
T h irty-S ix th  Y ear G R A N D  R A P ID S. W E D N E S D A Y , J U L Y  9, 1 9 1 9  N u m b er 1868



CANDY
W ho’s Candy?

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

“Double A*

C A N D Y
Made by

Putnam Factory Grand Rapids, Michigan

Franklin 
P ackage Sugars

are being extensively advertised 
in newspapers throughout the 
country. Powerful advertise
ments are urging women to 
“Save the Fruit Crop” .

Get your share of the results 
of, this advertising, by stocking 
and pushing Fragklin Package 
Sugars.

The Franklin Sugar Refining Company

A Material Aid to Digestion
Most of us eat too much. And, most of us eat foods which ate not easily 

digested.
I t  is. therefore, necessary for us to take a laxative.
Compressed Yeast is a cleansing laxative that will keep the digestive 

organs improper working order.
Recommend—

Fleischmann’s Yeast
to your customers for this purpose.

Fleischmann’s Yeast has also been used successfully to cure boils, car
buncles and other akin afflictions.

Ask our salesman or—
Write for a supply of our booklets—

“ F leischm ann’s Y east and G ood H ealth ."

THE FLEISCHMANN COMPANY

W hy Not 
L et a
Metzgar System 
D o That 
Bookkeeping?

L O O K  H E R E
If You Had a Metzgar Account System

Your accounts would be alw sys posted up-to-the-m inute.
Your collections would be kep t up much better than  ever before.
Your custom ers would be better satisfied and you would gain mew 

trade righ t along.
You would no longer need to  suffer continual loss and w orry about 

goodB going out w ithout being properly charged.
You would do aw ay w ith  M ixing Accounts, Bringing Forw ard Wrong 

Past Balances and Losing Bills.
You could go home a t  n ight w ith  the  clerks feeling sure th a t  all ac

counts had been properly charged and would be properly protected against 
. fire during your absence.

I t  doesn't cost m uch to  own a Metzgar and it will pay for itself in 
your business in a sho rt time.

Write for free catalog and full particulars.

Metzgar Register Go., Grand Rapids, Mich.

Washing

Family Size 24s 

Powder Not Hurt the Hands
through the jobber—to Retail Grocers

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

2 ^  b o x es @  4.75— vi box FREE, Net 3.95
F. O. B. Buffalo: Freight prepaid to  your R. R. S ta tion  in  lots of no t less th an  5 boxes.
All orders a t  above prices m ust be for immediate delivery. . . . .
This inducem ent is for NEW  ORDERS ONLY—subject to  w ithdraw al w ithout notice.

DEAL 1910

Y ours v e ry  tru ly ,

Lautz Bros. & Co., Buffalo, N. Y.



T h irty 'S ix th  Y ea r  G R A N D  R A P ID S, W E D N E S D A Y , J U L Y  9 . 19 1 9________________ N u m b er 18 6 8

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

Each Issue Com plete In Itself.
DEVOTED TO T H E  B E ST  IN T E R E S T S  

O F B U SIN ESS M EN.

Published W eekly by
T R A D E SM A N  COM PAN Y 

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

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

In advance.
T hree  do llars  p e r year. If n o t paid in 

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

payable  Invariab ly  In advance.
Sam ple copies 5 c en ts  each.
E x tra  copies of c u rre n t Issues, 6 cen ts ; 

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

E n tered  a t  th e  Postofflce of G rand 
R apids u n d e r A ct of M arch  3, 1879.

L IN E N  T R A D E  E X C IT E D .
The demand for linens at the top 

prices has been better in this country 
in the past two or th ree  weeks. Buy
ers have been placing spot and future 
orders for lim ited quantities of goods 
and have been m ore exacting about 
deliveries than  values. Stocks are 
badly broken and m any are very lim
ited.

R eports say th at production on the 
other side is resum ing very slowly 
and th at costs are rising very rapidly. 
The British governm ent’s control of 
Irish flax will be continued for some 
time, the current grow ing crop having 
been taken over as of July 1.

Various reports are heard of the 
abundance of flax held in Russia 
aw aiting shipm ent. I t  is also stated 
that Belgian mills are getting  into 
w orking order faster than they can 
secure flax.

The general opinion current am ong 
linen m erchants here is th a t owing 
to conditions on the o ther side they 
can hardly look for any reasonable 
am ount of linen goods for this year. 
They hope for larger quantities in the 
next four m onths for the holiday trade 
and they have been assured in several 
cases th at quite liberal orders already 
placed will be filled. But it is true 
that working organizations are in a 
m ost unsatisfactory state  and that 
m anufacturers are outdoing m erchants 
in their desire to  get prices to  a high 
level and build new business from  that 
level.

From  a purely m ercantile point of 
view there is no fault to be found 
with present conditions. Profits, bas
ed upon high prices, make up for the 
profits th at m ight accrue from volume 
distribution. T here  is no large volume 
of linens moving a t the curren t prices, 
in many instances four times above 
normal, yet buyers are willing to pay 
w hat is asked if they can get what 
they want, even if they w ant only 
limited quantities at very fantastic 
figures.

The foreign m anufacturers will not 
long continue their production of m er
cerized cotton damasks. Some m anu
facturers are experim enting with 
union goods in table cloths and nap
kins and are reported to have done 
very well with them. On the o ther 
hand, it is stated that some of the 
m anufacturers, who are skilled in 
weaving, have done so well with cot
ton damasks that they propose to 
keep on with them. A t least this will 
be true until flax is m ore plentiful 
and cheaper.

At this time of year there is usually 
a drop in the activity of retail buying 
for very obvious reasons. Seasonable 
w ants have been attended to  for the 
m ost part, and the purchasing there
fore, is apt to be mainly of odds and 
ends of extra articles needed and of 
th ings that commend them selves as 
bargains. This year, however, the 
slack has not been so noticeable and 
bargains are wanting. In  many local
ities there seems to be a p lethora of 
money and an eagerness to  buy which 
the prevailing high prices of mer- 
chand:se do not seem to check. This 
phenom enon is ascribed by some to 
the belief, which has been sedulously 
cultivated, that still h igher prices are 
to  prevail in the future and that, con
sequently, it is the part of prudence 
to  take time by the forelock and buy 
now. Be this as it may, there is no 
doubt but that the continuance of 
brisk consum er buying has had much 
effect in inspiring the feeling of con
fidence which prevails in the prim ary 
m arkets and which has had so much to 
do with encouraging the large trad 
ing there. T here are. of course, o ther 
factors tending tow ard the same end, 
principal am ong them  being the as
surance of bum per crops and of the 
em olovm ent of labor a t high wages. 
N ot the least satisfying sign is that 
exhibited in the reports of the com
m ercial agencies which show a sm all
er num ber of business failures in the 
first half of the year than was shown 
at any previous sim ilar period in two- 
score years.

T here are a g reat m any misfits in 
business, and there are three courses 
open to  each. T he first is to go on 
being a misfit, satisfied, if possible, 
with constant friction of nerves and 
poor results; the second is to  set 
forth and find one’s righ t place, no 
m atter how late in life it m ay be; 
the third is to view the situation as it 
is, and to  use sandpaper, planes, 
emery powder, and anything else 
which may be needed to w ear down 
the rough edges, and to  change a 
misfit into as nearly a perfect fit as 
is hum anly possible. I t  can be done 
if a man has the righ t sort of a back
bone. ■,

H O M E  D R ESSM A K IN G .
The apparent increase in in terest in 

home dressm aking which has been 
the subject of discussion in the dress 
goods trade for some time back and 
which is generally adm itted to be the 
case is not having much effect just 
now. W ith practically the entire 
trade sold up for fall and with buyers 
asking for spring fabrics there is no 
cause for worry. But some of the 
m ore far sighted in the trade are not 
unmindful of the change.

One of the best known factors in 
the trade th a t sells to large retail 
stores throughout the country reports 
that they are noticing a steady in
crease in the counter sales of woolens 
and worsteds for dress goods pur
poses and another factor in the broad 
silk trade whose lining silks are 
known from one end of the country 
to the other reports that his sales 
to the retail trade are showing a 
steady increase.

T here has been some thought put 
on this condition and the ever in
creasing attention  that is being given 
to home sewing by schools and other 
organizations is felt to be responsible 
for the change. R etailers with neigh
borhood stores in neighborhoods 
where such instruction is given, report 
th at they are having an increased call 
for piece goods, ribbons and other 
dress accessories and the fact that 
they are familiar with their trade make 
it possible for them  to make the 
statem ent that many of the buyers 
are women who are going to night 
school learning home dressm aking 
and other similar arts.

To the m anufacturer or seller of 
dress goods it makes little difference. 
In fact, some feel that it means the 
advent of a period of greater sales 
since it will be possible for a woman 
to  have m ore dresses by making them  
at home than if they were purchased 
ready made. B’ut to the cutting up 
trade it has a different meaning. Just 
w hat the final solution will be is a 
question,' but it is a question that is 
receivjng some attention at the hands 
of the m anufacturers of women’s 
ready to wear,

GO SL O W  ON O IL  SC H EM ES.
Several country m erchants write 

the Tradesm an regarding the merits 
of a certain oil stock now being ex
ploited in this m arket by a couple of 
gentlem en whose antecedents are 
som ewhat doubtful, one of them  hav
ing form erly been associated with a 
prom oter whose m ethods are som e
what questionable, to say the least.

The T radesm an deems it its duty 
to  warn its readers at all tim es to 
exercise g reat caution in purchasing 
such securities, because of the ele
m ent of speculation involved. I t  is 
all very well for t\i«i m erchant to

speculate in the things he deals in 
and understands, such as tea, coffee, 
canned goods, cider vinegar and soap, 
because careful study of m arket con
ditions enable him to form a fairly 
accurate estim ate of w hat the future 
has in store for many of the great 
staples which appear to  be destined 
to reach a higher range of values, but 
to put up good money on the “other 
fellow’s game’’ when the o ther fellow 
is operating in far-off Oklahoma or 
T exas is the height of absurdity and 
more than likely to  involve the oper
a tor in disappointm ent and loss.

One of the best investm ents the 
retail dealer can make is in the pre
ferred stocks of the houses with which 
he does business in a jobbing way. 
These stocks usually bear 7 per cent, 
interest, payable either quarterly  or 
half yearly, and their possession give 
the holder an association with busi
ness men and business m ethods 
which cannot fail to exert a 
salutary effect on his business. 
The Tradesm an feels no hesitation in 
recom m ending this class of invest
m ents to the m erchant who is so 
fortunate as to have extra funds which 
can be spared from his business.

W e are Americans. W e have in
herited our ideas of liberty from our 
Anglo-Saxon fathers. Our language 
is the English language and—w ithout 
prejudice to any other—it will always 
be. It is the language that expresses 
the ideas which made us. L earn as 
many others as you like, but now and 
forever, the language of Am erica is 
English. This country will never be 
German or Russian. America should 
stand for the ideals of the Fathers, 
and insist th at real Americanism be 
separated by a gulf so wide that it 
never can be bridged, from Bo’she- 
vism or Socialistic Internationafism . 
America m eans good will to all; So
cialism—even under the name of In 
ternationalism —means good will for 
your class and hatred and hell for all 
the rest! __________

Many a dealer who would never 
take a five-cent piece belonging to an
other appears to have no conscien
tious scruples about taking a cash dis
count to which he is not entitled.

Few people are really happy when 
they are out of a job. No person is 
so happy as when he is doing a big 
job, and doing it the best it can pos
sibly be d o n e .___________

One of the best ways to  cut down 
the proportion of expenses to re
ceipts is to increase the advertising 
expense. ____

Germ any is a country where the 
men have no honor and the  women 
h a^ t no virtue.
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T H E  B LO O D Y  FR E E B O O T E R .

W ill H e Be T ried F or H is M onster 
Crimes?

Grandville. July 8—L atest reports 
seem to  indicate th at the Kaiser will 
soon be brought to  book for his many 
crim es and misdem eanors.

He is to  be tried in London, before 
an English judge and jury. It is but 
natural that the boss m urderer of the 
century .should shrink from the or
deal. T here m ust rise be.'ore his men
tal vision scenes of an appall ng na
ture. The face of the slain British 
nurse, Edith Cavell. m urdered to glut 
the ire of Hunish devilishness the 
lawless disposal of Captain Frya t, 
the doom ing of over a thousand in
nocents aboard the Lusitan a. and a 
hundred and one o ther crimes of which 
the guilty soul of the ex-K aiser may 
now contem plate in the privacy of his 
hiding place in Holland, m ust grill 
and gouge the heart-strings of his 
late m ajesty like unto the probing of 
red hot iron.

Know ing himself guilty, Ka:ser 
W illiam cannot but feel the stings 
and arrow s of outraged conscience, 
to  which some philanthropic gentle
men desired to leave him as be ng 
sufficient punishment.

Doubtless the friends of the outlaw 
in hiding behind the netticoats of 
Queen W ilhelm ina would desire a dif
ferent setting  for the court Perhaps 
it would seem more appropriate to 
have the t r ial take place on neu 'ral 
ground: say Sw itzerland or even H ol
land I ittle Belgium, which has suf
fered perhaps more than any o ther of 
the nations opposing the amb’tion of 
the German emoeror, shrinks from 
the task of try ing  her cruel perse
cutor

The fart stands out in p 'ain emi
nence that Belgium ravaged from one 
end of her fair land to the o ther by 
the blood'" freebooter bevond the 
Rhine, still s -’ts am ong her ruined

homes trem bling for fear of the Ger
man Attilla. W hy should this be when 
the m onster has been shorn of his 
strength  for mischief and lies in the 
dust at the feet of the conqueror?

Right there is the rub.
Is it true that Germany has been 

shorn of her strength  for further mis
chief? Have France, Belgium and 
o ther smaller nations of Central Eu
rope no cause to fear the German war 
lords? H as the prom ise of a league 
of nations completely simplified the 
situation and effectively pulled the 
teeth of the fearful dragon beyond the 
Rhine?

If it be true that Germany, filled 
w ‘th blood lust as it has been for half 
a century, is now a helpless outcast, 
depr’ved of all power for further m is
chief, why this fear .evinced by the 
lesser powers of Europe? W hy does 
little Holland hesitate about turn ing 
the m onster criminal of the age over 
to those com petent to try  and punish 
him? W hv this intense dread on the 
part of Belgium? T here m ust be 
some cause for all this trepidation 
when the features of the terrible Kai
ser loom up to  the gaze of the smaller 
powers.

Plainly Belgium does not agree 
with President W ilson and some other 
idea’ists that the fangs of the bloody 
tv ran t have been drawn. T here are 
still nearly seventy millions of Ger
mans who haven’t experienced the 
pangs of defeat such as th a t meted 
out to the Allied powers during the 
earlier neriod of the war. No lordly 
castle along the stately  Rhine has 
been laid waste. The lands of Ger
man farm ers are as untouched as are 
the virgin plains of our own W est.

Peace and plentv prevails through 
the German Fatherland!

W hat mischief m ay not seventy 
millions of determ ined people not be 
able to accomplish whenever the time 
again seems ripe for another rape 
of the small nations of Europe? W hat 
guaranty has the world th at Germany

will forever accept the verdict of the 
war and rem ain a t peace with her 
neighbors? W hy, you say, the league 
of nations guarantees this. How, let 
me ask? W ithout a m am m oth stand
ing arm y forever intrenched along the 
Rhine, w hat is to prevent the Huns 
from digging up the hatchet a t such 
time as they m ay see fit?

Even should Germ any be adm itted 
to the league, w hat would her sig
nature am ount to? A nything—any 
covenant signed by Germ any—would 
become in the tw inkling of an eye 
a m ere scrap of paper whenever she 
deemed it to her advantage to  break 
her promise. A nation of seventy 
millions, w ithout honor, always on 
the lookout to  overreach her neigh
bor. cannot be trusted  for an hour 
however solemn m ay be her declara
tions to  the contrary.

Stricken Belgium understands the 
German character be tte r than any 
o ther people in continental Europe. 
She knows of w hat value are scraps 
of paper, solemnly signed bv a great 
nation such as Germany. The word 
of a German is of less w orth than that 
of Panco Villa. The Belgians fear 
to anger their great neighbor by ex
erting  them selves to  bring  the Ger
man Kaiser to justice. Pu t vourself 
in Belgium’s place, then talk!

This talk  of try ing  the K aiser in 
England may, of course, all end in 
talk. In  any event the statem ent is 
made that should the trial take place 
in London the verdict has been agreed 
unon in advance. T his being true, 
why go into court at all? Banishm ent 
to  some lonely isle has been sug
gested, th a t the Kaiser may live out 
the rem ainder of his life w ithout 
neighbors, with only his own w retched 
self to commune with. He is even 
compared to  Napoleon Bonaparte by 
some eager to  banish him from so
ciety.

The comparison is odious in the 
sense that, aside from his ambition 
to become a wrorld ruler, Napoleon

was a respector of civilized rules of 
warfare, never p rostitu ting  his great 
powers to  the dirty  work of raping 
the women and castra ting  the chil
dren of his enemies.

Plainly the E ntente Allies of E u
rope still fear the power of the late 
Kaiser and it is extrem ely doubtful 
if he will ever be brought to  the bar 
of outraged justice for his many 
crimes. Old Timer.

Spent H is V acation in Service to 
Mankind.

Frank A. Saville, city salesman for 
the W orden Grocer Company, Kala
mazoo, packed his amiable wife and 
three in teresting  boys in his ford at 
the beginn ng of his vacation and hied 
away to  Petoskey, to spend a week 
with his father, who is p roprieto r of 
the Saville Sanitarium. On reaching 
his destination he learned of the con- 
d :tion of the fire bound people in the 
forest district near V anderbilt and ex
pended the entire time he expected 
to devote to rest and recreation in 
rescuing the perishing. Several fam 
ilies owe the:r lives to his generous 
kindness in transporting  them  in his 
automobile to places of safety. He 
returned home Sunday, completely 
exhausted from exposure to  smoke 
and heat, but happy as a lark over 
the opportunity his vacation gave him 
to be of real service to the unfortunate 
people in the forest fire district.

If  the Governm ent for w ar reasons, 
winds some red tape around your 
business, take it all good naturedly. 
I f  your part in the war is only un
wind red tape, you’re getting  off 
easy.

Quick Turn-Over
of stock means success in merchandising.

Efficient W holesale Service
Means more than heavy sales to temporary customers. It 
means more than quality at a fair price. It means a follow- 
through interest and assistance which will keep your shelves 
from carrying too much merchandise, which will help you in 
your buying and will speed up your sales.

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

GRAND RAPIDS—KALAMAZOO

THE PROMPT SHIPPERS
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FA C E  PA R T IN G  O F  T H E  W AYS.

Packers E vidently D estined to  Meet 
Governm ent Control.

As com pared w ith m any of the c rit
ics of the big m eat packers, the N a
tional W holesale Grocers are ex
trem ely wise in their generation. They 
have not “gone off a t half-cock” with 
a blunderbus of general hatred  for 
the “M eat T ru st” and proposed wild 
m easures of suppression and oppres
sion to  elim inate its competition, but 
ra ther they have fram ed a policy of 
insistence th at the big packers be 
compelled by law to make use of 
advantages possessed by all com peti
tors alike. Once assured of a fair 
sta rt in the race, they are willing to 
take their chances in the game.

T here is a general feeling in trade 
circles th at if the packers really dis
cern the handw riting on the wall, they 
will not seriously antagonize such a 
policy, but will welcome it as both 
safe and sane, prom ising as much of 
salvation for them  as for all o thers 
concerned. H ad the big packers in 
the past been fair com petitors they 
would not now find them selves so be
set w ith foes on every hand and so 
wide open to  assault, if not engulf- 
ment, in a tidal wave of socialistic 
hysteria.

One need not necessarily deny every 
point of the defense the packers and 
their friends advance to still recog
nize their present m onopolistic con
tro l of certain lines—and a growing 
m onopoly every year—as really dan
gerous. C oncentration of any great 
public service into few hands is dan

gerous in itself, and a  wise capitalist 
with vision would, years ago, have 
decentralized his investm ents to  avoid 
criticism  and condem nation. Instead, 
they have gone along, adding to  the 
elem ents of selfish advantage—re
frigerator cars, distributive equip
ment, control of supply, tran sp o rta 
tion, refrigeration, etc.—all adding to 
the unfairness of their operations and 
inflating their ability to  defy com
petitors and the Governm ent alike.

Then they added o ther lines of food 
production—'Canning, packing, control 
of food grow ing areas, exclusive con
trac ting  with the producers, b ranch
ing out into fruits, cereals, fish, fats, 
medicines, soaps, perfumes, dairy in
terests, etc.—until they encompassed 
virtually every line of food produc
tion, with allied branches ramifying 
enormously. I t  is true that they prob
ably had a righ t to  invest their funds 
as they chose; but they reached the 
point where the exercise of those 
rights became enorm ously dangerous 
to  public rights, and it is noth ing un
heard of in Am erican jurisprudence 
that a right of a m inority exercised 
at the expense of the great m ajority 
in a vital respect m ust be revoked. 
The police powers of the public are 
broad and inexorable, once the em er
gency arises.

And right there is the danger at 
this time. American public opinion 
is aroused and determined, even if not 
perfectly balanced by a comprehensive 
wisdom. Men who have no use for 
socialism or things socialistic are 
being driven by sheer desperation in 
the m atter of living costs to  tea r down

the economic system s which are re
sponsible for their predicam ent. And 
nowhere is the public indignation 
more pronounced than in its hatred  
of food monopolists. As one man 
said Saturday:

“I  don’t believe in public ownership 
and operation, but when a monopoly 
has gained such a hold on the public’s 
necessary food as to  make private 
com petition impossible, and has 
spread itself so far that the whole 
field of com petitors is involved and 
they are unable to ‘play the game’ 
because of their inability under the 
laws to  co-operate adequately, I can
not see anything to  do b u t swallow 
my prejudices and let the Governm ent 
confiscate the packing business. Even 
if it ultim ately results in costing us 
more money it seems as though it 
is the only rem edy to-day.”

Business men generally feel much 
as the party  quoted. T hey are con
vinced th at Governm ent operation and 
control of business is bad and in
efficient. They have seen it tried as 
the only recourse under the stress of 
war, but have also seen it fall. T o
day the whole trend  of thoughtful 
business men is away from  further 
Governm ental managem ent. Even the 
mass of the public is getting  wise to 
the fallacy of the scheme of Govern
mental control of business.

Tt is unfortunate, therefore, that at 
a time when common sense has a fair 
chance for its general sway, the pack
ers, by insisting on their “pound of 
flesh,” should force trade opinion into 
the socialistic groove. If  they were

wise they would tu rn  their backs on 
the ideals of the past, observe things 
as they are and join with such safe 
and sane m ovem ents as that inaugur
ated by the wholesale grocers; if for 
no o ther reason, out of consideration 
of self-preservation. The time has 
passed for “flying in the face of fate.”

K N IT  GOODS T R A D E  Q U IE T .
The past week has been very quiet 

in the trade. A semi-holiday spirit 
seemed to rule throughout the trade 
and with the knowledge common that 
very little« remained to  be sold buyers 
were content to let the present alone. 
Spring action is still a m atter of the 
future. Buyers are more interested in 
it than they have been for some time, 
but mills are holding off and will not 
do anything just now. The shortage 
talks that have been heard for some 
time back are still in evidence and 
they are losing their ho rror through 
being oft repeated. Buyers, however, 
generally feel that a scarcity is on 
the way and the keen interest they 
are displaying in lines for next spring 
would seem to indicate that they are 
ready to back up their convictions 
with real business.

The sw eater trade is especially 
strong  and the shutdown of several 
m onths at the beginning of the year 
is m aking a shortage seem more pos
sible in this trade than in others. 
Business has been good and the lim
ited stocks rem aining unsold are not 
w ithout interested buyers. All qual
ities of wool and even m ixture sweat
ers have sold so there is no weak 
spot in the m arket.

Advantages of an

IDEAL SUNSHINE BISCUIT DEPARTM ENT
Perfect Display—Clean—Neat—Attractive 

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

•' ► Ask- tht Sunshine Salesman— He Knows .

Io o sE -\y iL B S  B is c u it  ( o m pa n y

Bakers of Sunshine Biscuits 
C H I C A G O

I N C R E A S E  Y O U R  B I S C U I T  P R O F I T S
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M ovem ents of M erchants. 
Saginaw—The J. C. V ogt Sales Co. 

has increased its capitalization from 
$5,000 to  $40,000.

Clinton—The Clinton C lothing Co. 
is closing out its stock and the busi
ness will be discontinued.

Lansing—W . A. Conley has closed 
out his stock of groceries and drugs 
and will retire  from business.

Stockbridge—Thieves entered the 
general store of W . J. D ancer & Co., 
and carried away stock to  the am ount 
of $3,000.

M uir—Ruel & Lobdell have sold an 
in terest in their bank to A rthur A. 
Stoddard, who will assume the posi
tion of cashier.

Caro—T he S tate Savings Bank has 
increased its capital stock to  $200,000 
and voted to  build a new bank bu ild -. 
ing a t a cost of about $75,000.

Jackson—Ralph Olds has purchased 
the C lark grocery stock a t the corner 
of New York and M ason streets and 
will continue the business a t the same 
location.

Kalam azoo — The Swindell-Taylor 
Co., wholesale produce dealer, has in
creased its capitalization to  $150 000 
and changed its name to the Taylor 
Produce Co.

Arm ada—The Arm ada E levator Co. 
has been incorporated with an au thor
ized capital stock of $25,000, of which 
am ount $13,000 has been subscribed 
and paid in in cash.

Portland—Leon E. H ixson, jeweler, 
died at his home, July 7, of lockjaw. 
Mr. H ixson stepped on a rusty nail 
about tw o weeks ago and the infection 
developed from this.

M uskegon—T he Close E lectric Co. 
has been incorporated with an au thor
ized capi+al stock of $5,000, of which 
am ount $3,000 has been subscribed 
and $2,900 paid in in property.

Unionville—T he Unionville Lum 
ber Co. has been incorporated with 
an authorized capital stock of $20,- 
000. of which am ount $12,500 has been 
subscribed and paid in in property.

R edford—The Neyer-Burgess D rug 
Co. has been organized w ith an au
thorized capital stock of $20,000, of 
which am ount $15,000 has been sub
scribed and $2,000 paid in in cash.

Ionia—J. A. Brown, of D etroit, has 
bought the L. S. Clark Jew elry stock. 
Clark dropped dead about a m onth 
ago and Brown will continue his busi
ness in connection with a chain of 
stores.

Mt. Clemens—T he Doemiing-Schi- 
mel Co. has been organized to grow 
and deal in horticultural and agricul
tural products, w ith an authorized 
capital stock of $25,000, of which 
am ount $15,000 has been subscribed 
and $10,000 paid in in cash.

D etro it—Clarke & Clarke has been 
incorporated to  conduct a clothing, 
underw ear and ha t business, with an 
authorized capital stock of $5,000, all 
of which has been subscribed and paid 
in in cash.

H udson—Asa Coppins has sold his 
in terest in the hardware stock of Dil
lon & Coppins, to W alter Mulligan, of 
Chicago and the business will be con
tinued under the style of H arry  T. 
Dillon & Co.

Saginaw—H. B. Burdick, seed and 
produce dealer, has purchased the 
three story  brick building a t 113-115 
N orth W ater street and will occupy 
it with his stock as soon as it has 
been remodeled.

D etroit—The Central Products Co. 
has been organized to  deal in auto
mobiles, trucks, trac to rs and airplanes, 
with an authorized capital stock of 
$10,000, all of which has been sub
scribed and paid in in cash.

Mulliken—W . J. Lussenden, dealer 
in shoes and m en’s furnishing goods, 
has removed his stock to  his new 
store building, which is m odern in 
every detail. H e contem plates adding 
lines of clothing and women’s cloaks.

C harlotte—Pierce & Co., conduct
ing a chain of grocery stores at L an
sing, E ast Lansing, Jackson, St. 
Johns and o ther points, have purchas
ed the grocery stock of George H. 
Tubbs & Co. and will continue the 
business at the same location.

