokesm iths have to  say. and 
you will get the best service if you 
trea t her accordingly. T ry ing  things 
are bound to happen occasionally, but 
they are not improved by m aking a 
show of tem per. T he man who roars 
into the transm itte r like the Bulls of 
Bashan should be prevented from us
ing the telephone. H is ilk m akes busi- 
nes a burden instead of a pleasure.

T he right way to answer the tele
phone is to  speak clearly and dis
tinctly  into transm itter. Speak in a 
low tone, and as pleasantly as you 
can. D on’t imagine th at the person 
a t the o ther end can understand what 
you are saying if you are not withm  
three feet of the transm itter, or if 
you are facing in ano ther direction. 
T here is an efficient way of doing all 
things, and the efficient person does 
them  in th a t m anner. T he telephone 
is a m odern business necessity, and 
it is being made to  render indispensa
ble business service. I ts  use is com
ing to be m ore properly appreciated 
every day.

Do your salespeople answ er the 
telephone in this m anner;

“Hello, who is this?”
“Yep, w hat is it?”
“ Nope, not here yet.”
“Call to-m orrow .”
T his was a salesperson’s part of a 

telephone conversation the w riter hap
pened to  hear recently. T he m anager 
also heard it and made no comm ent 
beyond enquiring who had called, to 
which the salesperson replied, “ Mrs. 
Jones is getting  nervous because that 
stuff she ordered hasn’t come in. You 
know we prom ised it for to-day.” 
T h a t closed the incident, and there is 
good reason to  suppose th at all tele
phone calls in th at sto re  are treated  
w ith the same lack of courtesy.

Suppose the salesperson had replied 
in the following m anner:

“ Em pire Store; Miss M orris speak
ing.”

“No, Mrs. Jones, th a t article has 
not been received, although we expect 
it at any m oment. W e are sorry  th at 
the delay has inconvenienced you. As 
soon as it arrives, we will inform  you.”

“Yes, indeed, Mrs. Jones. Good 
bye.”

C ourtesy and consideration for cus
tom ers certainly create a be tte r im 
pression than curtness and the do n ’t- 
bother-m e attitude. T he success of a 
business depends upon the service it 
renders. O nly 1 per cent, of the cus
tom ers who leave your store go to 
your com petitors on account of the 
m erchandise you sell, but 99 per cent, 
of them  leave on account of the ser
vice you offer. To-day successful 
m erchandising depends upon good 
service.

Each person should be required to  
make imm ediate m em oranda of all 
phone calls th a t require fu rther a tten 
tion. I f  this is not done, they  may 
forget, and forgetting  is poor busi
ness.

T here  are m any simple th ings about 
using the telephone th a t should be 
known to everyone. Telephone sales
m anship and telephone tact are sub- 
iects in which every person should be 
interested.

W hen you call someone, and in re
ply you hear a clear, well-m odulated 
vo:ce, “T his is Mr. Smith of the E m 
pire Store,” you know th a t you are 
speaking to  a man who knows how 
to use the telephone. You feel sa tis
fied. W hy not adopt the same m ethod 
yourself?

Make a list of dont’s for all the 
people in your store th a t use the tele
phone.

D on’t chew gum or keep a cigar 
in your m outh while talking.

Don’t mumble or shout. Speak dis
tinctly.

D on’t say, “W ho are you?” and nev
er, under any circum stances, “W hat 
do you w ant?”

D on’t  lose your tem per. Be cour
teous.

D on’t w aste time. Make your p ri
vate engagem ents afte r business 
hours.

D on’t give a blunt, short reply. Use 
freely the w ords please and thank 
you.

D on’t speak a t the telephone. Speak 
into the  transm itte r.

D on’t  forget th a t you represent the 
firm and that people will judge us by 
your m anner tow ard them.
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N ew  Perfection Flour
The Wheat

Only the finest of w heat 
grown is used in the making of 
New Perfection Flour. Every 
precaution is taken to keep it 
stric tly  up to s t a n d a r d .  
Careful selection is made in the 
purchase and then it is care
fully  graded a t the mill so th a t 
only the very  best is used for 
making NEW PERFECTION 
FLOUR.

The Milling
The best of wheat will only 

produce fa ir flour unless the 
milling is properly done. Every 
step in the milling of NEW 
PERFECTION F L O U R  is 
watched over by experts in 
order to insure the maintain
ing of its  g u a r a n t e e d  high 
standard.

The Mill
Another im portant factor in 

the production of NEW PER
FECTION F L O U R  is the 
stric tly  sanitary  mill in which 
it is made. Everything is reg
ularly inspected to insure clean
liness. Scientific milling is 
made possible through the use 
of the very  latest machinery 
obtainable.

W A T S O N -
Milled by

H I G G I N S  MILLING CO.
G R A N D  R A P I D S ,  M I C H I G A N

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

Grand Rapids, Michigan

Wholesale Electric Supplies
“Service is What Counts”
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F I N A N C I A L

H ow  a Credit and L edger Interchange 
W orked Out.

[Concluded from last week.]
I m ight cite you a few instances of 

the way this bureau works both for 
good and for bad, I mean for the good 
and for the bad.

W ithin a week after it was finally 
opened we had an advice from a Chi
cago retailer that a certain party  had 
arrived in Indianapolis whom they 
had had on their books as a C. O. P. 
account for some three years, but 
being familiar w ith .th e  name the de
livery clerk passed som ething like a 
sixty-dollar order and he had gotten 
out of Chicago and come to Indian
apolis and they couldn’t get a cent.

W e immediately made a card out 
on it, knowing th at he would arrive 
in Indianapolis and ask for credit. He 
did and I m ight say th at of all the 
cases that we have had, this first case 
stands out as being the m ost unique. 
He was a man th at had six daughters 
and each daughter had the taste  of a 
Persian Princess. He had the taste 
of, I imagine, the late W illiam  H ohen- 
zollern when it came to living but he 
didn’t get by with one—not one, 
house. Each tim e he started  out to 
buy we were called on the ’phone and 
we gave out this special report. F inal
ly, not being able to get credit and 
live in the usual way, he came up to 
the office to  see w hat was the trouble.

He looked very much like Ingerso 'l 
and I imagine was as frank as Inger- 
soll because he told me th at he had 
a large family, a m ost expensive fam 
ily and he didn’t care a whoop who 
paid the bills, he wouldn’t. He also 
said th a t’it was the first city he had 
ever gotten into where he couldn’t 
live on the stores—very frank and 
very honest in his statem ent but not 
in his paying habits.

W ith in ; the last three weeks we 
have had an instance th at has been 
repeated a num ber of tim es in the 
past, of the woman in a domestic 
difficulty starting  out possibly in the 
¡spirit of pique o r spite to  buy heavy 
before the final break came. There 
has been a num ber of instances like 
this but this is so good I w ant to 
tell it.

She inadvertently adm itted to  the 
credit man that she had entered suit 
for divorce and her a tto rney  told her 
to  buy heavy while buying was good. 
H e refused her credit and im m ediate
ly called our office. T o make a long 
story  short she w ent the entire line, 
suit and trade and departm ent stores 
and was turned down politely but 
firmly A t last she asked the credit 
man, “W hy is it th at I can’t buy? I 
have been turned down nine times 
this -afternoon” an d  the credit man

(being a m arried m an), told her: 
“Madam, the next time you sue for 
divorce, keep it to yourself. Don’t 
tell a credit man.”

W ithin the last two weeks, to show 
you the interchange of retailers be
tween cities, we had a long distance 
call from Cleveland. An Indianapolis 
lady was seeking to buy som ething 
like $400 w orth  of very fine furs at 
H a l'e ’s. I t  happened, however, that 
her husband was iust being adjudicat
ed a bankrupt with to tal liabilities 
of $108,000 and total assets to pay a 
first lien and final dividend of 5.14 
per cent. The real estate  was jo in t
ly m ortgaged for all it was worth. 
On statem ent made to  us he had ab
solutely no th ing and it is unnecessary 
to  say th at she didn’t buy anything 
of Halle B rothers. She came home 
with the same furs she went away 
with.

A nother instance showing the béné
ficient effect of a bureau of this na
ture rightly  conducted is th at of a 
young wom an who came up to the 
office some two or three m onths ago 
very indignant because she had been 
turned down at the Pettis D ry Goods 
Co. on a $40 garm ent. H er record 
showed she had taken nine m onths 
with M arro tt Shoe Shop, eleven 
m onths w ith W m. H. Block Co. and 
so on down the line, w ith five or six 
houses, but she said, “I was sick in a 
hospital a t the tim e.” The record 
also showed th at her husband was 
on a sa’ary of $22 a week as book
keeper and I saw th a t the young 
woman really needed a lesson.

I asked her if the husband paid the 
bill while she was at the hospital. 
She said, “ Of course he did.” “Has 
your husband got an advance in sal
ary since this unfortunate opera
tion?” “ No,, he has not.” “H as he 
gotten a new suit or a new over
coat?” “No, he has not.” “T hen,” 
I said, “he has, figuratively speaking, 
glued his face to a ledger to  pay 
your bill while you were a t the hos
pital, he has done everything to  ful
fill his obligation to  you and you are 
seeking to  run him in debt. D on't 
you believe it would look better, 
m ore loyal, if you were to have that 
garm ent cleaned, the garm ent th at 
you have on, and when he can afford 
to give you two or three dollars, 
save it up and then go pay cash?”

She said, “ M ister, I don’t know 
who you are, w hether you are a 
preacher or not, but you have preach
ed a real good serm on to me and I 
believe I  will do it because he seems 
to  be discouraged anyway.”

T here have been a thousand in
stances of the salutary effect for good

Beginning Now
Beginning right now  
the business men of 
America are basing 
their important bus
iness moves on a 
more definite knowl
edge of underlying 
conditions than they 
ever before have pos
sessed.

Business men who study fundamentals will 
find much of value in each issue of our 
Monthly Trade Report.

W e have a copy for you.

Shall we send it, or will you call ?

THE OLD
MONROE AT PEARL

NAL DANK
GRAND R A P ID S

T he Care of A n Estate Is 
a Business M atter

T h a t is w h y  it has becom e th e  custom  

to  appoin t a tru s t com pany  as ex ecu to r o r 

trustee, instead of a friend o r relative.

W e are organized especially to  under

take th e  duties of E xecu to r, A dm inistrator, 

T ru stee  and G uardian.

Send for Blank Form of W ill and booklet on  

“ D escent and Distribution of Property”

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

Safe Deposit Vaults on  ground floor.
B oxes to  rent at low  cost.

Audits made of books o f municipalities, corporations, 
firms and individuals.
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and bad th at this bureau has brought 
about and we som etim es think, as has 
been rem arked a num ber of times, 
th at aside from any report th at has 
ever been given by the bureau the 
salutary effect it has had on the g reat 
mass of careless, indulgent credit 
seekers has been worth every dollar 
that it cost.

Some five years ago the jobbers of 
the city, conceiving th a t they were 
up against the same proposition, o r
ganized a sim ilar bureau. T h at bu
reau was placed in our office. Con
sequently now after five years of con
stan t service, we have fifty-six of the 
largest jobbers, highest grade houses 
in the town, who have practically 
their entire ledgers absolutely on a 
sim ilar card system. This is served 
by a force of separate operators on 
another private sw itchboard. You 
are not interested in th at but I can 't 
help telling you that the annual 
“profit and loss” book that we get 
out for the jobber and retailer m ere
ly as an incident of this credit game. 
The book in 1913 showed with a total 
m em bership of thirty-one houses, a 
certain am ount charged to  profit and 
loss. In  1917, with a m em bership of 
fifty-eight houses, nearly double, the 
am ount charged to  profit and loss 
was less than the am ount charged to 
profit and loss in 1913 by a sum equal 
to  eleven tim es what it had cost to  
run the bureau in the five years, 
which doesn’t take into consideration 
the trem endous profit which m ust 
have been made by the countless 
thousands who have no ratings in 
Dun or B radstreet but who do have 
a record of their ledger transactions. 
N or does it consider the countless 
thousands saved by not extending 
credit to  those who have good ra t
ings in the commercial agencies but 
adverse ratings on their actual tran s
actions as shown on these ledgers.

The same bulletin service is gotten 
out for the jobbers as for the retail
ers. I t  is an ideal situation in that 
the retailers have access every min
ute of the day to  the files of the job
bers on all those individuals buying 
in the retail district and as a sample 
of what good it does I am tem pted 
to cite the one case of the Badger 
Furniture Company that received an 
order of som ething like $1,100 from 
a grocer a t Anderson. He had a 
bank ra ting  in both Dun’s and Brad- 
s treet’s, and a fair grade of credit.

W e had one retail account of $10 
paid in th irty  days but by handing 
the enquiry to the o ther side of the 
desk we had within a half hour, the 
record of tw enty-four houses that 
were selling him showing him to be 
a discounter with no limit to his 
credit. As a result Mr. Badger passed 
the order and sold him another $600 
w orth of furniture on the streng th  of 
the report.

The whole thing summed down is 
not secret. T here is no secret to  it. 
If there is a secret it is as old as 
the hills. I t  was told centuries ago 
if we believe in the legends of the 
(Indians as told in Longfellow’s won
derful poem, “H iaw atha”) when 
Gitchi-M anitou the M ighty in calling 
to  the tribes of all the  nations and

seeking to have them  better their 
condition said:
“All your streng th  is in your union, 
All your danger lies in discord; 
T herefore dwell in peace together.”

Gitchi-M anitou the M ighty meant, 
in the slang parlance of to-day, “get 
together.” Realize that your com
petitor is ju st as good and ju st as 
honest and ju st as capable a business 
man as you are, that your problem s 
are the same and th at your losses 
m ust be the same if you stay apart. 
Get together. Give each other credit 
for being honest. Come into those 
things which you have kept your
selves out of. T here isn’t any ques
tion that any community, no m atter 
how small or large, can have ju st the 
successful bureau, can save just as 
much money, can bind its members 
together as effectually as have the 
m erchants of Indianapolis.

W . E. Balch.

Helping Someone.
Surely in the terrible days of the 

Civil W ar there was no busier per
son in W ashington and not one who 
bore a heavier burden of care and 
responsibility than Abraham  Lincoln. 
Yet we hear th at he was always try 
ing to  help someone.

T here’s the sto ry  that is told of his 
son Tad.

I t  happened in a railroad station. 
The President was to take a trip, ac
companied by T ad and others. A 
sightseer wanted to see Mr. Lincoln 
and decided that the best way to  find 
him was to ask Tad.

“I don’t know just where father 
is,” said Tad, “but he’s som ewhere in 
there am ong the crowd. Ju s t look 
around until you see someone helping 
someone else. T h at will be father.’'

The story  does not tell w hether 
the curious person found Mr. Lincoln 
or not. But it does tell a great deal 
about the President who could find 
tem porary relief from  his own 
troubles by assum ing those of others.

In serving others self service is 
done.

T here was the “jolly m iller of the 
river Dee,” for instance, who would 
not change places with the K ing of 
England. He discovered his happi
ness, you will remember, in working 
for “his wife and his children three." 
H is unselfishness and content have 
become alm ost proverbial—because 
he served, not because he was waited 
upon.

Kent State Bank
Main Office Ottawa Ave.

Facing Monroe
Grand Rapids. Mich.

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

Resources
10 Million Dollars

3 ^  Percent.

Paid on Certificates of Deposit

The Home for Savings

Such a Man as Morgan—
In the graver transactions of life, who 
would not copy such a man as J. Pierpont 
Morgan?

<1 That business genius made a Trust Com
pany executor of his will. So did John 
Jacob Astor, Geo. M. Pullman. Jay Gould, 
Marshall Field, Stephen Girard.

Cl Is not the smaller estate even more in need 
of experienced and intelligent care than the 
larger one? The ordinary inheritance—the 
“widow’s mite,” compared with those vast 
estates—must not be risked for want of 
practical knowledge of good business 
methods.

€| Your estate will need such expert attention 
as our Trust Department is capable of 
giving. The cost is the same as for an 
individual executor.

Brand RapidsTrust Company

O T T A W A  A T  FO U N T A IN  BOTH PHONES 4391

Safe Deposit B oxes at Three Dollars Per Year 
and Upward

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

ASSOCIATED

CAMPALI «QUARK
The  convenient banks fo r out of town people. Located at the very center of 

the city. H andy  to the atreet care— the Interurbane— the hotels— the shopping 
district.

On account of our location— our large tran sit  facilities— our safe deposit vaults 
and ou r complete service covering the entire field of banking, our Institutions m ust 
be the ultimate choice of out of town bankers and Individuals.

Combined Capital and Su rp lu s  ...................... $  1,724,300.09
Combined Total Deposits .............................  10,168,700.CX'
Com bined Total Resources ............................ 13,167,100.00

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

AMOOKATXD
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' WOMANS WORLD 
L i l  t  „

Studying Natural History in Your 
Own Home.

W ritten  fo r the  T radesm an .
A person who knows nothing of 

science is not a well-educated person. 
Yet I know plenty of women, and a 
good many men, who pass as intelli
gent who know next to  nothing in 
any scientific field, and are on the 
whole ra ther proud of that fact.

“ N atural history? Oh, dear, no, not 
the slightest thing in the world do I 
know of it,” a woman friend said to 
me in reply to my question. “ I t  bores 
m e.” Yet th at woman is the m other 
of children, and a member of at least 
two famous clubs, m em bership in 
which is supposed to  be a badge of 
intellectual attainm ent.

She could not find the Great Dipper 
in the northern  sky. She did not know 
what made the telephone work, or 
why it stopped working when one of 
the wires was disconnected; she did 
not know why or how baking powder 
or yeast caused bread to rise; she did 
not know the difference between the 
stam en and the pistil of a blossom ; 
she did know the m eaning of the word 
“fossil“—it m eant an “old fogy.” 1 
had the feeling that she thought I was 
talking like one!

This woman is exceptional, you say, 
and I certainly hope she is. M ost of 
us know m ore than  th a t about the 
m ore obvious aspects of life about us; 
but I have been surprised to find how 
m any women look upon the word 
“science” as representing a group of 
abstruse subjects to be taught by spe
cialists in schools and colleges and 
studied mildly to  the num ber and ex
ten t required to attain  a diploma and 
then forgotten as having litt’e prac
tical relation to  the life we really live.

One need not be deeply versed in 
any of these things, but a little know l
edge in all of them  not only is a tta in 
able by any person of ordinary intel
ligence, but is im portant for practical 
reasons, and adds greatly  to one’s en
joym ent of the world in which we 
live. A fter all, these names are a r
tificial, representing classifications of 
knowledge; but the  facts and fields 
m erge into each other. F o r example, 
geology tells us the origin of coal; 
but w hat it is made of, why it burns, 
and why it is necessary to  have the 
oxygen of the air to  make it burn and 
into w hat gases the burning changes 
it—this is in the field of chemistry. 
And the common-sense use of the 
dam pers in the furnace—what branch 
of science does that belong to?

The w ork of yeast is in the field 
of chem istry, too; but yeast belongs 
to the p lant kingdom, and the science 
of plants is called botanv. W hy does 
baking powder, a chemical, do the

same w ork as yeast, a plant? Does 
it  bore you to  think about that?

Your doorbell, electric lights, elec
tric  iron, sewing-machine m otor, au to
mobile spark, are all qualifications of 
electricity. Before the war, your 
boy’s “w ireless” was perhaps his m ost 
fascinating toy. You are surrounded 
on all sides by the applications of the 
sciences—do you know nothing of 
them ? Are you content th a t your 
“education” was purely literary  and 
philosophical? Perhaps so, but don’t 
you want to  open your children’s 
minds to  the w onders of the universe, 
and w ith them  see the things th a t are 
there before you?

Some day take a piece of window- 
glass, smoke it with real smoke from 
a piece of burning wood or paper and 
look at the sun through it, and let 
your children do the same. You can 
see spots in the sun, w atch  them  from 
day to day and see if they move or 
change. W ould this bore you because 
it is “Science”—m ust a professional 
teacher take away this pleasure from 
you?

T ake your opera glasses to-night 
and go out on your porch or on the 
street near your door and look at the 
stars; a new book is opened to you 
as you look a t the m oons of Jupiter, 
the m ountains on the moon, and the 
Milky W ay th at shows its w onder of 
m yriad stars m aking up the beauti
ful path of light across the sky. You 
can certainly look a t these w ithout a 
professor to tell you more than you 
can see; you will find, however, that 
your n rn d  will open to  all these new 
im pressions and the small boy by your 
side will ask you m any questions that 
may puzzle you. Are you ashamed 
to own th a t you do not know every
thing? You m ay know the Big Dip
per and the N orth  S tar and even Mars, 
so red; th at is a fine beginning; go to 
an encyclopedia or a book on as
tronom y for beginners and see what 
a good time you will have. T his is 
science at home.

If you stop to pick up a stone and 
look a t it, o r stop to  look at the foun
dation of a house being dug by some 
workman, and see the stra ta  of sand, 
clay, and old pebbles, w ondering how 
that all came to  be, you are a t once 
in the realm  of science again—this 
time geology. Stones are full of 
Stories, different stories of the long 
past told by those that are round and 
smooth, others th at chip off in layers, 
o thers yet th a t seem to be fine sand 
very tightly  pressed together, and 
others composed of coarse pebbles. 
Look closely a t the jagged stones and 
see if you see any small crystals or 
garnets or fossils. Some stones con
tain beautiful fossil shells and even

Bell Phone 596 Citz. Phone 613M

Lynch Brothers 
Sales Co.

Special Sale Experts
Expert Advertising  

Expert M erchandising

299-219-211 M urray B d s  
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A C C U R A TE - RELIA B LE
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C R E D 1T  IN F O R M A T IO N

G E N E R A L  R A T I N G  B O O K S  
now ready containing 1,750,000 
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Red Crown 
Gasoline for Power

The modern motor and improved carburetors have demon
strated beyond question that gasoline made especially for 
motor fuel—as Red Crown is made—will give the m ost 
power—̂ the m ost 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 m ost 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; I t 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 m ost efib- 
dent gasoline possible to  manufacture with present day 
knowledge.

For sale everywhere and by all agents and agencies of

STANDARD OIL COMPANY
(INDIANA)

Chicago U. S. A.
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plants. You don’t  have to  know all 
about geology just to see th is m uch; 
it may open your boy’s o r girl’s mind 
to read som ething w orth while on the 
subject. You will learn much if there 
happens to  be a stree t or S tate road 
in process of construction near your 
home, or a sidewalk being laid with 
blue flagstones from  the m ountains, 
or cement. Could you do a little ex
tra  reading on glaciers and tell your 
children about that curious, gravel-pit 
in your farm, how it probably came 
there ages ago?

Botany is ano ther every-day science. 
Every farm  or garden is full of de
lightful stories in science, ju s t wait
ing to  be told. Ju s t because the big 
trees on your lawn are being mended 
and patched by a tree doctor you 
should not be afraid to  go and ask 
questions because he is “scientific” and 
you ’hate science.”

A .d cooking—there is ano ther; the 
k ten is a regular laboratory  full 
of the m ost in teresting  kinds of prac
tical chem istry. T o have your daugh- 
ic. s cook messes in the kitchen m ight 
m>:an som ething to them  besides ju st 
producing fudge, or cake, or bread. 
T here is much there besides ju st fin- 

>hed product. Open their m inds and 
rours a t the same time by discussing 
the boiling and sim m ering point of 
water, the effect of soda, baking-pow
der, and yeast on your cake and bread 
m ixtures; make it in teresting, not a 
stupid lo t of “facts.”

“G reat discoveries and inventions,” 
says Dr. A lexander Graham  Bell, 
“have originated from  little  things,” 
and he goes on to emphasize “the im
portance of observing closely every 
little th ing  you come across, and rea
soning upon it.”

T here is no train ing  for the  power 
of observation like the study of the 
natural sciences and the taste  for 
them, and preparation  of- their study 
can be acquired—I nearly said can be 
acquired only—by those whose in te r
est is awakened, spontaneously or by 
exam ple and definite leading, in child
hood. A t the bottom  lies an insatiable 
curiosity to  know the w hy of things 
and their relations. Every norm al 
child has this curiosity, and it should 
be encouraged. Consider the w hy and 
how of m oving pictures, photographs, 
m aking of paper and glass and soda 
biscuits; farm ing, clouds, snow, thun
der and lightning, electric bells, vol
canoes, aeroplanes, coal, caves, sand
hills, and a thousand o ther things. 
Can you answ er the children’s ques
tions about them ? T hey are all in 
the field of science; are your eyes 
and ears shut? M ust your children’s 
be shut, too?

The Greek w ord for am ber is “elek- 
tron .” Two thousand years ago and 
m ore the Greeks noticed th a t when 
am ber was rubbed it gained a strange 
a ttraction  for o ther substances. “E lec
tro n ” is one of the past w ords in elec
tro-physics, and m ay prove one of 
the keys to  the m ystery  of the u lti
m ate nature of m atter. So here is 
where your lite rary  and classical edu
cation rubbed elbows w ith electrical 
science and passed by—unseeing?

Prudence Bradish.
[C opyright, 1919.]

Petoskey Portland Cement Company
Capital, $1,509,000 Full Paid and Non-Assessable ' 

NO BONDS OR PREFERRED STOCK
This Company is Now Offering for General Subscription the 

Unsold Portion of Its  Treasury Stock a t

Thirteen Dollars and Fifty Cents per Share
It is a high-grade investment in an established Company, distinctly different in strength and 

character from many other stock offerings, PAYING GOOD DIVIDENDS, now adding a large 
CEMENT MILL to its business, which will greatly INCREASE PRESENT EARNINGS.

We all realize that manufacturing cement is a very substantial business, but we may not all 
understand what good road construction means to the cement market, and that this is the time to 
become interested in the larger profits that are bound to come.

We will present fifteen concise, valid reasons to guide those who may be interested in securing 
an investment in a sound industry with a greater future.

ONE REASON will be given each time in numerical order, but if you desire to know all the 
reasons immediately and BEFORE THE STOCK FURTHER ADVANCES IN PRICE, ask to
day, so that you will be enabled to secure the benefit of the PRESENT PRICE, AS IT WILL 
AGAIN ADVANCE JUNE FIRST.

REASON NUMBER TWO. It is a going and thriving concern with years of success to its 
credit, having established itself permanently by efficient management, continually selling its product 
at good profits, producing real dividends to stockholders* PROVEN WORTH.

It is a stock anyone can buy with full confidence in their own judgment that the investment 
is safe, well guarded and sound-proof in every corner, having all the qualifications any of the best 
legitimate industrials possess to achieve great success and earn big dividends in its particular field.

The price of this stock until further notice is $13.50 per share, and it is a good buy at double 
this amount, but a better one at its present price.

Petoskey Portland Cement Company
PETOSKEY, MICHIGAN

A . B. KLISE, Pres. JOHN L. A . G ALST ER, Sec. and Treas.
HOMER SLY, 1st V ice-Pres. J. C. BUCKBEE, 2nd V ice-Pres.

F. A . SA W  ALL COM PANY, Inc.
405-6-7 Murray Building,

Grand Rapids, M ich.
Gentlem en: W ithout any obligation on m y part, send me all inform ation you  have regarding 

the P etoskey Portland Cem ent Co.

N am e...................................................................................................................................................................................................

A d d ress ..................................................................................................................................................................................

T he M ichigan S ecurities  Com m ission does n o t recom m end th e  pu rchase  of any  secu rity  and  its  approval m u s t 
n o t be construed  by  in v esto rs  a s  a n  endorsem ent of th e  Value.
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The Slimy Hand of the Insurance 
Combine.

Coldwater, May 17—I notice by the 
T radesm an that the chairman of the 
Senate Insurance Com mittee has 
played you the same old game he 
played on me two years ago.

You will, perhaps, recall th at after 
being denied a hearing by the Com
m ittees a t that session, I prepared a 
pam phlet at my own expense for dis- . 
tribution in the Legislature, in which 
I called cards by their righ t name and 
told the rem ainder of the mem bers 
of the situation in the Insurance 
Committees.

W hen this was prepared and shown 
them, they at once perm itted the 
am endm ents to the bill th a t would 
give the assured a slight chance and 
perm it the organization of companies 
in the State with some show of com
petition in the insurance field.

T he A ttorney General’s office was 
made the custodian of the agreem ent 
and prepared the amendm ents.

The am endm ents were accepted by 
the House w ithout a dissenting vote 
T hey went over to the Senate and 
were held for several days in the 
Senate Committee.

I went to L ansing again to enquire 
about the m atter and was again as
sured th at they would go through all 
right if the chairm an of the Senate 
Insurance Committee, Charles Scully, 
said so.

T he Session was about to  close. 
Mr. Scully assured me th at he would 
attend to the m atter.

H e waited until the closing hours 
of the session and then arose in the 
Senate and asked the Senate not to 
concur in the amendm ents.

The session had closed before I 
learned of the perfidy and before I 
knew the trea tm en t—the scrap of pa
per—he had made of the m atter.

I w rote him for an explanation. I 
w rote the Governor and the L ieu
tenant Governor. From  Mr. Scully 
I received exactly the kind of reply 
th a t you received from him th is ses
sion—th at there was so much senti
m ent against it th at he was afraid it 
would endanger the bill.

I again w rote him asking the name 
of an individual or Senator in the 
State who opposed those am end
ments, outside of the insurance trust. 
He said my letter was disrespectful 
and would no t tell me.

