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On the Road to Failure

If y o u ’re g r o u c h y  and d esp on d en t, pessim istic , 
sou r o r  blue;

If w h en  lu c k  seem s turned against y o u , in  d e
spair y o u  sa y , “ I ’m  th r o u g h ’’;

If y o u  th in k  y o u r  life  is  h o p e less  and d ecid e  
that all is w o e ,

Y o u ’re o n  th e  R oad to  Failure—and y o u  h a v e n ’t 
far to  g o .

If y o u r  frien d s d esp ise , avo id  y o u , w o n d e r  w h y  
y o u  act so  queer;

If rom p ing , h ap p y  ch ild ren  cease  th eir  jo y s  
w h e n  y o u  are near;

If L o v e ’s a stranger to  y o u , and seed s  o f  hate  
y o u  s o w ,

Y o u ’re on th e  R oad to  Failure—and y o u  h a v e n ’t 
far to  go .

If a ll’s w r o n g  about th e  w orld  and y o u , a lon e, 
are righ t;

If y o u r  sp ec ia lty  is  “ k n o c k in g ,’’ and to  g r o w l is  
y o u r  d eligh t;

If y o u  n ev er  sto o p  to  h e lp  th e  o th er  fe llo w  
w h e n  h e ’s lo w n

Y ou  re o n  th e  R oad to  Failure—and y o u  h a v e n ’t  
far to  g o .

R. R. Stabley.
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Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Design

Watson-HiggmsMlg.Co.
GRAND RAPIDS. MICH.

Merchant ^
Millers

OwMd by Merchant»

Pndncts sold by 
Merchants

Braid Recommended 
by Merchants

NewPerfectionFIour
Packed In SAXOLINPaper-lined 

Cotton, Sanitary Sacks

KYBO
A 1000 sheet roll velvety Manila Tissue

KYBO will please your customers. It gives a 
good profit to the retailer. Advertising helps 
furnished free.
Write for our proposition.

The Dudley Paper Co.
L ansing. M ichigan

A  ST O C K  OF

WIHGOID
f  W FLOUR
will assure you a Quick Turn
over and a Better Profit, be
cause of Satisfied Customers.

-------- a s k  us----
W o r d e n  Q r o c e r  C o m p a n y  

D istributors
Grand Rapids Kalamazoo

^  Y E A S T  9I -A

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.

T H E  FL E ISC H M A N N  C O M PA N Y
CHICAGO N E W  YORK

Sugar Satisfaction

The dealer who handles Frank
lin Package Sugars supplies his 
trade with a well known, adver
tised brand of quality sugars— 
clean, dependable and of true 
weight. Experiencing no waste in 
spillage or weighing, Franklin 
Package Sugars are as economical 
to the grocer as to his customers.

The Franklin Sugar Refining Company
PHILADELPHIA|H»penwiHttMK.Mg j/tlW “ A  Franklin Cane Sugar for every use” HMÄ FROM SUGAR-CANE I A

l i l i 2 s , d j ^ « u I IF  b k 4 h  i ™  I G r a n u l a t e d ,  D a in ty  L u m p « , P o w d e r e d . I t L J ß  I r a
« H U R I C o n f e c t io n e r « .  B r o w n j j f l i l  p1 U &  ■1 u g p

enow poy
k #  W a s h in g  w J  P o w d e r

Family Size 24s

Will N ot H urt the H ands
through the jobber—to Retail Grocers

25 boxes @  $4.60—5 boxes FREE, Net $3.83
10 boxes (at 4.65—2 boxes FREE, Net 3.87
5 boxes @ 4.70—1 box FREE, Net 3.91

2^boxes @ 4.75— box FREE, Net 3.95
F. O. B. Buffalo; Freight prepaid to yeur R. R. Station in lots of not less than 5 boxes. 
All orders at above prices must be for immediate delivery.
This inducement is for NEW ORDERS ONLY—subject to withdrawal without notice. 

Yours very  truly.

D E A L  1910 Lautz Bros. & Co., Buffalo, N Y.
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MICHIGAN TRADESM AN
(U nlike an y  o th e r  paper.)

E ach Issue C om plete In Itself.

D EV O TED  TO  T H U  BU 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. STO W E, E dito r.

Subscrip tion  P rice .
Tw o do lla rs  p e r  year, if  pa id  s tric tly  

In advance.
T h ree  do llars  p e r  y ear, if  n o t pa id  In 

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

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

issues a  m o n th  o r  m ore old, 10 cen ts; 
Issues a  y e a r  o r  m ore old, 25 cen ts; issues 
five y e a rs  o r  m ore old, $1 .

E n te red  a t  th e  Postonico  of Q rand 
R apids u n d e r A ct of M arch  3, 1879.

T H E  NA TIO N A L FIASCO.
The N ational Convention of Re

tail Grocers opened in Salt Lake City 
Monday. Ju s t why th at rem ote city 
should have been chosen for a trade 
like the retail grocery business is not 
clear to the average observer, save that 
it is the near hom e of J. S. Carver, 
of Ogden, U tah, a prom inent mem
ber of the official family of the As
sociation and generally a courteous 
and companionable gentleman. As a 
point of strategic value to the trade, 
or as the center of any interest in 
which grocers generally are concern
ed, or a point convenient to the trade, 
it has little to commend it, and the 
attendance will probably reflect it.

If the choice of' some desert wil
derness results in a small and non
representative attendance at the con
vention, it will be a m atter of much 
regret, for the N ational Retail Gro
cers’ Association cannot stand much 
more im practicability, if it is to  sur
vive and command the respect of the 
trade. T here is no m ore im portant 
or num erous a trade in the country 
than the retail grocers, approxim ately
375,000 in all, and if one counts in the 
near-grocers, like delicatessen shops 
and bakeries, undoubtedly well above 
half a million m erchants. Yet its of
ficial delegation will not likely reach 
above 200, and then not at all repre
sentative as of the great distributive 
centers of the country. Contrasted 
with the fact th a t the wholesalers 
have only about 3,000 potential mem
bers and draw an attendance of a l
m ost as many, while the canners, with 
about 5.000 canners possible, draw 
conventions of 3,500 or 4,000, the 
showing is not highly creditable.

The influence of trade associations 
has been grow ng m aterially and rap
idly of late, in view of which fact the 
deliberations of the retailers, resu lt
ing in resolutions presum ed to  carry 
influence and reflect the best trade 
opinion, should be facilitated in every 
way. If  the grocers expect their 
organization to  be influential it is

hoped that a new era may be shortly 
inaugurated in this organization. 
T hings have not been going for the 
best of late.

KNOCK O UT~CH AIN STORES.
In the opinion of some men, prom i

nent in the wholesale grocery trade, 
the Colgate decision by the Supreme 
Court puts in the hands of m anufac
turers of advertised foodstuffs a 
weapon with which they can kill off 
the present “unfair” com petition of 
the chain stores. These men hold 
th a t the chain stores succeed only 
through drawing in consum ers by the 
trick  of selling advertised goods at 
cut prices. Seeing the saving at these 
cut prices, the consum er erroneously 
infers that he is m aking a substan
tially equal saving on everything else 
he buys in the chain store. If  it were 
not for this delusion, the reasoning 
goes, he would discover th at in the 
bulk of his purchases he is really pay
ing top prices for m ost of what he 
buys—generally of none too good 
quality. This can be ended, say these 
wholesalers, the m om ent the m akers 
of established brands will flatly re
fuse to  sell their goods to chain stores 
that cut prices on them. T hat would 
deprive the chain stores of their chief 
bait. Admittedly, the m anufacturers 
would have to stand together on the 
Colgate policy in order to reshape 
present conditions. W ill they do it?

I t  is to be hoped that the re tire 
m ent of the Michigan Telephone Co. 
from the local field will not deprive 
the city of Charles E. W ilde, who has 
served the Bell in terests as district 
m anager for several years. Mr. W ilde 
came to his present position at a time 
when public sentim ent1, was str'ong 
against the Bell company for reasons 
which need not now be enumerated. 
Mr. W ilde set about the difficult task 
of m aking friends for himself and his 
company. H e succeeded to that ex
ten t th at he soon got on a working 
basis with the business public and 
has, to a g reat extent, dissipated the 
prejudice which was due largely to 
lack of tact on the part of the B'ell 
officials generally and W estern  Mich
igan representatives in particular. No 
man has done more to  create an era 
of good feeling and foster co-opera
tion along right lines than Mr. W ilde 
and nothing would please Grand Rap
ids business men m ore than to be as
sured th at he is to be perm itted to 
rem ain in a m anagerial position in 
this city.

No, Elizabeth, things are not al
ways w hat their names would im
ply. A poker chip isn’t necessarily 
a chip off a poker.

V ery few prayers express thanks. 
M ost prayers are “gimm e” prayers.

EXTRACT MEN IN BAD WAY.
The convention of the extract m an

ufacturers in New York last week was 
full of success, but its chief charac
teristic was the emphasis placed on 
the desperation which fanatical p ro
hibitory legislation has visited upon 
the extract, cosmetic and toilet water 
trades. As seen through the eyes of 
the best legal advisers, it looks as 
though the “thirsty-first of Ju ly” will 
put the flavoring ex tract people out 
of business.

There are non-alcoholic extracts on 
the m arket, but m ost of the leaders 
in the trade contend that they are of 
questionable permanence and stand- 
ing-up qualities, so th at after a time 
either the trade or the consum er who 
happens to be caught with them in 
hand suffers the loss. Many thou
sands of dollars have been expended 
by the scientists of the trade in seek
ing ways to produce practical food 
extracts w ithout the use of potable 
alcohol, but thus far without practical 
commercial success. No one denies 
that an occasional hopeless drunkard 
will seek solace in alcohol even in the 
combined state  of flavors, Jam aica 
ginger, vanilla extract, lemon extract, 
etc., but the m anufacturer insists that 
it is an abuse on the part of the deal
er and ought not to be visited upon 
them any more than the m anufacture 
of firearms should be inhibited be
cause some one occasionally commits 
m urder with guns and revolvers.

A world w ithout flavoring extracts 
of a practical and non-perishable 
type* available to  every household and 
culinary establishm ent, is awful to 
contem plate, and every grocer will 
sym pathize with the extract men in 
fighting to have their rights conserv
ed under some kind of am endm ent to 
the wartim e prohibition measures. 
Just how it can be done is a m atter 
of adjustm ent between fanatical re
form ers and practical men who are 
willing to  admit th at no law can be 
expected to  be 100 per cent, perfect 
in its operation.

NO ECONOMIC INVASIO N.
There are m ore kinds of invasion 

than one. Of this the French are 
thoroughly convinced. And they are 
determ ined to  run no more chances 
on having their country subjected to 
economic invasion from Germany 
than to  have the troops of the la tter 
again pollute the soil with their pres
ence. Fortunate ly  for them , to ac
complish this purpose does not re
quire any concert of action with o ther 
powers, but is wholly a m atter of 
domestic policy. The first steps to 
ward accomplishing the purpose have 
already been taken in the prom ulga
tion of a law providing for the crea
tion of a commercial register within 
the jurisdiction of every comnjerpiaJ

or civil law court. In this register 
m ust be enrolled French and foreign 
tradesm en or commercial companies 
having an establishm ent, a branch, or 
an agency in France. Detailed in
form ation m ust be given of names 
and ages of persons, their places of 
birth, their original nationality, and, 
in case of change of nationality, how 
and w'hen this was done. In the case 
of a foreigner the record must show 
the date of the decree authorizing 
him to reside in France. O ther in
form ation must be furnished showing 
the objects of the trade, the situation 
of branch offices, and form er com
mercial connections. Companies must 
give names of shareholders, sleeping 
partners and directors, and full par
ticulars about these individuals. Pen
alties are provided for giving inexact 
information. These include both fines 
and imprisonm ent. Official scrutiny 
of these details will enable the French 
to stop the foreign dom ination of 
the domestic industries in the m an
ner in which the Germ ans were wont 
to do before the war, and which they 
felt sure of doing again after the 
signing of the term s of peace.

SU BSIDIZING  SALESM EN.
This practice is unequivocably con

demned by business men, legislators 
and the courts.

The subsidizing of the employes of 
others is adm ittedly and indisputably 
one of the evils of business. It low
ers the moral standard of the em
ploye who accepts; retards the finan
cial prosperity  of his em ployer; and 
causes an artificial and extrem ely pre
carious situation for the house which 
offers the inducement.

There can be no satisfactory serv
ice where divided allegiance exists. A 
contract of employment, express or 
implied, carries with it the obligation 
of strict loyalty. The employe who 
accepts a subsidy from  a house not 
his own rests under a double obliga
tion. There is a certain am ount of 
legitim ate competition existing am ong 
the various houses in the same line 
which, when rightly met, results in 
increasing prosperity for the several 
houses. The employer who pays a 
salary to an employe is entitled to his 
allegiance. The employe is expected 
to render the highest and finest serv
ice of which he is capable for the 
enhancem ent of his em ployer’s in te r
ests. He cannot serve two principals 
when the in terests of the two con
flict.

This is an era of adjustm ent, re
adjustm ent, and reconstruction. I t  is 
to be hoped that one of the adjust
m ents in trade will be the banish
ment, through Federal statute, of cor
rupt and unfortunate practices and 
particularly  of those practices known 
as “ponjjnerciaJ bribery,”
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Advertising and Display Ideas to Push 
Sales.

The outlook is for a widespread re
vival this year of interest in all 
branches of athletics. Hence, the op
portun ity  is good for pushing sport
ing goods.

T he measure of success which a t
tends this departm ent is determined 
largely by the intelligence and effort 
put into its m anagem ent.

In  small comm unities the oppor
tunities may not be as g reat as in the 
larger centers. But even in the sparse
ly settled country district or the small 
village, opportunities do exist for the 
sale of sporting  goods. T here is the 
further advantage that the small town 
or village hardw are dealer does not 
have to  compete with the specialized 
sporting  goods stores. He has, of 
course, to  meet mail order com peti
tion; but so has the large retailer,, 
with the further disadvantage that the 
big departm ent store is right on the 
ground.

A prime essential is to  have the 
right goods in stock just when they 
are wanted. The sporting  goods de
m and is eager and immediate. Buy
ers are m ostly young men or old en
thusiasts, and neither youth nor en
thusiasm  is willing to wait. If  the 
custom er cannot find what he wants 
in your store, he will hustle along to 
your competitor. So that a compre- 
hensive^ well-selected stock of the 
sort of goods people want is a “ sine 
qua non.” You m ust have the goods 
when they’re wanted. So keep up 
your stock.

Sporting goods, like all o ther lines

of m erchandise, make a poor com
modity for the dealer when left to 
sell themselves. They are then more 
likely to  gobble profits than to earn 
them. T hey become profitable lines 
when the dealer puts intelligent and 
energetic selling force behind them. 
The more they are pushed, the quick
er do they turn over, and the larger 
profits do they earn for the dealer.

To buy to the best advantage, there
by minimizing capital investm ent and 
risk, the m erchant should be intim ate
ly acquainted with the demands of 
his particular community. The lines 
which go well in one town will quite 
probably drag  and move slowly in 
another. The ideal policy is for the 
m erchant and his salespeople to  care
fully study the purchasing possibili
ties of the locality, and then to lay 
in a m oderately well assorted stock. 
Then, when the season is on, watch 
this stock and keep it up to  the mark. 
Careful buying is the first step to
wards profitable selling.

Once the m erchant has stocked up, 
the next thing, of course, is to in ter
est his potential customers.

The initial step is to  get in touch 
with likely prospects. An illustrated 
catalogue would, where possible, be 
an excellent bit of advertising to get 
into the hands of m em bers of sporting 
clubs and athletic associations in the 
vicinity. Some of the larger dealers 
issue such catalogues. In some in
stances, also, several m erchants in 
non-competitive towns club together 
to get up a catalogue featuring the 
popular lines they all carry, dividing 
the cost equally or proportionately.

and each securing as many copies as 
he wants of a catalogue bearing his 
name alone. Co-operation of this sort 
helps m aterially to reduce the outlay 
and to bring the catalogue within the 
reach of even the sm aller merchant.

Failing a comprehensive catalogue, 
the individual m erchant can readily 
get up a nice, printed circular for 
local distribution. As there is scarce
ly a home in any comm unity in which 
someone does not buy sporting goods 
of some kind during the summer 
m onths, the wider the distribution of 
this circular, the better.

A t the same time, a mailing list 
campaign is often a good thing. For 
this purpose have a smaller, carefully 
selected list of regular custom ers and 
prospects, and circularize them  m onth 
after m onth regarding seasonable lines 
in which they are likely to be in ter
ested.

A series of advertisem ents in the 
local newspapers, featuring various 
lines in stock and quoting prices, will 
interest a good many people who 
otherw ise would not be reached. 
W hen advertising sporting  goods, it 
is well to confine your advertisem ent 
to that one line. Scattered small shot 
is not so effective in bringing down 
big game as one well aimed bullet.

W here your town is a resort of 
tourists or summer residents, posters 
can be used on billboards, barns, etc. 
and will reach the transient trade.

W indow displays are of course an 
im portant factor in pushing this line 
of business. T here is scarcely any 
display that will so easily a ttrac t men 
and boys as a good sporting  goods

display. A few appropriate pictures, 
arranged at the sides or back of the 
window, will usually increase the a t
tractiveness of the display. Some of 
these can be obtained from m anufac
turers of sporting  goods. Old prints, 
also, are always of interest. Look 
out, too, for old-time photographs of 
local interest. A photograph of the 
first gun club in your town, or of the 
oldest fisherman with his rod and fish
ing paraphernalia, or of some famous 
old baseball team which once won the 
county championship, will help to 
draw a crowd to look at your display. 
Remember, ,ioo, that wax dummies 
dressed in baseball uniforms, fishing 
togs, etc., also have good pulling 
power.

There is a great advantage in this 
departm ent in allowing one of the 
selling staff to specialize. All other 
things being equal, select a clerk who 
is a sporting goods enthusiast, and 
en trust him with the care and m an
agem ent of the departm ent. Pu t it 
right up to him to make the thing 
a success, and if he is of the right m a
terial, he will do so. The enthusiast 
—the man who keeps in touch with 
all sporting  and athletic activities in 
the community—is an asset to the de
partm ent, and will draw trade that 
otherw ise would not come your way.

A judicious donation of prizes for 
local sporting  and athletic events, for 
the highest scores or the largest fish 
captured, will help to  secure valuab'e 
publicity for your store.

Service in connection with sporting 
goods is of the u tm ost importance. 
In the first place, the goods m ust be

WHY IS IT
That most keen grocery clerks in stores that have a 
good coffee business are helping to build this coffee 
business by recommending W orden »s freshly roasted 
coffees to their customers?

Remember the people of Western Michigan are 
drinking 368,400 cups of W orden’s coffees every day.

There must be a reason!

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

G R A N D  R A P ID S—K A L A M A Z O O  

T H E  PR O M PT  SH IPPERS
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what they  are represented  to  be. 
There is, undoubtedly, a demand for a 
g reat deal of cheap stuff in certain 
lines, but even while you m eet this 
demand, always take the precaution 
of recom m ending the quality lines. 
In whatever literature you send out, 
emphasize the im portance of quality 
and the wisdom of paying a little 
higher price for a better article.

A suggestion or two regarding the 
care of sporting  goods will be appre
ciated by the custom er. These sug
gestions m ay be given orally or by 
means of printed m atter. In certain 
lines it m ight be well to  have the 
suggestions printed on slips of paper 
with the dealer’s name at the bottom , 
thus serving the purpose of an ad
vertisem ent as well.

Quite often it has been found that 
cam eras and photograph supplies fit 
in well with sporting  goods. On 
holiday trips of all kinds it is now a 
common practice to carry a camera. 
This is not a difficult line to handle, 
yields a good m argin of profit, and 
may with advantage be taken on in 
connection with sporting  goods—al
though, of course, the line requires 
additional effort and attention , and 
should not be undertaken by anyone 
who doesn’t p re tty  thoroughly under
stand it.

The Leitelt Iron  W orks has been 
incorporated with an authorized cap
ital stock of $150,000 common and 
$100,000 preferred, all of which has 
been subscribed and paid in* in prop
erty.

Coca Cola Given a Body Blow.
A decision of the Federal courts ot 

vital im portance to  every owner of a 
trade m ark, and full of unique in ter
est, is that recently rendered by the 
United S tates Circuit Court of Ap
peals for the 9th Circuit, refusing to 
protect the well-known product “Coca 
Cola” on the ground th at the product 
is not accurately branded, and there
fore is not entitled to have its trade 
m ark protected under the law. Al
though the case was decided several 
weeks ago, it is only now attracting  
attention.

I t  appears th at the Coca Cola 
Company proceeded against a con
cern m aking a product known as 
“ Koke,” and sought an injunction in 
the Federal D istrict C ourt for an 
alleged infringem ent of its trade mark 
“Coca-Cola.” The decree was ren
dered for com plainant and defend
ants took an appeal. This decree was 
reversed, the Appellate Court speak
ing as follows:

“The evidence leaves no room for 
doubt that the appellee’s very exten
sive business conducted under the 
name ‘Coca-Cola’ is not entitled to 
protection at the hands of a court of 
equity. F irst, because it shows that 
in the beginning, and for many years 

'thereafter, the coca of which its com
pound was in large p a rt made con
tained the deadly drug cocaine, and 
the caffeine, which constituted the 
o ther main ingredient, was derived 
mainlv, and, indeed, alm ost exclusive
ly, not from cola nuts, but from tea 
leaves.

“Yet the labels with which the

preparation  was adorned contained 
pictures of coca leaves and cola nuts, 
and was widely advertised and sold, 
first, under the name of ‘Cola-Cola 
Syrup,’ and finally as ‘Coca-Cola,’ as 
a ‘valuable brain tonic,’ an ‘ideal nerve 
tonic and stim ulant,’ as a cure of 
'headache, neuralgia, hysteria and mel
ancholy,’ and ‘of nervous afflictions,’ 
under which representations a tre 
m endous consum ption was built up, 
and under which large num bers of the 
appellee’s custom ers still consume 
the mixture, although long prior to 
the bringing of the present suit the 
drug cocaine was practically elim inat
ed from the drink, and the caffeine, 
of which it has since been mainly 
composed, still comes mainly, if not 
entirely, from o ther sources than the 
cola nut. W e find such conduct on 
the part of the appellee to be, in fact, 
such deceptive, false, fraudulent and 
unconscionable conduct as precludes 
a court of equity from affording it 
any relief.”

News Notes From the Celery City.
K'pHmn-’oo. Tune 23—Sam W illage 

and Sam Rosenbaum are making prep
arations for the erection of a s t c e  
''nildine* at 1221 Fourth street. As 
roon as >t is comp'eted, it will be 
^ccnoied bv Steve Skof with an u r>- 
to-date grocery and m eat market.

F  'V . Dock succeeds Joe Davis in 
this ""rritory for the Perfection Bis
cuit Co., of Ft. W ayne.

H enry Engel & Son have recently 
mv-rh-sed a new Dodge touring car 
fro— ftie H. T. Cooper agency.

W e always knew that Creamo bread 
from -the Kalamazoo Bread Co. was 
a very attractive article, but on Tues
day it was proven to us conclusively,

for Jim Plating, the electrician, 
couldn’t wait to get to the store for 
a loaf, but drove straight into the 
delivery car with his Buick. Neither 
car was seriously damaged and no
body hurt.

Ralph L. B'ixler is again located at 
227 Portage street with a line of used 
cars, after having spent the w inter 
in Florida. Ralph is also agent for 
the L iberty Mutual Auto Insurance 
Co., of Petoskey.

Edson Bommerscheim, of the 
Bryant Bakery, was am ong those bass 
fishermen who could boast of getting  
the limit of ten. He not only boasted, 
but he proved it, too.

J. R. Van Bochove has moved his 
grocerteria  from 101 North Rose 
street into the Michigan R. R. Com
pany’s building at the corner of Rose 
and W ater streets.

The grocers of the State will be 
able to enjoy the week of July 4 in 
peace, as none of us “ Prune Peddlers” 
w ill he  around to  bother. The fish 
will suffer and the summer excursion 
trios will be numerous, so rest up, 
fellows, because we’ll be back on the 
,'ob again the following week.

Frank A. Saville.

Big Walnut Crop Predicted.
The output of walnuts from Cali

fornia last year was the largest ton
nage put out in that State up to this 
time. T he present season, it is ex
pected, will show a very m aterial in
crease in to tal tonnage, should no 
adverse conditions prevail from now 
forw ard nor losses through w eather 
and insect and disease troubles be 
g reater than is figured on. The total 
walnut tonnage will be, according to 
present estim ates, probably in excess 
of 25 per cent, over last year’s out
put, and may run quite a bit more, it 
is now thought by walnut interests.

I N C R E A S E  YOUR B I S C U I T  P R O F I T S

Advantages of an

ID E A L  SU N S H IN E  B ISC U IT  D E P A R T M E N T
Perfect Display—Clean—Neat—A ttractive

A  Com plete Stock w ith  Smallest Investm ent
It Creates Interest and Consum er's Demand 

Ask the Sunshine Salesman—He Knows

IoosE-\yiLES B iscuit Q mpany
Bakers o f  Sunshine Biscuits  

C H I C A G O
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IEWS O F T H E  BUSINESS WORLD

M ovements of M erchants.
Owosso— Mrs. M. E. Underwood, 

of Laingsburg, has leased the W est 
Side hotel, taking immediate posses
sion.

D etro it—Earl Sprague, form er buy
er for the Shroder shoe store, has 
resigned to accept a sim ilar position 
with the W alk-O ver Co.

Lansing—The Robinson Drug Co. 
has purchased the store building oc
cupied by its W est Side Pharm acy at 
107 North W ashington avenue.

D etroit—Thom as Luscombe, pro
prietor of the Luscombe Shoe Co. 
has been elected president of the 
village of Birmingham, where he 
makes his home.

Olivet?—T he O livet E levator Co. 
has been incorporated with an au thor
ized capital stock of $25,000, of which 
am ount $12,500 has been subscribed 
and $2,500 paid in in cash.

D etro it—R obert Budden, former 
buyer and m anager of the women’s 
departm ent of the W ilson Shoe Co., 
has resigned to become city salesman 
for B. Marx & Son. leather findings.

St. Louis—F. C. Ohland & Co. has 
been incorporated to conduct a gen
eral store, with an authorized capital 
stock of $12,000, all of which has been 
subscribed and $0.000 paid in in cash.

D etro it—T he M ichigan Roofing & 
Cornice Co. has been incorporated 
with an authorized capital stock of 
$3,000, of which am ount $1,500 has 
been subscribed and $1,000 paid in in 
cash.

F lin t—The W olverine Electric Ap
pliance Co. has been incorporated 
with an authorized capital stock of 
$10 000. all of which has been sub
scribed, $800 paid in in cash and $1 200 
in nroperty.

D etro it—The W olverine Metal Sales 
Co., Tnc., has been organized to deal 
in pig iron, m etals and allovs. with 
an authorized capital stock of $10 000 . 

$5.000 of which has been subscribed 
and $1,000 paid in in cash.

Lansing—F. A. Schm itt has sn'd 
his store building and grocery stock 
at 424 W illow street to L. M. Evans, 
form erly of Vernon, but who. for the 
past two years has conducted a gro
cery store in the south end of L an
sing.

C harlotte—Lawrence Robinson has 
sold his stock of clothing and men’s 
furnishing goods to Fred K. I eotz 
and H arold  E. Smith, form er clerks, 
who will continue the business at t^e 
same location under the style of 
Lentz & Smith.

D etro it—Clyde Tavlor. Secretary 
of the D etro it Retail Shoe D ealers’ 
Association and for the  past two 
y e a 's  with R. H. Fvfe & Co. as m an
ager and buyer of their children’s 
departm ent, has resigned to  become

general m anager of the Lindke Shoe 
Co., of this city. Mr. T aylor is now 
on a vacation and will take up his 
new position on July 5. He is visit
ing his old home at Dayton.

W yandotte—The H. S. Amiot Co. 
has been incorporated to deal in m er
chandise at retail, do tailoring and sell 
made to order clothing, with an au
thorized capital stock of $40,000, of 
which am ount $20,000 has been sub
scribed and paid in in cash.

D etro it—The Shine-Off Co. of 
M ichigan has been organized to dis
tribute and sell m erchandise m anufac
tured by the U tility  Products Co., 
of Chicago, with an authorized capital 
stock of $1,000, all of which has been 
subscribed and $250 paid in in cash.

D etroit—The Steel Service & Sales 
Co. has been organized to  deal at. 
wholesale and retail in iron, steel and 
o ther metals«, factory supplied and 
equipment, with an authorized cap
ital stock of $50,000, of which amount 
$25,000 has been subscribed and $5,000 
paid in in cash.

M anufacturing M atters.
Jackson—The O. F. Schmid Chem

ical Co. has changed its name to the 
Nulyne Laboratories.

Tecum seh—The Goheen Sorghum 
Co. is arranging to double its output 
owing to the expectation of a much 
larger sugar cane crop this year.

Bellevue—The Bellevue Enameled 
Silo Co. has been incorporated with 
an authorized capital stock of $5,000. 
all of which has been subscribed and 
paid in in cash.

Battle Creek—The Kellogg Toasted 
Corn Flakes Co. has commenced re
modeling its plant, installing new ma
chinery, etc. The im provem ents will 
cost o v e r '$500,000.

D etro it—The D etro it Enam eling 
C orporation has been organized with 
an authorized capital stock of $25,000, 
$14.000 of which has been subscribed 
and $8,000 paid in in cash.

T raverse City—The T raverse City 
R efrigerator Co., which at one time 
was one of the prom ising industries 
of the city, is now a m atter of his
tory. The plant is being razed.

D etro it—The Federal Screw W orks 
has been incorporated with an au thor
ized capital stock of $60.000, all of 
which has been subscribed, $11.018.92 
in cash and $32 081.32 in prooertv.

D etro it—The M artin-D ionne Bak
ing Co. has been incorporated with 
an  authorised capital stock of $35.000, 
all of which has been subscribed, 
$282.50 paid in in cash and $20,717.50 
in nroperty.

D etro it—The Steel U tilities Cor- 
noratiou has been organized to m anu
facture and sell metal and wood 
equipm ent for offices, factories and

m ercantile establishm ents, with an 
authorized capital stock of $50,000, of 
which am ount $25,000 has been sub
scribed and $5,000 paid in in cash.

D etro it — The Shedd Cream ery 
Co. has meen incorporated with 
an authorized capital stock of $300,- 
000, all of which has been subscribed 
and paid in, $30,000 in cash and $270,- 
000 in property.

D etro it—The Cunningham Electric 
Co. has been incorporated to m anu
facture and sell electrical m erchan
dise, with an authorized capital stock 
of $10,000, all of which has been sub
scribed and paid in in cash.

Owosso—The Owosso Sugar Co. 
has 24,000 acres planted to beets this 
year. This is about twice the acreage 
of 1918. For a time the company had 
trouble in finding sufficient labor, but 
this difficulty has been relieved.

Caro—The Miller Auto Top Co. 
will be re-incorporated with a capital 
stock of $150,000 and change its name 
to the Miller Top & Body M anufac
turing Co. It has commenced work 
on addition to its plant to cost about 
$25,000.

D etro it—The M otor City Tool Co. 
has been incorporated to  m anufac
ture tools and machinery, with an 
authorized capital stock: of $16,000, 
of which amount $10,000 has been 
subscribed, $500 paid in in cash and 
$8.300 in property.

D etroit—The General Food P rod
ucts Co. has been incorporated to 
manufacture and sell food products, 
with an authorized capital stock of 
$13.250, all of which has been sub
scribed and paid in, $5,500 in cash 
and $7,750 in property.

Ludington—The Thom as Stock Co. 
has been organized to m anufacture 
and sell stock fatteners and remedies, 
with an authorized capital stock of 
$25,000, of which amount $17.000 has 
been subscribed and paid in, $4 000 in 
cash and $13,000 in property.

Sturgis—The Royal Easy Chair Co., 
in addition to appropriating a large 
sum to expand the p lant’s production 
capacity, has set aside $50,000 to ad
vertise its product and incidentally 
the city of Sturgis. Two new kilns, 
20 x 50 feet, will be constructed at 
once.

D etroit—The Auto E xtricator Co. 
has been incorporated to  m anufacture 
and sell a patented autom obile and 
truck extricator. with an authorized 
capital stock of $5,000, of wh’ch 
am ount $3.050 has been subscribed 
and paid in, $500 in cash and $2,550 
in property.

D etro it—Alex A. M acDiarmid, of 
the M acDiarmid Company, bakers and 
confectioners, is back in D etro it after 
a year’s Y. M. C. A. service overseas. 
He was one of the chief cookie p ro 
ducers in France for the doughboys 
being stationed a t N antes, France, 
m ost of the time.

Alma—W ith the completion of the 
rem odeling of the Superior Bakery 
th at plant is one of the largest in 
this section o f #the State. The entire 
structure covers a plot 125 feet long 
bv 40 feet wide, and is two stories 
and basem ent in height. Consider
able new m achinery has been in
stalled, increasing the capacity of the 
p lan t to  (5.500 loaves of bread per (Jay,

in addition to pastry, etc. I t  is the 
intention of the company to go out 
into the State for a larger wholesale 
business than it has had heretofore, 
and it is expected that the business 
will be thus increased by leaps and 
bounds.