Y psilanti—Jack W illoughby, who 
for the past few years has been head 
clerk in the shoe store of F rank  E. 
D eW itt & Son. has formed a copart
nership with his bro ther Earle, and 
purchased the D eW itt shoe sto rk  and 
will continue the business under the 
style of W illoughby Bros.

D etro it—The Finsterw ald F urn i
ture Co. has been organized to con
duct a wholesale and retail furniture, 
fixtures and carpet business, with an 
authorized caoital stock of $225,000 
common and $150,000 preferred, of 
which am ount $225,000 has been sub
scribed. $82,500 paid in in cash and 
$142,500 in property.

D etro it—As an indication of the 
rapid grow th of the banking business 
in D etroit, the recent record of the 
American State Bank in establishing 
branch banks is regarded as note
worthy. In the last sixty days this 
institution has opened five new branch 
banks, the latest one being located at 
Randolph and Macomb streets.

M anufacturing M atters.
D etroit—The Zenith C arburetor Co. 

has increased its capital stock from 
$40,000 to $320,000.

Jackson—T he Riverside Machine 
Co. has increased its capital stock 
from  $5,000 to  $100,000.

Battle Creek—T he Purity  Candy 
Co. has increased its capital stock 
from $10,000 to  $20,000.

Centreville—The Dr. D enton Sleep
ing Garm ent Mills is building an addi
tion to  its p lant at a cost of about 
$40,000.

Cedar Springs—The Cedar Springs 
Co-Operative C o-Partnership Cream 
ery Association, Ltd., has increased 
its capitalization from $9,000 to  $15,-
000.

M uskegon—The M aring W ire Co. 
has been incorporated with an au thor
ized capital stock of $50,000, of which 
am ount $40,000 has been subscribed 
and $30,000 paid in in cash.

D etro it—The Federal Steel Co. has 
been incorporated with an authorized 
capital stock of $100,000, of which 
am ount $60,000 has been subscribed 
and $10,000 paid in in cash.

D etro it—The Union Paint & Chem
ical Co. has been incorporated with 
an authorized capital stock of $5,000, 
of which am ount $4,800 has been sub
scribed and $1,500 paid in in cash.

D etroit—The D etro it C arburetor 
& M anufacturing Co. has been in
corporated with an authorized capital 
stock of $10,000, all of which has been 
subscribed and $1,000 paid in in cash.

D etro it—The T ire-Tool & Machine 
Co. has been organized with an au
thorized capital stock of $10,000, of 
which am ount $9,970 has been sub
scribed and paid in, $1,970 in cash and 
$8,000 in property.

D etroit—The D outhitt Diaphram 
Control Co. has been incorporated 
with an authorized capital stock of 
$10,000, all of which has been sub
scribed and paid in, $2,500 in cash 
and $7,500 in property.

D etroit—The Eagle Candy M anu
facturing Co. has been incorporated 
with an authorized capital stock of 
$50,000, of which am ount $26,000 has 
been subscribed, $3,000 paid in in cash 
and $10,000 in property.

D etro it—T he O. L. Lawrence Co., 
Inc., has been organized to m anufac
ture sheet metal, with an authorized 

• capital stock of $10 000 all of which 
has been subscribed. $2,090.09 paid in 
in cash and $1,909.91 in property.

M anistee—The American M anufac
turing  Co. is rem oving its p lant here 
from W heaton, 111. The company 
m anufactures violins and will erect a 
modern factory and install new m a
chinery to the value of about $10,000.

D etroit — Schwerer Incorporated, 
has been organized to m anufacture 
and sell m illinery and sim ilar m er
chandise, with an authorized capital 
stock of $15,000, all of which has 
been subscribed and paid in in cash.

D etro it — The D enner T ot-T oy 
M anufacturing Co. has been organ
ized to m anufacture and sell wood 
furniture and toys, etc., with an au
thorized capital stock of $10 000, of 
which am ount $5,000 has been sub
scribed and $2,500 paid in in cash.

Saginaw—T he Germain Bros. Co. 
has been organized to m anufacture 
and deal in pianos and parts, also in 
wood products of all kinds, with an 
authorized capital stock of $300,000 
common and $125,000 preferred, of 
which am ount $425,000 has been sub
scribed and paid in, $94,000 in cash 
and $331,000 in property,

W hen You Get T h a t “T ired  Feeling.”
If  any of us don’t feel like working 

—why, we are sick. And we don’t 
have to be a t home and in bed in 
order to  be sick. I t  is not norm al not 
to feel like working. W e are sick if 
we are short of norm al. T he remedy 
is easy and cheap—cheaper to apply 
than not to apply—not only in the 
cost but in the final economy of doing 
more with less effort and earning 
more.

H ere is the rem edy in one or all 
of the four following stipulations:

1. D on’t eat so much; cut down on 
concentrated food, like meat, eggs 
and the like, and eat m ore vegetables, 
like cabbage, greens and celery, of 
bulk character.

2. Drink at least six glasses of wa
ter a day, and m ore in summer.

3. Sleep with the windows up and 
w ithout the head covered w ith the 
bedclothes.

4. W alk a t least part way to  and 
from work. W alk fast and breathe 
deeply.

The g reatest m istake m ost of us 
make is in believing that the m ore we 
eat the more streng th  we add to  our 
bodies and minds.

Excess foods of certain types go to 
make excess fat, which is the w orst 
kind of excess baggage. I t  takes 
streng th  to  carry th is excess baggage 
around that m ight bette r be used in 
productive effort—working. Some of 
us become fatigued in carry ing  this 
excess baggage around, and the result 
is that we don’t feel like working.

M ost of the indisposition tow ard 
work and th a t “tired feeling” are the 
result of confusing stom ach emptiness 
with hunger.

The way m ost of us eat, it would 
take about ten days • of fasting to 
really get hungry. Fill up the em pti
ness with bulk fruits and vegetables, 
and go w ithout a meal or two now 
and then by filling up on w ater.

If  any of us don’t feel like working, 
it is a good plan to  keep on working 
and quit eating.

As to  what to  eat, it is well to  fol
low our own instincts; th a t is, eat 
w hat we want, or w hat agrees with 
us, but cut down on the quantity  c i 
concentrated foods.

No Bones in H is Meat.
For half an hour the w orking class 

audience had listened patiently  to  the 
talented lady who was speaking to 
them  about economical and nourishing 
cookery.

She had talked about eggless pud
dings and butterless cakes, and now 
said with a smile:

“I will tell you about a splendid 
soup which can be made for next to 
nothing. Take the bones left over 
from the Sunday joint—”

At th at a man in the middle of the 
hall rose to  his feet with a disgusted 
look on his face and. said to  his mate: 

“ ’Ere, Bill, get o’ this.”
“W h at’s w rong?” asked the other 

in surprise. “Don’t you like soupr” 
“Ay, I like soup well enough,” was 

the grum bler’s reply, “but how many 
bones does she think there are in half 
a pound of liver?”

« fa»

A lot of people who pray  for advice 
don 't mean to follow it.
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Review of the Produce M arket. 
Apples—W inesaps, $5 per box; 

T ransparents, $3.75 per bu.
A sparagus—$1'.25 per doz. bunches 

for home grown.
Bananas—$7.75 per 100 lbs.
Beets—New comm and 45c per doz. 
Beet Greens—85c per bu.
B utter—The m arket is steady, quo

tations on the different grades hav
ing declined about lc  per pound dur
ing the last week, there being slightly 
heavier receipts due to  a large make 
in the country. T here is a fair de
mand for all grades of fresh cream 
ery at this time and we look for con
tinued good trad ing  and not mij£h 
change in the m arket quotations w ith
in the next few days. T he quality of 
fresh arrivals is show ing up very 
fancy. Local dealers hold fancy 
cream ery at 49c in tubs and 51c in 
prints. Jobbers pay 45c for No. 1 
dairy in jars and pay 37c for packing 
stock.

Cabbage—Louisville, $5.25 per 100 
lb. crate; Kankakee, $2.75 per 50 lb. 
crate.

Cantaloupes—Im perial Valley stock, 
$2.25 for Flats, (12-15); $4.50 for
Ponies, (54); $5.50 for Standards, (45); 
Arizona, $2.50 for F lats, $5 for Ponies 
and $6 for Standards.

C arrots—25c per doz. for new.
Celery—Hom e grown, 40c per 

bunch.
Cherries—Sweet, $3.50 per 16 qt. 

crate; sour, $3; California, $2.75 per 
box.

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

Cucumbers—$1.65 per doz. for No.
1 and $1.40 for No. 2.

C urrants—$3.50 per 16 qt. crate for 
either white or red.

E ggs—T he m arket is very firm, 
strictly  fancy eggs being very hard 
to  get. T here is a good demand for 
eggs a t this time. W ith  a continua
tion of the ho t w eather we look for a 
continuation of firm and unchanged 
conditions. Receipts are m oderate 
for this tim e of year. Local jobbers 
are paying 40c for fresh, loss off, in
cluding cases.

Garlick—60c per lb.
Gooseberries—$3.50 per crate of 16 

qts.
Green Onions—20c per dozen.
Green Peas—Telephones, $3 per bu.
Green Peppers—60c per basket for 

Florida.
H oney Dew M elons—$3.50 per crate 

of either 6 o r 8.
Huckleberries—$4.50 per 16 qt. 

crate.
Lemons—California, $7.50 fo r choice 

and $8 for fancy.
L ettuce—H om e grown head, $3 per 

bu.; garden grown leaf, $ l .p e r  bu. .

Onions—‘California, $4.50 per crate 
for yellow or $7.75 per 100 lb. sack.

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

Peaches—Florida stock, 6 basket 
crate, $3; California Trium phs, $1.65 
per crate; Georgia Carmens, $2.75 per 
crate.

P ieplant—5c per pound for home 
grown.

Pineapples—$5@6 per crate.
Plum s—$3.50 per box for California. 
Pota toes—Old command 75c per 

bu.; V irginia Cobblers, $7 per bbl.
Radishes—Hom e grown, 12@15c 

per doz. bunches.
R aspberries—$5 per crate for red; 

$4.50 per crate for black.
Spinach—85c per bu.
T om atoes—Hom e grown, $1.50 for 

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

Florida.
W ax Beans—Hom e grown com

mand $4.25 per bu.

T o H elp  the F u r Tradle. 
Som ewhat after the m anner of the 

Pioneer H udson’s Bay Company, rep
resentatives in every State of the 
Union, including Alaska, and every 
Province of Canada are soon to be 
appointed by the M etropolitan Fur 
Exchange, Inc., of New Y ork City. 
These men will act as central collect
ing agents for furs to be sold a t the 
m onthly auctions of the exchange, as 
well as a t its semi-weekly floor sales.

Each of these representatives will 
keep in close touch with his territo ry  
and, as m ost of their w ork will be 
done am ong farm ers and trappers of 
the outlying districts, it is expected 
by officials of the exchange th a t many 
of the agents will in time come to 
assume a position som ewhat like the 
Factors of Canadian N orthw est fame. 
These agents will co-operate w ith the 
tw enty-nine foreign representatives 
of the exchange in helping the m ove
m ent to  make this city the fur center 
of the world.

W h at’s In  a Nam e?
“Y our daughter,” said Mrs. Old- 

castle, after being conducted through 
the newly-furnished wing of the m ag
nificent palace occupied by the new- 
rich Bullingtons, “has such a splendid 
vocabulary.”

“Do you think so?” her hostess re
plied. “Josiah wanted to get her one 
of them  escritoires, but I made up my 
mind right a t the sta rt that a vocabu
lary would look bette r in a room fur
nished like hers, even if it don’t cost 
quite so much.”

A m an m ay “get by” w ith  a few 
shady deals, but he is liable to  find 
that he cannot “come back.”

T he Grocery M arket.
Sugar—Refiners still continue m elt

ing to full capacity with the distribu
tion heavy. T here has been no real 
“shortage” of sugar, the present acute 
situation being brought about by the 
effort on the part of consum ers to 
purchase, in addition to present sup
plies, sugar to cover future require
m ents. M onths ago the Sugar Equal
ization Board and practically all re
finers urged m anufacturers, wholesal
ers and consum ers generally to an
ticipate future requirem ents and to 
stock up. Refiners a t that time had 
millions of dollars tied up in stocks 
of refined sugar, a large portion of 
which was for Royal Commission 
and o ther Allies, but could not be 
shipped, owing to the lack of tonnage, 
This sugar was offered to  the dom es
tic trade at that time, but few if any 
took advantage of the offer to  buy 
ahead and avoid possible shipping de
lays. Now there is a scramble for 
sugar with refiners sold out two 
m onths ahead in m ost instances, al
though it was reported last T hursday 
th a t the Federal took a very m oder
ate business for July shipment. Some 
sections of the country are said to 
feel the acute situation more than in 
others, owing possibly to  railroad 
shipping delays, but sugar is going 
forw ard in large volume and with a 
practical em bargo for th irty  days on 
exports, it is believed th at the general 
situation will rapidly improve from 
now on.

Tea—T he m arket has been very 
quiet during the past week. Some 
new Japans are being shown, but they 
are not very good quality and the 
trade have not been much interested. 
Still such sales as were made brought 
high prices. T he price list generally 
of teas shows practically no change 
for the week.

Coffee—Business has been qu:et 
during the past week. T he m arket 
has been a trifle easier and No. 4 
Santos has ruled from c cheaper
than the week before. Rio 7s were 
also a shade off. Milds continue firm 
with no m aterial change for the week. 
Coffee is. of course, still very high 
and com paratively firm, although the 
feeling is not as strong  a t the m oment 
as it has been.

Canned F ru its—Some of the reserve 
Governm ent pineapple was sold dur
ing the week it is said at a flat price 
of $5. T here were about 75,000 cases 
altogether. Canned fruits show no 
change, the m arket still being very 
firm, prices constantly  tending higher. 
Prices on the new pack are expected 
shortly.

Canned V egetables—T om atoes con
tinue about unchanged, largely on ac
count of reports of a short season. 
Some futures have been sold during 
the week, following these reports. 
T here are only a few packers in the 
m arket who sold future tom atoes, and 
strangely  enough, some of those are 
willing to  shade prices a little. Spot 
tom atoes are dull. Fancy peas are 
very scarce and are com m anding a 
high price. T here are very few sell
ers. Everybody expecting deliveries 
of fancy Alaskas from  the W est to 
be very short. C orn unchanged and 
firm. T he rem ainder of the list un

changed and in very m oderate de
mand.

Canned Fish—Domestic sardines are 
perhaps a trifle more active, but the 
general situation is more depressing. 
Big packers have not yet started up, 
but will do so within a week. Every
body is talking an advance owing to 
the high cost of production. As to 
salmon, prices show no particular 
change for the week. Considerable 
of the Governm ent salmon has been 
resold and absorbed.

Corn Syrup—There has been a 
steady demand for some time and the 
m arket rem ains firm.

Molasses—Prices continue to rule 
steady. T rading of late has been 
routine.

Sugar Syrups—There is an absence 
of new developments. W ith supplies 
small the m arket remains firm.

Cheese—The m arket is very firm, 
quotations slightly higher than prev
ious quotations, due to  an increase in 
the demand. Receipts are normal and 
the quality is very good. W e look 
for continued firm quotations on 
cheese.

Provisions—The m arket on smoked 
m eats has been very firm this week, 
due to m oderate supply and heavy 
holiday demand. There will probably 
be no m aterial change in quotations 
during the next few days. The m ar
ket on pure lard is firm and unchang
ed, with quotations the same as last 
week. T here is a fair supply and a 
good demand. The m arket on lard 
substitute is very firm, quotations 
having advanced lc  per pound. T here 
is a fair supply at this writing, with 
a good active demand. T he m arket 
on barreled pork is steady to firm with 
an active demand. T here is a m od
erate supply and som ewhat heavy ex
port demand. T he m arket on dried 
beef is very firm, there being a very 
light supply at this time. T here is 
a very heavy demand, causing a 
shortage and a sharp increase in the 
quotations. The m arket on canned 
m eats is steady to firm, with a good 
demand and a m oderate supply.

Salt Fish—Mackerel is very quiet 
at comparatively easy prices. They 
are catching new Cape Shores, but 
in very small quantities compared 
with last year. General trade in 
mackerel is very dull.

Bill W allace, the well-known dry 
goods salesman of T raverse City, is 
in town to-day on his way hem e from 
France, where he has been for the 
past eighteen m onths. Mr. W allace 
has not grown in stature during his 
absence, but he is as rugged as an 
oak tree and brown from exposure 
and outdoor work. Mr. W allace has 
no definite plans as yet for the future, 
bu t will, in all probability, soon be 
on the road with a dry goods line.

Dan C. Steketee, m anager of the 
wholesale departm ent of Paul Steke
tee & Sons, is expected home from 
New Y ork to-day or to-morrow .

E. H. Simmons, grocer at 463 Col
lege avenue, has sold his stock to 
G. E. Bigelow, who has taken pos
session.

Labor saving devices are invented 
by the hardest-w orking men.

mailto:6.25@6.75
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Speed the W ar on the Cigarette.
Ann Arbor, July 8—The cigarette, 

cigar, pipe and quid are alike to me. 
One can make himself exceedingly 
offensive with any one of them  if he 
chooses. W e doubt if one-tenth of 
the grocers who sell tobacco abide 
by the law forbidding the sale of to 
bacco to  minors. Of one thing, how
ever, we feel confident, and that is, 
that any one who sells that which he 
knows is used only for injury to his 
fellows loves money more than he 
loves m ankind or else he is too cow
ardly to break away from  a wrong 
custoip. . . .

Tobacco was made to kill—it is an 
insecticide of value. Used by hum ans 
it kills or deadens conscience, kind
ness, honor, everything good, because 
its effect upon the spiritual nature is 
worse than upon the physical man.

Tobacco is a land robber, it takes 
as much fertilizer to grow one  ̂acre 
of tobacco as ten acres of ordinary 
food crops. I t  is easy to  tell why land 
in the Southern states is poor and the 
people leave it to  earn a living in the 
cities.

The clean soldier who never used 
tobacco or liquor did not fall exhaust
ed by the wayside because deprived 
of his accustomed stim ulant, as did 
the tobacco user. Influenza and pneu
m onia h it hard tobacco users. Vacci
nations also made them sick, ^whereas 
the clean soldier felt only a slight dis
turbance physically. B etter a hun
dred-fold to have given soldiers in 
train ing  anti-nicotine treatm ent for a 
few weeks and cured them  of the habit 
than the humiliation of K. of C. and 
Y. M. C. A. w orkers passing out cigar
ettes and tobacco to soldiers.

Tobacco m anufacturers plotted to 
fasten the tobacco habit on as many 
soldiers as possible for the benefit of 
their business after the war. and many 
eood people fell for the game by con
tributing  money to  buy tobacco.

W hether whisky or tobacco is 
worse we never could dec;de. The 
longer one goes w ithout liquor, the 
less he cares for it. but the excessive 
user of tobacco becom es alm ost in
sane if forced to go a day or two 
w ithout his pipe, cigar or quid. W hich 
is worse?

No one need w orry that the fanatics 
will prohibit the use of tobacco as a 
next step afte r liquor prohibition. 
O ur laws, to  be of value, m ust have 
popular sentim ent behind them, and 
that can come onlv through educa
tion. as alwavs in the past. The use 
of tobacco will no doubt increase until 
it becomes too great a menace or 
nuisance to be longer tolerated—then 
it m ust go. E. E. W hitney.

U tter Failure of Governm ent O w ner
ship.

T he theory  of Governm ent control 
or ownership of public utilities is 
highly alluring. T here was a time 
when I heartily  favored it, but my 
regard  for it is grow ing beautifully 
less. W e have seen it tried, and see
ing things is radically different from 
theorizing about them. O f course, 
this tria l of Governm ent control of 
railroads came in w ar times, and per
haps the tes t was not exactly fair; 
but the control was far m ore absolute 
and complete than it would have been 
in tim es of peace. The Government 
could do and did exactly w hat it 
pleased. I ts  power was autocratic 
and the result was overwhelm ing 
failure. The whole problem  swings 
around the m atter of men. The right 
men under Governm ent control could 
take the railroads and make them 
m arvellously efficient. But politicians 
are not the righ t men. for business is 
the one thing they  least understand 
A good business man could success
fully run the Governm ent, but the

best politician that ever set up the 
drinks could not run a railroad.

The m anagem ent of express com
panies under the old .regime was bad 
enough, but under Governm ent con
tro l it has been infinitely worse. Be
fore the change, if you forwarded a 
package that got lost on the way, the 
companies reim bursed you in any
where from six to  eight m onths, and 
it was unnecessary, in m ost cases, to  
w rite m ore than a dozen letters or 
register m ore than a like num ber of 
kicks. B ut now, when things are 
lost, there seems to be little hope of 
getting  a settlem ent in tim e for your 
imm ediate heirs to enjoy it. In  May, 
1918, I sent a valuable book by ex
press to  Chicago. I got a receipt 
from the local agent, and the ship
m ent was correctly  entered upon the 
local records. T here is no  question 
th at I delivered the book for tran s
portation, but the book, up to this 
day, has never reached Chicago. I ts  
w hereabouts is as deep a m ystery as 
the present location of the Lost 
T ribes of Israel.

I t  would seem to the average man 
that it would be a very simple m atter 
to  settle  a m atter like this, but for 
more than a year I have been unable 
to get a tw itter, peep or grunt from 
the official gentlemen who govern us 
for a consideration. I have delivered 
my receipt, filed claims, w ritten letters 
and registered indignant pro tests un
til hope for reim bursem ent for the 
loss is gone. Nobody, outside of me, 
seems to  care so much as a decimal 
damn about the book, and naturally,
I do not care so much as a decimal 
damn about the theory  of Govern
m ent control. I t  is better to wait six 
or eight m onths for an adjustm ent 
under private ownership than to wait 
eons under the present m ethods of 
running express companies. H ere
after set me down as a believer in in
dividuality and private ownership 
ra ther than dilatory co-operation and 
political public control. Business men 
should run the business-of the coun
try, and if politicians cannot be oblit
erated, confine them  to politics.

F rank  Stowell.

Political P a r t  es and Prim ary Laws.
W ri t te n  fo r  th e  T ra d e sm a n .

Have not the American people p ro
gressed far enough to adopt some 
better m ethod of electing officers and 
representatives than by the means of 
political parties?

Just so long as we have parties, the 
will of the people will a t times be 
defeated, ignored, overridden.

Sooner or later a political party 
which has a large m ajority and holds 
all the offices will become controlled 
by unprincipled leaders, and men un
w orthy of office will be elected. The 
prim ary laws are defective in this, 
that they discourage independent vot
ing. In  order to  be entitled to vote 
a t prim ary elections, one m ust reg
ister as a m em ber of a political party. 
A t the regular election he may vote 
for whom he chooses on any ticket, 
but on no ticket may he find the man 
best qualified for the position.

A nother bad feature of the prim ary 
m ethod is th at a candidate m ust an
nounce his candidacy. The w orst men 
m ay seek office and secure the re 

quisite num ber of petitioners, while 
the best men could only be induced to 
become candidates by a representative 
convention vote.

W e hope some time th at candidates’ 
names for each office will be grouped 
together, and w hether one or a dozen 
candidates for the office, the one 
who receives the m ost votes shall be 
declared elected. E. E. W hitney.

Money will buy practically every
thing, except a few details like health, 
happiness and self-respect.

M erchants to  H old  Picnic a t Lowell.
The annual picnic of the M erchants' 

Mutual Benefit Association will be 
held a t Lowell, Thursday, Ju ly  24. A 
picnic dinner will be served a t 12:30, 
followed by a program  of music and 
good speaking. A fter the program  
the regular business m eeting of the 
Association will be held.

All business and professional men 
and their families and friends of the 
surrounding towns are cordially in
vited to attend.

PRICES
Model Four 
Candler
For Electric Light 
Use. $5
Models Seven 
and Eight 
Equipped for 
Batteries, $7
Model Three 
Equipped for 
Coal Oil J J l_
Lamp. $7

J .  M. MOORE , h 

F. O .H O O T O N ,

90% of all eggs candled 
at shipping points are 
candled with the Grant 
Da-Lite Egg Candler.

Do not get soii.e crude candling device 
for which you have to build a dark 
room. The Grant Da-Lite kga 
Candler costs less than the cost of 
constructing a dark room for any other 
form of candling device, and it is more 
convenient, reliable and time saving.

Here is a letter which shows how the
Grant Da-Lite Egg Candler is
regarded officially:

S tate of Alabama

AGRICULTURE AND INDUSTRIES DEPARTMENT

M .C . A LLG O O D ;commissioned.

Montgom ery,
May 2 4 ,1 9 1 9 .

G ia n t D a y lig h t  C an d le r  G o .,
C hicago , 111.
G en tlem en :-

We a r e  i n  r e c e i p t  o f  a  l e t t e r  from  films 4  S a u e r 

a s k in g  u s  to  g iv e  them  th e  name o f  a  f i r m  w hose egg c a n d l in g  

m achine we t h i n k  b e s t .  Xle a r e  a d v is in g  them  t h a t  th e  o a n d le r  

m a n u fa c tu re d  b y  you i s  th e  s ta n d a r d  co m m erc ia l c a n d le r  b e in g  

u sed  th ro u g h o u t th e  c o u n tr y ,  and  a r e  a d v is in g  them  t h a t  you 

w i l l  send them  o u ts  o f  y o u r  c a n d l e r  N o .7 ,  w ith  d ry  b a t t e r i e s  

We w ould th a n k  you to  l e t  th e s e  p e o p le  h e a r  from  you a s  th e y  

a r e  a n x io u s  t o  s e c u re  a  good c a n d le r  a t  a n  e a r l y  d a t e .

Y ours v e r y  t r u l y .

A d d re ss  
Copy to

Sims 4  S a u e r ,  
M o b ile , A la .

S u p e rv is o r  o f  D iv is io n .  

F e r  MRD

Send $1.00 for the Grant Egg Candling Chart, 19x25, 
showing 12 different eggs in the exact colors.

Send your order for the Candler to your nearest distributor. If there is 
no distributor in your territory, send your order direct to

G RANT MANUFACTURING CO.
208 N. Wells St. CHICAGO, ILL.
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R E A C T IO N A R Y  O P T IM ISM .
“Safety first” is all right in its way, 

but it has not worked out altogether 
satisfactorily for the wholesale grocer 
this year. Moved by an optim istic 
belief th at prices would be lower, 
money tight and that there was dan
ger of Uncle Sam letting  go of large 
surplus stocks of foodstuffs, grocers 
generally deferred buying and let the 
producer “hold the bag.” The result 
has turned out badly.

F irst it was w ith canned goods. No 
grocer wanted to place future orders, 
and the canner played the same game. 
In the end, it turned out th a t prices 
of raw canning stock were h igher than 
usual and could not be brought down, 
and in the eleventh hour a com para
tive shortage of canned goods loomed 
large on the horizon, so threatening 
as to change the plaint of the grocer 
from coaxing the Governm ent not to 
sell its surplus to  a clam or that some 
of it be allowed to trickle judiciously 
into trade channels for civilian needs.

Same way with sugar. No one car
ed to take chances with sugar. The 
retailer let the jobber hold the bag 
and the jobber “passed the buck” to 
the refiner. T he la tter “played safe” 
by keeping his stocks of refined close, 
lest som ething m ight happen with 
sugars from unexpected foreign 
sources, or the Central European rid 
dle m ight turn out differently from 
what everyone guessed, m eanwhile de
voting their attention  to  refining for 
foreign account and shipment. W hen, 
however, the housewife sapped the 
available domestic accumulations, the 
grocer discovered that he had made

a m istake, and an excitable rush to 
the refiners and the Sugar Equaliza
tion Board for relief became neces
sary.

And so, all along the line, the policy 
of “safety first,” occasionally used 
in pre-w ar days but especially acquir
ed and practiced during the war, has 
proved inadequate for the reactionary 
optim ism  of the consum ing public. 
Happily, it is only an emergency, and 
w ith the re tu rn  of norm al psycholog
ical motives am ong people at large, 
will probably adjust itself.