I challenged him to name a citizen 
of the S tate opposed to the am end
m ents that had been endorsed by the 
A ttorney General's ¡department, by 
the unanim ous House and by every 
man who knew anything about the 
same.

He has remained silent, except to 
be again appointed to the same job, 
bv the same L ieutenant Governor, 
after full inform ation in his hands 
concerning the same.

I asked the Governor to sign the 
main bill because there were some 
things in the m easure better than be
fore, but in very m inor particulars.

Now, B rother Stowe, you and I 
know very well the kind of influence 
th at does business in these m atters.

W e cannot prove anything, but it is 
too bad that the poor dupes, the peo
ple of Michigan, m ust go on year after 
year, paying their five or ten  millions 
of dollars each year to  this gang of 
cu t-th roats—>ust tribute w ithout a 
penny of re tu rn  or excuse.

T his insurance combine is one with 
a billion dollars back of it and its 
m ethods are too well covered to  be 
detected by the naked eye.

T hey elect and defeat candidates 
for any and all the offices where their 
in terests are a t stake.

T hey make the insurance comm it
tees or such part of them  as will con
trol m atters. T hey do business with 
the tools they  know  how to use.

T hey have offices or places of ren 
dezvous in every legislative capito!. 
T hey  have here in the W est also a 
central office a t Chicago, where mem

bers of im portant com m ittees have 
frequent occasion to  visit.

I do not know the purpose. I t  m ay 
be to  get data which cannot be had 
a t home.

Unless the people arise, sometime, 
and shake off some of these leeches, 
they may waken to  see the Bolshe
viks at the door of our own cities.

Much as we detest radical social
ism, communism, Bolshevism, I. W. 
W. ism and all the o ther isms, the 
fact exists, th a t we are a lot of limp 
rags in the hands of the m anipulators. 
The people of this and every o ther 
State will need some of their ex tra 
pennies to pay bills that the Federal 
and State collectors will call for in 
the years to  come and it behooves us 
to convert these foreign tram ps, for 
such m ost of them  are, to open m eth
ods and square dealing.

I still wait for the names of repu t
able citizens or reputable legislators 
who backed our chairm an of the Sen
ate Insurance Com mittee in his trea t
ment of the am endm ents suggested.

Milo D. Campbell.

Can Insure Against Loss From Rain.
The Excess Insurance Company of 

London has revived a p roject which 
was dropped because of the war, and 
will issue insurance policies against 
loss by rain during the sum m er 
m onths. T he protection is intended 
for the benefit of m anagers of open- 
air fetes and sports and for the p ro
prietors of country and seaside re
sorts, whose receipts are largely de
pendent upon the weather.

Applications m ust be made a t least 
seven days before the insurance is to 
take effect. F o r a premium of 15 
shillings a week, $50 will be paid a 
week for each separate week in which 
there occur m ore than  two days of 
rain am ounting each day to  two- 
tenths of an inch or over. A nother 
form  is issued providing com pensa
tion for the second and every addi
tional rainy day in every separate 
week in which the rainfall am ounts 
to  .15 of an inch o r over. The prem 
ium is one-fifth of the am ount of 
com pensation per day, and the poli
cies can be effected for single days, 
specified days in each week, o r for 
any num ber of consecutive days.

A widow has no th ing but w ords of 
praise for her late husband, but it’s 
different w ith a sleepy wife.

hGOODRICH 
1  BOATS 1
TO CHICAGO — Sunday, 

Monday, Wednesday and 
Friday Nights 7:15 p. m.

FROM CHICAGO — Tues
day, Thursday and Satur
day Nights 7:45 p. m. and 
Monday 10 a. m.

FARE $3.50 Plus 28c W ar Tax.
Boat Car Leaves M uskegon Electric 

Station 7:15 p. m.

Goodrich City Office, 127 Pearl St., N. W.
Powers Theater Bldg.

Tickets sold to  all poin ts w est.
Baggage checked thru.

W. S. NIXON,
City Pass. Agent

The Shoe Dealers 
Mutual Fire Insurance 

Company
Fremont, Michigan

(The Pioneer) Organized in 1912 
During 1919 will re tu rn  30 per cent of premiums as

Savings or “Dividend”
We insure all kinds of mercantile STOCKS and 
BUILDINGS. Insurance in force over $2,500,000.00. 
You take no chances in our company as your re
sponsibility is limited to one assessment by our 
charter, which in no case can exceed the amount 
of premium paid, or to be paid. See th a t your 
policies are made in the PIONEER COMPANY, 
which is one of the strongest companies in the 
state. An unsurpassed record of prompt adjust
ment and paym ent of all honest losses.

ALBERT MURRAY, GEORGE BODE,
President. Secretary.

Bristol Insurance Agency
FIRE, TORNADO AND 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 oo 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.

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.
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Mutual Relation of My Business and 
Me.

On the whole my Business and Me 
are p re tty  good friends. Once and 
awhile we have a little disagreem ent 
when the w eather is sour and people 
flock in through my front door more 
often to sell goods, to  buy postage 
stamps, to  ask the time, to leave a 
parcel, or to  consult the directory 
than to have a prescription filled or to 
take advantage of some of my special 
values.

Som etim es I look at the doctor as 
he comes breezing in and think how 
fortunate he is th at he can come and 
go as he pleases and do things which 
count and show that they count, but 
when he talks to  me and I hear of the 
long tedio.us night vigils, the anxious 
hours, the heavy responsibility, I 
realize what it would mean to make 
a mistake, and think I would ra ther 
compound medicine than prescribe it.

In  the same way I have found m y
self envying the traveling man until 
he told me of his heart hunger for 
hom e; and the m anufacturer seemed 
particularly  fortunate until I learned 
of strikes and the strange tu rns of 
the m arket which m ust be caught 
on the fly or heavy losses are bound 
to result. Oh, yes, some days I am 
on the “outs” with my business and 
then I think every one’s lot is easier 
than mine, but when I come to  trade 
my burden for o thers I always find 
that my own fits my shoulders better 
than the burden of any one else which 
I m ay try  to carry.

And there  are days when I grow 
restive because m y sales are small and 
I say,

“W hat if the 10 cent sale of sulphur 
or epsom  salts were all profit—what 
does it am ount to? I want to  deal in 
dollars, in sums which are a m an’s 
size. I seem to be endlessly gather
ing little sums in order to  make up 
Big Ones with which to pay m y bills 
—taking it in in drops and paying it 
out in gallons.”

L ast night a custom er leaned de
jectedly on the counter and told me 
that the m istake of an employe would 
cost him $80,000 and th at sum  would 
bring  him perilously near bankruptcy. 
Ten m inutes later when little T ony 
Fiduccio came in w ith the tum bler for 
“Five cents w orth  of castor oil be
cause the baby is sick,” I served him 
with patience and thankfulness. At 
Jeast if my sales are small a t tim es 
they count, and th at too, in the right 
way.

I see the big store with its splendid 
soda fountain, its g littering  array  of 
expensive goods, its attractive show 
cases, its perfum ed atm osphere, and 
its light and w arm th, and I say,

“If I could have a store like th a t I 
would be satisfied,” and when some 
one tells me th at the ow ner began as 
a clerk and has m ounted the ladder 
steadily, I feel that fortune has been 
with some and against others. T hen 
the next day I hear strange m urm ur- 
ings and a sense of satisfaction fills 
my soul th at a t least my business is 
mine and th at I can look every man 
in the face unafraid.

Oh, yes, once in awhile m y Business 
and Me have a little tiff but in the 
end we make up and are. be tte r friends

than ever and I know th at even al
though I may not achieve great things 
or conspicuous success, th a t I am fill
ing my part in my world and filling 
it in my own way, and th at my days 
will be filled with quiet com fort, sim 
ple but sincere friendships, and many 
pleasures.

I know that beds of pain are eased 
because of my work, that com fort is 
brought to m any in countless ways 
because I am here, and th a t when I 
am gone I shall be missed—my Busi
ness and Me.

Som etim es I have said th a t if I 
were beginning all over again I should 
not choose it, but as I look about 
every o ther occupation seems un
friendly and foreign and nowhere 
does the satisfaction fill m y soul that 
I feel when I stand before my pre
scription scales weighing, m easuring, 
and m ixing with a fine accuracy and 
sk 11 born of long experience and real 
love of the work. I f  I were back 
again would I choose the same calling 
again? R ight down in my heart I 
know th a t I would, and that for me 
life, liberty, and the pursuit of happi
ness are bound up in the successful 
practice of m y Business, so here’s 
to  w ishing it usefulness, prosperity, 
and that full m easure of community 
and national respect which it so rich
ly deserves. I am proud of it and 
happy on the whole in it. I t  means 
a lot. m ore than words can tell. At 
heart and always in very tru th  we 
are friends—my Business and Me.

Russell W ilm ot.

The Trolley.
W ritte n  fo r th e  T radesm an .
A rum ble! A gong! One d ing  to  stop ;

Ding! Ding! again  to  go ahead ; 
Z -z-ink! Z -z-ink! tw o fa res, a  deadhead 

Cod
T his is th e  life a  tro lley  led.

S-z-z-ZU ! Bum p! Bum p! T he pulley’s off! 
And d a rk  a s  p itch  is th e  tro lley  car. 
Some sneeze, som e sigh , som e hack, 

som e cough
I t ’s  a  guess from  w hom  your flu bug3 

are .

T he com forts  th o ’ a re  qu ite  a  few  
If  one by chance can  g e t a  sea t;

To a  m an who only w alk ing  knew  
T he tro lley  c a r  is h a rd  to  beat.

So—early  m orn  and  every  n ig h t 
W ork  to : w ork  from , I  ride  perh ap s  

F o r all depends upon th e  fight 
W hich  I  p u t up w ith  th e  o th e r chaps.

I o ften  w a it th re e  cars  o r m ore 
B efore I  rea lly  s tan d  a  show.

B u t neverthe less w hen w ork  is o’er 
I ’m m igh ty  glad th a t  th e  tro lleys go.

C harles A. H eath .

SAVE MONEY by insuring in the
Michigan Mercantile Fire 

Insurance Go.
Mich. Trust Bldg. Grand Rapids, 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 E levator Mnfg. C o.. ' Sidney, Ohio

Vogt’s Rebuilt 
Gash Registers
Get our prices.
All makes and styles. 
Hundreds of satisfied 
customers brought to 
us through Michigan 
Tradesman. Ask for 
information.
J. C. VOGT SALES CO. 

Saginaw. Mich.

Fire Insurance that Really Insures
T h e first consideration in buying your fire insurance is SAFETY. 

You w ant your protection from a com pany w hich reaUy protects you, 
not from a com pany w hich  can be wiped out of existence by heavy  
losses, as som e companies have been.

Our Company is so  organized that it C A N  N O T  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 tow n.

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

M ICHIGAN BANKERS AND M ERCH A N TS’ 
M UTUAL FIRE IN SU RA N CE CO.

Wm. N. Senf, Secretary FREMONT, MICHIGAN

O ffices—Grand Rapids, Mich.

Has an unexcelled reputation for its

Service to Policy Holders
$4,274,473.84

Paid Policy H olders Since O rganization
CLAUDE HAMILTON 

Vice-Pres.
JO H N  A. McKELLAR 

Vice-Pres.

WM. A. W A T T S  
President

RANSOM E. OLDS 
Chairman of Board

REL LS. WILSON 
Sec’y

CLAY H. HOLUSTER 
Treas.

SURPLUS T O  POLICY HOLDERS *477,509.40

THE WHOLE COUNTRY IS AROUSED 
AGAINST

Fire Loss
A utom atic  Sprinklers solve the  ques

tio n  and provide a suitable and effi- 

c ien t rem edy. G et in  touch  w ith  us.

Phoenix Sprinkler & 
Heating Co.

Grand Rapids Michigan
D etro it Office, 909 H am m ond Bldg.
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M ich igan  Retail H ardw are Aasoclation. 
P res id en t—Geo. W . Leedle, M arshall. 
V ice-P res iden t—J . H . Lee, M uskegon. 
S ecre ta ry—A rth u r J . Scott. M arine 

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

Suggestions on  H andling Autom ob ie  
and Bicycle Supplies.

W ritte n  fo r th e  T radesm an .
The m otor car has become a com

monplace. As M utt said to Jeff, a l
m ost everybody can afford a ford. 
W hether the hardw are dealer will help 
to handle this year’s and next year's 
m otor cars is a problem dependent on 
individual and local conditions.

Q uite a few hardw are dealers han
dle m otor cars. O thers lim it their ac
tivities to accessories. O thers handle 
neither cars nor accessories. In  de
ciding w hether or not he should em
bark in this line of trade, the shrewd 
dealer will size up his field and his 
opportunities. T here are several 
questions to be answered.

F irst, is the field already adequate
ly covered. Second, are you—the in
dividual retailer in a position to  handle 
cars to advantage. T his question in 
tu rn  involves a consideration of your 
individual liking for this line of busi
ness, w hether you have store space 
and floor space to handle cars, w heth
er it is desirable to take on a garage 
and repair m an to  look after cars and 
dem onstrate them. Thirdly, there is 
the question, w hat desirable m otor car 
agency can you secure.

Individual hardw are dealers and 
hardw are firms have made a big suc
cess of the handling of m otor cars. 
T hat firm is especially well situated 
to handle this line of trade which em 
ploys a good staff of road men and 
covers the country regularly. Thus, 
the m otor car dovetails neatly into 
the handling of implements, for which 
class of business roadm en are re
quired. “T he one way to  sell m otor 
cars is to  go out after the business,” 
is the  way a hardw are dealer who 
had made a success of this line of 
trade put the proposition in a nut
shell.

Keep a prospect list, and keep after 
your prospects until you land them — 
or until som ebody else lands them . 
Of course, it is necessary to  have 
someone capable of dem onstrating 
the car. T he dealer him self can usu
ally do this, o r a m em ber of the staff 
can be specially trained for the work.

Even where m otor cars are not 
handed, there are good opportunities 
for the sale of m otor accessories; and 
m any small town and rural hardw are 
dealers close to  m ain traveled roads 
have branched out into garage and 
repair work. W h at phase of the m o
to r business you will cater to  de
pends entirely  on your locality and

your individual inclinations and cap- 
abil ties. No set rule can be laid down 
for all hardware dealers.

In taking up the accessories busi
ness, it is not necessary to  lay in an 
extensive stock at first; a lthough as 
you become acquainted w ith your field 
and develop a clientele, your stock 
should be enlarged from  time to  time 
so as to take care of all prospective 
demands. T here are some lines that 
can be sold from  catalogue. F rom  
time to tim e new lines can be added. 
New th ings come out all the time, and 
the dealer should a t all tim es be on 
the lookout for little specialties th at 
wdl sell quickly. Q uite a few dealers 
have developed this departm ent from 
a small initial experim ent w ith just 
a few quick-selling lines. One dealer 
who has to-day a big business is re
ported to have s ta rted  with an initial 
investm ent of a little over $50. The 
experience of m any dealers is th at 
even a small show ing of accessories, 
properly pushed, creates an in terest 
am ong m otorists which leads to  con
stan t calls for o ther lines. T hus, the 
hardw are dealer tak ing up m otor ac
cessories on a sm all scale can grad
ually feel his way.

In  this line, circular le tters can be 
used to  good advantage in business 
building. I t  is a com paratively easy 
m atter to  ge t a list of the m otorists 
in your town and vicinity, and to  put 
them  on your prospect list. One 
dealer sends out cards every m onth, 
each card featuring some seasonable 
article, w ith a general reference to 
o ther lines carried in the m otor ac
cessories departm ent. P oster adver
tising is a good m eans of getting  in 
touch with touris t and transien t trade. 
Newspaper space and window display 
should be used from  tim e to  time.

The m otorcycle is a newer line, but 
one which prom ises a considerable 
development. T he early m otorcycles 
were handicapped in a way; on the 
one hand there was the cheaper bicy
cle, and on the o ther the m ore com
modious m otor car. But now the m o
torcycle has made a place for itself. 
The demand for good m otorcycles is 
steadily increasing. T he hardw are 
dealer who handles this line can do 
much to  add to  its popularity  by in
telligent and pushful advertising and 
salesmanship.

Thus, for the country doctor, o r the 
town doctor handling country cases, 
the m otorcycle is a splendid and eco
nomical m eans of responding to  night 
calls. I t  is ready in an instant, and it 
is sw ift as an arrow , and can ge t over 
roads impassable by a m otor car. I t  
has its place also in commercial life 
—for m essengers, collectors, canvas-

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Midi.

A N G LEFO O
The Non-Poisonous Fly Destroyer
T be U nited S ta te *  Public H ealth Serv ice  advlaaai 
“A rsenical Ply - D estroy in g  d e v ic e s  m u st b e  ra ted  a s  

ex trem ely  dangerous, and should  n ever b e  u sed .”

1 MH
Ask about our way

BARLOW  BROS. G rand Rapids, Mich.

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

AND COKE
A. B. Knowlson Go.

M3-207 Powsrs'Theatre Bldg.. Grand Rapids, Mich.

M ORE PO W ER —LESS G A SO LIN E

McQUAY-NORRIS
\ c f t X - \ R O O T

PISTON RINGS
Increase Power—Save Fuel. Decrease carbon 

trouble—cut down ninnine expense.

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

¿T*
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sers, and special deliveries. An im
p o rtan t feature in the recent develop
m ent of the m otorcycle has been the 
tricycle attachm ent, converting  the 
m otorcycle when desired into what is 
practically a light car w ith capacity 
for one o r two ex tra  passengers or a 
considerable load of m erchandise.

T he retailer who handles m otor
cycles will do so to  b e tte r advantage 
if he takes time to  size up for himself 
the potential uses of the machine. In  
canvassing the individual prospect, it 
is no t sufficient to  dem onstrate the 
mechanical perfections of the machine 
you are selling. P u t yourself in the 
place of that individual prospect. Size 
up the business in which he is en
gaged, and point out just where the 
m otorcycle would be of big assistance 
to  him, as a time saver, a labor saver, 
a m oney saver, o r a means of recrea
tion. T his m atter of getting  the o ther 
fellow’s viewpoint, and show ing him 
w hat results the goods will produce 
for him, individually, is a big thing 
in successful salesmanship.

T he bicycle nowadays enjoys a 
steady popularity. Bicycles are sold 
every year in every store that handles 
them. The bicycle, in its different way 
is as stable as nails or rosin. Here, 
again, pushful effort on the p a rt of the 
dealer will produce big results.

W ith  paved streets in p re tty  nearly 
every community, easily passable at 
all seasons of the year, the bicycle has 
become an all-the-year-round neces
sary for a lot of people. Particularly  
in comm unities lacking street car ser
vice, it provides an easy m eans for the 
workingm an in one part of the town 
to get to his work in another. I t  is 
the poor m an’s m otor car. E xcept for 
m inor repairs and tire  renewals, the 
upkeep is practically nil. I t  is a line 
which will pay for pushing.

Incidentally, a new developm ent 
has been the sale of high-grade juve
nile bicycles for children up to  six
teen, for use in going to and from  
school, as well as for pleasure pur
poses. This line paves the way to the 
sale of the ordinary m akes when the 
ch’ldren are grown up; and is in itself 
a profitable line to push. These l itt’e 
bicycles make popular b irthday pres
ents, and can be featured for th at pur
pose.

The main th ing  in developing these 
lines of business is to push the goods 
—get a line on individual prospects 
wherever possible and follow them  
up, and by means of newspaper ad
vertising and window display reach 
out constantly  for new prospects. The 
hardw are dealer who stocks the goods 
and waits for business to come is p re t
ty  sure to  be disappointed. But ag
gressive effort is sure to produce sat- 
'sfactory  results where the right sort 
of lines are handled.

T he way to get the business is to 
get after the business and keep after 
it. V ic tor Lauriston.

Net or Nit.
W ritte n  fo r th e  T radesm an .
S h u t up  th e  desk  th e  job is done 

Tts ra re , its  s tre ss  w e’ll now fo rget 
T he race  w as h a rd : how well ’tw as  run  

W e have  no m eans of know ing yet.

F o r  now suppose you’ve m ade som e cash  
W hich  you could use  w hen w ork  is 

th rough
J u s t  w a it and  see how  b ig  a  gash  

Some ta x  will cu t in  your revenue.
C harles A. H eath .

Make Things More Pleasant for 
Somebody.

A rem arkable old lady I know is 
always try ing  to  m ake th ings a little 
gladder for somebody, the world a 
little pleasanter for those about her. 
She does not see flaws in peo
ple as m ost of us do. She is 
always finding som ething good in 
every one, no m atter how bad he 
may seem to others. She sees great 
possibilities in the m ost unprom ising 
m aterial and, of course, tends to  bring 
these qualities to light. If  she hears 
some one criticizing another, she will 
say, “W ell, m y dear, we cannot see 
the .other side of the shield. W e can
not tell what motives, w hat influences, 
what unfortunate experiences in rear
ing have been operating  upon such 
a person.”

She does not seem to have any ene
mies because he radiates so much 
love, so much helpfulness, and this 
re tu rns to  her. T his habit of going 
through the world radiating joy and 
gladness, seeing the good in people 
instead of the bad, trusting  people 
instead of suspecting them , giving 
constructive suggestions instead of 
destructive criticism s, is w hat gives 
enduring satisfaction. T his is love’s 
way.

Just think what it m eans at the 
close of life to  be able to look back 
upon years of helpfulness and in
spiration, years spent radiating  joy 
and gladness about us instead of so r
row and depression! Yet, how many 
people are preventing such a future 
possibility by a habit of indulging in 
cruel criticism  and gossip, of making 
unfortunate insinuations about others, 
harboring  foolish jealousies, envious 
suggestions, grudges!

Business Jokes.
The clerk who thinks the house 

can’t do w ithout him.
The salesman who has his trade 

personally anchored.
The buyer who cannot be fooled.
The stenographer who knows best 

w hat the old man ought to say.
T he creditm an who can always tru st 

his intuition.
The head of the firm who sticks to 

the way he always did it.
T he custom er who doesn’t know 

what he wants.
T he house th at won’t advertise, be

cause its goods are “different.”

Kent Steel Company
Grand Rapids, Mich.

Structural Steel 
Beams, Channels, Angles

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 .

1 IC M T
SANITARY REFRIGERATORS

For All Purpoaea 
Send lo r  Catalog 

McCRAY REFRIGERATOR CO.
«44 Lake St. Kendalhrllle. Ind.

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.

Follow the Natural Impulse
Telephone

Citizens Long Distance Lines connect 
with practically every City, Village, 
Hamlet and Cross Roads in Michigan. 
Also Points Outside.

USE CITIZENS S E R V I C E

^™Yes Sir! a whole 
meal ready to serve!

W hat man doesn’t  like juicy, tender beef 
steak, smooth, creamy mashed potatoes, rich 
savory gravy? W hat woman wouldn’t  w ant to 
serve such a meal often if it wasn’t  so much trou
ble? A can in boiling w ater—th a t’s all the trouble 
if you serve Red Crown Beef S teak and Mashed 
Potatoes or any of the other

D a / I  P p A U f V I M y T @l\tg Q  LrO W II MEATS
Your choice of twenty-four delicious, economical 

meals at a few minutes’ notice. Think of it! And that's 
the story we are telling t) 550,000 housewives every 
month in our full-page Good Housekeeping advertising. 
No wonder these good meats are selling so rapidly !

Red Crown Meats are the best qual
ity meats. Cooked by our exclusive 
process in a vacuum in the sealed can. 
That’s why the real meat juices and 
flavor are retained. Try them. See how 
good they are— not only for your cus
tomers but also for your own family.

ACME PACKING COMPANY
Chicago, U. S. A .



30 M I C H I G A N  T R A D E S M A N M ay 21, 1919

D ETR O IT DETO NA TIO NS.

News and Gossip from Michigan’s 
Metropolis.

Detroit, May 13—Last week’s build
ing to ta ls in D etro it am ounted to $1,- 
033,691.

The recent frost given the brewing 
in terests has perm eated the very walls 
of the form er hop squashers. The 
S troh Brewing Co., of more hilarious 
days, will engage in the m anufacture 
of ice cream.

An advertising service departm ent 
for the benefit of its custom ers has 
recently been added by the Union Pa
per & Twine Co. M artin V. Brooks, 
form erly of Erie, Pa., and for years 
directly connected with large paper 
mills, has been placed in charge.

T he demands of the D etroit ice men 
who w ent on strike were met by the 
ice barons who m elted and agreed to 
a cool $35 per week.

Charles W ilkerson, city salesman 
for A. K rolik  & Co., has purchased 
the dry goods stock of J. M. W addell, 
568 M cGraw avenue, and has taken 
possession. Mr. W ilkerson will con
tinue his duties with A. Krolik & Co. 
His wife assum ing the managem ent 
of the newly acquired store.

T h at geographical lines should be 
considered in the selection of grand 
lodge officers is a m istaken fallacy, 
according to  the sentim ent of the 
rank and file of the United Com mer
cial Travelers. Because one who holds 
office lives in a certain city is no va’id 
reason why another eligible member 
em inently fitted for the work should 
not receive consideration s:mply be
cause he happens to  live in the same 
city where an office holder resides. 
Careful inventory should be taken of 
the qualifications of the contesting 
candidates and for the absolute good 
of the order the best man best fitted 
should receive the m ajority  vote. 
Geographical lines have at times in 
the past taken precedence over talent, 
to  the detrim ent of the organization. 
W hat the U nited Commercial T rav 
elers need a t this time are officers of 
executive ability, vision, energy and 
youth, regardless of w hether they live 
in Owosso or Grand R apids or w heth
er Owosso or Grand Rapids have al
ready officers or not. T hat Stanley 
J. H itchings, who enters an open field 
of competition, is pre-em inently fitted 
to hold office in the Grand Council 
m ust be acknowledged by all. H :s 
nom ination and election at the Grand 
Council m eeting in Kalam azoo next 
m onth will be' a boon to the order. 
H is rejection will be com m itting a 
grave, error.

R obert Ammon, departm ent m an
ager for the Quality Store, Ionia, was 
in D etro it on a business trip last week. 
Previous to  becom ing associated with 
the Quality Store, Mr. Ammon for 
tw enty years was connected with T. 
A. Carten. of Ionia.

Brasch B rothers opened their e :ghth 
m en’s furnishings goods store on May 
8 at 435 W oodward avenue. The firm 
originally conducted a dry goods busi
ness at 506-508 Baker street, dispos
ing of the business a few years ago to 
confine their efforts to conducting a 
chain of stores that are now found 
in m any parts of the city.

The sixteenth annual convention of 
the M ichigan M anufacturers’ Associa
tion will be held at the S tatler H otel 
May 15.

R. B. Cuyler, form erly with Beecher, 
Peck & Lewis, is now representing 
the Union Paoer & Twine Co. in this 
city. He is specializing in w rapping 
papers.

Sam M intz w i’l open a first-class 
hardw are store at 52 Monroe avenue, 
as soon as alterations in the store a^e 
completed.

Spater _ ft W alser. 8 Michigan 
avenue, will open a second m en’s fur
nishing goods store at 15 Cadillac 
Square.

The D etro it H ardw are & Supply Co. 
has opened for business at 159 M yrtle 
street.

George Caplan, of W alkerville. and

Leonard M organ, of H art, have form 
ed a partnership  to engage in the gen
eral m ercantile business in Glendora. 
Mr. Caplan was in D etro it last week 
and purchased the opening stock. T he 
style of the new firm is Caplan & 
Morgan.

Joe Barkin, form er representative 
for a local jobbing house, has taken 
over the line of Roggen Bros., New 
York, dress shirt m anufacturers, and 
will represent the firm in D etro it and 
the State. Mr. Barkin is m aking his 
headquarters a t 321 M edbury avenue.

The Fair Store, 68 G ratiot avenue, 
has secured the adjoining store at 
G ratiot and Randolph and will stock 
the new addition to  the main store 
as soon as it has been refitted.

“D etro it,” reads a glaring  headline, 
is Prepared for Cleanup W eek.” 
Ebenezer Haymow, who visited De
tro it once upon a time, recently  re 
marked, “They clean ’em all the other 
fifty-one weeks, too.”

Charles A. Bowen, Secretary of the 
N ational Lum ber D ealers’ Associa
tion, has opened an office a t 923 Dime 
Bank building. D uring  the w ar the 
headquarters of the A ssociation were 
located in W ashington.

W . A. W illiam s, whose natural m er
chandising ability could not result 
otherwise, has gravitated to  D etroit, 
v here he has purchased the dry goods 
stock of Mrs. D. Farm er, 14th and 
A ntoinette. Mr. W illiam s for a num 
ber of years was engaged in the m er
cantile business in Sandusky and is in
terested in the dry goods business of 
R. C. & W . A. W illiam s on Chene 
street. H e expects to  dispose of the 
stock in Sandusky in the near future.

S’. H. H art who fell and broke a hip 
bone several m onths ago, is slowly 
recovering from  the accident. Mr. 
H art is one of the pioneers of the 
traveling fratern ity  in Michigan, be
coming especially well-known when 
representing  the Sypes Pain t & V ar
nish Co., of P ittsburgh. He has been 
obliged, on account of his advanced 
age, to relinquish his road duties. Mr. 
H art is a charter m em ber and Chap
lain of D etro it Council. H e is the 
father of Mr. H art, of the  stationery 
firm of H ilton, H a rt & G arrett.

Sam Rindskoff, d istrict deputy of 
the U nited Commercial T ravelers and 
Secretary of D etro it Council, visited 
Adrian council officially last week.