D etroit—John W eiler, the Broad
way baker, has moved for the sum
m er to his country home at Romeo, 
Mich. H ere he has a m ost delightful 
place on grounds covering one and a 
half acres. Mr. W eiler has become 
a real farmer, not only raising his 
own vegetables but chickens, rabbits, 
turkeys, etc., as well. He comes to 
town several times a week to see how 
everything is going at his shop. He 
thoroughly enjoys the country life.

O livet—Under the auspices of the 
United S tates Railroad adm inistra
tion, ties are being cut at the farm of 
Dan Hall, W est of this place, by 
W ard Gribben, of Nashville, who 
owns a sawmill and Frank  Green who 
owns a truck and trailer and does the 
hauling to Olivet station. All told
150.000 feet of ties are to be cut and 
thus far som ething like 80,000 have 
been taken out. I t  is the intention 
of those interested in the job to  put 
up a new sawmill a t once.

D etro it—T he Steel Products Co. 
has acquired the plant of the P arker 
R ust Proof Co. of America, in D e
troit. The property, com prising ap
proxim ately four and one-half acres, 
with modern buildings, is on C onant 
road, just north  of Mt. E llio tt avenue. 
The land has frontage of 421 feet 
on Conant road and average depth 
of about 500 feet. I ts  value is esti
mated at about $250.000. The build
ings were constructed  about three 
years ago. Besides the main build
ing there are three others, the com
bined floor area am ounting to about
65.000 feet. The purchaser is to  take 
possession as soon as the P arker 
R ust P roof Company can arrange to 
vacate the premises. T he la tte r is to 
continue its operations in a plant b e t
ter adapted to accom m odate grow th 
of its business.

The K atz M arket Co. has been in
corporated to  conduct a general m eat 
m arket, food supply and grocery busi
ness, with an authorized capital stock 
of $6,000 common and $4,000 prefer
red. of which am ount $7.000 has been 
subscribed and paid in, $3,000 in cash 
and $4,000 in property.

The Sigler P layer Action Co. has 
been organized to  m anufacture and 
sell musical instrum ents, appliances, 
parts and accessories, with an au thor
ized capital stock of $125 000 com
mon and $75.000 preferred, of which 
am ount $112,500 has been subscribed 
and paid in in cash.

The Grand Rapids Office Chair Co. 
has been organized to m anufacture 
and sell all kinds of office furniture 
and fixtures, with an authorized car>- 
ital stock of $100,000, of which am ount 
$50 000 has been subscribed and $10,- 
000 paid in in cash.

Bates & Carter, c lothing and shoe 
dealers at Elsie, renew their sub
scription to  the T radesm an and say 
“W e wouldn’t miss it for anything. 
W e like your grit.”
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Review of the Produce Market.
Apples—W estern  stock is firm at 

$6 per box.
Asparagus—$1.25 per doz. bunches 

for home grown.
Bananas—$7.75 per 100 lbs.
Beets—New command 60c per doz.
Beet Greens—85c per bu.
B utter—The m arket is steady, with 

quotations 2c lower than  last week. 
The quality of fresh arrivals is v e ry  
fancy and showing full grass flavor. 
T here is a fair demand for all grades 
and receipts are norm al for this time 
of year. Local dealers hold fancy 
cream ery at 50c in tubs and 54c in 
prints. Jobbers pay 45c for No. 1 
dairy in jars and pay 37c for packing 
stock.

Cabbage—Tennessee, $2.25 for 45 
lb. crate; Louisville, $4 per 100 lbs.

Cantaloupes—Im perial Valley stock, 
$1.75 for flats, (12-15); $3 for ponies, 
(54); $3.50 for Standards, (45).

C arro ts—25c per doz. for new.
Celery—Hom e grown, 65c per 

bunch. The price will decline rapidly 
from now on.

Cherries—Sweet; $3.50 per 16 qt. 
crate: sour, $2.75; California, $3.50 per 
box.

Cocoanuts—$1.25 per doz. or $9.50 
per sack of 100.

Cucumbers—$1.40 per doz. for No. 
1 and $1.25 for No. 2.

Eggs—The m arket is very firm, 
prices showing an advance of about 
lc  per dozen over quotations of a 
week ago, due to a shortage in real 
fancy fresh eggs, which is brought 
about by heated qualities of the fresh 
arrivals. T here is only a steady tone 
for under-grade eggs which are more 
num erous than the real fancy eggs. 
W e look for continued firm m arket 
in the near future. Local jobbers are 
paying 38c for fresh, loss off, in
cluding cases.

Garlick—60c per lb.
Gooseberries—$2.75 per crate of 16 

qts.
Green Onions—20c per dozen.
Green Peas—E arly  June command 

$3 per bu.; Telephones, $2.75 per bu.
Green Peppers—75c per basket for 

Florida.
Lem ons — California, $8.50 for 

choice and $9 for fancy.
L ettuce—Hom e grown head, $1.50 

per b u .; garden grown leaf, 75c per 
bu.

Onions—Texas Bermudas. $4 50 per 
crate for yellow and $5.50 for white; 
$8 per 100 lb. sack.

O ranges—L ate Valencias, $5.50@ 
6.25; Sunkist Valencias, $6.25(2)6.75.

Peaches—Florida stock. 6 basket 
crate, $3.75. T he quality is very in
ferior.

P ieplant—5c per pound for home 
grown.

Pineapples—$5@6 per crate.
Potatoes—Old die hard at 75@80c 

per bu.; V irginia Cobblers, $8 per bbl.
Radishes— Home grown, 12@15c 

per doz. bunches.
S traw berries—$3@3.25 per 16 qt. 

crate.
Spinach—85c per bu.
T om atoes—Home grown, $1.65 for 

7 lb. basket.
W ater Melons—75@90c apiece for 

Florida.
W ax Beans—$2 per 15 lb. basket; 

$3.25 per hamper.

The Grocery Market.
T he subject of selling beverages to 

be drank on the premises is one th a t 
is getting  consideration from retail 
grocers and general m erchants.

T here is no doubt about this, be
cause wholesale houses are selling 
these beverages stocks and soda foun
tain supplies by the carload. This 
big activity is in one of the lines 
which is destined to replace alcoholic 
drinks that are expected to go under 
N ational w ar prohibition July 1.

A cting characteristically  many deal
ers have lost no time in getting  fully 
supplied, so as to serve soft bever
ages in their stores.

T hey argue th at this will bring 
trade into the store; that some one is 
going to sell these beverages in their 
community, th a t they have an advan
tage in quantity  purchasing, . w hole
sale credit, goodwill and established 
places of business over exclusive 
drink and confectionery stores, that 
stocks require little  original outlay, 
th a t the m oney tu rns often, and that 
it is an all cash business, th at small 
space will be required. Hence the 
hurry  to  get in.

W hile some have said they feared 
that' opening drink adjuncts to  their 
stores will tend to  make a demand 
for keeping open Sundays, this is be
lieved to  be false argum ent, for no 
one store can sell all the drinks, any
way. T here are enough exclusive 
places open Sundays to  fill any pos
sible need, the same as in the case of 
city grocery stores, which rem ain 
shut. Candy and small “house” stores 
which insist on rem aining open con
tra ry  to law, obviate any possible 
famine in staple foods.

Releases by the navy of certain 
foods tends to relieve the shortage in 
some lines. Besides disposition of 
large am ounts of undergarm ents, 
socks, shoes, gloves, jerseys, cloth, 
serge, drill, there are being  released 
by the navy canned • tom atoes, corn, 
peas, string  beans, jam, pumpkin, 
spinach, catsup, sauer-kraut, etc. 
Sales are made in case lo ts for cash 
for personal use by family or pu r
chaser.

The Governm ent recently released 
3,000,000 pounds of 40-50 prtings at 
prices which seems to  mean about 25c, 
delivered in New York. T his week a 
release of evaporated peaches and 
raisins is expected.

Sugar—There is a good demand for 
sugar and m ost refiners are oversold, 
but a good deal of this is on orders 
placed ahead ¡rather] than for im
mediate wants. Prices show no change 
throughout, raw and refined sugar all 
being on the same basis as for many 
months.

T ea—The m arket shows no ma
terial change for the week, but con
ditions are looking up all the time, 
speaking from the seller’s standpoint. 
Business is very fair, w ithout any 
radical change since the last report. 
T here is a good active demand for 
Java tea on which the seller is now 
m aking a profit and also on new 
Japans. On high-cost greens and low- 
grade Form osas the buyers are not so 
willing and business in these lines is 
poor and m ost sales have to be made 
a t a loss.

Coffee—The m arket continues its 
sensational career. All grades of Mo
cha and Java moved up another notch 
during the week. Sales of No. 4 San
tos touch 27c, green and in a large 
way, and sales of No. 7 Rio touched 
21j£c, both of these prices are the 
maximum so far. The m arket is get
ting quite dangerous and everybody 
is going very slow. Buyers are tak
ing only what they have to  have, 
fearing that the m arket m ay sudden
ly take a slump. Brazil appears to 
have unlimited ability to  carry the 
burden, and as long as this is so 
there will be no slump. Milds ad
vanced about ^ c  during the week 
and are very scarce and high.

Canned F ru it—Opening prices f. o, 
b. Coast on future canned fruits have 
been made by some of the smaller 
Coast packers as follows; Peaches, 
special extra, $4; extra, $3.75; extra 
standard, $3.25; standard, $3. A pri
cots, when packed, seconds, $3; stand
ard, $3.25; extra standard, $3.50. 
O regon pears, standard, $3.50; extra 
standard,. $4; extra, $4.50; special ex
tra. $5. The Southern pack of straw 
berries is alm ost complete; acreage 
is short and prices have advanced 
from the opening at 20(n)22c a pound 
to 28@30c. All jam s and jellies have 
been advanced by m anufacturers.

Canned Vegetables—Tom atoes show 
no change for the week and the m ar
ket is fairly steady. Peas are very 
scarce. The Southern pack is over 
and some packers have packed only 
about 25 per cent, of their usual out-: 
put. Prices show a strong tendency 
to advance. Corn is unchanged, but 
steady to  firm.

Canned F ish—Salmon shows no 
particular change. The m arket, how 
ever, is not very firm, but it is no 
easier for the week. There has been 
some small sale for new Portuguese 
sardines at the prices quoted recently, 
but the extrem e prices have made it 
small. Dom estic sardines still dull 
and depressed.

D ried Fru its—Prices are now so 
high that m erchants are buying seem
ingly only enough to say they have 
stock on hand. California losse m us

catel are damaged, but seedless seem 
to have escaped to  a great extent. 
Much of this raisin stock is now a 
good deal damaged and soft, with 
grit in it, the wholesalers say, and 
hard to keep through warm weather. 
New stock is due next November. No 
such items as peaches, apricots, pears 
or prunes are to be had. They are 
all cleaned up in the coast. Never 
before has there been such a condi
tion, such as resulted from Govern
m ent requirem ents and foreign o r
ders. Buyers are sending out circu
lars trying to buy this stock for ex
portation. New apricots are due early 
in July. Prices are practically pro
hibitive, 34-35 cents for fancy goods.

Flour—Prices are unchanged in 
carlots, although wheat is steadily 
ascending in price. The hot weather 
has begun to  take up the slack, so 
the crop is not two weeks behind as 
it was considered to be because of 
the late and wet spring.

Rice—Buyers finding it impossible 
to procure what they w ant in fancy 
and choice, are now taking the lower 
grades in increasing quantities. Al
ready large purchases have been 
made, cleaning up all of the low priced 
goods, and the demand continues 
strong  on an advancing market. 
H olders of such stock in fancy rice 
as rem ains available, especially Blue 
Rose, are indifferent sellers at pres
ent quotations, and it is easier to buy 
small than large lots at the inside fig
ures. New Orleans reports that while 
first hands are practically out of the 
m arket, dealers there are doing a 
large business at top prices.

Cheese—The m arket is steady, with 
quotations slightly easier than prev
ious quotations. T here is an ample 
supply to  m eet all requirem ents at 
this tim e and a m oderate demand.

Starch—This seems to be the last 
of the corn products to advance with 
the corn m arket. Glucose and syrup 
had gone pp before. Gloss and corn 
starch is reported up a half cent per 
pound.

Provisions—The m arket on smoked 
meats is slightly firmer, quotations 
having advanced y^c per pound on 
the various kinds, and we look for 
continued high prices during the sum
m er m onths. The m arket on pure 
lard is very firm, local packers asking 
about 1 cent per pound more than last 
week. There is a fair demand and a 
m oderate supply. The m arket on lard 
substitute is firm, advancing lc  per 
pound over previous quotations. There 
is a fair supply and an active demand. 
The m arket on barreled pork is 
steady, with unchanged quotations. 
The m arket on dried beef is very 
firm, due to an extremely light supply 
and an active demand. The m arket 
on canned m eats is firm, with un
changed quotations.

Salt F ish—There has been no 
change in the m arket during the week. 
Irish m ackerel remains unchanged on 
last week’s basis; demand light.

C. D. Lane, dealer in drugs, books 
and wall paper at H arbor Springs says 
in renewing his subscription to the 
T radesm an “I could not get along 
w ithout it, although at times I get 
to busy to pay prom ptly.”

mailto:3@3.25


M I C H I G A N  T R A D E S M A N Ju n e  25, 1919

Supreme Council of the United Com
mercial Travelers.

Columbus, Ohio, June 23— I came 
here last night by way of Toledo and 
find a large number of the delegates 
and officers already here. Expect 
W alter S. Law ton and W ilbur S. 
Burns this evening and Tuesday 
m orning, at 10 a. m., when Supreme 
Counselor, Fred J. Fox, of W inni
peg, Manitoba, and Saskatchewan, 
Canada, raps the gavel on the th irty - 
second session of the Supreme Coun
cil, there will be seated approxim ately 
200 delegates, officers and Grand Past 
Counselors from tw enty-nine grand 
jurisdictions, extending from Maine 
to  California, Louisiana and Mani
toba, and 1 will give you to r next 
week’s issue the proceedings of the 
m eeting which wdll be concluded Sat
urday, June 28.

The m eeting of the National Sec
re ta ry -T reasu rer’s Association open
ed Monday m orning, President R. J. 
Claflin, of Carthage Council, Carthage, 
Missouri, presiding. About 100 Sec
re ta ry -T re asu re rs  of subordinate 
Councils and Grand Councils were in 
attendance and the reports of the of
ficers and vice-presidents th at were 
read gave evidence of the good work 
accomplished by these secretary- 
treasu rers’ Association meetings.

Maurice Heuman, Grand Secretary, 
and Lou J. Burch, Grand Treasurer, 
of the Michigan Jurisdiction, were 
both in attendance and Grand Sec
re tary  H eum an’s report from the 
Michigan jurisdiction was exception
ally good. R eports were read from 
other jurisdictions, showing the good 
results and the benefits of both the 
N ational Secretary-T reasurers’ Asso
ciation m eetings and the different 
Grand Council jurisdictions of Sec
re tary -T reasu rers’ Associations.

The city of Columbus is gaily dec
orated, not, however, for the suprem e 
session of the U. C. T., but for the 
M ethodist Centenary celebration that 
opened June 20 and closes July 13. 1
was up to the fair grounds to-day and 
spent some time and can truly say 
it is very in teresting  as well as in
structive. In  their exhibits they show 
the good work th at has been done 
by the missionaries. T hey have on 
exhibition tribes of people still liv
ing alm ost the lives of cannibals and 
they then show them  in different 
stages of education leading up to the 
Christian life. I t  is my intention to 
spend some m ore time at this cen
tenary  celebration in the evenings 
during the week, see more of it and 
try  and give you a more detailed ac
count.

On W ednesday evening of this 
week there will be a ceremonial and 
business session of the Im perial Guild, 
A ncient Mystite O rder Bagmen of 
Bagdad, at which tim e they will elect 
officers and comm ittees for the com
ing year. John D. Martin.

Murder of a W ell-Known Saginaw 
Merchant.

Saginaw, June 23—One of the most 
bru tal crim es in the criminal annals 
of Michigan was brought to light 
last Saturday afternoon, when a Gen- 
essee county farm er discovered an 
abandoned Buick auto on a wayside 
road, which, upon investigation, prov
ed to  be the car owned by our be
loved b ro th er and citizen, W . Parke 
W arner, Saginaw’s well-known whole
sale lea ther m erchant.

A deep gloom was cast over all 
Saginaw Valley from  Flint to Bay 
City, through which territo ry  he was 
particularly  well known, having had 
charge of the retail store and sales 
w ork for the F. W . & F. Carlis’e 
Co., of Saginaw, for years.

A bout two years ago he opened a 
wholesale jobbing business for him 
self and m et with wonderful success. 
He w ent to  F lin t last Friday to do 
some collecting and it was on his 
re tu rn  home th a t he met his fate near 
Clio. A farm er noticed the car a t the 
roadside on Friday night a t 11 o’clock, 
but gave no thought to  the m atter

until Saturday afternoon about 3 
o’clock, when he noticed the car was 
still there. Upon investigation, he 
noticed foul play and notified the 
Flint police departm ent. Officers were 
rushed to the scene, but owing to 
nightful were unable to  accomplish 
much. However, all through the 
n ight M ayor M ercer was busy on the 
phone, calling for help and at 6 o’clock 
Sunday m orning a searching party  of 
over 100 traveling men and friends 
of Mr. W arner left the Bancroft and 
all day searched the country round 
about the scene of the accident for 
miles, but with no success.

In an interview  with Mayor M er
cer and mem bers of the police force 
Sunday evening, they claimed they 
had not picked up a possible clew 
during the day. The belief is his as
sailants had a car of their own and 
conveyed his body to  a hiding place 
at a g reater distance.

“Every possible means will be tak
en this week to run down the m ur
derers and find the body,” said Mayor 
Mercer, who was a very close friend 
and associate of the deceased.

W . Parke W arner was about 50 
years old. He came here from Bing- 
hampton, N. Y., about eight years 
ago. He was m arried and has one 
daughter, Miss Beatrice, City Food 
Inspector. A t th is w riting she is in 
Rockford, 111.

A t the home, 318 A stor street, sits a 
loving wife, w aiting and praying that 
fate may turn  and that he may be 
alive somewhere. T o her we extend 
our sincerest, fraternal and heartfelt 
wishes.

Mr. W arner was a prom inent mem
ber of the F irst Congregational 
church and was President of the 
M en’s Society of that church, a mem
ber of the R otary  Club and P ast Sen
ior Counselor and m ember of the 
Executive Board of Saginaw Council.

Of him it can be said he was a 
man amonp men. W hether in busi
ness or social life, he was always the 
same standing ever ready to  do what 
was asked of him.

He had the respect and was held 
in high esteem by all his customers.

L. M. Steward.

Sunday Closing Law Declared Un
constitutional.

The new Sunday closing law put 
upon the statute books of St. Louis, 
closing all grocery stores, m eat m ar
kets and delicatessens, except that 
delicatessens were perm itted to re
main open from 3 to 6 o’clock in the 
afternoon, has been declared uncon
stitutional by Judge George E. Mix, 
of that city, on the ground that it was 
class legislation since delicatessens 
were perm itted to remain open, 
whereas the meat shops and grocery 
stores were forced to close all day.

T his decision comes as a disap
pointm ent to the Retail Grocers’ As
sociation of St. Louis and to many 
other retailers in St. Louis who were 
responsible for the law 's creation. 
More than 95 per cent, on a referen
dum vote of the retailers of the city 
favored a law of this kind in order 
that they m ight be free to enjoy one 
dav’s rest a week.

The city counselor has announced 
th at an appeal will be taken to the 
Court of Criminal Correction and 
very likely to the State Supreme 
Court. This, however, will entail 
considerable delay in getting  a final 
decision on the constitutionality  and 
in the m eantime those who w ant to 
remain open will not likely be in te r
fered with.

In  order to  avoid this delay action 
may be taken looking tow ard the in
troduction and passage of another 
m easure elim inating the class feature.

Coffee Campaign Now On

The coffee publicity campaign, conducted un
der the auspices of American coffee manufac
turers, is now in full force* Liberal space has 
been used in the daily newspapers and from now 
on extensive magazine advertising will be con
ducted* This pubUcity is going to increase the 
sale of coffee in every community. Some re
tailer is going to get this plus business in your 
locality—the dealer who goes after it, every 
grocer who goes after it—for the increase will be 
large enough ‘‘to go 'round*” Push your coffees 
in your own way, and this campaign will be a 
success so far as you are concerned—to your 
profit*

Use all of the devices at your command to 
stimulate coffee sales—among which the follow
ing may be suggestive:

1. Watch for the newspaper advertisements, 
cfip them from the papers and display them in 
your stores*

2. Use alt available display material—signs, 
cards, posters, etc*

3. Coffee window displays will be especially 
timely during the newspaper campaign*

4* Suggest coffee to your customers. Some 
retailers have greatly increased their coffee trade 
by simply telephoning their customers about 
coffee*

5. Some high-class grocers have served coffee 
in their stores at certain hours, drawing a large 
coffee trade.

6. Feature coffee in local newspaper adver
tising and run special advertising on coffee.

This is the time to review your own business 
and selling methods, to consider the importance 
of package goods and brands, to increase your 
own advertising, including attractive display 
materials.

A ll efforts to increase your coffee trade will 
avail you little unless you have the right kind 
of brands to meet the requirements of your 
customers. If you carry a full assortment of our 
various Lighthouse brands you will have solved 
this problem with satisfaction to your customers 
and yourself. Sold only by the various branches 
of our company, including

NATIONAL GROCER 
COMPANY

Grand R apids 
L ansing  
C adillac  
T raverse  C ity
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New Telephone Toll Rates
Effective June 13th, 1919

By order of the Postmaster General, new schedules of rates for telephone toll calls become effective 12:01 a. 
m., June 13th, 1919.

Under these new schedules the “station to station” rate is the base rate upon which all rates for the various 
classes of service offered, are computed. This rate is determined by the air line distance between toll points 
and is computed, for the initial period, on the basis of 5c for each 6 mlies up to 24 miles and 5c for each 8 miles 
beyond that distance.

For toll calls where the calling party does not specify a particular person to be reached at the called telephone, 
the station to station” rate is charged. This method provides the cheapest and quickest form of telephone 
toll service.

Station to station” calls should be made as far as possible by giving the telephone number of the called tele
phone. Where the number is not known and telephone directory information is not available, the name and 
address under which the telephone is listed, together with the information that it is a “station to station” call 
should be given to the toll operator.

For toll calls where the calling party specifies a particular person to be reached at the called telephone and 
the connection is established and conversation held with that person, the “person to person” rate is charged. 
As this service requires a greater amount of operating effort, the rate for such calls is about one-fourth great
er than the station to station” rate. (Minimum “person to person” rate 15c.) For toll calls on a “person to 
person basis, where the calling party, in placing the call designates a definite time at which he will talk and 
the conversation is held, the “appointment” rate is charged. As this service involves the making of the ap
pointment in addition to the operating effort necessary for a “person to person” call, the “appointment” rate 
is about one-half greater than the “station to station” rate. (Minimum “appointment” rate 20c.)

For toll calls made on a “person to person” basis where messenger service is required to secure attendance of 
the designated person at the called telephone the “messenger call” rate applies. This rate is the same as the 
“appointment” rate, plus any necessary charge for messenger service.

In connection with all toll calls other than those made on a “station to station” basis wihere the connection is 
established but the conversation is not held, because of any reason beyond the control of the telephone com
pany a “report charge” is made equivalent to about one-fourth of the “station to station” rate. (Minimum “re
port charge” 5c, maximum $2.00.)

Reduced rates, applying only to calls made on a “station to station” basis are quoted for toll service between 
the hours of 8:30 p. m. and 4:30 a. m. The rate between 8:30 p. m. and 12 midnight (“evening rate”) is 
about one-half the “station to station” day rate, and between 12 midnight and 4:30 a. m. (“night rate”) about 
one-fourth the “station to station” day rate. The minimum night rate is 25c. Where the “station to station” 
day rate is 25c or less no reduction is made for evening or night service. The time at which connection is 
established at originating point governs the rate determining whether the day, evening or night charge applies 
on “station to station” service. Day rates apply on all calls other than those made on a “station to station” 
basis, whether they are made during the day, evening or night.

“Collect Calls” or calls for which the charges are reversed (that is, collected from the subscriber at the called 
station) are allowed only in connection with “person to person” calls.

MICHIGAN STATE TELEPHONE COMPANY
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T H E  FING ER OF FATE.
Nearly forty-nine years ago the 

trium phant arm y of Germany a rro 
gantly m arched into Paris and dic
tated brutal term s of peace. France 
was not wholly blameless for the war, 
but was tricked into the form al de
claration of war through the perfidy 
of Bismarck, who boasted in his au to
biography that he started  the war by 
a forged telegram . Bismarck was the 
m ost despicable diplom at who ever 
guided a degenerate people to victory 
and he frequently deplored the fact 
that his term s of peace to P'rance 
were not severe enough to  completely 
crush her. As it was, he dealt her 
a staggering  blow—both to  her pride 
and her resources—but she soon ra l
lied from the d isaster and calmly 
awaited the time when she should be 
able to  regain her stolen territories 
and her m ilitary prestige. She knew 
th a t time would bring complete resti
tution, because a g reat w rong never 
does a nation any perm anent good. 
Sooner or later the pendulum swings 
back and rights the wrong, leaving 
the original aggressor worse off than 
a t the beginning.

The French people assum ed the 
burden placed on their shoulders by 
the savage brutes of Germ any w ith
out grum bling or whining. T heir 
conduct was in sharp con trast with 
the cowardly attitude of the German 
people since the arm istice was signed 
more than seven m onths ago. .The 
entire world knows th a t the Germans 
are the m ost brutal people who ever 
disgraced the face of the earth  and 
that they are the m ost cowardly pack 
of whiners and snivelers who ever 
existed. T he K aiser’s w ar and its 
outcome has given the world ample 
proof th at the word of a German 
is no better than the bond of the G er
man governm ent: that no German can 
be trusted  with as much as a five cent 
piece: that the treaty  the people of 
Germany will have signed before the 
end of the present week will be re
garded by them  as a “scrap of paper” 
to  be violated before the ink is dry 
on the docum ent: that the trea ty  
should have been made am ong the 
ruins of Berlin, instead of in beauti
ful surroundings in F rance: that it 
will never be possible to make a de
cent German so long as the present 
attitude of arrogant superiority is 
m aintained by the German people; 
th at the peace of the world will be 
in jeopardy so long as a single Ger
man survives to  cherish the pernicious 
doctrines inculcated in Germ any as a 
part of his every day life; that every 
dollars’ w orth of German goods which 
finds a m arket in o ther countries 
contributes to  the perpetuation of a 
race of beasts which should be ex
term inated, root and branch.

As with nations, so with individ
uals. The man who makes a dollar 
dishonestly or who gains a political 
or personal advantage by sharp prac
tice or trickery m ust pay the penalty, 
sooner o r later. T he worse the of
fense and the greater the crime, the 
heavier will be the penalty when he 
finally faces retributive justice. For 
m any long and weary m onths it look
ed as though the Kaiser and the in
famous Gott he created in the minds 
of the Germ an people would trium ph

over justice and liberty, but such a 
result would not be in conform ity 
with the records of the ages. In  due 
time the hand of the Alm ighty smote 
the crafty and cowardly K aiser and 
his gang of rapists and m urderers, 
just as He always sm ites the man who 
undertakes to accomplish his pur
poses by m eanness and lust and dis
honesty. The man who cherishes the 
idea that he can live in meanness and 
never have to pay the penalty has 
an awakening in store for him.

Brief reference is made elsewhere 
in this week’s paper to  the resum p
tion of operations by the H ackett 
M otor Car Co., a t Burlingame. I t is 
now a m atter of history  that the sal
vation of this institution and the hus
banding of the in terests of the stock
holders are due to  the efforts of two 
m en—‘President Johnson and M an
ager Dornbos. M ismanaged from the 
start, the stockholders were inveigled 
into the organization by false repre
sentations which should have landed 
the perpetrato rs of the fraud behind 
the bars. Realizing th at they had 
been betrayed by their associates and 
placed in a false light before the 
stockholders and the business public, 
Mr. D ornbos and his co-worker made 
personal sacrifices which few men 
would m ake to set them selves aright 
and husband the in terests of those 
who invested money in the under
taking. Mr. D ornbos went before the 
stockholders, personally and by let
ter, frankly inform ing them  that their 
investm ent was in jeopardy and that 
the only way the company could be 
rescued from disaster was by further 
contributions to  the w orking capital 
in the shape of personal loans to  the 
company. Mr. D ornbos’ plea was so 
effective th at m ore than $40,000 fresh 
money was secured in this way. Be
cause he started  out to  secure $60,000 
and did not feel justified in deferring 
the opening of the new plant any 
longer, Messrs. Johnson and Dornbos 
personally furnished $20,000 addition
al capital them selves, so th at up to 
the presen t tim e not a penny of the 
stockholders’ special contribution has 
been touched. The m anufacturing 
history  of M ichigan records few ex
amples of such self-sacrificing effort 
op the p art of officers or m anagers. 
T he stockholders of the  H ackett 
M otor Car Co. are to  be congratu la t
ed th at they are now associated with 
men who are so tenacious of their 
good name th at they do not propose 
to perm it any one who invested m on
ey on the strength  of their reputa
tions to  ever have occasion to regret 
their action.

A general lum ber famine in Aus
tralia has left thousands of houses 
unfinished because the nation is bar
ren of sheathing boards for roofing 
purposes, according to  a M elbourne 
man who recently attended the con
ference of the W est Coast Lum ber
m en’s Association on Puget Sound. 
He believes that A ustralians will use 
m ore and more Pacific Coast lumber 
in preference to the finished lumber 
which previously was im ported from 
the Baltic region. At p resen t they are 
not generally familiar with the p rod
ucts of our mills.

TRADE ACTIVE AN D STRONG.
D ry goods m arkets give many evi

dences of strength. I t  is possible to 
discern a larger measure of caution 
displayed in im portant places in m ak
ing or receiving com m itm ents imply
ing late deliveries and possibly a dan
ger of cancellations in the event of 
a m arket turn before the time for de
livery arrives.

T here is little or no questioning in 
the m arkets concerning the validity 
of current demands i t  wholesale and 
retail where spot m erchandise is in
volved or where exporters are con
stantly  try ing  to  purchase small quan
tities for early shipment. The im pres
sion is w idespread that the large de
m and is a natural result of the lift
ing of the restrain ts of w ar time, the  
crop prospects and the ability of 
many w orkers to  find employm ent at 
excellent wages.

T he inflation in earnings is causing 
a g reat deal of extravagance in buy
ing on the part of those  who are 
newly rich or whose incomes are 
tem porarily swollen. T he calls for 
goods of the finest character are .un
paralleled in m any stores. Some trad 
ers think this is due to a plethora of 
money, while others say it is natural 
to look for because the low priced 
goods are so very poor in quality.

The demand for cotton goods con
tinues in excess of production. Mills 
are declining a great deal of business 
offered a t prices th a t are satisfactory. 
M anufacturers say they do not want 
to make longer contracts until they 
have completed some of the business 
in hand. This condition tends to 
make buyers much more anxious.

One of the features of the m arkets 
is the constantly  increasing pressure 
upon mills and agents to  advance 
their com m itm ents to  take in deliv
eries for a new spring season. Some 
fine and fancy goods mills are tu rn 
ing down profitable offers every day 
through an unwillingness to book 
spring deliveries now. In  the cloth
ing and dress m anufacturing trades, 
the cutters w ant to  provide more 
goods on which there may be work 
for spring. They do not want to  be 
ham pered by non-deliveries when the 
active spring  selling season begins.

T his desire to anticipate deliveries 
for a new season would ordinarily be 
welcomed. But it is to be rem em 
bered that many mills can find plenty 
of work on staple fabrics th a t run 
from  season to season and do not in
volve style changes, or the annoy
ances of new sample lines. I t  is also 
the fact th at mill agents prefer to  get 
closer to  the actual consum ing season 
before consenting to  the acceptance 
of orders th at m ay not be worth 
much in the event of a fitful tu rn  in 
the business outlook. A great many 
silk and wool goods m anufacturers 
believe the time is opportune to  press 
for shorter selling term s and they 
propose to  keep their assets liquid 
in order to  meet the very high and 
changing costs of labor and raw  m a
terial.

In  the face of the extraordinary  
buying and selling reported, together 
with the constantly  recurring  reports 
of large sums made from  the rapid 
rise in values, the grow ing num ber of

conservatives in business are amazed 
to find th at their apprehensions are 
treated  with contem pt in many places. 
A prudent m erchant is a fogy, a short 
term  seller is a poor citizen, a jobber 
who refuses to  sell a retailer m ore 
goods than  can be sold by the buyer, 
is a “dead one,” in the common dis
cussion heard in to-day's m arket.