M A G N A N IM O U S T ER M S.
No Am erican should ever Use the 

words “severe term s” when speaking 
of the conditions imposed upon Ger
many by the peace treaty. So doing 
is to  give assent to w hat is absolutely 
false; to  adm it th at Germ any has 
some cause for com plaint; to  concede 
that she is entitled to  some degree of 
sympathy.

T ru ly  they are m agnanim ous term s 
—an exhibition of m ercy unparalleled 
—as between nations, and which a 
conquered enemy heretofore never 
could expect, least of all one so des
perately guilty. The peace term s evi
dence a hope th a t Germans can ulti
m ately develop from  beasts into hu
m an beings and th at some time the 
kindness and m ercy of their con
querors m ay find some responsive 
chord in the hearts of a considerable 
of their number.

L et it be proven beyond question; 
let it be recorded in history  for all 
time that Am erica began feeding a 
defeated foe while some of her own 
soldiers abroad' were m eagerly and

meanly fed, and before supplies reach
ed the sufferers—like Armenia and 
Serbia—whose lands Germany had 
devastated. Im m ediately Germany 
began to receive help to overcome the 
conditions which she alone had 
brought upon herself. Tens of 
thousands of nearest of kin to A m er
ican soldiers m urdered by Germany 
have put aside their claims for ju s
tice, asking not for vindictive m eas
ures or retribution, leaving their cause 
to Him whose prom ises never fail 
and who has said: “Vengeance is 
m ine; I will repay.”

In  time to  come Germany will re
alize what the bruitish people of that 
country are now u tterly  unable to 
com prehend—that she alone has 
brought all her trouble upon herself.

American citizens of German de
scent who desire to  resume communi
cation with their savage relatives in 
Germany can prove their loyalty and 
be helpful to  all concerned if they 
will assure their relatives that their 
present lot is tolerable and their fu
ture hopeful only because of the 
Allies’ leniency and help.

The figure of 1,300,000, which is the 
official estim ate of the num ber of 
aliens who are p lann’ng  to return  to 
Europe, calls for two reservations be
fore we can fairly judge of the per
m anent after-w ar drain on our popula
tion. In the first place no tim e limit 
is specified within which the departure 
of the 1.300,000 is expected to  take 
place. I f  the exodus is to  stretch  over 
two years instead of one, the situation 
changes radically. Many aliens may 
have expressed an intention of re

turning w ithout form ulating definite 
plans. Even if the whole number 
specified were ready to go at once 
the question of shipping remains. It 
is doubtful w hether enough bottom s 
w 11 be available to transport such an 
arm y in a single year. The second 
factor to take into account is that 
there has always been a large annual 
emigration. In the fiscal years 1913 
and 1914 the annual em igration was 
well over 300.000 or about one-fourth 
of the aliens admitted. The returning 
aliens to-day represent, of course the 
accum ulat'on of four years of war, 
and the incentive is stronger than ever 
beforej Im m igrants are flocking back 
in order to get into touch w :th rela
tives estranged for nearly five years. 
W hether thev will remain in their 
home countries is another question. 
On the other hand there is no such 
doubt concerning the wealth w h’ch 
thev will carrv away with them, 
although here, too, the am ount has 
been exaggerated. The monev that 
will be taken out of the country also 
represents the accumulation of five 
years.

W hy not fence off Mexico—keep 
the bandits in a sort of game pre
serve? ask the m ilitary officials of 
the Southern Departm ent. A m ilitary 
road paralleling the border, augm ent
ed by a wire fence, has been recom 
mended and is receiving serious con
sideration in Texas, despite the fact 
th at it would cost about $12,000,000. 
I t is impossible to keep enough troops 
on patrol to protect the whole border, 
and where wire fencing has been used 
in Arizona it has had good results.

What the Sales Record Shows
is a pretty good index of popular favor. Judging from 
this angle, Grape-Nuts is a big favorite of the Ameri
can people; and year after year the demand increases.

Grape-Nuts
with its high food quality always maintained, has 
a still brighter outlook ahead. A little attention 
to store display, and selling helps, yield added 
returns to grocers.

G ood P ro fit Sale G uaranteed
Postum Cereal Company, Battle Creek, Mich.
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T H R E E  YA RDS F O R  A D O LLA R .
An advance of 21/ 2 cents a yard in 

F ru it muslins, announced to  become 
effective M onday m orning, restores 
the war time price of 30 cents a yard.
I t  was the price decline of this stan
dard cloth early in the year, followed 
by very m oderate sales, th a t precip
ita ted  the sharp decline in many cot
ton goods and led to  a sound resto ra 
tion of trading fundamentals. W ith 
the price back again at a very high 
level, it will be profitabe to consider 
ju st w hat the new value means.

T here have been tim es when this 
muslin could be bought a t four yards 
for 25 cents, and three yards for 25 
cents was a common retail sale figure.
A t the new price, the re ta iler can 
barely offer the goods a t three yards 
for a dollar! W hat is true of this 
cloth is true in g reater or less degree 
of hundreds of others in bleached cot
tons, brow n goods, tickings, denims, 
prints, percales, gingham s, plaids, 
cheviots, etc. These prices are going 
to be reflected ultim ately in the prices 
asked for made up goods, of which 
so many are now sold. T hey may be 
hidden for a time, and will not appear 
to  those who do not use their own 
needles in home work. But the price 
is there, all the time.

The question every m erchant asks 
is to what extent will consum ption be 
contracted by the high prices. The 
answ er will not be given accurately 
for several m onths. T he production 
of goods is below capacity, measured 
by past perform ances, because of the 
shorter w orking hours and the lack
adaisical attitude of labor. Som ething 
more than high wages m ust enter 
into the problem  of production to  
stim ulate it and to  cheapen the mass 
products of c lo th ing  for the con
sumer.

T he m erchandising problem is far 
more serious than it now appears to 
be. I t  is so serious th at many of 
those who were bullishly inclined 
three m onths ago have become very 
conservative. T hey now propose to 
sell, and repent if they have to. They 
are convinced th a t goods may be 
scarce, that prices may be very much 
higher, th at the demand for the long 
future m ay be far g reater than it is 
to-day. Nevertheless, they can see 
th at the rapid rise has b rought wide 
m argins of profit a t the prim ary end 
of trade, and while they m ay become 
wider in consequence of the insistence 
of buyers for more goods, they  know 
th at m erchandise values are volat'le 
a t best and th at provision m ust be 
made for sharp contractions the h igh
er prices move.

The common barom eters of busi
ness seem favorable. Failures have 
been very few, collections are good in 
m ost instances, crop prospect's in the 
food line are excellent and employ
m ent can be had by those who want 
to work a t som ething for the best 
wage the country ever saw. Many 
consum ers continue their purchases 
w ithout a thought of the prices that 
are asked. I t  is the common exper
ience of m erchants th a t ;f you have 
w hat the trade w ants any price will 
be paid.

In  a tim e of inflation, w hether it be

from sentim ent because war is ended 
or because currency has become the 
m ost plentiful and cheapest thing in 
the world to talk about, the abnorm al 
becomes norm al, and it is in such 
times that m erchants, like others, lose 
their heads and forego immediate 
profits for the still g reater profits 
they count upon.

W hether it is in clothing or in 
foods, or in o ther things, abundance 
is the true foundation of prosperity, 
and a t this time high prices ought to 
tell any prudent m erchant that abun
dance does not exist in merchandise.

T here used to be a time when the 
word “expert” was used as a term  
of honor and comm endation, but to 
day it has become alm ost outlawed 
through abuse. The poor word has 
been overworked, and, not belonging 
to a labor union, it has gone into an 
early decline simply because it failed 
to  get tim e-and-a-half for night work 
and double wages on Sundays and 
holidays. In m erchandising the term  
“expert” is no longer found in the 
trade lexicon. W e have come to see 
that common sense, persistency and 
square dealing are separate and dis
tinct from expertness and th at they 
alone are all the attributes that enter 
into the formula of the man who 
succeeds through advertising. I t  is 
only a day o r two, seemingly, since 
every little fly-up-the-creek who e s 
sayed to write advertising classed 
himself as an “expert.” but the only 
expert th ing  he ever did was to make 
an adevrtiser here and there believe 
he was an “expert.” T hat is to  say, 
he was tem porarily expert in convey
ing a false impression, and falsity of 
any sort doesn’t last. Advertising is 
now planned and carried out by the 
dictates of horse sense, and when it 
falls down, as is frequently the case, 
the responsibility falls upon man s 
fallibility. Failure, the highest philos
ophy teaches, is the natural outcome 
of m ost human undertakings, while 
success is the exception, so that the 
services of the old-time “expert are 
not needed to register a failure. W e 
can reach the same end by ourselves.

H A NG O U R  H EA D S IN  SHAM E.
An organization of Grand Rapids 

people have extended an invitation 
to  the escaped criminal who m asque
rades as “ President of the Irish  R e
public” to visit Grand Rapids as their 
guest.

W e deeply regret that any set of 
men who enjoy the blessings of liberty 
and the freedom of American institu
tions should so far forget their Am er
icanism as to be parties to  an act so 
unfriendly to a friendly nation—a na
tion whose navy saved this country 
from invasion by Germ any at a time 
when the beasts of Prussia could have 
easily repeated their record in Bel
gium and France on Boston, New 
Y ork and Philadelphia. Men who are 
guilty of such an act will live to hang 
their heads in shame for giving coun
tenance, encouragem ent and support 
to the gang of cheap assassins who 
call them selves Sinn Feiners, but who 
are in reality tra ito rs to  their own 
country and cohorts of the Kaiser, 
H indenberg and Von T irpitz.

T H E  JU N K E R S  A R E  IN  PO W E R .
The German governm ent has prom 

ised to surrender the Kaiser and the 
authors of atrocities. The League of 
German Men and W om en for the 
Protection of the Freedom  and life 
of W illiam II. will have none of this.
I t  will p ro tect the Kaiser and “the 
brave U-boat com m anders who gam 
bled their lives in steel coffins for the 
Fatherland.” Being Germans, they 
are sincere in their solicitude for the 
safety of the m urderers of women 
and children; to the German mind the 
m urder of non-German women and 
children is no crime, cannot even 
seem a crime to non-G erm ans; the 
only conceivable reason why the Al
lies want the U-boat com m anders 
given up for punishm ent is th a t these 
men by unlawful m eans alm ost won 
the war. But it is not a question of 
m otive; it is a question of fact; and 
the fact is th a t after the German gov
ernm ent has prom ised to  give up of
fenders this league prom ises to build 
around the Kaiser and his subm arine 
comm anders “a wall of bodies” to  
protect them  against their enemies.

Officers of the General Staff resign, 
but say they will w ithhold their resig
nations if the governm ent accedes to 
the wishes of the General Staff against 
its own word and refuses to  give up 
the Kaiser. Two thousand men have 
offered them selves as a bodyguard to 
General von Deimling in case the Al
lies demand his surrender for trial. 
The governm ent has promised, the 
Junkers say they will annul the prom 
ise. W hat answer will be given to 
them  by this governm ent which is so 
valorous against rioters on the streets 
of Berlin, but seems so careless of 
insults and disobedience from Hoff
mann and his like? If  the Crown 
Prince or some o ther leader should 
gather the forces of reaction in an 
actual a ttem pt to  overthrow  the re 
publican governm ent, they would 
probably be beaten; but they do not 
need to  overthrow  it; they are a t this 
very m om ent defying it, disregarding 
it. announcing to  the world th at they 
will not let it keep its word. T here 
seems to  be no need for Junker revo
lution; the Junkers are in power al
ready.

R EA D S L IK E  A ROM ANCE. 
English-born, Anna Shaw came into 

the wilderness in M ecosta county so 
early th at she justly  called herself a 
pioneer. She followed her ambition 
to preach against opposition th at 
am ounted to persecution. She w ork
ed her way partly  through Albion 
College, and then—alm ost starv ing  at 
first—through Boston University. A 
little pastorate on Cape Cod gave her 
so much com fort th at she feared she 
was getting  into a ru t and used her 
spare time getting  a medical educa
tion and lecturing. C ontact with 
M ary A. Liverm ore, Lucy Stone, Julia 
W ard Howe and others fighting for 
suffrage, tem perance, and education, 
with the renewed fear th a t “ I was 
taking life to  easily.” led her after 
1885 to  give all her tim e to  the  p lat
form and suffrage organization. F o r 
the tw enty years following she and 
Susan B. A nthony were seldom apart, 
and they, w ith Lucy Stone and Eliza

beth Cady Stanton, were the  prin
cipal leaders of the suffrage m ove
ment. In  her autobiography she tells 
how she and Miss Anthony cam paign
ed in K ansas in the eighties and in 
Colorado, South D akota, and o ther 
states to the Pacific in the nineties; 
how the suffrage “stream ” broadened 
steadily; and how in 1904 she suc
ceeded Mrs. C att as head o f the Na
tional Association. No one played 
a larger part in the m ovem ent that 
before her death she saw nearing final 
victory.

The determ ination and pluck of Dr. 
Shaw were exemplified throughout 
her life, and her statesm anlike ca
pacities after she had reached posi
tions of executive character. She was 
like o ther women leaders in her de
voted enthusiasm . She has told how 
Miss W illard was so enwrapped in 
her work that “she never rested, ra re 
ly seemed to sleep and had to be re 
minded at the table th at she was there 
for the purpose of eating ;” and how 
Susan B'. A nthony was sim ilarly in
attentive to heat, cold, privation or 
fatigue—ready to sit up all n ight be
tween two hard days’ work to  discuss 
her plans. Dr. Shaw had w hat she 
m odestly called a like superabundance 
of energy. But memorable among 
her tra its  were her evenness of tem 
per and calm sense of humor. Site 
had no “tem peram ental” qualities. She 
enjoyed recalling how in preaching 
an early serm on she asked if the 
E thiopian could “change his spots or 
the leopard his skin,” and had pres
ence of mind to  keep calmly on; how 
on a lecture tour she was advertised 
in a town as the woman who had 
whistled before Queen V ictoria, who 
would speak on “The M issing L ink’
—and to satisfy the com m ittee had 
to refer to  suffrage as the  m issing 
link in our G overnm ent; how her 
cordial thanks to  a Stanford professor 
for his suffrage advocacy was herald
ed in sensational papers as her dis
covery of an ideal man, and enabled 
the professor to  earn $30,000 as lec
turer. Such good hum or had its part 
in her success.

The trouble with m ost young men 
is th at they are not half comm itted 
to their career. T hey are too easily 
detached from their life work by dis
couragem ent or outside influence. A 
m an never am ounts to much until he 
has a life aim, until he burns all bridges 
behind him and commits himself, ab
solutely w ithout reservation,- to  his 
work.

Business to-day is a science and 
calls for training, concentration, 
study and progress. Successful busi
ness is not a m atter of haphazard 
m ethods and random  results. I t  is 
the definite w orking out of cause and 
effect.

Every time you send a good idea 
to your trade paper editor, you help 
make the paper b e tte r for the  other 
readers and they will be encouraged 
to  help make it b e tte r for you.

T he present is not a good tim e to 
try  to  get along w ithout doing any 
advertising. W hen business is hard 
to get, do m ore advertising ra ther 
than  less.

/

W
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M ichigan R etail Shoe Dealer»1 Aaaocla- 
tlo n .

P res iden t—J. E . W ilson, D e tro it  
V ice-P residen ts  — H a rry  W oodw orth,

I .arising; J am es  H . Fox, G rand R ap ias; 
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. ___________ ______

T he Search for L eather Substitutes. 
Written for the Tradesman.

The presen t high prices of shoes 
and all other leather products will un
doubtedly add new point and zest to 
the traditional search for suitable 
leather substitutes.

If leather prices even rem ain sta
tionary a t their p resent high level— 
which is perhaps as hopeful a condi
tion as we can hope for—the popular 
demand for non-leather shoes is going 
to increase; but if there are still fu rth 
er advances—and these are frankly 
predicted by the best inform ed au thor
ities on leather—then it is a foregone 
conclusion that we m ust reso rt to 
leather substitutes on a far wider 
scale than they are used at present in 
the creation of popular-priced foot- 
wear.

I t  is not exaggeration to  say that 
even now a very large percentage of 
the people of this country  are active
ly in the m arket for some relatively 
inexpensive products in thè way of 
shoes—especially shoes for work and 
heavy w ear; and when the stocks of 
shoes now in the hands of jobbers or 
in the in-stock departm ents of shoe 
m anufacturers are u ltim ately bought 
and m arked by retailers, the econom 
ically-inclined custom er is going to 
vet a painful shock; and the first ques
tion many of them  are going to  asic 
is, “H aven’t you got som ething 
cheaper?”

T o meet the popular demand for 
som ething bordering on reasonable
ness in the cost of footwear, it m ust 
be evident to all th at the popular- 
priced shoe of the near future m ust be 
made largely of lea ther substitutes. 
But what shall be used, th a t is the 
question.

The work shoe m ust have a certain 
am ount of solidity, and it m ust contain 
a certain am ount of service-value. In  
o ther words it m ust contain a certain 
fairly fixed minimum of w ear; o ther
wise it is not a profitable investm ent. 
I t  may be lacking in certain elem ents 
of style, and a t the same time get by; 
but it m ust stand up under hard wear. 
Tt doesn’t have to  be a  light, airy, 
graceful shoe; as a m atter of fact it 
isn’t supposed to  be built on these 
lines at all; but, by hypothesis, it m ust 
be a good rough-w ear shoe. And it 
m ust be made to  sell a t a reasonable 
price, and a fairly reasonable price 
for a service-shoe to-day would, I 
should say, be from three and a half 
to five dollars.

B ut a good all-leather welt shoe of 
standard  value for hard-w ear purposes 
cannot be now built to retail for that 
price. Substitutes m ust be used. But 
what? W ill it be fabric, a rubber or 
composite product, or some kind of 
an artificial leather—som ething that 
looks bke leather, has som ething of 
the flexibility and tensile streng th  of 
leather, and som ething th at will meet 
the requirem ents of hard service w ith
out disappointing the wearer?

H itherto  the strain  on the sole 
leather supplies has been m ore critical 
than  th at on upper leather stocks; but 
the standard  fiber sole commodities 
now familiar to  the trade by name 
and repute have seemed to  m eet the 
requirem ents of a satisfactory sole 
leather substitu te; so we m ay say that 
one m ajor problem  in the production 
of a satisfactory  non-leather shoe has 
been solved. And perhaps it was due 
to the fact that our chemists, inven
tors, and m anufacturers have long 
been concentrating on the production 
of a practical sole lea ther substitute 
ra ther than practical substitutes fqr 
upper leathers th a t this notable pro
gress has been made.

But whatever the cause, anyhow the 
time has now come when some m ater
ial o ther than leather is urgently  re
quired for the uppers of shoes—espec
ially of the types of footw ear above 
indicated. H aving produced a per
fectly satisfactory fiber sole—a com
m odity lasting  as long (if not longer 
than leather), and supplying as much 
each, comfort, and foot-protection, the 
time is now ripe for Am erican genius 
to turn  its atten tion  to  the production 
of some m aterial or m aterials for the 
upper part of the shoe. T h a t Am eri
can genius will be equal to  the em er
gency the w riter firmly believes.

M ilkons of yards of “artificial lea th
er” are being sold to  automobile m an
ufacturers for auto tops, and this m a
terial is both cheaper and be tte r (in 
m any w ays) than 'leather.

One of the large amm unition plants 
of this country (the D uP ont Pow der 
Com pany) m akes an artificial leather 
w h’ch is ideal for this purpose. T he 
w riter heard a representative of this 
Company, in an address before a re
tail shoe dealers’ convention a year or 
two ago, say th a t his concern was 
honing to  perfect a satisfactory sub
stitu te for upper leather. But this 
statem ent was made prior to  our en
trance into the w ar; and it is likely 
th at the  heavy demand for m unitions 
and w ar supplies diverted their a tten 
tion to  some extent from  this by
product?

I t  would be in teresting  to know 
w hat experim ents are now being made 
by this and o ther Am erican concerns 
to  find a solution of th is vexatious

What style of

T ennis
do you need? 

Without doubt we have it.
In Hood Tennis are all good selling styles. 
In our stock are all styles of Hood Tennis.

Keep in touch with Michigan’s 
Largest Rubber Dealers.

This is the big tennis month.
Keep ready.

Grand WapidsvShoe R u b b e r  (o.
The Michigan People Grand Rapids

D on’t  G overn  Y ourself
By Last Year’s Sales or 

Any Other Year
This is an unusual year. There 

will be more white low shoes 
sold in July and August this 
year than any other two years.

Don’t forget when the women 
started wearing low shoes. They are 
going to wear then just as late.

See our ad in last week’s Trades
man. Our stock is more complete 
today and more coming.

Hirth-Krause Company
T an n e rs  and Shoe M anufacturers

Grand Rapids - - Michigan



10 M I C H I G A N  T R A  D E S M A N Ju ly  9, 1919

7166— Men’s Chocolate Elk Nailed Outing .
7167— Men’s Chocolate Elk Nailed Outing .
7119—Men's Chocolate Split Nailed Outing.........
7168— Men's Chocolate Mule Skin Nailed Outing.
6133—-Boys’ Chocolate Elk Nailed O uting...........
9822—Little Gents’ Chocolate Elk Nailed Outing-

Price 82.90 
Price 2.S0 
Price 2.26
Price 2-10 
Price 2.20 
Price 1.90

Rindge, Kalmbach, Logie Company
G rand  R apids, M ich.

h t » » g » i i > a a »o s a a M a a » s a > s s s s i s s M i>a>r

problem —the problem  of a suitable 
upper leather substitu te ; but such 
concerns do not publish this inform a
tion in advance. T hey go ahead mak
ing their experim ents and perfecting 
their products until the time is ripe to 
put them  on the m arket. But un
doubtedly much is now being done 
to  find a satisfactory m aterial which 
can be used instead of leather in shoe 
uppers.

If  this product could be put upon 
the m arket within the next few 
m onths it would offer a much-needed 
relief to present leather prices. I t  
would solve a difficult problem now 
faced bv the American shoe industry. 
I t  would also afford a lo t of relief to 
m any people in th ’s country whose 
financial circum stances are more or 
less em barrassed by the exorbitant 
price of footwear.

W hile on the subject of leather sub
stitutes, the w riter may also suggest 
that some sort of restriction  ought to 
be put upon the m anufacturers of 
bags, trunks, and leather goods spec
ialties of m any kinds. These people 
are in part responsible for the present 
high prices of leather in all the leath
er m arkets of the world. And it is un
doubtedly true that leather is used in 
the m anufacture of com m odit:es that 
m ight just as well be made of leather 
substitutes already perfected and 
eas;ly available. The popular demand 
for leather novelties and leather ac
cessories of a thousand sorts is fool
ish. one mav sav; but it is the m anu
facturers of such c^m m odit:es who 
are chieflv responsible for crearing 
this unw:se nonnlar demand. The 
people couldn’t buv them  if thev 
hadn’t been m ade and advertised and 
temntmsrlv d'snlaved before the pub
lic. Tf the average consum er could 
know th a t the m ore novelties and ac
cessories in lea ther he bnvs the  m ore 
he m ust pay  for bis shoes of leather, 
he would probahlv be willing- fo tatrg 
substitutes in o ther Im^s provided he
could have the real th ing  in b ’s shoes.

Cid McKay.

Growing M arket fo r Rubber Heels.
The rapid strides made in the use 

of rubber heels during the last few 
years is generally regarded as rem ark
able. Analysis of the situation de
velops th a t the m ost rem arkable part 
is not so much the rapid grow th of 
the industry, but th at while the in
dustry  was grow ing so rapidly in the 
repair shops com paratively little a t
tention was paid to the alm ost un
m istakable signs of the preference on 
the part of m any persons for rubber 
heels upon shoes when buying them.

T his is indicated by the fact th at 
while last year close to  seventy-five 
million pairs of trade-m ark heels were 
sold in the U nited States, not more 
than five million of the entire seventy- 
five were applied to  new shoes—at 
least seventy million of the to tal being 
m arketed through the repair shops 
to go on shoes w orn for some time.

True th a t on a g reat many sport 
shoes unbranded heels, known as fac
tory  heels, were used, but these do not 
compare favorably in quality with the 
trade-m arked ones which dom inate 
the rubber heel business. Besides, as 
evidenced during the pastfew taonthS,

the shoe m anufacturer has reasoned 
wisely that if millions of people show 
a decided preference for a rubber heel 
when buying a heel as a separate 
article, it would be good business to 
furnish such a heel as original equip
m ent upon new shoes thus giving 
them, with no ex tra  charge, exactly 
what they  desire.

M anufacturers who have seen the 
value of this have profited largely, and 
one of the  first to m arket rubber 
heeled shoes upon this basis is now 
m aking 85 per cent, of all his shoes 
with them.

Having come to this decision re
garding the m erits of rubber heels 
upon new shoes, by trem endous 
strides m anufacturers have in the last 
year practically overtaken the repair 
trade in their ability to supply cus
tom ers with what they desire, so that 
the rubber heel industry which dur
ing the last two decades has grown 
steadily in the repair trade, has a t
tained a place of prime im portance in 
the shoe industry.

Shoe m anufacturers, however, will 
not overlook the fact that there is still 
a trem endous unsatisfied demand for 
new shoes with rubber heels. The 
business upon rubber heels to  the re
pair trade will this year exceed seven
ty-five million pairs, and to cater to 
the desires of the consum er to  the 
same extent a trem endous quantity of 
heels will be used by the shoe m anu
facturers.

I t  should not be overlooked that 
the integrity  of the m anufacturers is 
being evidenced by the fact that as a 
rule they are not buying cheap, un
branded heels, or special branded 
heels which m ight be purchased at a 
price advantage a t the sacrifice of 
quality; ra ther they are buying the 
trade-m ark heels which command the 
confidence of the consumers, and 
there is o ther evidence that in choos
ing rubber heels they are governed not 
by price consideration but by the in
herent value of the product.

H. L. Dost.

Signs of the Times
Are

Electric Signs
Progressive merchant« and manufac

turera now realize the n l n  of Clttlrlt 
Adrtrtlslig.

W e  furaiah yon with aketchea. price* 
and operating coat for the asking.

THE POWER CO.
Bell M 797 Citizens 4261

Mayer Honorbilt Shoes prac
tically eliminate the “ come
back” evil.

S H IS is because H o n orb tlt Q uality  n o t o n ly  satisfies 
fo r  s ty le , fit and co m fo rt b u t gives y o u r cu sto m er 

a big value  in  long w earin g  serv ice .

■ F. MAYER BOOT & SHOE CO.

R . K . L

Milwaukee, Wis.

R . K . L .

Liked the  T reatm ent.
“Let me kiss those tears away,” he 

begged, tenderly.
She fell in his arms, and he was 

busy for the next few minutes. And 
yet the tears flowed on.

“Can nothing stop them ?” he asked, 
breathlessly sad.

“No,” she m urm ured; “it’é hay fever, 
you know. But go on with the trea t
m ent.”

Prompt
Shipment
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Claims M ichigan I s  a H ard  R oad to  
Travel.

D etroit, July 8—T he last issue of 
the T radesm an contained an in te r
esting  article from the pen of F rank 
Stowell on the subject of salesm an
ship. I was much interested in what 
he had to  say regarding a saleswoman 
in a store who undertook to  sell a 
custom er—another woman, by the way 
—som ething she did not want. The 
fact that the store woman succeeded 
in effecting a sale and giving her cus
tom er som ething she did not want 
was really not a form  of good sales
m anship but a fair sample of w hat 
one encounters in the retail trade in 
many of the big cities of the country, 
and m any small ones, too. Good 
salesm anship does not always consist 
in selling goods, but ra ther in holding 
and pleasing custom ers. No invest
m ent is superior to  the satisfied cus
tom er, and none worse than the dis
satisfied ones. I have always felt th at 
salesmanship is a fine art, but one 
th at does not necessarily carry  with 
it just talking power alone. I t  m usi 
carry  logic and tru th , and the less 
one has of the vapor of words the 
better. If  I have som ething to  sell 
and the article is good, it ought to 
sell itself when the simple m erits of 
it are established, merit, also, many 
times speaking for itself.