Percy C. Palmer, departm ent m an
ager for Burnham -Stoepel & Co., 
went to  New Y ork last week on a 
business trip  for the firm.

H enry  F ord’s $1,000,000 libel suit 
against the Chicago Tribune opened 
in Mt. Clemens Monday. Ford  like, 
the trial is m aking a big noise.

F. P. Boemer has opened a dry 
goods store at 1807 W est F o rt street.

The Eagle lunch room s will open 
at 882 W oodw ard avenue in a few 
days.

The W oodw ard Cafeteria has been 
opened at 314 W oodw ard avenue.

Sax-Kay will open a wom en’s wear 
s+ore on W ashington boulevard, near 
Grand R iver avenue, May 15.

Regner & Gaef, proprietors of a 
chain of men’s furnishing goods stores, 
have assumed charge of the stock pur
chased by them  from  J. C. Moloney, 
corner of Pennsylvania and Kercheval 
avenues.

H erm an W eiss, veteran  commercial 
traveler and charter m em ber of De
tro it Council, celebrated the 63rd an
niversary of his arrival in D etro it on 
Saturday. H erm an has been arguing 
continuously since th a t time and in 
nearly every instance has been able to 
floor his opponents th rough exhaus
tion. He refused point blank to  tell 
where and how m any years were pre
viously disposed of before his D etro it 
residence began. As is judged by the 
num ber of years he has resided in 
Detroit, Mr. W eiss is well along in 
years—m athem atically—but physically 

is still a young man. W hen so
liciting insurance for the M etropoli- 
tan. Insurance Co., he shows general 
activity th at greatly  discounts the 63

BOY KAVTS BEST
It Is Noticeably Different

RAW’S it makes Noticeably Better Bread. 

RAW’S it makes Noticeably Better Biscuit and Pastries. 

RAW’S it makes Noticeably More Bread to the Sack.

Our Guarantee

If Raw ’s Best flour does 
not make the best bread, 
biscuits and pastries th a t 
you ever made, re tu rn  it 
to your grocer—the pur
chase price will be re
funded.

ORDER A SAMPLE SHIPMENT TO-DAY 

Don’t just ask for flour.

ASK FOR RAW’S BEST

Grand Rapids Grain 6  Milling 
Company

MICHIGAN DISTRIBUTORS

Grand Rapids Michigan
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years spent in D etro it and the other 
years wasted in o ther parts.

A nother sky scraper is planned on 
the site of the M cGraw building, G ris
wold and Lafayette. Continued con
struction of these sky piercers is going 
to make dangerous sailing for avia
tors hereabouts.

V. Laskowski, dry goods dealer at 
2422 W est Jefferson avenue, is recov
ering from an attack of erysipelas 
contracted  six weeks ago. Mr. Las
kowski has been confined in a hospital 
and is still in bed.

C. W eeks has tendered his resig
nation to Burnham, Stoepel & Co., to 
accept a traveling position with the 
Rice-Stix Co., of St. Louis, Mo.

L. G. Brennan, H udson dry goods 
m erchant, was a D etro it business vis
itor this week.

K ansas has a company in the S tate 
troops composed entirely  of traveling 
men. In  M ichigan the traveling men 
have no time to soldier.

H. E. Lewis, St. Louis clothier, was 
in D etro it on business last week.

The Frank  W . K err Co., wholesale 
druggists, now occupy the upper 
floors of the block at 184-188 Jeffer
son avenue, East.

E. S. Haffner, of F o rt W ayne, re
cently released from  arm y service, 
has joined the sales force of A. Kro- 
lik & Co. and will represent them  in 
Indiana in the te rrito ry  adjoining 
F o rt W ayne. Mr. Haffner, previous 
to  his induction in the army, repre
sented G. DeW ald & Co., dry goods 
jobbers of F o rt W ayne, and estab
lished an enviable reputation in his 
territory . He will carry  the piece 
goods lines and Joseph D. Kain will 
represent the hosiery, underw ear and 
knit goods departm ents on the same 
territo ry .

A m ovem ent has been inaugurated 
by zealous U. C. T. m em bers to re
quest (o r shall we say suggest) all 
em ployers of traveling men to  grant 
the salesmen two weeks’ vacation at 
full pay. The vacations to be given 
sim ultaneously. W h at’s the big idea? 
W anter knock off some of those 
W est Michigan commercial work 
horses w h o 'w o u ld  collapse under a 
forced vacation com prising the in
finitely great space of two weeks 
time.

T he Michigan Bearings Co. has 
opened an office at 805 Michigan 
avenue under the m anagem ent of Mr. 
Schumann.

Sam Meyers, general m erchant of 
Tower, was in D etro it on business 
last week.

W ith  the razing of the four-story 
building adjoining the E rnest Kern 
departm ent store, the construction of 
the new ten-story  addition to t lie 
store will soon be a reality. The Kern 
store has been m aking great strid»1' 
in the past two years, its i
the last four years be;n*> pei .a lly  
remarkable.

Guy Thom pson • luager of the 
Thom pson C r - .epartm ent store, 
Cheboygan a Detroit business
visitor !"• ' .veek.

The ' a rrett-C ravens Co., dealer in 
aut-- accessories, has moved to  976 
W oodw ard avenue. L. W . B rogner 
is m anager of the store.

If all the candidates for office ap
pear a t the Grand Council m eeting of 
the U. C. T. in Kalam azoo next m onth 
a large crowd is assured the conven
tion.

Noah Newman, who recently dis
posed of his general stock in Pincon
ning. is in D etro it and is said is look
ing for a location to establish a dry 
goods business.

Mr. Howell, of the clothing firm of 
Lewis, Coe & Howell, Adrian, was in 
D etro it in the in terests of the store 
last week.

The D etro it branch of the . Gillette 
Rubber Co., of Eau Claire, Wis., has 
moved from 815 Second avenue to  751 
Cass avenue. The local branch is in 
charge of R. I. W in terringer and is 
one of the largest tire  service stations 
in the city.

A $3,000,000 plant is under construc

tion for the D etro it Seamless Tubes 
Co., at W arren  avenue and Miller 
Road. The company also plans on 
building 150 hom es for its employes.

Mrs. Leon Rosenfield, wife of Leon 
Rosenfield, dry goods m erchant at 
751 P o rte r street, has recovered suf
ficiently to leave the hospital, where 
she has been undergoing treatm ent 
for several weeks.

T he Ignition P lug C o., of Louis
ville, has opened a b ra -:ch office at 805 
W oodw ard avenue.

Isn ’t there some way to incorporate 
the word “florist” into M other’s Day? 
All who bought flowers for m other 
paid tribute to  the blossom  dealers 
a t the rate of 50 to 300 per cent, ad
vance in the prices.

W hen you read a sign “ Cut F low 
ers” remember, dear reader, it refers 
only to the stems.

D etro it Council holds its regular 
m onthly m eeting next Saturday ev e
ning in the hall a t 298 Randolph 
street. U nusually in teresting  topics 
will feature the evening m eeting w ith 
several candidates to  be initiated. 
This being the last m eeting before 
Grand Council gathering  in K alam a
zoo next week. The m eeting will be 
largelv attended.

I. Cohen, p roprietor of Alpena’s 
largest departm ent store, was in D e
tro it on business last week.

N ot th at they hold any ill feelings 
tow ard the D etroit U. C. T. councils, 
but in behalf of 687 local m em bers we 
adm it untold envy of the Milwaukee 
brothers. Not because we consider 
it superior to ours but because i t ’s 
where it is.

T hree stories are being added to  the 
building of Fred Sanders, confection
er at 381 W oodw ard avenue. In  this 
building are m anufactured the prod
ucts sold by the store at this location 
and the main store at 141 W oodw ard 

F. W . Austin, of Albion, was in De
tro it last week in the in terest of his 
dry goods store.

Jam es M. Golding.

A Losing Game.
W ritte n  fo r th e  T radesm an .

You can  find them  everyw here  
Men w ho never can  be square  
W hen you th in k  th e  w ay  is c lear 
T here  is som eth ing  ye t to  fe a r 
I have seen one ch ea tin g  w here  
H e w as p lay ing  so lita ire .

T here  a re  som e you come across 
"Who will ge t you on a hoss 
E ’en can ch ea t yon w ith th e ir  hay  
W eigh it sh o rt—for over pay;
B u t you know  th ey 're  well aw are  
M ore th e y ’d have by being square.

Once J bought a  load of g ra in  
The fa rm er hauled it  in a  ra in  
And did g a th e r  all th e  m ud 
On his tire s  he ever could;
W hen I w eighed hiis w agon back 
N ot a  w heel b u t m ud did lack.

Some m en Just will no t he fa ir  
T ho’ th ey  lose no t being  square,
P lay  th e ir  gam e of ch ea t so long 
C heat them selves in r ig h t and  w rong, 
F ina lly  th ey  ge t to  w here 
T hey by try in g  c a n 't  be square .

W h a t a  w orld now th is  could be 
If  we all dealt honestly .
How  m uch joy  in pass in g  th rough  
I f  w e gave each  m an his due;
B u t we never will ge t th e re  
P lay in g  a n y th in g  b u t square.

C harles A. H eath .

Discussing the Matter.
A farm er said to his negro servant: 
“Jim, have you fed the horses?” 
“Y assir.”
“W hat did you feed ’em?”
“H ay.”
“Did you feed the cows?”
“Yassir.”
“W hat did you feed ’em?”
“H ay.”
“Did you feed the ducks?”
“Yassir.”
“W hat did you feed ’em?”
“ H ay.”
“Did they eat it?”
“Naw sir; dey didn’t zactly eat it, 

so far as I saw, but they was talkin’ 
about it when I  lef’.”

Our Grand Display of

Holiday Goods
N ow  Ready for inspection

We extend a most cordial invitation to all Merchants interested in 
our lines to visit our store at th ;ir arliest convenience.
Our buyers have scoured the mark? ts for months to secure the most 
desirable, best selling and greatest profit producing lines available 
and the result is shown :.i the magnificent display now shown in our 
roomy sample rooms /vhere the choicest products of more than one 
thousand American producers are temptingly displayed.

Larger Variety and Better 
Values than Ever in

IVORY AND FANCY TOILET SETS, GENT’S BRUSH SETS, 
MANICURE SETS, LEATHER GOODS, SMOKER’S SETS AND 
STANDS, CUT GLASS, DECORATED CHINA, TOYS, BOOKS, 
GAMES, SILVERWARE, CLOCKS, ETC.

T O  OF EVERY DESCRIPTION AND PRICE, 
AN ALMOST ENDLESS VARIETY. COME 

EARLY AND SECURE THE BEST VALUES. We also show 
complete lines of SUMMER RESORT GOODS.
China, Glassware, Silverware, Toys, Etc.
Children’s Wagons and Coasters, Automobiles, Etc.
Base Balls, Rubber Balls, Rubber Balloons, “Thermos” Bottles, “Icy- 
Hot” and “Vacuum” Bottles.
ALUMINUM KITCHEN WARES. The guaranteed brands at the 
lowest prices. LAWNMOWERS. “The Crescent,” “Fairmont,” “Baby 
Grand” and “Admiral.” GARDEN HOSE. All the best selling 
brands such as “Competition,” “Leader,” “Tiger,” “Boston Terrier,” 
“Non-Kink,” “Vim,” “Favorite,” “Good Luck,” “Bull Dog.”
Insect Sprayers, Lawn Sprinklers, Spades and Shovels, Garden Hoes, 
Rakes, Etc.
Screen Doors and Window Screens, Wire Screen Cloth, Etc.
Ask for prices and for a copy of our June trade price list Let us 
add your name to our mail order list.
We are manufacturers of and Michigan Sales Agents for the World 
Famous

Leonard Cleanable 
Refrigerators

Ask for catalog and discount. Secure the agency for your town and 
vicinity. Don’t fail to visit us when in the city. The latch string 
is always out.

H. Leonard & Sons
G RA N D  RAPIDS, M ICHIGAN
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DOWN WINDWARD ISLANDS.

Description of a Winter Holiday in 
the Tropics.

W ritten  fo r the  T radesm an .
I t  is some job to  make a voyage 

these days. T here are very few ships 
and passport regulations are ra ther 
vexatious. One has to book weeks 
ahead to get a passage. T o go to the 
English Islands your passport has to 
be filed w ith the British Consul in 
New Y ork a t least three days before 
sailing. You have to  tell all you 
know and m ore about your father 
and m other and wife, your reason for 
w anting to  go and how long you ex
pect to  stay, etc. A fter having this 
m atter arranged, you have to go to 
the custom  house and go through the 
rigam arole again to get permission 
from our Governm ent to leave. W e 
found here all the Italians in the 
country try ing  to  get perm ission to 
go back. T hey have not less than 
$1,500 to  $7,000 apiece that they have 
saved up w orking in the munition 
factories and they are going back to 
Ita ly  for good. The applications 
have worked up to 1,500 per day. 
W ith no imm igration, where is our 
common labor to  come from ? The 
man who introduced the late bill in 
Congress to shut out im m igration for 
years ought to  look into this and if 
he was in the m ining business or 
railway construction or lumber busi
ness or any o ther business demanding 
a supply of unskilled labor, he m ight 
change his mind. R eturning soldiers 
don’t take to this kind of work. 
T here had been a tug  boat em ployes’ 
strike on in New Y ork harbor for 
some weeks, so we had to  proceed to 
N ew port News to coal our steam er. 
W hile here we saw four battleships 
come in loaded w ith khaki clad 
soldiers, returning from  F rance—a 
very inspiring sight. New Y ork is a 
back num ber in coaling. T hey have 
to coal all their ships from  lighters, 
while a t N ew port and Norfolk they 
have the overhead system, with 
pockets like the Lake ore docks, en
abling them  to coal a boat in a short 
time. New Y ork has got to be made 
all over again, so far as loading and 
unloading ships is concerned. The}' 
are years behind m odern methods.

Passing down through H am pton 
Roads and between Cape Charles and 
Cape Henry, we set our course South 
Southeast for the W estern  passage 
between P o rto  Rico and St. Thomas, 
which are separated by a channel 
forty  miles wide.

W e strike the Gulf Stream  some 
100 miles off the capes and just 
above Cape H atteras. The stream  
here is sixty miles wide and moves 
a t about three miles per hour, sweep
ing off into the A tlantic just below 
New York. It may be in teresting  to 
know there is a counter current run
ning the o ther way, between the 
stream  and shore, and t h a t ’t p i rallels 
it all the way down the coast and 
its tw istings and turnings through 
rhe Gulf of Mexico and the Carri- 
bean Sea.

Once inside the Gulf Stream  is like 
putting  on an overcoat on a warm 
day. I t  gets w arm er very fast and

even a t the latitude of Savannah it 
is about 71, rapidly changing to 75 
degrees as you proceed Southward. 
T he wind also changes from W est 
points to  E ast N ortheast as you go 
South and unlike the tem perate zone, 
the E ast winds mean clear weather. 
These trade winds blow the year 
round, calm ing down at night and 
sta rting  up in the m orning. You are 
out in your flannels and duck cloth
ing in a few days and the tem pera
ture is absolutely even—74 to 75 de
grees at sea and will hold a t th a t to 
the equator, cooling off slightly  at 
night. D uring the w inter m onths 
from Decem ber to April, the skies 
are clear and the w aters usually calm 
and the sky and sea m ost wonderfully 
blue. U nder the influence of the 
genial w eather you find it difficult to

do anything. I have always taken 
reading m atter and never yet looked 
a t it in the tropics. You are prin
cipally interested in the cold salt 
w ater bath in the m orning and a hot 
cup of coffee at 6:30 and out on deck 
or back to your bunk for a nap, th ink
ing of th a t 8 o’clock breakfast. Every 
one seems to  be there at meal time, 
as well as 4 o’clock tea, and if by 
chance the boys are playing 10 cent 
poker for the stew ard’s benefit (as he 
always wins), they are ready for 
sandwiches at 10:30 p. m.

The N orth  Star is getting  low 
down, only 18 degrees above the hori
zon as we are on 18 at St. Thom as. 
The Southern Cross shows up now' 
at 10 o’clock and the stars are very 
brilliant. W e are seeing those of the 
lower latitudes now added to  those 
of the N orthern . T he moon, after 
a few days, is always overhead. The 
sun sets a t 6:15 and rises a t 6. A t

6:50 it is pitch dark and it is this 
way the year round. No need for ad
vancing an hour to  save daylight. 
W hen it is m oonlight it pales the 
stars so much it is difficult to  pick 
out prom inent constellations. The 
phosphorescence is very marked in 
the w ater and great globules of light 
and stars float off in the wake of 
the sh p and one would declare there 
was a light ju st behind the stern. O ur 
ship is slow and has been plowing the 
w aters for th irty  years. W e manage 
to  pound along at ten knots on good 
days and nine on others, but time 
cuts no figure w ith us, for this is 
w hat we go for. Seven days afteT 
leaving New Y ork we sighted the 
rugged m ountains of St. T hom as on 
our left, while at our right in the 
distance are seen the m ountains of

Porto  Rico. W e soon come up to 
Sail Rock, which is known to all 
m ariners and looks in the distance 
like a ship under full sail. W e go 
round the Southern side of the Island, 
where the town of C harlotte Amalia 
is located. W e pass through a nar
row channel 300 feet wide and find 
the town stra igh t ahead built on 
three hills. W ith the white houses 
and red roofs and the m ountains for 
a background, the view is charming. 
The bay is a mile across and entire 'y  
land locked, except to  the South. So 
this is the United States. W e can 
see the stars and stripes from  the 
adm inistration buildings. T here are a 
dozen torpedo boat chasers and sub
m arines, with a m other ship at anch
or. W e go alongside the fine coal 
dock the Germ ans had built here be
fore the war. T hey were m aking St. 
T hom as their principal port of call 
and their ships to and from Europe

were in here every day and business 
was revived again for sleepy old St. 
Thom as. They had built several ad
m inistration buildings and a club 
house, which were prom ptly closed 
when we w ent in. T hey could not 
show the coal and oil dock was Ger
man property, so they were allowed 
to  continue business. Coal costs here 
now $25 per ton. T he U nited S tates 
made a fine acquisition when we se
cured this island. I t  has one of the 
finest harbors in the W est Indias. 
The population of St. Thomas, St. 
John, near it, and St. Croix, sixty 
miles to the South, which was what 
we purchased from Denm ark and 
what is known as the V irgin group, 
has a population of not m ore than 
50,000. O ur possession of Porto  Rico, 
only forty  miles W est, has no good 
harbor, but has a population of a m il
lion and a quarter. W e should take 
over Santa Dom ingo for keeps, for 
their negro governm ent is no good 
and never has been. W e are in con
trol there now, collecting the reve
nue, and may we long con t’nue. W ith 
St. T hom as for a base and G uantan
amo, 100 miles W est of the E ast end 
on the Southern side of Cuba, we 
have our Panam a canal p re tty  well 
safeguarded.

No one ever speaks of the towns 
on these Islands. T hey always speak 
of the Islands. C harlotte Amalia, a 
neat town of cem ent and brick build
ings, has a narrow  business street 
a mile long. I t  is a very old town.
I noticed a hotel building erected in 
1829. T here is a company of soldiers 
here quartered in ten ts and the war 
boats are co m n g  and going. The 
people are w ondering w hat Uncle 
Sam is going to do for them. They 
raise little or nothing. I t has been 
a d istributing station for 100 years. 
The British pulled out there in 1885 
and made a free po rt of Barbadoes 
and drew all the business away. The 
Danes exacted heavy port charges 
and chased them  away, m aking the 
same mistake th a t some American 
cities do in not being open handed 
when new enterprises are seeking a 
location or th ro ttling  those they have 
by peanut legislation.

As we drew up to the dock we 
were soon surrounded by boats load
ed with naked negro boys, who were 
ready to dive for corns. You cannot 
cut a coin into the w ater but they 
w ll get it before it sinks. I t  must 
be borne in mind that our new b ro th 
ers are about 90 per cent, colored and 
this ra t:o applies to  all the W indw -r l 
Islands. They all speak English. The 
Danes would not teach them  D an :sh. 
W h'le Porto  Rico is only one-third 
negro and tw o-thirds Spanish and 
Indian, they all speak Spanish and 
the Am ericans there usually emplov 
St T hom as negroes as servants on 
account of the language.

W e also inherited a little F rench 
colony here founded by refugees who 
n m e  over during the French R evolu
tion 125 years ago. H ere they have 
remained, speak their own language, 
m arry  am ong them selves very young. 
T hey never mix with the negro and 
follow fishing for an occupation. 
They Seem happy. T hey call them 
selves Cha Chass.

Walter C. Winchester.
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Every merchant needs accurate store records
for two purposes

(D  A t the end of each year he needs a complete, accurate report of store trans
actions to help make out his Income Tax return.

(D  H e needs these same figures every business day. H e needs them to control 
his business.

He needs these figures to know how much 
money he is making, and what it costs him to 
do business.

Every merchant can get a record of his store 
transactions in two ways— the old-fashioned 
way, by hand, or he can get them by machinery.

A  modem National Cash Register makes accu

rate, unchangeable records. It classifies, adds, 
certifies. It saves work and reduces expenses.

No merchant should keep records by hand that 
can be kept so easily by a National Cash Register.

A  post card will bring full information about 
what an up-to-date National will do to help you.

T h e  N a t i o n a l  C a s h  R e g i s t e r  C o m p a n y  
Dayton,  Ohio

Of f i c e s  in all the principal  ci t ies  of  the world
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St. T hom as is 1450 miles from New 
York. T he W indw ard Islands, com 
mencing with St. Thom as on latitude 
18, extend E ast and South in a cres
cent of 800 miles to the South A m er
ican continent. T here are twelve or 
fifteen principal Islands, from tw enty 
to fifty miles long. The Quebec 
Steam ship Co. has had the trade 
am ong them  for forty  years. It 
makes an in teresting  trip. W hen you 
reach the Islands they unload cargo 
during the day and plan to sa 1 for 
the next island in tim e to reach it 
a t daybreak. This gives you a chance 
to  go ashore and get a native meal 
and see the sights, which are novel 
to  the first tripper. W ith the little 
donkeys and carts, the m arket women 
and the tropical fruits, flowers and 
vegetables, not to m ention the warm 
weather. You want your sun shade. 
I t  is 84 in the shade and 130 in the 
sun. One always enjoys the m arket 
if you chance to  strike a m arket day. 
You see cocoa nut trees and bananas 
m ost anywhere. In  the m arket o r
anges are plenty usually. W e were 
late for them . T hey ripen in O ctober 
in the tropics and are good for five 
or six m onths. M ost delicious when 
in season. T here are-m angoes, per
haps the m ost common fruit, grow ing 
from  trees as large as a maple. T here 
are custard apples, star apples, sour 
saps, sapadillas, cocoa th at the choco
late comes from, cassava, the root of 
a  shrub from  which they make cas
sava meal, and also ex tract starch 
and tapioca. I t  is called manioc in 
some countries. I t  is, perhaps, the 
m ost useful of any tropical plant, as 
they can always have flour and in 
m any out-of-the-way places have 
noth ing else. T he bread-fruit tree 
with its g reat broad leaves and grow 
ing to good size is found anywhere 
and is an article of regular diet with 
the natives. The fruit looks like an 
exaggerated horse chestnut about five 
inches in diam eter. I t  is eaten 
either roasted or boiled. You see 
coffee and nutm egs a t some of the 
islands which the natives use, but 
they do not export them ; also some 
vanilla beans. T hey have a great

variety of sweet potatoes, yams and 
root crops and raise a lot of ginger 
root. On St. John they raise the bay 
tree or ra ther it is indigenous to the 
only island. I do not know why the) 
do not raise it. So we are all right 
on bay rum. T he paw paw is a com
mon fruit, not unlike a cantaloupe, 
only grow ing in great clusters on a 
single stalk tree from ten to fifteen 
feet high.

St. Croix is not so m ountainous as 
St. Thomas. I t is a sugar island, not 
especially interesting. I t lies sixty 
miles South from St. Thom as and 
came with the purchase.

One hundred miles east of St 
Croix is St. K itts and alm ost con
nected with this is Nevis, the b irth 
place of A lexander Ham ilton. St. 
K itts is the m ost beautiful island of 
the W indw ards. I ts  m ountains, ris
ing gradually from the shore to a 
perfect cone, with the slopes culti
vated 2,000 feet up and the cane lands 
commencing a t the sea extending up 
to and around the m ountains on all 
sides make it look like a jewel from

Street Scene in St. Thomas.

Old S u g ar Mill In Barbadoes.

Donkey C ar t In Barbadoes.

the sea. W e came abreast of it in 
the  early m orning, the sun striking 
the field of light green cane, the dark 
of the V irgin forest higher and the 
intensely blue sea in the foreground. 
T hey have improved here a good deal 
since I visited the place m any years 
ago. T hey have up-to-date sugar 
mills and are doing quite a little  in 
long staple or sea island cotton. 
Antiqua, ano ther English island, 
fu rther E ast, is sleepy and no t much 
doing, con ten t to  raise sugar, m o
lasses and rum. Guadaloupe and 
M artinique are French and as F rench 
as France. Guadaloupe is the largest 
of the W indw ards and M artinique al
m ost as large. Both have good h a r
bors and the French boats go to 
dock. All o thers have to  anchor out 
and lighten all the merchandise. 
T here are no beggars in the French 
islands. T hey all work. T he natives 
are m ore slender and have m ore style. 
T he women all w ear turbans, which 
they  tie very jauntily. T he streets 
and buildings rem ind one of France. 
T hey are very prosperous these days

and fortunes have been made in rum. 
They were paying $100 per ton to  
carry  rum  to  France and the harbor 
a t both islands was full of American 
schooners loading. F re igh ts have 
dropped now to $40, but they won’t 
starve a t that. France has a very 
high im port duty on rum. British, 
F rench and Am erican soldiers w ant 
it and France said, “T his is my tu r
key, boys. W e have the rum —a t a 
price.” I t  has trebled in value a t the 
Islands or ra ther the French islands.

W e sailed in very close to  St. 
P ierre, M artinique, lying under the 
shadow of Mt. Pelee, and could see 
where the tow n was entirely  blown 
off the face of the earth  in the tw ink
ling of an eye or like the sho t from 
a huge cannon. I t  took them  all— 
every man, woman and child and all 
the shfcs in the roadstead—except 
one man in prison underground es
caped and they found him three days 
after. I t  wrecked all the buildings. 
I visited the place tw enty-six  years 
ago and it was a beautiful tow n then 
of 30,000 people, built around a cir
cular bay on gently  rising ground 
from  the sea. I t  had tram  cars and 
running w ater in the gu tte rs and 
many churches. I t  was destroyed in 
May, 1902. T hey are ju st commenc
ing to rebuild and as there  is a good 
country  around there, presum e in 
tim e it will come to  life again.

Ft. de France, the capitol, fifteen 
miles South of St. P ierre, has a  fine 
harbor and was the place where Jose
phine, the wife of Napoleon, was 
born. T hey have erected a fine m ar
ble statue to  her in the Savannah.

Dominica, the jumble of high 
m ountains betw een Guadaloupe and 
M artinique, is English. T hey  say it 
always rains there. I t  is no t im
proved by roads, as it should be. 
T hey raise lots of limes and cocoa 
here and can raise any th ing  in the 
tropical fruit line.

St. Lucia, fu rther South, is a good 
sized island, forty  miles long and 
fourteen wide. I ts  m ountains are 
4,000 feet high. A t the South end 
tw o peaks, 2,700 feet high, break 
righ t o u t of fthe sea a t an angle of 60
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Bel-Car-Mo
Bel-Car-Mo, the 
highest q u a lity  
Peanut Butter, is 
packed in 8 oz., 
1-2-5-10-15-25- 
50 and 100 lb. air
tight yellow and 
blue pails— a size 
for every meal.

Peanut 
i Butter

Friend Dealer:
The 8 oz., 1 lb., 2 lb. and 5 lb. Tins of Bel-Car-Mo saves you 
trouble and expense in weighing and packing, besides can be 
retailed at practically same price as bulk, sanitary, air-tight 
packages are preferred by customers as they keep the Peanut 
Butter moist and sweet. The Bel-Car-Mo Nut Butter Co., Inc.

—Can be had in 8 oz., 1 lb., 2 lb. 
—and 5 lb. tins. Also bulk sizes.

Ask Your Jobber

The Bel-Car-Mo Nut Butter Co, Inc
Grand Rapids, Mich.

Cbe Rouse of Qualify

RademakeHDooge Grocer Co.
Wholesale Grocers

Grand Rapids

W O

Cbe Rouse of Service
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degrees. T hey are very picturesque 
and unlike anything I have seen. 
They are called The P itons (M ule’s 
E ars). St. Lucia has a fine little p ro
tected harbor and a coal dock. It 
is not well improved by roads and 
is backward. T here used to be a 
garrison here, but England took away 
her garrisons in all these islands sev
enteen years ago. I know of six 
places where they had them. They 
leave it to  the U nited States to  do 
the policing.

W e are on latitude 13 now, 780 
miles from the equator. St. V incent 
and Grenada lie directly South of 
St. Lucia and then comes Trinidad 
and the South Am erican continent. 
How the English and French and 
som etim es the Dutch did fight over 
these islands in the seventeenth and

Creole Girl in Martinique.

eighteenth centuries! St. Lucia and 
Dominica belong, to  England, but 
they speak French.