SW EATER STOCKS LIM ITED.
The business that was taken in the 

sw eater m arket during the past week 
took up much that rem ained unsold 
on the cheaper lines and the better 
grades were closely sold at the open
ing of the week. T here  is a steady 
call for all so rts of sw eaters and mills 
and selling agents are finding it hard 
to  take care of all of the demand. 
Some buyers who held off are now 
try ing  to cover, but they are finding 
one or two developm ents face them, 
either higher prices or a sold up 
m arket.

The contraction of the sw eater in
dustry  as a result of war conditions 
may be corrected by an expansion, al
though up to  this time nothing of a 
startling  nature has been done along 
this line. However, as conditions be
come more settled it is felt th a t new 
mills may be started  in operation, and 
this will likely relieve the situation 
to some extent. Unless such proves 
to be the case a very tigh t situation 
is liable to  result.

YELLO W  DOG OF GERMANY.
The Kaiser claimed to  have a great 

adm iration for Napoleon the Great, 
but he is a m ighty poor im itation of 
the L ittle  Corporal. W hen Napoleon 
saw that his sun was eclipsed, he 
voluntarily surrendered him self to 
England and accepted the fate of iso
lation which awaited him on the 
bleak and barren island of St. Helena. 
The K aiser sneaked out of the coun
try  he had ruined and took refuge 
under the flag of a little  country he 
had sneered a t ever since he was a 
child, tak ing care to  see th at the 
enorm ous fortune he had filched from 
the deluded inhabitants of Germ any 
was safeguarded in the banks of H ol
land. The little country of dykes and 
ditches has made herself the object 
of universal detestation by affording 
an asylum to the yellow dog  of Ger
m any and his ill-gotten gains.

T o speak of the K aiser in the same 
breath w ith Napoleon is a travesty  
on history.

T hirty-eight years ago Judge J. H . 
Logan of Santa Cruz, Cal., effected 
hybridization betw een the blackberry 
and the red raspberry. T he logan
berry  was the result. The new seed
ling was a robust grow er and the 
fruit of such large size th a t some 
specimens were an inch and a quar
te r  in length. Since th a t time, the 
loganberry, being appreciated, has 
made surprising  progress. I t  is now 
extensively grown in California, O re
gon and W ashington, and jam s, je l
lies, syrup, beverages and even pie 
made from the loganberry are known 
all over the U nited S tates and some 
of these products in foreign m arkets. 
I t  is now hard to  get enough pickers 
to take care of the loganberry  crop.
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M ichigan R etail Shoe D ealer»1 Associa* 
tlon .

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

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

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

Outlook for the Shoe Repair Season. 
W ritte n  fo r th e  T radesm an .

F or several years the w riter has 
been predicting in these columns a 
trem endous and unprecedented de
velopm ent in the shoe repair business 
of this country. Recent developm ents 
have justified this prophecy.

I t is now stated on very good 
authority  that, for every pair of shoes 
now m anufactured for wear in this 
country, three pairs are repaired. It 
is furtherm ore stated  th at the average 
pair of shoes can stand two or three 
pairs of taps.

Solid and substantial people—busi
ness and professional men no less 
than workingm en—have now acquired 
the repair shop habit for the first 
time in their lives. I t  has been stated 
th at tw enty millions of American peo
ple are now going on a half-sole basis 
—people who were not accustom ed to 
it until the high cost of leather and 
leather products forced it upon them.

Since all authorities on the leather 
situation are practically agreed that 
shoes cannot be cheaper—at least for 
some time to come—it is safe to  p re
dict that m ore and m ore people will 
acquire the repair shop habit, and 
that, once the habit is fixed, it will be 
continued.

Since the life of a pair of repair 
shop taps is fully as long (and as a 
m atter of fact, generally longer) as 
the original soles put on by the m anu
facturer; and, since the shoes may be 
half-soled not only once, but two or 
three times, thus doubling or quad
rupling the to tal life of the shoes 
(and at a fraction of their original 
cost), it stands to reason th at eco
nomically inclined people will come 
more and more to acquire the repair 
shop habit.

B etter Repair Service.
Economic conditions are in part 

responsible for the public’s change of 
attitude tow ards the repair shop, but 
the repairing of shoes has, it m ust be 
conceded, undergone a complete 
revolution within the last few years.

The old-fashioned cobbler, with his 
little, uninviting, insanitary shop- 
around-the-corner, is a th ing  of the 
past. To-day we have light, airy re
pair shops, well-located, clean-looking 
and inviting. In  some cases they have 
attractive windows and in terior ar
rangem ents th at speak a message of 
th rift and progressiveness.

B etter repair m aterials are used. 
Modern m achinery has been in tro 
duced, thus making quick repairs pos

sible; and the w ork is done in a neat, 
workm anlike manner.

Instead of try ing  to see how cheap 
the w ork can be done, the repair man 
of to-day is interested in doing the 
work better. He has discovered that 
the success of his business depends 
upon the quality of service that he 
renders the public.

In  o ther words the repair man has 
developed into a business m an—nr 
he is at least now in the process of 
transition. M anufacturers of repair 
specialties and m aterials and the job
bers who handle such products have 
been interested in providing helps for 
the repair man, and doing everything 
within their power to help him to 
become a better business man. The 
old-fashioned idea of m anufacturers 
and jobbers in such lines was to load 
up the repair man with inferior leath
ers and countless subsidiaries made- 
to-sell, and they considered that they 
had made a scoop if they unloaded a 
lot of stuff on him at top prices. But 
that day has passed. M anufacturers 
and jobbers alike now realize that the 
repair man is their friend and cus
tomer, and that they can retain him 
as their custom er only as they deal 
fairly with him and render him a real 
service.

For that reason the livest question 
before m anufacturers and jobbers of 
these lines, to-day is the m atter of 
trade prom otion. And all of them 
now see th at co-operation with the 
repair man is essential to the health 
and grow th of their own business.

The Dealer and Repairs.
The entire subject of shoe repairs 

is one that ought to make the shoe 
dealer sit up and take notice.

In the first place nothing is going 
to stop the present drift tow ards the 
repa:r shop. The people are headed 
in that way; and they are going to 
continue to be so headed until there 
is a very perceptible drop in footwear 
prices. And that is at the present 
time a rem ote contingency.

This being true, the dealer owes it 
to  himself to get in on this repa :r 
business. H e can do it only by so
liciting repair work. And he is in a 
position to do this m ost effectively. 
I t  is natural for people who buy 
their shoes from a given dealer to 
return  to  them  for needed repairs— 
provided of course this dealer is in a 
position to take care of their needs.

He should be prepared, therefore, 
to render a good repair service. He 
can employ a workman, install his 
machinery, and have the work done 
in his own place. As the repair busi
ness expands (and it is going to ex
pand if it is properly handled) he can 
increase his force. T here is practical
ly but one limit to the developm ent

The White Season
Is N ow  On

Over 200 Dozen Women’s White Low
Shoes on the Floor

3700— Women's White Poplin Six Eyelet Oxford, turn covered
Louis heel, plain toe, A-B-C-D, j i .........................................$2 50

3701— Women's White Poplin S ix Eyelet Oxford, turn covered
14-8 Military heel, plain toe, A-B-C-D, % .........................  2.50

3702— Women’s White Poplin, square throat, plain pump, small
bow, turn covered Louis heel, A-B-C-D, y%.......................  2 50

3703— Women's White Poplin, square throat, plain pump, small
bow, turn covered 14-8 Military heel, A-B-C-D, y%.........  2.50

3732—Women's White Polard Cloth Oxford Welt, 13-8
white enameled heel and sole, Imt. tip, B-C-D, Y%.........  3.70

Men’s Canvas
5012—Men s White Cloth Eng. Shoe, Red Fiber sole and heel,
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5014—Men’s White Cloth Eng. Shoe, leather sole and heel, 6-10. 1 85
5017— Men s White Canvas Eng. Oxford, Red Fiber sole and

heel, McKay.................................................................................  1.25

5018— Men s French Cloth Blucher Shoe, McKay, Leather sole
and heel..............................   1.75

5022—Men’s White Canvas, Oxford Tip, White Fiber sole and
h e e l.........................................................................  1.60

Barefoot Sandals and Play Oxfords
These came in late so are offering same at prices based on last June 

purchase over a year ago.
3237—Infants' Lotus Play Oxford Jfi..................................................  J1.05
3337—Child’s Lotus Play Oxford 8 # -1 2 ............................................  1.20
3437—Misses’ Lotus Play Oxford 1 2 ^ -2 ............................................  1.35

3225— Infants’ Tan Lotus Barefoot % ..........................................  1 00
3325— Child's Tan Lotus Barefoot 8% -l2 ..................................... 1.15
3425— Misses' Tan Lotus Barefoot 1 2 ^ -2 ................................... 1.30
3226— Infants’ Unbleached Barefoot % .....................................................75
3326— Child’s Unbleached Barefoot 8>^-12........................................ 85
3426— Misses' Unbleached Barefoot 12J¿ -2 ........................................ 95

KEDS
IN  ST O C K

And Plenty of Them

The Ideal Summer Footwear
For Men—Women—Children

in
White or Black—Oxfords or Bals 

which will be in big demand from now on.

Look for Specials Every 
Wednesday

Hirth-Krause Company
Tanners and Shoe Manufacturers

Grand R apids - - M ichigan
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of his repair business, and th a t is the 
local capacity for patronizing such 
service. If there are a thousand 
people in his community, he has a 
thousand potential repair customers, 
provided he is the only repairer in 
tow n; and even if he has competition 
in this line there is a chance of get
ting  a good percentage of his com
petito r’s custom ers provided he pilts 
on a better type of service than the 
o ther fellow.

H igh Stands of Service.
The dealer who solicits and han

dles repair w ork ought to be no less 
conscientious in this than he is in 
fitting his custom ers when they come 
in to  buy new shoes.

I t  is service that tells. Patronage 
m ust be built up on service. If  a 
pair of shoes arc w orthy of a pair of 
extra good taps, recom mend them. 
Suggest that repairs be made w her
ever needed. T ry  to have the shoes 
thoroughly repaired so th at they will 
give a lot of substantial wear when 
the work is done This involves the 
use of good m aterials and it also in
volves good workmanship.

Some people do not like to go to a 
shoe dealer with their repair work 
just because some shoe dealers seem 
to make them  feel that they are peev
ed because the shoes a ren’t entirely 
worn out. This m ay be right or a 
w rong impression on the custom ers’ 
part, but anyhow it is unfortunate for 
the dealer who is w anting to build 
up a big repair trade. Indeed, we may 
suggest th at it is doubtful if such a 
dealer really wants to  build up a re
pair trade; for if he did, he surely 
wouldn’t allow any such impression 
of himself to get abroad.

I t  is no disgrace these days to have 
shoes repaired. The repair m an »s 
now in strong with his Government, 
for the Governm ent is urg ing econ
omy. Make every dollar go as far 
as possible—and it will not go too 
far no m atter how carefully you in
vest it. The very best people are 
having shoes repaired.

But they demand (and should have-) 
real service. And a repair business 
built up on the solid foundation of 
good service at right prices will as
suredly win out with discrim inating 
people.

Again let me advise the small shoe 
dealer to  look into this m atter of 
repairs and decide now to get in on 
it. T he developm ents in the business 
during the next few years are going 
to be even more rapid than the m ar
velous developments that have gone 
forw ard during the last five years. 
The repair game in this country is 
now, we m ay say, in its infancy. Do 
not wait until it is fully developed.

Cid McKay.

Cider in Place of Liquor.
R ochester. Tune 23— Apple growers 

here are beginning to  check up the 
possibilities of cider as a substitute 
for alcoholic liquors w h e n  the coun
try  goes dry. The belief is that 
crape iuice and apple cider, with fer
m entation checked so as to comply 
with the law, are going to take the 
place of the  alcoholic drinks. I t  is 
already beginning to  be a question 
in the m inds of some w hether the 
barreled fru it o r the barreled juice is 
going to  be the profitable part of the 
apple business later on. A t any rate 
there is strong  prospect th at the num 

ber of cider mills will be greatly  in
creased this fall.

I t  is further reported that grape 
juice concerns are getting  ready to 
rise to  the situation if m atters de
velop according to the present fore
cast. T he apple grow ers feel that 
half of the battle will be won in the 
early attention  of the American pal
ate to the m erit of cider with a tang 
but w ithout a kick. Grow ers now 
claim th at a new system of pastuer- 
ization has been developed which will 
arrest ferm entation in apples at the 
delicate point where m ;re sparkle 
ceases and the violation of the law 
begins, and that this is accomplished 
w ithout affecting health properties or 
detracting  from the flavor.

All apples are now consigned. W ith 
the exception of a few odd lots, hold
ings are in the hands of a few big 
operators.

The new crop is being closely 
watched. Most of the standard w inter 
varieties, except Baldwins, have set 
well, especially in the lake shore belt, 
which is the real apple section of 
W estern New York. Scattering re
ports come, principally from points 
farther inland, th at the fruit is drop
ping heavily. However, it is too early 
to get anything like a dependable 
forecast on the final crop.

The M onroe county farm bureau is 
strongly advising growers to  spray at 
this juncture for brown ro t on 
peaches. W hile the disease does not 
show to any extent until the fruit is 
nearly m atured, the mischief m ay be 
done early in the season showing it
self in an incipient way on both foli
age and fruit. A serious outbreak is 
reported in the extrem e w estern end 
of the fruit belt. Difficulty in getting 
the usual plowing done in early 
spring, owing to the continued rains 
and the presence of last year’s dead 
leaves and shriveled fruit on the 
ground, in which fungus breeds, are 
given as the reasons.
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Gigantic Chain Store System  in Pros
pect.

New York, June 23—W hile there 
are some large chain store system s 
in the United States, they are mere 
pygmies com pared with the plans of 
the United Retail Stores Corporation, 
which will not only be National in 
scope, but in ternational in character, 
as branches will be established 
th roughout the U nited S tates and 
foreign countries. M oreover, the 
stores will sell tobacco, confectionery, 
groceries, clothing and general com
modities, and in addition proposes to 
produce and m anufacture products to 
be sold in th is gigantic chain store 
system. In  one fell swoop, there
fore, this organization intends to  dis
place retail grocers, wholesale gro
cers and m anufacturers.

The principal m en involved in the 
scheme are Jam es B. Duke, founder 
of the Am erican Tobacco Company, 
and Geo. J. W helan, founder o f the 
U nited  Cigar Stores Company. W ith  
them  are associated o ther interests 
am ong the m ost powerful in the U nit
ed States. Aside from  being a new 
factor in the chain store field, the 
m agnitude of the scheme is em pha
sized by the fact th a t it is proposed 
to buy out o ther chain store organiza
tions and perhaps am algam ate as 
m any of them  as can be induced to 
become a part of it.

The nominal capitalization of the 
new company, which was organized in 
New York last week, is 10,000 shares 
of 8 per cent, accumulative preferred 
stock a t $100 par value, or $1,000,000 
and 1,160,000 shares of comm on stock 
of no par value. N otw ithstanding 
th at the company is not yet in exist
ence, the common stock contracts to 
be delivered when issued, sold on the 
curb m arket in New York a t $75 a 
share, which would mean a value of 
$88,000,000.

The following sta tem ent was issued 
by the new company from  its offices 
at *511 Fifth  avenue, which is the 
headquarters of the tobacco trust:

“George J. W helan and Jam es B. 
Duke have organized the U nited 
Retail Stores C orporation to  take 
advantage of present conditions to 
extend m anufacturing business and to 
organize a system  of retail stores 
throughout the world for m erchan
dising of all kinds.

“The U nited Retail Stores C orpora
tion will begin operations at once by 
inviting U nited Cigar S tores Com
pany to  become associated w ith it. 
O ther im portant system s of chain 
stores in Am erica and Europe, as well 
as in South America, selling tobacco, 
confectionery, groceries, clothing and 
general commodities will in time be 
identified with the new concern.

“The character of the company un
der the laws of Delaware authorize 
the corporation to engage not only 
in retailing of all kinds of commodi
ties, but in the production of raw 
m aterial and in m anufacturing as well

as in the financing of such corpora
tions.”

One of the interesting disclosures 
in the announcem ent of the organiza
tion is the fact th at Jam es B. Duke, 
known as the “Tobacco King,” has 
returned to active business in the 
United States. Since the dissolution 
of the Am erican Tobacco Company 
in 1912 by the Supreme Court, Mr. 
Duke has devoted him self exclusively 
to the British-A m erican Tobacco 
Company in London.

T he new company will open retail 
ichain stores all over the civilized 
world for the sale of m erchandise of 
various kinds. On or before January  
1, hundreds of thousands of desirable 
stores now occupied by saloons in 
the U nited S tates will become vacant. 
W hile noth ing official as to the in
tention of the company to  ren t these 
stores has been announced, it is be
lieved th at advantage will be taken 
of this unusual rental situation.

The first company to be taken Into 
the system  will be the U nited Cigar 
Stores Company. Several other chain 
stores of National character will be 
added, according to present plans. 
Not only will the U nited Retail Stores 
Corporation handle the lines indicat
ed, but will include cheap groceries 
and high-grade m erchandise so that 
every class of custom er can be ca ter
ed to. The stock of the company as 
at present authorized is sufficient only 
to begin business, but with all the old 
tobacco crowd behind the concern, 
unlim ited capital will be available for 
any extension it m ay be deemed ad
visable to undertake.

Corporations having chain stores 
will be taken in by exchange of stock 
or by cash, or new ones will be es
tablished in all parts of the world, 
particularly  in Canada, the British 
Isles and in several countries of 
South Am erica and the Orient.

A ccording to  the statem ent, great 
economies are expected to result from 
the wholesale buying of standard 
commodities. In m any instances, 
supplies will be m anufactured by the 
company itself, and possibly produc
ed on its own farms, as the company 
is authorized to finance any en te r
prise for the complete development 
of its business. In  this respect, the 
new chain store octopus will be re
garded as unique. As to w hether to 
bacco, cigars, groceries, clothing, con
fectionery, etc., will be handled in 
separate stores, or w hether they will 
be run as a departm ent store, is not 
made clear.

One difference between the city and 
the country  is th a t in the country 
you go to bed feeling all in and get 
up feeling fine, and in the city you 
go to bed feeling fine and get up feel
ing all in.

M any a m an who claims to be dis
creet is only a coward.

A iaata 93.499.5M.M : Inaurane* In Fore* 955.488,444.44
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No Time for Gloom in United States.
I was considerably surprised upon 

my return  from Europe some weeks 
ago to note the spirit of uncertainty 
prevailing in comm ercial circles. I 
presume my surprise was intensified 
because I had just come out of an 
atm osphere , of hope, if not optimism, 
in England and France.

Even now, after several weeks of 
personal contact with men -Who arc 
in intim ate touch with financial and 
commercial conditions in this coun
try, I am unable to figure out just 
how we could have become so blinded 
to the good things in store for us 
that we are. unable to see the multifold 
rewards aw aiting our future endeav
ors.

Frankly, I started  on my trip abroad 
nine days after the armistice was 
signed with the popular thought in 
mind that I was to find devastation 
and poverty to such an extent th at 
it would hardly be honorable for the 
United States to do o ther than act 
in a charitable role. I imagined E ng
land alm ost bankrupt, France bled 
white, and Belgium a veritable beggar 
a t the coffers of the world.

True, I did see on every hand the 
direful results of the great conflict: 
alm ost w ithout exception every man 
■ I talked with in England and France 
had been stricken, either directly or 
indirectly, in some m anner—some had 
lost relatives or fortune, and. in num 
erous instances, both. But there was 
little or no despondency apparent. 
The supreme sacrifice had been en
dured with rem arkable fortitude, and 

-every .face was turned, figuratively, 
to  the dawn of a better and richer 
era. W orth-w hile results had been 
achieved and virtually every one 
seemed thankful for it.

I found no dissatisfaction with the 
part the United S tates had played; 
quite to the contrary, Americans and 
American m ethods were acclaimed on 
every hand. As a m atter of fact, I 
was unaware of the so-called opposi
tion to us until I landed here. At the 
m om ent I am ra ther of the opinion 
th at those stories of the m istreatm ent 
of our soldiers by the French, and 
the cordial welcome they received 
once they had crossed the Rhine, 
were a part of a cunningly conceived 
and carefully executed propaganda 
conducted by some one who had an 

■ulterior motive.
N aturally, there is bound to be 

some dissension am ong those sitting 
at the Peace Conference. I t  is in
conceivable th at tw enty nations, hav
ing been interlocked in partnership 
for a common purpose, could sever 
the arrangem ent w ithout some dif
ficulty.

But, mind you, civilization has gone

on apace during this war. It is a pity 
that the dream  of centuries could not 
have been achieved w ithout this 
blighting bath of blood, but now, re
gardless of the frightful cost, the 
whole world is going to be better for 
the experience. I make no claim that 
human selfishness has been erad icat
ed, nor that in rem ote instances greed 
will not raise its loathsom e head, but 
I do firmly believe that the “ League 
of N ations’’ will ultim ately prove the 
greatest boon to mankind since the 
beginning of time. The various na
tions are going to be shown the way 
to consideration for the o ther fellow, 
and, if they resist, they will be forci
bly guided in th a t direction.

Economically, war destroys m ater
ial wealth of various kinds, but it also 
creates m onetary wealth. W hile the 
bursting  of a single shell may cost 
one thousand dollars, the fact rem ains 
that some one was paid for its crea
tion. Thus, in a m aterial sense, some 
one was benefited. I say this with 
all respect to the sentim ental cost ot 
the great holocaust—but facts are 
facts. Millions of lives were lost, 
true enough, but from now on, I take 
it, we are to deal with the more or 
less sordid m aterial side of things. 
W e cannot bring back those destroy
ed lives, but we can and m ust take 
cognizance of things as they are and 
strive w ith every m eans at hand to 
better the conditions of the living, 
therefore an analysis of the situation 
is not amiss at this time.

W e, in this country, have derived 
considerable pleasure from the belief 
that we were, henceforth, to be mas
ters of both world banking and world 
shipping. This has been mere idle 
theorizing, of course. Actual condi
tions, as they have existed for cen
turies. cannot be altogether revolu
tionized even by a four-year war.

Great though our natural advan
tages are we cannot supplant E ng
land’s suprem acy in either overseas 
shipping or international banking;: 
This fact, however, should occasion 
us neither regret nor alarm. T here is 
enough prosperity  and contentm ent 
in view to appease our m ost zestful 
appetite for National affluence.

England m ust retain suprem acy of 
banking and be m istress of the seas. 
Sheer necessity renders this im pera
tive. In addition, she has the added 
advantages of geographical location 
and many generations of practical ex
perience. I t  will require many years 
of similar practical experience for us 
to reach such a degree of in ternation
al banking and commercial efficiency. 
She is not only thoroughly organized, 
but possesses those necessary m a
terial a ttributes which give her a com-
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mantling lead. T he records prove 
that England is constructive ra ther 
than destructive. H er efforts have 
been directed tow ard building up in
stead of tearing  down, therefore the 
world is better off for her having ex
isted. T here is nothing of blight in 
the conduct of her in ternational af
fairs, so we have nothing to fear on 
this score.

England is naturally  a free trader 
because the B'ritish are essentially 
converters of raw products into fin
ished material. For this reason she 
has heretofore throw n her trade gates 
open to the nations of the earth. Now, 
however ,she is suddenly confronted 
with the m ore or less perplexing sit
uation of doing more buying than 
selling.

U nder norm al conditions England 
has led the world in exports of finish
ed products, but exigencies of war 
forced her to foresw ear her leader
ship in order that her m anufacturing 
strength  m ight be applied wholly to 
the creation of w ar m aterials. For 
this reason discussion is rife over 
there that she may cease to be a free 
trader for a limited time, and become 
a “protectionist” so th at her more or 
less disorganized m anufacturing fa
cilities will have the opportunity  to 
become rehabilitated. However, as 
to the ultim ate result of this discus
sion, I would not even hazard a guess.

I talked with many prom inent bank
ers and business men in England, 
and while they enthusiastically dis
played appreciation for the help we 
rendered them in the war, not once 
did I note any disposition on their 
p a rt to step into second place in 
world affairs U nderstand, however, 
there was nothing of b igotry on their 
part. They are appreciative, w ithout 
being humble, nor does there appear 
even an inclination to take advantage 
of any one. In  fact, in the parlance of 
sportsm anship, they are “good fel
lows.” This leads me to believe that, 
in the English, we have foemen 
w orthy of our steel.

All of France realizes that the nation 
m ust turn to  m anufactures and ex
ports of m anufactured goods to re

place the loss of trade resulting from 
the passage of prohibition in the 
United States. Substitution of fac
tory  products for those of the vine
yard already is begun in the erection 
of factories in the region of Paris 
and Bordeaux; thus she is turning 
from the m anufacture of luxuries to 
more substantial lines.

One of the new staples of France 
is going to be cheap automobiles. 
T here is also a plan to get the A m er
ican design of sewing m achines and 
typew riters and make them in France. 
The automobile m anufacturers are 
try ing  to  induce the French govern
m ent to declare an em bargo for sev
eral years on the im portation of pleas
ure cars and trucks, but I doubt if 
this will be done. The Peace Con
ference will have considerable to say 
on this point.

French banks have plenty of money 
to lend to m anufacturers, and the 
great plan of rebuilding and extend
ing the steel mills of the north  will 
be amply financed.

Belgium is very actively planning 
her commercial and industrial re sto r
ation, and has ample money to finance 
the trem endous job. In norm al times 
savings banks in Belgium paid de
positors 3 per cent. To-day they are 
paying less because of so much idle 
money on hand.

In Italy  developlment of m anufac
tures since the war is extraordinary, 
and reconversion of factories from 
w ar to  peace uses is proceeding very 
rapidly. T hey are largely m aking m a
chines, notably pleasure autom obiles 
and trucks. Ita ly  will look to the 
O rient for business, and already has 
sent salesmen to Turkey, Asia Minor, 
and the Balkan States.

T he population of Prague, Bo
hemia, has increased 200,000 since 
peace came, hotels are crowded and 
people are cam ping out waiting for 
new hom es to  be built. B ohenra 
offers a large m arket for all sorts of 
merchandise, a special demand for 
prin ting  presses being noted. There 
is also a call for laundry soap, cloth
ing, shoes, and automobiles.

Roumania is short of all kinds oí

WM. H . ANDERSON. President L A V A N T Z. CAUKIN, Vice President
J . C L IN T O N  BISHOP. Cashier ALVA&T. EDISON. A ss 't Cashier

Fourth National Bank
United States Depositary

Savings Deposits

Commercial Deposits

3
Per Cent Interest Paid on 

Savings Deposits 
Com pounded Semi-Annually

3lAm m
[Per C ent Interest Paid on 

Certificates of Deposit 
Left O ne Year

Capimi Stock and Surplus

$580,000

The]
In

FAMINE 
Safety Boxes
T T A S  not reached us yet, 

though we understand 
there is a pronounced shortage 
in the supply, and they are next 
to impossible to obtain, the 
ma k e r s  being rushed with 
orders.

The Liberty Bond holders use 
them up fast, but our large in
stallation is still unexhausted.

The  M ichigan Trust Co.
OF GRAND RAPIDS

Safe Deposit Department. Pearl and Ottawa.

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 Y I N G S  B A N K

ASSOCIATED

CAMPAU SQUARE
T he convenient banks fo r ou t of tow n people. Located a t the  very cen ter of 

th e  city . H andy to  th e  s tre e t  care—th e  In te ru rbans—th e  hotels—th e  shopping 
d is tric t.

On accoun t of ou r location—our large tra n s it  fac ilities—our safe  deposit vau lts  
and o u r  com plete serv ice covering th e  e n tire  field of banking , ou r Institu tions m ust 
be th e  u ltim a te  choice of ou t of tow n bankers and Individuals.

Combined C apital and Surp lus .............................. $ 1,724,300.00
Combined T otal D eposits .................................. . . .  10,168,700.00
Combined T otal R esources ......................................  13,157,100.00

G R A N D  R A P I D S  N A T I O N A L  CITY B A N K  
C I T Y  T R U S T  & S A Y I N G S  B A N K
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agricultural equipment, and the gov
ernm ent is now try ing  to place im
mense contracts for equipm ent of this 
kind. H ere is another interesting 
fact; the oil wells of Roumania arc 
not ruined; the Germ ans left them in 
fair condition.

On the whole, the chance for 
American trade is really better In 
the B'alkan and Black Sea districts 
than  in France or Great Britain, 
although an immense volume of busi
ness will come out of the la tter two 
countries.

I t  is untrue that Germany has been 
able to pile up stocks of m anufactures 
during the war and is now ready to 
compete aggressively with the other 
nations. I t  will require years for Ger
m any to again become a formidable 
factor in world trade.

Despite w hatever protective m eas
ures the European countries may 
adopt the U nited States has undoubt
ed advantages over all the o ther na
tions of the earth. O ur production 
of foodstuffs is far greater than that 
of any o ther country and much be
yond our own requirem ents. W e have 
more than one-third of the world’s 
gold reserve. O ur banking resources 
are nearly equal to those of European 
countries combined. W e have one- 
half of the w orld’s iron ore and more 
than four tim es the coal deposits of 
all Europe. W e lead not only in 
m anufacturing facilities and raw prod
ucts, but also in labor-saving m achin
ery. W hat then have.we to be gloomy 
about? N othing!

In the practical carrying on of 
.business with Europe and o ther 
countries, we, in America, m ust not 
only recognize the spirit of co-opera
tion which has so greatly  developed 
during the war, but also respect the 
views of those with whom we are 
dealing. European business men 
place much m ore im portance upon the 
personality of the parties, the cus
tom ary m ethods of carry ing  on busi
ness, and the semi-social conventions 
between the parties than we do here. 
T heir habit of courtesy makes many 
of our m ethods seem som ewhat crude 
and unpolished. T hey wish to  carry 
on business in their own countries in 
their own way, and the man or com
pany who expects to be successful 
in business there m ust recognize this 
and comply therewith. The results 
are the same, but the outward m eth
ods differ.

All in all, we have much for which 
to  be thankful. In  reality we are, in 
m aterial affairs, the leaders of the 
world. On all accounts it behooves 
us to  get down to business, adjust 
our own little internal differences, 
and become a g reat nation made up 
of happy and prosperous individuals.

Geo. A. Gaston.

A w ar a rtis t is always successful, 
even though his battles are all drawn.

I t  isn’t necessary to  patronize the 
newspaper w ant colum ns in order to 
find trouble.

SAVE MONEY by insuring in the

Michigan Mercantile Fire 
Insurance Co.

Mich. Trust Bldg. Grand R: pids, 9 ich.

Reconstruction Days A re Here
N o field of endeavor will feel greater activity for several decades than the Building Trades and 

Road Building.
In the day just ahead Good Roads will be an absolute necessity—and will be one of the great 

arteries of transportation. Many fields of business are now adjusting themselves to this New Day— 
of Good Roads.

On every hand it is being acknowledged from one end of the country to the other that the Con
crete Road is in every particular the road of the future—ultimate cost and service both considered*

A  very great feature of all present and future building is permanency, whether it be Road, 
Dwelling or Factory.

Cement supplies this particular feature better than any other building material*

Future of the Cement Industry
The Cement Industry is just in its infancy. Great days are ahead for cement—the . King of 

modern building necessities.
N o  industry is today more universally successful than the Cement industry—and it is reasonable 

that this prosperity will continue because many states have now voted bond issues running into 
many millions for the building of good roads—a large part of wthich will be concrete.

The demand for cement in the near future is way beyond the possible supply of present cement 
plants.

N ew  Cement Companies, if well-officered and ably managed, ‘with abundance of raw material, 
good markets and transportation facilities should become good earners of profits—and good dividend 
payers.

The Petoskey Portland Cement Company
is now paying dividends from the sale of crushed stone. This business has been conducted at a good 
profit for over 10 years and is being expanded many fold*

The Company is now building a large dock which will enable it to market over 1,000,000 tons 
of crushed stone per year. Orders for this much have come unsolicited to the Company.

This part of its business can alone earn from 15% to 20% on the entire capitalisation of the 
company as soon as its dock is completed.

Judging from the dividends being paid by many other cement plants—the cement plant to be 
built by the Petoskey Portland Cement Company will, it can be reasonably said, materially increase 
the above mentioned earning.

Many prominent business men of the state have visited the company's property a t  Petoskey and 
have as a result become financially interested.

We invite your early investigation of our claims from every possible angle and from all reliable 
sources.

Petoskey Portland Cement Company
P E T O SK E Y , M IC H IG A N  

CAPITALIZATION $1,500,000
All stock is common, fully paid and non-assessable and is selling at $14 per share.

No Bonds. No Preferred Stock. No Water. No Debts.
A . B. KLISE, Pres. JOHN L. A . G ALST ER, Sec. aod Trees.
HOMER SLY, 1st Vice-Pres. J. C. BUCKBEE, 2nd V lce-Pres.

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

Grand Rapids, Mich.
Gentlem en: W ithout any obligation on  m y part, send m e all information you  have regarding 

the Petoskey Portland Cem ent Co.

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

A d d r ess .................................................................................................................................................................................

T he M ichigan S ecurities  Com m ission does n o t recom m end th e  pu rch ase  o f a n y  sec u rity  an d  i ts  app roval 
m ust n o t be construed  by  Investo rs  a s  a n  endorsem ent of th e  value.
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Illinois Legislature Demands Restitu
tion of Surcharge.