The righ t kind of salesm anship is 
not a question of m ere ability to  make 
the o ther fellow- believe th a t black is 
white. I t  m eans much m ore than 
this. T hat m an is a fool who under
takes to  sell som ething ju st to get it 
off his hands. In  salesm anship I have 
made it my universal rule not to  play 
for the order I have in hand to-day, 
but to look ahead for those th at are 
to come after. No business can be 
built upon any foundation so sure and 
solid as the repeat basis. In  billiards 
if I do not play for position I do not 
make a good average. I t  is never 
allowable to  play for just the point 
th at is on the table. W e m ust have 
im agination and skill enough to  play 
for the points ahead of us if we are 
going to  win. T he order I get to-day 
is of no perm anent value unless I am 
reasonably sure to get the same kind 
of welcome from the m an who gave 
it to me to-m orrow , next week, next 
m onth or next year. W e are all sales
men. T he preacher, the lawyer, the 
schoolboy, the office boy, the news
boy—all of us, have som ething to  sell. 
W e do not know it, but we have. W e 
go along through life selling ourselves 
unconsciously. I t  is thus th at stan 
dards of value are established. T ry 
ing always to  know how far to  go,
I have been fairly successful as a 
salesman, but w hatever I have done 
I believe has not been because I talk 
ed too  much. Indeed, I believe I have 
talked less than m any men I know. 
But I have had the habit of getting  
around daily am ong the people with 
whom I deal, try ing  always to  trea t 
them  just righ t; being as considerate 
as possible; m aking them  have faith 
in my kind of faith; letting  them  un
derstand th a t I am guarding their in
terests all the tim e—not m erely tell
ing them  so, but inwardly doing it. 
My frequent visits are not necessarily 
for the purpose of getting  an order 
to-day, but because I w ant to be on 
the ground for conference, or for giv
ing certain inform ation that one never 
knows when there m ay be a demand 
for—inform ation that may be of the 
m ost vital im portance in landing a 
big order which may be coming my
way. ,

The unconscious influence of work 
of this kind bears its own reward 
sooner or later. People will finally 
come to believe in you and w ant to 
deal with you. I t  will bring business 
where just talk wont. Mind you, good 
salesmanship, while consisting of all 
these virtues I have pointed out. must 
Carrv  with it too, a certain force in 
urging conviction when facts _ are 
wanted The best salesmanship 1 
know of is best evidenced by sim

plicity of style. T his thing of over
shooting the mark, overstepping the 
bounds of common propriety in talk 
is never carrying one forward. I have 
frequently been in a contest where 
everything depended upon the care 
with which I presented my facts. In  
some very close pinches I have sim
ply laid my cards on the table, walked 
away and awaited results. Overplay
ing over-anxiety and over-zealousness 
will often fail where a confident a tti
tude based on tru th  seldom loses. The 
street huckster sells a lot of foolish 
th ings by glib talking, because he 
fools people. He could never build up 
a reliable business fooling people. 
T here are standards of value in sales
manship processes just as there are 
in the character of the goods you are 
selling, w hether it be a yard of silk 
or a box of soap. And character of 
men as salesmen to-day is sought 
more often w here the leaning is to 
the cleaner ways of living than in other 
tim es when men had to  do a certain 
lot of th ings to stand in, be a good 
fellow and spend the money. T he gay 
life is no longer essential. Being clean 
and having tact are two forces in 
salesm anship that cannot be duplicat
ed for power in delivery. And then 
every salesman should know how to 
get away—like a good speaker should 
know when he has finished.

On the point made in the last sen
tence above there is often a mis
understanding in the minds of some 
over-ardent salesmen w ho think th at 
by hanging on they are using the best 
policy. I believe in hanging on but 
practically it is many tim es the w orst 
policy. T his is particularly  so m 
Michigan, where I believe competi
tion is keener than  in any o ther state 
in the Union. I take it that m ost 
salesmen who have w orked through 
the devious ways of Michigan for any 
length of time have found th at Jordan 
is a devil of a hard road to travel 
here. There is somebody always on 
every corner w ith a blunderbuss or 
bludgeon ready to pound you and it 
does not make much difference how 
it is done. My experience has been 
that ethical consideration for the 
o ther fellow in Michigan is m ore in 
the statem ent than  in the fact. I do 
not make this as a charge against the 
business system  because I have always 
felt that the objectionable parts of 
any system  could be beaten down 
through a process. But com petition 
itself can hardly be overcome. T here
fore, it behooves every man to  be 
wide awake and to know the finesse 
of dealing with men who have busi
ness to go out or who are doing the 
buying where you are doing the sell
ing. The m an who does not know 
how to turn loose does not really 
know how to sell. M any a man has 
queered himself by just one last shot 
at a custom er with whom he had 
fond hopes of landing. I was in an 
office the o ther day where I had to 
wait thirty-five m inutes in order to 
get mv turn w ith a buyer who . was 
being literally  bored to death because 
the solicitor would not turn loose. 
Finally, he did let go and the buyer 
arose to  show him out. I had been 
w arm ing the bench for over half an 
hour then but as the two men arose 
the solicitor rem arked, “By the way 
I have another proposition I  w ant 
you to  look into to-day.” And then 
and there he went off on another talk 
th at lasted iust twelve m inutes and 
the buyer finally had to  tell him, “I 
ennnot give you any m ore time to 
day. I will see vou another time.” 

Charles Thom as Logan.

United Motors Co., Grand Rapids

I t  takes tw o things to  produce 
profits. One is brains and the other 
is labor. L abor undirected and un- 
intelligently guided, barely provides 
for itself. Brain power not backed 
by labor ends in visions and dreams. 
H arness brain power and labor to 
gether, and the team  is a winning 
one.

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

Send for illustrated catalogue. 690 North St.

Use Citizens Long Distance 
Service

To Detroit, Jackson. Holland. Muskegon. 
Grand Haven. Ludington. Traverse City, 
Petoskey, Saginaw and all Intermediate 
and Connecting Points.
Connection with 750,000 Telephones in 
Michigan, Indiana and Ohio.

CITIZENS TELEPHONE COMPANY

—Keds—
Early warm weather has 
created a big demand for 
“ Keds,”  the popular widely 
advertised line of rubber soled 
canvas footwear.

Keep your stock complete.

Send us your orders. We 
are still in position to make 
prompt deliveries.

Herold-Bertsch Shoe Co.
Manufacturers of Serviceable Footwear GRAND RAFIDS, MICH.
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Financial and L abor Policies in 
France.

The war of guns and soldiers is 
ended. The war of trade and m achin
ery has begun.

American business men have al
ready discovered th at France is sur
rounded by a wall of adam ant which 
perm its nothing foreign to  cross over 
it which can be made by Frenchmen.

A widely known Philadelphia busi
ness man has but recently returned 
from  the seat of war. He wore the 
insignia of a high officer of the U nited 
States Governm ent and he speaks now 
with the double knowledge of his own 
long experience in trade and that 
gained by his intim ate official rela
tions with the m aterial side of France 
during the last year or so of the war.

“France,” says he, “will now buy 
nothing which it can possibly m anu
facture. This rule applies to every
thing.”

Then he cited the case of American 
automobiles. W e have in France to 
day thousands of auto trucks and pas
senger cars which our arm y no longer 
needs.

W ill France perm it a Frenchm an to 
buy one of these autos? N ot one. 
W hat the United S tates will do w ;th 
this vast accumulation of used vehi
cles is not known.

French citizens need cars and plen
ty  of them. T hey would gladly pur
chase the American autos, but their 
governm ent rules otherwise.

“ France is poor.” savs P ren re r  
Clemenceau, “and so Frenchm en must 
be th rifty  ”

T h at being true, the French gov
ernm ent pronoses th a t its own people 
shall reap w hatever fru ’ts grow uoon 
the tree of general production. France 
w ants m oney and lo ts of it if it can 
get it at a low rate of interest. I t  
needs some labor, but bevond that 
it has been fi«nired out th at the re
building process is to  be c a rre d  on by 
home gen'us and local enterprise.

A distinguished London editor was 
in Philadelphia a few weeks ago. He 
was really here on a mission for the 
British nation.

“England will not officially abandon 
its traditional free trade policy,” sa:d 
he; “but E ngland has already put into 
force w hat am ounts to  ,a high pro
tective tariff law on some im portant 
commodities.”

And then he added this highly sig
nificant rem ark:

“England aims to  be a seller, not a 
buyer.”

Great B ritain’s capacity to produce 
everyth ing from  battleships down is 
far greater to-day than it ever was. 
On top of that' is the fact that B’rit:sh 
labor dem ands enjploymfeht a t higher

wages than  it ever before received. 
W hat is the answer?

Simply that the political powers in 
London m ust enforce a policy of the 
g reatest possible production a t home 
in order to  keep labor employed and 
contented.

“ Labor,” said th at London editor, 
“cares m ore for a fat pocketbook than 
it does for our tradition about free 
trade for all comers.”

So the British m arket, like the 
French m arket, is hedged in with an 
exceedingly high hedge.

H ere is another example of how 
France looked after its own even 
while the w ar was bleeding her w h’te. 
The governm ent fixed a price on tin- 

‘plate below what it cost the U n :ted 
States Governm ent to  lay down t :n- 
plate in that country and a price be
low that which French m anufacturers 
were quite ready to  pay in order .to 
get it.

But France said home plate was 
the order of the day and that settled 
it.

“Are the German prisoners proving 
valuable laborers in France?” the 
Philadelphia business man quoted 
above was asked.

“T hev are distressinglv bad labor
ers,” was his answer. “T hey cannot 
be made to do more than about three 
hours of real work in a day. The 
Yanks got much m ore work out of 
German cap t’ves than the French 
seem able to extract.”

France m ust raise money on a large 
scale to carry on the task of rehabili
tation and restoration  of destroyed 
tow ns and industries. Banking syn
dicates are form ing to provide funds.

“H ere again.” sa:d the Philadel
phian. “the Frenchm an has refused to 
perm it outside participants to have 
even a chance of m aking any profit 
bevond the low fixed rate of interest 
on the money loaned.”

This gentlem an was consulted while

Kent State Bank
Main Office Ottawa Ave.
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G rand  Rapids. Mich.
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Resources
10 Million Dollars

3 k  Per Cent.

Paid on Certificates of Deposit 

The Home for Savings

We Have E s tab l i sh ed
A

F o re ig n  
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to encourage and 
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Foreign Trade of This Section
Thru this department we are enabled to 
provide to Importers and Exporters 
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handling Foreign Trade.

Information by mail or personal inter-
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“We Thought We Could 
Trust Him”

Too often this statement is made by the fam
ily of the man who left his estate in the hands 
of a friend.
Trusted people are responsible for most of the 
defalcation and loss which estates sustain. To  
trust people too much is to lay the unneces
sary temptation in their way. It is just as un
wise to trust the inexperienced and unequip
ped as it is to trust the dishonest or weak.
Your will appointing the GP AND RAPIDS 
TRUST COMPANY as Executor or Trustee, 
assures absolute fidelity and efficient seivice  
in the han lltng and settling of your estate.
We cordially invite confidential consultation 
on this important matter.

ItRa n d  Ra p id s Tr u s t  Pd m pany
O T T A W A  A T  F O U N T A IN  B O T H  PH O N E S 4391
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in Paris by leading French business 
men and asked to make suggestions 
about procuring labor for the heavy 
industries, notably the mines.

“ I told them ,” said he, “ that they 
had b e tte r go to the Slavonic coun
tries of E astern  Europe, and that is 
what they have about decided to do.” 

Im porting  labor on a large scale is 
a new th ing  for France, but it m ust 
be rem em bered th a t 3,000,000 able- 
bodied Frenchm en out of 19,000,000 
males of all ages in France were kill
ed or perm anently  incapacitated by 
war.

France needs m en and France is 
going to  try  to get men to w ork in 
France ra ther than purchase the p rod
ucts of man from foreign lands.

“Both France and E ngland,” said 
the Philadelphian, “were much less 
disjointed in a business way by war 
than is America. Those countries 
encouraged all business relations -to 
go on during the war, even where the 
governm ent was at both ends of the 
bargain.”

T his fact has enabled both coun
tries to  “get the jum p” on the U n 'ted  
States in world trade since the arm is
tice went in to  effect.

F rank  A. V anderlip has given Am er
icans som ething of a shock by his 
observations on the situation in E u
rope.

H erbert H oover is also quoted as 
holding similar opinions as those ex
pressed by Mr. Vanderlip and the 
Philadelphian who, because of his re
lations to  the U n ’ted States arm y ser
vice, prefers not to be named.

The London editor above m ention
ed, who has the very best m eans of 
knowing w hat is in the mind of the 
British governm ent, expressed the be
lief th at for the next two decades 
Russia will be the m ost ferti'e  field 
for outside cash, brains and en ter
prise, and R ussia will also offer the 
greatest possibilities in a world-wide 
political sense.

Do not brood over the past, nor 
dream of the future, but seize the in
stant and get your lesson from the 
hour.

Standing D isgrace to  Grand Rapids.
H undreds of persons riding in auto

mobiles stop a t the H ydraulic W ater 
company pum ping station on the Sol
diers’ Hom e road, to  get a drink of 
refresh ng, cool, pure spring water. 
Does any one stop at the filtration 
plant for a drink of good w ater? If 
not why not? A great w rong was 
done to the people of Grand Rapids 
when the H ydraulic Co. was forced 
out of business in an effort to com
pel them  to drink the bleached, chem- 
alized and unfit solution, the raw m a
terial of which is taken from Grand 
river, a stream  contam inated with poi
son, barnyard drainings and outhouse 
seepings from its source to the city. 
The chemicals used in bleaching and 
changing the color of the river w ater 
undoubtedly destroy the animal m at
te r so that the w ater makes a good 

.show ing for purity  in the daily tests 
that are made, but what the alum and 
o ther chemicals used in the “trea t
m ent” do to  the human stomach, to 
cooking utensils, to lawns and to 
paint where the w ater is used for 
cleaning is som ething of which no 
record can be made. If  there could 
be such a record there would be as
tonishm ent, where there is now ac
quiescence through ignorance.—Grand 
Rapids Chronicle.

GRAND RAPIDS 
SAVINGS BANK 

FA M ILY !
3 3 , 0 0 0  □

□ S a tis f ie d  
C u s to m e rs

accommodation 
and service

TH E  BANK WHERE YOU FEEL AT HOME

W E W ILL A P P R E C IA T E  YO U R A CC O U N T  
TRY U S I

Fourth National Bank
U nited  S ta tes D epositary

Savings Deposits 

Commercial Deposits

P er C ent Interest Paid on 
Savings Deposits 

Com pounded Semi-Annually

354
[Per C ent In terest Paid on 

Certificates of Deposit 
Left O ne Year

Capital Stock and Surplus
$580,000

Laying Aside Money

^TM M E now, when earnings are 
high and values rising, to put by 

‘ ‘ Rainy Day Funds. ” We should ‘ ‘dig 
in” in order to hold our gains. Start 
one of our ‘‘living trusts” and then 
add to it. What to do with the ac
cumulations, will occur to you later.

Childrens’ portions can be “estab
lished” confidentially, as readily now 
as later, and the “ living trust” can be 
to the same*effect as the later Will.

A udits. System s. Federal T a x  R etu rns.

Send fo r o u r  b lank  fo rm  of W ill.

The  M ichigan Trust Co.
OF GRAND RAPIDS

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

ASSOCIATED

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

LA V A N T Z. CAUKIN, Vice President 
A L V A .T . EDISON. A ss’t  Cashier

1

C AM PAU  SQUARE
T he conven ien t benke fo r o u t of tow n people. Located a t  th e  v w y  c*"<y . _ g  

th e  city . H andy to  th e  s tre e t  care—th e  In te ru rbane—th e  hotels—th e  shopping
d is tr ic t.accQunt of oup |0cation—o u r large tra n s i t  fac ilities—our safe  deposit ’vaults 
and  o u r  com plete serv ice covering th e  en tire  field of bank ing , ou r Inatltu tlona m ust 
be th e  u ltim a te  choice of ou t of tow n  b an k ers  and  Individuals.

Combined C ap ita l and S urp lus .............................. *
Combined T otal D eposits ......................................... ISOS’iSS-™
Combined T otal R esources ....................................... 18,187,100.00

G R A N D  R A P I D S  N A T I O N A L  C IT 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

ASBOOKAnB
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Some Fact» About the Bank of Eng* 
land.

W hat is the Bank of England? 
C ontrary to  the general impression, 
the Bank is privately owned and pri
vately governed. I t has a num ber of 
branches. T he Bank operates under 
an old law by which it is empowered 
to  issue notes against Governm ent se
curities up to a certain am ount and to 
issue them  freely against an equal 
am ount of gold and bullion. These 
notes are redeemable in gold coin. 
The Bank has two departm ents: One 
called the Issue Departm ent, which, 
of course, handles the notes; and the 
o ther called the General Banking De
partm ent. The Bank is practically a 
fiscal agent of the Governm ent, a 
bank of issue and a depository for the 
reserves of o ther financial institutions. 
I t  does not serve the general business 
public directly. I ts  functions in some 
respects are sim ilar to  those of our 
Federal Reserve B'anks. U nder nor
mal conditions, the trem endous in
fluence of the Bank of E ngland ,on 
exchange rates throughout the world 
is naturally  due to  the great m arket 
for international exchange existing at 
London. P rio r to  the war, the effect 
of the Bank’s discount rate m ight be 
said to have been felt in all the civil
ized countries. The commercial pa
per m arket in London is keenly sen
sitive to  the discount ra te  of the Bank 
of England. A rise in the ra te  having 
the same effect as the rise in the 
call rate of New York, in a ttrac ting  
funds from o ther centers. So on the 
o ther hand, a reduction of the rate 
influences the w ithdraw als of invest
m ent funds from London. Thus, the 
discount rate is alm ost autom atically 
responsive to the rise and fall of the 
Bank’s reserves. W e may hope some 
day to see this experience repeated 
in this country if our discount m arket

and our foreign trade keep on ex
panding.

W hereas England has the Bank of 
England, we have the Federal Reserve 
Banks; whereas she has English jo in t 
stock banks catering  to  the needs of 
agriculture, industry  and com m erc;, 
we have the national and state  banks; 
but whereas they have .many bill 
brokers and discount houses, we have 
com paratively few. In  this country, 
however, there are a num ber of large 
commercial paper houses, and some of 
these are beginning to  deal in fore:gn 
bills. T hey also enjoy another advan
tage over there in respect to in te r
national trade and th at is in the num 
ber of branches of foreign banks lo
cated in London, as these banks fur
nish a connecting link between their 
respective countries and the English 
money m arket.

Naturally, the w ar has interfered 
with the norm al basis of the opera
tions of the Bank of England; for in
stance, in order to  increase the 
am ount of w ar currency, it was au
thorized that deposits a t the Bank of 
England were exchangeable for legal 
tender currency w ithout affecting the 
reserve of the banking departm ent, 
thus im parting an artificial elasticity 
to the issuance of notes with its re
sultant inflation, and has had its direct 
influence in making h igher prices for 
commodities. A lbert N. Hogg.

W hatever your work, make it your 
business to appreciate its dignity and 
worth-w hileness and service. The 
fabric of American business life is 
m ighty interdependent. Your work 
is essential. I t  is pivotal. Appre
ciate the Bigness of It, and be proud 
of the way in which you do your 
part.

Probably the m ajority of clergy
men are poor because they preach 
w ithout notes.

During the Month of June

The Citizens Mutual Auto Ins. Co.
Issued its 50,000th Policy

(To Mrs. M. K. Upjohn, of Kalamazoo)

POLICIES Written, June.
2,250 covering Fire, Theft, Public Liability.
1,040 covering Collision.

CLAIMS Paid, June,
9 Fire............................................................. $4,252.70

23 T h eft......................................................... 4.549.76
. 8 Personal Injury....................................... 1,394.40
22 Property Dam age.................................... 1,383.03
35 Collision .................................................. 2,072.33

Total 97 $13,652.22
Cash Resources, June 30th..................................... $87,552.50

Insure to-day. Call on local agent or write to
W . E. ROBB, Secretary

Howell, Mich.
You can’t  leave your car on the street of any city and be sure of finding it there

when you return. A reputable garage is the proper place.

Investment Offerings
of many descriptions are being 

presented to the public

To the Individual with 
Money to Invest

we recommend a careful investigation of the 
present high standing of cement stocks as dividend 
earners.

Examine the future and see what it holds for 
the cement industry.

This industry is almost universally prosperous 
today and this prosperity due to the Good Roads 
Boom is sure to continue for many years.

Filling out and mailing the attached coupon 
will bring you complete information concerning 
the Petoskey Portland Cement Company—now a 
dividend paying company adding a cement plant.

No other industry today presents such a 
strong opportunity for real investment.

Stock is all common, fully paid and non
assessable, and is selling at $14 per share.

The excellent progress being made by the com
pany justifies a further advance in the price of the 
stock in the very near future.

It will be to your interest to make an imme
diate investigation.

Petoskey Portland dement Company
PETOSKEY, MICHIGAN 

CAPITALIZATION $1,500,000

A . B. KLISE, P re s id en t JO H N  L . A . G A L S T E R , Sec. and  T reas .
H O M E R  SLY, 1st V ice P res. J . C. BUCKBEE, 2nd V ice P res.

F. A. SAW  ALL COMPANY, Inc.
405-6-7 M urray Building,

Grand Rapids, Mich.
Gentlem en: W ithout any obligation on m y p art please send

me all th e  inform ation you have regarding th e  Petoskey Portland
Cem ent Co.

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

A ddress............................................................ ................. V------ ------

The Michigan Securities Commission does not recommend the purchase of any security, and its 
approval must not be construed by investors as an endorsement of the value.
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Chimney Sweep for Indiana Urged.
H. H. Friedley, Indiana state  fire 

m arshal, who is thoroughly familiar 
with conditions, is ag ita ting  a “chim
ney sweep” ordinance similar to  one 
now in force at St. Joseph, Missouri. 
This, he holds, would rem edy the 
“sparks from  chimney” hazard.

Briefly, the duties of the chimney 
sweep would be to  sweep and clean, 
once each year, all chimneys within 
the lim its of the city which have been 
in use six m onths or more, for wh ch 
services he would be entitled to a 
fee of 25 cents for each chimney in a 
one-story house, 50 cents for each flue 
in a tw o-story  house, and 25 cents 
for each additional story.

I t  would also be the duty of the 
chimney sweep to report to the city 
superintendent of buildings any de
fective flue of which he m ight have 
any knowledge, and the superintend
ent would be authorized to require 
th at any such flue be corrected.

The biggest argum ent for the city 
chimney sweep is the saving effected 
by the reduction in the num ber of 
alarms th a t would have to  be answ er
ed, in addition to  the reduction in 
p roperty  loss. The cost of the aver
age fire departm ent run in the larger 
cities has been figured at about $50. 
O f the 932 runs, including false alarms, 
that were answered by the Ind ian
apolis fire departm ent during the 
m onths of January  and February, it 
has been estim ated th a t practically 
half of these were roof fires, and false 
alarm s on account of chimney fires, 
or a to ta l of 466, so the cost of 
answ ering these alarm s in the two 
m onths alone, at $50 each, would 
am ount to $23,300. T his does not 
take into account the p roperty  dam
age. which would easily am ount to 
$20 000, or more, m aking a to tal of 
$43,300. T his sum, allowing a charge 
of 75 cents per house, would pay for 
the cleaning of chim neys in over 50,- 
000 homes.

to underw riters and persistent efforts 
have been made to  obtain the enact
m ent of city ordinances th at will pre
vent the conflagration breeder and 
fire hazard.

W om en Found to  Be Superior In su r
ance Risks.

Now that women are to have suf
frage, they are also com ing into their 
own in the m atter of life insurance 
appreciation. The tabulation of the 
experience of life insurance companies 
on women, made by the A ctuarial So
ciety of America, shows th at women 
are better insurance risks than men. 
H eretofore they have been discrim i
nated against and some companies re
fuse entirely to  write them.

T he figures show th at unm arried 
women are the best class of risks, the 
second best being m arried women who 
have made their children the bene
ficiaries of their policies and paid the 
premiums out of home savings. The 
third class are m arried women who 
make their children the beneficiaries 
of the policies and whose husbands 
pay the premiums, while the poorest 
risks are m arried women w ith no chil
dren and whose husbands are the 
beneficiaries under the policy.

Good M utual F ire  Insurance Com
pany.

Fred  S. Piowaty (M. Piowaty & 
Sons') requests the Tradesm an to give 
its definition of a “good m utual fire 
insurance company.” H ere it is:

1. One that obeys the laws, instead 
of defying them, as the stock fire in
surance companies do.

2. One th at furnished valid insur
ance at less than the stock company 
rate.

3. One th at has more assets, pro
portionate to  its risks, than the stock 
companies have.

4. One th at makes honorable set
tlem ents in the event of loss by fire, 
which the stock companies frequently 
do not do.

W ooden Sh 'ngles M ust Go.
The great need of fire prevention is 

being recognized m ore than ever be
fore. N inety-one cities of the United 
States have enacted ordinances th at 
prohibit the use of wooden shingle 
roofs, according to statistics th a t have 
been issued recently by the com m it
tee on construction of buildings of 
the National B’oard of F ire  U nder
writers.

According to the report, practically 
all the  ordinances prevent the use of 
wooden shingle roofs in all portions 
of the ninety-one cities. T he excep
tions, where certain d istricts are 
specified are: Shreveport, La., fire 
lim its; Fall River. Mass., first and 
second fire d istric ts; Jackson, Tenn., 
67 per cent, of the city; Knoxville, 
Tenn., 75 per cent, of the built-up 
area; Memphis, Tenn., 68 per cent, of 
the city; San Antonio, Texas, A, B 
and C districts.

T he report of the N ational Board 
presents statistics from the sta tes of 
Alabama. Florida, Georgia, Illinois, 
Iowa, Louisiana, M assachusetts, M ;s- 
sissippi. New Jersey, New York, 
N orth Carolina, Tennessee, Pennsvl- 
vania. South Carolina. Texas and V ir
ginia. T he menace of wooden shingle 
roofs has been one of g reat concern

B ristol Insurance A gency
FIRE, TO RNADO  A N D  AUTOMOBILE

Insurance
FREMONT, MICH.

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

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

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

Write us for further information. All letters promptly answered.
C. N BRISTOL, Manager and State Agent.

A home office agency m an made a 
trip  out through the field he super
vises a few weeks ago. Scarcely had 
he reached home when an increase in 
business from  the  agencies which he 
had visited was noted. T his illustrates 
w hat “personal touch” does in the fire 
insurance business. Everybody who 
is on the square likes to  deal with 
som ebody whom he knows. T h at is 
why men buy newspapers from  the 
same newsboy night after night and 
go to the same hotel trip  after trip. 
T hat is why some wise fire insurance 
companies send daily report exam 
iners on periodical visits to  the fields 
for which they examine. T hey want 
the exam iners to  know the agents 
with whom they deal and they want 
the agents to  know the examiners. 
T hat explains the uniform ly good 
results secured by some field men who 
are no t famous as inspectors, or 
“schedule sharks,” or collectors, but 
are real hum an beings, w ith the abil
ity  to make friends and possessed of: 
a store of sound common sense and  
knowledge of the business th a t make 
them  welcome visitors at the offices; 
of the agents.

The man who rests on his oars 
apt to  be capsized by the breakers.

IN SU R A N C E  A T  C O ST
On all kinds of stocks and buildings written 
by us at regular board rates, with a dividend of 
30 per cent, returned to the policy holders.
No membership fee charges.
Insurance that we have in force over $2,500,000

MICHIGAN SHOE DEALERS MUTUAL  
FIRE INSURANCE COMPANY 

FREMONT, MICH.
One of the Strongest Companies in the State

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

Grand Rapids Merchants Mutual 
Fire Insurance Co.