S tra igh t out into the Atlantic, 
eighty miles E ast of St. Lucia, is 
Barbadoes. I t  is only twenty-one 
miles long and fourteen miles wide 
and contains 106 square miles. But 
100 of it is cultivated, m ostly to 
sugar cane. I t  has one of the densest 
populations of any place on earth— 
750 to  the square mile. You cannot 
get out of sight of the negro. I t  has 
a healthy climate and low death rate. 
I t  is warm—84 degrees in the shade 
and 130 in the sun. T he roads are 
good all over the place. The land is 
rolling. No m ountains. I t  looks like 
a g reat corn field. T hey have many 
of the old fashioned mills here yet 
and make m olasses and rum. T he 
up-to-date four roll process does not 
leave any molasses. The people are 
all very industrious here. T hey have 
to  be o r starve. T here are so m any 
of them . T hey have no m arkets 
w orth m entioning. T he women buy 
up the produce and peddle from their 
heads and you see them  anywhere 
and everywhere selling potatoes, 
chickens, bananas and oranges. T he 
m en get a little  m oney together and 
buy a little donkey as big as a good 
sized dog and a cart about the same 
size and they are all over, carrying 
all sorts of m erchandise. You see

them with one cask of molasses or a 
few bags of sugar coming into the 
port from the interior. England made 
Barbadoes a free port, built docks 
(they have no harbor) and called 
shipping their way. Now all the 
prom inent lines to and from Europe 
stop there and it is a great cross
roads. You can catch a ship for the 
United States, Europe, South Am er
ica or the canal zone, that is, in 
normal times, not in the last few 
years, thank you. Now you have to 
wait for weeks to  get a passage any
where. T here are no ships or ra ther 
very few and very poor and rates are 
high and the thing th at sticks is 
there is not enough to go round and 
people wait for weeks and weeks and 
accept any old thing, sofa or sm ok
ing room, if they can only get away.

T hey have some very com fortable 
hotels here and the sea bath ing  is 
fine. T he w ater is 78 and the air 
warmer. Jum ping into the sea in the 
m orning before breakfast is a thing 
to remember. One could spend some 
time here very com fortably. There 
are m any charm ing people and a 
large colony of English or colonials. 
The island was settled 100 years be
fore they thought of Boston. The 
trade winds are always blowing. The 
m ornings and evenings are fine. Keep 
out of the sun in the middle of the 
day and sleep after lunch, eat three 
or four square meals and forget you 
have any business and you get along 
fairly well. F lying fish are so com
mon around here they have them

LA MARTINIQUE

Statue of Josephine on Martinique.

served a t the hotels m ost every day. 
O ur hotel is out two m iles from  town 
and we went out by tram , mule cars. 
They go, too. T he drivers and con
ductors receive $3.75 per week. Com
mon labor here is 30 cents per day. 
The p lanters are all getting  rich on 
high priced sugar—$5.20 raw, net.

You find autom obiles in all the is
lands and, in spite of high priced gas
oline—60 cents per gallon—they are

Good Values 
In These 
Numbers

Price 95.10 
. Price 6.85 
Price 5.10 
Price 5.85

8731—M en's M ahogany Calf. W hole Q uar. B lucher T ip ................
8743—M en's M ahogany C rysta l Calf. W hole Q uar B lucber Tip
8741—M en’s M ahogany Side Eng. Bal.. G rain I n n e r .....................
8751—M en's M ahogany C rysta l C alf. Eng. Bal., G rain In n e r—

Rindge, Kalmbach, Logie Company 
Grand Rapids, Mich.

-K e d s-
Don’t forget we are head
quarters for this popular line 

of R u b b e r  soled canvas 

footwear.

Spring and summer weather 
are going to bring a big de
mand for them.

Herold-Bertsch Shoe Co.
Manufacturers of Serviceable Footwear GRAND  R A P ID S, M ICH.
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very reasonable. I t  is hard  to think 
of getting  back to  the tem perate zone 
where people work and fuss and 
strive to get money and show their 
clothes and imagine they am ount to 
som ething and think the world would 
miss them  if they were away long.

Go to the tropics for a w inter and 
all these ideas fade away.

W alter C. W inchester.

Ideas Help the Shoe Store.
T he busy man ordinarily  thinks of 

his shoes only in term s before he 
buys them. He thinks of them  only 
as som ething he will eventually have 
to buy from  this or th a t store. He 
rarely thinks of the pair of shoes as 
being his before he spends the money 
for them. But in reality at least one 
pair of shoes in every window dis
play are as good as his—if he really 
needs shoes, and of course he does 
need them  all the time. The pair he 
has on are w earing out and losing 
their usefulness day by day, minute 
by m inute, and there will come a time 
any day when he will say, “W ell, I 
m ust step in and be fitted. My shoes 
are w earing out.”

W hen he says this, the custom er is 
thinking of shoes, your shoes, any 
sto re’s shoes, for a pair som ewhere is 
m arked in his mind as his, as soon 
as he has time to  buy them.

As it is w ith the customer, so it is 
with the store—one pair of their shoes 
is his. T he window display focuses 
his want and the storekeeper’s ability 
to supply it if it is an ideal window.

Ideas help both custom ers and 
store. U se them  in the windows.

How Small Earth is by Comparison.
I f  the sun were in one corner of a 

schoolroom, in M assachusetts, and 
the earth  were in the opposite corner, 
where would the nearest fixed star 
be? M ost persons will be surprised 
probably to  hear th at one would have 
to travel out to Denver, C o lo , to 
find it, while to  reach the g reat cluster 
in the constellation H ercules would 
require a journey out into space 12,000 
miles. The construction of a model 
of the universe, built accurately to 
scale, is thus out of the question, but 
Edw ard Tenney B rew ster of Phillips 
academy, Andover, Mass., comes as 
near as he can to it by an amplification 
of such m ethods as those hinted at 
above.

“I am accustomed: to  s ta rt in one 
corner of m y classroom with the sun,” 
he says. “ I t ’s 866,000 miles of diam 
eter points off about the size of a 
baseball. So I hang up the baseball 
a t one end of the blackboard, or 
draw  there a circle of the proper size. 
And since the sun is ninety million 
miles away, this carries our earth 
well across the blackboard to the 
o ther side of the room. The globe 
itself, a m ere 8,000 miles in diameter, 
models as a dot, about the size of the 
shaft of an ordinary  pin or of the 
periods in a typew ritten  text. The 
w andering moon appears as a still 
sm aller dot, for size a pinpoint or 
the periods of fine p rin t.”

Refuse to  allow the mind to stiffen 
the muscles by the suggestion of age 
lim itation. Age is a m ental state, 
b rough t about by m ental conviction. 
You are only as old as you feel.

M aking Salesmen O ut of Shoe Clerks.
Coaching salespeople is a subject to 

which I have given a g reat deal of 
thought, in fact it is so rt of a hobby 
with me. Y ears ago no one ever 
thought of coaching a salesperson, yet 
it was unconsciously done although 
it was not given serious study. W hen 
I graduated as a  stock boy and be
came w hat I then thought was a full- 
fledged salesman, one of my first er
rors was in adding a check. I made 
a m istake of one do 'lar, and the m an
ager quietly inform ed me that I would 
have to pay it. He assured me it was 
for my own good, and right there he 
was coaching a salesman.

To my mind salesmen are like a r
tists and musicians, born not made. 
The inherent instincts of salesm an
ship m ust be there or all efforts will 
be in vain.

A highly im portant fact is that the 
policy of your store is reflected in 
your clerks. If  you are honest, fair 
in your dealings, whole souled and 
cheerful they  will invariably take the 
cue and be likewise, or vice versa. 
I m ight add th a t every opportunity  
should be given them  to serve the 
public in the best possible manner.

I believe I can handle my subject 
b e tte r by telling you some of the 
m ethods employed with excellent re
sults by the P o tte r Shoe Co. T here 
is a weekly m eeting of the clerks in 
every departm ent conducted by the 
departm ent m anager. T here are dis
cussions on different subjects, and 
the clerks are free to  express their 
point of view as well as the m anager, 
and believe me, it is an education for 
him as well as the clerk. M any good 
points are b rought out, salespeople 
are encouraged to  take notes during 
the week and bring  them  up a t these 
meetings. T his creates a feeling that 
they are an im portant factor in the 
establishm ent, as they are, and brings 
harm ony and a be tte r feeling in the 
departm ent. W e keep them  posted on 
labor and m arket conditions, explain 
the reasons for the advancing prices 
so they in turn can intelligently im
part this inform ation to the custom er 
who is entitled to  know. W e ask 
them  to watch the windows, advise 
us on any m istakes in prices, etc., 
which m ight inadvertently creep in, 
and to read our advertisem ents in the 
newspapers, thereby becom ing famil
iar with some of the sm aller details.

U rge your salespeople not to  feel

POLLYMNA
CHILDREN’S SHOES

One entire factory devoted exclusively to the manufacture of 
Kreider’s Pollyanna Shoes. Their equal is not made in the 
world. If your dealer cannot supply you, write us for pome 
interesting facts on children's shoes.

312-318 W *st M onroe St.
CHICAGO MAKERS

Beat Shoes lor 
Boys, Girla and the Babiea

C I T Y  D A Y
in Grand Rapids is becoming more in ter
esting every week to the Live Dealers 
of Michigan.

CITY DAY is a day on which items of 
special significance and attractiveness 
are displayed for the benefit of visiting 
merchants.

Our next City Day will be

W ed n esd ay , M ay 28th
T ry  us out on this proposition and see 
how you like

Hood Tennis and Specialty Shoes 

Grand Ttep idsiShoe STRubberfh
The Michigan People Grand Rapids
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satisfied when they have sold one pair 
of shoes, but sell som ething the cus
tom er did not come in to  buy. Many 
tim es he will be thankful for the sug
gestion of another pair for a different 
occasion, o r the desirability of slip
pers, trees, polish or laces. I m ight 
add th at we make it w orth while when 
our salespeople sell two pairs to  the 
same custom er, and allow an addi
tional per cent, on all findings. Clerks 
should a t all tim es keep them selves 
thoroughly fam iliar with the entire 
stock. T hey should ga ther from  a 
custom er’s conversation w hat is de
sired, and know imm ediately w hat to 
show, acquaint them selves with the 
anatom y of the foot, and know w hat 
style is adapted to  that particular 
foot.

Never show m ore than two or three 
shoes a t one time, otherw ise custom ers 
will become confused, and twice the 
tim e is consum ed in m aking the sale. 
In  addition, th is will enable you to  
keep the stock away, save confusion 
in having the floor and seats littered 
w ith m erchandise, and ano ther clerk 
who has been show ing the m ate to  
the one you have does no t lose time 
by having to  hunt for it.

Teach them  to m easure the foot. 
W e use m easure sticks and straps, and 
provide a chart which explains the 
size required by the m easurem ents. 
Also show them  the difference be 
tween a welt and a turn. M any a 
shoe clerk does not know  th is im por
tan t feature because he has never been 
told.

A nother custom  which has proved 
successful is to  work in sections. By 
this I  mean assign each clerk a num 
ber of seats, and hold him responsible 
for the custom ers occupying them. 
Tf he can not wait on them  at once 
he can speak to them , and the chances 
are that they will wait patiently  be
cause some attention  has been paid 
to them. Ask your clerks not to  sug
gest sending a parcel, as the average 
custom er seldom thinks of it unless 
it is suggested.

The clerks in the juvenile depart
m ent are urged to  win their way to 
the m other’s hearts through the chil
dren. A ttention paid to the child’s 
little  cunningness has often made a 
life time customer. Jolly  the mother, 
make her feel th a t your whole a tten 
tion is centered on that child, and the 
sale is not only made, but the cus
tom er will in all probability come to 
the same clerk for the next pair.

In still in them  th a t loyalty to  the 
custom er and to  their employer is an 
asset to  both them selves and the firm.

W e encourage our clerks to become 
a p a rt of our organization, ask their 
opinion, get their co-operation, create 
a spirit of good fellowship, thereby 
m aking our store force as one big con
genial family. Every opportunity  is 
offered to  them  to advance and w her
ever possible our m anagers are taken 
from  the ranks.

I venture to say our store has g rad
uated m ore m anagers than any other 
in the U nited States, and this is only 
possible because of the many advan
tages offered them  while going 
through the p reparatory  stages.

H . C. M cLaughlin.

PULL TOGETHER.

Build Up Your Town and Your 
Business.

Every retailer is responsible to  a 
large extent for the condition which 
exists in his community.

If com petition is ruinous, not only 
those who engage in the price cutting 
contest, but all the o ther retailers are 
responsible—and, therefore, all of 
them  suffer the consequences.

If the people in the comm unity 
send away for goods to  mail order 
houses the burden of responsibility 
rests upon every one of the retailers 
—and all of them  suffer from  it.

If the comm unity is one of those 
stagnation rules and progress is h in
dered, the retailers—every one of 
them —are responsible—and suffer be
cause of it.

R etailers can stop cu t-th roat com 
petition if they so desire. I t  has 
been done in hundreds and thousands 
of towns—with splendid results both 
to consum ers and retailers. F o r 
price cutting contests always result 
in goods of unreliable and often dan
gerous character being sold to  con
sumers. This, of course, does not 
mean th at retailers should not quote 
cut prices, but that they should not 
cut on the same goods at the same 
time.

And please bear in mind that the 
abolition of price cutting  does not 
mean th a t stra ightforw ard  competi
tion does not exist, but such com
petition con§ists in endeavoring to  
increase the dem and for and, there
fore, the sale of m ore goods—to one’s 
own custom ers—rather than  in luring 
the com petitor’s custom ers away.

R etailers can stop m ost of the 
sending away for goods that are ob
tainable in the local stores. I t  has 
been done in num erous places—with 
splendid results to both consum ers and 
retailers.

Retailers can do m ore than any 
o ther class to fu rther the grow th and 
prosperity  of this com m unity I t  has 
been proven time and again that 
where the retailers act in unison the 
object sought is always accomplished.

But know ing th a t we can accom
plish these things isn’t enough. W e 
m ust get to w ork and lay out a plan 
or plans, and after the plans have 
been decided upon we m ust work 
together to  carry  them  out.

W hat can we do? W h at plans 
shall we adopt?

Before we can do anything we 
m ust open our m inds and let go of 
all the little, petty, mean jealousies 
that we have been nourishing. W e 
can’t work together with anybody 
else so long as we are not willing 
to  give him credit for being willing 
to do his part as well as we do ours.

W e m ust m eet our com petitor as a 
man of very much the same char
acteristics as ours—a man who, after 
all. is not the “ horned” creature that 
we have been w ont to  regard  him.

The very fact of our m eeting him 
in this spirit will give him a 
correct idea of the sort of fellow we 
are, and also tend to thaw  him out, so 
that afte r a while we get to  think 
quite nicely of each other. T his in

itself will have the effect of elim ina
ting  much of the cu t-th roat com
petition which now so seriously hand
icaps m any of the re ta ilers in rural 
communities.

But w hat shall we do with the 
man who won’t w ork w ith us? W e 
can’t force him  to  co-operate, can we?

H ere is a bit of a sto ry  told by 
a man who has made a success of his 
chosen, w ork which is th at of induc
ing retailers in a com m unity to work 
together. H e was talk ing  w ith  a 
hardw are dealer and try in g  to  per
suade him to  become a m em ber of a 
county organization, when the hard 
ware m an said: “No, it’s no use. I 
have got to  be independent. If  for 
no o ther reason, because of Jones, 
down the  street. H e keeps cutting 
prices, and if I join, it will mean 
th a t I w on’t be a t liberty  to  meet 
his prices, because th at m ight in ter
fere with some of the o ther fellows.”

T he organizer didn’t argue this 
question with him at all, but asked 
him if he knew Jones.

No he didn’t, Jones was a com par
ative newcom er and he had sta rted  in 
to  pull business away from  the older 
stores right from the  beginning with 
his “ foolish” price cutting, so Smith 
had never tried  to  make his acquain
tance.

“If  I get Jones to  prom ise that he 
will come in, will you join?”

Smith thought th at would be an 
easy th ing  to promise, for he was sure 
Jones w ouldn’t, so he prom ised.

The organizer called on Jones and 
found him a young man of p rogress
ive ideas who believed in m odern m er
chandising m ethods. H is cut prices 
were quoted w ithout any purpose of 
pulling business away from  any par
ticular com petitor, and he was quite 
willing to m eet Mr. Smith half way. 
So the organizer re tu rned  to  Smith 
and told him th at Jones would come 
in.

I t was just a case of preconceived 
opinion on the part of Smith. He 
had made no effort to  m eet Jones 
when he first started  in business, 
but when they did get to  know each 
o ther they  found m any points of com
mon in terest and soon became good 
friends.

But all the trouble and bickering 
and cu t-th roat com petition which had 
occurre’d could have been avoided if 
in the first place Smith had done the

fair th ing  with his new com petitor 
and come to  him in a sp irit of friend
liness, instead of looking upon him 
as interloper who had come there to 
take away some of his business.

And all of the troubles resu lting  
from the petty  jealouy existing be
tween com petitors in so m any places 
can be avoided if they  will ju st m eet 
each o ther on the one common plane 
th a t there  is p lenty of business for 
all if th ey  will only go after it in the 
righ t way. Much of the competition 
which now  exists is an effort to  get 
business away from  the local com 
petito r instead of securing th a t which 
goes out of town.

And the  am ount which by these 
sho rt sighted m ethods is allowed to 
go away in m any tow ns runs in to  
sum s which to  the average re ta il
er seem altogether im possible until 
it is actually proven to  be th e  case, 
in m any instances alm ost equalling 
the to ta l sales of the local retailers.

Isn ’t this an inducem ent fo r us to 
get together and become b e tte r ac
quainted w ith each other?

Isn ’t  it w orth  our while to  make a 
concerted effort to  keep all of this 
business in our own town, so th at 
we m ay reap the profits—and also 
th a t our tow n m ay becom e m ore 
prosperous? Jacob N ay Sm ith.

STERENBERG & CO.
Merchandise Adjusters 

and Sales Experts
P. O. Box 122 G rand Rapid«, Mich.

B ig g e s t  P rofit in  
Staples

The successful grocer knows this—that's why he 
keeps stocked up on Fels-Nsptha Soap-has kept 
stocked up on this fast-selling staple for gears.

FELS-NAPTHA SOAP
is the housewife's first choice because she knows 
that with Fels-Naptha Soap she does not have to boil 
the clothes unless she really wants to. She uses 
Fels-Naptha continuously as little nibbing is re
quire*. The known usefulness of Fels-Naptha 
means repeat orders to the dealer.

Stock up on FELS-NAPTHA at once.

One man kept his store darkened so the 
flies wouldn’t come in. It kept them out 
fine—but it seemed to accomplish the 
same result w ith his customers. Use Lac- 
a-fly, the fly  killer used and endorsed by 
over 150,000 merchants. $3 and $1.75 
per package. Pump blowers $1 each. N ot 
a poison and guaranteed unconditionally.

Pontiac Exterminating Company
Pontiac, Michigan
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Decoration Day is Oxford Day
Low Cuts in Stock at Less than To-day’s

Manufacturing Cost
Do you know some of your customers are ready for their second pair low  
shoes while still others have not bought their first? Can you supply their 
demands?
Black Kid Oxfords, M ilitary and Louis Heels. Black Satin Oxfords and Colonials.

Pumps w ith Buckles and Plain, Dull Kid Patents and Colored Kid.
W hite Shoes, high and low.

All on new lasts and patterns and on the floor. Ready to ship.
OUR BIG CIRCULAR LISTING nearly every shoe on the floor is in the printer’s hands.
If you don’t  get your copy, write for it.

Special for Every Wednesday

Hirth-Krause Company
Where Shoes are carried in stock in sizes and widths, GRAND RAPIDS, ' P i
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1 thrifty and also that true
economy does not lie in buying 

|||I|11 “cheap” merchandise.

That is why you will find it easy and 
profitable to sell Honorbilt Shoes. J

Their sterling character is well 
known.

F. Mayer Boot & Shoe Co.
Milwaukee, Wis.
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V \7 \ \R  times have taught 
people to be m ore

REG. U.S. PATENT OFFICE

Largest Line of 
One Piece Garments 
Manufactured

The Outerall line offers the most com
plete assortment to the trade. Every 
dealer is enabled to select the patterns 
best adapted to his customers. The Out
erall is a garment that has been designed 
with special features for the working man 
of every trade.

Sample Assortment on Approval.

MICHIGAN MOTOR GARMENT CO.
Factories:

Greenville and Carson City, Mich.
Offices and Branches: ,1016 Medinah Bldg., Chicago; 3429 

Ashland Ave.. Indianapolis; 30-401-2 Euclid Arcade, Cleve
land; 615 Locust St„ Dei Moines, la.; 147 Dwight St., 
Springfield, Mass.
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G rand Council of M ichigan U. C. T.
G rand  Counselor—W . T. B allam y, B ay 

C ity.
G rand Ju n io r C ounselor—C. S ta rk 

w eather, D etro it.
G rand  P a s t  C ounselo r--John  A. H ach, 

C oldw ater.
G rand  S ec re ta ry—M. H euraan , Jackson.
G rand  T rea su re r—Lou J . Burch, D e

tro it.
G rand  C onductor—H. D. R annev, S ag 

inaw.
G rand P age—A. W . Stevenson. M us

kegon.
G rand Sentinel—H . D. Builen, I.anslug .
G rand C haplain—J. H . B elknap, B ay 

City.

Gabby Gleanings From Grand Rapids.
Grand Rapids, May 20—T he com 

m ittee reports everyth ing is going 
lovely and you will have to  hurry  if 
you care to get in on the big doings 
at Kalam azoo June 6 and 7. Follow
ing are the mem bers with their fam 
ilies who have already made reserva
tions: L. V. Pilkington, John D. M ar
tin, R. A. W aite, J. B. W ells, R. S. 
Isenhower, W alter Lypps, L. E. 
Stranahan, C. H art, W . H. W ilson, 
C. F. W ickey, E. W . Smith, A. F, 
Rockwell, E. A. Clark, A. Borden, 
J. B. Linsley, P erry  Larrabee, H. B. 
W ilcox, Chas. Perkins, W . S. Cain, 
J. Christenson, J. H. Bolen, M. C. 
Phillips, F. Beardslee, W illiam E., 
Sawyer, W . H. Nisher, O. Heinzel- 
man, R. Ellwanger, Ira  F. Gordon, 
C. W . Hall, N. Pellon, E. E. Mills, 
G. B. Monroe, J. S. Major, G. Moore, 
C. Nuthall, G. R. M orris, Rufus Boer, 
W. D. Bosman, Lyn Visner, Tom  
Rooney, Ed. Ryder, W alt. Ryder, L. 
C. Lunt, F rank  Mooney.

The Ancient Mystic O rder of Bag- 
men of Bagdad held their regular 
m eeting Saturday evening a t the U. 
C. T. Council chambers. Due to the 
absence of G reat Ruler John D. M ar
tin, V iceroy W illiam K. W ilson wield
ed the scimiter. The m eeting was 
purely a business session, when plans 
were made to be carried out a t the 
Grand Council m eeting at K alam a
zoo, June 6 and 7, where about seven
ty-five candidates will travel over the 
hot sands to the city of Bagdad. A 
parade has been planned for Friday 
evening before the big ball. A nother 
item of importance which was passed 
upon was a special dispensation of $5 
for, any U. C. T . in the State of Mich
igan who wishes to join the ranks 
of the Bagmen at the Kalam azoo 
meeting. This rate is for th at m eet
ing only and will again go back to 
$10 after the m eeting closes. If  you 
like excitement, plenty of action, some 
sentim ent and m ore o r less m irth, 
join the g reatest gang of joy feasters 
in the world, the Bagmen of Bagdad, 
the oldest order of traveling men in 
the world. T he m eeting will be called 
at midnight, Friday, June 6.

E. A. Crandall has become so per
fected in mechanics th a t he can de
tect a m issing engine or parts in his 
machine. He says it is a hard m at
ter to  m ake progress with enough 
parts out to  make a new machine.

J. F. Follm er, of Vicksburg, has re 
turned from  Colorado, where he has 
been spending the w inter for his 
health. Mr. Follm er is one of the 
best known hardw are men in Michi
gan, having w ritten  some very in ter
esting  articles for the Farm  Im ple
m ent News during his tim e spent in 
Colorado. H is m any friends will be 
pleased to  know he has re turned with 
his health a little  improved.

O ur old friend, J. T. Poling, repre
senting Parke, Davis & Co., is back 
on the job, having spent eighteen 
m onths in the service. Mr. Poling 
was transferred  quite a num ber of 
tim es from the different branches of 
the service. He was discharged as 
Lieutenant, having charge of a gun 
crew.

“A m an’s speech proclaim s his char
acter.”

Miss Florence Baykin, daughter of 
Gem. Baykin, of P ittsford , who is in 
Chile, South America, sent home 
some very rare and beautiful lace by 
the United States Vice Consul, who 
recently returned to America. Miss 
Baykin’s many adm irers will be pleas
ed to know she is in the best of health 
and progressing  very rapidly.

Fire in the basem ent destroyed 
some very nice clothing, giving J. If. 
Bolen’s folks quite a scare. But for 
the awakening of Mrs. Bolen and the 
quick action of Jam es, their residence 
would have been a to tal loss. Leave 
it to Jam es when it comes to  an 
emergency.

The ball team  was out for a little 
practice Saturday and, from all indi
cations, the  flag chasers who are 
going to contend will have to  go 
faster then the blimps if they w ant 
first money.

Mrs. J. H arvey Mann, who has been 
seriously ill, has recovered and has 
left for Canada to spend the sum m er 
with her sister. H arvey is now prac
ticing frying ’em stra igh t up and 
over.

Perry  Larrabee leaves M onday for 
Chicago where he expects to  put 
through a big coal deal. F rom  the 
way P erry  goes afte r things, she’s 
going over.

Earl Baldus, the hustling  young 
m erchant of Nunica, has set the pace 
for civic im provem ents by trea ting  
his building with a coat of new paint. 
If  his fellow m erchants and tow ns
people would follow the example that 
Mr. Baldus has set, th is little ham let 
would presen t an im proved appear
ance. T hanks to  E arl for taking this 
step in the righ t direction.

E. H. Snow, who is a hard laboring 
salesman selling a well-known line 
of hardware, while a t his m anly du
ties in M uskegon last week, had the 
m isfortune of losing his overcoat and 
robe out of th a t Dodge car. W ell, we 
suppose everyone feels the same 
about it. Anyone driving a Dodge 
would never notice a little th ing  like 
that. Some advertisem ent for those 
chains and locks.

Roy Hinckley, p roprieto r of the 
H artford  House, H artford , has added 
a fine new garage for_ the accomm o
dation of the traveling  public.

John D. M artin booked two orders 
for kitchen tables a t Chicago, the 
orders aggregating  $3,200. P re tty  
good for a vacation trip!

The Grand Rapids Calendar Co. 
has purchased and installed a tinning 
machine which will enable it to  put 
tin edges on its own calendars and 
also do job w ork for the prin ters and 
binders of Grand Rapids and o ther 
Michigan cities who require work of 
this character.

Leslie A. Manne, of Lansing, has 
been appointed district m anager for 
the Durfee M anufacturing Co. of 
Grand Rapids and will move from 
L ansing to the Furniture  City where

he will establish his offices and head
quarters. Mr. Manne has traveled for 
the company in Michigan, but has 
made his home in Lansing. T he D ur
fee Co. m anufactures disinfectants 
and sanitary supplies.

John M. Shields, of Petoskey, has 
been elected Secretary and T reasurer 
of the Petoskey Canning Co. and has 
already entered upon the duties of his 
new position. Mr. Shields was on the

John M. Shields.
road many years for the Lem on & 
W heeler Co. and subsequently cov
ered Petoskey territo ry  for the W or
den Grocer Company. He is a man 
of much energy and resourcefulness 
and will undoubtedly achieve a high 
m easure of success in his new under
taking.

L. F. Stranahan.

Friends c f Mine.
W ritten  for th e  T radesm an .
F rien d s  of m ine a re  m y m alla rd s and 

flower3
T ogether we spend such happy  hours 
And in a  w ay we come to  be 
One happy  loving com pany.

T he ducks X know  and  th ey  know me 
T o g e th e r we go th e  flowers to  see 
A nd w hen w e all a re  g a th e red  th e re  
No happ ier folk a re  anyw here.

T he ducks, I know, know too the  flowers 
A nd w hen It sh ines o r w hen it show ers 
T hey  g a th e r  a round  th e  blooms aw hile 
I  know  th e y ’re  p leased—I ’ve seen them  

sm ile.

I lis tened  too, to  m y flowers one day 
I know  X heard  th em  clearly  say  
"N o b e tte r  friends we ever knew 
T h an  you and  th e  ducks—and th e  ducks 

and you.”
C harles A. H eath .

H O T E L  H E R K IM E R
G R A N D  RAPIDS, M ICHIGAN 

European Plan. 75c Up 
Attractive Rates to Permanent Guests 

Popular Priced Lunch ltoom 
COURTESY SERVICE VALUE

GRAHAM  & M O R TO N  
T ranspo rta tion  Co.

CHICAGO
r A  P ius

« J P « J . J V  W a r  T a x

Michigan Railway
Boat Flyer 7 P. M. 

Tuesday—Thursday—Sunday
Leave Holland 8 p. m. Tuesday—1Thursday—Sunday 
Leave Chicago 7 p. m. Monday—Wednesday—Friday

ProReuab"ed for Freight Shipments

Store and Window  
Awnings

Made to order of white or khaki duck, 
plain and fancy stripes 

Cotton and Wool Bunting Flags. 
Write for prices.