Resolutions denouncing the war 
cost surcharge on fire insurance 
premiums, and dem anding th at the 
A ttorney General take action to se
cure the re tu rns of sums collected in 
excess of the regular premium  rates, 
have been introduced in the Illinois 
House of Representatives, and after 
being adopted were reconsidered and 
referred to the Committee on In su r
ance. The text of the resolutions is 
as follows.

W hereas—The fire insurance com
panies doing business in this State 
were on April 1, 1918, charging Illi
nois citizens much higher rates than 
were then charged in o ther states up
on like classes of p roperty  for equal 
am ounts of indemnity, and especially 
so as compared with sta tes having 
laws regulating  rates and notw ith
standing the fire insurance business 
had during the year 1917 yielded them  
a net underw riting  profit of $6,729,- 
206, not including vast sums derived 
from  capital investm ents produced by 
business theretofore transacted  in 
this S tate; said companies on said 
date, under pretense and guise of war 
necessity, through unlawful m onop
olistic com binations and agreem ents, 
unjustly  and contrary  to  the laws of 
this S tate and the decrees of its 
courtSj conspired, combined and un
lawfully imposed upon Illinois insur
ants a 10 per cent, additional arbi
trary  surcharge upon the gross prem 
iums of all insurance in force, and 
unjustly and unlawfully collected from 
its citizens a sum in excess of $2,- 
250,000.

W hereas—I t  was decided by the 
Appellate C ourt of the Fourth  D is
tric t in the case of People vs. Aachen 
& Munich F ire Insurance Company 
of Germ any et. al., 126 111. App. 636, 
th at insurance business is impressed 
with a public in terest and a suit of 
th a t title was m aintained in the Cir
cuit Court of St. Clair county, brought 
by the A ttorney  General to  restrain  
such unjust and unlawful combina
tions, in which suit the insurance 
companies doing business in this State 
were perpetually enjoined from en
tering  into such conspiracies and com
binations; and

W hereas—Through the conduct 
aforesaid said companies have vio
lated the laws of this State, the prin
ciples of said injunction and appear

to be in contem pt of said decree, and 
the licenses of such foreign com
panies m ay be revoked and the fran
chises and charter powers of such 
domestic companies m ay be ousted 
and canceled by proceedings in quo 
w arranto for such violations; there
fore, be it

Resolved—B’y the House of R epre
sentatives of the Fifty-first General 
Assembly, that the A ttorney General 
be and he is hereby directed to make 
strict enquiry into the conduct of said 
insurance companies aforesaid to p ro
secute such suit o r suits as may be 
necessary to  restrain  them from  con
tinuing such unjust imposition, pun
ish them  for contem pt and compel 
them  to restore to  insurants the over
charges so made, take such steps 
as m ay be necessary to  cancel the 
licenses and arrest the franchises of 
such companies as refuse to restore 
to  insurants am ounts of such unjust 
overcharges and to  co-operate with 
the D epartm ent of T rade and Com
merce to  effect the purposes afore
said; and be it further

Resolved—T hat the D epartm ent of 
T rade and Commerce be and it is 
hereby directed to  demand of all such 
insurance companies doing business 
in this S tate the immediate re tu rn  to 
policy holders of the sums so collect
ed in excess of regular premium  rates 
through such unlawful combination 
and surcharge w ithin a reasonable 
time to  be fixed by said departm ent; 
th a t it cancel the licenses of such 
foreign companies as neglect to com
ply w ith its order in th a t respect and 
th at it report such dom estic com
panies as fail to  comply therew ith to 
the A ttorney General and request him 
to proceed against them  by quo w ar
ran to  to cancel their franchises, 
rights and privileges as corporations 
of this State.

A C C U R A T E  - R E L IA B L E
U P -T O -D A T E  *

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

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

Superior Special Reportiug Service 
Further details by addressing 

G E N E R A L  O F F IC E S

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

First Mortgage Bonds
TAX EXEMPT, PAYING

6  %%
$100, $500, $1,000

APPLY TO

T h e  M ichigan T ru st C o .—Grand R apids T ru st C o. 
O r A n y  State or  N a tio n a l Bank in  Grand R apids

INSURANCE AT COST
On all kinds of stocks and buildings written 
by us at regular board rates, with a dividend of 
30 per cent, returned to the policy holders.
No membership fee charges.
Insurance that we have in force over $2,500,000

M IC H IG A N  SH O E D E A L E R S M U T U A L  
FIR E IN S U R A N C E  C O M P A N Y  

FREMONT, MICH.
O ne o f  th e  S trongest C om panies in  th e  State
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First Annual Picnic Grand Rapids 
Dry Goods Co.

The first annual picnic given under 
the auspices of the Grand Rapids Dry 
Goods Co. took place at F ru itport 
last Saturday. I t  was an all day 
affair, the store ho t being opened at 
all during the day. The sta rt was 
made about 8:30 a. in., the trip being 
made by automobiles. The follow ng 
were present:

Office Force.
Clarence J. Farley, F rank J. Neu

man, Lucy Parbel, Clarence Van 
Strein ,v Louise Kopp, M arjorie H am 
m ing Evelyn Ketchapaw, Gertrude 
Murphy, Eloise Best, Florence Cud- 
dahoy, Nora O ’Neil.

House Employes.
Fred Doyle, H enry Pekelder, Abe 

Veroline, Jacob Mieras and wife. Bert 
W ynsm a, John Noble and wife, Peter 
Niewyk, John Berg, Leonard B'agge, 
Josephine Stonehouse, Tim Posthu
mus, W inifred Beukema, Jay Cooper, 
John Stuit, Stanley Rice, G errit Tak- 
kens, R. Boscher and family, Jean
nette Nieboer. Paul Johnson, M ar
garet Van Dyke, H. Leader, John 
Garvelink. Dave Johnson, H enry Ude, 
Mary Van Haven, Grace Austin, Paul 
Nelson, Neil V ander W ande. Fred 
Seibeneicher, R. Berg, Jam es V alen
tine. Lucille Emm er, Leonora P ier
son, W illiam Herm an, C. S. Simkins 
and family, F rank J. Seibel and family

Traveling Men.
L. D. Bovee, L. J. Pylm an. Tim 

Temple, John B'oone, J. B. Hagle, 
Herm an Duyser, S. McBain and fam
ily.

E. A. Stowe and family were pres
ent by invitation.

On arriving at the picnic ground, a 
matched game of baseball was played 
by the salesmen and housemen, re
sulting in the victory of the insiders. 
The line-up was as follows:

Salesmen Insiders.
P. F.— Plym an, Doyle.
P.—Farley and Takkens. Seibeneicher
C.—Bovee,
1 b.—Neuman,
9 b.—McBain,
3 b —Takkens.
L. S. S'.—Simkins, 
R. S. S.—Hagle,
!.. F.—Temple,
C. F. Boone,

Cooper.
D. E. Johnson
Posthum us.
W ynsm a.
Ude.
V ander W ande 
Berg.
Van Strein.

Mr. Farley captained the salesmen 
rnd  Mr. Van Strein the insiders.

A picnic dinner was served on a 
long table which accomm odated the 
entire party. The menu included 
'"-erv th 'ng  from soup to nu ts—m inus 
the soup. Mr. Seibel superintended 
the m aking of the lemonade and was 
very much in evidence where anjr 
hard work was to be done. After 
ample justice had been done to the 
tem pting  viands, including an ample

supply of ice cream which was obtain
ed from Grand Haven, the following 
contests were pulled off, the prizes 
being $1 in each case.

Short running race for men—W on 
by H. Leader.

Short running race for women— 
W on by Miss Pierson.

Fat Men’s race—W on by S. Rice; 
consolation prize won by E. A. Stowe, 
consisting of right to print story of 
picnic in Michigan Tradesm an.

Ball throw ing contest for women— 
W on by Miss Van Dyke.

Ball throw ing contest for men— 
W on by N. V ander W ande.

Ball throw ing for accuracy—W on 
by Miss Parbel.

Ball throw ing for men—W on by 
L. Bagge.

N ail-driving contest for women— 
W on by Miss Van Dyke.

Standing broad jum p for m en—W on 
by C. J. Farley.

Shoe race for m en—W on by P. 
Johnson.

Tug-of-w ar—Captains Fred Doyle 
and R. Boscher. W on by Doyle’s 
team —Prize box of candy.

Supper was then served, when the 
party  returned to the city, fully de
term ined th at the day should be the 
precursor of m any o ther events of a 
sim ilar character in the future.

Five of the traveling men were un
avoidably absent, as follows: Patrick 
Behan, on account of the death of a 
sister; J. F. Bookey, for the same 
cause: R. B. Pfeffer s'tarted Saturday 
m orning on a trip  to Canada to visit 
relatives; Leo Collins and W . IT. 
Goodfellow, reasons unknown.

T nsel in Millinery.
“Too much cannot be said of tin 

sel em broidery and brocade designs 
for the com ing season” is the way the 
current bulletin of the Retail Milli
nery Association of America quotes 
one of the best authorities in that 
1-ne- of business. “O ur representative 
in Paris emphasizes the im portance of 
these fabrics constantly .”

“T ,-nsel em broidered fabrics are 
being designed in Paris that cost as 
high as $25 a yard,” the bulletin con
tinues. “These include beautiful 
flower and foilage designs. R ibbons 
with tinsel flower em broiderv are a 
1>ig feature too. These fabrics will, 
of course, be used in making the fin
est dress hats.”

The bulletin also asserts th at an 
other im portant item for fall is sa t:n 
brocades. This class of goods will be 
used widely during the coming sea
son. Im itation ostrich fringe, it says, 
is again going to  be a big trim m ing 
item.

The golden eagle, like o ther good 
tenors, is a rare bird.

OFFICE OUTFITTERS
LOOSE LEAF SPECIA LISTS

U fa ffîn & ç *
717.339 P n r  V tnt •»» .ria ltiuñad nitida. Mieli.

W e are manufacturers of

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

CORL, KNOTT & CO., Ltd.
Comer Commerce Ave. and 

Island S t
Grand Rapids, Mich.

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 . C o y e , Inc.
Grand Rapids, Michigan

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 C IT IZ E N S SE R V IC E

United Motors Co., Grand Rapids

We want responsible agents in every town. Write us 
f >r terms. In towns where we are not represented, we will 
m ike truck buyers an exceptionally attractive offer.

Send for illustrated catalogue. 690 North St.
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Crop Prospects and Cotton Fabrics.
N ot that it probably made any dif

ference in the betting  on the ex
changes as to the prices to be quoted 
on cotton, but there were a num ber 
of occurrences during the past week 
to encourage the notion th a t recent 
high levels can be m aintained. Spot 
selling in the grow ing districts has 
been quite brisk when the m aterial 
could be had, and exports, have been 
growing with the added facilities of 
increasing ship tonnage. The nearei 
approach of peace, of course, another 
factor. Then, too, the prospects of 
this year’s crop in Texas and O kla
homa have not brightened any, owing 
to the w eather conditions in those 
states. But dom estic consum ption 
has slowed down considerably and it 
begins to look as though the carry
over at the end of next m onth would 
be ra ther larger than was anticipated. 
The ability of holders down South to 
carry cotton rem ains as great as ever, 
however, and it is conceded there 
will be no forced selling to  carry 
down the price. Owing to  the back
w ardness of this year’s crop, there is 
as yet no way of estim ating the prob
able yield even approxim ately. The 
goods m arket does not seem pertu rb 
ed by any uncertainties, the prices 
prevailing being high enough to allow 
a substantial profit even though the 
cost of the raw material goes higher 
than it ever has. W hile the selling, 
except by second hands, has not been 
particularly  lively, this is not due to 
any absence of demand but ra ther to 
the disinclination of the mills to con
trac t ahead too far. All kinds of fin
ished goods are in request, with price 
a secondary consideration.

Sales of W ool and W oolens.
Sales of wool at auction were had 

in Boston and London during the 
past week. At each place the prin
cipal call was for the finer varieties. 
Tn Boston a record price was obtain
ed for short 70s combing Sidney 
wool, it bringing $1.01 in the grease, 
equivalent to $2.40 on a clean basis, 
The last of the Governm ent’s auctions 
for the season will be held in Phila
delphia th i^  week when 7,000,000 
pounds of Cape W ool will be offered. 
Then the auctions will be suspended 
to enable the domestic clip to be m ar
keted w ithout this competition. All 
the indications point to a successful 
season for the wool growers. Con
tra ry  to what is the cases regarding 
cotton, the consum ption of wool in 
the dom estic mills is growing steadily 
and the output of fabrics prom ises 
to be exceedingly great, despite the 
lateness of their starting. Com plaint 
is still made of slow deliveries, but 
not much fear is expressed of a lack 
of goods for both men’s and wom en’s 
wear. Conditions have favored the 
getting  of high prices and the circum 
stance seems to have been taken full 
advantage of. T he cutters-up are 
busy on orders, and m ore of the 
clothing m anufacturers have ceased 
soliciting new business. No one, 
however, need feel apprehensive that 
there will not be enough garm ents to 
supply all needs, dom estic and for
eign, all statem ents to  the contrary 
notw ithstanding.

Talking of Service
We want to call your attention to the following in reference to PHONE 

OR MAIL orders:

1. In writing out your order specify if possible the general details of what merchandise you want; 
that is if Piece Goods, the stock number if possible, color, sub pattern number and about what you 
expect to sell the merchandise for. If you give us this information, we can fill your order as you 
want it. We would rather have too much information than not enough. In Underwear or Hosiery 
tell us if possible what kind of a garment you want and about what you expect to get for it. We 
are getting in new lines of merchandise all the time and can often give you something better than 
what you have had before, if you will only give us a general idea of about what you want.

2. We would also like to have you specify just how you want the merchandise shipped. Our SERVICE 
DEPARTM ENT follows up every order to see that it is handled as you specify and with your 
further co-operation as above we believe that we can make our service even better than in the past.

BY ORDERING BY PHONE OR MAIL AND FOLLOWING THE ABOVE SUGGES
TIONS YOU CAN GET A  BETTER TURN-OVER WHICH ALWAYS MEANS BETTER 
PROFITS FOR YOU.

N o t O n ly  Salesm en  But R ep resen ta tives
Our men can be useful to you in a great many ways. Some of them have helped merchants mer

chandise their stores, take inventory and in a great many other ways made suggestions which have 
helped to increase the profits of our customers. We take pride in the fact that they are not only 
salesmen but real representatives of our House. They can help you in a great many ways if you 
wi^ only use them. Try it and see.

W e  N e v e r  S top  T a lk in g  A b ou t C ity  D a y
EVERY W EDNESDAY you will find REAL BARGAINS in EVERY DEPARTMENT.

A  S u ggestion  Y ou  C an n ot A fford  to  O verlook
Several of our buyers have just returned from New York and report an unprecedented demand 

for and scarcity of merchandise. We are quite well covered in most lines and are asking the Mills to 
ship our merchandise to us at once. We think it would be well for all of our customers to follow the same 
program. You had better order whatever you need for Fall at once and we will ship it to you just as 
soon as we can and give you September i dating with regular terms of 2% JO days, 60 extra from 
September i. This is an exceptional offer which you should take advantage of at the earliest pos
sible date. First come, first served.

Our Rest Room
Is something which we are in

tensely proud of. Whenever you 

come to Grand Rapids you can 

make it your headquarters. You 

will find easy chairs and all con

veniences where you can rest and 

refresh yourselves. We are only 

two blocks from the Union De
pot and when you arrive you 

can come here and clean up be

fore you start the day's work.

It is not necessary to buy when 

you come in. Our purpose, of 

course, is to have you get used 

to making our House your head

quarters whenever you are in 

Grand Rapids.
Q U A L IT Y  M E R C H A N D ISE  

Exclusively Wholesale No Retail Connections
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Exercise the Faculty of Seeing 
Things.

W ritten  fo r th e  T radesm an .
W hat is more common than to hear 

exceptionally intelligent men and 
women say, “ I have such a poor m em 
ory for nam es?” Or, “ I read the pa
pers p re tty  carefully, but I don’t seem 
to be able to  rem em ber what I read.” 
Or, “W h at’s the use of my reading 
books, I can’t rem em ber anything in 
them .”

1 suppose we are all bothered by 
this failure of impressions to stick in 
our minds; I suspect it is very com
mon for people a t the age of forty  
or more to  believe old age is creeping 
on them  very fast because their m em 
ories do not hold things they would 
like to remember.

Lately I have seen one of the much- 
advertised “m em ory system s” wh'ch 
interested me very much and which I 
believe will be useful to m any peo
ple, because it offers a way in which 
men and1 women who fear they are 
losing such shreds of mind as they 
have can train  their m em ories to  hold 
things—especially the names of people 
whom they meet.

I t is ridiculously simple, when you 
come to think of it, for the whole 
business is only a train ing  in seeing 
w hat you look at. And listening to 
w hat you hear. And doing one th ing  
a t a time. V ery few people do any 
of these things. A lot of sight-im 
pressions go, so to  speak, in one eye 
and out the o ther; a lot of sounds 
slip through from ear to  ear and out 
w ithout leaving a record of any kind 
behind. And in reading: O ur eyes 
run over column after column, page 
after page, w ithout leaving a perm a
nent trace. W e m eet dozens of peo
ple; they impress us pleasantly or 
otherw ise, and tw enty-four hours af
terw ard  we cannot recall their names.

I t  is hardly stre tch ing  the tru th  to 
say th a t a th ing  which is not worth 
rem em bering is not w orth  seeing or 
hearing. W e haven’t  much tim e be
tween daylight and bedtime, or even 
between birth  and death; by no in
dustry  can we see all the things or 
read all the things or m eet all the 
people th a t would be of benefit to us 
and. m ake us more useful in the  world. 
E very  book th a t we read th a t is not 
w orth  rem em bering keeps us from  
reading a book th a t is w orth rem em 
bering.

T he trouble about people’s names is 
exactly the same as the trouble about 
our reading. W e do no t listen to  
w hat we hear; we do not see w hat we 
look at. Seldom, when a woman is 
introduced does the introducer speak 
her name distinctly, and even if she 
does, the person to  whom she is in
troducing h e r does not really hear it

—takes no special pains to  hear it. 
Hence she forgets it. T he whole se
cret of it, for practical purposes, is 
to insist upon hearing it distinctly  in 
the first place. I t  is a little em bar
rassing, perhaps, to ask to  have the 
name repeated, but it pays for all con
cerned. T he m em ory system  of which 
I spoke above adds the advice to 
identify the name w ith som e dis
tinctive peculiarity of dress or per
sonal appearance; th a t is well enough, 
and no doubt would help m aterially, 
but the main thing is to listen and 
hear it distinctly, with a positive effort 
of attention. A very good rule is 
always to repeat the name distinctly 
and if there is any doubt ask w hether 
you have pronounced it correctly. Do 
that and you will have less trouble 
about names.

The same th ing  exactly applies to 
reading. Pu t your m ind on it, defi
nitely. Be sure th at you notice what 
you are reading, so th a t a t the end 
you can recall it clearly. D on’t  read 
anything w ithout noticing it and m ak
ing sure th at you understand it. If 
it isn’t w orth that, don’t read it a t all. 
Slovenly reading is not only a waste 
of tim e; it fastens on you the habit 
of inattention.

B etter still is it to make a habit of 
m em orizing every day some bit of 
reading—a brief poem, a few lines of 
fine prose description, a brilliant 
speech, a bit of Shakespeare, or even 
the m uch-neglected Bible. The old- 
time custom  of . reciting every day at 
a family gathering  a few lines of 
Scripture was a fine train ing  for the 
m em ory, entirely  apart from  its char
acter as a religious exercise. A man 
I know has a wonderful repertoire 
of the finest English poetry—simply 
because from his young m anhood he 
has made it a business to memorize 
a few stanzas every day. A nother 
man has the habit of sitting  down 
quietly the last th ing  before retiring 
and definitely recalling his day—the 
things he has read and done, the in
teresting  things he has seen, the peo
ple he has met. H is m em ory has thus 
become very retentive; he does not 
forget things.

T his m an has a disconcerting way 
of looking stra igh t a t you as you con
verse w ith him. H is attention  is flat
tering, because he acts as if you were 
the m ost im portant person in the 
world and he intended to treasure 
every word th a t you say; but some
how you find yourself w ondering 
w hether w hat you are saying is w orth 
arty such degree of a ttention—m ost 
conversation is as little  w orth saying 
as it is w orth  rem em bering.

V ery  early in life begins the habit 
of atten tion—or inattention—and just

as early comes the opportunity  of par
ents to direct and train  attention. 
W hen yoy point out to  a child some 
in teresting  thing, ge t him  to see it, 
understand it, and think about it, and 
afterw ard to  tell som ebody else ac
curately and intelligently, you are 
train ing  attention, concentrations.

I never have forgotten how, m any 
years ago, a woman whom I know as 
one of the m ost gracious, tactful 
women of my acquaintance, in tro 
duced her small son to  me. H e polite
ly bowed and shook hands with me, 
but did not raise his eyes to  mine. 
She put her hand gently  under his 
chin, saying:

“W illiam, look stra igh t into Mrs. 
B radish’s eyes and speak her name.” 

Of course, he did it. I have noticed 
since that he always does it. He is a 
grown man and a gallant soldier—in 
the finest sense of those words, “an 
officer and a gentlem an.”

W hen you play th at fascinatingly in
teresting  game of having the children 
look at a tableful of objects for a few 
m oments, and then covering it up and 
seeing how much they can rem em ber 
of w hat they saw, you are streng then
ing their powers of observation and 
attention. W hen you read a sto ry  or 
description to them, and then have 
them  write it or tell you about it in 
their own words, you are giving them 
train ing  of incalculable value.

If  you see in your child: the begin
nings of habits of inattention, of wan
dering mind, of half-seeing w hat they 
look a t and consequent failure to  be 
able to  tell about it afterw ard, give 
thought tp  it immediately. Be sure 
th a t their eyesight and hearing are 
perfect. Much apparent inattention 
and indifference are due to purely 
physical causes. Som etim es unin ter
esting  teaching in school is the cause 
of such indifference and failure to  no
tice and remember.

Be sure th a t your own pronuncia
tion is clear and that the child really 
understands, com prehends w hat you 
are saying. Very often failure to  un
derstand w hat is said is the reason 
for apparent disobedience and "s tu 
pidity.”

Those who are taught a t the outset 
of life really to  see w hat they look 
at, to listen to  what they  hear, and 
to  relate w ith clearness and accuracy 
what they  know, are not much tro u 
bled by feebleness o r m em ory in later 
years. Prudence Bradish.

[Copyright, 1919.]

The H ackett M otor Car Co. is em
ploying a full force of men turning 
out 104 touring  cars on contract for 
a Copenhagen im porting and export
ing house. These cars will be m ar
keted in the D utch E ast Indias. They 
are identical in size, design and 
power, the only irregular feature 
being the installation of the steering 
gear on the righ t side of the car. The 
new 1920 model is now being designed 
and will be ready for distribution by 
Jan. 1 a t the latest. M anager D orn- 
bos is entitled to  a g reat deal of 
credit for the m anner in which he 
has stayed by the proposition and 
turned failure into success.

Some people borrow  trouble for the 
purpose of troubling someone else.

Recent Matters Before Local Bank
ruptcy Court.

In  the m atter of K ent S tate Garage, 
a final m eeting was called for May 
19, but the same was adjourned until 
June 2, a t which date the m eeting was 
again adjourned for an indefinite per- 
riod, aw aiting the decision on certain 
contested claims.

In  the m atter of Colby Gear Com
pany, a special m eeting was held on 
May 19 and an order for distribution 
entered. The adm inistration expen
ses were ordered paid and a first 
dividend of 5 per cent, was declared 
and ordered paid. I t  is expected that 
a t the expiration of three m onths 
another small dividend will be paid.

In the m atter of M atthew  W illiam s 
a final m eeting was held May 21. A 
final dividend will be declared but 
the am ount of the same has not been 
determined.

In the m atter of George M orris, 
bankrupt, assets, consisting of a 
farm was sold to F rank H errick for 
$71.38.

In  the m atter of C hester V. Fuller, 
a sale of the assets has been made 
to the Browning Realty Company 
for $1050. These assets consisted of 
the stock in the Joy Shop, at the 
Brow ning Hotel, th is city.

In the m atter of M atthew  W illiam s 
bankrupt, city, the tru stee’s report 
showing am ount on hand for d istri
bution of $166.66 was approved and 
allowed. The final order for d istri
bution has been entered and a final 
dividend of four per cent, declared 
and ordered paid.

In  the m atter of Reno Offringa, 
bankrupt, order for distribution of 
assets was made June 17, which 
showed am ount on hand to be dis
bursed $1,352.01. T he expenses were 
ordered paid and a final dividend of 
8 per cent.

Suliman E. Sheehan, a m anufactu
rer of 110 G rant street, city, filed 
a petition for adjudication in bank
ruptcy. The order of adjudication 
has been made and the m atter 
referred to Mr. Corwin. T he first 
m eeting of creditors has been called 
for June 30. T he schedules of the 
bankrupt show the following: L ia
bilities am ounting to  $2,339.24, all ot 
which are unsecured, and assets 
am ounting to  $2,559.81, made up as 
follows: Stock in trade belonging to 
Grand Rapids Garm ent H anger Co., 
copartnership, of Grand Rapids, o> 
which bankrupt is a member, $2,000; 
debts due Grand Rapids Garm ent 
H anger Co., in which bankrupt has 
half interest, approxim ately $180; 
also wages due from H anger Co., 
$379.81, also p roperty  claimed as ex
empt to be taken from  m achinery, 
tools and stock of Grand Rapids 
G arm ent H anger Co., $250.

Joseph Polance, of the city of 
Grand Rapids, has filed a petition for 
adjudication in bankruptcy. T he ad
judication has been entered, but no 
m eeting of creditors has as yet been 
called. T he bankrupt schedules se
cured creditors a t $45, unsecured at 
$1,113.55, m aking to ta l indebtedness 
of $1,158.55, assets am ounting to  $250, 
all of which is claimed as exem pt to  
the bankrupt.
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“The Colgate Plan”
is co m p lete ly  vindicated  
by the u n an im ou s decision 

of the United States Supreme Court

The Supreme Court of the United S tates, by a unanim ous decision made 
June 2, 1919, has com pletely and finally sustained the legality  of “ THE COLGATE 
PL A N ” for insuring fair prices. It gives us the greatest possible satisfaction  and 
pleasure to announce to our custom ers th is important decision in the interests of 
sound merchandising.

More than fo r ty  years ago the Company determined, so far as in  its  power 
lay , to  insure a fair and reasonable profit to  dealers in its  products. The policy was 
then adopted, and is still followed, of refusing to  sell to those whose resale prices are 
unfair. No price agreem ents are demanded, but no goods are sold to those whose  
selling m ethods are injurious to the trade.

The Suprem e Court has now declared th at th is sound business policy is en
tire ly  law ful, and that w e have the right thus to protect our custom ers against 
illegitim ate and unfair m ethods of com petition. W e are gratified that w e can con
tinue to  do th is in the fu ture as w e have in the past.

Mr. Justice  R ey n o ld s  con tin u es:

“And we must conclude that, as interpreted below, the indictment does not charge Col-

to resell except at prices fixed by the Company.

“ T h e  purpose o f  th e  Sherm an A c t  is  to  p roh ib it m o n o p o lie s , contracts  
and com b in a tion s w h ic h  probably  w o u ld  u n d u ly  in terfere w ith  th e  free  e x 
erc ise  o f  th e ir  r igh ts b y  th o se  en gaged , or  w h o  w is h  to  en gage, in  trade and 
co m m erce—in  a w o rd , to  p reserve  th e  r igh t o f  freed om  o f  trade. In the ab
sence of any purpose to create or maintain a monopoly, the Act does not restrict the 
long recognized right of trader or manufacturer engaged in an entirely private 
business, freely to exercise his own independent discretion as to parties with whom 
he will deal. And, of course, he may announce in advance the circumstances under 
which he will refuse to sell.”

We take pleasure in informing our trade and other friends of this important decision.

gate & Co. with selling its products to dealers under agreements which obligated the latter not

Established 1806
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M ichigan Poultry , B u tte r and Egg A sso
ciation.

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

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

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

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

Advice to Creamery Men W ho 
Handle Eggs.

The g reater part of my experience 
with eggs has been in distribu
tion to  retail trade and any inform a
tion I am able to give the creamery 
man about gathering and shipping 
eggs will be general and not in detail.

In the first place it would be well 
to remind the cream ery man th at any 
successful business has a main line 
and never loses sight of the fact. 
Your main line is the cream ery busi
ness and if you handle eggs it should 
be a side line and stay a side line. 
Any side line is either a feed or a 
sapper and unless you make it a 
feeder it will soon become a sapper 
and the larger it gets the worse it will 
be. I have known cream ery men 
who handled eggs apparently  for the 
purpose of providing a convenient 
place to spend money they made in 
the cream ery business.

This is likely to be the result unless 
you handle eggs according to a defi
nite system. Many are afraid of the 
word “System ,” but it is one of the 
things absolutely necessary to  con
tinued success in any business activ
ity. Even the newsboy on the corner 
profits by a system. He sells more 
papers when he keeps them  arranged 
so he can give you the one you ask 
for on the instan t and keeps his 
pennies separated from  the other 
change—both these things help be
cause they save time in rush hours. 
T he cream ery and egg business have 
their rush weeks and system saves 
time and money.

W hen you s ta rt handling eggs, 
unless you can employ a man experi
enced in the egg business you should 
yourself learn to candle and pack 
eggs so that you will be able to 
teach any employe you wish t' 
assign to the work.

Once assigned to the work he 
should be kept on it and held respon
sible for all the w ork in connection 
with eggs and for keeping accurate 
records of his work.

You will also find it to your ad
vantage. to  learn all you can about 
the various m arkets and the various 
grades of eggs. Study m arket and 
w arehouse reports.

You m ay not see where all these 
things benefit you a t first, but if 
you are going to  handle eggs for 
profit—and we take it for granted 
that you have profit as your main

objective—you cannot learn too much 
about eggs and *egg m arkets.

Many things you will have to learn 
by experience, which of course you 
have to pay for the same as any 
o ther education.

Eggs should be candled when re
ceived from the farm ers and by a 
proper arrangem ent of cases on a 
candling bench, they can be packed 
for shipm ent a t the same time. If 
you have a knowledge of the various 
m arket grades you can add to  your 
profits by grading.

Some shippers have established a 
nice business by grading eggs care
fully and putting  a special m ark on 
each case—then shipping them  all to 
one wholesaler. This is a good way 
to secure a perm anent m arket that 
is profitable but takes time, as a 
reputation cannot be established for 
such a “M ark” in a short time. Once 
established the reputation m ust be 
maintained, or all the effort will be 
wasted. In  order to follow this plan 
it will be well to  secure a nearby 
m arket for seconds or for small or 
dirty  eggs. I f  you ga ther eggs on 
cream routes, you can decrease very 
m aterially the num ber of seconds 
and chex, by teaching your route 
men how to handle eggs, and how 
to  educate their patrons.

T here is no “overrun” in handling 
eggs, but there is a “L oss Off” and 
it is just as im portant to know what 
this “Loss Off" costs, as it is to  know 
the actual value of an “O verrun.”

T here are new problem s for the 
egg man the year round, but hot 
w eather presents the hardest condi
tion to  com bat and we would not 
advise the cream ery m an to  handle 
many hot w eather eggs, unless he 
provides a chill room in order that 
the eggs may be cooled below the 
danger point before shipping.

E. G. Cooper.

The value of Bel-Car-Mo 
Peanut Butter as a summer 
food is being exploited in 
newspapers. It's a quality 
that makes friends for the 
store.

Order from your jobber

I t’s a G ood B u sin ess P o licy
to know that

Your Source of Supply is Dependable
You can

Depend on Piowaty
M. Piowaty & Sons of Michigan

M AIN OFFICE, G R A N D  RAPIDS, MICH.
Branches: M uskegon, Lansing, Bay C ity, Saginaw, Jackson, Battle 

Creek, Kalamazoo, Benton Harbor, Mioh.; South Bend, Ind.
OUR N EA R EST BRANCH W ILL SERVE YOU

T ?  W e Buy 1r? W e Store 1[? W e Sell
E / G G S  JLL/GGS JLL/GGS

We are always in the market to buy 
FRESH EGGS and fresh made DAIRY  
BUTTER and PACKING STOCK. Ship
pers will find it to their interests to com
municate with us when seeking an outlet. 
We also offer you our new modern facilities 
for the storing of such products for your 
own account. Write us for rate schedules 
covering storage charges, etc. WE SELL 
Egg Cases and Egg Case material of all 
kinds. Get our quotations.

We are Western Michigan agents for 
Grant Da-Lite Egg Candler and carry in 
stock all models. Ask for prices.

KENT STORAGE COMPANY, Grand Rapids, Michigan

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

Miller Michigan Potato C o .
W H O L E SA L E  P R O D U C E  SH IPPER S

Potatoes, Apples, Onions
Correspondence Solicited

Wm. Alden Smith Bldg. Grand Rapids, Mich.

M. J. Dark & Sons
W h o lesa le

Fruits and Produce
1 and 3 Ionia A v e ., S. W .