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

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

Fire Insurance that Really Insures
T h e  first considera tion  in  b uy ing  y o u r  fire  insurance is SA FE T Y . 

Y ou w a n t y o u r  p ro tec tio n  from  a  com pany  w h ich  really  p ro tec ts  you , 
n o t from  a com pany  w h ich  can  be w iped  o u t o f ex is ten ce  by heavy  
losses, as som e com panies h ave  been.

O u r C om pany  is so  organized th a t it  C A N  N O T  k>se heavily  in 
an y  o ne  fire. I ts  invariable po licy  is to  accep t on ly  a Umited am o u n t of 
insurance o n  an y  o ne  building, in  an y  o ne  b lock  in  an y  o n e  to w n .

O u r C om pany  divides its  p rofits equally  w ith  its poUcy holders, 
th u s red u cin g  y o u r  prem ium s abou t o n e-th ird  un d er th e  regu lar old Une 
charge fo r  fire  insurance.

MICHIGAN BANKERS AND MERCHANTS’ 
MUTUAL FIRE INSURANCE CO.

Wm. N. Senf, Secretary FREMONT, MICHIGAN
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Shaping the Lives of O ur Children. 
W ritten  for the  T radesm an .

“ If it were a career to be an ex
cellent father, he’d be very dis
tinguished.”

Perhaps you will rem em ber that 
this is said in H enry Jam es’s “P o r
tra it of a Lady” of Gilbert Osmond, 
who is described as a very indifferent 
painter, but a devoted father.

How m any m en and women whom 
I know would be distinguished as 
parents if only they would put their 
m inds to the job! T hey are not all 
so stunning in the o ther things to 
which they devote them selves; in 
business m any of them  “get along;” 
in social converse they are only “so- 
jso,”  but as I know them  and their 
capacities I know th a t if they would 
really turn  their atten tion  to the 
business of being parents they  could 
make very much of them selves and of 
their children.

They certainly are “called” to be 
parents, and they certainly have 
chosen th at profession. T heir chil
dren did not ask to  come under the 
influence and care of those particular 
individuals; yet here they are, and 
they have a r ig h t to  the best that 
those paren ts can give them.

W hen I see m others straining 
every nerve to get into some kind of 
public career, scram bling for the 
limelight, spending hours and days 
at the feet of “lions” literary, artistic, 
political: leaving their hom es and 
wonderful children to  the hit-or-m iss 
care of hired people who m ay or may 
not be fit in any way whatever, I 
w ant to  cry out, “Blind, blind, blind! 
W h at fools you are! H ow  vast and 
m om entous an opportunity  you are 
throw ing away!”

And when I see fathers, absorbed 
in their business, in their clubs, in 
golf, or w hat no t else, a t home only 

, to  sleep, losing all but perfunctory 
touch w ith their sons and daughters, 
it seems to  me as if som ething m ust 
be w rong with the system  of things 
th at gives children to such people to 
be neglected and spoiled, starved of 
a th ing  which is their right—not only 
their right, but absolutely necessary 
for proper education and develop
m ent.

Nlo doubt it is very im portant that 
you should develop yourself and per
form  your duty to your generation, 
as a war-worker, an artist, a singer, 
a m anufacturer, a business man, a 
golfer, $ poker player or w hatever it 
is to  which you devote so much time 
and energy away from  hom e; there 
is of course a fair chance that the 
governess o r nurse m ay do better by 
them  than you would. The little 
ones m ay come up all right if some

one ju st sees th a t they go to  bed 
on time, have good food, properly 
wash their hands and faces a t meal 
times, and get safely to school and 
home again, learn superficial “m an
ners.” I t  m ay be th at when you per
formed your p art in the physical 
procreation of these youngsters you 
really did give them  all you had that 
am ounted to anything so far as they 
were concerned.

T he o ther day I sat on a certain 
porch and watched a little boy play
ing checkers w ith his devoted nurse. 
The m other was away for the a fter
noon attending a m eeting to  consider 
some public m atter about which she 
and her “circle” were very much ex
cited—som ething that had to do, I 
believe, with gam bling in the town 
where she lives.

P re tty  soon I observed th at the lit
tle boy was cheating a t the game, 
cheating quite openly, and th a t the 
nurse, far from objecting, was prais
ing him for his “skill” in beating her 
every time. I spoke to her about it 
afterw ard, but she seemed to  think it 
a m atter of no im portance; the great 
th ing  was to  amuse the child, and be
sides, “He does so hate  to  lose any 
game th at he plays—it puts him in 
quite a tem per. In  fact, he will not 
play a t all unless he can win."

How is th at for character build
ing? W hen th at boy is seventeen at 
college, and is caught a t  the business 
of cheating, w hat wtill happen to  him 
then? W h at so rt of a “sport” will 
he make in games, or in business 
either? Hie is a “poor loser” right 
now, and the person who has m ore 
influence over him than anybody else 
is cheerfully train ing  him in dis
honesty. I know his father well 
enough to  know th a t he would not 
to lerate any such th ing  in a fellow 
golfer or in an employe or associate 
in his business. If  som ebody does 
not catch this boy and teach him to 
play fair, th at father has a h eart
b reak  in store for himself—and whose 
fault will it be?

T o w hat m ay a m an or woman be t
te r devote tim e and thought than to 
the guidance and developm ent of live 
children—their very own? T he little 
things th a t happen every hour of 
every day in the  lives of children not 
only shape their characters for all the 
years to  come but prepare character 
for their children and their children’s 
children. I have in mind a certain 
child who is startlingly  like her m oth
er in tone of voice and in every 
m ental and physical habit. Some 
would call all th is heredity, and per
haps it is; but virtually every one 
of those  tones and habits th a t one 
would a ttribu te  to  her m other is

Therefore, Buy

“RED CROWN
Ready-to-Serve Meats

The motive of being in business—the founda
tion of successful merchandising—is to sell 
goods.
If the goods are right—if they satisfy, it means 
REPEAT orders—more business year by year.
RED CROWN Ready-to-Serve Meats are a 
mighty good line—a trade-winning line.
RED CROWN Ready-to-Serve Meats are the 
best that money can buy. Raw materials of 
the highest quality plus our years of experi
ence and modern cooking methods are the rea
sons for “RED CROWN” Supremacy.

22 Varieties

Packed by
ACME PACKING COMPANY

CHICAGO

KYBO
1000 Sheet Manila Tissue

SNOWHITE
6 oz. Bleached Crepe

Stocked by all progressive dealers.
Write for prices and sample rolls.

T he Dudley Paper Company, Lansing, Mich.
We furnish you with blotters to distribute to your trade.

A  STOCK OF

W1NG0U)
* FLOUR

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

-ASK US-

W O R P E N  P. R O C  E R  f OM PA N V  
D istribu tori

Grand Rapids Kalamazoo
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equally present and strik ing  in her 
grandm other—her m other’s m other. I 
dare say they were taught to  g rand
m other by her m other, too; and so 
on back, nobody can say how far.

The things that one teaches to  a 
child, or perm its the child to acquire, 
both good and bad, do not stop with 
the child; they go on, down the gen
erations. And you never can tell of 
what highty m om ent they may be in 
s'ome crux of human affairs. Consid
er some man—any one you please to 
select—now vitally influential in the 
crisis of the w orld’s history. The 
things in his character, be it weak or 
strong, that a t the vital m om ent will 
sway decisions affecting the whole 
world in all probability w ere put 
there, or trained there, by the m other 
or father, or nurse or teacher or boy
hood companion in childhood; very 
likely some bit of wise guidance or 
some negligence on some particular 
day, at some particular hour, half a 
century or m ore ago, turned the tiny 
stream  of his life this way or that, 
and settled for all time the m om en
tous decision which he is m aking 
now, upon whose wisdom or folly the 
whole world hangs breathless.

W illiam  of H ohenzollern was a lit
tle baby once; he became the kind 
of m an he is largely by virtue of the 
influences surrounding him in the 
days when his character was plastic 
and the seeds of future doings were 
being p lanted in his soul.

W hat career1 could there be so po
ten t for good or ill in the sto ry  of 
m ankind as th at of a parent, studying 
his trade as he would study a rt or 
science, book-keeping or invention, 
law or medicine? W hat can you do 
with your time and vitality, yon 
m other, so thrilling, so satisfying, so 
worth while, as to  find out by m inute 
and vigilant study w hat there is in 
this little  life th a t has been en trusted  
to you, and help to  make the m ost 
of it, not only for yourself and for 
him, but perhaps for the whole world 
in the generations to  come?

I t  is hard  enough to  know w hat 
to do, to discover the needs and the 
m eans to  m eet them , if you really 
w ork a t it and do your very best. 
You m ay make great m istakes w ith 
the best intentions, and after1 it is 
too late find th at your whole theory 
and system  were w rong as w rong 
could be; but it will a t least be a 
com fort then to reflect th at you did 
the best you knew!

Certainly there will be little com
fort for you in any career you may 
have had yourself, or in any honors 
th at m ay have come to you, if in get
ting them , you neglected the great 
privilege and opportunity  for which 
you asked by your own act, in be
coming a father o r m other.

Prudence Bradish.
[Copyrighted, 1919.]

Do not complain th a t you are not 
appreciated and do not get the busi
ness consideration to which you are 
entitled. Command, compel a tten
tion, and you will suddenly awaken 
to the fact th a t you have grown 
strong  enough to  contro l the situa
tion which once dom inated you. Be 
the captain of your own fate.

I t  R equires a L arge M easure of Cour
age—

T o live according to your convic
tions.

T o be what you are and not pretend 
to be w hat you are not.

T o say “N o” squarely and firmly 
when those around you say “Yes.”

To live honestly w ithin your m eans 
and not dishonestly upon the m eans 
of others.

T o speak the tru th  when by a little 
prevarication you can get some spec
ial advantage.

T o refuse to knuckle down to and 
bend the knee to  the wealthy, even 
though you are poor.

W hen mortified and em barrassed by 
hum iliating disaster, to  seek in your 
ruins the elem ents of future success.

T o refuse to  do a th ing  which is 
w rong because others do it, or be
cause it is custom ary and done in 
trade.

T o stay home evenings and try  to 
improve yourself when your com
rades spend their evenings having a 
good time.

T o rem ain in honest poverty while 
others grow rich by questionable 
m ethods which you could easily use 
yourself.

To refrain from  gossip, when o thers 
about you delight in it, and to  stand 
up for an absent person who is being 
abused.

N ot to bend the knee to  popular 
prejudice, but stand firmly erect while 
o thers are bowing and fawning for 
praise and power.

T o be a real man, a true woman, by 
holding fast to your ideals, when it 
causes you to be looked a t as strange, 
as “nutty ,” or perhaps as insane.

T o do your duty in silence, obscur
ity  and poverty while others about 
you prosper through violating sacred 
obligations.

T o  make your own creed and to 
live it when th at creed is unpopular; 
when you know th at you will be os
tracized because of your strange re 
ligious belief.

To be talked about, lied about, and 
yet remain silent when a w ord would 
justify  you in the eyes of others, but 
which you cannot speak w ithout in
jury  to  another.

To dress according to  your income 
and to  deny yourself w hat you can
not afford to buy, when o thers all 
about you are strain ing  way beyond 
their m eans to  keep up appearances.

T o stand for what you believe to be 
right, to  espouse an unpopular cause 
from principle when you know it will 
injure your standing in your com
m unity, or o thers’ estim ate of you.

T o throw  up a position w ith a good 
salary, when it is the only business 
you know and you have a family de
pending uopn you, because it does 
not have your unqualified approval.

T o  look a frow ning world in the 
face, to  refuse to go with the crowd, 
to  play the game of life alone if  need 
be, ra ther than  sacrifice one iota of 
principle to  popular prejudice.

Business dangers and troubles, like 
others, look less fearsom e when you 
come face to  face w ith them  than 
when you are try ing  to  run away 
from  them.

Intensive Merchandising 
Service

The difference between Intensive Farming; 
and Ordinary Farming; is the difference be
tween full ears and nubbins, bumper crops and 
lean crops, progress and poverty; in truth, 
between Success and Failure*

Some men do wheedle a sort of living from 
the soil, by energy badly aimed* Their posi
tion is precarious, because Nature is unkind to 
the unwise.

But the men who take an acre of ground, 
increase its productiveness until it pays a 
dividend—these are Intensive Farmers. For 
such are the rewards of agriculture*

These men are specialists—men who are con
tinually studying their subject from every known 
angle and point of view, profiting by their own 
and others* experiences. They understand their 
subject. They are experts.

Merchandising, like farming, may be Ordinary 
or Intensive. The latter is the kind that pays.
It is created by merchants who understand—mer
chants who appreciate the possibilities of their 
business and its capacity to expand and develop 
under proper direction and management.

We are Mercantile Specialists. The mercantile 
field has been our study for years. To make any 
and every outlay of mercantile energy yield its 
utmost return, to increase the productiveness of 
the grocery store until it pays its utmost profit, 
has been our constant aim and continued ambi
tion.

This is Intensive Merchandising which be
comes an investment* If you want us to help 
you make your store the most vital force in your 
community, we can do so by keeping you stocked 
with our saleable merchandise and furnishing 
you information as to how to handle it ad
vantageously and profitably.

N A T IO N A L  G R O C E R  
C O M PA N Y

Grand Rapids 
Lansing 
Cadillac 
Traverse City
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M ichigan R etail Dry Goods A ssociation. 
P res id en t—D. M. C hristian , Owosso.
F ir s t  V ice-P res iden t—George J . D rat*, 

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

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

L ansing.

C otton Prospects and C otton Goods.
A pparently the report by the De

partm ent of A griculture on the cotton 
situation has been thoroughly dis
counted by the professional traders. 
The general belief had been th a t con
ditions would be shown to be very 
unfavorable, and the speculation had 
been on th at basis. W hen the Gov
ernm ent estim ates were finally made 
public there was noth ing shown in 
them  th at altered conditions for the 
worse. So, by way of reaction, the 
quotations moved downward until the 
last day of trad ing  for the week, when 
they ' shot up again on the basis of a 
storm  approaching from the Gulf. It 
should be rem em bered, however, that 
the cotton plant has frequently proved 
a surprise to those who have wagered 
on its being true to predictions. I t  
is quite hardy and every once in a 
while has a way of recovering from 
an apparently  hopeless condition. 
W hile therefore, the guess o r “esti
m ate” just now places the season’s 
yield at 10,986,000 bales, it is within 
the possibilities th a t it may exceed 
this to tal by a million bales or more. 
The goods m arket has been more 
active than  is usual a t this tim e of 
year. W holesalers have been o rder
ing more freely in view of the bette r 
distribution and the increasing de
mands from retailers. Bleached and 
printed cloths are being pushed up in 
price to  correspond to  the m arket 
values of the unfinished material. Fine 
fabrics have come in for a large share 
of attention. Tn all lines of knitted 
wear the reports are quite optimistic.

W ool Supplies and W oolens.
L ittle  variation is shown in the wool 

situation from  week to week. L arger 
quantities are com ing in from  abroad, 
while the m arketing  of the domestic 
clip goes on apace. F igures were 
given out during the past week by the 
Bureau of M arkets of the D epartm ent 
of A griculture showing the consum p
tion of wool in the mills. T hese in
dicate the use during May of about 
55 000.000 pounds, grease equivalent, 
which is a very good showing for the 
tim e of year and denotes fairly active 
machinery. If  th is average should 
be m aintained for the year it would 
mean a greater consum ption for the 
period than  fo r any sim ilar period 
prior to  the war. and even for the 
year 1917. D espite the quantity  of 
wool available, prices both here and 
in G reat B ritain  keep to  high levels, 
especially fo r the  finer sorts. In  Eng-

land much dissatisfaction is expressed 
because the prices of woolen fabrics 
and, consequently, of clothing are 
very much higher than even-the cost 
of the wool w arrants. As a result 
there is an agitation for governm ent
al restriction  of profits. In  the goods 
m arket here the main m atters of in
terest are questions of deliveries and 
of when orders will be taken for 
spring goods and a t w hat prices. Tt 
is rem arked that, no m atter how 
scarce fabrics have been reported to  
be at various times, there has not yet 
been a time when w hat was wanted 
could not be had if one were willing 
to pay the price. T he cutters-up  are 
busy on their fall orders and remain 
very bullish as to  prices. None seems 
to w orry about cancellation of orders. 
Some even suggest higher prices for 
what has been already ordered on the 
ground th at labor costs have advanced 
so much since the orders were taken.

W h at H ave You Done T o  Help? 
W hat have you been doing within 

the  last two or three weeks to  bring 
about a public p ro test against the 
luxury taxes?

T his is your fight and it is a serious 
fight. Perhaps you say you are not 
selling enough m erchandise subject 
to the tax to  make the m atter of in
terest to you, but if you reason th a t 
way w ith yourself, you have not 
looked well a t the question.

T he great outstanding fact about 
this luxury tax is th a t if it yields a 
considerable am ount of revenue and 
retailers and public alike fail to  op
pose it strongly  enough to  get it re
pealed, it will remain as a precedent. 
Congress already is casting about for 
ways to  raise the m oney th at will 
be lost through N ational prohibition 
and to  raise o ther enorm ous sums for 
Governm ent use.

Do you w ant to  be saddled with the 
burden of collecting a  very large part 
of the vast, sum s the Governm ent 
needs or m ay need?

T he effort to secure the repeal of 
Section 904 m ust not be allowed to 
fail. The repeal resolution is before 
the H ouse of R epresentatives and it 
can be taken up and voted on a t any 
time. If enough m em bers of the 
House 'feel them selves obligated to 
vote for the repeal we can put it 
over and relieve our trade and the 
public of the burden of this kind of 
taxation.

Are you sure of the attitude of 
your Congressm an? D on’t be too 
sure. Even though he has told you 
he will vote for the repeal of Section 
904 put him  on record again and get 
your public to  demand th a t he work 
for the repeal.

Why Worry About July First?

W hen you can buy and receive your F a ’.l M erchandise 
now and get dating on it of Septem ber 1st. W e are not 
philanthropists bu t business m en and are calling yom  
atten tion  to  this, because we w ant you to  buy and get 
your Fall M erchandise in your sto re  before shipping and 
m anufacturing conditions get so much worse th a t you 
will be unable to  take care of your custom ers. T his 
doesn’t  take into consideration the fact that merchandise 
is jum ping in price every day and delay m eans th a t it w il  
cost you th at much more. I f  you shou 'd  real'ze  just how 
bad it is you would hop the first tra in  and come and buy 
your m erchandise from  us immediately.

NEW TERMS
In  line w ith  o ther changes in our institution, we take 

pleasure in  announcing th a t on all m erchandise o ther than  
th a t sold on ne t term s, the follow 'ng term s will apply:

3% discount if paid on o r before 10 days,
ZVz% discount if paid on o r before 40 days,
2% discount if paid on o r before 70 days,

A fter 70 days all invoices are due net, 
positively w ithout discount.

CITY DAY
E V E R Y  W E D N E SD A Y  you will find R E A L  BAR

GA INS in EV ER Y  D E P A R T M E N T . W e often  have 
m erchandise in  too  sm all lo ts  to  sam ple to  our salesmen, 
which we sell on  C ITY  DAY and m these days of con
stan tly  advancing prices, it  w ill be well w orth  your while 
to  come and see us on  C IT Y  DAY. A t this season of the  
year, m any lo ts of m erchandise become broken, and we 
have to  recall sam ples from  our salesmen. O n  City Day, 
we pu t these  on sale a t in terest.ng  prices, and they  w.ll 
make ju st the righ t stuff to  go along w ith  your o ther m er
chandise fo r Ju ly  Clearance Sales. W e are desirous of 
having you come and see us because i t  enab.es us to  get 
be tte r acquainted and have you realize w hat we have. 
W e are very proud of the kindly feei ng w hich has resu lt
ed from  the  visits of m any of our custom ers to  the House. 
O ur organization is proud and eager to  do everything 
possible to  make y our trip  b o th  profitable from  a  busi
ness standpoint and pleasant from  a social standpoint. 
D on’t  fo rget th a t th is is your headquarters when you are 
in Grand Rapids and our R E ST  RO O M  is for your con
venience.

Even though m erchandise is going h igher every day 
w e are  still well p ro tected  and  are holding our prices in 
a g reat m any cases under the mill prices. E ith e r come 
and see us a t  once o r give your order to  our salesm en o r 
phone o r send us your o rder by mail. I t  doesn’t  m ake any 
difference how you order, we will take care of you. Delay 
will be costly to  you.

PROMPT SERVICE
Exclusively Wholesale No Retail Connections
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Speed U p Turn-overs to  E nsure In 
creased Profit.

At infrequent intervals wooden 
dams were throw n across a m ountain 
stream  to furnish power for a few 
saw mills. The to tal power and the 
to ta l wealth developed by this stream  
were very small in comparison to  its 
latent capacity. An engineer surveyed 
the stream . He built m asonry dams 
close together th roughout its entire 
length. He transform ed the w ater 
power into electricity, transm itted  it 
to the near by cities and made a huge 
fortune. In both cases the river was 
the same. I ts  capacity for producing 
wealth was the same. But the en
gineer m ade the river do m ore work. 
He increased the num ber of w ater 
wheels it drove. He speeded up the 
turn-overs.

A man buys a business. He turns 
his stock once or twice a year. Busi
ness is good but he makes no money. 
Bills due pile up. H is creditors be
come impatient. He is driven into 
bankruptcy and is forced out of busi
ness. A nother m an takes over the 
business. H e turns the stock eight 
tim es a year. H is profits keep in
creasing. Each year he has a large 
balance for outside investm ents. In  
a few years he becomes one of the 
wealthiest men in the city. In  both 
cases the possibilities were the same. 
All the second m an did was to  make 
his capital w ork harder, to make it 
produce m ore w ealth for him. He 
speeded up the turn-overs.

In  a small New H am pshire city 
there lived an erratic old fellow who 
kept a little  store: One day a lady 
entered and asked for a can of tom a
toes. He told her th a t he had one 
can left but had ra ther not sell it. He 
desired to keep a good variety in 
stock and if she could wait he would 
get her a can of tom atoes later. T his 
m an never made more than barely 
enough money to  exist upon. He 

t wore cheap clothes, lived in the back
room  of the store  and had no m ore 
than enough to  eat. H e was keeping 
a store, no t running a business. He 
kept his goods ra th e r than  sold them. 
He was not speeding in his tu rn 
overs.

Money like rivers m ust be made to 
work to its utm ost if it is to  produce 
the g reatest possible wealth. I t  can
not be allowed to  lie idle in stock th at 
does not move. I t  cannot be allowed 
to become stagnant in goods in dusty, 
cobwebby warehouses. I t  m ust be 
kept constantly  on the move. I t  must 
work continuously. No sooner should 
it be invested in one lot of goods than 
steps are taken to  invest it in another 
lot of goods. I t  is not the am ount of 
capital a m an uses in his business as 
much as how hard he makes th at cap
ital work for him that determ ines 
the am ount of money he will make. 
I t  is not the am ount of m oney used 
but the way in which it is used that 
counts. Annual profits depend upon 
the success with which the business 
m an has been speeding up the tu rn 
overs.

New m erchandise is a profit maker. 
Old m erchandise is poison. I t ' not 
only eats up the profits but the capital 
as well. I t  is a poison th a t soon per
m eates the whole business system .

Unless it is eradicated it will even
tually kill the  business. T he strong  
healthy business has no old shop worn 
m erchandise eating out its vitals. I t  
has fresh new m erchandise constantly  
flowing through it from  the producer 
to  the consum er. S toring  goods is 
fraught w ith danger. Selling goods 
leads on to  success and wealth. Every 
business man has much to  gain in the 
revitalizing of his business which will 
result from  speeding up the tu rn 
overs.

I t  is not capital th a t business men 
need to  increase their profits. I t  is 
a vitalized active business. Some tiny 
city stores never carry enough stock 
to last them  m ore than  three o r four 
days. The owners of these stores 
are m aking money. Practically the 
to ta l capital invested is in fixtures, in 
overhead that is necessary to  Carry 
on the business. These men never 
fail. T hey always make money. They 
have no capital tied up in dead stock 
th a t is sapping the life out of the 
business. T hey need fear no compe
tition. T heir positions are im pregnable 
because they are speeding up the tu rn 
overs.

A dollar invested ten  tim es in a 
year brings in m ore ne t profits than 
ten dollars invested but once. One 
dozen each of six different item s will 
sell six tim es as many as six dozen 
of one item. Six profits instead of 
one. The th inner you can spread 
your capital and still m eet the de
m ands of your trade the g reater the 
profits you will make. T he thicker 
you spread it the g reater the quantity 
of single item s th a t you buy, the 
sm aller will be your profits. Every 
dollar more than is absolutely neces
sary th a t is invested in any one line 
of goods not only reduces the profits 
by ju st th at much but also clogs up 
the  business m achinery and prepares 
the way for the sheriff and his red 
flag. T here is but one way to  guard 
against this. T here is but one safe 
course to  pursue. T h at course is to 
speed up the turn-overs.

If  you m ust bury your m oney bury 
it in the back yard where you can dig 
it up again. D on’t bury it in idle stock 
where changes in value will prob
ably prevent you ever getting  it back 
again. Idle stock transm utes your 
m oney into dross. Active stock 
transm utes credit into pure gold. 
Keep on the active side of the line 
and you become rich. Fall back to 
the stagnant side and you die in the 
alms house. T here is only one safe 
and sure way of m aintaining your 
position on the profit side of the 
ledger. T h a t way is by speeding up 
the turn-overs. R obert Falconer.-

O bey th e  L aw  T o  the  L etter.
So long as the  luxury taxes re

main in force m erchants should obey 
the law to the  le tter and every m er
chant should take it upon himself to 
see th a t all o ther retailers do their 
duty in the same way. Ju s t so long 
as some m erchants do their duty to 
the Governm ent by im posing and col
lecting the tax  and some o ther re 
tailers entirely  ignore the law we 
shall have an insufferable condition 
of unfair com petition. I t  is ju s t as 
unfair and intolerable a form  of com
petition  for a re ta iler to  neglect to

collect these taxes as it is for a re
tailer to  advertise dishonestly.

A second consideration which 
should prom pt retailers to insist upon 
all o ther retailers in their comm unity 
collecting the tax  is th a t in this way 
the  public will feel the full burden of 
the law and it is axiom atic th a t the 
way to  secure the repeal of a bad 
law is to  enforce it.

If  these considerations are not 
enough to w arran t m erchants in fol
lowing tfp this situation there is a 
th ird  argum ent and th a t is, every 
m erchant owes it as a N ational duty 
to  see th a t the careless and dis
honest m erchants do not ignore the 
law.

Johnny’s M anners.
W here the carefully trained child 

learns bad m anners is a standing 
m ystery to  its watchful parents 
These anxious rearers of the young 
are often heard propounding this 
query, but generally w ithout result. 
Once in a while, however, out of the 
deep silence comes an illum inating 
answer.

Johnny  furnished one ju st the o th 
er day. H e had ju st finished a par
ticularly toothsom e dish of apple 
pudding, which he ate to  the last 
m orsel. Then, despite the fact th at 
there was company at the table, he 
deliberately picked up his saucer and 
licked it clean.

“Jo h n n y !” exclaimed his m other, 
after a horrified gasp, “who did you 
ever see do a th ing  like that?”

“Dogs,” replied Johnny.

BMULOW BROS. Grand Rapida. Mich.

A C C U R A TE - R ELIA B LE
UP-TO-DATE *

C R E D IT  IN FO R M ATIO N
G E N E R A L  R A T I N G  B O O K S  

now ready containing 1,790.000 
names—fully rated—no blanks— 
BIGHT POINTS of vital credit 
information on each name.

Superior Special Reporting Service
Further details by addressing 

GENERAL O FFIC ES

C H IC A G O . - IL LIN O IS
Gunther Bldg. - 1018-24 S. Wabash Avenue

July Clearance Sale
Specials in 

AH Departments
| Quality Merchandise—Right Prices—Prompt Service"!