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

A Quality Cigar 
D ornbos Single Binder 

One Way to Havana
Sold by All Jobbers

P eter D ornbos
Cigar Manufacturer 

65-67 Market A v e ., N . W . 
Grand Rapids :: Michigan

The Bel-Car-Mo 
Advertising will 
move it — it's a 
live product that 
always repeats.

Saniliry Tins A s k  YOU i
s ir«  fro» 5 o r  Jo Ò Ò ef
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L ate  News F rom  the  Cloverland of 
Michigan.

Sault Ste. Marie, May 20—It is be
ginning to  look as though spring were 
here, as the popular popcorn man, J. 
H. W agar, has re turned from the 
South and opened up his popcorn 
stand in his form er location for the 
season.

The m erchants here are feeling bet
ter since the less-than-carload freight 
shipm ents are again in vogue and the 
railroads have arranged for regular 
schedule of freight shipm ents, regard
less of w hether cars are filled or not. 
T his change is a result of the let-up 
of the  rigid war-tim e rulings. The 
local freights between the Soo and 
Minneapolis, including Milwaukee, 
will leave each W ednesday and F ri
day on train  No. 45 at 9:15 a. m. This 
is for non-perishable freight only. 
The Soo to M anistique and Chicago 
only and points beyond Chicago, non- 
perishable, T uesday and Friday of 
each week, on train  No. 15 a t 4:30 
p. m. Soo to all points, perishable 
freight, Friday of each week on train 
No. 45 leaving at 9 a. m. The South 
Shore Railway will put on a peddler 
car to St. Ignace for non-perishable 
freight Mondays, T hursdays and Sat
urdays, leaving the Soo a t 5 a. m. 
T his car will also take freights for 
points beyond Mackinac. The Soo tq  
M arquette peddler car will distribute 
non-perishable freight to points be
tween and beyond M arquette, includ
ing Newberry, leaving the Soo W ed
nesday and Friday 5 a. m.

Angus McKenzie, one of D etour’s 
pioneer citizens, died Friday last. He 
has for several years conducted the 
W olverine H otel and later conducted 
the ice cream and soft drinks’ parlors 
which he conducted up to  the tim e 
of his death. Mr. M cKenzie had been 
failing for the past m onth and, after 
receiving special treatm ent at the hos
pital, his condition grew worse, re
sulting in his death. H e was one of 
the m ost popular and esteem ed citi
zens in D etour and m any friends ex
tend their sym pathy to the bereaved 
widow.

L. La Porte  and N. La Porte, of 
Iron  River, purchased the Boom er 
property, on Cedar street a t M anis
tique, and will open one of the finest 
candy kitchens in Cloverland about 
June 1. The form er now owns a 
candy kitchen in Iron  M ountain and 
is a practical candy man. T he firm 
is at p resent in St. Paul buying new 
fixtures.

I t will be good news to  know th at 
the Soo line has put on a sleeper be
tween here and Chicago again, but 
only twice weekly at present, com
m encing June 4 and leaving the Soo 
on W ednesdays and Saturdays a t 1:10 
p. m. T he sleeper direct to  the Soo 
from Chicago will leave Tuesdays and 
Fridays a t 6 p. m. T he sleeper will 
arrive in the Soo the following m orn
ing a t 10:30.

O ur esteem ed townsm an and ex- 
Mayor, Sherm an T. H andy, is receiv
ing the congratulations of his many 
friends upon being appointed by Gov
ernor Sleeper as a m em ber of the 
Public U tilities Com mittee of the 
State. T he position carries w ith it a 
yearly  salary  of $7,000 and the ap
pointm ent is for a four year term . 
Mr. H andy will move his family to 
Lansing. He will be greatly  missed 
in the  Soo, being an active and in
fluential Sooite.

Angus McClellan, of the Campbell 
Music House, moved last week from 
his form er location in the Goetz block 
to the E verett block. T his gives Mr. 
McClellan larger and better quarters 
to care for his increasing business.

J. R. Clarke, for m any years m an
ager of the Peninsula B ark and Lum 
ber Co., has moved w ith his family 
to Chicago, now being P residen t of 
the Cortz Lum ber Co. T heir m any 
friends wish them  every success in 
their new home.

M. N. Hunt, one of the Soo’s well- 
know n contractors, has been award

ed the contract for the erecting of the 
$25,000 addition to  the garage of the 
Soo Machine & A uto Co. W ork is to 
commence at once. I t  will be one of 
the finest show room s in Cloverland.

The Scotts Q uarry, located near 
T ro u t Lake, was sold last week to 
the W hite M arble L im estone Co., 
of Manistique.

Max Shoeneman, form er proprietor 
of the Model clothing store here, and 
who left last year for Cleveland, paid 
the Soo a visit last week. He is now 
a resident of Chicago and. a full- 
fledged traveling man. H is m any 
friends are glad to hear of his suc
cess as a K night of the Grip.

The Steam er Elva, of the Arnold 
line, plying between the Soo and De
tour, was put in to  commission again 
last Saturday, after being on the dry 
docks several weeks for repairs.

E verybody’s doing it. Even the 
M ethodists have put on a drive here 
to take care of their indebtedness for 
the next five years.

“No one has placed a lim it on your 
possibilities except yourself.”

“The man who does to-day is al
ways far in the lead of the man who 
prom ised to  do to-m orrow .”

W illiam  G. T apert.

Bottom  Facts From Booming Boyne.
Boyne City, May 20—W . S. Shaw, 

of the Shaw In terests, L td., Chicago, 
has spent several days in the city, 
keeping tab on the tryout of the new 
H eintze tractor. He, as well as sev
eral trac to r men of N ational reputa
tion, express them selves highly pleas
ed with the perform ance of the m a
chine.

The steam er Griffin has this week 
completed a trip  to  Ashland w ith pig 
iron and from  Escanaba with ore f n  
the local furnace.

W illiam Sutton has moved his m ar
ket from  the Zim m erm an building, on 
W ater street, to his old stand on E ast 
Main street. I t  is rum ored th at the 
building will be imm ediately occupied 
by another store. Some of the old 
hands are getting  dizzy try ing  to keep 
track  of the moving vans.

H enry  will be able to recoup some 
of the losses on his war contracts, 
if every town in the country goes 
after the flivers as this town has. W e 
are, of course, pleased th at he will be 
able to  keep out of the poorhouse, but 
we are w ondering if some of the pur
chasers m ight not find some m ore 
profitable investm ent.

U riah W yant has purchased the old 
W . H. W hite Co. store building, on 
Lake street, and will remove his sec
ond-hand stock to that place. W yant 
seems to  have abundant faith in 
Boyne City, as he has become a dis
tinct feature in our real estate  m arket.

Petoskey and Boyne City ate  par
ticularly pleased with the time sched
ule of the night train  South, which 
lays over two hours in Cadillac and 
brings our travelers into Grand Rap
ids two hours late for m orning con
nections. E ast and W est.

T he Boyne City H andle Co. has 
resum ed operations, after a shut down 
since February. W hen Heinie lost his 
nerve so suddenly, handles blew up, 
but milady has to sweep, w ar or no 
war, so handles are handles again.

Maxy.

A. A. Rogers, for m any years trav 
eling representative for the Ball- 
B arnhart-Putnam  Co. and the Judson 
G rocer Company and for seven years 
landlord of the Field H otel, a t Grand 
Ledge, was in town one day last week, 
accompanied by his buxom wife. Mr. 
R ogers now conducts an apartm ent 
house in D etro it and bears every evi
dence of prosperity  and happiness.

M att H eynes has engaged in the 
grocery bus:ness at 1801 Plainfield 
avenue, the W orden Grocer Company 
furnishing the stock.

Salvation Army to Push Canned 
Goods.

T he canners are taking a special 
in terest in the forthcom ing campaign 
of the Salvation A rm y for a $13,000,- 
000 fund because prom inent officials 
of that organization have prom ised to 
link w ith it a strong educational ef
fort in favor of canned foods, which, 
they admit, helped much to  win the 
war.

“Of course,” said a recently re tu rn 
ed Salvation Arm y man, “w ith an im
mense arm y such as the United States 
sent to  France, it was impossible to 
provide the various messes w ith more 
than a modicum of fresh vegetables, 
for instance. A great p art of the 
food on which our arm y fought was 
from cans, and the men enjoyed it 
and thrived on it. All of the canned 
food which the arm y consum ed was, 
as far as I know, of Am erican pro
duction, and it is a tribute to  the can
ning industry of the U nited States 
th a t it was of such rem arkable purity 
and food value. Particularly  did the 
soldiers seem to fancy the preserved 
fruit—canned peaches and the like. 
T his was true also of the soldiers in 
the cantonm ents in the U nited States.

“So im pressed were we by the h igh
ly useful, appetizing and nourishing 
qualities of Am erican canned goods 
that, in our future Hom e Service 
work, for which we will endeavor to 
raise $13,000,000 in our campaign 
which begins on May 19, we will urge 
a more extended use of canned foods 
as sanitary, nutritive, cheap and con
venient.”

Resolutions of Respect.
A t the regular m eeting of D etroit 

Council, held a t the Council cham 
bers, May 17, the following preamble 
and resolutions were unanimously 
adopted!

W hereas—A lm ighty God, the su
prem e counselor of the universe, in 
the exercise of H is divine will, has 
removed from  our m idst our well be
loved friend and brother, Ferdinand 
J. M outier, P ast Grand Counselor of 
Michigan, and a true  and loyal m em 
ber of D etro it Council; therefore, 
be it

Resolved—T h at we, his bro ther 
counselors, here assem bled w ith sor
rowful hearts, bowing our heads in 
complete subm ission to  the  will of 
God, “W ho doeth all th ings well,” 
do hereby express our love, together 
with our hearty  appreciation of his 
m any sterling  qualities. In  the pass
ing of b ro ther M outier, D etro it Coun
cil, together w ith the Grand Council 
of Michigan, have sustained an irre 
parable loss, both personally and of
ficially. H e w as a t all times the same 
courteous, able and loyal gentlem an 
unsparing of both tim e and ability in 
advancing the in terests of our beloved 
ones. H is m em ory will be forever 
fresh and frag ran t in the hearts of 
all who knew him as a counselor and 
friend and a spiritual inspiration to 
ward the noblest ideals of citizenship. 
In  the m ingling of grief, which unite 
all hum an hearts, we, his bro ther 
counselors, wish to  express our h eart
felt and sincere sym pathy to  those 
upon whom  this g reat loss falls m ost 
heavily. Believing, as we do, th a t our 
loss is his E ternal gain, we commit 
him to the loving care and tender 
m ercy of O ur Heavenly Fa ther. And 
be it further

Resolved—T h at the secretary be in
structed to  spread the above resolu
tions upon the records of this Council 
and th a t a copy of the same be en
grossed and sent to  the family of our 
departed bro ther; also th a t a copy be

sent to the Sample Case and Michigan 
Tradesm an for publication.

H arry  Marks,
John M urray,
Stanley J. H itchings.

Two of the large autom atic sprin- 
ler companies are now m aintaining 
their own inspection service. In  a 
sense this changes the nature of their 
business. T hey w ere engaged in m an
ufacturing and merchandising. Now 
they are service companies. P rev
iously they sold sprinkler equipment, 
installed it, collected their pay and 
bade the custom er good bye; they 
were done with him unless he wanted 
repairs. O ften he purchased chiefly 
for the purpose of securing a lower 
fire insurance ra te ; the idea of pro
tecting  his business from loss due to 
closing down on account of fire, see
ing his organization disband and his 
custom ers go elsewhere scarcely en
tered into the transaction. T oo often 
he cared little  w hether his sprinkler 
equipment was in commission or not. 
so long as his fire insurance ra te  cred
its were not affected. Now these 
sprinkler companies impress upon the 
owner the fact th at for a considera
tion they undertake to prevent his 
having a fire loss; th a t he is no t m ere
ly buying m erchandise, but is purchas
ing service. If  it is w orth  while 
spending money to prevent loss, it 
follows th at the device which is to  be 
largely instrum ental in preventing the 
loss is w orthy  of attention. W hen 
owners of risks come to appreciate 
the fact th at the purpose of sprinklers 
is to prevent loss, ra ther than to  re
duce insurance rates, they will have 
a new conception of their own re
sponsibility in relation to  fire preven
tion.

Greenville—The A tlas B attery  Co. 
has purchased a warehouse form erly 
owned by the Greenville Lum ber Co. 
and has moved the building over near 
the A tlas plant and converted the 
building, w ith additions, into a box 
factory. T here has been such a de
mand for boxes for batteries lately 
th a t the A tlas B attery Co. has been 
unable to  get supplies prom pt enough 
to m eet the demand for batteries.

Fenton—Peerless Cement Co., of 
Union City, which recently purchased 
the E gyptian Portland Cement fac
tory, a t this place, will shortly  re-open 
the plant, em ploying about 100 men 
at the start. Repairs are under way. 
I t  is expected that creditors of the 
Egyptian Co. which failed several 
years ago, will eventually receive a 
settlem ent of 27 per cent, of their 
claims.

M arcellus—H erm an L. Chapman 
has m erged his foundry and engine 
works into a  stock company under 
the style of the Chapman Engine 
W orks, w ith an authorized capital 
stock of $13,000, all of which has been 
subscribed and paid in, $2,000 in cash 
and $11,000 in property.

St. Joseph—T he K irschkraft D ra 
peries C orporation has been organiz
ed to m anufacture and sell draperies, 
upholstering fabrics, etc., w ith an au
thorized capital stock of $100,000, of 
which am ount $50,000 has been sub
scribed and $10,000 paid in in cash.
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DRUGS ANI> DRUGGIST’S SUNDRIES

Safe and Sure Stepping Stone to Ad
vancement.

W ritte n  fo r th e  T radesm an .
The clerk’s surest stepping stone 

to  advancem ent is to render himself 
m ore efficient; and an essential to 
g reater efficiency is a thorough 
knowledge of the goods.

Commercial pharm acy nowadays 
involves the handling of a large num
ber of lines which do not come within 
the scope of the pharm acist’s strictly 
professional training. The m an who 
sells drugs would hardly care to  do 
so in u tte r ignorance of their p rob
able effect. H is professional diploma 
is the keynote to  the buyer’s confi
dence in his knowledge. And an equal 
degree of knowledge is required of 
the salesman even when, instead of 
drugs, he is selling any one of the 
num erous side-lines which have come 
to hold so prom inent a place in the 
average drug store.

W hether it be cigars or cameras, 
ebony goods or p roprietary  medicines, 
confectionery or sum m er drinks, the 
salesman who wants to  make a good 
record for himself and to bring  busi
ness to the store m ust learn all there 
is to  know about them. T here is al
ways a fair proportion of custom ers 
who can pick out what they w ant; 
but by far the larger num ber want, 
not “this comb” but merely “a com b’’ 
—and so on down the entire line. 
Their demands are for the general 
article; the clerk m ust help them  to 
select the specific articles which will 
suit them  best.

T his the clerk cannot do unless he 
knows the goods. T o sell effectively, 
he must be well posted as to  differ
ences in quality, m ust be able to 
elucidate the reasons why the 25-cent 
tooth  brush is better value than  the 
9-cent brush, and m ust be able to 
carry the same practical knowledge 
into all the various details of selling. 
T he clerk who knows the difference 
betw een a quality article and a low 
priced article can recom mend the 
form er with authority  and confidence. 
He is able to  back up his recom men
dation with good, substantial reasons. 
And, in selling, it requires, not a hesi
tan t “ I guess” or “I daresay” but 
good, substantial reasons given w ith
out any hesitation whatever.

T o acquire practical knowledge of 
this so rt is a big order. Y et for the 
clerk who is in terested  in the busi
ness it is no t a hard  task. M any clerks 
who find difficulty in in teresting  them 
selves in the picking-up-of-inform a- 
tion process a t the outset, speedily 
discover th a t it becom es second na
ture w ith them  to  store away inform a
tion regarding the goods. T he be
ginner who finds tim e hanging heavy

on his hands can fill in odd m om ents 
by perusing the labels and absorbing 
the inform ation they contain; and 
then he can dig deeper and study the 
advertising literature which accom 
panies m ost shipm ents of the goods. 
This will help in m astering the strong  
selling points of the various lines in 
stock. If the stock includes semi
mechanical appliances, learn how to 
use them. A clerk can always sell 
safety razors m ore readily if he un
derstands ju st how to hold the razor 
and what sort of stroke to  employ; 
and he can always sell cam eras the 
better for knowing how to open and 
close them, load with films or plates, 
develop, print, and handle all the de
tails of am ateur photography.

A t a later stage, it will pay to  visit 
wholesale and m anufacturing centers 
of the drug trade and to study the 
processes there employed. T he man 
who knows how an article o r p repara
tion is m anufactured m ay not unload 
all his inform ation upon each and 
every custom er; but his selling talks 
always seem to carry  m ore conviction 
with them  than do those of the clerk 
who had only a superficial knowledge 
of the goods, or no knowledge a t all.

Acquiring inform ation of this sort 
is a process which, a t first tedious and 
apparently  endless, speedily becomes 
a habit.

I t  speedily ceases to  be tedious for 
the m an who is in terested  in his work 
and w ants to advance. In te re s t m akes 
the hardest w ork easy; enthusiasm  
m akes any w ork a joy. I t  m ay be 
hard to make a beginning a t a new 
task, but persistence gradually m akes 
the burden light, until finally it is 
borne unconsciously. T horough 
knowledge of the stock isn’t to  be 
picked up in a day, but little  by little ; 
and, so acquired, it comes easily, is 
thoroughly assim ilated, and all th a t is 
of value is retained in the  m emory, 
immediately available the in stan t it is 
required.

And such knowledge is essential to 
advancem ent. T he beginner who 
wants to  become a successful pharm a
cist or successful salesman, the  clerk 
who hopes some day to  have a  store 
of his own, m ust invest a share of his 
time in the system atic acquisition of 
knowledge regarding the goods he is 
to  handle. T he m erchant who doesn’t 
know his goods is handicapped in 
buying; the salesm an who doesn’t 
know his goods is handicapped in sell
ing. In  e ither departm ent of re ta il
ing, thorough knowledge is a prim ary 
requisite of success.

T he m erchant who has the best in
terests of his store a t heart will ren
der every assistance to  the clerk who 
show s even the slightest inclination

to pick up inform ation. A great dif
ficulty of presen t day retailing, from 
the m erchant’s point of view, is the 
lack of clerks who are enthusiastically 
in terested  in their work. The m er
chant can do a g reat deal to remedy 
this trouble by helping his clerks 
along. He will find th at a few m in
utes spent each day in discussing sell
ing experiences and selling points with 
his clerks will do a great deal toward 
developing sales efficiency and stim 
ulating interest. He will find, also that 
the trade papers can be used to  ad
vantage both in furnishing inform a
tion and in inculcating enthusiasm .

V ictor Lauriston.

Some persons seem to place more 
value on their grouch than they do 
on the friendship of their neighbors.

Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Design

IC E C R E A M
M ADE IN  GRAN D  RAPIDS

A R C T IC  IC E CREAM  CO. Claude G. Piper, Mgr.

1919— Graduation— 1919
Do not forget that we carry in stock many items 

suitable for June Graduation Gifts, such as—

Toilet Articles
Popular Copyrights 

Perfumery
Leather Novelties 

Traveling Sets

Webers 
Box Candies 

Bibles 
Purses 

Brushes
Handsome Sporting Goods
Graduation Manicure Instruments
Gift Books Fountain Pens

Manicure Sets Kodak Albums
Ivory Mirrors Toilet Waters

White Ivory Sets Cut Glass
Papeteries

We carry a full line of Perfumes, Facial Powders, 
and Toilet Waters in Attractive Boxes.

Hazeltine & Perkins Drug Co.
G r a n d  R a p i d s ,  M i c h i g a n
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The D oughnut Girl of the Salvation 
Army.

W ritten  for th e  T radesm an .
Give honor to whom honor is. due. 

H onor all m en; honor the king.
Many, m any times have these words 

come to my mind in these later years, 
words that may be found—well, I 
don’t know just where, but they were 
in one of the old readers way back 
sixty, years ago.

In my boyish way I wondered why 
we should honor all men. I t  seemed 
as though there  were some who were 
undeserving. Also as to honoring the 
king, the only king th at came to  my 
mind was K ing George the T hird  of 
England who we had not only not 
honored, but had wrested the th irteen  
Am erican colonies from his grasp, 
and m ade a  new nation of them , free 
and independent of anything E u
ropean.

Am ericans did not honor their king 
then. T hey did, however, honor 
George W ashington, who had a k ing
ly crown offered him which he m ag
nanim ously declined.

W e have honored m any men in our 
past history, now and then a woman.

Speaking of giving honor where it 
is due, can we do b e tte r than to  honor 
our American doughnut girl, the Sal
vation A rm y lassie, who braved the 
very heat of battle fire to serve the 
Am erican doughboy, who was fighting 
like mad in the pits and shell-holes 
of No Man’s Land?

Som ething over a score of years 
ago, when the Salvation A rm y squads 
first appeared on the city streets, they 
were m et with jest and laughter by

the unthinking. More than once the 
police interfered to remove a nuisance, 
as they were then regarded.

Time works wonders with nations 
as well as individuals.

Individually, we have come to  re
spect the men and women of the Sal
vation Arm y years before the Nation 
was called upon to  regard  them  in the 
light of an asset in the m akeup of its 
arm ies over seas. Standing before 
a large gathering  of people not long 
ago, a Yankee doughboy, who had 
seen two years of service for Uncle 
Sam, paid a m odest yet glowing tr i
bute to the doughnut girl as one who 
had m et the ordeal of w ar with true 
courage, had heartened the tired sol
dier with her ever pleasant smile and 
her panful of hot doughnuts. And the 
combination, sweets and doughnut 
lassie, came to the fore in the nick 
of time.

“Never again,” said another soldier 
of our expeditionary forces “will I 
smile derisively at the antics of Sal
vation Arm y members, women or 
men. T hey are God’s salt of the 
earth  and my hat goes off, my hand 
to my pocket every time one of these 
comes asking aid.”

I t  will not do to  speak disrespect
fully of the doughnut girl. She has 
made her m ark in the history of her 
country and will go down on its pages 
alongside of the greatest, m ost un
selfish of patriots.

H ats off to the doughnut girl!
Old Timer.

The older a lamb grows the more 
sheepish he becomes.

Grape-Nuts Ice Cream
The New Craze

G rape-N uts Ice Cream  is a dish th a t looks 
like nuts and tastes like nuts, on ly  better. In  
add ition  to  its h igh ly  delicious flavor, ice 
cream  made w ith  grape-nuts has a doubled 
food value.

E verybody , ch ild ren  as w ell as grow nups, 
like it.

I t  should be handled by ev ery  drug store, 
confectionery  store, cafe, ho te l and th e  places 
w h ich  sell soft d rinks.

PIPER ICE CREAM CO.
408-10 E. S outh  S treet

Kalamazoo Michigan

WHOLESALE DRUG PRICE CURRENT
Prie«« quoted are nominal, baaed on market the day ot issue.

Acida
B oric (Pow d.) . .  18© 26
Boric (X ta l) . . . .  18© 2b
C arbolic .......... . .  21© 25
C itric  ................ 1 20® 1 30
M uriatic  ............ . 3%© 5
N itric  ................... . .  10© 15
O xalic ................ . .  58© 60
Sulphuric .......... . 3%@ 6
T a rta r ic  .......... 1 12® 1 20

Am m onia
W ate r , 26 deg. . .  10® 20 
W ater , 18 deg. . .  9%© 18 
W ater , 14 deg. . .  9© 17
C arbonate  ..............  19 0  26
Chloride (G ran .) 17% @ 25

B alsam a
C opaiba ............. 1 20©1 40
F ir  (C anada) . .  1 76©2 00 
F ir  (O regon) . . . .  50© 76
P e ru  ..................  4 75©5 00
Tolu ....................  2 00@2 25

B arke
C assia  (o rd inary ) 40© 46 
C assia  (S aigon) 90© 1 00 
S a ssa fra s  (pow. 55c) @ 50 
Soap C u t (pow d.)

35c ....................... 26© 80
B erries

Cubeb ................... 1 75® 1 80
F ish  ............................... 1 00
Ju n ip e r ................... 10© 18
P rick ley  A sh . . . .  © 30

E x tra c ts
L icorice ................  60© 65
Licorice powd. . .  1 25©1 50 

F low ers
A rn ica  ................. 1 20® 1 25
C ham 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 45® 50 
Aloe3 (B arb . Pow ) 30© 40 
Aloes (Cape Pow .) 80© 85 
Aloes (Soc Pow ) 1 40@1 50
A safoe tida  ............  ©6 50

Pow .........................  ©6 75
C am phor ........... 3 20® 3 30
G uaiac ................... ©2 15
G uaiac, pow dered @2 25
Kino ......................  © 86
Kino, pow dered . .  ©1 00
M yrrh  ..................... ©1 40
M yrrh, Pow ...........  @1 60
O pium  ............  20 00@20 50
Opium, powd. 27 00© 28 00 
Opium, g ran . 27 00@28 00
Shellac ....................  75® 85
Shellac, B leached 80® 90 
T rag a c a n th  . . . .  4 25©4 50 
T rag a c a n th  pow der @4 00 
T u rp en tin e  ............  15® 25

Insecticides
A rsenic ....................  15® 20
Blue V itriol, bbl. @09% 
Blue V itriol, less 10%@15 
B ordeaux M ix D ry  23® 38 
H ellebore, W hite

pow dered ............  38© 46
In sec t P ow der . .  45© 70 
Lead, A rsen a te  P o  32® 48 
L im e and  Sulphur 

Solution, gaL . .  20© S6 
P a r is  G reen  ...........46© 62

Ice Cream
P ip er Ice C ream  Co., 

K alam azoo
Bulk, V anilla  ............... 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
Bulk, T u tti  F ru lt i  . .  1.20
Brick, V a n i l l a ...............1 20
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  an y  com bina tion  1 60 

L eave*
B uchu ................... ©3 00
B uchu, pow dered ©3 25
Sage, bulk  ........... 6 7 0  70
Sage, % loose .. . .7 2 ©  78 
Sage, pow dered . .  66© 60 
Senna, A lex . . . .  1 40@1 60 
Sienna, Tinn. . . . .  30© 35 
Senna, T inn. pow. 35© 40
U va U rsi ..............  25® 30

Oils
Alm onds, B itte r,

tru e  ..............  18 60©18 76
Alm onds, B itte r,

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

tru e  ................. 3 50@3 75
A lm onds, Sw eet,

Im ita tion  ......... 75@1 00
Am ber, c rude . .  4 00@4 25 
Am ber, rectified  6 50@5 75
A nise ................... 2 50@2 75
B ergam on t . . . .  9 00®9 25
C ajepu t ................ 1 75©2 00
C assia  ................  4 5004  75
C asto r ................... 2 60@2 80
C edar L ea f ___  1 7502 00
C itronella  ..............  90© 1 20
Cloves ..............  2 75@3 00
C bcoanut ........... 40© 60
Cod L i v e r ...........6 60©5 76
C roton  ................. 2 00©2 26

C otton  Seed . . . .  2 05@2 20
E igeron ..............  6 50@6 75
Cubebs ........... 11 60® 11 75
E igeron  ..............  7 60@7 75
E uca lyp tus  . . . .  1 25@1 35 
H em lock, pu re  2 00© 2 25 
Ju n ip e r  B erries  16 00©16 25 
Ju n ip e r  W ood . .  3 00©3 25 
L ard , e x tra  . . . .  1 80® 2 00 
Lfltrd. No. 1 . . . .  1 50@1 70 
L avender, Flow . 9 00@9 25 
L avender, G ar’n  1 50©1 75
Lem on ................  2 25@2 60
Linseed, boiled, bbl. @1 78 
L inseed, bid le ss  1 88® 1 95 
L inseed, raw , bbl. @1 76 
L inseed  raw  less 1 86 @1 95 
M ustard , tru e , oz. ©2 95 
M ustard , artifil, oz. ©1 60
N eatsfoo t ..........  1 35@1 55
Olive, pu re  . . . .  4 00@7 50 
Olive. M alaga,

yellow  ............. 3 76® 4 00
Olive, M alaga,

g reen  ..............  3 75@4 00
O range, Sw eet . .  4 00@4 25 
O riganum , pure  ©2 50 
O riganum , com ’l © 75 
P ennyroyal . . . .  2 60@2 76 
P ep p erm in t . .  12 00® 12 20 
Rose, p u re  . . .  38 00®40 00 
R osem ary  Flow s 2 00@2 25 
Sandalw ood, BL

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 ansy  ................  5 50@5 75
T a r, U SP ..............  45© 60
T urpen tine , bbls. @ 91 
T urpen tine, less 96® 1 05 
W in te rg reen , tr .