Citz. Phone 4227 Bell Phone M. 4227

Grand Rapids, Michigan

4*
WE HANDLE THE BEST GOODS OBTAINABLE 
AND ALWAYS SELL AT REASONABLE PRICES

M. J. DARK 
Better known as Mose 
22 years experience

Ml
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SUCCESSFUL SALESM AN.

D. L. Goodrich, the W ell-Known 
Confectionery Salesman.

Dorrance L. Goodrich was born at 
Kalkaska Aug. 7, 1880. H is father 
was one of the pioneer druggists of 
N orthern  Michigan, having conducted 
a drug store a t Kalkaska for over 
th irty  years. He attended public 
school a t Kalkaska up to and includ
ing the ninth grade, com pleting the 
tenth grade a t Kalam azoo high 
school, when force of circumstances 
term inated his educational career. He 
entered the employ of Cole Bros., 
grocers at Kalkaska, in which posi
tion he remained nine years, leaving 
Cole Bros, to accept a similar posi
tion with B. H. Ketybeck & Son, of 
the same place. He remained with 
the la tter one year, leaving to accept 
a position as salesman with A. E. 
Brooks & Co., of Grand Rapids, on 
Jan. 17, 1905. He is still in the em
ploy of th at house.

Dorrance L. Goodrich
Mr. Goodrich was m arried June 25, 

1902, to Miss Nora L. W right, of 
Kalkaska. He owns his own home 
at 922 W est Lovell street, Kalamazoo, 
and a sum m er cottage at Crooked 
Lake.

Mr. Goodrich belongs to the K. of 
P., the U. C. T. and Kalam azoo 
Chamber of Commerce. He is Sen
ior Counselor of Kalam azoo Coun
cil, No. 156. His hobby is fishing and 
hunting. H is success has been a t
tained by playing the game square 
with both house and customer, cou
pled with a quality line of m erchan
dise. H is te rrito ry  is Southwestern 
Michigan, calling o h  the retail trade, 
and E astern Michigan, calling on the 
jobbing trade.

Mr. Goodrich is a man of pleasant 
address and delightful personalitv. 
He has proved himself to be faithful 
in all things—to himself, his family, 
his ho'use and his custom ers. He 

•  holds his trade to him with bands of 
steel, because he never deceives a 
custom er or takes advantage of a 
situation which m ight give him a 
tem porary advantage, to the detri
m ent of friend or customer. He 
stands well, socially as well as in a 
business way, and has every reason 
to regard his success with pleasure 
and his future w ith composure.

The Only Cotton Seed Flour.
Cotton seed flour, a novelty m anu

factured a t Schulenberg, Texas, is 
now held forth  by its producers and 
boosters as the only cotton seed flour 
in the world. U nder the name of 
“ Allison flour,” it was advertised at 
the crusher’s convention in a folder 
which presented the follow ing facile

publicity. The attack on the value 
of wheat flour will be duly apprecia
ted by those who know.

“Dr. G. S. Frapps, State chemist, 
College Station, Tex., states that 20 
per cent, of Allison flour added to 
80 per cent, of w heat flour contains 
as much nourishm ent as eggs and 
meat, but twenty-one times cheaper 
than eggs and fifteen times cheaper 
than meat, and claims it is a meat 
substitute.

“Cotton seed flour should be mixed 
with wheat flour or corn meal. Com
paratively speaking, w heat flour is 
nearly all starch and cotton seed flour 
is over 50 per cent, protein. To get 
the best results, therefore, a m ixture 
of these flours should be made. Some 
are using as much as 30 per cent, of 
this flour to 70 per cent, wheat flour 
for bread, fruit and ginger cakes and 
rolls, but 20 per cent, is deemed suffi
cient for everyday use.

“F or bread, the flours may be mixed 
dry, but a lighter bread is made by 
mixing up the yeast sponge entirely 
with the wheat flour and, after this 
rises, kneading in the cotton seed 
flour.

“All kinds of ginger and fru it cakes 
are improved by the nutty  flavor the 
cotton seed flour im parts and 20 to 30 
per cent, m ay be used. F o r biscuits 
do not use quite as large a per cent, 
as for bread or rolls. Corn bread is 
also greatly  improved by using 20 
per cent, of this flour. F o r hot cakes 
equal parts of corn meal, Allison 
flour, wheat flour, made into a batter, 
is far better than buckwheat cakes.”"

For Peanut Crop Estimates.
Accurate peanut crop estim ates 

and m arket news reports have been 
urged on the Federal Bureau of Crop 
Estim ates by the committee on legis
lation of the V irginia-Carolina Peanut 
Grow ers’ Association. The com m it
tee in its report points out that no 
crop of the im portance of peanuts as 
food has received so little attention 
from Governm ent agencies. The 
needed services for the peanut grow 
ers will cost about $37,000 in appro
priations.

T he assistance m ost needed and 
which is being asked for at present 
is an accurate crop estim ate and 
m arket news service. The present 
form of crop estim ates is being used 
to injure the grow er and depress the 
m arket, according to the statem ent 
of the comm ittee. I t  is estim ated 
th at 50 per cent, is used for forage, 
“hogging oil” and a great per cent, 
of the rest is used for oil. Peanuts 
used for these purposes do not come 
in com petition with peanuts which 
are m arketed to  be eaten as nuts. 
The present crop estim ates do not 
differentiate between these two uses, 
and buyers use the estim ates to 
beat down the m arket, insisting 
th a t all this great increase has 
to he handled by the m anufac
turers, and1 th at the big crop has 
knocked the bottom  out of the m ar
ket. The peanut grow ers are insisting 
on an estim ate th at will give them 
the actual m arketable surplus show
ing the am ount used for forage, the 
am ount used for oil and thè am ount 
m arketed as peanuts.

C a n d le  Eggs W ith the

Four Candler 
For Electric Light 
Use, $5

Equipped for 
Batteries, $7

Equipped for 
Coa’ Oil

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.

Lamp. $7 The following distributors have all models of the 
Da-Lite Egg Candler in stock. Send your order direct 
to your nearest distributor:

Toner C immission Co., Detroit, Mich.
Rent 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 literature describing the different models. 
A  Model for every use.

G R A N T  M A N U F A C T U R IN G  CO.
208 N. Wells St. CHICAGO, ILL.

WE BUY AND SELL
Beans, Potatoes, O nions, Apples, C lover Seed, T im othy Seed, Field 
Seeds, Eggs. W hen you  have goods for sale or w ish  to purchase 

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

BothBTeiephone. 1217 M oseley  B rothers, r! K

W E  A R E  H E A D Q U A R T E R S  

W H O L E SA L E

Fruits and 
Vegetables
Prompt Service Right Prices 

Courteous Treatment
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M ichigan R etail H ardw are  A asociatlon.
P res id en t—Geo. W. Leedle, M arshall.
V ice-P res id en 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  Moore, D etro it.

T he M ost Im p o rtan t T ask  of the 
H ardw are Dealer.

W ritten  fo r th e  T radesm an .
Am ong the many little incidents 

regarding the hardw are trade th at in
sist on sticking in my m em ory is one 
th at occurred to  a trade paper can
vasser in a small town. T his can
vasser and I w ent the rounds of the 
local dealers the same day, a t p re tty  
much the same hour, and our paths 
crossed several times.

A t one place where I called the 
trade paper man was ju st in process 
of being turned down hard.

“No use,” said the hardw are dealer. 
“ I take tw o trade papers now and I 
haven’t  tim e to  read them .”

W ith  which he resum ed the job on 
which he was busily engaged—scrap
ing a few cents w orth  of congealed 
lubricant out of the inside of a can.

I t  struck me forcibly th a t this par
ticular dealer m ight have been much 
more profitably employed for the next 
few m inutes in reading a trade paper, 
studying the m arkets, getting  a few 
new ideas, and, above all, in learning 
the importance of not w asting  his 
time on petty  jobs th at cheaper men 
could do just as well. H e would have 
found out am ong o ther things that 
the same am ount of time and effort 
spent in train ing  his salespeople and 
helpers would produce infinitely big
ger results.

P u ttin g  first things first is one of 
the essentials of success in any busi
ness or profession. The dealer who 
puts first things first in the hardware 
business will speedily learn th at his 
value to  the business as a m anager, 
organizer and d irector is infinitely 
g reater than  his value as an individual 
salesman, a book-keeper or even—as 
a jan ito r or office boy.

T he hardw are clerk is apt to  ex
ceed in some one particular line of 
endeavor. F o r instance, this helper 
will develop into an A -l salesman yet 
be deficient as an organizer. An
o ther clerk may be an excellent win
dow dresser or a genius in preparing  
advertising “copy” yet m ay be merely 
a mediocre salesman. A th ird  m ay be 
prim arily an office m an with a gen
ius for keeping track  of stock, system 
atizing  buying operations and m an
aging the financial end of the business, 
and yet m ay have no particular quali
fications for w ork behind the coun
ter, beyond an ordinary facility for 
“waiting on” custom ers.

Now, the m erchant is no one thing 
in the hardw are store. H e is not 
m erely a salesman, he is not merely

a publicity man, he is not m erely an 
office man—he is ra ther the supreme 
director of a wide variety of activities 
which go to  make up a successful 
retail hardw are business. He m ust 
know enough of every departm ent of 
his business to  give direction and in
spiration to his individual helpers. He 
m ust be able to  organize his sales 
force into an efficient, sm oothly 
working mechanism, and to  lay down 
and direct the execution of clear-cut 
store policies. T h a t is his first and 
biggest task—all else is subsidiary.

This does not mean that the hard
ware dealer should not be a good 
salesman, or should not if occasion 
demand dust off a show-case or help 
to arrange stock. T he dealer himself 
should be able to  do everyth ing he 
asks his helpers to do. But he should 
not allow him self to  get into a ru t 
where he works fourteen hours a day 
on all sorts of detail, and where his 
helpers do w hat the boss has not 
time to do. T h at isn’t good business, 
either for the em ployer or for his 
staff.

One of the m ost successful m er
chants I  know m akes it a point to de
velop his clerks by en trusting  them  
with individual responsibilities.

You say: “ If I tried th a t; I could 
not keep my staff together. They 
would all quit.”

This m erchant has the m ost loyal 
staff in his town. H e has probably the 
m ost efficient staff. He takes time to 
study each new lad he takes on, to 
size him up, and then to  system atic
ally direct his train ing  w ith a view 
to developing him into an all-round 
efficient clerk and salesman.

F or a m onth this spring  the m er
chant him self took a holiday down 
south., He asked me to  help prepare 
advertising copy while he was away. 
George, he told me, would select the 
lines to  advertise, and get the m a
terial in shape; I would add the fancy 
touches. George would take hold on 
W ednesday. On W ednesday I would 
call, see George and get m aterial for 
T hursday’s advertising.

W hen I called on W ednesday the 
m erchant was still there. H e had not

Foster, Stevens & Co.
Wholesale Hardware

l '57-159 Monroe Ave. 151 to 161 Louis N. W.

Grand Rapids, Mich.

ANGLEFOO
The Non-Polsonous Fly Destroyer
Thn U. S. D ept. o f A griculture  soys In tk a  bulletin  > “ Special 
pains should bo takon to  provont children from  drinking poi
soned baits  and polaonad files  dropping In to  foods or drinks.’*

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

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

AND COKE
A. B. Knowison Go.

MMW Powan* Theatre Bids.. Grand Rapida, Mich.

Aak about o u r w ay
BA RLO W  BROS. G rand Rapida. Mich.

Signs of the Times
Are

Electric Signs
Progressive merchants and manufac

turers now realize the vaisa of Electric 
Adverfis/Sf.

We fiirnish yen with sketches, prioss 
and operating cost for the asking.

THE POWER CO.
BeU M 797 Citizens 42(1
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yet left for his trip. H e came up to  
me, chatted pleasantly about a variety 
of subjects—no not a w ord about ad
vertising. H e offered not a single 
suggestion on the subject. No, that 
was out of his hands now; it was up 
to George. And George proceeded to 
furnish the m aterial w ithout so much 
as a look a t his employer, or a word 
to  him.

T his was m erely a step in the edu
cation of George into an all-round, 
efficient m erchant. Even the adver
tising suggestions I proffered were, 
doubtless, a carefully calculated phase 
in George’s m ercantile education. And 
the en trusting  of George with re
sponsibility, even while his employer 
was still within call, was typical of 
this m erchant’s m ethods of develop
ing his staff.

A hardw are dealer and I were once 
discussing ano ther dealer. “H e’s an 
A -l road m an,” I commented. “Yes,” 
agreed the dealer, “Jim ’s a w onder
ful road man. In  fact, he’s too good 
a road-m an to succeed in business for 
himself. He prefers to get out and 
sell things when he ought to  be in 
his store running the business.”

W hich is m erely another rem inder 
that the m erchant’s first task is the 
m anagem ent of his business, and that 
he cannot afford to be even a first 
class salesman to the exclusion of all 
else. Much less can any hardw are 
dealer afford to  emphasize office and 
store system s to the neglect of the 
selling end, or put his undivided ener
gies behind a publicity cam paign that 
is not backed up by good salesm an
ship in the store and a shrewd selec
tion of stock. T he activities of the 
ideal hardw are dealer m ust be care
fully balanced if he is to  succeed to  
the fullest degree.

A dealer, talking over the hardw are 
situation with me, once m ourned the 
lack of efficient hardw are salesmen. 
“You don’t get them  any m ore,” he 
said. “T hey come here from  school 
and they don’t know the first th ing  
about business.” But th a t has been 
the fate of m erchants in all ages, to 
have to  train  their own help into ef
ficiency. The boy fresh from  school 
cannot be expected to  know much 
about hardware. H e is a beginner, 
and m ust be treated  as such. And a 
vital portion of the hardw are dealer’s 
everyday work is the train ing  of just 
such beginners. T h at is a p a rt of the 
business. There is no escape from  it.

Ideal Electric Co.
Western Michigan Representative for 
Botanical Decorating Co., of Chicago

Artificial Flowers, Plants, Vines 
Interior and W indow Decorations 

Paper Mache Novelties
We carry a full line ready to ship on receipt of order. 

Advertising slides for every business kept in stock at all times at 35c up. 
Special slides made to order and shipped same day order is received.

What Does Your
Refrigerator Reveal?

If, by chance, a customer looks into your refrigerator—what is revealed?

Cleanliness? Well-kept provisions? Firm butter? Palatable cheese 
and appetizing fruits? O r is a thoughtful look within merely de
pressing? Buy a McCray and know that the customer of intelligence 
—gazing over your shoulder into the refrigerator—feels assured that 
the cleanliness and sanitation revealed within the McCray are char
acteristic of your entire establishment.

Sanitary Refrigerators
assure positive, cold, dry air circulation—the walls are constructed 
of materials that have the greatest heat repelling qualities.

Remember, the handsome appearance of the McCRAY will add to 
the attractiveness of your store. The McCRAY is more than a 
refrigerator, it is a fine display case for food product?. The Economy 
feature makes the McCRAY an investment that pays big dividends 
in increased profits—it stops waste. Every McCRAY is fully guar
anteed.

Ask About Our Easy Payment Plan

Let us send you catalog that describes a great variety of designs—to 
suit every requirement. No. 71 for Grocers and Delicatessens. No. 
62 for Meat Markets and General Stores. No. 94 for Residences. 
No. 51 for Hotels and Restaurants.

“Refrigerators for All Purposes ”

McCray Refrigerator Co.
944 Lake Street Kendallville, Ind.

D etroit Salesroom: 14 E. Elizabeth St.
Salesroom« in all Principal Cities

The difficulty cannot be solved by 
the hardw are dealer doing as much of 
the w ork as he can and leaving the staff 
to do the rest. T h a t isn’t fair to  the 
employer, or to  the business, or to  the 
clerk. R ather, the em ployer who gets 
the best results is the one who learns, 
perhaps by dint of painful and arduous 
experience, to  organize the activities 
of his store in such a v.-ay as to  share 
his responsibilities with his helpers 
and to put first things first in his own 
work.

T he w orst luck an arm y in the field 
can have is to  be led by a brave man 
who is also a poor general and an in
efficient strategist. And the business 
where the employer takes his share 
and m ore of everyday drudgery and 
m akes th at an excuse for not properly 
m anaging affairs, is in much the same 
pass. The m erchant’s first task is to 
m anage his business. E veryth ing else 
is subsidiary. V ictor Lauriston.

The chronic kicker should be kick
ed occasionally, so that he may know 
both sides of the situation.

J i m w  Snutfi

Kent Steel Company
G rand  R apids, M ich.

Structural S teel 
Beams, Channels, Angles

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.

S idney  E lev a to r  M nfg. C o ., S idney , O h io

Hold Your Trade With Real 
Grocer Service

You will make a friend of every 
customer to whom you demon
strate this formula:

7 lbs. sugar at H e.................77c
1 oz. Mapleine (half a 2 oz.

bottle)..............................17c
4 pts. w a te r .........................00
Total cost of one gallon of 

the purest and best table syrup
obtainable.. ..   94c
Order Mapleine of your jobber or 
Louis Hilfer Co., 1205 Peoples 
Life Bldg., Chicago.

C re sc e n t M fg. C o., 
(M-407) S eattle , W ash.

128 Division Ave., So. Grand Rapids, Michigan
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G ra n d  C ouncil of M ich ig an  U. C. T .
G rand Counselor—C. C. S ta rk w ea th e r, 

D etro it.
G rand Ju n io r  C ounselor—H. D. R an - 

ney, Saginaw .
G rand  P a s t  Counselor—W. T. B allam y, 

B ay City.
G rand  S ec re ta ry —M aurice H eum an, 

Jackson.
G rand T rea su re r—Lou J. B urch, of D e

tro it.
G rand  C onductor—A. W. Stevenson, 

M uskegon.
G rand  P age—H. D. Bullen, L ansing .
G rand Sentinel—George E . Kelly, K a la 

mazoo.

Unique W ay to  Build Up T erritory .
I know a m an who—well, a man 

th at I would like to introduce to 
T ro tzky  and his pal, Lenine. If these 
befogged chaps knew my friend 1 
am sure they would get a clean shave 
and get a real job selling advertising 
or hardw are or dry goods or grocer
ies or som ething else that folks want 
a lot more urgently  than they do new 
theories in governm ent.

T his man was raised in New Je r
sey. W hen about sixteen years of 
age he ran across H orace Greeley's 
dictum, “Go W est, young man,” and 
forthw ith acted on the advice. He 
landed in Colorado or some other 
state out there. Got a job at $2 a 
week, clerking in a dry goods store. 
At this ra te  he wasn’t able to stop 
a t the best hotels and as a substitute, 
slept under a counter and got his 
meals out of a cracker barrel.

He had served about a year’s ap
prenticeship in the business when one 
day a traveling man dropped dead in 
the store while selling the boss a bill 
of goods. The clerk was ordered to 
send a wire to the traveler’s firm, ap
prising it of the tragedy. The m essage 
was sent as directed, but in addition 
to announcing the death it contained 
an application for the deceased m an’s 
job. The clerk said he knew dry 
goods and could complete their old 
representative’s route. Back came a 
telegram  telling him to go on with 
the trunks.

Allowing for his inexperience, the 
young fellow did surprisingly well 
on the trip. W hen he arrived a t the 
offices of the firm several m onths 
later the m anagers were dum bfound
ed to  find him only 18 years of age. 
However, he sold too much stuff to 
let age bar him from going out on 
the te rrito ry  again. T he second trip 
thoroughly established his right to 
rem ain on the sales force despite his 
youth.

In  those days a fairly energetic 
salesman, w orking on a commission 
and who had a good line, made alm ost 
as much m oney as the movie folks 
are supposed to be m aking to-day. 
O ld-tim ers will tell you how drum 
mers, as they  were then called, came 
to  town with their carload of trunks 
and lived on a scale which would be

regarded as m odest to-day, b u t in 
those times was looked upon as 
princely.

A fter four or five years of road 
experience the ex-Jerseyite climbed 
up to a degree of success th at made 
him one of the biggest commission 
earners of his day. W hen veteran 
traveling men get together they still 
tell stories of his selling exploits. He 
simply sold everybody that there was 
to be sold. Like A lexander of o Id. 
he was constantly  sighing for more 
worlds to  conquer, only his com plaint 
was not about the lack of worlds, 
but about the dearth  of m erchants in 
his territo ry . The district through 
which he was traveling was not thick
ly settled. M ost of the tow ns were 
small and far apart. H e couldn’t sell 
in many towns at all because there 
were no suitable retailers in them.

A time came when this enterprising 
salesman struck a point where he 
saw that a fu rther expansion in his 
sales would depend largely on an in
crease in population in the territo ry  
or else on establishing more dealers 
of the better sort in it. T h a t looked 
like a watchful waiting proposition, 
as there seemed to  be no way th at he 
personally could build up the te rri
to ry ’s productivity.

One day, however, a big idea struck 
the salesman. H e had been living on 
his draw ing account and had been 
leaving the rest of his commission 
to  accumulate with the firm. The 
m orning th at the big idea arrived the 
salesman received a le tter from  the 
treasurer of his company, sug
gesting th at the rapidly piling 
up. comm issions be investtd. as 
it was not businesslike to leave this 
money idle. T he treasu rer said his 
firm didn’t need the money or they 
would use it them selves. The subject 
of our sto ry  had been so busy selling 
goods that he never before thought 
about investing his savings.

“Well, th at le tter from old Money 
Bags set me thinking.” said this man 
to me the o ther day in the grill-rocm  
of a New Y ork hotel. “ I t occurred 
to me right away why not expand my 
te rrito ry  by se tting  up several hon
est. hustling young fellows in 1nis:- 
ness? I knew a few ambitious chaps 
working for my custom ers th at I 
trusted  and was willing to stake. It 
seemed like a good way to  use my 
money and a good way to help de
serving young men. I decided to 
cover the am ount of m oney that my 
protege was willing to put up. For 
instance, if he had $2,000, I advanced 
another $2,000. I picked out the loca
tion, as I knew' a num ber of excep
tionally good ones; I selected the 
stock and established the credit of 
the partnerships. I started  two stores

in that way the first year. I had 
$3,000 in one and $4,000 in the other. 
T he venture proved enorm ously suc
cessful. If I rem em ber correctly, we 
made that first year 120 per cent, net 
on the to tal capital invested. The 
second year I opened four stores and 
every year after th at I started  two 
or three more until a t one time I had 
an in terest in fifty m ercantile estab
lishments. In two or three cases I 
was unfortunate in the selection of 
my partners and had to dissolve the 
relationship on that account. About

H O T E L  H E R K IM E R
G R A N D  RAPIDS. M ICHIGAN 
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Theatre Office.
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a dozen of the stores tu rned  out to 
be unprofitable and were discontin
ued. The remainder, however, were 
good money m akers and having re
signed my traveling position, I de
voted myself exclusively to  their m an
agem ent for a num ber of years.

“One of the towns that we located 
in grew amazingly. Our store there 
became a full-fledged departm ent 
store. Finally I m arried and settled 
down in this little city. I gradually 
became interested in various local 
enterprises. I was made vice-presi
dent of one of our banks. I bought 
an interest in a prom ising m anufac
tu ring  establishm ent. I purchased a 
stock farm close to town, and ac
quired o ther interests. About this 
time I decided th at I had enough 
money and that my business in my 
home town would keep me as busy 
as I cared to be for the rest of my 
life. Hence, I sold out the stores to 
my partners, keeping only the  big 
one in the home town, which I still 
own.”

This man started  on a shoe string. 
W hen he landed in that W estern  city, 
he had exactly fo rty  cents to his 
name. In  a few years he was facing 
a score of payrolls, backing adver
tising appropriations and develop
m ent projects of all sorts.

The rem arkable th ing  about this 
m an’s career is th a t it is not par
ticularly exceptional. Every year in 
this great big country of ours thou
sands of men of initiative and of en
terprise are sta rting  businesses on, you 
m ight say, pure nerve. Did you ever 
stop to think th a t the m ajority  of our 
larger m anufacturers sta rted  in just 
this way? They had faith in an idea 
and stuck to  it until they saw it 
through.

To-day, when so m any are wob
bling before the uncertain ties of the 
reconstruction period, I  like to think 
about my friend who did not hesitate 
about jum ping into a dead salesman's 
shoes. S. C. Lam bert.

State Convention of Michigan Shoe- 
men.

The next convention of the Michi
gan Shoe D ealers’ Association will 
take place a t Saginaw, Septem ber 8, 
9 and 10. A com m ittee from  D etro it 
has been appointed to stir up local 
in terest in the meeting. Incidentally, 
the D etro it Association has passed 
resolutions inviting the S tate organ
ization to m eet in D etro it in 1920, and 
those who will go to  the Saginaw 
convention from that city have in
structions to make a strong  effort to 
land the convention.

Only Michigan Paper He Takes.
E ast San Diego. Calif., June 20— 

You bet, old friend. The Tradesm an 
is the only M ichigan paper we take 
now and it is like a visit from old 
friends. T his is a paradise for w ork
ers twelve m onths in the year. W e 
have perpetual sum m er and the soil 
yields accordingly. W e are now ship
ping California fur rabbits to  various 
points in the E ast and have trouble 
filling our orders, while there is con
stan t demand here for all the meat 
rabbits we can raise.

W illiam E. Mellinger.

F rom  reading an insurance policy 
in a stock fire insurance company a 
m erchant cannot tell w hether his 
stock is insured or not.

T H E  SAGINAW  VALLEY.

Late News From That Enterprising 
District.

Saginaw, June 24—M r. and Mrs. 
Robt. Brown, 2031 N orth M ichigan 
avenue Saginaw, are on an auto lour 
in the East. They reached P ittsbu rg  
in time to a ttend the N ational G rotto  
convention, to which Mr. Brown was 
a delegate. A fter a two weeks’ tour 
they will re turn  to  Saginaw, where 
Mr. Brown is actively engaged in 
the real estate business under) the 
firm name of Brown & Grant, both 
form er traveling salesmen and to-day 
looked upon as Saginaw’s m ost en
terprising realty  agents and boostei» 
for a B igger and G reater Saginaw.

Mr. and Mrs. Archie Dorm an, 
c outh Park Avenue, Savinaw are the 
proud parents of a baby girl born 
June 8. M other and babe doing fine 
and dad the proudest salesman in 
all America. C ongratulations and 
best wishes to  you and yours, Archie.

W e congratulate M ayor M ercer for 
his stand regarding punch boards and 
gambling within the city. The police 
force should do their duty. If  an 
officer cannot see those things going 
on, we hope the M ayor uses the 
hatchet. F o r a better Saginaw!

T o my knowledge I have never 
seen an item w ritten by the H onest 
Groceryman, of Owosso, wherein he 
ever m entioned the name of Col. C. 
C. Duff. T hey m ust be friends, for 
if the venerable gentlem an has an 
enem y no one ever m et him. Going 
back several years, Mr. Duff ac- 
auired the title of Colonel through 
his fame as a chess player, at which 
time he defeated Am erica’s greatest 
players and became known, espe
cially through the South, as Colonel 
Duff, the lumiber jack champion chess 
player from Michigan. H e is a vet
eran of the Civil W ar. However, 
despite his infirmities, he stands to 
day as one of the best tea and cheese 
brokers in the Middle W est. He has 
an office and by use of the telephones 
and wide personal acquaintance 
does a splendid business am ong the 
tea and cheese buyers of the coun
try. L ong live the Colonel!

One reason for the high cost of 
living is that the m anufacturer who 
contem plates an increase in prices no 
longer bothers to think up an excuse.

Mrs. F. M arfer, 18,22 Genessee ave
nue, assisted by Mrs. Al. Baum and 
Mrs. Munger, entertained the ladies 
of the U. C. T. last Thursday.

F. J. Lindsay, one of the live wire 
grocerym en of Mt. M orris, is in F o rt 
Sill, N. Y., visiting his father. H e 
expects to spend several weeks in 
the East visiting New 'York City 
and o ther im portant points.

Charles Libby, p roprietor of a gro
cery a t Durand, is spending several 
weeks a t Argentine. T his is near the 
lake region and great fish stories are 
anticipated upon his return. Mrs. 
Libby is in charge of affairs during 
his absence.

Miss Iva Shenfelt, chief clerk for 
Rapson Bros., Owendale, is back 

n h r vacation, refreshed and as 
"’’eery as ever. She was much in 
need of the rest.

T h e  battle  cry of Saginaw now is, 
“W e need hom es for our working 
citizens.” Great progress is being 
m ade tow ard furnishing hom es for 
them , but much m ore should be done 
for the com fort and welfare of our 
busy laborers. Give us hom es and 
watch us grow  to 100,000 by July, 
1921!

T he big tw ins of Saginaw—Tom  
Pattinson (Blackney Cigar’ Co.) and 
C layton Smith (H am m ond, Standish 
& Co.)—are touring the Thum b this 
week, accompanied by their wives. I t  
m ust be quite a strain  on the men— 
and machine, too—to have their lady 
partners suddenly announce the plans 
for such a trip. I f  a fellow knew  ol 
such a trip  far enough in advance, 
arrangem ents could be made to  the

safety and pleasure of all parties in
terested. However, it is to be hoped 
th at no m istake^ will happen and 
that accidents will be barred through 
this week of pleasure. The w riter 
expects to see them  in Bad Axe 
Tuesday night and, acting the part 
of an advance agent, will endeavor to 
provide entertainm ent for the big 
party. If there are any accidents 
during the trip will notify the public 
through these columns later.

Ow osso was all aflame with bunt
ing, flags and emblems of the order 
of E lks last week, while the State 
convention was being held. A royal 
tim e was given the delegates and 
Owosso E lks know how to do such 
things, too. Everyone who was there 
speaks highly of the treatm ent ac
corded them . N ext year they m eet 
at Battle Creek.

The Germ ans are getting  off lucky 
after all, for there is no bone dry 
clause in the trea ty  presented to  them  
by “W oody” and his pals.

Charles R. F isher is in the Saginaw 
general hospital. D on’t fail to pay 
him a visit. H e’ll appreciate it.

Bernard Cook has ju st returned 
from the U niversity of Michigan f^r 
his sum m er vacation. H is father, T.
A. Cook, conducts a cheese factory at 
B rant and has the reputation of be
ing one of the best cheesem akers 
in Michigan.

If E. L. Carr, owner of an up-to- 
date m eat m arket in Owosso, has 
anything to say regard ing  the menu 
at the W ilderm uth Hotel, at Ow os
so, you can rest assured that every
th ing  will be of the best. Recently 
Mr. C arr bought an in terest in the 
nbove popular hostelry and it is safe 
to say he will prove a valuable asset 
to  the organization.

B. Johnson, proprietor of an up-to- 
date grocery and confectionery store 
at O tte r Lake, has added a fine soda 
fountain to his confectionery equip
m ent and is doing a splendid business.

H. L. Gillham, of 1709 W est State, 
Jacksonville, 111., was in our m idst 
the past week. He represents W ilson 
& Co.’s butterine departm ent. Mr. 
Gillham, form erly with Bunte Bros. 
Candy Co., is known well over tw en
ty-one states and only recently left 
their employ.

D on’t waste sym pathy on the Ger
mans. They have enough of it for 
themselves.

Saginaw Council U. C. T. has en
tered the Michigan Sporting  circles 
and boasts of one of the best middle 
weight w restlers in the Central W est. 
W hile not at the ringside, the w riter 
has been reliably informed that in an 
exhibition at Bay City last week, he 
threw  his man in rem arkable fashion. 
Great efforts are being made to have 
him m eet some good man at the U.
C. T. picnic to be held at Bliss P ark  
Saturday. R ight a t this point, friends, 
let me introduce to you Al. W . M un
ger, 123 Cherry street, Saginaw, Sen
tinel of Saginaw Council who in 
business life represents the Ruud 
Mfg. Co., as successor to  B. N. M er
cer our p resent Mayor, in this te r
ritory. As soon as the Dempsey- 
W illard affair is over, some action 
m ay be taken to  stage a U. C. T. 
w restler tournam ent, bu t to  try  to  
pull som ething a t this time m ight 
have a tendency to injure the T o 
ledo bout which is a m inor affair.

M ark S. Brown is a t Columbus, 
Ohio, this week attending the U. C. 
T . Supreme Council meeting, going 
as one of the Michigan delegates. 
W onder if he will register from Sag
inaw or D etroit?

The Lem ar M anufacturing Co., 
Park and A tw ater streets, has in
creased its capital stock from $25,000 
to $200,000. T he following officers are 
in charge: President, O tto  L. D itt- 
m ar; Secretary, T reasurer and Gener
al Manager, Jos. Marx. T hey expect 
to increase their floor space by 
about 40.000 feet a t once and add to 
th a t in the near future. Great plans

are under way and the future of the 
above (organization is wonderful. 
C ontracts have been recently made 
th a t run into millions of dollars, an
nouncem ent of the same to be made 
public later. T h is is b u t another 
sample of w hat Saginaw is to be
come, from an industrial standpoint. 
This means labor for hundreds of 
people and another step forward in 
Saginaw’s great industrial boom. M. 
A. Carpell, well-known salesman and 
U. C. T., is closely associated with 
the above company and should prove 
a valuable asset to  same.