Paul Steketee & Sons
W H O L ESA L E  D R Y  G O O D S G R A N D  R A PID S, M ICH .
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Office*—Grand Rapida, Mich.

Has an unexcelled reputation for its

Service to Policy Holders
$4,274,473.84

Paid Policy Holders Since Organization
CLAUDE HAMILTON W M . A . W A T T S  H ELLS. WILSON

Vico-Pree. President See y
JO H N  A. MeKELLAR RANSOM E. OLDS CLAY H. HOLLISTER

Viee-Pree. Chairman of Board Troaa.

SURPLUS T O  PO LICY  H O LD ER S $477,599.49
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M ichigan P oultry , B u tte r  and Egg A sso
ciation.

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

tro it. _  ,  ___
B 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. Johnwm , 

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

A Possible Check to  Inflation. 
Suggestive and possibly threatening 

to  the large and varied tribe of profit
eers in this country are the regula
tions concerning fish which have been 
passed by the Com m ittee on Legal 
Affairs of the M assachusetts Legis
lature. These include, am ong other 
things, the dictum  th at “m aintaining 
or increasing unreasonably the price 
of fish commonly used as food is here
by declared to be a crim e.” This, 
however, is made to apply specifically 
only in cases in which some one in 
combination or association w ith o th
ers enters into an agreem ent or un
derstanding to  th a t effect. There 
seems to be no reason why it should 
not be made to  apply to any one con
cern alone. Such legislation as to 
food goes back, in English-speaking 
countries, beyond the tim e of Queen 
E lizabeth and has been enacted in this 
country as affecting bread and other 
substances. N or does there seem any 
reason why sim ilar legislation may 
not be adopted affect’ng  o ther neces
saries of life than food. The State of 
M assachusetts, while it is about it, 
m ight prayerfully  consider the output 
of her cotton and woolen mills and 
shoe factories to d 'scover w hether 
their profits are not unreasonably 
large because of the inflated prices 
they have been able to force on their 
output. I t  seems highly probable that 
if the process of inflation on every
th ing  th a t the people eat, drink, or 
wear is pushed much further the over
w helm ing public demand for regula
tion will produce results th a t will be 
highly unpalatable to  the profiteers. 
T oo much insistence on h igher prices 
for the future is apt to  be hazardous.

T he Governm ent Surplus Salmon 
M ystery.

The trade is at a loss to understand 
the operat:ons of the official m ind as 
applied to  the m atter of releasing the 
surplus salmon which the Governm ent 
departm ent having charge of it has 
resold or is reselling to  the packers 
from  whom  it was originally obtained. 
A lthough there  have been frequent 
reports of lots released, a close in
vestigation fails to reveal a single in
stance in which any of the salmon, in 
large o r small lots, has been actually 
turned back to  packers, enabling them  
to  m eet the clam orous demand for 
delivery from  the buyers to  whom 
they  have made resales of these goods.

One of the reasons assigned for

not getting  their goods was the fail
ure of packers to properly observe 
the ruling which calls for the forw ard
ing of their certified check to  W ash
ington for the am ount covering the 
quantity they are to  take back. In 
stead of complying literally with that 
rule they had instructed their brokers 
who had resold the goods to send 
their (the broker’s) check to the Q uar
term aster General, which the latter 
refused to  accept. F rom  w hat is held 
to be a highly authoritative source it 
was learned recently th at while this 
m ight be a contributory  cause of de
lay it was not the real reason why the 
salmon is not getting  into trade chan
nels. T his authority , who is located 
on the Pacific Coast, in a le tter to  a 
New Y ork broker, says in effect th at 
the Governm ent has not yet actually 
released a single case of the  salmon 
to anyone, and that it is his under
standing from statem ents made by a 
high official th at it will not re 'ease 
any of it to  any individual packer un
til signed contracts have been re
ceived from all of them  th at are in
terested. “In  other words,” he writes, 
“the Governm ent insists th a t there 
shall be unanim ous consent, evidenced 
by signed contracts from  all of the 
packers, th at they will take the sal
mon back under the same conditions, 
before a can of it will be released.”

Rebuilt
Cash
Register
Co.

(I- corporated)
122 North 

Washington Ave. 
Saginaw, Micb.

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

Our prices and terms are right
Our Motto:—Service Satisfaction.

The maker’s confidence in 
this delicious Peanut But
ter keeps the name before 
the public. Let your cus
tomers know you have it. 
Everybody likes it.

In tins from Ask Your
8 oi. to too lbs. Jobber

I .  P. MILLER, President F. H. HALLOCK. Vice Free. FRANK T MILLER, See. and Tree*

M iller M ichigan P o ta to  C o .
WHOLESALE PRODUCE SHIPPERS

Potatoes, Apples, Onions
Correspondence Solicited

Wm. Alden Smith Bldg. Grand Rapids, Mich.

M. J. Dark & Sons
W holesale

Fruits and Produce
l  and  3 Ion ia  A ve., S. W .

Cite. Phone 4227 Bell Phone M. 4227

Grand Rapids, Michigan
Correspond with us regarding Huckleberries. 

Located one block north of Union Depot—call 
and see us.

Setter Imowiw^ Mose WE HANDLE THE BEST GOODS OBTAINABLE
22 rears experience AND ALWAYS SELL AT REASONABLE PRICES

I t ’s a Good B usiness P o licy
to know that

Your Source of Supply is Dependable
You can

Depend on Piowaty
M. Piowaty & Sons of Michigan

M A IN  O FFIC E, G R A N D  R A PID S, M ICH.
B ranches: M uskegon, Lansing, B ay C ity , Saginaw , Jack so n , B attle 

C reek , Kalam azoo, B en ton  H ar o r , M ioh.; S ou th  B end, Ind .
OUR N E A R E ST  BRANCH W IL L  SERVE YOU

■W e Buy T 7 W e Store T ?  W e Sell 
G G S  H / G G S  G G S

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

• a *
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Advantages E njoyed by th e  Sm aller 
Stores.

Despite the advantages of large 
organization, big advertising appro
priations and the lure of downtown 
for shopping, the neighborhood stores 
in every city have some distinct ad
vantages over the big downtown 
stores that are all their own.

Much of the m erchandise carried 
is the same as th at offered by the big 
stores. Prices are about the same, 
and so are the sources of supply.

The neighborhood store has a dis
tinct clientele, and it can stock to 
suit its trade, which is very im por
tant.

The wise neighborhood store m er
chant will watch closely the m ethods 
of the big stores, whose buyers are 
really, in a sense, successful m er
chants on their own account and who 
m ust make their departm ents pay at 
a certain “ra ting” of profit independ
ent of the store as a whole.

They have to  pay for their share 
of advertising and general expenses. 
They pay rental higher than th a t of 
the neighborhood store. T hey pay 
their share of all upkeep expense and 
o ther overhead, including costly  ac
counting system s, delivery, insurance, 
losses by damage and theft and bad 

'  accounts and general m anagerial costs 
as well. And they are charged as a 
departm ent for the use of the firm’s 
money.

The proprietor of the neighbor
hood store and his principal employes 
have the advantage of direct contact 
with customers. T hat was in the 
early days accounted one of their 
g reatest advantages by such m er
chants as John W anam aker, M arshall 
Field, Eben D. Jordan, A. T. Stewart, 
Isaac Clothier and Justus Straw- 
bridge.

The clerks and salespeople in the 
neighborhood store can and should be 
either residents of the vicinity or well 
acquainted.

T he requirem ents of any neighbor
hood in any line of goods can be very 
readily ascertained by a live m erchant 
who keeps personally close to his 
trade and through his clerks keeps 
posted. H ere he has an advantage.

Deliveries can and should be made 
m ore prom ptly than  by the big down
town stores. But there is great op
portunity  for econom y here. Clerks 
can be drilled to largely increase the 
“take-w ith” trade and correspondingly 
save money for the m erchant.

In the Harlem , BVonx, Brooklyn 
and Greenwich Village sections of 
G reater New York a recent canvass 
made shows an average increase of 
32 per cent, in “take-w ith” sales in 
twelve kinds of neighborhood stores 
in sixteen months.

Cash trade, with its many advan
tages, may also be encouraged in 
many ways. Often the diplom atic 
word from  the proprietor will tran s
form the slow payer into a cash cus
tom er, or a t least one who pays 
prom ptly at the end of each week.

Sometimes signs bearing well-chos
en words announcing the cash system  
are desirable. Some successful neigh
borhood m erchants offer premiums, 
discounts or o ther advantages to  “take 
w ith” and cash customers. • •

The big downtown m erchants have 
high-priced specialists who study de
mand under very advantageous condi
tions. T he neighborhood m erchant 
will do well to watch and follow their 
offer or anticipate them. T hey know 
when women are going to w ant ging
hams and screens and fresh fruits, and 
preserving jars and broom s and all 
sorts of merchandise. T hey have built 
up their furniture weeks, white sales, 
glove sales, millinery openings, etc., 
on this definite knowledge.

Stock “turn-over” is what counts. 
Keep in stock w hat the people of your 
neighborhood want. Keep nothing else 
m erely for the sake of variety and 
appearance.

In recent investigations I found the 
following facts as told me by neigh
bourhood m erchants who had ceased 
to lend ear so closely to  the urging 
of jobbers and special salesman, and 
have established cam paigns to  give 
their trade exactly what it wanted, 
when wanted:

One butcher sells 119 pork tender
loins a week.

One store dealer has increased his 
trade m ore than  100 per cent, on 
shoes soled with neolin.

One hardware and general store 
has had a trem endous increase in 
sales of paint for kitchen and b a th 
room  walls and interior woodwork.

One dry goods store had a ging
ham sale recently, to taling  6,200 yards 
more than in any week in its history.

And I could give o ther instances. 
The point is th at in every case the 
tip was got by w atching the “big 
fellows.” J. F. Beale, Jr.

T he Conscientious Scot.
“An enterprising  drum m er,” says 

a New Y ork business man, “once a t
tem pted to  bribe an old Scotch m er
chant by offering him a box of cigars.

“ ‘Na, na,’ said the old chap, shak
ing his head gravely, ‘I canna’ tak ’ 
’em.’

“ ‘Nonsense,’ said the  drum mer. ‘If 
you have any conscientious scruples 
you m ay pay me a quarter for the 
box.’

“ ‘W eel, weel,’ said the old Scot, ‘I ’ll 
tak' two boxes.’ ”

W e M anufacture  F ive D ifferen t 
S ty les of

EGG TESTERS

S. J. Fish Egg Tester Go.
Write for catalog. Jackson, Mich.

SEEDS
:BUY THE V EST

Reed & Cheney Company
Grand Rapids, Michigan

WE BUY AND SELL
Beans, P o ta toes, O n ions, A pples, C lover Seed, T im o th y  Seed, Field 
Seeds, Eggs. W h en  y o u  have goods fo r sale o r  w ish  to  purchase  

W R IT E , W IR E  O R T E LE PH O N E US

BothiTeiephon«. mi M oseley Brothers, l u S

W E ARE HEADQUARTERS 
WHOLESALE

Fruits and 
Vegetables
Prompt Service Right Prices 

Courteous Treatment

Vinkemulder Company
GRAND RAPIDS MICHIGAN



M I C H I G A N  T R A D E S M A N Ju ly  9, 1919

t STOVES and HARDWARE
^  £  >

Some Suggestions In  R egard T o 
Cordage Business.

W ritten  for th e  T radesm an.
A good many hardw are dealers are 

inclined to  list cordage am ong the 
lines which they carry but do not 
need to  push. Cordage is a staple. 
“W hen people w ant rope or twine, 
they’ll come for them ," is the h ard 
ware dealer’s point of view.

The head of a certain large concern 
which m anufactures a well known 
and nationally advertised line of 
household goods was once asked the 
reason for his extensive publicity 
campaigns. “Every person has to  
buy your goods anyway,” he was told, 
“so why go to  all this expense?” T o  
which the m anufacturer pointedly re
plied: “ But we w ant them  to buy 
m ore of our goods.”

So while a lo t of cordage business 
will come to the hardw are dealer in 
any event, it is only by pushing that 
he can develop the full possibilities 
of th is line. You don’t need to push 
cordage to  the fron t to  such an extent 
as to  crowd all o ther lines into the 
background. B ut it will pay you to 
rem ind the public th a t you handle 
rope and twine. M ention these lines 
in your new spaper advertising now 
and then, put on an occasional win
dow display—and see to  it th a t the 
display isn’t along a hackneyed, time- 
honored pattern.

T ake binder tw ine: the com m on
place idea in display is a pyram id of 
balls of twine. T h at has been done 
so often th at it ceases to pull, to  the 
extent th a t any display should pull. 
T he pyram id should therefore be 
helped out by some accessory idea 
th a t has a touch of novelty; or there 
should be some entirely  new idea 
substitu ted  for it.

Cordage lends itself to  lettering, 
and le ttering  is an essential in any 
display. Norm ally, you use show 
cards and price tags. But in your 
binder tw ine display, you can vary 
th a t by  covering a board, say 2 x 5  
feet, w ith crepe paper. Tack a length 
of rope around th e  edge by way of 
border. T hen, inside the  border, tack 
a length  or so of twine in the shape 
of lettering . “Buy Y our Cordage 
Hiere” is a suggested slogan to use. 
“Use O ur Rope to  H ang the K aiser” 
was used last year in a display. Think 
up a catchy slogan, preferably in 
th ree  or four short w ords; and use 
your tw ine-sign as the center of your 
display. A round th a t you can arrange 
coils of rope or balls of twine in any 
form  you please.

One display showed an old fash
ioned well, built up with balls of 
tw ine ; and on top a  sort of windlass 
with a rope suspended. A nother idea

was a m odel aeroplane made up of 
hardw are articles, suspended on a 
length of rope stretched from  one 
corner of the window to the other. 
T im ely ideas can often be improvised 
in connection with curren t events.

Signs lettered  with twine or cord
age can be worked into a good m any 
displays of o ther hardw are lines, and 
will help to  keep the cordage depart
m ent before the public.

Of course one of the im portan t 
talking points w ith twine is its 
streng th  and durability. T he “weight 
te s t” is often used in display to  em 
phasize this point. A scertain w hat 
weight a single strand of your twine 
will bear. Then place a bundle of 
tw ine in the center of the window, 
detach the end, and run it through a 
ring suspended from the ceiling. A t
tach the w eight to  the end of the 
twine. A show-card should state th at 
“Every  strand of —— cordage can 
sustain this much w eight” em pha
sizes the point. Of course it will be 
advisable to see to it th at the twine 
is renewed every night.

In  selling rope, the pound basis is 
generally used; but the average pur
chaser usually w ants so m any feet 
of rope, and knows nothing about the 
pound equivalent. See that your 
salesmen are posted on the equiva
lents; so th a t they can tell any cus
tom er approxim ately what a certain 
length of a certain sized rope will 
cost. Then, too, it is w orth  while for 
clerks to  know how much weight any 
specified rope will carry—500 pounds, 
700 pounds, -etc. I t  is a  good idea 
to  have this inform ation typew ritten 
on cards and tacked up on the wall 
in close proxim ity to  the cordage 
stock. T his will serve as a safe guide

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

Boston Straight and 
T ran s Michigan Cigars

H. VAN EENENAAM & BRO.. Makers 
Sample Order Solicited. ZEELAND. MICH.

OFFICE OU I FITTERS
LOOSE LEAP SPECIA LISTS

Th e , Co
ÌX1-VR Pearl t. (near bridge) Granii W«i>iH«. Mi«-h.

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 site platform 

J j y U L  wanted, as well as height. We will quote 
a money saving price.

Sidnev Elevator M ale. C o.. Sidney, Ohio

Job b ers  in  A ll K inds of
B ITU M IN O U S COALS 

AND COKE
A.  B. Knowison Co.

M9-M7 Powers’Theatre Bldg., Grand Rapids, Mich.

A Special King for the Control ot Excess Oil

McQUAY-NORRIS
S.upcpetjl'

RINGS
Use one in the top groove of each piston. Leaves 

just the film necessary for proper lubrication.

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

Foster, Stevens & Co.
Wholesale Hardware

157-159 Monroe Ave. s 151 to 161 Louis N " .

Grand Rapids, Mich.

Brown & Sehler Co.
M anufacturers of

Harness, Collars and Fur Coats
Jo b b ers in

Saddlery Hardware, Summer Goods 
Blankets, Robes, Mackinaws 

Sheep Lined and Blanket Lined Coats 
Farm Implements

G R A N D  R A P I D S , M I C H I G A N
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to hardw are juniors, who are ap t to 
get their figures confused.

T he o ther day I was buying cord
age in a hardw are store. I had to 
go down into a dingy, ill-lighted 
basem ent to  pick out w hat I wanted. 
The salesman was very capable and 
obliging; still, it is desirable wherever 
possible to  avoid taking custom ers 
upstairs or downstairs. One dealer 
who had for lack of floor space to 
keep his cordage stock in the base
ment, had holes bored in the floor 
and the rope ends strung  through 
these holes. By m eans of this handy 
device a custom er could see all the 
sizes of rope in stock and m ake his 
selection, w ithout having to go down
stairs.

Cordage can take up a g reat deal 
of floor space or a very little, depend
ing on the arrangem ents for display
ing and sto ring  the goods. In  one 
large city store the cordage display 
consumed approxim ately 68 feet of 
floor space. By installing a handy 
display rack, the am ount of floor 
space required was reduced to  about 
18 feet. The fram e of this rack was 
made of light gas pipe, joined togeth 
er in sections to accomm odate the 
different sizes of rope. T he shelves 
were of wood sufficiently thick to 
carry” the w eight of the stock. The 
rack was placed against the wall and 
the bottom  shelf raised above the 
floor level for sanitary reasons and 
to keep the stock in good condition, 
and convenient to  handle. The 
loose ends of each rope were run 
through V-shaped eyelets which grip
ped and held them  from dropping 
through the floor of the shelf into 
the coil below.

On the floor of the stock room  a 
m easuring scale running up to 10« 
feet* was m arked out with brass
headed tacks; one tack for the first 
foot, two for the second, three for 
the third, and the figures outlined by 
tacks from  four up. Thus the sales
m an is able to quickly secure the 
size of rope wanted and m easure off 
the am ount required.

Cards are placed in each section 
listing the stock of sho rt ends with 
the length of each loose end. T his is 
accomplished by  keeping a continu
ous stock sheet, m arking against each 
coil of rope the am ount sold from  it. 
Thus the stock keeper tells a t a 
glance the length still in each coil. 
The card gives the length of each 
coil, and, as soon as this is sold, it 
is erased from  the list. This m ethod 
reduces the loss from  waste ends and 
keeps the stock in b e tte r shape. I t 
also rem inds the salesman th a t there 
are short ends to get rid of and he 
keeps a keen look-out for opportuni
ties to dispose of these.

An arrangem ent of tnis so rt has 
the added value, th at a clerk can tell 
instantly  w hat is in stock. W here 
stock is piled prom iscuously in a 
dark corner, the salesman is apt to 
sidestep the difficult task of hunting 
through the whole pile for some size 
of rope th a t m ay or may not be in 
stock. T hus sales are lost.

A small town hardw are dealer 
m akes a practice of sending a m em 
ber of his staff twjce a week into 
the neighboring country with a truck-

C E L L A R  
OIL ST O R A G E

Think About Your 
Oil Room

Think of the m any m inutes you lose in a  day, nand- 
ling gasoline and oil, m inutes you could save by 
the use o f up-to-date equipment.

LET US SEND YOU LITERATUi 
PROVING OUR CLAIMS

S. F. BOWSER & CO„ Inc. f o r t  WAYNE, i n p
Toronto Office and Factory 

66-68  Franar Ave.

OIL STORAGE OUTFIT

H as each sale m ade, actually  paid you a  profit, or 
have the profits gone glimmering, because of over- 
m easure, oil spilled o r lost th rough  leakage and 
evaporation and too m uch tim e spent in handling?

A

will put your oil business on a clean profitable basis. It is 
leak and evaporation proof, accurate, convenient, absolutely 
clean and -attractive and a  great tim e saver. I t  will sell 
more oil w ith less effort. No loss of any kind. No odor.

load of rope and twine. The sales
m an calls on all the farm ers, and 
quite often sells out his entire load to 
farm ers who are too busy to  come 
to town. O ther goods are canvassed 
for on such trips, and often these 
trips are combined with deliveries of 
articles already sold. W ith  the help 
problem  less difficult then  it has been, 
outside canvassing can be carried on 
m ore extensively.

In  any event, cordage is worth 
occasional featuring in window dis
plays; and will pay for a little extra 
thought and effort on the hardware 
dealer’s part. V ictor Lauriston.

The fact that England furnished 
a higher percentage of her population 
for the w ar than any o ther part of the 
Em pire has become familiar from 
repetition—although a sneer to  the 
con trary  has not wholly died. The 
English sent forward 24.02 per cent, 
of their male population; the Scotch 
23.71 per cent.; the W elsh 21.52 per 
cent.; U lster, 31 per cent, and South

ern Ireland 6.4 per cent. An in terest
ing comparison of colonial figures is 
furnished by the Round Table. New 
Zealand is strikingly in the lead, hav
ing raised 19.35 per cent, of her male 
population. Canada and A ustralia are 
virtually tied—13.48 and 13.43 per 
cent., respectively—while South A fri
ca, counting those who assisted in the 
short campaign against German 
Southwest, makes the creditable 
showing of 11.12 per cent. New Zea
land had the advantage over Australia 
of adopting conscription, and over 
Canada of containing no such partly  
indifferent elem ent as the French 
Canadians. ,

Do not give up your dream because 
it is apparently  not being realized; 
because you can not see it coming 
true. Cling to your vision with all 
the tenacity you can m uster. Keep 
it bright; do not let the bread-and- 
bu tte r side of life cloud your ideal 
or dim it. Keep in an am bition-arous
ing atm osphere.

Kent Steel Company
Grand Rapids, Micb.

Structural Steel
Beams, Channels, Angles

Ideal
E le c tr ic  Co.

128 Division Ave., So. 
Grand Rapids

We have on sale a most 
wonderful display of Arti
ficial Flowers. Palms. Ruscus 
Trees, boxes, hanging bas
kets. also a miniature thea
ter with latest portable mov
ing picture machine, etc.
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SbHE commercial travele

H O T E L  M cK I^ N O N
CADILLAC, MICH. 
EUROPEAN PLAN 

Room* with Running W ater—  $t-00 and up
Room« with Bath . . . .  ...............i l  .50 and up

DINING SERVICE UNEXCELLED

G rand Council of Mlchlflan 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 . Burch, of D e

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

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

maxoo.

Gabby Gleanings From  Grand Rapids.
Grand Rapids, July 8—A ‘ com

pound” item in the w rite up last week 
of the Supreme session of the U nited 
Commercial T ravelers at Columbus, 
Ohio, should have read, “ Michigan 
was well recognized, both by the pre
siding Grand Counselor F. G. C. Cox 
in his appointm ents for the session 
by olacing A. G. M acEacheron, of 
Cadillac Council, on the Com m 'tte of 
C harters and D ispensations and the 
newlv-elected Supreme Counselor R.
A. Tate, in m aking his appointm ents 
for standing com m ittees for 1920. gave 
an appointm ent on the Jurisprudence 
Com mittee to  W ilbur S'. Burns, of 
Grand Rapids Council.

Charles C. Perkins was in Grand 
R ap;ds for a few days last week, hut, 
like the Arabs of old, he folded his 
ten t and has gone on to  new territory . 
Tuesday evening he and his family 
were guests of W illiam  D. Bosnian 
and Mrs. Bosnian. W ednesday eve
ning Mr. and Mrs. John D. M artin 
entertained Mr. and Mrs. Perkins and 
their son, Stuart, a t their home with 
a nine course dinner and T hursday 
evening thev were guests of Mr. and 
Mrs. Allen F. Rockwell. Friday they 
w ent to  M uskegon to  say good bye 
to  Mr. Perkins’ m other, and from 
there on by boat to  Chicago to  spend 
a day with the family of Mrs. P e r
kins. before taking final departure for 
their new home in Minneapolis. W e 
will miss them  both— Charlie from  the 
m eetings of No. 131 and the very able 
support he gave all m atters of im
portance to  131, and we will miss them 
both from our parties, pictvcs and all 
o ther social functions. T he best of 
go^d health, success and prosperity  
goes with them  to  their new home 
from  every m em ber of Grand Rapids 
Council and manv o ther friends they 
are leav:ng in Grand Rapids.

A niftv little n rize-’s offered for a 
m issm g Grandville eirl with a b irth 
m ark iust below the knee, so keep 
your eye on the street car steos.

Bob E llw aneer. A rt Borden. W ill 
Cam and their fam lies m otored to  
M orrison I ake for the 4th. A rt B or
den had some time pettiner his B. V. 
D.’s off after returning, due to  the 
am ount of fish hones sticking through.

L. E. S tranahan a^d wife and C. F. 
H a rt and family will m otor to Camp 
Lake, m ak’ng  their home at the TVxie 
cottage from July i s  to  Sept. 1. Take 
warning, all you nimrods. get ready 
to  swap some good ones this fall.

E. A. Crandall and family returned 
last week f ro m  a oleasant two weeks’ 
vacation a t W all Lake. . P u t on your 
gas masks, fellows, when you see E. 
A. coming, for he is sure full of fish 
stories.

Mrs. V. A. Pilkington and children 
will spend the rem ainder of^ the sum
m er a t their cottage on picturesque 
T orch Lake.

F. E. Beardslee and family will pay 
F red ’s m other a visit th is week at 
Detroit. Fred claims the excitem ent 
of going to D etro it is all over, because 
Ohio has gone dry, the same as Mich
igan. No explanations necessary.

W illiam E. Sawyer and family will 
spend the rem ainder of the sum m er 
at Green Lake. W ill’s m other, father 
and sister from Allegan paid him a 
visit last week.

H arry  W inchester, of the W orden 
Grocer Company, was confined to  his 
home for a few days, caused by the 
heat.

Great doings a t Green Lake Satur
day! W ill Sawyer christened his 
beautiful new launch, the Florence. 
Due to  the lack of wine, Bill broke 
a bottle of W orden’s lem on extract 
over the bow, this being furnished by 
Fred Beardslee.

L. E. S tranahan recently purchased 
a new home on Francis avenue, near 
the entrance of Garfield Park.

W. S. Cain and W ill Bosnian are 
the happy ow ners of brand new 
spanking Nash cars.

Com plaints from an old time trav 
eler who has made his home for a 
num ber of vears past a t the H otel 
Bryant, a t Fh'nt. T his hotel recently 
changed hands and from  the way the 
new m anager is handing it to  the 
ibovs, his hotel experience is very 
lim ited o r he does not care for the 
patronage of traveling  salesmen. Con
ditions of the lavatories and the 
charg 'ng  of 10 cents for checking of 
grips are by far a very short-sighted 
way to do business. U nless some 
changes are made at once, salesmen 
will look for new quarters.

W illiam  R. Allen, form erly book
keeper for the local branch of the 
N ational Biscuit Co., but for the past 
dozen years book-keeper in the gen
eral store of Cobbs & Mitchell, at 
Springvale. died a t the hom e of his 
step daughter at A tlanta, Ga„ July 5. 
The body was brought to  Grand R ap
ids Sunday. Funeral services were 
held a t the M etcalf undertaking room s 
M onday afternoon, in term ent being 
subsequently made in Garfield Park  
Cemetery. Deceased leaves a wife, 
to  whom he was m arried four years 
a^o. and a step daughter, Mrs. 
T hom as Modie. of Atlanta. Ga. Both 
were present a t his bedside when he 
d:ed and a t the funeral in Grand Rao- 
ids. Mr. Allen was a man of great 
faithfulness and fidelity to duty and 
en ’oyed the respect of all who knew 
him.