10 00@10 25 
W in tergreen , sw eet

b irch  ..............  7 50@7 75
W in terg reen , a r t  80@1 00
W orm seed ......... 6 50@6 75
W orm w ood . . . .  7 60®7 76 

P o tassium
B icarbonate  ........... 75@1 00
B ichrom ate  . . . .  47%@ 55
B rom ide ............... 70® 76
C arbonate  ............. 1 00©1 10
C hlorate, g ra n ’r  70® 75 
C hlorate, x ta l  or

pow d...................... 45® 50
Cyanide ..............  32% @ 50
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 76
Blood, pow dered 1 10® 1 20
C alam us ................. 60@2 50
E lecam pane, pwd. 22© 25
G entian , powd. 25® 30
Ginger, A frican,

pow dered ..........  25© 80
Ginger, J am a ic a  35© 40 
G inger, Jam aica ,

pow dered ..........  32© 86
Goldenseal, pow. 8 00©8 20 
Ipecac, powd. . .  5 00 @5 50
Licorice ................  45® 50
Licorice, powd. 40® 50
O rris, pow dered 40© 45
Poke, pow dered 20© 25
R hubarb  ..............  @2 00
R hubarb , powd. 2 00@2 25
Rosinw eed, powd. 25© 80 
S arsaparilla , H ond.

g r o u n d .................1 25©1 40
S arsap arilla  M exican.
. g round  ............... 75© 80
Squills ..................... 35© 40
Squills, pow dered 60® 70 
Tum eric, powd. 25® 30
V alerian , powd. . .  ©2 00

Seeds
A nise ..................... 42© 46
A nise, pow dered 47© 60
Bird, I s  ................... 18© 19
C anary  ................... 28© 85
C araw ay, Po . .80 70® 76
C ardam on ......... 1 80@2 00
Celery, powd. 1.00 90©1 00
C oriander powd .30 22% @25
D ill ......................... 30© 85
Fennell ............... 1 0001  20
F la x  ......................  10© 16
Flax , g round  . . . .  10® 16 
Foenugreek  pow. 22© 30
H em p ................... 11%® 15
L obelia ..................  70® 75
M ustard , yellow . .  45® 50
M ustard , b lack  . .  30® 85
Poppy ..................  @1 00
Q uince ..............  1 60@l 76
R ape  ......................  16® 20
S abad illa  ............. © 36
Sabadilla , powd. 30® 35
Sunflow er ..............  22® 30
W orm  A m erican  . .  © 25
W orm  L ev an t . .  1 65® 1 75 

T inctu res
A c o n i te ..................  ©1 70
Aloes ................... @1 20
A rnica  ..................  ©1 50
A safoe tida  ..........  @3 90
B elladonna ......... @1 40
B enzoin ..............  @ 180
B enzoin Compo’d  ©8 00
B uchu ................... ©8 70
C an th arad ies  . . .  ©S 80

C apsicum  ................ ©1 95
C ardam on ...............  ©1 50
C ardam on, Comp. @1 35
C atechu  .................... @1 60
C inchona .................  @1 80
Colchicum  ...............  ©2 40
Cubebs .......................  ©2 60
D ig ita lis  ...................  ©1 60
G en tian  ..............  @1 20
G inger .......................  @1 60
G uaiac ................. @2 65
Guaiac, A m m on. @2 40
Iodine .......................  ©1 50
iodine, Colorless @2 00
Iron, clo...............  @1 45
K ino ....................  @1 35
M yrrh  ................. @2 25
N ux V om ica . . . .  @1 95
Opium ................  @8 00
Opium, Cam ph. @1 50
Opium, D eodorz’d @8 00
R hubarb  ..............  @1 80

P a in ts
Lead, red  d ry  . . . .  13©13% 
Lead, w h ite  d ry  13@1S% 
Lead, w hite  oil . .  13® 13%
Ochre, yellow bbl. @ 2
Ochre, yellow less 2%@ 5
P u tty  ................... 4%@ 7
R ed V enet’n  Am. 2%@ 5
R ed V en et’n  E ng. 3® 6
V erm illion, A m er. 25® 30
W hiting , bbl............... @ 2%
W hiting  ..............  3%@ 6
L. H. P . P rep . 3 00@3 25

M iscellaneous
A cetanalid  ............  65® 75
Alum ......................  17© 20
Alum, pow dered and

ground  ..............  18© 21
B ism uth , Subni

t r a te  ............... 4 00© 4 10
B orax  x ta l or

pow dered .........   10® 16
C an tharades  po 2 00® 6 50
Calom el ............... 2 20@2 30
C apsicum  ..............  38® 45
C arm ine ............  6 50@7 00
C assia B uds ......... 50© 60
Cloves ................... 57© 65
C halk P rep a red  . .  12© 16
Chalk P rec ip ita ted  12® 15
Chloroform  ..........  53® 60
C hloral H y d ra te  1 80©2 00
Cocaine ........... 12 30® 12 85
Cocoa B u t t e r ........ 65© 75
Corks, list, less 50%
Copperas, bbls...........© 2%
Coppera3, less . .  3% © 8
C opperas, powd. 4%@ 10 
Corrosive Sublm  2 00® 2 10 
C ream  T a r ta r  . . . .  65® 75
C uttlebone ........  95© 1 00
D ex trine  ............  8® 15
D over's P ow der 5 75@6 ou 
E m ery , All Nos. 10© 15
E m ery , Pow dered  8® 10 
Epsom  Salts, bbls. @ 3%  
Epsom  Salts, less 5© 10
E rg o t ..........................  @4 00
E rg o t, pow dered @4 00
F lake  W hite  ___  15® 20
Form aldehyde, lb. 27® 30
G elatine  ..........  1 76@1 90
G lassw are, fu ll case  68% 
G lassw are, less 50% 
G lauber Salts, bbl. © 3
G lauber S a lts  less 4® 8
Glue, B row n ............25© ' 35
Glue, B row n Grd. 20® 30
Glue. W hite  . . . .  30© 85
Glue. W hite  Grd. 30© 35
Glycerine ..............  26® 40
H ops ........................  65® 75
Iodine ..................  6 60©5 90
Iodoform  ........... 6 59@6 74
Lead, A ceta te  . . .  25© 80 
Lycopdium  . . . .  2 00@2 25
M ace ......................  85® 90
Mace, pow dered 96@1 00
M enthol ............  8 00® 8 20
M orphine ___  14 30©15 00
N ux V om ica ......... © 80
N ux Vomica, pow. 28© 86 
P epper b lack  pow. 53© 66
Pepper, w h ite  ......... © 60
P itch , B urgundy  © 16
Q uassia  ..................  12® 15
Q uinine ..............  1 09@1 59
Rochelle S a lts  . .  55® 60
Saccharine ........  @ 52
S a lt P e te r  ............  25® 35
Seid litz  M ix tu re .. 43© 50
Soap, g r e e n ........... 20© 80
Soap m o tt c as tile  22%© 25 
Soap, w hite  cas tile

case  ......................  ©26 00
Soap, w hite  castile

less, pe r b a r ..........  ©2 66
Soda A sh ............  4%@ 10
Soda B icarbonate  S%© 10
Soda, S a l .....................3© 6
S p irits  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©1 10
T urpen tine, Ven. 50@6 00 
V anilla  Bx. pure  1 50©2 00 
W itch  H azel . . .  1 S6©1 76 
Zinc S u lpha te  . . . .  10© 16
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GROCERY PR IC E  C U R R E N T
These quotations are carefully corrected weekly, within six houra of mailing, 

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

ADVANCED DECLINED
Mazóla
O lives
Som e Starch

A M M O N IA  
A rc tic  Brand

12 oz. 16c, 2 doz. box 2 80
16 oz. 25c. 1 doz. box 1 75
32 oz., 40c. 1 doz. box 2 85

A X L E  G R E A S E  
M ica, 25 lb. pail . . . .  1 60 

B A K E D  B E A N S
No. 1, per doz . 1 35
No. 2, p e r doz . 2 00
No. 3, per doz. . 3 15

B A K E D  G O O D S  
Loose -W ile s B rands

K rispy  C rackers  ..........  18
L. W . Soda C rackers  . .  17 
L. W. B u tte r  C rackers  17
G raham  C rackers ......... 18
F ig  Snl B ar ................... 18
L. W. G inger Snaps . . . .  17
H oney G irl P la in  ..........  23
H oney G irl Iced ........... 24
Coconut Taffy ..............  27
V anilla  W afer ................  35

S ubjec t to  q u a n tity  d is 
count.

B A T H  B R IC K
E ng lish  ............................... 95

B L U IN G
Jenn ings’

Condensed P e a rl B luing 
Sm all, 3 doz. box . . . .  2 55
B arge, 2 doz. box -------2 70

B R E A K F A S T  F O O D S  
Cracked W heat, 24-2 4 60
C ream  of W h ea t . . . .  7 60 
P illsbu ry 's  B est C er’l 2 60 
Q uaker Puffed Rice . .  4 36 
Q uaker Puffed W h ea t 4 85 
Q uaker B rk fs t B iscu it 1 90 
Q uaker Corn F lakes  . .  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 80 
R alston Food, sm all . .  2 30 
Saxon W heat Food . 4 80
Shred  W h ea t B iscu it 4 60
T riscu lt, 1 8 .......................2 26

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

Ind iv idual ..............  2 00
(Crumbles ......................  4 20
[Crumbles, Indv ...........  2 00
Biscuit ............................  2 00
D rlnket ........................  2 60
P e a n u t B u tte r  ..........  8 66
B ran  ................................  3 60

BROOMS
F an cy  P a rlo r, 26 lb. 9 00 
Parlo r, 6 S tring , 25 lb. 8 76 
S tan d ard  P a rlo r, 23 lb. 8 60
Common, 23 lb.............. 8 00
Special, 23 lb .................. 7 26
W arehouse, 23 lb. . .  10 00

Corn
F a ir  ................................... 1 85
Good ..............................  2 15
F ancy  ..............................  2 30

Hominy
S tan d ard  ......................  1 26

Lobster
% lb................................... 2 10
% lb...................................  3 35
Picnic F la t  ................... 3 75

Mackerel
M ustard , 1 lb.................. 1 80
M ustard , 2 lb ..................2 80
Soused, 1% lb................  1 60
Soused, 2 lb....................  2 76

M ushroom s
B uttons. %s ............... @30
B uttons, Is  ................... @50
H otels, I s  ..................... @44

Plume
P lum s ................... 2 60@8 00

P ea rs  In Syrup 
No. 3 can  pe rdz. 3 25@3 76

peas
M arrow fat ......... 1 7501 85
E arly  Ju n e  . . . .  1 9002 xO 
E arly  J u n e  a lftd  2 1502 80

Peaches
P ie  .................................
No. 10 size can  pie @6 00

Pineapple
G rated , No. 2 ............... 2 86
Sliced No. 2 E x tra  . .  2 90

P um pkin
Good .........................1 .. • 1 30
F an cy  .............................. 1 6 6
No. 10 .................................4 60

Raspberries
No. 2, B lack Syrup  . .  8 00 
No. 10, B lack ............. 12 60
No. 2, R ed P rese rv ed
No. 10, Red, W a te r  . .  14 00 

Salmon
W arrens, 1 lb. T all . .  8 65 
W arren s, 1 lb. F la t  . .  8 76
Red A laska  ....................  2 86
M ed. R ed A laska  . . . .  2 60 
P in k  A laska  ................  2 20

Sardines
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 . . . .  16018 
P ortuguese , %s . . . .  30035

Sauer K raut
No. 3, c an s  ....................  1 46
No. 10, c an 3 ............

Shrimps
D unbar, I s  doz. .......... 1 90
D unbar, l% s  d o a  . . . .  8 40

BRUSHES
Scrub

Solid B ack, 8 in. . .  
Solid B ack, 11 In. . ,  
P o in ted  E n d s ........

1 50 
. .  1 76 
. .  1 26

No. 9 .. 
No. ft ..

Stove
. .  1 90 
. .  1 99

Mo. 1 . .  S 99

No. 1 ..
Shoe

. . I N
N o  1 . .  1 89
n o . a . . . .  1 79

i. * ................... .
BUTTER COLOR

Dandelion, 26c size . . 2 99
CANDLES

Paraffine, 6 s .................. 16
Paraffine, 12s .............. 16
W ic k in g ........................... 40

CANNED GOODS
Apples

8 lb. S ta n d a rd s  . . . .  @1 46 
No. 10 ..................... @5 00

Blackberries
2 lb ....................................
S tan d a rd  No. 10 . .  ..12  60

B eans
B aked  ................. 1 2503 26
R ed K idney . . . .  1 2501  26
S tr in g  ................... 1 9002  60
W ax  ................... 1 2002 6«

Strawberries
S tan d a rd  ...................... 2 60
F ancy  ............................ 2 90

Tomatoes
No. 2 .............................. . 1 45
No. 3 .............................. . 1 80
No. 10 ............................ . 6 76

CATSUP
v a n  C am p’s, V* p in ts  1 80
V an Cam p’s  p in ts  . . . . 2 70

CHEESE
P eerle ss  .................. @37
B rick  ...................... @33

CHEWING GUM
A dam s B lack  Ja c k  . . . . 7 0
B eem an 's P epsin  . . . . . .  70
B eechnut ..................... . . .  76
D oublem int ................ . . .  70
F lag  Spruce ................ . . .  70
Ju icy  F ru it  ................ . . . 7 0
S pearm in t, W rig leys . .  70
Y ucatan  ...................... . . .  79
Zeno ....................   70

CHO CO LATB  
W alte r B aker & Co.

G erm an’s  Sw eet ...........
P rem ium  ..................  26
C aracas  ............................. 28

W alte r  M. Downey Co.
P rem ium , Ms .................  26
P rem ium , % i ................ 26

C IG A R S
B lueberries

B tandard  .....................  0
No. 1 0 .....................011 60

Clam  Bouillon 
B u rn h am ’s  % pL . . . .  2 26
Burnham ’s  pita . . . . . .  I  IK
B u rn h am ’s  q t a  . . . . . .  T 60

P e te r  D orn bos B rands 
Dornbos Single B ndr. 48 00 
D orn bog P erfec to  . .  42 60 
V an D am , 5o . . . . . . .  87 60
V an  D am , 6 c ..............  42 60
V an  D am , 7 c ............... 60 00
V an D am , 10c ...........T9 99

National Grocer Co. B rand s
A ntonella  C igar3, 50

foil ............................  37 50
A ntonella C igars, 100

foil ............................  37 50
A ntonelia  C igars, 26

t i n s ............................ 37 50
El R ajah , D ip lom át

icas, 100s ....................7 00
E l R ajah , corona, 50

p er 100 .................. 7 76
E l R ajah , E p icure, 50

p er 1000 ................74 00
E l R ajah , E picure, 25,

pe r 100 .................  8 30
El R ajah , A rk , 50,

per 100 .................. 7 30
E l R ajah , P res id en t,

50, p e r 100 ................. 10 00
Cdin, M onarch, 60,

wood, pe r 100 . . . .  5 00
Odin, M onarch, 25 tin  5 00 
M ungo P a rk , 2500 lo ts 67 20 
M ungo P a rk , 1000 lo ts  68 87 
M ungo P ark , 500 lo ts  70 56 
M ungo P ark , less th a n

500 ........................... 73 00
M ungo P a rk , 25 wood 73 00

Johnson  C igar Co. B rands  
D u tch  M aste rs  Club 87 60 
D utch  M aste rs  B anq. 87 50 
D utch  M as te rs  Inv . 87 60 
D u tch  M aste rs  P an . 76 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 a y  ....................... 43 00
D utch  M aste rs  Six 60 00 
D utch  M aste rs  H and

M ade ........................... 48 00
D utch  M aste rs  B aby

G rand  ......................... 43 00
L ittle  D utch  M aste rs  36 60 
S. C. W . new size . .36 60 
D utch  M aste rs  S ec

onds, new  size . . . .  43 00

W orden G rocer Co. B rands
B oston  S tra ig h t . . . .  45 00 
T ran s  M ichigan . . . .  46 00
C ourt R oyal ..............  60 00
H exam eter's  C ham 

pion ............................. 48 00
Iroquois ....................... 47 00
Qu&lex ........................... 48 00
L a  Q u a la t in c ia ........... 73 00
W orden 's H an d  M ade 87 50
B. L .................................  45 00
R oyal M ajor ............... 47 00
L a  V alla R o s a ........... 88 00
L a  V alla  R osa, K ids 47 00
V alla G rande  ............. 49 00
K uppenheim er, No. 2 45 00 
F ir s t  N a tio n a l ........... 33 00

CLOTHE8 LINE
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  I  00
No. 80 T w isted  C otton  8 26
No. 50 B ra ided  C otton  2 50
No. 60 B ra ided  C otton  9 00
No. 80 B ra ided  C otton  8 50
No. 60 S ash  Cord . . . . 2 40
No. 60 S ash  Cord . . . . 4 90
No. 60 J u te  ................... 1 76
No. 72 J u te  ................. 2 00
No. 60 s i s a l ................... 1 96

G alvanized W ire
No. 20, each  lOOfL long 1 99
No. 19, each  100ft. long 2 10
No. 20. each  lOOfL long 1 99
No. 19, each  lOOfL long 2 19

COCOA
B ak er's  ............................ ,. 29
B unte, 10c size .......... . .  88
B unte, % lb. ................. 2 20
B unte, 1 lb..................... 4 90
Cleveland ...................... . 41
Colonial, %s ................ .. .  86
Colonial, % s ................ . .  28
Epps ................................ .. .  42
H ersh ey 's  %s .............. . .  22
H ersh ey ’s  %s ........ .. . .  SO
H uyler .............................. . .  29
Lowney, % s .................. . .  88
Lowney, %s .................. . .  87
Lowney, %s ............... .. 87
Lowney, 5 lb. cans ..,. .  87
V an H outen , %s ....... . .  12
V an H outen , % s ........ . .  18
V an H outen , % s . . . . . . . .  86
Van H outen . l s ........... . .  66
W an -E ta  ........................ . 86
W ebb ................................. .  88
W llbur, % s ................... . .  88
W llbur. %s ................... . .  99

COCOANUT
%s, 5 lb. case  ............... 88
%s, 5 lb. case  ............... 87
%s, 15 lb. case  ............. 36
%s, 16 lb. case  ............. 35
%s & %s, 15 lb. case  25%
6 and  12c pails ..........  4 85
Bulk, pails  ..................... 28
Bulk, b a rre ls  ................... 25
70 8c pkgs., p e r case  4 25 
70 4 oz. pkgs., p e r case  4 80 
B akers C anned, doz. 1 20

C O F F E E S  R O A S T E D
Rio

Com m on ....................... 27%
F a ir  ................................. 28%
Choice ............................. 29%
F an cy  ............................. 30%

San to *
Common ........................  32
F h tr  ............................... 33
Choice ........................... 34
F an cy  ............................. 35
P eab erry  ......................  34

M aracaibo
F a ir  ................................  36
Choice ............................. 38

Mexlcan
Choice ............................  36
F an cy  ............................  38

G uatem ala
F a ir  ................................. 38
F an cy  ............................. 40

Java
P riv a te  G row th  ........... 43
M andling ....................... 45
A nkola ........................... 45

Chocolates Palls
Assorted  Choc............... 32
A m azon C aram els . . . . 30
Cham pion ...................... 28
Choc. Chips, E u reka 35
K londike C hocolates 35
N abobs .......................... 35
N ibble S ticks, box ..2 25
N u t W afers  .................. 35
Ocoro Choc. Caram els 34
P e a n u t C lusters  .......... 40
Q u in te tte  ...................... 32
R egina ............................ 27

Pop Corn  Goods
C rack e r-Jack  P rize  . . 6 00
Checkers P rize  .......... 5 00

Cough D rops
Boxes

P u tn am  M enthol . . . . 1 60
S m ith  B ro s ............... 1 50

COOKING COMPOUNDS 
Crlsoo

36 1 lb. cans ............ 10 35
24 1% lb. cans  .......... 10 35
6 6 lb. cans  ................ 10 35
4 9 lb. cans ............ 10 36

Mszola
P in ts , tin , 2 doz. . . . . 8 25
Q uarts , tin , 1 doz. . . 7 75
% gal. tins , 1 doz. . . 14
Gal. tin s , % doz.......... 14 30
5 Gal. tin s , 1-6 doz. 21 50

C R E A M  T A R T A R
B arre ls  o r  D rum s . . 78
Boxes ............................ 80

ORIEO FRUITS 
Apples

H ooks— K lrb y
Size 1-12, p e r 1,000 ___  84
Size 1 - 0, p e r 1,000 . . . .  96 
Size 2-0, pe r 1,000 . .  1 15
Size. 3-0, p e r 1,000 . .  1 32
Size 4-0, p e r 1,000 . .  1 65
Size 5-0, p e r 1,000 . .  1 95

S in kers
No. 1. pe r gross ........... 65
No. 2. pe r g ros3 ........... 72
No. 3. pe r gross ........... 85
No. 4, per g ross . . . .  1 10
No. 5, pe r gross . . . .  1 45
No. 6. p e r gross . . . .  1 85
No. 7. p e r g ro ss  . . . .  2 30
No. 8, p e r g ross . . . .  3 35
No. 9, per g ross . . . .  4 65

F L A V O R IN G  E X T R A C T S  
Jenn ings D  C  B rand 

P u re  V anila 
Terpeneless 
Pure Lemon

P e r Doz
7 D ram  16 C e n t ........... 1 26
1% O unce 20 C ent . .  1 80 
2 Ounce, 35 C en t . . . .  3 70 
2% Ounce 35 C ent . .  2 85 
2% O unce 45 C ent . .  8 10 
4 Ounce 55 C ent . . . .  6 30
8 O unce 90 C ent . . . .  8 60 
7 D ram  A ssorted  . . . .  1 25 
1 % Ounce A ssorted  . .  2 00

Moore’s O U Brand
P e r Doz.

1 oz. V anilla 15 C ent 1 25 
1% oz. Vanilla 25 C ent 2 00 
3 oz. V anilla  35 C ent 3 00 
1 oz. Lem on 15 C ent 1 26 
1% oz. Lemon 26 C ent 2 00 
3 oz. Lem on 36 C ent 3 00

FLOUR AND FEED

San  Sa lvador
Good .................. 36

Mocha
S hort B ean  ................... 60
Long B ean  ..................  50

Bogota
F a ir  .................................
F ancy  .................. 45

Package  Coffee
N ew  Y ork B asis  

A rbuckle ..................... 32 00

M c La u gh lin ’s  X X X X  
M cL aughlin’s  X X X X  p ack 
ag e  coffee is sold to  re ta il
e rs  only. M ail a ll o rde rs  
d ire c t to  W . F . M cL augh
lin  & Co., Chicago.

E xtracts
H olland, % g ro ss  bxs. 1 30
Felix , % g ro ss  ........... 1 15
H um m el’s  foil, % gro . 86 
H um m el’s  tin , % gro. 1 43

C O N D E N S E D  M I L K  
C arnation , Tall, 4 doz. 6 60 
C arnation , B aby, 8 doz. 5 95
P e t, T all ....................... 6 35
P e t, B aby ....................... 4 30
V an Cam p, T all .......  6 25
V an Cam p, B aby . . . .  4 3 0

E vap 'ed , Choice, blk @17 
E vap ’d F an cy  b lk . . @

A pricots
C aliforn ia  .................... @23

Citron
C aliforn ia  ...................... @45

C u rran ts
Im ported , l  lb. pkg. .. 
Im ported , bulk ............ .

P eaches
M uirs—Choice, 25 lb. ., 
M uirs—F ancy , 25 lb. .,

.19
F ancy , 48 11 oz. pkgs. 6 60

Peel
Lem on, A m erican  . . . . . . .  SO
O range, A m erican  . . . . 32

Raisins
C luster, 20 ca rto n s  . . .  
Loose M uscatels, 4 Cr. 
Loose M uscatels, 8 Cr. 11 
L. M. Seeded 1 lb. 18018%

su-iuu 25 lb. boxes ..@ 12 
80- 90 26 lb. boxes . .
70- 80 26 lb. boxes ..@ 16: 
60- 70 26 lb. boxes . .  @17’ 
50- 60 25 lb. boxes ..@18- 
40- 50 26 lb. boxes . .
30- 40 25 lb. boxes ..@ 19’

Valley C ity M illing Co
Lily W hite  ..................  13 90
G raham  25 lb. p e r cw t. 6 00 
R ow ena Bolted Meal.

25 lbs., p e r cw t..........6 50
Golden G ranu la ted  Meal.

26 lbs., p e r cw t..........4 80
R ow ena P an cak e  6 lb.

p e r cw t..................... ..  6 20
R ow ena B uckw heat

Com pound ................. 6 20
Row ena Corn Flour,

W atson  H igg ins M illing 
Co.

. N ew  P erfec tion , % s . .  14 35
W orden G rocer Co. 

Q uaker, % s p ap er . .  11 76

K ansas H ard  W heat 
W orden G rocer Co. 

100%.
A m erican  Eagle, %s 13 80 
A m erican  E ag le , % s 13 60 
A m erican  Eagle , %3 13 60

Spring W heat 
W orden G rocer Co. 

100% .
W ingold, %s F ey  P a t  11 85 
W ingold, %3 P a p e r  14 00 
W ingold, %s P a p e r  13 80

FARINACEOUS GOODS 
Beene

C alifo rn ia  L im as . . . .  10 
Med. H an d  P icked  . .  9 
B row n, H o l la n d ...........

Meal
Bolted ............................. 4 60
Golden G ranu la ted  . .  4 8u

W heat
MILK COMPOUND

H ebe, T all, 6 doz.......... 6 00
H ebe, B aby, 8 doz. . .  4 75

CONFECTIONERY
Stick  Candy P a lls

H orehound  ................. . 26
S ta n d a rd  ..................... . 25

Jum bo  ...........................
C ases 

. 26

Mixed C andy 

B roken .........................
P a lls  

. 26
C u t L oaf .................... .. 26
G rocers ......................... . 20
K in d e rg a rten  ............ . 29
L ead e r ....................... . 26
N ovelty  ........................ ,. 26
P rem io  C ream s ........ . 85
R oyal ............................. . 24
X  L  O .......................... ,. 22

Farina
25 1 lb. packages . . . .  2 65
Bulk, p e r 100 lbs..........

Original Holland Rusk 
P ack ed  12 ro lls  to  co n ta in er 
8 co n ta in ers  (36) ro lls 4 32 

Hominy
Pearl, 100 lb. sack  . . . .  6% 

Macaroni
Dom estic, 10 lb. box ..1  10 
Dom estic, broken  bbls. 8% 
S k inner’s  24s, case  1 87%

Pearl Barley
C heater ........................... 4 65
P o r t a g e .............................

P eas
G reen, W isconsin, lb. 8
Split, lb ...............................  8

Sago
E a s t In a la  ....................... 15
G orm an, sacks  ............... 19
G erm an, broken pkg.

R ed . . ............................... 2 60
W h ite  ............................... 2 58

Oats
M ichigan C a r lo t s ........... 74
L ess th a n  carlo ts  ........  78

Corn
C arlo ts  ........................... 1 85
L ess th a n  ca rlo ts  . . . .  1 87

Hay
C arlo ts ........................... 38 40
L ess  th a n  ca rlo ts  . . .  40 42

Feed
S tree t C ar F eed  . . . .  68 00 
No. Corn & O at Fd . 68 00
C racked Corn ............... 71 00
C oarse  Corn M eal . . .  71 00

FRUIT JARS

Specialties Pails
A uto  K isses (b ask e ts) 26
B onnie B u tte r  B ite s . . 32
B u tte r  C ream  Corn . . 32
C aram el Bon Bone . . 32
C aram el C roquettes  . . 30
C ocoanut W affles . . . . 28
Ooffy Toffy ................... 20
Fudge, W alnu t ........... 82
Fudge, Choc. P e a n u t 28
C ham pion Gum  D rops 25
R asp b erry  Gum D rops 26
Iced O range Jellies  . . 27
Ita lian  Bon Bona . . . . 27
AA Licorice D rops 

5 lb. box ................... t  29
Lozenges, P ep .............. 29
Lozenges, P in k  ......... 29
M anchus ....................... 27
M olasses K isses, 

B ask e ts  ................... 29
N u t B u tte r  PuffM . . . 99

Taplooa
Flake, too lb. sacks  . .  16 
P earl. 100 lb. sacks  . .  16% 
M inute, S u b s titu te , 8 

oz., 8 doz....................I  99

F IS H IN G  T A C K L E  
Cotton L ines

No. 2, 15 fee t ............. 1 45
No. 3, 15 fee t ............  1 70
No. 4. 15 fee t ............. 1 85
No. 5, 15 fe e t ............. 2 15
No. 6, 15 fe e t ............. 2 45

Linen Lines
Sm all, p e r 100 y a rd s  6 65 
M edium , p e r  100 y a rd s  7 25 
L arge, p e r 100 y a rd s  9 00

F loats
No. 1%, p e r  gross . .  1 50 
No. 2, p e r g ross . . . .  1 75 
No. 2%, p e r  gross . . . .  2 26

M ason, p ts ., p e r gro. 7 60 
M ason, q ta ., p e r gro. 8 00 
M ason, % gal. p e r  g r. 10 36 
M ason, c an  tops, gro. 2 80

GELATINE
Cox’s, 1 doz. la rge  . . .  1 49 
Cox's, 1 doz. sm all . .  90
K nox’s  S parkling , doz. 1 90 
K nox’s  A cldu’d  4am  . .  S 99
M inute, 1 doz...............  l  89
M inute, 8 doz. ........... 8 76
N elson’s  ....................... 1 50
O xford ........................... 76
Plym outh  Rock, Phos. 1 99 
P lym outh  Rock, P la in  l  69 
W aukesha  ..................... 1 99

HERBE
Sage ...................................
H ops ...................................
L au re l L oaves ...........
Bona» Leaves ...............