Saginaw Council held its regular 
m eeting Saturday and, despite the 
hot weather, had a fair crowd. Two 
candidates were put through the har
ness. M ayor M ercer occupied the 
P. S. C. station, with Grand Junior 
Councillor H. D. Ranney handling 
the gavel a t the Junior chair. The 
Senior Councillor station was weight
ed down with flowers, the donors of 
same unknown to all except Dan Mc
A rthur, the w orthy Senior. T hrough
out the evening we all enjoyed free 
smokes. Archie Dorm an said it 
m ight be the last smoke we would 
ever have on him. Guess he is figur
ing on moving away from Saginaw. 
Am sorry I did not get the name of 
the little baby girl for publication, 
but Archie couldn’t rem em ber it. A 
fine le tter was read from Mike Cona- 
ton, in which he bawled me out for 
not w riting  for the Sample Case. 
Mike, do you know we are busy in 
Saginaw these days? If you don’t 
like m y style, move back to  Saginaw 
where you belong. H ow  do you 
know but what this is part of your 
punishm ent for leaving us?

Probably no one had m ore pleas
ure out of the m eeting than “Con” 
Grin Leidlein. H e had everything 
m ost his own way. (M ark Brown 
w asn’t there).

O tto  M. Rohde, 1223 Janes avenue, 
this citv, and his son, O tto  A., were 
given the right to  wear the emblem 
of the order. O tto M„ the father 
for the past th irty  years has been 
one of Saginaw’s live wire grocers. 
He was a m em ber of the local As
sociation and was always intensely 
interested in the work and welfare 
of the State Retail G rocers’ Associa
tion. He now represents the D etroit 
Autom atic Scale Co. O tto  A., the 
son, travels for the R em ington T ype
w riter Co. out of Saginaw. Gentle
men, we welcome you and trust th at 
you will not forget each th ird  Satur
day night of the m onth belongs to 
the U. C. T.

Mrs. W . E. Choate, wife of W . E. 
Choate, who represents Hammond, 
Standish & Co., in this city, was call
ed to  D etro it last week, owing to  the 
serious illness of a sister.

N ext Saturday at 2 p. m., load up 
the kiddies and the lunch baskets and 
be at Bliss Park. I t  is all in honor 
of our little ones, given by the Ladies 
Auxiliary. Great things have been 
planned, ball game, games and con
tests w ithout num ber and it is the 
duty of every U. C. T., w hether bless
ed with one of God’s wonderful gifts 
or not, to  be there and help make 
the affair the biggest ever for the 
children. Don’t be a piker and say, 
“Oh, th a t’s for the kids.” You owe 
it to them  to be on hand. Come and 
show your appreciation for the work 
done by the ladies of the U. C. T. 
The entertainm ent committee, headed 
by Charles Robb, 210 Emily street, 
will have charge of the contests and 
prizes will be offered on all affairs.

The following U. C. T .’s have been 
appointed by the Senior Councillor 
to attend the Pure W ater m eeting 
to be held soon in the in terest cf 
Saginaw w ater: D. A. B’entley,
Charles Adams, Leo M. Kenny, 
Joseph M arx and M. A. Carpell.

L. J. Rapson, grocer and meat m ar
ket m erchant of Owendale and Elk- 
ton, expects to  spend next week at 
Rose Island. How sorry we all feel 
for the poor fish and the nice green 
grass under the beautiful shade trees.

L. M. Steward.
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DRUGS DRUGGIST’S SUNDRIES
T̂TTnttTT̂ l

Adaptability of Druggist to Candy 
Trade,

I t was not so many years ago when 
even large drug stores weighed out 
candy in the counter scales and dis
pensed it in a paper bag. T hat day 
has gone by. To-day the young man 
who takes his girl a pound of candy 
does not convey it to  her in a paper 
bag. He carries it in an attractive 
box. Pays more for it, too, you say? 
True enough, but he has the price, 
and nothing is too good for his best 
girl. Sometimes the box costs more 
than the candy, especially around St. 
Valentine’s Day. T his is not neces
sary for ordinary trade, but hand
some containers will get business. 
Form erly it was alm ost invariably the 
rule for children to get a quarter pound 
of candy in a paper bag. Now you 
can sell them half a pound, or a 
pound, in a box. Cute little contain
ers are on the m arket. Some of these 
are made to  hold a quarter pound, 
and we have seen sizes destined to 
hold only two ounces. The package 
a ttrac ts the eye.

The big, popular candy store down 
town has an attractive display in open 
dishes, but when the goods are sold 
they are dispensed in boxes. For 
rush trade a lot of boxes are filled 
and wrapped—one-pound, two-pound 
and five-pound sizes. I t  is easy to 
hand them  out, but even then people 
sometimes have to  stand in line. Now 
candy can be sold anywhere. No
body has a patent on it, or 
a monopoly of the trade. Up
town drug stores can sell it, so can 
down town establishm ents. L ittle 
village stores can sell it, and now that 
the autom obile has attained such 
vogue, they can even sell Broadway 
brands at Broadway prices. Certain 
candies are made up especially for 
young children. They like candy, but 
their health m ust be considered, and, 
as drug stores are in the health busi
ness, it looks as if they, m ight well 
specialize on such brands. Inferior 
stuff should be avoided. Some “bal
lyhoo” places do fairly well, or seem 
to do fairly well, at unloading this 
stuff, but the old family drug store 
cannot afford to be mixed up with it.

Purity  is always the word for a 
drug store, and certainly people want 
purity  when they are buying candy 
for their children. Also, we may say, 
when buying for themselves. Certain 
m anufacturers with an established 
reputation  wantv agencies. These 
people do an immense am ount of ad
vertising and virtually create a de
mand for the goods.

T he sum m er resort druggist can 
sell lots of candy. T he druggist along 
the line of autom obile travel ought

to examine the situation carefully. 
The size of the village makes no dif
ference to the party  in the car. P rob
ably they would ra ther pause in an 
attractive little town than in a hot 
city. I t  takes a big placard to flag 
’em sometimes, but that is easily fixed 
up. These people will buy high-class 
goods, and are not inclined to argue 
about prices.

There is always a boom in candy 
when a holiday looms up.

This tendency is increasing, too. 
In o ther days, kids used to buy giant 
firecrackers at Christm as and on the 
Fourth of July, but they are not al
lowed to have these things now; so 
much of this money goes for candy. 
Now if you haven’t anything in par
ticular to sell on a holiday, a holiday 
does you no good. I t will not boost 
the demand for quinine pills. D on't 
lose the easy business that comes 
along with every holiday. Look after 
your candy trade.

Danger From Roaches.
Roaches are believed to be re

sponsible for the conveyance of tu 
berculosis, diphtheria, typhoid fever, 
tonsilitis, and possibly some other 
diseases. They spread these diseases 
by carrying the organism s on their 
feet and in their intestinal canals and 
dissem inating them  over food sup
plies, books, and other articles of 
daily use. They are especially abun
dant in the galleys of vessels and in 
damp kitchens. T hey appear at night 
after the lights have been turned off, 
and overrun everything in the room. 
Roaches can be quickly, cheaply, and 
completely exterm inated from ships 
and houses by the use of sodium 
fluoride. T his should be spread with 
a rubber powder blower on the floors 
near the walls and on shelves in clos
ets. T he powder does not suffocate 
the insects, but sticks to their feet. 
T hey clean it off with their mouths, 
some of it being swallowed and caus
ing the death of the insect. As sod
ium fluoride is poisonous to man in 
doses of a tablespoonful or m ore care 
should be taken not to spread it over 
articles th at are to be eaten.

At the Soda Founta’n.
The Com missioner of In ternal 

Revenue has sanctioned the grouping 
of sales. The tax may be assessed 
upon the whole am ount of the price 
paid by the purchaser, and not against 
each individual drink, cone or dish 
of ice cream. F or instance, if the 
custom er orders two sodas a t the 
same time, each selling for 15 cents, 
the tax  is 3 cents and not 4 cents. 
However, if the purchaser calls for 
one soda, the price of which is 15 
cents, the tax is 2 cents; and if, im

m ediately following, he buys another 
15-cent drink, the tax is 2 cents on 
the second sale also.

On the o ther hand, the Governm ent 
frowns on the pooling of separate 
sales for the purpose of escaping the 
tax. The statem ent is made point- 
blank that this is not the proper prac
tice, and that if the dealer connives 
in it he may be made to suffer the

HIGH GRADE PRIN TIN G .
B est m a te ria l an d  w orkm ansh ip . G u ar

an teed  sa tisfac tio n . Sam ples fo r 2c stam p. 
R eferences, Owosso Sav ings B ank.

C om bination No. 1 No. 3
E nv. X X 6%................  500 $2.00; 1M., $3.00
P ack e th ead s  71b. 6x9, 500, $2.25; 1M., $3.50
S ta te m e n ts  ............ 500, $2.00; 1M., $3.00

T o ta l ............................. $6.25 $9.50
Com plete C om bination ..$5.60 $8.60

T erm s, cash  w ith  o rder o r  C. O. D. P re 
paid  if sen t c ash  accom panies order. 

O n e r ’s  P r ln te ry , Owosso, Mich.

penalties imposed by the law. And 
these are ra ther severe, ranging from 
a fine of from $1,000 to  $10,000, or 
im prisonm ent not exceeding one year, 
or both, together with the cost of 
prosecution.

A Quality Cigar 
D orn b os S in g le  B inder  

One Way to Havana
Sold by Allf Jobbers

Peter D orn b os
Cigar Manufacturer 

65-67 Market A ve., N . W . 
Grand Rapids :: M ichigan

Hot Weather Suggestions
N ow  is  the tim e to push the sale of cool Bot

tled  goods. E very  one of your custom ers, sooner 
or later, w ants a bottle or so to serve to his friends 
or fam ily  in his ow n home. It is sim ply up to  you  
to  encourage th is sort of thing. W e can furnish  
you  w ith  the goods th ey  w ill call for. Ju st adver
tise these drinks a little  and cool them  a lot and 
w atch  the result.

R ed  W in g  G rape Ju ice  Loju  
V ern or’s G inger A le  O ctob er C ider  

P hez L ogan berry  Ju ice  Parfay  
R o y a l Purple Grape Ju ice  A pplju  

S w eet V a lley  W h ite  Grape Ju ice  
C antrell & C och ran e’s Im ported  G inger A le

Hazeltine & Perkins Drug Co. 
G r a n d  R a p i d s ,  M i c h i g a n

IC E C R E A M
M ADE IN  GRAND RAPIDS

A R C T IC  IC E C R EA M  CO. Claude G. Piper, Mgr.
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Moore’s Mentholated 
Horehound and Tar Gough Syrup

This remedy has gained an enviable reputation during the past 6 years. 
Grocerymen everywhere are making a nice profit on its sale and have satis
fied customers and a constantly increased demand.

I f  our salesman does not call on you, your jobber 
can get it for you.

We are liberal with samples for you to give away, the samples create a 
positive demand.

Be progressive and sell the latest up-to-the-minute cough and cold 
remedy. Join our delighted list of retailers.

T H E  M O O RE C O M P A N Y , T em p eran ce, M ich.

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

W h o ’s C andy?
“ D ou b le  A ”

C A N D Y
Made by

Putnam Factory Grand R apids, M ichigan

DUTCH MASTERS 
SECONDS

G . J. JO H N SO N  C IG A R  C O ., M akers
GRAND RAPIDS

Will stimulate your trade Handled by all jobbers

W H O L ESA LE DRUG PRICE C U R R E N T
Prie«* quoted are nominal, based on market the day ot issue.

A cids I
Boric (Pow d.) . .  180  26
Boric (X ta l) ___  ISO >6
Carbolic ................  20© 26
C itric  ..................  1 16©1 25
M uriatic  ..............  3 © 5
N itric  ......................  100  16
O x a lic - ............... 680  80
Sulphuric ..........  3 © 5
T a rta r ic  ..........  1 12@1 10

Am m onia
W ate r , 26 deg. . .  10© 20 
W ate r . 18 deg. . .  9*60 18 
W ater, 14 deg. . .  9 0  17
C arbonate  ............. 180  86
Chloride (G ran .) 17*60 26

B alsam s
Copaiba ............  1 20@1 40
F ir (C anada) . .  1 7602 00
F ir  (O regon) . . . .  6 0 0  75
P e ru  . . . .  ........... 4 7606  00
Tolu ..................... 2 0002 25

B arks
C assia  (o rd inary ) 4 4 0  46 
C assia  (S aigon) 9801 00 
S assa fra s  (pow. 56c) O  60 
Soap C u t (pow d.)

40c ......................  29@ 35
B erries

Cubeb ................... 1 7601 80
F ish  ......................  ©1 25
J u n ip e r  ............  12*60 20
P rick ley  A sh . . . .  © 86

E x tra c ts
L icorice ...........   600  66
Licorice powd. . .  1 25©1 50 

Flow ers
A rnica  ................  1 20©1 26
C ham om ile (G er.) 80©1 00 
Cham om ile Rom. 1 00@1 20

Gum s
A cacia, 1st ........... 65© 70
A cacia, 2nd ............. 65© 60
A cacia, S o rts  . . . .  35© 40 
A cacia, pow dered 45© 50 
Aloes (B arb . Pow ) 80© 40 
Aloes (Cape Pow .) 80© 86 
Aloes (Soc Pow ) 1 40@1 50
A sa ioe tida  ............  ©6 50

Pow. ................  @7 50
C am phor ........... 3 1003  16
G uaiac ................... ©2 16
G uaiac, pow dered ©2 25
Kino ......................  © 86
Kino, pow dered . .  ©1 00
M yrrh  ..................... ©1 40
M yrrh, Pow ...........  ©1 50
Opium ..........  15 00© 15 50
Opium, powd. 16 50©17 00 
Opium, g ran . 20 00©20 50
Shellac ..............  1 15© 1 25
Shellac, B leached 1 20©1 30 
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  ..............  13*6© 20
Blue V itriol, bbl. ©09*6 
Blue V itriol, less 10 *6 @15 
B ordeaux M ix D ry  23© 88 
H ellebore, W hite

pow dered ..........  88© 46
In sec t P ow der . .  45© 70 
Lead, A rsen a te  P o  32© 48 
Lim e and  Su lphur 

Solution, gal. . .  20© 86 
P a ris  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 t t i  F rû it l . .  1.20
B rick, V a n i l l a ........ . . .  1 20
B rick , C hocolate . . . .  1 60
Brick, C aram el . . . . . . .  1 60
B rick . S traw b e rry  . . . .  1 60
Brick, T u tti  F ru ltl . .  1 60
B rick  an y  com bination  1 60

L eavee
B uchu ................... 0 8  00
B uchu, pow dered ©S 25
Sage, bulk ........... 67© 70
Sage, *4 loose . . . . 7 2 0  78 
Sage, pow dered . .  56© 60 
Senna, Alex . . . .  1 44©1 (0
Senna, T inn ...........30© 35
Senna, T inn. pow. 35© 40
U va U rsi ..............  25© 30

Olla
Almonds, B itte r.

tru e  ............  16 00©16 00
Almonds. B itte r,

artificia l ......... 7 00©7 20
Almonds, Sweet,

tru e  ................  1 75@2 00
Almonds, Sweet,

Im itation  ........  75©1 00
A m ber, c rude . .  3 50©3 75
A m ber, rectified 4 00@4 25
Anise ................... 2 50©2 76
B ergam on t . . . .  8 50@8 75
C ajepu t ................. 1 75© 2 00
C assia  ................  4 50©4 75
C a s t o r ................  2 60® 2 80
C edar L e a f __  1 7502 00
C ltronella ............. 80© 1 20
Cloves ................. 3 00@3 25
Cocoanut . . .  40© 60
Cod L i v e r ........  6 6005 75
C roton  ................. 8 0002  25

rtto n  Seed . . . .  2 35©2 50
Eigeron ........... 10 60©10 75
Cubebs ..........  11 50© 11 7a
Kigeron ................  7 60© 7 75
E ucalyp tus . . . .  1 25©1 85 
Hem lock, pure  2 00© 2 26 
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 
Laird. No. 1 . . . .  1 50@1 70 
L avender. Flow. 9 00© 9 25 
L avender, G ar’n  1 50@1 76
Lem on .................. 2 25@2 60
Linseed, boiled, bbl. @2 02 
Linseed, bid less 2 12@2 22 
Linseed, raw , bbl. @2 00 
Linseed, raw  less 2 10 @2 20 
M ustard , tru e . oz. (u2 nn 
M ustard , artifil, oz. ©1 25
N eatsfoo t ............  1 35© 1 55
Olive, pu re  . . . .  4 2o@6 00 
Olive. M alaga, 

yellow  . . . i . . .  8 75@4 00 
Olive, M alaga,

g reen  ................  3 75@4 00
O range, Sw eet . .  4 0004 25 
O riganum , pu re  ©2 60 
O riganum , com ’l © 76 
P ennyroyal . . . .  2 50©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 26 
Sandalw ood, B.

1.......................  18 50©18 76
S assa fras , tru e  3 5003 76 
S assa fras , a rtif 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 ar, U SP ..............  45© 60
T urpen tine , bbls. @1 20 
T urpen tine , less 1 30© 1 35 
W in terg reen , tr.

12 00@12 25 
W in tergreen , sw eet

b irch  ................  7 S0@7 75
W intergreen , a r t  70@1 00 
W orm seed . . . . .  6 50@6 76 
W orm w ood . . . .  7 50©7 76 

Potaealum
B icarbonate  . . . ,75@1 00
B ichrom ate  . . . . '42*4 @50
Brom ide .............. 70© 75
C arbonate  .......... 1 00© 1 10
C hlorate, g ra n 'r  
C hlorate, x ta l or

70© 75

pow d..................... 45© 50
Cyanide .............. 32*4© 60
Iodide ................ 4 29@4 36
P e rm an g an a te  . . 1 50@I 76
P ru ss ia te , yellow 1 20© 1 30
P ru ss ia te , red  . . 2 00@2 60
Sulphate  .............. © 86

Roots
Alkane t ............ 4 50© 4 76
Blood, pow dered 1 10@1 20
C alam us .............. 60©2 60
E lecam pane, pwd. 22© 26
G entian , powd. 
G inger, A frican,

25© 30

powdered .......... 25© 80
Ginger, J am a ic a  
G inger, Jam aica ,

35© 40

pow dered ........ 32© 35
Goldenseal, pow. 8 00© 8 20
Ipecac, powd. . . 5 00@5 60
Licorice ................ 45© 60
Licorice, powd. 40© 60
O rris, pow dered 400 46
Poke, pow dered 20© 25
R hubarb  .............. ©2

50@2
00

R hubarb , powd. 2 75
Hosinweed, powd. 250 80
Sarsaparilla , Hond.

ground .............. 1 25@1 40
S a rsap arilla  M exican,

g round  ............ 75© 80
Squills .................. 860 40
Squills, pow dered 60© 70
T um eric, powd. 250 80
V alerian, powd. . ©2 00

Seeds
A nise .................... 42© 46
Anise, pow dered 47© 60
Bird, la  ................ 13© 19
C anary  ................ 28© 85
C araw ay, Po. .80 700 76
C ardam on ........ 1 75@2 00
Celery, powd. 85c 75© 80
C oriander powd .30 2249026
Dill ...................... . 30© 36
Fennell .............. 1 0001 20
F la x  ...................... 12© 16
Flax, g round  . . . 12© lo
Foenugreek pow. 220 20
Hem p .................. 15
L obelia ................ 70© 75
M ustard, yellow . 45© 50
M ustard , black . 36© 40
Poppy .................. «fl w
Q uince .............. 1 60© 1 7b
R ape .................... 16© 20
Sabadilla  ............ 0 35
Sabadilla, powd. 30© 35
Sunflow er ............ 22© 30
W orm  A m erican © 35
W orm  L ev an t . . 1 6501 76

T lnctu roa
A conite .................. ©1 70 

© 1 20 
©1 60

Aloes ..................
A rnica ..................
A safoetida  .......... ©3 90
B elladonna ........ @1 40
Benzoin .............. et 180
B enzoin Compo’d
Bnp.hn . . . . . . . . . .

©8 80 02 70 
•S  NCan th a ra d le s  . , .

C apsicum  ..........  @1 96
C ardam on .......  ©1 60
C ardam on, Comp. ©1 85
C atechu  ..............  ©1 60
Cinchona ............  ©1 80
Colchicum ............ @2 40
Cubebs ..................  ©2 60
D ig ita lis  ..............  © l  60
G entian  ..............  ©1 20
Ginger .......................  ©1 60
G uaiac ................  ©2 66
G uaiac, A m m on. ©2 40
Iodine ..................  @1 60
iodine, Colorless ©2 00
Iron , d o ................ © l 45
K ino ....................  © 1 35
M y rrh  ................  ©2 25
N ux V om ica . . . .  ©1 95
Opium ................  ©8 00
Opium, Cam ph. @1 50
Opium, Deodorz’d @8 00
R hubarb  ..............  © l 80

P a in ts
Lead, red  d ry  . . . .  13©13*4 
Lead, w h ite  d ry  13012*4 
Lead, w h ite  oil . .  13 @13 *5
Ochre, yellow bbl. © 2
Ochre, yellow  less 2*4© 6
P u tty  ........................  5© 8
Red V enet’n  Am. 2*4© 5
R ed V enet’n  Eng. 3© 6
Vermillion, A m er. 25 @ 80
W hiting , bbl. ............  © 2*4
W hiting  ..............  8*4© 6
L. H . P . P rep . 3 00 @3 25

M iscellaneous
A cetanalid  ..........  60© 65
Alum ......................  17© 20
Alum, pow dered and

ground ..............  18© 21
B ism uth, Subni

tra te  ..............  4 23 ©4 30
B orax x ta l o r

pow dered ........... 10© 16
C antharades po 2 0006 60
Calom el ............  2 17@2 25
C apsicum  ..............  3 80  46
C arm ine ............  6 60© 7 00
C assia Buds ........  60© 60
Cloves ................... 67© 65
Chalk P rep a red  . .  12© 16
Chalk P rec ip ita ted  12© 15
Chloroform  ........... 45© 65
Chloral H y d ra te  1 70©2 10
Cocaine ..........  12 80©12 86
Cocoa B u t t e r .... 65© 76
Corks, lis t, less 50%
Copperas, bbls...........© 2*4
Copperas, less . .  3*4© 8
Copperas, powd. 4*4© 10 
Corrosive Sublm  2 00@2 10
C ream  T a r ta r  ......  68© 75
C uuiebone ........  95© 1 00
D ex trine  . . . . . . .  8*4© 15
D over s Pow der 6 1606 00 
E m ery , All Nos. 100 15 
E m ery , Pow dered  8© 10 
Epsom  Salts, bbls. © 3*4 
Epsom  Salts, less 4© 10
E rg o t ..........................  @4 50
E rgo t, pow dered @4 50 
F laxe  Vv h lle . . . .  150  30
Form aldehyde, lb. 27© SO
G elatine ..........  1 76© 1 90
G lassw are, fu ll case  61% 
G lassw are, less 60% 
G lauber Salts, bbl. © 2% 
G lauber S a lts  le3s  3*4© 8
Glue, Brow n ...........26 0  86
Glue, B row n Grd. 20© 80 
Glue, W hite . . . .  80© 36 
Glue, W hite  Grd. 80© 86
G lycerine ..............  26© 40
H ops ......................  65© 80
Iodine ..................  6 60©6 90
Iodoform  ........... 6 59@6 74
l.ead. A ceta te  . . .  26 0  80 
Lycopodium  . . . .  1 75©2 00
Mace ......................  86© 99
Mace, powdered 9501 00
M enthol ............  8 50© 8 75
M orphine ___  14 30©16 00
N ux Vomica ........  © 80
N ux Vomica, pow. 88© 86
Pepper black pow. 68© 66
Pepper, w hite  ........  0  68
Pitch , B urgundy © I f
Q uassia  ..................  12© 16
Quinine ..............  1 09@1 59
Rochelle S a lts  . .  66© 60
S accharine  ..........  © 45
S a lt P e te r  ............  25© 35
Seid litz  M ix tu re .. 43© 60
Soap, green  ........... 200  I t
Soap m o tt c as t lie 22*4© 26 
Soap, w hite  cas tlle

case  ......................  ©26 00
Soap, w h ite  castlle

less, p e r b a r ..........  ©2 <6
Soda A sh  ............  4*4© 18
Soda B icarbonate  8*4© 10
Soda, S a l .....................2© 6
S p irits  C am phor . .  0 2  t t
Sulphur, roll . . . .  4*4© 10 
Sulphur, SubL . .  4*4© 10
T am arin d s  ............. 86© M
T a r ta r  E m etic  1 0201  10
T urpen tine , Ven. 6000  00 
V anilla  Ux. p u re  1 6 0 0 8  00 
W itch  H azel . . .  1 2 1 0 1  72 
Zinc S u lpha te  . . . .  1 0 0  I f
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six  hoars of mailing, 

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

COCOANUT
tts .  5 lb. case  ..............  40
t t s ,  5 lb. c á s e ................... 39
t t s  & t t s ,  15 lb. case  so
6 an d  12c pa ils  ..........  4 75
Bulk, pa ils  .....................  28
Bulk, barre ls  ..........   25
70 8 oz. pkgs., p e r case  4 90 
70 8 oz. pkgs. p e r case  4 65 
70 4 oz. pkgs. p e r case  5 40

ADVANCED D EC LINED
Cocoanut P ea rl Barley
F ru it J a rs
Rice
Soaps
W ashing Pow ders

AMMONIA 
A rctic  B rand

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 LE GREASE 
M ica, 25 lb. pa il . . . .  1 60

BAKED BEANS 
Cam pbell, No. 2 . . . .  1 Co
D aggett, No. 2 ........... 1 25
F rem ont, No. 2 . . . . . .  1 4o

BAKED GOODS 
Loose-W iles B rands

Beans—C anned
Red K idney ____ 1 35@1
S tring  ..................  1 35@2
W ax ......................  1 35 @2
Lim a ....................  1 20®2
Red ........................  96® 1

Clam Bouillon 
B urnham ’s  7 oz.......... 2

Corn
C ountry  G entlem an . .  1 
M aine ............................  2

Hom iny
Van Cam p ....................  1
Jackson  ......................... i

K rispy  C rackers ........... 18
L. VV. Soda C rackers  . .  D 
L. W. B u tte r  C rackers D
G raham  c ra c k e rs  ........ la
F ig  fcjru B ar ................... is
D. W. G inger Snaps . . . .  1<
Honey G irl P la in  ........... 23
Honey G irl Iced ........... 24
Coconut Taffy ..............  2<
V anilla W ate r ................  3a

S ubject to  q u a n tity  d is-

L obster
t t  lb .................................  2
% lb ................................... 3
1 lb .................................... 6

M ackerel
M ustard , 1 lb ................  1
M ustard , 2 lb ...............  2
Soused, 1% lb ................... 1
Soused, 2 lb....................... 2

45
70
70
35
25

50

75
00

35
20

25
50
75

80
80
60
76

count.

BLUING
Jenn ings '

Condensed P e a rl B luing 
Small, 3 doz. box . . . .  2 u5 
L arge, 2 doz. box . . . .  2 70

BREA K FA ST FOODS 
C racked W heat, 24-2 4 Uo
C ream  ol W heat . . . .  7 au 
P illsbury’s B est C er 'l 2 5u 
Q uaker Puffed R ic e .. 4 30 
Q uaker Puffed W heat 4 30 
Q uaker B rk ts t B iscu it 1 ¡>u
Q uaker C orn F lak es  ; .  2 90
R alston  P u r in a  ........... 4 uu
R alston  B r a n z o s ...........2 2u
R alston  Food, la rge  . .  3 3u 
R alston  Food, sm all . .  2 3u 
Saxon W heat Food • 4 80 
Shred  W heat B iscu it 4 ou 
T riscu it, 1 8 .......................2 25

M ushroom s
B uttons, Is , p e r  case 1 25 
B uttons, Is  ................  ®50

Plum s
C alifornia, No. 3 . . . .  2 40 

P e a rs  In Syrup
M ichigan ......................  1 75
C aliforn ia  ..................  2 35

Peas
M arrow fa t ........  1 76® 1 90
E arly  Ju n e  . . . .  1 45® 1 90 
E arly  Ju n e  s iftd  1 80®2 25

C alifornia, No. 2% . .  4 00 
C alifornia, No. 1  . . . .  2 40 
Pie, gallons . . .  7 50®9 50

Pinssppls
G rated , No. 2 ...................3 00
Sliced No. 2 E x tra  . .  4 00

K ellogg's B rands 
T oasted Corn F lakes  4 2u 
Toasted Corn F lak es

Ind iv idual ..............  2 uu
(¿rum bles ......................  4 zu
(¿rumbles, Indv ...........  2 uu
Biscuit ............................  2 uu
D rinket ........................  2u u
P e a n u t B u tte r  ........... 3 66
B ran  ................................  3 6U

BROOMS
F ancy  P a rlo r, 26 lb. 9 00 
P arlo r, 5 S tring , 25 lb. 8 75 
S tan d a rd  P a rlo r, 23 lb. 8 50
Common, 23 lb ............ .. 5 25
Special, 23 lb ...............  5 50
W arehouse, 23 lb. . .  10 00

BRUSHES
Scrub

Solid Back, 8 in ...........1 60
Solid Back, 11 in. . . .  1 75 
Poin ted  E nds ..............  1 25

Stove
No. 1 ............................  1 10
No. 2 ............................  1 36

Shoe
No. 1 ............................... 90
No. 2 ............................  1 25
No. 3 .............   2 00

BU TTER COLOR 
Dandelion, 25c size . .  2 00

CANDLES
Paraffine, 6s .................  17
Paraffine, 12s ...............  17Wicking ...................... 40

Pum pkin
Van Cam p, No. 3 . . . .  1 35 
V an Cam p, No. 10 . .  4 50 
L ake Shore, No. 3 . . .  1 35 
Vesper, No. 10 ..........  3 90

8alm on
W arrens, 1 lb. Tall . .  3 65 
W arrens, t t  lb. F la t  2 35 
W a rren s , 1 lb. F la t . .  8 76
Red A laska  ..................  2 90
Med. R ed A lask a  . .  2 65 
P in k  A laska  ................. 2 10

Sardines
D om estic, t t s  . . .6  75@8 00 
D om estic, t t s  . .  7 00 @8 00 
D om estic, %s . .  7 00®8 00 
C aliforn ia  Soused . . . .  2 25 
C aliforn ia M ustard  . .  2 25 
C aliforn ia  T om ato  . .  2 25

S au e rk rau t
H ackm uth , No. 3 . . . .  1 40 

Shrim ps
D unbar, I s  doz................. 1 85
Dunbar, l t t s  doz.......... 3 40

S traw b erries
S ta n d a rd  ......................
F ancy  ............................

Tom atoes
No. 2 ........ 1 35@1 60
No. 3 ........ 2 00 @2 35
No. 10 ___ ..........  7 00

CATSUP
Snider’s, 8 OZ. ...............  1 80
S nider’s, 16 oz. 9. 85
Nedro, ÏOtt oz. ...............  i 40

CANNED GOODS 
Apples

3 lb. S tan d a rd s  . . . . @1 60
No. 10 ........................ @6 00

B lackberries
2 lb ...................................
S tan d a rd  No. 10 . . . . 12 50

BeanS—Baked
B row n B eau ty  No. 2 1 35
Cam pbell, No. 2 . . . . 1 50
F rem ont, No. 2 ........ . 1 45
V an Cam p, t t  lb. . . . 75
V an Cam p, 1 lb. . . . . 1 25
V an Cam p, l t t  lb. . . . . 1 60
V an Cam p, 2 lb. . . . . 1 85

C H E E SE
B rick  .........................   36
W isconsin F la ts  ..........  36
Longhorn ..........................  36
M ichigan F u ll C ream  . .  35

CH EW IN G  GUM 
A dam s B lack Jac k  . . . .  70
B eem an’s Pepsin  ..........  70
B eechnut ..........................  75
D oublem int ......................  70
F lag  Spruce ..................  70
Ju icy  F ru it  ....................  70
Spearm in t, W rig leys . .  70
Y ucatan  ............................  70
Zeno ....................................  70

CHOCOLATE 
W alte r B ak er & Co.