Samuel S. W alker is spending the 
m onth of July, sunerintending the 
shipping of the m achinery from the 
S tar K’n :ttincr W orks, on Siblev street, 
to Memphis, Tenn.. where a new com
pany has been organized to resume 
the m anufacture of underw ear under 
the name of the S tar K nitting  Mills. 
The new company has a nominal cap
ital stock of $100 000 and is officered 
as follows: President and M anager, 
Samuel S. W alker: A ssistant M an
ager. E. B randt W alker; Secretary and 
T reasurer, Samuel A. W alker. The 
la tter has been engaged in the re ta ’l 
furnishing goods business a t Memphis 
for the oast seven vears. S. S. will 
remove from D etro it to Memphis as 
soon as he completes the w ork of 
shipoing m achinery from the Grand 
Rapids plant. Brandt, who has been 
in F rance for m ore than  a year, is 
now a t Camp Mills, on L ong  Island,

Bell Phone 696 Citz. Phone #1866

L y n c h  Brothers 
Sales Go.

Special Sale Experts
E x p e rt A d vertis ing  

E x p e rt M erchandising

399-210-211 M urray BMg 
GRAND RAPIDS, M ICHIGAN

GOODRICH 
1  BOATS 1

T o  C h icag o
Daily—8;05 p. m.

From Chicago
Daily—7:45 p. m. 

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

Station 8:05 p. m.

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

Tickets sold to all points west. 
Baggage checked thru.

W. S. NIXON,
City Pass. Agent.

GRAHAM & MORTON  
Transportation Co.

C H I C A G O
<11* *1 C A  Plus

J s a / U  W ar T a x

Michigan Rai lway
Boat Flyer 9.00 P. M.

DAILY
Leave Holland 9 30 p. m. DAILY 

Leave Chicago 7 p. m. DAILY

p”a ,i ï i .  Freight Shipments

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

European Plan, 75c Up 
Attractive Rates to Permanent Gueats 

Popular Priced Lunch Room 
COURTESY SERVICE VALUE

C O D Y  H O T E L
G RAN D  RAPIDS

o  » t p o  i t l  without bath 
*•*"" * “ “  j  $1.50 up with bath

C A FETERIA  IN  CO N N E CT IO N

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

CEN TRA LLY  LO CA TED  
Rates $1.60 and up 

EDW ARD R. SW E T T , M ar. 
M uskegon M ichigan

THE • RENDESVOUS •OF*REFINED A M U SE M E N T • SEEK ERS

The same popular prices will prevail this year. 
Matinees, except Holidays and Sundays, 10 and 25 cents. 
Evenings. 10.25,35 and 50 cents, plus the war tax. For the 
convenience of patrons, choice seats may be reserved at 
The Pantlind Style Shop. Peck’s and Wurzburg’s at no ad
vance in prices, or your seat orders will be promptly and 
courteously attended to. if telephoned direct to the Park 
Theatre Office.
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and will take up his residence in 
M emphis as soon as he receives his 
discharge from the service of Uncle 
Sam.

W ith three sheets of arrivals Mon
day, the total of arrivals for the sum 
m er season furniture m arket will 
reach pretty  near the 2,200 mark, with 
the probability of passing even that 
before the week is over. T his big 
opening for this, the th ird  week of the 
season, is highly gratify ing  to every
body in the m arket. T here are some 
with no goods to  sell, yet the repre
sentatives in nearly all the different 
spaces are here with the glad hand to 
welcome whoever may come. Some 
who thought their lines were all sold 
up last week have, upon going over 
and checking up, found they can take 
care of some m ore business, so the 
m arket will go “m errily on” to the 
end of this week, but it is a safe bet 
that unless they w ant to  just play 
lazy for the rem ainder o f this year 
it will be absolutely necessary for 
m any of the fellows to find some other 
employm ent until the opening of the 
January  m arket.

“L ittle” Dick W arner, the salt sales
man, is spending the heated term  at 
Pentw ater with his family. T hey are 
located a t V erbeck’s Tavern.

Richard W arner, Sr., will round out 
fifty years’ continuous service as a 
traveling salesman Ju ly  19 and pro
poses to  celebrate the event in a be
coming m anner. Mr. W arner has al
ways been as faithful as a clock and 
enjoys the love and respect of every
one who knows him.

L. E. Stranahan.
A Sym pathetic Collector. 

“Carelessness is the m ost frequent 
cause for delay in paying bills, I be
lieve,” says a retail m erchant. “ In 
making collections, therefore, I sym 
pathize with my debtor, instead of a t
tacking him. T his is the kind of let
ter I find especially effective w ith 
professional m en:

D ear Mr. B arton: One day early 
last m onth the postm an left me a lit
tle bundle of “isinglass-front” envel
ops—the regular m onthly statem ents.

I t chanced to  be a busy Monday 
m orning, and I didn’t have time to 
make out checks, so I tucked the en
velops into a pigeonhole of my desk 
for future reference. W ell, sir, do 
you know I forget all about those 
statem ents until I happened to  run 
across them  this m orning in rum m ag
ing around m y desk. A nd here it is 
the first of the m onth again!

“Strange I should do a trick  like 
that,” said I  to  myself. And then I 
got to th inking about the  incident. 
“Maybe it’s no t so strange, afte r all,”
I added. “ I ’ll ju st bet there are a 
whole lot of m en afflicted with 
pigeonholes and bad m em ories.”

I guess m aybe you, too, are suffer
ing from  the malady, Mr. B arton. O r 
perhaps yours is the “coat-pocket-file” 
disease ( th a t’s another of my pet 
vices). Anyway, probably you’ve m is
placed our statem ent, for we don’t 
seem to have any record of receiving 
your check for $3.50, covering a bal
ance which we have on our books 
against you. W on’t you please let 
us have a rem ittance this morning, 
so we can close out the item? T hank 
you. Maxwell Droke.

Em ploym ent T ests.
H ere are ten tests to  apply to  any 

new w orker who asks for a position:
1. W illingness to  work.
2. Knowledge of work.
3. Quickness.
4. Loyalty.
5. Initiative.
6. Courtesy.
7. Sobriety.
8. Ambition.
9. Ability to  serve.
10. Steadiness.

D etro it M erchants O rganize a Retail 
Bureau.

Detroit, July 8— Fifty down-town 
stores have signed application blanks 
and signified their intention of be
com ing mem bers of the recently o r
ganized Retail M erchants’ Bureau of 
the Board of Commerce and of co
operating  in every way possible to 
make the Bureau a success. As yet 
no active m em bership cam paign has 
been institu ted  by the Bureau. Ap
plications are being received every 
day from firms th a t desire to  become 
associated with an organization of 
this kind.

Z. Him elhoch, of H im elhoch Bros., 
chairm an of the M em bership Com
mittee, says: “Applications for mem
bership in our retail organization are 
being received much faster than  we 
anticipated. W e have not as yet work
ed out a definite m em bership drive. 
The firms th a t have so far joined the 
bureau have done so because they 
realize the g reat advantage of becom 
ing affiliated w ith a re ta ilers’ organ
ization and know the immense am ount 
of good th a t can be accomplished by 
such an organization.

A little later in the sum m er we are 
planning to  s ta rt a regular m em ber
ship campaign. D uring the drive we 
will have a banquet in the auditorium  
of the Board of Commerce. W e will 
have good entertainm ent and a speak
er of National reputation  who will be 
able to give an in teresting  as well as 
instructive talk  on the present-day 
problem s which confront the retailer. 
This banquet will be open to all re
tailers w hether or not they are mem
bers of the Retail M erchants’ bureau.

“W e will, a t first, confine our ac
tivities to  the down-town firms and 
will endeavor to  have a 100 per cent, 
representation  of these firms in our 
Bureau. T he in terest and enthusiasm  
now being shown by the down-town 
firms in the new retailers association 
would indicate th at this will be an 
accomplished fact before very long.

T he following are some of the p ro
posed activities of the Retail M er
chants’ Bureau:

1. T o  co-operate in all m atters 
tending to  prom ote the retail trade 
of the city and general welfare of the 
community.

2. To take all necessary m easures 
to  offset and discourage im proper 
form s of competition.

3. C ontrol of charity  and advertis
ing solicitations.

4. T o  devise m ethods of a ttrac ting  
the trade of those sections th a t are 
reached by in terurban cars.

5. T o guard against detrim ental 
legislation.

6. T o prom ote strictly  American 
m ethods in the conduct of business.

7. Patrio tic  activities.
8. Regulations and agreem ents on 

Christm as shopping.
9. T ax  regulations.
10. P rotective service against shop

lifting.
11. C ontrol of transien t and itiner

ant vendors.
12. Shop early campaign.

L ate News From  th e  Celery City.
Kalamazoo, July 8—Hale W hisler 

has opened a grocery store a t 922 
Portage street in the building form er
ly occupied by Julia Hogan.

The finishing touches are being put 
on the four new Standard Oil Co.’s 
filling stations and are rapidly nearing 
completion.

A rthur Van Bochove has completed 
alterations on the building a t 814 
South W est and now has a fully 
equipped service station  for the con
venience of the m otoring public.

John  Rozankovich, who form erly 
conducted a grocery and m eat m arket 
on Fourth  street, has returned home 
from  N orthern  Russia, where he has 
been stationed w ith a part of the 8th 
Division In fan try  forces.

A very sad accident occurred near 
the hom e of grocer D an J. Beadle, 
when his son accidently discharged a

gun which he was cleaning, the bullet 
strik ing  a neighbor lad by the name 
of R itter in the back of the head, 
death resulting soon after. Both fam
ilies have the sym pathy of the entire 
community, as the accident was of 
such peculiar circumstance, the R itter 
boy having been riding past the Bea
dle home on his bicycle as the gun 
was discharged.

Fire which broke out in the stables 
a t the race track  last week destroyed 
a large p a rt of the horse barns and 
also caused the loss of a horse which 
was here preparing  to  enter in the 
Grand Circuit Races which are to be 
held here the week of Ju ly  14.

Greetings are in order this week to 
all the re turning grocery salesmen of 
Michigan and m any are the tales of 
the fishing excursions and m otor par
ties th at the boys are handing out to 
the trade. All seem glad to  get back, 
however, and once more get into the 
harness.

The w riter has often wondered how 
E ditor Stowe could find time to pre
pare such long editorials and by a 
singular coincidence this vacation, we 
had adjoining room s at the hotel in 
Ludington and folks, as sure as I 
breathe, that man Stowe w rites the 
stuff up in the day time and then reads 
it over out loud to  him self a t night. 
I tell you what, it is a great life to 
be an editor. F rank  A. Saville.

B ottom  F ac ts  F rom  Boom ing Boyne 
City.

Boyne City, Ju ly  8—The city began 
the construction of the new bridge on 
Park  street last week. T he bridge 
will be concrete with steel reinforce
ment, afte r a design by the State 
H ighw ay Commission, and will be 
one more addition to Boyne City’s 
public im provem ents which will be 
w orth while. W e are still hoping for 
the rebuilding of the E ast street 
bridge this season, although the sea
son is going fast and nothing has yet 
m aterialized. I t  is an im portant link 
in the Boyne Falls-Charlevoix S tafe 
road.

T he Conrad Iron  W orks (F. C. Al- 
trock) is beginning an extensive ad
dition to  its plant. T he capacity of 
the casting floor will be doubled and 
up-to-date brass furnaces installed. 
T his im provem ent is made to take 
care of the requirem ents of the T rac
tion Engine Co.’s m otor construction 
and will be a valuable addition to out 
industries.

Boyne citizens were in a state  of 
mind, so to  speak. The glorious 
Fourth  was the occasion of a grand 
celebration at Petoskey. O f course, 
everybody with a fliver was going, but 
the day before the Fourth  Boyne City 
went dry—of gas—not a drop could 
be had. O ur neighboring towns were 
canvassed. N othing doing. But late 
T hursday night, the N orthern  Auto 
Co. m anaged to  get a truck load in 
and a catastrophe was averted.

T uttle  & Hall have just completed 
a fine job of painting on the W ol
verine Hotel. The building was given 
a complete new coat, which, together 
with the im provem ent to the grounds, 
make a very fine appearance for "the 
best hotel north of Grand Rapids.”

The Michigan T ransit Co. began 
regular weekly service from Chicago 
last week. The steam er K ansas came 
in on her regular trip  to the Soo with 
a very good consignm ent of goods for 
E’oyne City people. W ith  railroad 
service as slow and uncertain as it is, 
this inlet for freight is appreciated 
by our business men. Maxy.

A Correction.
Redd—T he doctor said he’d have 

me on m y feet in a fortnight.
Greene—And did he?
Sure. I ’ve had to sell my autom o

bile.—Yonkers Statesm an.

I f  you really m ust worry, see that 
you pick out som ething w orth while 
to  w orry  about.

A Girl H as Failed—
If the o ther m em bers of the family 

have to watch her m oods in order to 
avoid an explosion of tem per or a 
scene.

If she dresses beyond her means 
and allows her m other to  go out look
ing like a pauper.

If she expects everybody in the 
home to  contribute to her pleasure 
and happiness, instead of doing her 
part to make home the happiest spot 
on earth.

If she sulks about the house and is 
disagreeable all day or evening be
cause she has been crossed by some 
one, or could not have her own way.

If the whole household is governed 
by her whims as to  its amusem ents, 
its summer vacation, the guests who 
shall be entertained, or w hat the rest 
of the family shall do on every occa
sion.

If the family is not able to  keep a 
maid, and she lets her another clean 
floors, wash dishes, scrub, and do all 
the hard work for fear of coarsening 
her hands, or because she is selfish 
and lazy.

W hen she makes acquaintances 
am ong her richer friends, and is 
ashamed to- take her m other to  call 
on them, or to invite them  to her 
home.

W hen she tries to keep up false 
appearances by running in debt for 
clothes, millinery, jewelry, or flowers.

W hen she thinks it beneath her to 
work, and is ashamed to  let her snob
bish friends know th at she is obliged 
to  earn a living.

W hen she absolutely refuses to 
w ork and do her p a rt to help sup
port the family because she thinks it 
would lower her in the estim ation of 
those friends.

W hen she contradicts her father 
and m other, and is imperious w ith her 
bro thers and sisters, and with the ser
vants, whom she considers inferior 
beings.

W hen she despises and holds her
self aloof from  all who are beneath 
her in  the social scale, and fawns upon 
all who are above her.

Table F o r Figuring  Profits.
To earn 10 per cent, on selling price, 

add 11 per cent, to  cost.
To earn 15 per cent, on selling

price, add 18 per cent, to  cost.
T o  earn 20 per cent, on selling

price, add 25 per cent, to  »cost.
T o earn 25 per cent, on selling

price, add 3 3 ^  per cent, to cost.
T o  earn 30 per cent, on selling

price, add 43 per cent, to  cost.
T o  earn 33H per cent, on selling 

price, add 50 per cent, to  cost.
T o  earn 35 per cent, on selling

price, add 54 per cent, to  cost.
T o earn 40 per cent, on selling

price, add 66?^ per cent, to  cost.
T o earn  45 per cent, on selling

price, add 82 per cent, to  cost.
T o earn 50 per cent, on selling

price, add 100 per cent, to  cost.

H ard  to  Please.
“W hat is your dog’s name?”
“I  don’t know yet,” replied the 

patient man. “ I am still experim ent
ing. I have tried  nearly all the dog 
names I  can th ink  of and he doesn’t 
answ er to  any of them.



26 M I C H I G A N  T R A D E S M A N Ju ly  9, 1919

M ichigan Board of P harm acy . 
P res id en t—L eonard  A. Seltzer, D etroit. 
S ec re ta ry —Edw in T. Boden, Bay City. 
T rea su re r—George F . Snyder, D etroit. 
O the r M em bers—H erb e rt H . Hoffm an, 

Sandusky ; C harles S. Koon. M uskegon.
E xam ina tion  Sessions—D etro it, June  

17, 18 and  19.

Can the Retail D ruggist Continue As 
M anufacturer?

In many ways W ashington occu
pies the m ost unique position of any 
city in the United States. In 18¡3 
Congress in its wisdom voted us out 
of a vote, and we therefore have no 
suffrage. I will not discuss the rea
sons here. In a m easure we are 
wards of the Governm ent; Congress 
adopts a paternal attitude tow ard us, 
and passes all laws governing W ash
ington and the D istrict of Columbia 
Many who live and conduct business 
here feel th at we are the “m ost” gov
erned and best regulated city in the 
world.

You are fam iliar w ith the great 
N ational m ovem ent culm inating in 
the passage of the Food and Drugs 
Act in 1906, giving three departm ents 
of the Governm ent supervisory pow
er over food and drugs. T he D epart
m ent of A griculture with its corps 
of brilliant chem ists assum ing the 
duty of inspection, testing  for purity  
o r impurity, w ith the power to  en
force the law, reaches out with its 
strong  and im partial arm  to every 
nook and corner of the country.

You of the S tates no doubt have 
personally had experience with this 
legislation (in one way or another, 
and profited by it. W e know we have 
in the D istrict of Columbia, because 
we have been up against double-bar
reled inspection from 1906 to  this 
minute. M any of the practices of the 
past are now the exceptions and the 
exercise and enforcem ent of this 
beneficent law has resulted in strik 
ing changes, advantageous to the 
public and the retail druggist alike. 
If you of the States have not been 
forcibly impressed' with its operation 
you will, sooner o r later, come to 
recognize its virtue.

Im m ediately accessible to  the De
partm ent of Agriculture, the D istrict 
of Columbia undoubtedly provided a 
fertile field for testing  this much- 
needed law, with the result that 
changes were recom mended and made 
with regard to the com pounding of 
m any of the so-called simple and 
semi-complex preparations, and their 
accuracy insisted upon under penalty 
of the law. I want to  say before pro
ceeding further, that the deductions 
herein presented are drawn, not only 
from m y own personal observation, 
but also from  the experiences of 
others who have had occasion to

know the extent of the laws’ opera
tion under executive authority.

If the painstaking proprieto r Who 
has successfully conducted a well- 
regulated drug store for ten or fifteen 
years could give his time to  m aking 
his own preparations, there is little 
doubt in the w riter’s mind th a t his 
store would not be a  favorite place 
for Dr. K ehler’s inspectors, for col
lecting samples prepared for human 
ailm ents. In  the retail sto re  doing a 
daily business of $100.00 or over the 
p roprietor is bound to pass on much 
of the detail, and usually the m anu
facturing of simple preparations, to 
clerks, in m any instances irrespon
sible clerks—men who will always 
rem ain in th at capacity because of 
the lack of am bition and energy to 
seek a higher level in the profession.

The druggist of the D istrict of 
Columbia is very nearly the average 
druggist, or was up to 1906. Since 
that day, m any vicissitudes have come 
his way. M em bers have received ci
tation from  the D epartm ent of A gri
culture to show cause why their prep
arations differed from the form ulas of 
the U. S. P. and N. F. F o r exam ple:. 
If in 100 different stores as m any 
individual clerks, of varying degrees 
of ability, make an equal quantity of 
the same preparation under condi
tions peculiar to their locality, it is 
quite certain that some of the p rod
ucts will vary m aterially from  the 
proper standard even assum ing that 
their supplies are derived from one 
and the same source and are in  them 
selves of proper quality. T hat this 
variation is likely to  be in excess of 
20 per cent, on one or the o ther side 
of the correct streng th  in a relatively 
large num ber, of instances reference 
to  collections and analysis of sam ples 
of simple and complex products has 
dem onstrated over and over again, 
not only in the D istrict of Columbia, 
but elsewhere.

I t  is futile to say that ano ther clerk 
or the proprieto r should assay o r test 
qualitatively and quantitatively each 
preparation  made, although obviously 
this could readily be econom ically 
done for the entire 100 pints or gal
lons if made in one operation, at one 
time, and by one operator. I do not 
m ean to  imply th a t assaying or o ther
wise standardizing is not advisable. 
On the contrary, no one is m ore de
sirous of dispensing a standardized 
preparation than the pharm acist, but 
can he do it under the conditions 
found in the average store and make 
and standardize them  on the prem 
ises? Practically, he can not.

H ow  m any pharm acists have the

necessary facilities and technique to  
standardize the assayable tinctures of 
the Pharm acopoeia? Even experts 
arrive at m aterially different results 
with m any of the processes, and com
m ercially well-known m akes of m any 
of them  are physiologically as well 
as chemically tested before m arketing 
—an im provem ent, even if super- 
pharmacopoeial.

Again, under stress of w ar condi
tions, the reduced am ount of avail
able com petent labor in retail stores 
tends to  elim inate any work that can 
be as well or bette r done on the large 
scale. Even in norm al tim es it is 
easily dem onstrable th at the waste 
of time, energy and m aterial in pre
paring 100 gallons of such a useless 
preparation  as tincture of arnica by 
100 different clerks in as m any sep
arate  establishm ents m akes it an 
econom ically unsound procedure 
when compared yvith m aking the 100 
gallons at one time and at one place. 
A t current prices for arnica flowers 
and alcohol, the futility of it is obvi
ous. W ho now makes his own tinc
ture of nux vomica—even under the 
procedure of the two previous edi
tions of the U. S. P.? W as not the 
m aker of the powdered ex tract the 
real m anufacturer? Can you beat a 
machine for m aking pills or seidlitz 
powders?

T he theory  of standardization is 
fast becom ing a necessary com m er
cial practice—necessary because it 
m akes for econom y and efficiency. 
N ow here is the value of co-ordination 
m ore clearly shown than in the con

duct of the present war. N ot only 
has the Governm ent standardized 
American products wherever possible, 
but in some strik ing  instances the 
standardization has been extended to 
conform to the requirem ents of the 
Allies as well, m aking the use of one 
device and parts of devices in te r
changeable. By this m ethod the 
highest efficiency in the conduct of 
the w ar has been obtained.

P rio r to  the war, many large busi
ness establishm ents, m aintaining re
tail stores th roughout the country, 
had already begun standardizing their 
preparations with resu lting  economy 
and accuracy and shipping these 
preparations from  one central pro
ducing p lant to all their distributing 
points, so th at the quality of a given

Chocolates
Package Goods of 

Paramount Quality 
and

Artistic Design

The 1919 Holiday Season
We have made our usual arrangements to care 

for the Holiday wants of our customers. The 
retail druggist should get the largest proportion 
of the Holiday business throughout this state. 
We have the merchandise and we should be de
lighted to have you inspect it.

In the Soo from July seventh to July tw enty- 
second.

In Saginaw from the last of July to the 
twentieth of August.

In Grand Rapids from September first right 
up to Xmas.

Buy, Buy Enough, and Buy Early

Hazeltine & Perkins Drug Co. 
G r a n d  R a p i d s ,  M i c h i g a n
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product would be alm ost identical, 
w hether purchased in New Y ork or 
San Francisco, Chicago or New O r
leans. Thus not only was economy 
effected but time, labor and the pos
sibility of wide variation in the qual
ity of preparations were avoided, 
with a ttending local, state  or federal 
penalty.

From  past experiences m ost of 
those present will doubtless recog
nize the desirability of encouraging 
the responsible m anufacturers in the 
movem ent they have undertaken—a 
m ovem ent which relieves the individ
ual druggist of responsibility for ac
curacy and at the same time assures a 
uniform and standard product to the 
public. Ju s t how far such a move
m ent will succeed depends largely 
upon the retail druggist. If his time 
can be m ore profitably devoted to the 
local m anufacture of such prepara
tions, undoubtedly he will continue as 
a t present, but it is my opinion that 
no busy m an can afford to devote his 
time to  their m anufacture or super
vise and assay compounds prepared 
by his clerks, in order to be assured 
of accurately prepared products in 
conform ity w ith the law. T he logical 
alternative seems to  be the encour
agem ent of the large and responsible 
m anufacturers who are properly 
equipped to produce standard and 
uniform  preparations w ith infinitely 
less expense in com parison with the 
facilities of the retail druggist, the 
time invested and the small profit ac
cruing from  his labors in this field.

F rank  T. Stone.

Chloroform  Now Administered: by 
Tube.

A new m ethod of adm inistering, 
chloroform , brought out in France by 
Dr. Guisez, is described in the Scien
tific American. T he doctor no longer 
applies the drug by the usual com
press or mask placed over the mouth, 
but introduces the chloroform  vapor 
directly into the lungs through a tube 
running into the windpipe. T he tube 
m ethod has already been employed in 
several hundred cases, and with great 
success. Besides being very useful for 
operations to be perform ed on the 
head and neck, it is of great interest 
because it never produces nausea.

The effects of the new m ethod will 
serve to  explain the reasons why 
chloroform  operations always pro
duced nausea when operating by the 
form er m ethod, for it appears evident 
th at the nausea was caused by a part 
of the chloroform  vapors being ab
sorbed by the oesophagus and the 
stomach.

A Three-In-One Flavor is
Mapleine

It imparts the “ mapley” taste 
folks are so fond of to desserts 
and sweet dishes.
It makes a delicious syrup.
It's a tempting savor in gravies, 
soups, sauces, meats a d vegeta
bles.
Your stock is not complete with
out Mapleine. Order of your job
ber or Louis Hilfer Co., 1205 Peo
ples Life Bldg., Chicago, III.

C rescent Mfg Co. 
(M-408) Seattle, W ash.

DUTCH MASTERS 
CIGARS

Made in a Model Factory
Handled by All Jobbers Sold by All Dealers

Enjoyed by Discriminating Smokers

G. J. JOHNSON CIGAR CO., Makers 
GRAND RAP DS

W H O L E S A L E  D R U G  P R IC E  C U R R E N T
Prices quoted are nominal, based on market the day oi issue.

Acids
Boric (Pow d.) . .  18® 25 
Boric (X ta l) . .  ..18®  25
Carbolic ................  23® 27
C itric  ..................  1 15®1 25
M uriatic  ............ .. 3 Vi® 5
N itric  .............   10® IS
Oxalic ....................  ooi3 -10
Sulphuric ............  3 V,® 5
T a rta r ic  ............  1 12®1 20

Am m onia
W ater, 26 deg. . .  10® 20 
W ater. 18 deg. . .  9Vs® 18 
W ater, 14 deg. . .  «  1 ■
C arbonate  ............. 19® 25
Chloride (G ran .) 17V9® 25

Balaama
Copaiba 1 20® 1 40
Kir (C anada) . .  1 76®2 00 
F ir  (O regon) . . . .  504* 76
P e ru  ..................... 4 75@5 00
Tolu ....................  2 vU’if -  2a

B a rk s
C assia  (o rd inary) 40® 45 
C assia  (Saigon) 90®1 00 
S assa fra s  (puw. 66c) ® 60
boao C ut (powd.)