15
19
*9
0
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HIOE8 AND PELTS 
Hides

Green. No. 1 ..................22
Green. No. 2 ................. 21
Cured. No. 1 ............... 24
Cured. No. 2 ............... 23
C alfskin, green , No. 1 45
Calfskin, green, No. 2 43%
C alfskin, cured, No. 1 48
C alfskin, cured, No. 2 46%
H orse. No. 1 .............. 9 00
H orse, No. 2 ............... 8 00

Pelts
Old W ool ................  75@2 00
L am bs ................... 50@1 00
Shearlings ........... 50@1 00

Tallow
P rim e  ......................... @09
No. 1 ....................... @08
No. 2 ....................... @07

Wool
U nw ashed, med. . .  @47
U nw ashed, fine . . . .  @40

8m all
B arre ls  ..........................  14 00
H alf b a rre ls  ..................  7 60
5 gallon kegs ...........  2 80

Gherkins
B arre ls  ..........................  26 00
H alf barre ls  ................  I I  00
5 gallon kegs ..............  4 60

Sweet Small
B arre ls  .........................  28 00
6 gallon kegs ............. 6 00
H alf b a rre ls  ................  14 60

PIPES
Clay, No. 210, p e r box 
Clay, T. D. fu ll oount 
Cob, 3 doz. in box . .  1 26

PLAYING CARDS
No. 90 S team boat . . . .  2 26 
No. 808, Bicycle . . . .  8 50 
P e n n a n t ....................... 8 26

8ALAD DRESSING
Colum bia, % p in t  . . . .  2 25 
Colum bia, 1  p in t ........ 4 00
D urkee’s  large, 1 doz. 6 25 
D urkee’s  m ed., 2 doz. 5 80 
D urkee’s  P icnic, 2 doz. 2 75 
Snider’s, large, 1 doz. 2 40 
S n ider’s, sm all, 2 doz. 1 45

SALERATUS
Packed  ('0 lbs. in  box

A rm  and  H am m er . .  3 25 
W yandotte, 100 % s . .  3 00

S'VL 80DA
G ranulated , bb ls ...........1 95
G ranule ted, 100 lbs. cs. 2 10 
G ranu la ted , 363 pkgs. 2 25

SALT 
Solar Rock

56 lb. sacks ....................  52
HONEY

A. G. W oodm an’s B rand.
7 oz., p e r doz...................
16 oz., p e r doz.............. 4 80

HORSE RADISH 
P er doz. ............................  90

JELLY
101b. K anak ln , p e r pall 1 40 
301b. pa ll3, p e r pail . .  2 60

JELLY GLASSES
8 oz. capped in bbls.,

p e r doz.............................  40
MAPLEINE

2 os. bottles, per 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. bo ttles, p e r dz. 30 00

MINCE MEAT 
P er case  ......................... 4 16

MOLASSES 
New Orleans

F ancy  Open K e ttle  . . . .  68
cho ice  ................................  68
Good ................................
S tock ................................

H a lf b a rre ls  5c ex tra
Red 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 16 
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% ......................  6 60
MUSTARD

% lb. 6 lb. box . . . . . . .  80

NUTS—Whole 
Almonds, T e rrag o n a  30 
B razils, la rg e  w ashed
F an cy  M ixed ................
F ilb erts , B arcelona . .  22 
P ean u ts , V irg in ia  . . .  13 
P eanu ts, V irginia,

R oasted  ....................  15
P e a n u ts , S pan ish  . .  15 
W alnu ts  C aliforn ia  36@37 
W alnu ts. F rench  ..........

Shelled
A lm onds........................ 56
P eanuts, Spanish,

10 lb. box ..........  1 85
P eanuts, Spanish,

10 lb. bbl...................  16%
P eanuts, Spanish,

200 lb. bbl................ 16
P ecan s  ......................  1 50
W alnu ts  ......................... 90

OLIVES
Bulk. 1 gal. kegs . . . .  1 70
Bulk. 2 gal. kegs ___ 1 45
Bulk, 5 gal. kegs ___  1 35
Stuffed, 5 oz...................1 30
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
L unch, IS oz..................  3 25
Queen, M am m uth, 19

oz....................................  5 50
Queen, M am m oth, 28

oz..................................... 6 75
Olive Chow, 2 doz. cs. 

per doz. ....................  2 50

PETROLEUM PRODUCTS 
Iro n  B arre ls

P erfec tion  ....................  12.7
Red Crow n G asoline 28.7
Gas M achine G asoline 44.2 
V. M. & P. N a p h th a  23.7 
C apitol Cylinder, Iron

B bls.................................  39.8
A tlan tic  Red Engine,

Iron  B bls......................  24.8
W in te r B lack, Iron

B bls...................    14.3
Polarine. Iron  Bbls. .. 4*.8

PICK L ES
Medium

B arre ls, 1,200 coun t 12 00 
H a lf bbls., 600 coun t 6 50 
6 gallon kegs . . . . . . . ,  t  W

POTA8H
B ab b itt’s, 2 doz................ 8 76

PROVISIONS 
Barreled Pork 

C lear B ack  . .  54 00@56 00 
S hort C ut Clr. 51 00@52 00 
B risket, C lear 66 00@66 00
P ig  ................................
C lear Fam ily  ............. 48 00

Ory sa lt  Meats 
8 t  Bellies . . .  31 00@8S 00

Lard
P u re  in tie rces  32% @83 
Com pound L ard  24 @24% 
80 lb tu b s  . . .a d v a n c e  % 
60 lb. tu b s  . .  .ad v an ce  % 
50 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. palls  . . .a d v a n c e  1

Smoked Meats 
H am s, 14-16 lb. 85 @86 
H am s, 16-18 lb. S4%@85 
H am s, 18-20 lb. 33 @34 
H am , dried  beef

se ts  ................  41 @42
C aliforn ia  H am s 26 @27 
Picnic Boiled

H am s ..............  86 @40
Boiled H am s . .  61 @68 
Minced H am s . .  22 @23
Bacon ..................  89 @69

Sausages
Bologna ..........................  1»
Liver ............................... 18
F ran k fo rt ..................... 19
Pork  ......................  14 @16
Veal ................................. 11
T ongue ........................  ’l l
H eadcheese ................... 14

Beef
Boneless ......... 26 00@87 00
Rum p, new  . .  80 00@81 00

Pig's Feet
% bbls....................... .. . .  1 75
% bbls., 40 lbs. . . . . . .  3 40
% bb ls........................ . . .  9 00
1 bbl............................. . .  16 06

Tripe
K its, 15 lbs................ 90
% bbls., 40 lbs. . . . . . .  1 60
% bbls., 80 lbs. . . .  3 00

C asings
Hogs, p e r lb ................. 66@6S
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@S9
C ountry  Rolls .............80@S1

Canned Meats 
Red Crown B rand

Corned B eef ...................5 00
R oast B eef ..................  4 76
R oast M utton  ..............  4 20
V eal L oaf ....................  1 40
V ienna S ty le  S ausage  1 40
S ausage M eat .................3 65
P o tted  M eat ................... 67%
D eviled M eat ................. 57%
G erm an Deviled H am  3 00 
H am b u rg  S teak  and

Onions ....................  1 70
Corned B eef H ash  . .  1 70
Cooked B ra in s  ...............3 10
Cooked L unch T ongues 3 35 
Cooked Ox Tongues .15 55 
Chili Con C arne . . . .  1 80 
Sliced Bacon, m edium  3 35 
Sliced Bacon, la rg e  . 5 55 
Sliced Beef, 2% oz. . 1 80 
Sliced Beef, 8% oz. t  86 
Sliced Beef, 5 oz. . . .  8 00 
Sliced Beef, 7 oz. . . .  8 90 
Sliced Beef, tin , 3% oz. 2 25 
Sliced Beef, tin , 7 oz. 3 90

RICE
F an cy  ......................  @10%
Blue Rose ..........  9%@ 9%
Broken ........................

ROLLED OATS
M onarch, bbls...............  8 00
Rolled A vena, bbls. . .  8 25 
S teel Cut, 100 lb. sks. 5 00 
M onarch, 90 lb. sks. 4 00 
Q uaker, 18 R egu lar . .  1 85 
Q uaker, 20 F am ily  . .  6 80

Common
G ranulated , F ine  . . . .  2 10
M edium . F ine  ..............  2 20

SALT FISH 
Cod

L arge, W hole ..........  @14%
Small, w hole .......... . @14
S trip s  o r b ricks . .  20@23 
Pollock ......................  @14

H olland H erring
S tandards , bbls...........
T . M.. bbls.....................
S tandard , kegs .......... "
T. M. kegs . . . . . . . . .

H erring
Full F a t  H erring . 860

to  400 c o u n t ..........
Spiced, 8 lb. pails  ____ 65

T ro u t
No. L  100 lbs...............
No. l ,  40 lbs..................
No. 1, 10 lbs..................
No. 1, 8 lbs......................

M ackerel
M ess, 100 lbs............... 25 00
M ess, 50 lbs..................... 18 25
M ess. 10 lb s ..................  2 95
M ess, 8 lbs ................... 2 80
No. 1, 100 lbs..............  24 00
No. 1, 60 lbs...............  12 75
No. 1, 10 lb s .......................2 80

L ake H erring  
8 lbs ..............................

«BED«
Anise ..............................  45
C anary , S m yrna  ..........  20
C araw ay  ...................... ■. 86
Cardom on, M alabar 1 90
Celery ............................  65
H em p, R ussian  ..........  IS
Mixed B ird ................... 18%
M ustard, w h ite  ........... 40
Poppy ..........   to
Rape ................................  16

SHOE BLACKING 
H andy  Box, la rge  8 da. I  60 
H andy  Box. sm all . .  1 86 
B ixby’s Royal Polish 1 80 
M iller’s Crown Polish 90 

SNUFF
Sw edish R apes, 10c 8 fo r 64 
Swedish R apes. 1 lb. gls 60 
N orkoplng, 10c, 8 fo r ..64 
N nrkoolng. 1 lh. g lass .. 60 
Copenhagen. 10c g fo r 64 
fo n en h ag en . 1 lb. g lass 60

SOAP
Jam es  S. K irk  & Com pany
A m erican  Fam ily, 100 6 00 
J a p  Rose. 50 c sk es  . .  4 00 
K irk ’s W hite  F lak e  . .  5 40

l  a c t i Bros. A  Co.
Acme. 100 cakes ___ 5 00
B 'g  M aste r 100 blocks 6 00 
Climax, 100s and 120s 5 00 
Q ueen W hite , 100 cks. 5 00 
O ak L eaf. 100 cakes . .  5 00 
Q ueen Anne. 100 cakes 5 00 
L a u tz  N aph tha, 100s 5 90

P ro c to r & G am ble Co.
L enox ............................  5 50
Ivory . 6 oz......................... 6 25
IvOry, 10 oz..................  10 40
S ta r  ..................................  5 00

S w ift A  Com pany 
S w ift’s P ride, 100, 8 oz. S 60 
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 ir t  
and g rease  rem over, w ith 
out in ju ry  to  th e  skin.

Scouring Powders
Sapolio, g ross lo ts . . . . 9  50 
Sapolio. h a lf gro. lo ts 4 85 
Sapolio. single boxes 2 40
Sapolio, hand  ..............  2 40
Q ueen Anne, 30 cans  1 80 
Queen Anne, 60 cans  3 60 
Snow M aid. 30 can s  . .  1 80 
Snow M aid. 60 cans  . .  3 60

Washing Powdsrs
Snow Boy, 100 pkgs. . .  8 75 
Snow Boy, 60 pkgs. . ,  3 00 
Snow Boy, 24 pkgs. . .  4 75 
Snow Boy, 20 pkgs. . .  5 15

Soap Pow ders

Johnson ’s Fine, 48 2 5 75
Johnson ’s X XX 100 . .  5 75
R ub-N o-M ore ..............  5 00
N ine O’Clock ............... 4 26
L au tz  N ap h th a , 60s . ,  3 45
Oak Leaf Soap Pow der,

24 pkgs...........................  4 76
Oak Leaf Soap Pow der.

100 p k g s ........................  6 00
Queen Anne Soap P ow 

der, 60 pkgs.................. 2 90
Old D utch  C leanser,

100 s  ..............................  4 00

SODA
Bi Carb. K egs ..........  3%

SPICES 
W hole 8pleos 

Allspice, J am a ic a  ..  @12 
Allspice, Ig. G arden @11 
Cloves, Z anzibar . .  @42 
C assia, C an ton  . . . .  @20 
Cassia, 6c pkg. doz. @85
Ginger, A frican ___  @15
Ginger, Cochin . . . .  @20
M ace, P e n a n g ..........  @90
Mixed, No. 1 ..........  @17
Mixed. No. 2 ............  @16
Mixed. 5c pkgs. d*. @45
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 ap rik a . H u n g arian

P u re  Ground In Bulk 
Allspice, J am a ic a  . .  @16 
Cloves. Z anzibar . .  @50 
C assia, C anton  . . . .  @32 
Ginger. A frican . . . .  @25
Mace, P en an g  ........  @1 06
N utm egs ..................  @45
Pepper, B lack ..........  @28
Pepper, W h ite  ........  @52
Pepper, C ayenne . .  @80 
P ap rik a , H u n g arian  @46

STARCH
Corn

K tngsford , 40 lbs. .
M nszv. 48 lib . pkgs. 0%
Pow dered, b a rre ls  ___ 5%
Argo, 48 1 lb. pkgs. . .  3 85

K tngsford
Silvor Gloss. 40 lib . . .  9% 

Gloss
Argo, 48 1 lb. pkgs. . .  3 85
A rgo. 12 3 lbs ..........  2 80
Argo, 8 5 lbs.................. 3 15
tíilver Gloss, 16 Slbs. . .  9% 
SUver Gloss. 12 61bs. . .  9%

Muzzy
48 lib . packages .......... 9%
16 81b. packages .......... 9%
12 61b. packages .......... 9%
60 lb. boxes ................  6%

SYRUPS
Corn

B arre ls  ..............................  76
H alf b a rre ls  ................... 81
B lue K aro , No. 1%,

2 doz..............................3 20
Blue K aro , No. 2, 2 dz. 3 70
Blue Karo, No. 2%, 2

doz. ............................. 4 80
Blue K aro, No. 5, 1 dz. 4 80
Blue K aro  No. 10%

doz................................... 4 55
Red K aro , No. 1%, 2

doz ..............................  3 35
R ed K aro , No. 2, 2 dz. 4 15
Red K aro, No.2%, 2 dz 5 10
R ed K aro, No. 5, 1 dz. 5 00
Red K aro , No. 10 % 

doz..................................  4 75

Furs Cano
F air ...............................
Good .............................

TABLE SAUCES
H alford, la rge  ..............  8 75
H alford , sm all ..........  2 26

T E A
Uncolored Japan

M edium  ..................... 34@38
Choice ........................  35@38
F ancy  ....................  45@55
B ask e t-F ired  M ed’ii. 
B ask e t-F ired  Choice 
B ask e t-F ired  Fancy
No. 1 N lbbs ................  @45
Siftings, bulk ............  @21
Siftings, 1 lb. pkgs. @23

Gunpowder
M oyune, M edium  . .  35@40 
M oyune, Choice . . . .  40@45

Young H yson
Choice .................. 35@40
F an cy  ........................  60@60

Oolong
Form osa, M edium . .  40®45 
Form osa, Choice . .  45@50 
Form osa, F ancy  . .  55@76

Eng lish  Breakfast 
Congou, M edium . .  40@45 
Congou. Choice . . . .  45@50 
Congou, F ancy  . . . .  50®60 
Congou. Ex. F an cy  60@80

Ceylon
Pekoe, M edium . . . .  40@46 
Dr. Pekoe, Choice . .  45@48 
F lo w e r/ O. P . F an cy  65@60

T W IN E
Cotton, 3 ply cone . . . .  55 
C otton, 3 ply balls . . . .  56 
H em p, 6 p l y ......................  25

VINEGAR
W h ite  W ine, 40 g ra in  20 
W hite  W ine, 80 g ra in  26 
W h ite  W ine. 100 g ra in  29
O akland V inegar & P ickle

Co.’s B rands
O akland apple c ider . .  36 
Blue Ribbon Corn . . . .  25 
O akland w hite  plcklg 20 

P ack ag es  no charge.

W IC K IN G
No. 0, p e r gross ............  60
No. 1, p e r g ross ............  70
No. 2, p e r g r o s s .......... 1 on
No. 3, p e r g r o s s .......... 1 75

.VOODENWARS
B askets

Bushels, wide band.
w ire  handles ............  2 15

B ushels, wide band,
wood hand les ..........  2 25

M arket, drop  hand le  . .  85
M arket, single hand le  90
Splint, la rge  .............. 8 00
Splint, m edium  .........  7 25
Splint, sm all .............. 6 76

B u tte r P la tes 
W i-* End

% !b., 250 In c ra te  . . . .  55
1 1b.. 250 In c ra te  ........ 65
2 lh., 250 In c ra te  ..........  75
3 lh., 250 in c ra te  ..........  90
5 lb., 250 in c ra te  . . . .  1 25

C hurns
B arrel. 5 gal., each  . .  2 40 
Barrel, 10 gal. each  . .  2 56

Clothes P ins 
Round H ead

4% Inch, 5 gross . . . .  1 50 
C artons, 20-36s, b o x .. 1 70

Egg C ra tes  and F illers 
rtum pty  D um pty, 12 dz. 24
No. 1 com plete ..............  60
No. 2 com plete ............... 40
Case, m edium . 12 nets 1 80

Faucets
Cork lined. 3 In ...................70
Cork lined, 9 In..................80
Cork lined, 10 In.................10

- Mop S ticks
T ro jan  sp ring  ............  1 60
Eclipse p a ten t sp ring  1 60
No. 1 common ..........  1 60
No. 2, oa t. b ru sh  hold 1 60
Ideal. No. 7 ..................  1 60
12oz. co tton  mop heads 3 10

Pails
10 qt. G alvanized . . . .  3 40 
12 qt. G alvanized . . . .  3 75 
14 qt. G alvanized . . . .  4 25 
F ib re  ..............................  9 75

Toothpicks
Ideal ................................  86

T raps
Mouse, wood, 4 boles . .  00 
Mouse, wood, 6 holes . .  70 
Mouse, tin . 5 holes . . . .  65
R at, wood ..........................  80
R at. sp ring  ......................... 76

T ubs
Wo 1 F ib re  ................  42 00
No. 2 F ib re  ..............  38 00
No. 3 F ib re  ..............  33 00
L arge  G alvanized . . .  12 00 
M edium  G alvanized 10 00 
Sm all G alvanized . . .  9 00

W ashboards
B an n er Globe ..............  4 75
B rass, Single ..............  6 25
Glass. Single ..............  5 50
Double P ee rle ss  ..........  7 00
Single P eerless  ..........  6 25
N o rth e rn  Q ueen ........  6 00
U n iv e r s a l ........................  5 75

W indow C leaners
12 in ..................................  1 66
14 in ................................... 1 86
16 in ..............................  >30

Wood Bowl«
13 in B ulle t ..............  1 90
15 in Mutter ..............  7 06
17 in. B u tte r  ............  8 00
19 in. B u tte r  ............... 11 00

WRAPPING PAPER 
F ibre, M anila, w hite  6% 
F ibre, M anila, colored
No. 1 F ib re  ..................  7%
B utchers’ M anila . . . .  6%
K ra ft ..............................  11%
W ax B u tte r, sh o rt c’n t 20 
P arch  m 't B u tte r, rolls 22

YEA8T CAKE
Magic, 3 doz.................. 1 IS
Sunlight, 3 do*..............1 00
Sunlight, 1% doz. . . . .  50
Y east Foam , S doz. . .  1 15 
Y east Foam , 1% dos. IS

YEAST—COMPRESSED 
Fleischm an, p e r doz. . .  24

SPECIAL 
Price C urrent

AXLE GREASE

KITCHEN
KLENZER

80 can  cases, $4 p e r case

P E A N U T  B U T T E R

Bel-Car-M o B rand 
8 oz.. 2 doz. in case  ..3  10
24 1 lb. pails  ............  5 60
12 2 lh. pails  ............ 5 00
5 lb. pails, 6 in c ra te  5 85
10 lb. palls ..................  18%
15 lb. palls  ..................  18
25 lb. pails ............  17%
50 lb. tin s  ...................  17
100 lb. d rum s ............  16%

SALT
Morton's sa lt

P e r  case, 24 2 lbs..........1 go
Five case lo ts  ..........  1 70
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T H E  GREAT M ERCHANT.

Must Be a Man W ho Enjoys H is 
Work.

T his is a strange old world, full of 
people who loathe th at w ithout which 
life would be dull and drab, unevent
ful, unproductive, unrem unerative. In 
different to  real value, they crave idle
ness, forgetful that it is the beginning 
of m isery and mischief! T he great 
bugaboo of their lives is work before 
which they bow down like slaves, in
stead of grappling with it like an a th 
lete and grow ing m ore fit for bigger 
tasks. T heir attitude condemns them 
to m ediocrity and, in the long run, 
spells failure.

I t  is refreshing, therefore, to  en
counter the opposite type, vigorous, 
interested, even enthusiastic over 
work, eager for the  day to  start, re
luctant to quit when the day is done. 
These are the doers, the leaders, the 
children of light who loathe idleness 
quite as much as their short-sighted 
brothers hate work. Success seems 
veritably to  lie in wait for men of this 
progressive type who fling them selves 
with reckless abandon into their tasks, 
keen for combat with untow ard cir
cumstance, eager for puzzles to  solve, 
ready always for the big adventure 
of factory, or store, or office, or field. 
T hey win because they deserve it; 
their attitude tow ard work compels 
success.

N or are they of the gloomy type 
ever ready to  blame fortune for the 
difficulties encountered. The live on 
trouble, grow strong  w restling  with 
adversity and ultim ately emerge into 
a leisure which they use for tasks put 
by in the hurly-burly rush of insistent 
first duties. F o r them  the joy of 
living is enhanced by the joy of work.

Of this class is Gordon Selfridge, 
the great London m erchant who set 
up in the British m etropolis m any 
years ago its first departm ent store. 
An American, imbued with American 
ideals, full of American push and con
tem pt for commercial stagnation, he 
commenced his experim ent to the ac
companiment of a chorus of ridicule 
and long before he had gotten  well 
under way was condemned to failure 
by wiseacres who knew he could not 
overcome the English custom  of con
ducting its retail m ercantile business 
through individual shops. H e was 
doubtless too busy to  pay much a t
tention to these uninvited wails of de
spair and eventually success crowned 
his efforts. I t  is therefore in teresting 
to  learn from  his recently published 
book, “The Rom ance of Commerce,” 
the attitude which he m aintains to 
ward his business. “ If any house is 
to  continually grow and develop,” he 
says, “and not, like the tree to stop 
after reaching a certain  size, but to 
keep on grow ing greater, finer and 
m ore splendid, the head of such a 
house m ust make of the business a 
g reat game which he loves for the 
gam e’s sake and never tires of play
ing. T he cold profits in pounds s te r
ling, in dollars, in francs, or m arks, 
m ust represent simply the counters 
in the game—desirable in them selves 
but not the only prize. Ju s t as the 
scientist finds his g reatest joy in dis
covering new form ulas and is not

ready to  stop and do nothing after 
finding the first, so the m erchant 
studies and experim ents in new fields 
of developm ent, new m ethods, new 
ideas, new formulas.

T he great m erchant m ust be a 
world man and not a local man. He 
m ust be in touch with all the world 
commerce, but he m ust enjoy the con
tinual gaining of fresh knowledge. If 
this is irksome, is disagreeable work 
ra ther than a happy occupation, he is 
poorly fitted for his cast. The fact is, 
m any people are going through their 
daily duties too much because they 
think they must, ra ther than because 
th e y  love to, but the m an who ap
proaches business with a joy for the 
work becomes a very much m ore dif
ficult com petitor than one who does 
his work because he has to, and flees 
from it the first m om ent he can.” 

Comment is superfluous. T he stud
ent, the professional man, the m e
chanic, who revels in the joy of his 
work m ust succeed and best of all 
while w inning his way to  the top, he 
w'll have m aintained a norm al a tti
tude tow ard his work which will have 
made him a constant inspiration to 
his fellows. The hagglers, the 
grouches, the chronic kickers will be 
busy explaining their failure; the 
w orker need no explain his success— 
it is self-evident and there is no se
cret about the m ethod by which it 
was achieved.

Association of Retail Stores in D e
troit.

D etroit, May 20—Practically ev
ery large retail concern in this city 
is represented in the newly organized 
retail m erchants’ bureau which will 
he affiliated w ith the activities of the 
Board of Commerce. R epresentatives 
of the leading stores have been w ork
ing for several weeks am ong the 
downtown firms in an effort to  effect 
r.uch an organization. Several pre- 
lim inary m eetings were held, and an 
organization com m ittee was formed. 
As a result of the activities of this 
com m ittee the downtown retail stores 
elected two representatives from each 
l'ne of business to  become m em bers 
of a perm anent executive comm ittee 
T his com m ittee held its first regular 
’-e e tin g  May 2, and adopted plans 
for the form ation of a perm anent or
ganization. J. E. W ilson, of the W^alk- 
Over Shoe Co., was elected chairman 
<-f this executive comm ittee, and C. 
A. Newcomb, Jr., of Newcomb, Endi- 
c*~ tt Co., was chosen as vice-chair
man. O ther m em bers of the com m it
tee include W . P. Em ory, of the 
Crowley, M ilner Co.; A. O. Day, of 
the R. H. Fyfe shoe store. T he chair
man appointed a m em bership com
m ittee on which is A. O. Day, of the 
Fyfe shoe store.

The Association in the beginning 
will consist of about 100 downtown 
retailers. M em bership is lim ited for 
the p resent to  centrally located 
stores. W hen the organization is per
fected, efforts will be made to bring 
•n the m aioritv  of the o ther retail 
men of the city. T he retail m er
chants are planning to  make their bu
reau one of the m ost active organiza
tions affiliated with the Board of 
Commerce.

Chairman Jam es E. W ilson said: 
“D etro it is one of the few large cities 
in the country where there is no as
sociation of retail stores. W e believe 
that we have the nucleus of a w onder
ful business organization and with 
the co-operation of the D etro it Board 
of Commerce the possibilities of our 
accomob'shments are practically un
limited.”

These Bright Spring Days
when customer* ire  looking for 
something new to coax back worn- 
out appetites, tell them about

Mapleine
The Golden Flavor

It makes dainties daintier and im
parts a delicious “mapley” taste 
to all sweets and deaserts.

It is as essential on your shelves 
as lemon or vanilla. Order of your 
jobber or Louis Hilfer Co., 1205 
Peoples Life Bldg., Chicago.

Crescent Mfg. Co,, 
(M-407) Seattle, Wash.

STOCKS OF MERCHANDISE
closed o u t by special sale.

W rite for term s.

GREENE SALES GO., Jackson, Mich.

G rocers G enerally  A re 
In te r e s te d  in  S e llin g  
I. B. G. Bran Cookies.

Watson-HigfpnsMlg.Co.
DS. MICH.

V —
GRAND RAPIDS. MICH.

Merchant
Millers

Owned by M erchants

Products sold k j 
M erchants

Brand Recommended 
by M erchants

NewPerfedionFloiir
Packed In SAXOLINPaper-lined 

Cotton, Sanitary Sacks

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

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

IN D E P E N D E N T  BAKING CO.
D A V EN PO R T, IO W A

Advertising to Boom Business
If your business is w orth doing it should be 

worth your telling others your CONVICTIONS.
We can supply you w ith the Merchandise to 

accomplish your purpose.

Advertising

BLOTTERS 
RULERS 
YARD STICKS 
LEAD PENCILS 
LEATHER G O O D S 
G RO CERS’ APRONS 
CARPENTER APRONS 
WAGON UMBRELLAS

Now is the tim e to place your order for Advertising 
Fans—PROMPT SHIPMENT. Samples on request.

Tin edgings for single and 12 sheet calendars.

Grand Rapids Calendar Co.
572-584 Division Ave., S. E. Grand Rapids, Mich.
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The Man W ho Has Mastered the 
World.

You are a young man and you say 
that you have never had a real op
portunity . Yiou have been waiting 
for som ething to  turn  up while others 
about you have made opportunity  and 
passed on upwards ahead of you.

You are dissatisfied w ith your pres
ent occupation and salary, but the 
only thing you do is to grum ble and 
whine th a t fate is against you. You 
have never tried to fit yourself for the 
higher position and its responsibili
ties, for the salary you w ant to  earn.

The boss knows exactly w hat you 
are w orth, and he pays you that. You 
have an exaggerated opinion of your
self. T he trouble is in your ego. It 
is the only part of you that has been 
fully developed.

Have you ever tried  to be efficient? 
Have you ever made a study of your 
work and the fundam ental principles 
that govern it? Have you tried to be 
m ore efficient in your present posi
tion? If you had done these things 
you would not be cram ped where 
you are.

You, young man, can reach the 
heights to which you aspire if you 
have the ambition and backbone to 
pay the price. You can do it by m ak
ing opportunity  instead of waiting 
for it.

W hat do you do with your spare 
time? Do you waste it by attending 
dances, club meetings, parties and the 
like every evening? You say it isn’t 
wasted time because you have a good 
time. Certainly you have a good time. 
The bread line is full of fellows who 
had a jolly good time, but it didn’t 
last.