Prem ium  .........................  38
C aracas ..............................  34

W alte r M. Low ney Co.
Prem ium , % s .................  35
Prem ium , % s ................ 35

CIGARS
P e te r  D orn bos B rands  

D orn boa Single B ndr. 48 00 
Dornboe Perfec to  . .  42 60
Van Dam, 6c ........... 87 6u
Van Dam, 6c ................. 42 60
Van Dam, 7 c ..............60 On
V an Dam . 10o .........Tt 40

N ational G rocer Co. B rands
A ntonella C igars, 50

foU ..........................  37 50
A ntonella  C igars, 100

foil ..........................  37 60
A ntonelia  C igars, 25

t i n s ..........................  37 50
E l R ajah , D ip lom át

icas, 100s ....................7 00
E l R ajah , corona, 50

p er 100 .................  7 75
E l R ajah , E picure, 60

per 1000 ................74 00
E l R ajah , E picure, 25,

p e r 100 .................  8 30
E l R ajah , A rk , 50,

per 100 .................  7 30
E l R ajah , P res iden t,

50, p e r 100 .................10 00
Cdin, M onarch, 50,

wood, p e r 100 . . . .  5 00
Odin, M onarch, 26 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 a rk , 500 lo ts  70 66 
M ungo P a rk , less  th a n

500 ..........................  73 00
M ungo P a rk , 25 wood 73 00

Johnson  C igar Co. B rands. 
D utch  M aste rs  Snyd 105 00
D utch  M asters  Club 90 00 
D utch  M aste rs  B anq  90 00 
D utch  M aste rs  In v ’le 90 00 
D utch  M aste rs  P a n  75 00 
D utch  M aste rs  Spec 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 
L ittle  D u tch  M aste rs  36 50 
S. C. W . (new  size) 36 50 
D utch  M aste rs  Seconds 

(new  size) ..............  43 00
W orden G rocer Co. B rands
F ir s t  N a tiona l ......... 35 00
W orden’s  H and  M ade 37 6u
ParteU o ......................  47 00
Q ualex .................. ; . . .  48 00
H em ete r Cham pion 48 00
C ourt Royal ............. 50 00
B oston S tra ig h t . . . .  45 00 
T ran s  M ichigan . . . .  45 00 
K uppenheim er, No. 2 45 00
R oyal M ajor ............... 48 00
L a  V alla  R osa K ids 48 00 
L a  V alla R osa B lun t 72 00
B. L ........................  45 00
V alla G rande ........... 49 00

C LO TH E S LIN E
H em p, 50 f t ................... 2 Ou
T w isted  Cotton, 50 ft. 3 25 
T w isted  Cotton, 60 f t. 3 90
B raided, 50 f t .................3 75
B raided, 80 f t .............  4 25
Sash  Cord ........  2 75@4 00

COCOA
B ak er’s ............................. 41
B unte, lUc else ............... 88
Bunte, t t  lb................  3 20
B unte , 1 lb ..................... 4 00
Cleveland ......................... 41
Colonial, tt& ..................... 85
Colonial, t t*  ....................  S3
E pps ..................................... 42
H ersheys, t t s  ................  37
H ersh ey ’s %s ................. 35
H uyler ................................. 36
Lowney. t t * .........................88
Lowney, t t*  .........................87
Lowney, t t*  ..................... 87
Lowney, 6 lb. cans  . . . .  87
Van H outen , t t*  ............. 12
Van H outen . t t a ............. 18
Van H outen , t t * .................88
Van H outen , U ............... 65
W an -E ta  ........................... 86
W ebb ................................... 83
W ilbur, t t*  ....................... 88
W ilbur, tta  ....................... IS

C O FFE E S ROASTED
Rio

Common ........................... 30
F a ir  ....................................  31
Choice ................................. 32
F an cy  ........................    33

Santos
Com mon ............................  35
F a ir  ....................................  36
Choice ................................. 37
F ancy  ..................................  38
P eab erry  ..........................  39

M aracaibo
F a ir  ....................................  39
Choice ............................... i i

M exican
Choice ..................  39
-il-nay ................................... 41

G uatem ala
F a ir  . .  ( ............................. 89
F ancy  ................................  41

Jav a
P r iv a te  G row th ............  46
M andling ..........................  48
A nkola ..............................  4»

San Salvador
Good ................................... 39

Mocha
Short B ean ....................  53
Long B ean ......................  53

Bogota
F a ir  ................................
Fancy ................................  48

Package  Coffee 
New Y ork B asis 

Arbuckle ....................  36 00

M cL aughlin’s XXXX 
M cL aughlin’s XXXX p ack 
age coffee is sold to re ta il
ers  only. M ail all o rders 
d irec t to  W. F. M cL augh
lin & Co., Chicago.

E x tra c ts
N. Y.. p e r 100 ..............  9 tt
F ra n k ’s 250 packages 14 50

CONDENSED MILK

Eagle, 4 doz...............  10 50
Leader, 4 doz............... 8 25

EVAPORATED MILK

C arnation , Tall, 4 doz. 6 90 
C arnation , B aby 8 doz. 6 25
P et, T all ......................  6 85
P e t, B aby ......................  4 65
V an Cam p, T all .......... 6 90
V an Camp, B aby . . . .  4 65

MILK COMPOUND
H ebe, Tall, 6 doz..........5 50
H ebe, Baby, 8 doz. . .  5 25

CONFECTIONERY
Stick  Candy Pa ils

H orehound ..................... 26
S tan d a rd  ......................... 25

Cases
3‘um bo ..............................  26

M lxsd C andy
Paila

B roken ............................  25
C ut Loaf ......................... 25
G rocers ............................. 20
K inderga rten  ................  29
L eader ..............................  25
N ovelty ............................ 26
P rem lo  C ream s ............  26
Royal ................................  24
X L O ............................... 22

S psc laltles  Paila
A uto K isses (haykets) 26 
Bonnie B u tte r  B ite a .. 32 
B u tte r C ream  Corn . .  32 
C aram el Bon Bona . .  32 
C aram el C roquettes  . .  SO 
Coco&nut W affles . . . .  28 
Ooffy Toffy ....................  30
Fudge, W aln u t M aple 3U 
Fudge W aln u t Choc. 31 
Fudge, Choc. P e a n u t 28 
C ham pion Gum  D rops 25 
R aspberry  Gum D rops 25
Iced O range Jellies  . .  27 
Ita lian  Bon B ons . . . .  27 
AA Licorice D rops

5 lb. box ................... 2 26
Lozenges, P e p ............. 26
Lozenges, P in k  ........... 26
M anchua ................  27
M olasses K isses,

B ask e ts  ................. 26
N u t B u tte r  P u ffs  . . . .  28

C hocolates P a l
A ssorted  Choc. ............  32
A m azon C aram els . . . .  30
Cham pion ........................ 28
Choc. Chips, E u rek a  36 
K londike C hocolates 35
N abobs ............................  35
N ibble Sticks, box ..2  26
N u t W afers  ..................  35
Ocoro Choc. C aram els 84
P e a n u t C lu s t e r s ............. 40
Q u in te tte  ........................  12
R egina ............................... 27

Pop Corn Goods 
C rack e r-Jack  P rize  . .  6 00 
Checkers P rize  .......... 5 00

Cough Drops
Boxes

P u tn am  M enthol . . . .  1 60 
S m ith  B ros.....................  1 60

COOKING COMPOUNDS

Mazola
P in ts , tin , 2 doz.......... 8 50
Q uarts , tin , 1 doz. . .  8 00 
t t  s a l. tin s , 1 doz. . .  15 25 
Gal. tin s , t t  doz. . .  14 80 
5 Gal. tins , 1-6 doz. 22 00

CREAM OF TARTAR

6 lb. boxes ..................  65
3 lb. boxes ......................  66

DRIED FR U IT S
Apples

E v ap ’ed, Choice, blk . .  17 

C itron
C alifornia ........................... 35

Reel
Lemon, A m erican  ..........  30
Orange, A m erican  . . . .  30

R aisins
Choice S’ded, 1 lb. pkg  12 t t  
F ancy  S ’ded, 1 lb. pkg. 14 
Thom pson Seedless,

1 lb. pkg  ................... 20
Thom pson Seedless, 

bu lk  ............................. 19

C aliforn ia P runes  
90-100 25 tt). boxes ..@ 18 
80- 90 25 lb. boxes . .
70- 80 25 lb. boxes ..@ 19 
60- 70 25 lb. boxes ..@ 22 
50- 60 25 lb. boxes ..@ 25 
40- 60 25 lb. boxes . .
30- 40 25 lb. boxes ..@ 30

Hooks—K irby
Size 1 -12, p e r 1 ,000'  . . 84
Size 1 -0, p e r 1,000 . . 9Ç
Size 2- 0, p er 1,000 . . i 15
Size 3-0, pe r 1,000 . . i 32
Size 4-0, per 1,000 . . i 65
Size 5-0, p e r 1,000 i 95

Sinkers
No. 1 . per gross . . . . 65
No. 2, p er gross . . . . 72
No. 3, per gross . . . . 85
No. 4. per g ross . . . . i 10
No. 5, p e r gross . . . . i 45
No. 6, per gross . . . . i 85
No. 7, per gross . . . . 2 30
No. 8, per gross . . . . 3 35
No. 9, per gross . . . . 4 65

FLAVORING EXTRACTS
Jann ings  D C B rand 

Pure  V aalla  
T erpeneleee 
P ure  Lemon

P e r  Dos.
7 D ram  16 C e n t ..........  1 26
l t t  Ounce 20 C ent . .  1 80
2 Ounce, 35 C ent . . . .  2 70 
2 tt Ounce 35 C ent . .  2 86 
2 tt Ounce 45 C ent . .  8 10 
4 Ounce 55 C ent . . . .  5 20
8 Ounce 90 C ent . . . .  8 60 
7 D ram  A ssorted  . . . .  1 36 
1 t t  Ounce A ssorted  . .  3 00

Moore’s  D U B rand
P e r  Dos.

1 oz. V anilla  15 C ent 1 26 
l t t  oz. Vanilla 26 C en t 2 00
3 oz. V anilla  35 C ent 8 00 
1 oz. Lem on 15 C ent 1 26 
l t t  oz. Lem on 26 C ent 2 00 
3 oz. Lem on 35 C ent 3 00

FLOUR AND P H D  
V alley C ity  M illing Co.

L ily  W hite  ................  13 70
G raham  25 lb. p e r cw t 5 25
R ow ena B olted M eal,

25 lbs., p e r cw t..............4 90
Golden G ranu la ted  M eal,

25 lbs., p e r cw t..............5 25
R ow ena P an cak e  6 lb.

p e r cw t.......................  5 60
Row ena B uckw heat

Com pound ................. 5 60
Row ena Corn F lour,

W atson  H igg ins M illing 
Co.

N ew  P erfec tion , t t*  . .  14 36
W orden Grooer Oe. 

Q uaker, t t s  p a p e r . .  13 75

K ansas H ard W heat 
W orden G rocer Co. 

A m erican  E agle, t t s  13 80 
A m erican  E agle, t t s  13 70 
A m erican  E agle, t t s  13 70

FARINACEOUS GOODS 

Beans
C aliforn ia  , L im as ..........  11
Med. H and  P icked . . . .  9 
Brown, H olland ............... 8

Spring W heat 
W orden G rocer Co.

F an cy  P a te n t.
W ingold, t t s  P a p e r  14 10
W ingold, t t s  P a p e r  14 00
W ingold, t t s  C otton  14 00

F a rin a
25 1 b. packages  . . . .  2 80 
Bulk, per 100 lbs..........

Hom iny
Pearl, 100 lb. sack  . .  4 00

Meal
Bolted ............................. 4 60
Golden G ran u la ted  . .  4 30

W heat
Red .............   2 60
W hite ............................... 2 58

M acaroni
D om estic, 10 lb. box . .  1 10 
Dom estic, broken  bbls. 8%
S kinner’s 24s, case 1 37 t t  
Golden Age, 2 doz. . .  1 90 
Fou ld’s, 2 doz............... l  90

P earl Barley
C heste r ..........................  4 75

P eas
G reen, W isconsin, lb. 8
Split, lb. ..........................  8

Sago
E a 3t  In d ia  ........................  15

O ata
M ichigan C a r lo t s ........... 74
Less th a n  carlo ts  ........  78

Corn
C arlo ts ..........................  1 85
L ess th a n  carlo ts  . . . .  1 87

H ay
C arlo ts  ..........................  38 40
L ess th a n  carlo ts  . . .  40 42

Feed
S tree t C ar F eed  . . . .  70 00 
No. C o r»  & O at Fd . 70 00
C racked Corn ............. 73 00
C oarse C orn M eal . . .  73 00

Tapioca
P earl, 100 lb. sacks  . .  13 
M inute. S ubstitu te , 8 

oz., 3 doz..................... 3 55

FISH IN G  TA CK LE 

C otton Lines
No. 2, 15 fee t ............  1 45
No. 3, 15 fee t ............ 1 70
No. 4. 15 fee t ............ 1 85
No. 5, 15 fee 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 ya rds  9 00

F loa ts
No. ltt>  P er gross . .  1 50 
No. 2, p e r g ross . . . .  1 75 
No. 2 tt,  p e r  g ross . . . .  2 25

FR U IT  JA R 8  
M ason, t t  P ts., gro. 8 00 
M ason, p ts ., p e r gro. 8 60 
M ason, q ts ., p e r gro. 8 60 
M ason, t t  gro. 10 95
M ason, c an  tops, gro. 2 80

G E L A T IN S
Cox’s, 1 doz. la rge  . . .  1 46 
Cox’s, 1 doz. sm all . .  M 
Knox’s Sparkling , doz. 1 BO 
Knox’s A d d u ’d  dog. „ I N
M inute, 1 doz...............  1 26
M inute. 2 doz. ........... t  76
N elson’s ....................... 1 60
O xford ........................... 76
Plym outh Rode, Phoe. 1 66 
Plym outh  Rock, P la in  1 6* 
W aukesha  ..................... i  «u

H ERBS
Sage ................................... 16
H ops ................................... 16
L au re l L eaves ................. **
S enna L eaves ............  46
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HID ES AND P E L T S  
Hide*

Green, No. 1 ...........   29
Green, No. 2 . . . . . . . .  28
Cured, No. 1 .............. 32
Cured, No. 2 .............  31
Calfskin, green , No. 1, 58 
C alfskin, green , No. 2, 56% 
Calfskin, cured, No. 1, 60 
C alfskin, cured, No. 2, 58%
H orse, No. 1 ............. 11 00
H orse, No. 2 ..............., 10 00

P elts
Old W o o l ...................75@2 00
L am bs ..................  50® 1 00
Shearlings ........... 50@1 00

Tallow
P rim e  ......................... @09
No. 1 . . . . , ............... @08
No. 2 ....................... @07

W e d
U nw ashed, med. . . .  @55 
U nw ashed, fine . . .  @49

Sm all
B arre ls  ........................  14 00
H alf b a rre ls  ................  7 60
5 gallon kegs ............  3 80

G herkins
B arre ls  .......................   26 00
H alf b a rre ls  ..............  IS 00
6 gallon  kegs ..............  4 (0

Sw eet Sm all
B arre ls  ....................... 28 00
5 gallon kegs ............. 5 00
H alf b a rre ls  ............... 14 BO

P IP E S
Clay, No. 216, p e r box 
Clay, T . D . full ooun t 
Cob, 3 doz. in  box . .  1 26

PLAYING CARDS
No. 90 S team boa t . . . .  2 26 
No. 808, B icycle . . . .  8 60 
P e n n a n t ....................... 8 26

SALAD DRESSING

Colum bia, % p in t . . . .  2 25 
Colum bia, 1 p in t ........ 4 00
D urkee’s  large, 1 doz. 5 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

SA LERA TU S

P acked  60 lbs. In box 
A rm  and  H am m er . .  3 25 
W yandotte, 100 % s . .  3 00

SAL SODA
G ranulated , bbls...........1 95
G ranu lated , 100 lbs. cs. 2 10 
G ranu lated , 363 pkgs. 2 25

SALT 
Solar Rock

56 lb. sacks  ................... 55

W ashing Pow ders

Snow Boy, 100 pkgs. 3 90
Snow Boy, 60 pkgs. 3 60
Snow Boy, 24 pkgs. 5 50
Snow Boy, 20 pkgs. . . 5 16

Soap Pow ders

Johnson 's  Tine, 48 8 6 78
Johnson ’s  XXX 100 . . 6 76
R ub-N o-M ore .............. 5 00
N ine O’c lock  .............. 4 25
L au tz  N ap h th a , 60s .. 8 45
Oak L ea f Soap Pow der,

24 pkgs.......................... 4 75
O ak L ea f Soap Pow der.

100 pkgs. ................ 5 00
Queen A nne Soap Pow

der, 60 pkgs............... 3 60
Old D utch C leanser,

100s .......... .................... 4 00

•OD A
HONEY

A. G. W oodm an 's  B rand.
T um bler, p e r doz..........2 00
16 oz., p e r doz.............. 4 10

HORSE RADISH 
P e r  dos. ........ .................... 90

JE L L Y
101b. Kanakiin, p e r  pall 1 40 
301b. palls, p e r pail . .  2 60

JE L L Y  G LA8SES 
8 oz. capped in  bbls.,

p e r doz.............................  40
M A PLE IN E

2 oz. bo ttles, p e r doz. 3 00 
1 oz. bo ttles , p e r dos. 1 75
16 oz. bo ttles , p e r dz. 16 60 
82 oz. bo ttles, p e r dz. 30 00

MINCE M EAT
None Such, 3 doz.

case  fo r ....................  4 15
Q uaker, 3 doz. case  

fo r ................................ 3 25
M OLASSES 

N ew  O rleans
F an cy  Open K e ttle  . . . .  68
Choice ................................. 68
Good ................................
S tock  .................................

H a lf b a rre ls  5c e x 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 15 
Uncle Ben, No. 2 . . . .  2 75 
Uncle Ben, No. 2% . .  8 35 
Uncle Ben, No. 6 . . . .  3 25 
U ncle Ben, No. 10 . . .  3 15 
G inger Cake, No. 2 . . .  3 10 
G inger Cake, No. 2% 4 00
G ipger Cake, No. 5 . .  3 90 
O. A L. Open K ettle ,

No. 2% ....................... 6 <0
M USTARD

POTASH
B ab b itt’s, 2 doz.............. 2 76

PRO V ISIO N« 
B arreled  Pork  

C lear B ack  . .  54 00@56 00 
S h o rt C u t Clr. 51 00@52 00 
B risket, C lear 65 00@66 00

C lear F am ily  ............. 48 00

Dry S a lt M eats 
S P  Bellies . .  32 00@34 00

Lard
P u re  in  tie rce s  36%@37 
Com pound L a rd  26%@26% 
80 lb tu b s  . . .a d v a n c e  % 
60 lb. tu b s  . . .a d v a n c e  % 
60 lb. tu b s  . . .a d v a n c e  % 
20 lb. pa ils  . . .a d v a n c e  % 
10 lb. pa lls  . . .a d v a n c e  % 
5 lb. palls  . . .a d v a n c e  1 
3 lb. pa lls  . . .a d v a n c e  1

Sm oked M eats
H am s, 14-16 lb. 85 086 
H am s, 16-18 lb. 84%@36 
H am s, 18-20 lb. S3 @34 
H am , d ried  beef

se ts  ................. 41 @42
C alifo rn ia  H am s 26 @27 
P icnic  Boiled

H am s ..............  86 0 4 0
Boiled H am s . .  61 @62 
M inced H am s . .  22 @23
Bacon ................... 89 @63

Sausages
B ologna ........................... 18
L iver ............................... 12
F ran k fo rt ....................  19
P o rk  ......................  14 @16
V eal ................................  11
T ongue ........................  11
H eadcheese ................... 14

B oneless ......... 26 00@27 00
Rum p, new  . .  80 00@81 00

% lb. 6 lb. box , . m . .  80 
NUTS—W hole 

Almonds, T e rrag o n a  30 
B razils, la rg e  w ashed
F an cy  M ixed ..........
F ilb erts , B arce lona  . .  22 
P ean u ts , V irg in ia  . . .  13 
P eanu ts, V irg in ia,

R oasted  ....................  15
P ean u ts , Span ish  . .  15
W alnuts C alifo rn ia  36@37 
W alnu ts, F ren ch  ...........

Shelled
A lm o n d s ...........................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 aln u ts  ......................... 90

OLIVES
Bulk, 1 gal. kegs, gal. 1 70 
Bulk, 2 gal. kegs, gal. 1 45 
Bulk, 5 gal. kegs, gal. 1 35
Stuffed, 5 oz...................1 30
Stuffed, 14 oz.................3 00
P itted  (no t stuffed)

14 oz............................... 3 00
M anzanilla, 8 oz.......... 1 45
L unch, 10 oz..................  2 00
L unch, 16 oz.................. 3 25
Queen, M am m oth, 19

oz.................................... 6 50
Queen, M am m oth, 28

oz........... .........................  6 75
Olive Chow, 2 doz. cs. 

p e r doz. ..................... 2 60

PETRO LEUM  PRODUCTS 
Iro n  B arre ls

P erfec tion  ..................... 12.7
R ed Crow n Gasoline 23.7
G as M achine Gasoline 44.2 
V. M. & P . N a p h th a  23.7 
C apitol Cylinder, Iron

B bls.................................  39.8
A tlan tic  R ed Ungine,

Iro n  B bls......................  24.8
W in te r B lack, Iron  

Bbls.....................    14.3
Polarine, Iron  Bbls. . .  44.9

PIC K L E S
M edium

B arre ls, 1,200 coun t 12 00 
HAlf bbls., 600 coun t 6 60 
6 gallon kegs f  00

P ig 's  F ee t
% bbl...............................  1 76
% bbls., 40 lbs..................8 40
% bb ls..............................  9 00
1 bb l................................. 16 0«

T ripe
K its , 15 lbs. ..................... 90
% bbls., 40 lb s ..................1 60
% bbls., 80 lbs............. 8 00

C asings
Hogs, p e r  lb .................6# @66
Beef, round  s e t . . . .  19@20 
Beef, m iddles, se t . .  45@55 
Sheep ..................  1 15@1 35

Uncolored O leom argarine
Solid D a iry  ............... 28(1929
C ountry  Rolls ............ 80@31

C anned M eats 
Red Crow n B rand

Corned B eef ................  4 25
R oast B eef .....................4 25
R oast M utton  .................4 20
V eal L oaf ....................  l  40
V ienna Sty le Sausage 1 40
Sausage M eat .................3 65
P o tted  M eat ................... 67%
D eviled M eat ................. 67%
G erm an Deviled H am  3 00 
H am burg  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 g 35 
Cooked Ox T ongues .15 55 
Chili Con C arne . . . .  1 80 
Sliced Bacon, m edium  3 35 
Sliced Bacon, la rg e  . 5 66 
Sliced Beef, 2% oz. . 1 80 
Sliced Beef, 8% oz. t  IS 
Sliced Beef, 5 oz. . . .  S 00 
Sliced Beef, 7 oz. . . .  8 90 
Sliced Beef, tin , 3% oz. 2 25 
Sliced Beef, tin , 7 oz. 3 90

RICE
F ancy  ......................... @11%
Blue Rose ..........  10% @11
Broken ....................

R O LLED  OATS
M onarch, bb ls ...............  8 20
Rolled A vena. bbls. . .  8 50 
S teel C u t  100 lb. sks. 5 00 
M onarch, 90 lb. sacks 4 10 
Q uaker, 18 R egu lar . .  1 80 
Q uaker, 20 F am ily  . .  4 80

common
G ranulated , F ine ........  2 20
M edium, F ine  ..........  2 25

SALT FISH 
Cod

L arge, W hole ........... @14%
Sm all, w hole ..........  @14
S trip s  o r b ricks  . .  20028 
Pollock ......................  @14

H olland H a iring  
S tandards , bbls. . . . .
Y.  M., bbls.....................
S tandard , k e g s ...........
T. M. kegs ................

H airing
Full F a t  H a irin g , 866

to  400 c o u n t ...........
Spiced, 8 lb. pa lls  ........  96

T ro u t
No. L  100 lbs...............
No. 1, 40 lbs. ..............
No. 1, 10 lbs..................
No. 1. 8 lbs..............

M ackerel

Bl Cnrb. K egs ..........  9%

•P IC E *
W hole Sploee 

Allspice, J am a ic a  . .  @16 
Cloves, Z anzibar . .  @36 
C assia, C anton  . . . .  @30 
C assia, 5c pkg. doz @40 
Ginger, A frican  . . . .  @11 
Ginger, Cochin . . . .  @10
M ace, P enang  ..........  090
Mixed, No. 1 ..........  01 7
Mixed, No. 3 ............ 016
Mixed. 5c pkgs. ds. 048 
N utm egs, 70-8 . . . .  @50 
N utm egs. 106-110 . '■* <5
Pepper, B lack  ........  @30
Pepper, W hite  ........  @40
Pepper, C ayenne . .  @22 
P ap rika , H u n g arian

F u rs  Ground In Bulk

I  lbs.
L ake H erring

EBEDE
C anary , -Sm yrna

Poppy ..........................  m
Rape ................................  16

SHOE BLACKING 
H andy Box, la rg e  I  ds. 8 M 
H andy  Box, sm all . .  I K  
Btxby’s R oyal Polish  1 80 
M iller’s  Crow n Polish  80

Allspice, J am a ic a  .. @20

25 00
Cloves, Z anzibar . . @40
C assia, C anton . . . . @39

18 25 Ginger, A frican  . . . . @26
2 95 M ace, P en an g  ........ @1 00
2 SO N utm egs .................. @42

24 00 Pepper, B lack .......... @34
12 75 Pepper, W h ite  ........ @40

. 2 80 Pepper, Cayenne .. @29
P ap rik a , H u n g arian

STARCH
Corn

@45

20 K ingsford, 40 lbs. . . 11%
gft Muzzy, 48 1 lb. pkgs. . .  9%

J I I Pow dered, b a rre ls  . . 16
. «6 Argo, 48 1 lb. pkgs. . . 3 85
,. 12 
..  18% 
,. 49

K ln o ifo H
Silver Gloss, 40 lib . . .  11%

Gloss
Argo. 48 1 lb. pkgs. . .  3 85
Argo, 12 3 lb s .............. 2 80
Argo. 8 5 lbs.................. 3 15
Silver Gloss, 16 31bs. ..11%  
S ilver Gloss, 12 61bs. . .  11%

SN U FF
Sw edish R apes, 10c 8 fo r  64 
Sw edish R apes, 1 lb. gls 60 
Norkoplng, 10c, 8 fo r . .64 
Norkoplng, 1 lb. g lass  . .  00 
Copenhagen, 10c, 8 fo r 64 
Copenhagen, 1 lb. g lass  60

SOAP
Jam es S. K irk  A Com pany
A m erican  Fam ily , 100 6 50 
J a p  Rose, 50 cakes . .  4 30 
K irk ’s W hite  F lake  . .  5 80

L a o tr  Broe. A Co 
Acme. 100 cakes . . . .  6 00 
B ig M aste r 100 blocks 6 75 
Climax, 100s and  120s 5 00 
Queen W hite , 100 cks. 6 00 
O ak Leaf, 100 cakes . .  5 00 
Queen Anne. 100 cakes  5 00 
L a u tz  N ap h th a , 100s 6 90

P ro c to r & G am ble C«
Lenox ..............................  5 65
Ivory. 6 oz...................  7 25
Ivory, 10 oz..................  12 00
S ta r  ................................  5 75

Sw ift A Com pany 
S w ift’s P ride, 100, 8 oz. 5 50 
W hite  L aundry , 100 8

oz..................................... 5 05
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 ins 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 Pow ders 
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
Queen Anne, 30 cans  1 80 
Queen Anne, 60 can s  3 60 
Snow M aid. 30 cans  . .  1 80 
Snow M aid, 80 can s  . .  8 60

Muzzy
48 lib . packages .........  9%
16 Sib. packages  .........  8%
13 81b. packages .........  8%
50 lb. boxes ................... 6%

•Y R U PS
Gern

B arre ls  ..............................  75
H a lf b a rre ls  ................... 81
Blue K aro , No. 1%,

2 doz................................ 3 20
Blue K aro , No. 2, 2 dz. 3 70 
Blue K aro , No. 3%. 3

doz................................. 4 80
Blue K aro , Ño. 6, 1 dz. 4 80 
B lue 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

Pure Cane
F a i r ...................................
Good ..............................
r 'tont-no ........................

T A B LE SAUCES
H alford , l a r g o ................. 8 75
H alford , sm all . ....... 2 30

TEA
Jap an

M edium  ..................... 34@38
Choice ........................  35@38
F an cy  ..................... 45@55
B ask e t-F ired  M ed’n. 
B ask e t-F ired  Choice 
B ask e t-F ired  F ancy
No. 1 N ibbs ............... @50
Siftings, bulk  ........  @21
Siftings, 1 lb. .pkgs. @23

Gunpowder
M oyune, M edium  . .  35@40 
M oyune, Choice . . . .  40@45

Young Hyson
Choice ......................... 35@40
F an cy  ............ , , , , , .  50@00

Oolong
Form osa, M edium  . .  40 @45 
Form osa, Choice . .  46050 
Form osa, F an cy  . .  55@76

English B reak fas t 
Congou, M edium . .  40@45 
Congou, Choice . . . .  45@60 
Congou, F an cy  . . . .  50060 
Congou, Ex. F an cy  60@80

Ceylon
Pekoe, M edium . . . .  40®45 
Dr. Pekoe, Choice . .  46048 
F low ery  O. P. F a n c y  65@(0

T W IN E
Cotton, 3 p ly  cone . . . .  65 
Cotton, 8 ply balls  . . . .  58 
He'mp, 6 p l y ...................... 26

VINEGAR
W h ite  W ine, 40 g ra in  30 
W hite  W ine, 80 g ra in  26 
W h ite  W ine. 100 g ra in  29
O akland V inegar A P ickle  

CO.'s B rands
O akland apple c ider . .  86 
B lue R ibbon Corn . . . .  25 
O akland w h ite  plcklg 30 

P ack ag es  no  charge.

W RA PPIN G  PA PE R  
F ib re , M anila, w h ite  5 
F ib re, M anila, colored
No. 1 F ib re  ....................  7
B u tchers’ M anila . . . .  6%
K ra ft ..............................  10
W ax B u tte r, sh o rt c ’n t  30 
P a rch m ’t  B u tte r, rolls >3

YEAST CAKE
M agic, 3 dos. .............. 1 IS
Sunlight, 8 dos.............. 1 60
Sunlight, 1% dos. . . . .  60
T e s s t  Foam , 3 dos. . .  1 16 
T e a s t Foam , 1% dos. U

YEAST—COM PRESSED 
Flelschm an, p e r doz. . .  24

SPE C IA L  
P rice Curren t

A X LE GREASE

W ICKING
No. 0, p e r g ross .......... . 60
No. 1, p e r g r o s s ........... . 70
No. 2, p e r g r o s s .......... 1 00
No. 3, p e r g r o s s .......... 1 75

.VOODENWARE
B askets

B ushels, w ide band,
w ire  hand les ............ 3 15

Bushels,- w ide hand.
wood hand les .......... 2 25

M arket, drop  hand le  . . 85
M arket, s ing le  handle 90
Splint, la rg e  .............. 8 00
Splint, m edium  .......... 7 25
Splint, sm all .............. 6 76

B u tte r P la tee  
W ire E nd

% lb., 250 In c ra te  . . . .  65
1 1b., 250 In c ra te  . . . . .  66
2 lb., 250 in  c ra te  . . . . . .  75
3 lb., 260 In c ra te  . . . . . .  90
5 lb., 250 In c ra te  . . . . 1 25

C hurns
B arrel, 5 gal., each  . . 2 40
B arrel, 10 gal. each  . . 2 55

C lothes Pina 
Round H ead

4% inch, 5 g ross ___ 1 50
C artons, 20-36s, b o x . . 1 70

Egg C ra tes  and  F illers
H u m p ty  D um pty , 12 dz. 24
No. 1 com plete .......... . .  60
No. 2 com plete ........... . .  40
Case, m edium , 12 se ts 1 80

Pauoete
Cork lined, 3 in ............ . .  70
Cork lined, 9 in ........... . .  SO
C ork lined, 10 In.......... . .  90

Mop Sticke
T ro jan  sp ring  .............. 1 75
E clipse p a te n t sp ring 1 75
No. 1 com m on .......... 1 75
No. 2, pa t. b ru sh  hold[ 1 75
Ideal, No. 7 .................. 1 75
12oz. co tton  mop heads 3 10

P a lls
10 a t. G alvanized . . . . . 3 40
12 qt. G alvanized . . . . , 3 75
14 qt. G alvanized . . . , , 4 25
F ib re  .............................. 9 75

T oothp icks
Ideal ................................ 85

T rap s
M ouse, wood, 4 holen . .  80
Mouse, wood, 6 holes . .  70
M ouse, tin , 5 holes . . . . 6 8
R at, w o o d ...................... . . 8 0
R at, sp rin g  .................. . .  78

T ubs
Mo. 1 F ib re  ................ 42 00
No. 2 F ib re  .............. 38 00
No. 3 F ib re  .............. 33 00
L a rg e  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 eerless  ........ . 7 00
Single P ee rle ss  .......... 6 25
N o rth e rn  Queen ........ 6 00
U n iv e r s a l ...................... . 5 75

W indow C leaners
13 in .................................. 1 86
14 in. .............................. . 1  16
1« in. ............................... 8 80

Wood Bowie
IS In. B utter . . . . . . . .  1 80
16 In. B u tte r . . . . . . . .  T 00
17 m. B u tte r  . . . . . . .  8 00
19 in. B utter . . . 00

KITCHEN
K L E N Z E R

B0 can  cases, 34 p e r case

PE A N U T BUTTER

Bel-Car-M o Brand 
8 oz., 2 doz. In case  ..3  10
24 1 lb. pails  ..............  5 80
12 2 lb. pails  ..............  5 90
5 lb. pails, 6 in c ra te  5 90
10 lb. palls  .................... 19
15 lb pails  ...................  19
25 lb. palls  .................... 18
50 lb. tin s  ....................  17%
100 lb. d ru m s ............  17%

SALT
Morton's S alt

Morton$:
r»£E RUNN**6

Salt
5 rp Q p p l

P e r  case, 24 3 lbs..........1 80
I t r e  case lo ts  ........... 1 70
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WHITE HOUSE
DWINELL-WR1CHT CO. I

BOm m .— n i K h w l  Coffe« itooatore-----CHICAGO, I

surely  pleases—the solid logic of coffee honesty  
the compelling evidence of the increased sales of 
W hite House.