You have been told to  study, to 
utilize your spare time to  the best 
advantage, to acquire the knowledge 
which you m ust have if you would 
succeed. But you always had an ex
cuse. In  the sum m er it is too warm 
to stay in evenings. In  w inter you 
have o ther things to do. You have 
procrastinated until your am bition has 
been burned to white ash.

T here is a price to pay for every
thing, and no one can obtain success 
w ithout paying the price. Study and 
work, over and over again; but in the 
end the price is small com pared with 
the rewards. The Bloomingdales, the 
Maceys, the Lincolns—all the men 
who have risen from the ranks have 
achieved success by paying the price, 
and they never regretted  it.

T here is a price that is paid for 
failure, also. You know what it is— 
pleasure, good fellowship, wine, wom 
en, song. These are the things th at 
you pay for failure. The price is pleas
ant to pay, th at is the reason why 
millions are paying it.

G rit your teeth  and be a man! You 
have a perfectly good brain. All you 
need do is to  use it. Develop it in
stead of letting  it a trophy from dis
use. Begin to-day by striving intelli
gently  tow ard the ends you wish to 
attain . U tilize your spare time for a 
purpose.

Do you rem em ber the jinn in the 
A rabian tale; how it proves th a t the 
world will make a slave of you, unless 
you make it your slave?

T he one great demand of the world 
is th at you be useful. If  you are not 
useful there is no place for you. You 
m ay be able to qualify for a big job 
or a small job, but w hatever it is, 
take hold of the job th at fits you best. 
T hat is the place where you will be 
the m ost useful and the m ost success
ful.

Education is scarce am ong profes
sional m endicants and heirs to mil
lions. For this class vacuuity is the 
best plan. Intelligence bothers them. 
The educated man is he who comes 
up from the ranks. The man who 
trains his abilities and makes them 
fit for g reater work. He is dom inant 
because he has m astered the world 
and its circumstances.

Ralph H. Butz.

Sold Eleven Bears From One Animal.
“In  all the stories you have told 

on the late Charley McCarty, of Low
ell, the best one of all you over
looked,” rem arked A. A. Rogers, of 
Detroit, the o ther day. “I t  occurred 
about tw enty years ago, when Charley 
was in the floodtide of his prosperity. 
W hen in Saginaw one day he ran 
across a man who had two bear cubs. 
The owner wanted $100 for the pair, 
but Charley struck a bargain with 
him a t $70. He walked down the 
street with his m enagerie in tow, 
when a saloonkeeper solicited an op
portunity  to purchase one of the cubs 
to put in his fron t window. Charley, 
with apparent reluctance, very gen
erously consented to p art company 
with one of them  for $100. He took 
the o ther cub home and installed him 
in front of his store, where he soon 
grew to large proportions on the 
peanuts and o ther delicacies fed him 
by children and grown ups—all pur
chased at the M cCarty store. H un
dreds who had watched the bear grow 
from a cub to a fat wallow ing fel
low im portuned Charley to  give them 
a chance to buy some of the meat 
when he killed the bear. Charley kept 
a careful list of these applications 
and. on compiling them, found he 
had prom ised to  furnish more bear 
meat than could be supplied by ten 
bear—at 25 cents per pound. Dislik
ing to disappoint anyone, he purchas
ed ten fine shoats about the size of 
the bear and had them  dressed and 
skinned. T he hogs cost him 6 cents 
per pound, but when the clam or for 
bear m eat had been satisfied, he found 
he had disposed of one bear and ten 
hogs a t 25 cents per pound and reap
ed a rich rew ard for his determ ina
tion not to disappoint any of his 
friends. I fully agree with you in 
your estim ate of Mr. M cCarty that 
he was one of the m ost original and 
resourceful m erchants who ever stood 
behind a counter. H is knowledge of 
values was rem arkable when he was 
purchasing goods and it was surpris
ing how rapidly values enhanced as 
soon as his purchases came into his 
possession.”

Avoid anger, discord, hurry, or any
th ing  else th at exhausts vitality or 
over-stim ulates; w hatever frets, w or
ries, o r robs you of peace o r sleep 
will make you prem aturely old.

BUSINESS WANTS DEPARTMENT
Advertisem ents Inserted under th is head fo r three cents a word the first 

Insertion and two cents a word fo r each subsequent continuous Insertion. 
If  set In capital letters, double price. No charge less than 25 cents. Cash  
m ust accom pany all orders.

BU SIN ESS CH AN CE8.

G R EEN E SALES CO
Jackson, Mich.

Conducts SPECIAL SALES for retail merchants

W an ted —A ss is ta n t pha rm ac ist, d rugs 
and  m edicines only. A. W. Gleason, 
Newaygo, M ichigan. 283

F o r Sale—Old estab lished  d rug  busi
ness in  one of th e  b est tow ns in  S ta te . 
T h is  is a  g ran d  opportun ity . Term s. 
Only sto re . A ddress No. 284, care  M ich
igan  T radesm an . 284

ADM INISTRATOR SA LE of g rocery  
and  m ea t business. Good business. 
Good location. Stock and  fix tu res in 
voice ab o u t $2,000. F red  S. K ebler, A d
m in is tra to r, G rand Ledge, Mich. 285

W an ted —Sheet m eta l w orkers and 
roofers, m en w ho can  do inside and  
ou tside  w ork. To rig h t kind of w orkers 
we give 75 cen ts  per hour. S teady  w ork 
th e  y e a r  around. Open shop. F irs t-c la s s  
tow n and  p len ty  of business. A ddress 
P . O. Box 194, C harleston , W es t Va. 286

F o r Sale—Splendid estab lished  general 
m erchand ise  business. M ust sell before 
Ju ly , a s  ow ner can n o t give it h is  a t te n 
tion. A bout $4,000 to  handle. M. R ann, 
P e rry , M ichigan. 287

SALESW OM EN w an ted ; experienced 
for re a d y -to -w ea r d ep artm en t; good op
p o rtu n ity  fo r w om en w ith  selling ab ility ; 
should be of good ap pearance  and  know 
bow to  handle good trade . R U BIN ’S 
D EPA R T M E N T STORE, W aukegan , I l 
linois. 288

-F o r Sale—O ur s to re  build ing  and  stock, 
consisting  of drugs, groceries and  school 
books. S tock and  fix tu res  will inven tory  
ab o u t $5,000. W ill give a  deed of th e  
lo t and  sto re  free  to  anyone w ho buys 
th e  stock  an d  fix tures. D eH art Bros., 
V ernon, M ichigan. 289

F o r  Sale—200-acre g ra in  fa rm ; abou t 
180 acres  in crops: S ou thern  M ichigan. 
W ill tak e  m erchandise  in p a r t  paym ent. 
W m. W allace, 1419 F o rre s  Ave., St. 
Joseph, M ichigan. 290

W IL L  BU T fo r cash  o r tra d e  over
stocks of p a ten ts , chem icals, d rugs, etc. 
W h a t have you? S ta te  low est cash  price. 
Box G-273, A lpena. M ichigan. 291

FO R  SALE—CHAM PION ACCOUNT 
R EG ISTER , CAPACITY T H R E E  H U N 
D RED  ACCOUNTS. K E E P S  ACCOUNTS 
U P -T O -D A T E  A T O N E  POSTING, S E L F  
IN D EX IN G  AND F IR E  PRO TECTIO N . 
EX C E PT IO N A L  BARGAIN. M UST S’E L L  
IM M EDIATELY. R. G. ECHOLS, 33 
N O RT H  McCAMLEY ST., B A T T L E  
C REEK , M ICHIGAN. 292

G E T  MY TANKS!—M ake b ig  m oney 
developing film s. P a rtic u la rs  free. 
G IL L E T T , Boscobel, W isconsin. 261

For. Sale—W ell-estab lished  business in 
general m erchand ise  loca ted  on th e  G lad
w in b ranch  of th e  M ichigan C entra l. 
S tock w ill inven to ry  ab o u t $4,000, exclu
sive of fix tu res, w hich  a re  n o t expen- 
s 've . P re fe r  to  sell s to re  bu ild ing  also. 
H ave  hand led  ab o u t $7,500 w o rth  of 
c ream  p e r year. C orrespondence so lic it
ed. A ddress No. 263, care  M ichigan 
T radesm an . 263

FO R SALE—One B ow ser L ong D is
tan ce  gasoline pum p and  tan k , in  f ir s t 
c lass w ork ing  order, ta n k  cap ac ity  170 
gallons. W o rth  to -d a y  $250. W e offer 
sam e a t  $125. B eck’s  S tore, F . O. B., 
H illsboro, K ansas. . 264

Spot C ash  fo r en tire  o r p a r t  stocks of 
clothing, d ry  goods an d  shoes. Give full 
p a r tic u la rs  to  save  tim e. H . B uyer, 335 
E a s t  W a te r  S tree t, M ilw aukee, W iscon
sin. 229

F o r  Sale—A w ell-estab lished  d e p a r t
m en t s to re  in a  tow n of 1,200. Stock, 
$20,000, doing $60,000 p e r y ear. One of 
th e  best little  tow ns in  Ind iana . S tr ic tly  
c ash -a n d -c a rry  business. F o r  in fo rm a
tion, ad d ress  No. 248, care  M ichigan 
T radesm an . 248

F o r R en t—Store building, th a t  w as a l
w ays ren ted  for a  d ru g  s to re  and  w as 
closed on account of th e  w ar. B est loca
tion  in  tow n of 3.500. Only one o th e r 
d ru g  s to re  In tow n. H a s  fine soda foun 
ta in . W ould sell cheap. A ddress No. 
257, care  M ichigan T radesm an . 257

W an ted —A  com plete s e t of office and 
s to re  f ix tu re s  fo r cash, such  as  cash  re g 
is te rs, account reg is te rs , scales, coffee 
mills, re fr ig era to r, etc. I  have an  add ing  
m achine fo r sale. A ddress Joseph  W eller, 
Olney, Illinois. 250

P a y  spot cash  fo r clo th ing  and  fu rn ish 
ing  goods stocks. L. S ilberm an, 106 E. 
H ancock, D etro it. 219

F o r Sale—F ine  b rick  hotel. Only one 
in fa c to ry  tow n of 3,500. C ontains 45 
room s com pletely fu rn ished ; s team  h e a t 
and  electric  lig h ts ; th re e  s to res  b ring ing  
in good re n t and  garage. R eason fo r 
selling, old age. A ddress No. 256, care  
M ichigan T radesm an . 256

H av ing  disposed of m y W alk -O ver 
boot shop, I ’ll ag a in  devo te  e n tire  a t te n 
tion  to  special sales, “com m ission b asis .’’ 
G ilt-edge re ference, ch a rac te r, ab ility , 
resu lts. A ddress L. N. M angette , Tiffin, 
Ohio. 272

FOR SA LE—G eneral m erchand ise  and  
d ry  goods s to re  in e a s t C en tra l K an sas  
on new  S a n ta  F e  T rail and  m ain  line 
of S a n ta  F e  raiilway. $58,000 sales la3t 
year. Stock will Invoice $8,000 to  $10,000. 
Good reasons  fo r selling. A ddress S la te r 
& W hipkey, Saffordville, K ansas. 274

F o r Sale—C ountry  g en eral s tore , bu ild 
ing  an d  stock , free  and  c lear of en 
cum brance, located  a t  W ise, Isabella  
county , M ichigan. A nnual business of  
$20,000. D eath  of ow ner com pels sale  
Cash o r p a r t  tim e. A ddress Jo sep l 
C lare, A dm in is tra to r. M t. P leasan t, 
M ichigan, R. R. No. 5. 275

F o r Sale—R e s ta u ra n t and  b ak ery  in a  
h u stling  tow n of 3.000 in th e  n o rth e rn  
p a r t  of L ow er M ichigan. A good propo
sition  fo r th e  r ig h t p a rty . Good reasons 
fo r selling. A ddress No. 278, care  M ich- 
igan  T radesm an .___________________ 278

F o r Sale—Fine, u p -to -d a te  pool-room  
and billiard  hall w ith  space fo r barber. 
Good live tow n. Also, good location  for 
physic ian  and  den tis t. A ddress M. 
Spencer, M asonic Tem ple, Boyne City, 
M ichigan. 279

M ILK D ISTR IB U TIN G  PL A N T  in  c ity  
of 22,000 fo r sa le : well equipped; p a s 
teu riz in g  and  re fr ig e ra tin g  m ach inery ; 
tw o horses and  w agons; one tru ck ; doing 
business of $26,000 p e r y ea r; chance fo r 
la rge  increase ; good sh ipping  po in t; best 
tow n of i ts  size in W este rn  P en n sy l
vania. W ill sell cheap. W rite  L E S H ’S 
DAIRY, Oil City, P ennsy lvan ia . 280

W an ted  M erchandise— We a re  th e  only 
buyers In M ichigan fo r a ll k inds of m er
chandise, m ach inery  en tire  m a n u fa c tu r
ing  p lan ts , d ep a rtm en t s to res, d ry  goods, 
shoes, clothing, h ardw are , au to  acces
sories, d ru g  sto res, v a rie ty  sto res, g ro 
cery  and  m ea t m arke ts . W an ted  a t  all 
tim es s to re  and  office fixtures, show  
cases, cash  reg is te rs , re fr ig era to rs , desks, 
chairs, filing cabinets, safes  and  any  
o th e r fixtures. Also, have fo r  sale fix
tu re s  of a ll k inds. If  you w an t to  sell 
o r buy, w rite  us. W . M axwell M erchan
dise an d  Salvage Co., 120-122-124 W est 
W a te r  St., K alam azoo, M ichigan. 281

W ill pay  cash  fo r w hole o r  p a r t  stocks 
of m erchandise . Louis Levinsohn, S ag i
naw , M ichigan. 767

B ig  O pportunity—In  Saginaw , M ichigan. 
To p u rch ase  a  th riv in g  general s to re  
business in th e  very  h e a r t of fac to ry  d is 
tr ic t.  Surrounded by  P . M. R. R. shops 
an d  offices, b ig  sh ip  yards, C arlisle t a n 
nery , new  G rey iron foundry  and  G eneral 
M otor A uto  P a r ts  fac to ry . W ill sell s tock  
a t  Inventory . W ill sell o r lease  building, 
w hich  is on m ain  paved thorofare. R. W. 
K y n ast, Saginaw , M ichigan. 249

H ig h est p rices paid  fo r all Kinds of 
stocks of m erchandise . C harles Gold- 
s tone, 1173 B rush  St.. D etro it. 149

F o r  Sale—M ichigan d ru g  stock , floor 
fix tu res an d  foun ta in . Inv en to ry  le ss  40 
p e r cent, o r $1,800. Can be m oved re a d 
ily. P e rso n a l Inspection solicited. A d
dress  No. 71, care  M ichigan T radesm an .

71

C ash R eg iste rs  (a ll m akes) bought, 
sold, exchanged a n d repaired . R E B U IL T  
CASH R E G IS T E R  CO., Incorporated , 122 
N orth  W ash ing ton  Ave., Saginaw , M ich
igan. « g

COLLECTIONS.
Collections—W e collect anyw here. Send 

fo r o u r “No Collection, N o C harge” offer 
Arrow  M ercantile  Service. M urray  B uild- 
•ng. G rand Rapids, Mich. 390
S E E  N E X T  P A G E .

A dvertisem ents received too la te  to  run  
on th is  page ap p ea r on th e  following 
page.
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SERIO US SITUAT IO N.
R eports from  the m eeting of gro

cers, m anufacturers and retailers, at 
Syracuse last week at the call of John 
M. Cross, to  p ro test against the in
vasion of the  grocery trade by the 
large Chicago m eat packers, are as 
yet ra ther m eager as a basis on which 
to form  any critical opinions as to 
its power and probable influence.

T h at there is much concern in trade 
circles over the issue raised by Mr. 
Cross cannot be gainsaid. T h at the 
entrance of the big packers into the 
grocery trade is regarded by grocers 
as a menace to their continued exist
ence, and pointed out by the Federal 
T rade Commission, no one denies. 
T hat any further concentration into 
few hands of our National food supply 
is an assault on a w idespread dis
tributive trade is generally admitted. 
O f course, the packers deny any in
tention of building up a food trust, 
but w hether they have such intention 
or not, the question rem ains un
answered as to  “W hat are you going 
to  do about it?”

T he plain fact is th a t no associa
tion or group of men have yet, or are 
likely to have, exclusive righ ts to 
engage in the grocery trade or to  bar 
anyone else with money enough and 
experience from going into it. T here
fore, it becom es distinctly difficult to 
find any way to  stop a packer, or a 
butcher, or a plum ber or a carpenter 
or anyone else from  sta rting  the g ro
cery business if he wants to. T here 
are, of course, some trade leaders who 
cannot grasp a view so broad as that 
and who still fondly imagine that 
trade problem s are to  be adjusted by 
legislation and resoluting. I t  is not 
surprising that in so m any instances 
their hopes collapse when put into 
operation.

T here can be no doubt of the desir
ability of having food distribution in 
the hands of many ra ther than  few 
centralized controllers—a point quite 
as applicable to the big chain system s 
and buying exchanges as to  the pack
ers—and the an ti-trust laws are broad 
enough in their equities to ensure 
competitive conditions, if intelligently 
invoked. All the individual grocer 
can do, legally, is to  compel equal 
conditions and no privileges, and then 
take his chance in a competitive field. 
And in such a field a large capital is 
not illegal, so long as it is not un
fairly used.

T he Syracuse m eeting appears i.o 
have brought about one interesting 
conclusion—that, whereas it was in
tended as a m anufacturers’ meeting, 
the officers reported  chosen appear 
to  be largely wholesale grocers and 
closely associated with the National 
W holesale G rocers’ Association. Any 
participation they m ay have had in 
the Syracuse proceedings would, how
ever, be personal and in nowise em 
broiling th at organization, although 
it is known to share the views of ani
m osity tow ard the packers going into 
the grocery trade th a t characterized 
the motives for the m eeting. Much 
in terest is m anifested in the outcome

of the new organization and its pro
spective line of a ttack  against the 
“ Big Five.”

Review of the  Produce M arket. 
Apples—W estern  stock is firm at 

$6 per box.
A sparagus—$1.50 per doz. bunches 

for home grown.
Bananas—$7.75 per 100 lbs.
Beets—New comm and 90c per doz. 
B utter—The m arket is very firm. 

T here is a very good demand foy all 
grades of cream ery a t this time and 
the receipts are showing some increase. 
Q uotations are about the same as 
previous quotations and we do not 
look for any m aterial change due to 
the ex tra  heavy demand, both local 
and export. T he general quality is 
show ing some grass flavor and grad
ually improving. T he pastures are in 
good shape and we look for a grad
ual increase in production. Local 
dealers hold fancy cream ery a t 56c in 
tubs and 58c in prints. Jobbers pay 
45c for No. 1 dairy in jars  and pay 
37c for packing stock.

Cabbage—Texas fetches $7 per 100 
lbs.

C arro ts—85c per doz. for new. 
Celery—California, $1.50 per bunch, 

according to  size.
Cocoanuts—$1.25 per doz. or $10 

per sack of 100.
Cucumbers—Indiana hot house 

have declined to  $2 per dozen.
E ggs—T he m arket is very firm, re 

ceipts being ra ther m oderate. The 
quality of the curren t receipts is good, 
due to  the continued cool w eather. 
T here is a very active dem and at this 
tim e and we do not look for any lower 
prices within the next few days. L o
cal dealers pay 44j£c per doz., loss 
off, including cases, delivered.

Garlick—60c per lb.
Grape F ru it—$10 per box for all 

sizes Floridas.
Green Onions—H om e grown, 20c 

per doz.
Green Peppers—$1 per basket for 

Florida.
Lem ons—California, $5 for choice 

and $5.50 for fancy.
L ettuce—Head, $5.50 per crate of 3 

to  5 dozen heads; hot house leaf, 25c 
per lb.

Onions—Hom e grown, $4.25 per 100 
lb. sack; Texas, $4.50 per crate for 
yellow and $5.25 per crate for white.

O ranges—California Navals, $5@7; 
M editerranean Sweets, $5@6; L ate 
Valencias, $5.50@6.50.

Parsnips—90c per bu.
P ieplant—7c per pound for home 

grown.
Pineapples—$4.50@5 per crate. 
Po ta toes—T he m arket is steady at 

$2.40 per 100 lb. sack.
Radishes—H o t house, 35c per doz. 

bunches.
Spinach—$1.25 per bu.
Straw berries — Tennessee stock 

fetches $6@7 per 24 qt. crate. R e
ceipts continue poor in quality, on 
account of rains in the producing 
fields.

T om atoes—California $1.50 per 5 lb. 
basket; hot house, 30c per lb.

Turnips—65c per bu.

W ords are a poor substitute for 
work.

Your Store W indow Should Smile a 
W elcome.

Your store window is your sto re’s 
smile of welcome, the unspoken word 
of invitation to  come in, the silent 
urge to  buy.

A wise m an urges the re s t of m an
kind to  take them selves into a corner 
with nobody else in the  interview, and 
have a heart-to -heart talk  with them 
selves. T he prescription says once 
every th irty  days, and in m any cases 
th at is no t often enough. W e are 
prone to  get into ruts, and anything 
we can do to  take ourselves out is of 
value to  ourselves and of in terest to 
our fellows.

T here are o ther things for the m er
chant to  interview  and criticise be
sides himself, a lthough in the last 
reso rt the success of his business de
pends upon himself. Every  business 
is the lengthened shadow of one man, 
and the  shadow lengthens with the 
increase of his staff.

T here  are store windows, for exam 
ple. T hey are, it is true, for the in
spection of the public, but how many 
m erchants inspect their own windows, 
thoughtfully  and critically?

I do not m ean to  slip out w ithout 
a hat and coat on, and look a t the 
windows, perhaps in cold weather, for 
one minute, and hustle back w ith the 
remark. “W ell, I guess it is good 
enough.”

T h at kind of an inspection is worse 
than nothing. I m ean how m any men 
put on their hats and coats, play the 
stranger or the buyer, and walk past 
their stores from  the opposite side 
of the street, and then approach them  
m ore closely from the righ t side, ask
ing them selves w hat is there in the 
windows th a t would a ttrac t buyers 
and induce them  to go in and make 
enquiries and purchases.

H ow  m any m erchants have been 
fortunate enough when standing out
side their windows to  listen to criti
cisms by the public of their window 
display?

A properly designed window a t
tractively filled w ith goods, with suit
able and adequate decorations, is to 
a store exactly  w hat a smile and a 
cordial good m orning and a quick ap
proach on the part of the clerk is 
to  the custom er when he does get into 
the store.

If  your window does not bring  the 
consum er in, then there is som ething 
w rong with the window, and when he 
gets in, if he is not cordially and 
prom ptly greeted and properly waited 
upon, of course, he will never come 
back.

Y our store windows are the index 
of your m erchandising ability. They 
e ither invite the trade in o r they repel 
the trade.

If  you have an advertising man, a 
store window is his chief partner, and 
the advertising m an who knows his 
business is the m an who will keep 
his windows in splendid shape.

Rem em ber th a t your store window 
is the silent urge to  buy, the sto re’s 
smile of welcome, the unspoken word 
of invitation to  come in.

M odern decorated windows get the 
atten tion  of the townspeople, and not 
only are they im pressed with the up- 
to-date-ness of the windows, but they

unconsciously feel th at your entire 
organization is alive and up-to-the- 
minute. T his im pression is especially 
valuable where the store handles 
ready-to-w ear, yard goods, etc., that 
sell largely for their style value. Cus
tom ers feel th a t these goods when 
bought from you are m ore up-to-date 
in style than  if bought in some other 
store. T his confidence is influenced 
because of your m ore m odern show 
windows.

Appearance is becom ing m ore and 
m ore an im portant factor in business. 
T his m eans th a t we m ust give more 
atten tion  to  the appearance of our 
store, both outside and in, to  the ap
pearance of our stock, and the way we 
display it, to  the appearance of our 
windows and the way we display the 
goods, to  the personal appearance of 
ourselves and our clerks.

Bill Nye and H is Cow.
Bill Nye, the hum orist, once had a 

cow he wanted to  sell and he unblush- 
ingly advertised all her faults while 
nam ing the few virtues she seems to 
have possessed. H is advertisem ent 
ran:

“Owing to my ill health, I will sell 
a t any residence in tow nship 19, 
range 18, according to  the Govern
m ent survey, one plush raspberry  
cow, age eight years. She is of un
doubted courage and gives m ilk fre
quently. T o a man who does not 
fear death in any form, she would be 
a great boon. She is very much a t
tached to  her present hom e by m eans 
of a trace chain, but she will be sold 
to any one who will agree to  trea t 
her right. She is one-fourth Short
horn and th ree-quarters hyena. I will 
also throw  in a double-barrel shot 
gun which goes w ith her. In  May 
she usually goes away for a week or 
two and re tu rns with a tall, red calf 
w ith wobbly legs. H er name is Rose.
I  would ra ther sell her to  a non-resi
dent, the fa rther away the bette r.”

H is Latest Address.
A country teacher was hearing  a 

h isto ry  lesson the o ther day which 
dealt with the career of George 
W ashington. T urn ing  to  one of her 
young hopefuls, she asked:

“ Gordon, w hat was W ashing ton’s 
farewell address?”

Gordon, w ithout unnecessary de
liberation, answ ered: “H eaven.”

T he Stone-H oult Furn itu re  Co. has 
been incorporated  to  m anufacture and 
sell furniture and o ther household 
goods, w ith an authorized capital 
stock of $20,000, of which am ount 
$11,100 has been subscribed and paid 
in in cash.

A gift frequently  costs m ore than 
to  buy outright.

~~ BU SIN ESS CHANCES.
F o r  Sale—A n old estab lished  v a rie ty  

business; nice, clean, w ell-ba lanced  stock  
of ev ery -d ay  sellers; located  in live tow n; 
selling  reason , s ickness; easy  te rm s. F o r 
p a rtic u la rs  ad d ress  V arie ty  S tore, P aw  
Paw , M ichigan. 2ii2

FO R  SA LE—MY SUM MER HOM E AT 
SOUTH H A V EN . M ICHIGAN, ON 
N O RT H  SH O R E DRIV E, O N E M IL E  
FROM  TO W N ; 900 F E E T  LA K E F R O N T 
AGE W IT H  HOUSE, BARNS, E T C .:
MOST D E S IR A B L E  LOCATION IN  
SO U TH  H A V EN  AND ID E A L  FO R 
SIN G L E H O M E OR SU IT A B L E FOR 
SU B-D IV ISIO N : W IL L  S E L L  PA R T  OR 
ALL. W A L T E R  H E R B ST E R , 2518 
EASTW OOD AVE., CHICAGO, IL L I
NOIS. *93
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“ Hilco”; P rofit Sharing System
The Perfect Premium Plan

for merchants everywhere.

The one sure method of—

.Increasing Profits and Sales,
Beating the Mail Order House, 
Building up Cash Sales,
Securing new business from friends 

and neighbors of your customers. 
Cost will not exceed the cash dis

counts you are able to save be
cause of it.

As “HILCO” Plan is on a redemption basis you 
don’t have to buy a single premium until 
you have received in cash trade 33K times 
its cost. We will send to any merchant upon 
receipt of request a copy of our handsome 
new Catalog containing over 600 high qual
ity Premiums, also a pamphlet relating the 
experience of Mr. C. Albert Garver, the 
merchant prince of Strasburg, Ohio, who 
has built up a half million dollar business 
in a town of 1,000 population.

Hinkle-Leadstone Co.
180 N o. W abash A ve. C hicago, Illinois

LITTLE
DUTCH MASTERS 

CIGARS
Made in a Model Factory

Handled by All Jobbers Sold by All Dealers
Enjoyed by Discriminating Smokers

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

G. J. JO H N SO N  CIG A R CO ., M akers 
GRAND RAPIDS

N ow  W e Must E at W heat
During the war you had to sell “substi
tutes” with wheat flour—now we are 
asked to eat wheat in order to consume 
vast surplus stocks accumulated during 
the war and which could not be shipped 
from wheat-growing countries.

Shredded Wheat
comes out of the war clean, pure, whole
some, unadulterated—the same Shredded 
Wheat you have always sold. All re
strictions have been removed and you 
can now supply the normal demand for 
this product. It is 100 per cent, whole 
wheat, nothing added, nothing thrown 
away.

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

Why Not Do 
Away with 
Posting Those 
Accounts?

LISTEN!
The Metzgar Account System does away with all post

ing and gives you just the results you need and have 
^always wanted.

THIS IS HOW IT IS DONE
T he accounts are kept in separate duplicate o r triplicate books. 

These books fit in to  m etal back containers. T he upper ends of these 
m etal backs are arranged w ith slo ts to  hold index bristo l-board  name- 
cards (P referably  yellow and blue, a lte rna ting  for the different letters 
of the alphabet). T he names of your custom ers are printed on these 
nam e-cards, and alphabetically arranged in  the register. T he purchase 
is item ized directly in the custom er’s book (e ither in duplicate o r tripli- 

, cate) and added to  the p re sen t purchase righ t while you en te r the 
o rder while it is fresh in your m in i, and fresh in your sight. The serial 
num bered duplicate slip goes to  your custom er (which slip agrees ex
actly both w ith book num ber and slip num ber w ith th e  original th a t is 
left in the book fo r your record) and you have given your custom er 
an item ized bill and sta tem ent to  date, and your bookkeeping is all done 
w ith one writing. ,

Write for catalog and full information.

Metzgar Register Go., Grand Rapids, Mich.
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