The public taste  today is a c u l t iv a te  taste; it  
know s and insists upon the best.

We, as distributors, are servants to th is de
mand. WHITE HOUSE is the BEST brand—the on ly  
question before you: -  H ow m any pounds of W hite  
H ouse Coffee can YOU handle?

Then PUT IT IN  STOCK!

Distributed at Wholesale by

JU D S O N  G R O C E R  CO .
GRAND RAPIDS, MICH.

Diamond
Crystal

Ì Ì l  S a ftT

itx a tS  a M s a ilf.

--------- <$>---------

DIAMOND CRYSTAL SALT CO., 
ST.CLAIR, MICHIGAN.

Right Within Arm’s Reach^
Think what a convenience—Gasoline and Kero

sene Pumps along side your finest display goods, 
ready for immediate delivery of these liquids in accu
rate quantities.

Just a step or two, the can placed on the pump nozzle, a 
quick turn of the handle and the sale is made. No trips to 
the oil room, no soiling of hands and clothes—no lost time.
A pleasant operation both to you and to your customer.

That’s what you can have by installing

Gasoline and Kerosene Pumps
As clean, convenient, safe and profitable as any line 

of goods you carry.
BOWSER outfits will make the oil business actually 

attract customers to your store.
Ask us to show you more reasons “why.”

S .  F .  B o w s e r  &  C o . ,  Inc ., F o rt W ayne, Ind .,U .S .A . ^
— ' l T o ro n to  Office a n d  F ac to ry  66-68 F ra z e r  Ave. ^ A' • 11
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Business Wants 
Department

BUSINESS CHANCES.
FO R  QUICK SA LE—STO RE AND

GROCERY stock  in  live W isconsin  tow n, 
doing good business. DR. B E E B E , Fond
du  L ac, W isconsin.__________________324

M ILL AND ELEV A TO R  FO R SA L E — 
N early  new . B est location  in  city . Big 
tra d e  field to  w ork  in. Also, a  gaso line 
engine an d  fric tion  clu tch . W R IT E  
DOCKUM M ILL COMPANY, G arden City,
K ansas.______________________________325

TIM BER FO R  SA L E—T w en ty  million 
fe e t sh o rt lea f p ine ; s ix  an d  e ig h t m iles 
from  railroad . Cheap fo r quick  sale. 
W AVERLY G R IFFIN , M arion, A labam a.
_____________________________________ 327

F o r Sale—U p -to -d a te  m ea t an d  fish 
m arke t. One of th e  b e st locations in 
K alam azoo. F ix tu re s  m odern an d  u p -to - 
da te . Selling reason, ill health . W ill 
b e a r  investigation . A. W . Howell, 210 
W est M ain St., K alam azoo, Mich. 328 

F o r Sale—W holesale and  re ta il  m ea t 
m ark e t, s lau g h te r  house w ith  te n  acres  
of land, la rge  ice house, pack ing  coolers, 
barn , e tc . All new  and  in  good condi
tion. S itu a ted  in  good fa rm in g  and  stock  
coun try . S ho rt d is tan ce  from  p e rm an en t 
m ilita ry  cam p. N o lim it to  am o u n t of 
business. G. G. H am ilton , Clim ax, M ich
ig a n _________________________________329

W A N T ED —Im m edia te ly  firs t-c lass  en 
g in ee r an d  m echanic. M ust be experi
enced in am m onia  re frig era tio n , ice m ak 
ing  and  rep a irin g  of d a iry  an d  cream ery  
m ach inery . W e have a  m odern p lan t, 
fu lly  equipped and  to  & s tead y  m an  w ho 
h as  ab ility  to  keep o u r m ach inery  in 
good condition  w e can  offer a  s tead y  
position  a t  good w ages. I f  in te re s ted  
w rite  u s g iv ing  fu ll p a r tic u la rs  of ex 
perience, w ages w an ted , e tc . A ddress, 
G rand  R apids D a iry  Co., G rand  R apids, 
M ichigan. __________________________330

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.

F o r Sale—Stock of general m erch an 
dise, consisting  of boots, shoes, rubbers, 
g e n ts ’ fu rn ish in g s  and  groceries. Will 
invoice w ith  fix tures, ab o u t |9,000. C ash 
sales la s t y ear, $50,000. L ocated  in  one 
of th e  b est tow ns in  C en tra l M ichigan, 
of 1,000 population. P oor h ealth , reason  
fo r selling. S tock can  be reduced  to  
s u it  pu rchase r. A g re a t b a rg a in  fo r 
som e one. A ddress No. 331, care  M ich
ig an  T radesm an . 331

T he m an ag er of a  la rge  d ep artm en t 
s to re , 22 y ears  in m ercan tile  lines, ou t 
o f position  by  fire, w ill be open fo r posi
tion  Ju ly  1 w ith  p rogressive firm  w illing 
to  pay  fo r experience an d  hustle . F o r  re f 
erences, etc., add ress  No. 332, c a re  M ich- 
igan  T radesm an .____________________332

SALESW OM EN w a n ted  who possess 
excep tional selling ab ility  and  th o ro u g h 
ly  experienced fo r th e  following d e p a r t
m en ts: coats, su its, dresses, w aists , c o r
se ts , s ilks, gloves and  boys’ clothing. 
A ddress w ith  • full pa rticu la rs , H A R T - 
A LB IN  COMPANY, Billings, M ontana.

333
F o r Sale—Two la rg e  and  fully  equ ip

ped w oodw orking au to  and  tru ck  body 
p lan ts , w ith  steelw ork ing  m ach inery  fo r 
tru c k s  a n d  tra ile rs , if desired . Fu ll la 
bo r g u a ran teed . B est of sh ipp ing  fac il
ities. See th ese  p lan ts  a t  once. W . J . 
P a rk e r, Owner, C orunna, M ichigan. 334

B arg a in —W ell estab lished  m ea t m a r
k e t; new  fix tu res; fine location. Selling 
reason , ill health . 147 E . F ro n t St., 
T rav e rse  C ity, M ichigan.___________335

BARGAIN NO. 1—G EN E R A L M ER 
CH A N D ISE B U SIN ESS FOR SALE. 
STOCK A ND FIX T U R E S ABOUT $21,000, 
P R O PE R T Y  $5,000. S E L L  A T  ABOUT 
S E V E N T Y -F IV E  CEN TS ON T H E  DO L
LAR. T H IS  BU SIN ESS PA ID  ABOUT 
$400 INCOM E TAX FO R  1918. REASON, 
SICKNESS. ANY FA IR  O FFE R  CON
SID ERED . F IN E  CH AN CE FOR A 
CO U PLE PCLA N D ERS. A D D RESS No. 
337, CARE M ICHIGAN TRADESM AN.

337
F o r Sale—W ell-estab lished  business in 

g en eral m erchandise , located  in  th e  h e a r t  
of a  good fa rm in g  a n d  lum bering  section  
of N o rth e rn  M ichigan. F o r  Cash. 
R easons fo r  selling, ill h e a lth  of owner. 
F o r  info rm ation , ad d ress  No. 305, care  
M ichigan T radesm an . 30Q

F o r Sale—N ew  B u tte r-K is t P opper and 
P e a n u t R oaste r. Used one m onth. Cost 
$750. B ig reduction  if tak en  a t  once. 
P ay s  60c on th e  dollar. A ddress No. 340,
care  M ichigan T radesm an . ____ 340

F o r Sale—Old estab lished  d ru g  sto re  
doing big business in tow n of 900—good 
su rround ing  country . W ith in  fo rty  m iles 
of D etro it on m ain  tru n k  line to  A nn 
Arbor, Lansing , G rand R apids, etc. E x 
cellen t equipm ent, soda foun ta in , etc. 
B ig opportunity . In v es tig a te  a t  once. 
A ddress No. 341, care  M ichigan T rad es
m an. 341
M EN  FIN D E R S—POSITION G ETTERS.

D ry goods salesm an. W yom ing $126. 
W indow  trim m er, card  w rite r, salesm an, 
Oregon $165. F ive  w indow  trim m ers, 
card  w rite rs  N. W. $125 to  $150. Shoe 
salesm an, buyer $125. T hree  g eneral dry  
goods salesm en, Colorado U tah  $125. 
M anager general s to re  $175. M EN F IN D 
E R S IN T E R ST A T E  EM PLOYM ENT 
SYSTEM , K IT T R E D G E  BLDG., D E N 
VER, COLORADO. 342

LOOK H E R E , M ERCH A N T!—I w an t 
s tock  m erchandise  fo r: Good im proved 
farm , five c ity  residences, and  som e busi
ness p roperties . Don’t  fa il to  w rite  m e 
im m ediately. Q uick action  guaran teed . 
J . P . Phillips, M anchester, Tenn. 343 

F o r Sale—G eneral stock  of d ry  good si 
lad ies and  m en’s fu rn ish in g s  and  shoes, 
in th e  best neighborhood n ea r th e  Buick 
fac to ry , F lin t. D oing $35,000 th is  year. 
Good lease and  a  m oney m aker. A ddress 
No. 339, care  M ichigan T radesm an . 339 

W an ted —M an of good hab its , experi
enced in d ry  goods and  lad ies’ shoes. 
M ust be able to  tr im  and  g e t business. 
S a la ry  $25 a  w eek an d  liberal p e r cent, 
on increased  business. O’L eary -B ow ser
Co., B em idji, M innesota.____________ 344

Space to  le t for shoe d epartm en t. 
Isidore  K ayse r & Co:, Selm a, A labam a.
___________________________________ 345

F o r Sale—Grocery fix tures s tock  and 
building, doing $25,000 business a  year. 
Good location, price $5,000. A ddress Lock 
Box 54, Coleman, M ichigan. 346

F o r  Sale—Toledo electric  scale, 30 
pound capac ity : A m erican add ing  m a
ch ine; both like new ; a  bargain . W rite  
A. F . H un t, 122 N orth  W ash ing ton  Ave., 
S'aginaw, M ichigan. 347
_ W A N T E D ~  SALESM AN E X P E R I
E N C E D  IN  DRY goods and  w om en’s 
and  ch ild ren’s shoes, capable to  a ss is t in 
buying. A ddress D upee Bros., E arlville , 
Illinois. 348
~  TWO” EX P E R IE N C E D  R E T A IL  GRO- 
CERY salesm en. Men w ho care  fo r an  
assoc iation  w ith  a n  old estab lished  b u si
ness under good sa la ry  and  w orking
conditions. D ulu th  is th e  coolest sum 
m er c ity  in th e  coun try  and  is full of 
opportun ities  fo r am bitious young m en. 
W rite  M. M. G asser Co.. D ulu th , M inne
sota._________________________________ 349

W anted—R eliable tin n e r  an d  p lum ben  
M ust be capable and  w illing to  do any  
w ork com ing to  a  co u n try  tow n shop. 
W ages reasonable . S teady  em ploym ent. 
A ddress C. J . Johnson , D ell R apids,
South  D akota._______________________ 307

P lan in g  Mill F o r  Sale—F irs t-c la ss , 
w ell-equipped m ill; build ing  new, 60x100 
f t.;  good ra ilro ad  sid ing  an d  a  th riv in g  
tow n w ith  th re e  ra ilroads; n e a r  D etro it. 
P rice  reasonable. T erm s. Balcom  B ro th -
ers , R ochester, M ichigan.___________308

FO R SALE—B akery , ice c ream  and  
confectionery  located  a t  Tecum seh, M ich
igan. A n o ld -estab lished  business, fu lly  
equipped in a ll lines; com plete stock. 
A ny reasonab le  offer accepted . I f  in te r 
ested  call o r w rite  to  H . K. H ay , T e-
cum seh, M ichigan.__________________ 312

F o r Sale—M eat m a rk e t and  grocery. 
D oing good business. B est location. 
Only m ark e t. M ust sell by  Ju ly . Look 
th is  up  a t  once. W ellm an & B arber,
M ulliken, M ichigan._________________ 315

F o r Sale—F irs t-c la s s  d ru g  sto re , s tock  
an d  building, located  in  rich  irr ig a ted  
section  of W este rn  N ebraska . Chas. F.
Sipe, M eibeta, N ebraska ._____"______ 316

W an t to  h e a r  from  a  com peten t shoe 
m an, w ho is looking fo r an  A -l location  
for shoe business. B. S. H arris , 819 
D ivision A venue South, G rand  R apids,
M ichigan.________________________  317

C ash R eg iste rs  (a ll m akes) bought, 
sold, exchanged an d  repa ired . 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- 
lgan. __________________________  US

W ill p ay  cash  fo r  w hole o r  p a r t  stocks 
o f m erchandise . L ou is  L evinsohn, Sagl-
naw , M ichigan.___________________  757

H ig h est p rices pa id  fo r a ll Kinds of 
s tocks  of m erchandise . C harles Gold- 
s tone, 1173 B rush  St.. D etro it._______ 149

P a y  spo t cash  fo r  c lo th ing  an d  fu rn ish 
ing  goods stocks. L. S ilberm an, 106 E. 
H ancock. D etro it. 319

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 rres  Ave., St. 
Joseph. M ichigan. ___________  290

M r. M erchan t—W e pay  spo t cash  fo r 
an y  stocks o f  clothing, shoes, d ry  goods, 
etc., no m a tte r  how bad, good, b ig  o r 
little  th a t  s tock  is, w rite  M ichigan S tock 
B uyers, 115 S. D ivision, G rand R apids, 
M ichigan. 338

You Probably Never 
Thought of This

Every flour is not all flour.

A  kernel of wheat is composed of various substances, several of 

which are not flour, and it requires very careful milling; to sep
arate all of the inferior material from the real flour.

To begin with we clean the wheat three times, scour it three times 

and actually wash it once before it goes onto the Rolls for the 

first break, so that no dirt may get into the flour.

Of course after crushing the kernel the various substances are 

ail mixed up together; in other words, the bran, middlings, low- 

grade, clear and straight are mixed up with the high grade flour 
and a separation must be made*

A ll inferior materials are eliminated from

Lily White
“ The Flour the Best Cooks Use”

It is all clean, pure, wholesome, healthful flour, every bit of it.

We could sell flour at lower prices if we were to leave the in
ferior portions of the wheat berry in the good flour, but the good 

flour would be damaged.

And we desire LILY W HITE to continue to be the best flour it 
is possible to produce; we want it to continue to give the same 

splendid satisfaction it always has given.

To give such satisfaction it must alt be pure, choice flour, con

sequently we take out a ll of the undesirable materials.

YOU are the one who really gains by this, for when you buy 

LILY W HITE FLOUR you obtain all flour, of the very choicest 

possible quality.

Every flour is not all flour and w ill not give you as good satis

faction as LILY W HITE, so when buying flour insist on having 

the best and the purest, LILY W HITE, "The flour the best 
cooks use.”

VALLEY CITY MILLING CO.
Grand Rapids, Mich.

A ds like th e se  a re  be ing  ru n  regu la rly  and  continuously  in  th e  p rincipal 
p ap ers  th ro u g h o u t M ichigan. You w ill p ro fit by carry in g  L ily  W hite  F lo u r 
in  s tock  a t  a ll tim es, th e reb y  being  placed in  position  to  supply th e  dem and 
w e a re  help ing  to  c re a te  fo r L ily  W h ite  F lour.
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Late News From the Clover land of 
Michigan.

Sault Ste. Marie, June 24—Every
thing will be in readiness for the re
ception of the D etro it Automobile 
Club upon its arrival, providing they 
get in right with the weather man. 
Large forces of road builders are 
hustling to make all necessary repairs 
to the roads, so as to make smooth 
sailing from St. Ignace. The com
m ittee in charge of arrangem ents are 
all set and a big crowd, which is ex
pected, will see the Soo at her best.

The Consum ers Co-operative Co. 
has been incorporated with a capital 
of $2,000 and has taken over the gro
cery and meat m arket of the Kudyard 
Co-operative Co.

“A small boy’s idea of a Board of 
Health is six meals a day.”

W e are pleased to note that our es
teemed fellow townsman, Merlin W i
ley, is a candidate for A ttorney Gen
eral, according to reports received 
from Lansing last week. Mr. W iley 
is a Republican and the good people 
of Michigan will make no m istake in 
electing Mr. Wiley to this im portant 
office.

The various granges throughout the 
county are arranging to en ter into a 
co-operative live stock association 
which they expect will be formed in 
the near future. County Farm  Agent 
E. L. Kunze has been active in feat
uring the organization, which is ex
pected to be a big benefit to the 
farm ers and stock raisers which will 
enable them  to get actual worth of 
their surplus stock by selling on a 
central m arket. They can get a bet
ter price and get paid for actual 
weight of their animals.

“ Brevity is said to  be the soul of 
wit. but a man who is short doesn’t 
feel funny.”

George Bailey, the popular m an
ager of the Cowan & H unt shoe store, 
has purchased a fine new residence 
which he expects to occupy after re
turning from his summer home on 
Sugar Island.

According to Alonzo E. W ilson, 
director of specialties and events at 
the celebration beginning June 20 and 
ending July  13 of the M ethodist C en
tenary celebration at Columbus, Ohio, 
arrangem ents are made to  carry vis
itors by aeroplane. W hile there are 
num erous Sooites who would like to 
be high flyers, there seems to  be no 
particular rush for a berth.

“H ard luck is a machine for tes t
ing your friends. I t  separates the 
wheat from the chaff.”

The annual meeting, election of 
officers and dinner of the Soo Civic 
and Commercial Association will be 
held at the C ountry Club June 27. 
D inner wlil be served at 7 o’clock. 
An elaborate dinner and interesting 
program m e will be provided by the 
entertain ing  committee and a full 
attendance is looked for.

The Ohio Bankers Association a r
rived on the steam er Harm onic Sat
urday and landed in the Canadian 
Soo. T hev were m et by the Cana
dian Soo business men who did the 
grand during the short stay. They 
continued their trip  up the Lakes and 
it is hoped that they may have an 
opportunity  to visit the American 
Soo on their return  trip.

Tt is reported th at M arquette is to 
have a new hotel in the near future. 
A com m ittee of business men have 
been appointed to  push the m atter. 
The prospects are unusually bright 
for this new venture.

M anistique has gotten the idea and 
is negotiating  to  buy an aeroplane 
to be used bv the citv as its own for 
future celebrations. This idea seems 
to  be contagious and it w>1l not be 
surprising  but the Soo would be lined 
up in the near future.

The Iro n  county Board of Super
visors are considering plans for a 
new fair grounds, a tuberculosis sani
tarium  and o ther im portant improve
m ents which they discussed a t a re 
cent meeting.

One of the finest bridges in the

State, the only one of its kind and 
design in the country, was recently 
dedicated a t M anistique. T he special 
exercises were attended by over 2,000 
citizens.

H. E. Fletcher, A ssistant Cashier 
of the Soo Savings Bank, attended 
the State bankers’ convention at Sagi
naw last week. Mr. Fletcher was ap
pointed on one of the im portant com
m ittees during the convention and 
reports having a hot time during  his 
stay a t Saginaw. Mr. Fletcher was 
accompanied by his family and re
turned via Canada in his large touring  
car.

“Oh Joy,” is the cry heard by the 
traveling fratern ity  over the news that 
the H otel Detour, at Detour, is being 
remodeled and will be open to  the 
public in the near future. T he new 
proprietor will be A nthony Bosley, 
who states th at the weary travelers 
and autoists will be sure of a good 
meal at any time and it is hoped that 
this will be the case, as D etour has 
in years gone past enjoyed the dis
tinction of being a place where an 
exceptional good dinner could always 
be depended upon. A good hotel will 
be a drawing card for Detour, which 
is by nature one of the finest spots 
in Cloverland, situated a t the m outh 
of the St. M ary’s R iver near the 
S traits of M ackinac w ith beautiful 
Drummond Island just opposite, the 
only drawback being the poor hotel 
accom m odations for the past few 
years. W e wish the new proprietor 
every success. W illiam  G. T apert.

Gabby Gleanings From Grand Rapids.
Grand Rapids, June 24—Guy W. 

Rouse, President of the W orden G ro
cer Company, is spending a week at 
W isconsin lake resorts. He is ac
companied by Mrs. Rouse and Mr. and 
Mrs. A rthur Cook. T hey left Satur
day evening in Mr. Rouse’s Peerless, 
going by boat from M uskegon to Mil
waukee. A t the later city they were 
joined by Mr. and Mrs. Van W allin, 
form erly of this city, but now resi
dents of Chicago.. All three couple 
then proceeded to  Madison to  attend1 
the graduation of Mr. Van W allin’s 
son from the U niversity  of W iscon
sin. Mr. and Mrs. Rouse expect to  
return  to Grand Rapids Friday eve- 
ning.

R. M. Campbell has severed his 
connection with the Grand Rapids 
D ry Goods Co. as traveling represen
tative in the Jackson territo ry . H e is 
succeeded by Jay  Cooper, who has 
worked for both H erpolsheim er and 
W urzburg  and who has been in the 
house of the wholesale establishm ent 
for some m onths past. Mr. Cooper 
now has the opportunity  which comes 
to a man only once in a life time.

Jo h n  L. Lynch (Lynch Bros. Sales 
Co.) is in K ansas City, conducting 
a sale for H auger & M artin, clothing 
dealers. Dan Lynch is in Brunswick, 
Ga., conducting a sale for Stephens, 
L orentzson & Sheffield, dealers in 
clothing and shoes.

The Ideal C lothing Co. has leased 
the Van Kam men building, a t Grand- 
ville, and will establish therein a 
branch of its Grand Rapids factory, 
beginning operations July 7. T w enty 
or twenty-five m achines will be in
stalled at the s ta rt and more later on 
as employes can be secured to  oper
ate machines. The main and branch 
factories will be kept in close touch 
with each o ther by m eans of a truck 
line.

T hom as Ford  received the first 
prize of $40 cash offered by his house 
for the larerest sales by its traveling 
representatives during May. So far 
this month he also leads the van. Mr. 
Ford  and family will spend a week at 
the Phelps Hotel, Saugatuck, during
Ju!y-

N ever compare yourself with o th 
ers of the same age, o r think that 
you m ust appear as old as they  be
cause you have m arked the same 
num ber of years.

Live N otes From a Live Town.
Owosso, June 24—The price of soap 

advanced 25 cents per box last week 
and the Ow osso barbers forthw ith ad
vanced the price of shaves from  15 
to  20 cents per, which verifies the old 
adage th a t all th ings w ork together 
for to get our dough.

Pete Anderson, grocery salesman 
for the W orden Grocer Company, sat 
in the M orton H ouse office until 1:30 
a. m. last evening w aiting for a cus
tom er who did not show up until 
the nex t day. P re tty  long hours for 
Pete. W e have heard considerable 
about the 8 hour system , but did not 
understand th a t it m eant 8 hours three 
tim es a day. N ot as bad as it m ight 
be this time, as Pete’s wife is away 
this week.

Fred  H anifan is out this week, in
struc ting  a new m an the intricate 
game of selling Uneeda biscuits. Mrs. 
H anifan says when it comes to tell
ing the other fellow how to  do som e
thing Fred  is quite apt a t the game.

C. L. E ntrekin, of Pompeii, has put 
in a line of general m erchandise at 
Bridgeville, in addition to  his already 
thriv ing  business at Pompeii. B ridge
ville is located four miles South of 
Pompeii, on the m ain thoroughfare 
between St. Johns and Ithaca. This 
well-known store building stands at 
the turn of the road on the banks of 
the rippling Maple river and is among 
the pioneer stores of G ratio t county. 
Mr. Entrekin  has already shown his 
hustling ability in Pom peii and is 
doing a fine business at the Bridge
ville branch. A nother case of Jonah 
and the whale. Can’t keep a good 
man down.

W alter B'eard, of Crystal, has pur
chased the  corner store form erly oc
cupied by the C rystal Pharm acy a n i 
is fitting it up in m odern shape for 
a candy store and ice cream parlor. 
W alt, is a w inner if he is short leg
ged. This provides ample room for 
his short order lunch room —a bourn 
from which no traveler re tu rns w ith
out a smile and a full stomach. If 
there is any doubt about this last 
statem ent, drop in and we will prove 
it by W alt, himself.

J. D. Royce and wife, while a ttend
ing the E lk’s convention in Owosso 
this week, were caught in an auto 
accident and received some quite se
vere injuries. Mrs. R. was quite bad
ly cut by broken glass, but is recov
ering nicely. As the accident was 
caused at a street car crossing, how 
the whole party  escaped w ithout a 
more serious iniury is a m ystery.

H onest Grocerym an.

Bottom  Facts From Booming Boyne 
City.

Boyne City, June 24—'Everybody in 
Boyne City is engaged in keeping 
cool during this spell of uncomm only 
warm  weather. W hile it is making 
the fields and gardens look like real 
money, the hum ans are not so well 
pleased. However, I guess we can 
stand it.

The Boyne City Cream ery has be
gun the m anufacture of ice cream. 
A fter a long uphill fight, this en ter
prise, under the guidance of C. C. 
Schaub, is beginning to be a valuable 
factor in the tow n’s enterprise and is 
an im portant connecting link between 
the farm ing com m unity and the m er
chants.

T he M ichigan T ran sit Com pany’s 
steam er M issouri was a visitor to our 
po rt last week as a precursor of the 
establishm ent of a regular service by 
th a t company. The steam er Kansas 
will comm ence regular service, be
ginning June 27. Captain Johnson, of 
the Missouri, rep o rts  a very uncom 
m on demand for transporta tion , both 
passenger and freight, so much so 
*hat all the steam ers of the line will 
be taxed to their capacity to  care 
for its patrons.

A. K iller,, of the B. C. Junk  Co., 
has purchased the Petoskey B rewing 
Co.’s building, on South Lake street, 
and will shortly  open a store for the

sale of new and second-hand furni
ture. T his will be good news to  the 
people of Boyne City, as this build
ing has not enjoyed the best of 
reputation  since it was built here.

J. M. H arris has been absent at 
a m eeting of the Bar Association the 
past week. T he Judge is absent a 
good deal of the time, but this tim e 
it was ju st for fun and instruction.

Maxy.

W hen about 30 cen ts’ w orth of cot
ton run through an autom atic loom 
can be sold a t wholesale to  con
verters for $1.08, and a pound of wool 
costing about $1.75 turned in to  cloth 
fetches $4 or m ore at the  mill, the 
question is raised, W hat is an ade
quate or reasonable m argin of profit? 
And the same enquiry comes to the 
m inds of many as regards the gar
m ents into which the fabrics are put, 
with each stage of m anufacture show
ing a proportionate increase in profit 
taking, all of which has to  be paid 
by a consumer. I t  is conceded every
where th at prices are inflated and the 
profits inordinate, but the claim is 
made th at the result arises from the 
unchecked working of the law of sup
ply and demand, and th at it is good 
business “to make hay while the sun 
shines.” The Inform ation and E du
cational Service of the D epartm ent 
of Labor has been try ing  to get the 
opinions of business men, bankers, 
and editors as to the probable course 
of future prices. Thus far the g reat
er num ber of those asked have ex
pressed the view that the high prices 
will last a long time. Some even 
profess to believe that this will be a 
good thing. One response put this 
on the basis of justice. The argu
m ent was th a t the Governm ent bor
rowed billions of dollars a t a time 
when prices were high and th a t if 
prices receded the billions would have 
to be paid back at twice their present 
value. Therefore, the prices should 
be kept up so th at the bonds should 
be paid in m oney of the same value 
as th at with which they were pur
chased. As a m atter of fact, however, 
prices are now higher than they were 
when the bonds were sold, it will be 
years before the bonds are paid, and 
the query still is how long will the 
public subm it to the excessive 
charges.

Coffee prices are now the highest 
in th irty  years and have advanced 
more than 50 per cent, in the last 
four m onths. Small supplies in this 
country, a short crop in Brazil and 
expectation of a big demand from 
Germ any afte r the peace trea ty  is 
signed explain the great strength  of 
the m arket.

T hom as A. M ajor, 952 Valley 
avenue, is p rom oting  an organization 
known as) “The Ancient A ltruistic 
A ristotelians,” for the study of the 
philosophy of St. T hom as Aquinas 
as an offset to  the doctrines preached 
by anarchists, bolshevists, I. W . W., 
socialists and syndicalists.

W hen a man intim ates he is going 
to tell you som ething for your own 
good, it is a sign th a t you are going 
to hear som ething disagreeable.

A man with advanced ideas usually 
has to die before he is appreciated.



“That was the best
we ever tasted!”

Voij probably saw the Red Crown advertisement in the March 
Woman’s Home Companion and Good Housekeeping. Look for 
a new one in  the A p r il issues. They are making business fo r you.

ACME PACKING COMPANY, Chicago, U.S.A.

Those are the words you like to [hear from your 
customers. Because you know wbat they mean to 
you in your business.

You’ll hear them a great deal oftener when you 
begin recommending this Red Crown Vienna Style 
Sausage—and the other twenty-three products of our 
line. They are so d if fe r e n t from the usual run of 

canned meats.
If you haven’t discovered 

this difference for yourself just 
take a can of Red Crown Sau
sage home and eat some. It 
will give you a new idea of 
how good canned sausage can 
.be made.

And let your clerks try it, 
too.

It will give them some mighty good 
talking points. And they’ll want every
body who comes into your .store to en
joy these Red Crown products.

Ask your regular jobber for prices 
and samples. ■

Red Crown 
Gasoline for Power
, The modern motor and improved carburetors have demon

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

Red Crown contains a continuous chain of boiling point 
fractions, starting at about 85 degrees and continuing to 
above 400 degrees. It contains the correct proportion of 
low boiling point fractions to insure easy starting in any 
temperature—the -correct proportion of intermediate boil
ing point fractions to insure smooth acceleration—and the 
correct proportion of high boiling point fractions with 
their predominance of heat units to  insure the maximum 
power, miles and speed.

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

For sale everywhere and by all agents and agencies of

STANDARD OIL COMPANY
(IN D IA N A )

Chicago U. S. A.

W hy Not 
Let a
Metzgar System 
D o That 
Bookkeeping?

LOOK HERE
If You Had a Metzgar Account System

Your accounts would be always pasted up-to-the-minute.
Your collections would be kept up much better than ever before.v
Your customers would be better satisfied and you would gain new 

trade right along.
You would no laager need to suffer continual loss and worry about 

goods going out without being properly charged.
You would do away with Mixing Accounts, Bringing Forward Wrong 

Past Balances and Losing Bills.
You could go home at night with the clerks feeling sure that all ac

counts had been properly charged and would be properly protected against 
fire during your absence.

It doesn't cost much to own a Metzgar and it will pay for itself in 
your business in a short time.

W rite fo r free catalog and fu ll particulars.

Metzgar Register Co., Grand Rapids, Mich.

Judson Grocer Co.

Wholesale Distributors
of

. .. $ '  _ ’

Pure Food
Products

Grand Rapids, Michigan



T h e  M is s io n  o f  
S w if t  &  C o m p a n y

Sw ift & Company has become one of the large 
businesses of the world through continuing to m eet 
the growing needs of a nation and a world.

Society has a right to ask how  the increasing 
responsibilities and opportunities for usefulness 
w hich go w ith  such growth are being used by the 
m en w ho direct its affairs—and the m en have the 
right to answer:

T o  p ro m o te  th e  p rod u ction  of liv e  s to c k  a n d  p e r ish a b le s  an d  in c r e a se  
th e  food su p p ly ;

T o  r e a c h  m o r e  p eo p le  w ith  m o re  a n d  b e tter  m eat;

T o  m a k e  a  fair c o m p etitiv e  profit, in  order to  re im b u rse  th e  25 ,000  
sh a reh o ld ers  for th e  u s e  o f  th e ir  c a p ita l, a n d  to  provide for th e  
fu tu re  d e v e lo p m e n t o f  th e  b u s in e ss ;

T o  red u ce  to  a  m in im u m  th e  c o s ts  o f  p rep a r in g  a n d  d istr ib u tin g  
m e a t a n d  to  d ivide th e  b e n e fits  o f  e ff ic ie n c y  w ith  p rod u cer  an d  
co n su m er;

T o  liv e  a n d  le t  live , w in n in g  g rea ter  b u s in e s s  o n ly  th r o u g h  grea ter  
u s e fu ln e s s , w ith  in ju ry  to  n o th in g  b u t  in c o m p e te n c y , in e ffic ien cy , 
a n d  w a s te ;  to  d ea l ju s t ly , fa ir ly , a n d  fra n k ly  w ith  a ll m a n k in d .

T hese are th e purposes and m otives of the m en w h o  direct 
the policies and practices of S w ift & Com pany.

Swift & Company, U. S. A.

-.96%
. Expenses
\l+arIHty,t
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To Stock Raiser J
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