40c ......................  29® 35
8 e rn e s

Cubeb ..................  1 754*1 80
F ish  ......................  @1 25
Ju n ip e r ............  12 V4® 20
Prick ley  A sh . .  ® 30

E x tra c ts
Licorice ................  60® 65
Licorice powd. . .  1 25® 1 50

Flow ers
A rn ica  ..............  1 20® 1 25
Cham om ile (Ut.r.) 80'v*i oo 
Cham om ile Rom. 1 00® 1 20

Gums
A cacia, 1st ........... 65® 70
A cacia, 2nd ..........  55® 60
Acacia, S orts  . . . .  35® 40
A cacia, pow dered 45® 50 
Aloes (B arb. Pow ) 30® 40
Aloes (Cape Pow .) 30® 85 
Aloes (Soc Pow ) 1 40®1 50
A saioe tida  ............  ®6 50

Pow ...................... @7 50
C am phor ..........  3 25® 3 SO
G uaiac .................   ®2 15
Uuaiac, pow dered @2 26
Kino ......................  ® 86
Kino, pow dered . .  ®1 00
M yrrh  ....................  ®1 40
M yrrh, Pow ...........  ®1 50
Opium . . . . . .  15 00@15 50
Opium, powd. 16 60® 17 00 
Opium, g ran . 20 00@20 60
Shellac ..............  1 15® 1 25
Shellac, B leached 1 20® 1 30 
T rag acan th  . . . .  4 25®4 60 
T rag acan th  pow der @4 00 
T u rp en tin e  ........... 15® 25

Insecticides
A rsenic ..............  13 Vi® 20
Blue Vitriol, bbl. ®09V4 
Blue V itriol, less 10 Vi @15 
B ordeaux M ix D ry  20® 37
Hellebore, W hite

pow dered ..........  38® 46
In sec t P ow der . .  45® 70 
Lead, A rsen a te  Po 32® 49
L im e an d  Sulphur

Solution, gal. . .  20® 25 
P a r is  G reen ........  46® 52

ice Cream
P iper Ice C ream  Co.,

K alam azoo
Bulk, V anilla ............... 1 04
Bulk, C h o c o la te ........... 1 10
Bulk, C a r a m e l .................1 10
Uuik, G rape-N u t . . . . . .  1 10
Bulk, S traw b erry  . . . .  1 20
Bulk, T u t ti  F ru it i  . .  1 20
uncK, V a n il la ........... 1 20
Brick, C hocolate . . . .  1 60
Brick, C aram el ........... 1 60
Brick, S traw b erry  . . . .  1 60 
Brick, T u t ti  F ru iti . .  1 60 
B rick  an y  com bination  1 60

Leaves
B uchu  ..................  @3 00
B uchu, powdered. @3 25
Sage, bulk  ..........  67® 70
Sage, V4 loose . . .  72® 78 
Sage, pow dered . .  55® 60 
Senna, A lex . . . .  1 40® 1 50
sen n a , T lnn ........... 30® 16
Senna, T lnn. pow. 36® 40
U va U rsi ..............  25® 20

Oils
Alm onds, B itte r,

tru e  ............. 15 00®16 00
Almonds, B itte r, 

a ru tlc ia l . .  7 00®7 20 
Alm onds, Sw eet,

tru e  ................  1 75@2 00
Alm onds, Sw eet,

Im itation  . . . . .  75® 1 00
A m ber, c rude  . .  3 50®3 75 
A m ber, rectified 4 00 @4 25
A nise ................. 2 50®2 75
B ergam on t . . . .  8 50@8 75
C ajep u t ..............  1 75®2 00
C assia  ................  4 50® 4 75
C asto r ................  2 60® 2 80
C edar L ea f . . . .  1 75®2 00
C itronella  ........... 80@1 20
Cloves ................. 8 00@3 25
C ocoanut ..............  40® 60
Cod L i v e r ........... 6 60® 5 75
C roton  .............   2 00®2 25

C otton  Seed . . .  2 45®2 60
E igeron ..........  10 50@10 75
Cubebs ..........  11 50(t*ll 7o
E igeron  ................  7 50®7 75
E ucalyp tus . . . .  1 26® 1 36 
Hemlock, pure  2 00®2 26 
Ju n ip e r B erries  16 00® 16 25 
Ju n ip e r Wood . .  3 00@3 25 
L ard , e x tra  . . . .  1 80®2 00
Laird. No. 1 ____ 1 50® 1 70
Lavender, Flow. 9 00®9 25 
L avender, G ar’n  1 50® 1 75
Lem on .................. 2 25@2 60
Linseed, boiled, bbl. @2 09 
Linseed, bid less 2 19@2 29 
Linseed, raw , bbl. @2 07 
Linseed, raw  less 2 17@2 27 
M ustard, true , oz. @2 96 
M ustard , artifU, oz. @1 25
N ealsfoo t ..........  1 35® 1 55
Olive, pu re  . . . .  4 50®6 00 
t im e ,  M alaga,

yellow ..............  3 75@4 00
O lite, M alaga,

g reen  ................  3 75®4 00
O range, Sw eet . .  4 00® 4 25 
O riganum , pure @2 50 
O riganum , com ’l ® 75 
Pennyroyal . . . .  2 50®2 75 
P epperm in t . .  12 00® 12 20 
Hose, pure  . . .  38 00@4U 00 
R osem ary Flows 2 00®2 25 
Sanualw ood, E.

I....................... is  50® IX 75
S assa fras , tru e  3 00@3 25
Sussa iras, artiUT 90® 1 20
S p earm in t . . . .  12 00® 12 25
Sperm  ..................  2 40® 2 60
T ansy  ................  6 504*5 76
T ar, U SP ..............  48® 60
T urpen tine, bbls. @1 06 
T urpen tine , less 1 16@1 21 
W in te rg reen , tr.

12 00®12 25 
W in terg reen , sw eet

birch ................. 7 50@7 75
W intergreen , a r t  ,S0@1 20
W orm seed ........  6 60® 6 75
W orm wood . . . .  7 50® 7 76 

Po tassium
B icarbonate  ............75@1 00
B ich rom ate  . . . .  42 Vi @50
Brom ide ..............  70® 75
C arbonate  ............. 1 00® 1 10
C hlorate, g ra n ’r  70® 75
C hlorate, x ta l or

pow d...................... 45® 50
Cyanide ..............  32Vi® 50
iodide ..................  4 29@4 36
P e rm an g an a te  . .  1 50® 1 75 
T russ  late, yellow 1 20® 1 30 
T russ ia te , red  . .  2 00@2 50 
Su lphate  ..............  ® 85

Roots
A lkanet ..............  4 50@4 75
Blood, pqw dered 1 10® 1 20
C alam us . . .  ......... 60®2 60
E lecam pane, pwd. 22® 25
G entian , powd. 25® 30
Ginger, A frican,

powdered ..........  25® 30
Ginger, J am a ic a  35® 40
Ginger, Jam aica ,

pow dered ..........  32® 85
Goldenseal, pow. 8 00® 8 20 
Ipecac, powd. . .  5 00®5 60 
Licorice, powd. 35® 40
Licorice, powd. 40® 60
U rns, pow dered 40® 45
Poke, pow dered 20® 25
R hubarb  .............. @2 00
R hubarb , powd. 2 50@2 75
Kosinweed, powd. 26® 30
S arsaparilla , Hond.

g r o u n d .............. 1 26® 1 40
S arsap arilla  M exican, 

g round . . . . . . . .  75® 80
Suuills ....................  86® «0
Squills, pow dered 60® 70 
Tum eric, powd. 25® 30
V alerian, powd. . .  ®2 00

Seeds
A nise ..................... 42® 45
A nise, pow dered 47® 50
B ird, I s  ..................  13® 19
C anary  ..................  28® 35
C araw ay , Po. .80 70® 76
C ardam on ......... 1 75@2 00
Celery, powd. 85c 75® 80 
C oriander powd .30 22vs®26
Dill ........................  30® 35
FVnnell ..............  1 00®1 20
F la x  ....................... 12® 16
Flax, g round  . . . .  12® 1» 
F oenugreek  pow. 15® 25
H em p ................... 11 Vi® 15
Lobelia ..................  7o® 75
M ustard , yellow . .4 5 ®  50 
M ustard , black . .  36® 40
Poppy ....................  @1 00
Q uince ...........1 50®1 75
R ape ......................  16® 20
Sabadilla  ............  ® 35
Sabadilla, powd. 30® 85
Sunflow er ..............  22® 30
W orm  A m erican  ® 35 
W orm  L evan t . .  1 66® 1 75 

T inctu re«
A conite ..................  @1 70
Aloes ................... @1 20
A rnica ................... @1 60
A safoetlda  ..........  ®3 90
B elladonna ......... @1 40
Benzoin ..............  & 180
B enzoin Compo’d  @3 00
B uchu ................... @2 70
C an tha rad le s  . . .  @2 90

Capsicum  ..........  ®1 96
C ardam on ........... @1 50
C ardam on, Comp. ®1 35
C atechu  ............... @1 60
Cinchona ............  ®1 80
Coichicum ..........  ®2 40
Cubebs ..................  ®2 60
D ig ita lis  ..............  ®1 60
G entian  ..............  ®1 20
Ginger ..................  ®1 50
G uaiac ................. ®2 65
G uaiac, Am m on. ®2 40
Iodine ..................  ® 160
Iodine, Colorless ®2 00
Iron, clo...............  ®1 45
K ino ....................  @1 35
M yrrh  ................  @2 25
N ux Vom ica . . . .  ®1 95
Opium  ................ ®8 00
Opium, Cam ph. @1 50
Opium, D eodorz’d ®8 00
R hubarb  ..............  @1 80

P a in ts
Lead, red  d ry  . . . .  13® 13Vi 
Lead, w hite  dry  13®13Vi 
Lead, w hite  oil . .  13®13Vi 
Ochre, yellow bbl. ® 2
Ochre, yellow less 2Vi® 5
P u tty  ........................  5® 8
Red V enet’n Am. 2Vi® 5 
R ed V enet'n  Eng. 3® 6
Vermillion, Amur. 25® 80
W hiting , bbl. ..........  ® 2%
W hiting ..............  3Vi® 6
Li. H . P . P rep . 3 00®3 25

M iscellaneous
A cetanalid  ..........  60® 66
Alum ......................  17® 20
Alum, powdered and

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

tra te  ..............  4 02@4 10
B orax x ta l or

pow dered ..........  10® 16
C an tharades po 2 00®6 60
Calom el ............  2 17® 2 25
C apsicum  ..............  38® 46
C arm ine ............  6 60@7 00
C assia Buds ........  50® 60
Cloves ..................  57® 65
C halk P rep a red  . .  12® 15
Chalk P rec ip ita ted  12® 15
Chloroform  ..........  45® 55
C hloral H y d ra te  1 70®2 10
Cocaine ..........  12 30® 12 85
Cocoa B u t t e r ........ 65® 76
Corks, b s t, less 60%
Copperas, bbls........... ® 2Vi
Copperas, less . .  3Vi® 8 
Copperas, powd. 4 Vs® 10 
Corrosive Sublm  2 00@2 10 
C ream  T a r ta r  . . . .  68® 75
Cuttletioiie ........  96® 1 00
D extrine  ............  8Vi® 15
Dover s Pow der 5 io®6 00 
E m ery , All Nos. 10® 15
Em ery, Pow dered 8® 10
Epsom  Salts, bbls. ® 3 Vi 
Epsom  Salts, less 4® 10
E rg o t ..........................  @4 50
E rgo t, pow dered @4 60' 
K iaae Vv h u e  . . . .  15® 20
Form aldehyde, lb. 27® 30
G e l a t i n e  ............  1 7 5® 1 90
G lassw are, full case  68% 
G lassw are, less 50%
G lauber Salts, bbl. ® 2%
G lauber Sa lts  less 3Vi® 8
Glue, Brown . . . . 3t>
Glue, Brow n Grd . 20® 30
Glue, W hite . . . . . 30® 85
Glue, W hite Grd . 30® 86
G lycerine ............ . 24® 40
Hops .................. ... , 65® 80
Iodine .................. 5 6o®5 90
Iodoform  .......... 6 59@6 74
i .fa il. A ceta te  . . . 25<(i 8»i
Lycopodium  . . . . 1 75®2 00
Mac* ................ . . . 8o® 90
Mace, powdered 95® 1 00
M enthol ............ 9 00® 9 25
M orphine . . . .  14 30® 15 00
N ux Vomica . . . . ® <0
N ux Vomica, pow. 28® 86
Pepper black pow. 53® 66
Pepper, w hite . . . . .  ® 60
Pitch, Burgundy @ 16
Q uassia  ................ . 12® 16
Q uinine .............. 1 09® 1 69
Rochelle Sa lts  . . 65® 60
S accharine  ........ . @ 45
S a lt P e te r  ........... 22® 30
Seidlitz M ixture . . 43® 60
Soap, green  ........ . 20® 30
Soap m o tt castile  22Vi® 26
Soap, w hite  castile

case  .................. . .  ®28 00
Soap, w hite  castile

less, p e r b a r . . . . . .  @3 M
Soda A sh ............ 4Vi® 10
Soda B icarbonate »H Ö 10
Soda, Sal ............ 2 Vi® 5
Sp irits  Cam phor . .  @2 00
Sulphur, roll . . . . 4V4® 10
Sulphur. Subi. . . 4 Vi® 10
T am arinds .......... . 25® 30
T a r ta r  E m etic 1 03@1 10
T urpen tine, Ven.. 50® 6 00
V anilla Ex. pure 1 50® 2 00
W itch  H azel . . 1 35@1 75
Zinc S u lphate  . . . . 10® 15
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GROCERY PRICE CURRENT
TheM quotations art carefully corrected weekly, within six heart of mailing, 

and are intended to be correct at time ef 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.

ADVANCED DECLINED
Cheese Tapioca
Milk C anary  Seed
Rolled O ats
Some Soaps
P ean u t B u tte r

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

AXLE GREASE
M ica, 25 lb. pail 1 60

Bean«—C anned 
Red K idney . . . .  1 3501 45
S trin g  ................... 1 3502  70
W ax ......................  1 3502 70
Lim a ....................  1 2002 35
Red ........................  95@1 25

Clam Bouillon 
B u rn h am 's  7 oz............ 2 50

BAKED BEANS 
Cam pbell, No. 2 . . . .  1 50
D aggett, No. 2 ........... 1 25
F rem ont, No. 2 ........... 1 45

BAKED GOODS 
Loose*W iles B rands

K rispy  C rackers  ............. 18
L. VV. Soda C rackers  . .  17 
L. W. B u tte r C rackers  17
G raham  C rackers  ........... 18
F ig  Sni B ar ................... 18
L. W. G inger Snaps . . . .  17
H oney G irl P la in  ........... 23
H oney G irl Iced ........... 24
Coconut Taffy ..............  37
V anilla W aie r ................  35

S ubjec t to  q u a n tity  d is 
count.

BLUING
J e n n in g s ’

Condensed P e a rl B luing 
Small, 3 doz. box . . . .  2 55 
L arge, 2 doz. box . . . .  2 70

BREA K FA ST FOODS 
C racked W heat, 24-2 4 60
C ream  of W hea t . . . .  7 60 
P illsbu ry 's  B est C er’l 2 60 
Q uaker Puffed  R ic e .. 4 80 
Q uaker Puffed W heat 4 30 
Q uaker B rk ls l B iscu it 1 90
Q uaker C orn F lak es  . .  2 90
R alston  P u r in a  ........... 4 00
R alston  B ra n z o a ...........2 20
R alston  Food, la rg e  . .  3 SO 
R alston  Food, sm all . .  2 30 
Saxon W heat Food . 4 80
Shred  W hea t B iscu it 4 60 
T riscu it, 1 8 .......................* 26

Kellogg’s  B rands 
ro a s ted  C orn F lak es  4 20 
to a s te d  Corn F lak es

Ind iv idual ..............  2 00
Krum blea ......................  4 20
Krum bles, Indv ...........  3 00
Biscuit ...........................   3 00
U rinket ........................  * 60
P e a n u t B u tte r  ........... 3 66
B ran  ................................. *

BROOMS
F ancy  P a rlo r , 25 lb. 9 00 
P a rlo r, 5 S tring , 25 lb. 8 75 
S tan d a rd  P a rlo r , 23 lb. 8 60
Common, 23 lb................. 6 25
Special, 23 lb ...............  5 50
W arehouse, 23 lb. . .  10 00

BRU SHES
Scrub

Solid Back, a in ...........1 50
Solid B ack, 11 in. . . .  1 75 
Poin ted  E n d s ..............  1 25

Stove
No. 1 ..................
No. 2 ..................

Shoe
No. 1 ..................
No. 2 ..................
No. 3 __________

1 10 
1 35

90
1 25
2 00

B U TTE R  COLOR 
Dandelion, 25c size . .  2 00

Corn
C ountry  G entlem an  . .  1 75 
M aine ............................  2 00

Hom iny
V an Cam p ....................  1 35
Jackson  ........................  1 20

L obster
Vi lb .........................
Vi lb .........................
1 lb...........................

2 25
3 50 
6 75

M ackerel
M ustard , 1 lb. ............  1 80
M ustard , 2 lb ...............  2 80
Soused, 1% lb ................... 1 60
Soused, 2 lb....................... 2 75

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

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

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

P eas
M arrow fa t ......... 1 7501 90
E arly  J u n e  . . . .  1 4501 90 
E arly  Ju n e  s iftd  1 800  2 26

Peached
C aliforn ia, No. 2Vi . .  4 00 
C aliforn ia, No. l  . . . .  2 40 
Pie, gallons . . .  7 5009  60

P ineapple
G rated , No. 2 ...............
Sliced No. 2 E x tra  . .

3 00
4 00

Pum pkin
V an Cam p, No. 3 . . . .  1 35 
V an Cam p, No. 10 . .  4 60 
L ake Shore, No. 3 . . .  1 35 
V esper, No. 10 ........... 3 90

Salm on
W arrens, 1 lb. Tall . .  
W arren s, Vi lb . F la t  
W arrens, 1 lb. F la t  . .
R ed A lask a  ..................
M ed. R ed A lask a  . .  
P in k  A laska  ...............

3 65 
2 35 
8 76 
2 90 
2 65 
2 10

S ard ines
D om estic, Vis . . . 6  750  8 00 
D om estic, Vis . .  7 0008 00 
D om estic, % s . .  7 OU08 00 
C aliforn ia  Soused . . . .  2 26 
C aliforn ia  M u sta rd  . .  2 25 
C aliforn ia  T om ato  . .  2 25

S a u e rk ra u t
H ackm uth , No. 3 . . . .  1 40 

Shrim ps
D unbar, I s  doz................. 1 85
D unbar, lV is doz. . . . .  3 40

S traw b erries
S tan d a rd  .......................
F ancy  ............................

T om atoes
No. 2 ..................  1 35 0  1 60
No. 3 ..................  2 0002  35
No. 10 ............................. 7 00

CA ND LES
Paraffine, 6s ...................
Paraffine, 12s .................
W ie k ing  .............................

CATSUP 
JZ S n ider’s, 8 oz. . .

S n ider’s, 16 oz. . .  
** Nedro, 10Vi oz. . .

1 80 
2 85 
1 40

CANNED GOODS 
Apples

3 lb. S tan d a rd s  . . . .  0 1  60 
No. 1 0 ..........................  ©6 20

B lackberries
2 lb. ...................................
S tan d a rd  No. 10 . . . .  14 00

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

C H E E S E
B rick  ..................................  36
W isconsin F la ts  ..........  37
L onghorn ........................... 37
M ichigan Fu ll C ream  . .  37

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

CHOCOLATE 
W alte r B ak e r & Co.

P rem ium  ..........................  37
C aracas ............................... 34

W alte r M. Low ney Co.
P rem ium , V4s ................... 38
Prem ium , Vis ................... 88

CIGARS
P e te r  D ornbos B rands  

Dornbos Single B ndr. 48 00
D ornbos P e rfec to  . .  42 50
V an Dam , 5c ..........  37 60
V an Dam , 6c ............ 42 50
V an Dam . 7c ........... 50 00
V an D am , 10c .......... 70 00

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

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

foil .......................... 37 50
A ntonelia  C igars, 25

t i n s .......................... 37 50
E l R ajah , D iplom at-

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

p er 100 ................... 7 75
E l R ajah , E p icure, 50

p er 1000 ................ 74 00
E l R ajah , Epicure, 25,

p e r 100 ................... 8 30
E l R ajah , A rk , 60.

n e r 100 .................. 7 30
E l R ajah , P res iden t,

50, p e r 1 0 0 .............. 10 00
Cdin, M onarch, 50,

wood, per 100 . . . . 5 00
Odin, M onarch, 25 t in  5 00
M ungo P ark , 2500 lo ts  67 20
M ungo P ark , 1000 lo ts 68 87
M ungo P ark , 500 lo ts 70 66
M ungo P a rk , less th a n

600 .......................... 73 00
M ungo P a rk , 25 wood 73 00

Johnson  C igar Co. B rands.
D utch  M asters  Snyd 105 00
D utch  M asters  Club 90 00
D utch  M aste rs  B anq 90 00
D utch  M asters  Inv ’le 90 00
D utch  M asters  P an 75 00
D utch  M asters  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 . . 50 00
L ittle  D utch  M asters 36 50
S. C. W . (new  size) 36 50
D utch  M asters  Seconds

(new  size) .............. 43 00
W orden G rocer Co. B rands
F ir s t  N a tio n a l ........ 35 00
W orden’s  H and  M ade 37 6u
P arte llo  ...................... 47 00
Q ualex ........................ 48 00
H em eter Cham pion 48 00
C ourt R oyal ............. 50 00
Boston 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

CLO TH ES LIN E
H em p, 50 f t ................... 2 0U
T w isted  C otton, 50 ft.  3 25
T w isted  Cotton, 60 ft,  3 90
B raided , 50 f t ............. . 3 75
B raided , 80 f t ............... 4 25
S ash  Cord ........  2 75 0  4 00

COCOA
B ak e r’s  ......................... . .  41
B unte , 10c s ize  ......... . . .  88
B unte , Vi lb ................... 2 20
B unte , 1 lb. .............. . 4 00
C leveland ..................... 41
Colonial, Vis ..............
Colonial, Vis .............. . . .  33
E pps ............................... . .  42
H ersheys, Vis .......... .. . .  37
H ersh ey ’s  Vis ............

. .  36
Low ney, Vis .............. . .  38
Lowney, Vis .............. . . .  37
Low ney, Vis .............. . . .  37
Low ney, 5 lb. c an s  . . . . 8 7
V an  H outen , Vis . . . . . .  12
V an  H outen . % s . . . . . .  18
V an  H outen , Vis . . . . . . 3 6
V an  H outen , I s ......... . . .  65
W an -E ta  .................... , . . .  36

. .  S3
W ilbur, Vis .............. .. . .  33
W ilbur, Vis ................ . . .  33

COCOANUT

Vis, 5 lb. case  D unham  44
Vis, 5 lb. case  ................. 43
Vis & Vis, 15 lb. case  43 
6 an d  12c pkg. In p a ils  4 75
Bulk, pails  ...................    30
Bulk, b a rre ls  ................... 28
24 8 oz. pkgs., p e r case  5 30 
48 4 oz. pkgs. p e r case  5 40

C O FFE E S ROASTED

Common ........................... 30
F a ir  ....................................  31
Choice ................................. 32
F ancy  ................................  33

Santoc
Common ............................. 38
F a ir  ..................................... 39
Choice ..............................  37
F an cy  ................................. 38
P eab erry  .................... .. 39

M aracaibo
F a ir  ...............................   39
Choice ................................. 41

M exican
Choice ................................. 39
F an cy  ................................. 41

G uatem ala
F a ir  . .  v ............................  39
F ancy  ................................  41

Ja v a
P r iv a te  G row th  ............  46
M andling ........................... 48
Ankola ...............................  48

San Salvador
Good ..................................... 45

Mocha
Short B ean  ..................... 53
Long B ean  ....................... 53

Bogota
F a ir  ................................
F an cy  ................................. 48

P ackage  Coffee 
N ew  Y ork B asis  

A rbuckle ..................... 36 00

M cLaughlin’s  XXXX 
M cL aughlin 's XX X X  p ack 
age coffee is sold to  re ta i l 
e rs  only. M ail a ll 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 ..............  9Vi
F ran k ’s  250 packages  14 60

CO NDENSED MILK

Eagle , 4 doz...............  10 50
L eader, 4 doz. ........... 8 25

EVAPORATED M ILK

C arnation , Tall, 4 doz. 7 15 
C arnation , B aby 8 doz. 6 50
P e t, T a ll .....................  7 15
P et, B aby ..................  4 95
Van Cam p, T all . . . .  7 15
V an Camp, B aby . . . .  4 95

M ILK COMPOUND
H ebe, Tall, 6 doz.......... 6 50
H ebe, B aby, 8 doz. . .  5 25

CONFECTIONERY
Stick  C andy P a ils

H orehound  ..................... 26
S tan d a rd  ......................... 26

C ases
Jum bo ........................  26

Mlxad C andy
P a lls

B roken ............................  26
C ut Loaf ......................... 26
G rocers ............................  M
K in d erg a rten  ................  29
Leader ..............................  21
N ovelty  ............................. 26
P rem lo  C ream s ............  88
Royal ................................  84
X L  O ...............................88

S pecialties P a lls
A uto K isses (b ask e ts) 26 
B onnie B u tte r  B ite s . .  32 
B u tte r C ream  Corn . .  32 
C aram el Bon Bona . .  22 
C aram el C roquettes  . .  SO 
Cocoanut W affles . . . .  28
Ooffy Toffy ....................  8«
Fudge, W aln u t M apla 89 
F udge W a ln u t Choc. 81 
Fudge, Choc. P e a n u t 28 
C ham pion Gum  D rops 25 
R asp b erry  Gum D rops 26 
Iced O range Jellies  . .  87 
Ita lian  Bon Bona . . . .  XI 
A A Licorice D rops

5 lb. box ................... 2 25
Lozenges, P e p ...............  26
Lozenges, P i n k ........... 26
M anchus ................ 27
M olasses K isses,

B ask e ts  ..................... 86
N u t B u tte r  P u ffs  . . . .  88

C hocolates P a lls
A ssorted  Choc. ............  32
Am azon C aram els . . . .  30
C ham pion ........................ 28
Choc. Chips, E u rek a  36 
K londike C hocolates 35
N abobs ............................  35
N ibble 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  ......................  32
R egina ............................ 27

Pop Corn Goods

C rack e r-Jack  P rize  . .  5 00 
C heckers P r ise  ...........5 00

Cough Drops
Boxes

P u tn am  M enthol . . . .  1 50 
Sm ith  B ros.....................  1 50

COOKING COMPOUNDS

M azols
P in ls. tin , 2 doz...........8 50
Q uarts, tin , 1 doz. . .  8 00 
Vt> gui. tin s , 1 doz. . .  15 26 
Gul. tin s , Vi doz. . .  14 80 
5 Gal. tin s , 1-6 doz. 22 00

CREAM OF TARTAR

6 lb. boxes ..................
3 lb. boxes ...................

DRIED FR U IT S

Apples

E vap’ed, Choice, blk . .  17 

C itron

C alifo rn ia  ......................... 35

Peel
Lem on, A m erican  . . . .  30 
O range, A m erican  . . . .  30

R aisins
Choice S’ded, 1 lb. pkg. 12 Vi 
F an cy  S’ded, 1 lb. pkg. 14 
Thom pson Seediest,

1 lb. pkg ................... 20
Thom pson Seedless, 

bu lk  ............................. 19

C aliforn ia  P ru n es
90-100 26 S>. bos 03 . .0 1 8  
80- 90 25 lb. boxes . .
70- 80 25 lb. boxes . .0 1 9  
60- 70 25 lb. boxes . .0 2 2  
50- 60 25 lb. boxes . .0 2 5  
40- 50 25 lb. boxes . .
30- 40 26 lb. boxes . .0 3 0

FARINACEOUS GOODS

B eans
C alifo rn ia  L im as . . . . . .  11
Med. H an d  P icked  . . . .  9
Brow n, H o l la n d ......... . . .  8

F a rin a
25 1 b. packages  . . .  
Bulk, p e r 100 lbs. . . .

, 2 80

H om iny
Pearl, 100 lb. sack  . .  4 00

M acaroni
D om estic, 10 lb. box . .1 10 
D om estic, b roken  bbls. nVt
S k inner’s  24s, case  1 37 Vi 
Golden Age, 2 doz. . .  1 90
Fould 's, 2 doz...............  l  90

P earl Barley
C heste r ..........................  4 75

P eas
G reen, W isconsin , lb. 8
SpUt, lb ...............................  10

Sago
E a s t In d ia  ......................... 16

Tapioca
P earl, 100 lb. sacks . . . .  12 
M inute, S ubstitu te , 8 

oz., 3 doz..................... 3 55

PISH IN G  TA C K LE

C otton  Lines

No. 2, 16 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

Small, p e r 100 y a rd s  6 66 
M edium , p e r  100 y a rd s  7 25 
L arge , p e r  100 y a rd s  9 00

F loa ts
No. lVi> p e r g ross . . i 50
No. 2. per gross . . . . i 75
No. 2Vi. p e r gross . . . . 2 25

Hooka—Kirby
Size 1-12, p e r 1,000 .. 84
Size 1-0, p e r 1,000 . . 96
Size 2-0, per 1,000 . . 1 15
Size., 3-Ö, per 1,000 ... 1 32
Size 4-0, p e r 1,000 . . 1 65
Size 5-0, p e r 1,000 . . 1 96

S inkers
No. 1. per g ross . . . . 65
No. 2, per gros3 . . . . 72
No. 3, per g ross . . . . 85
No. 4, per g ross . . . . 1 10
No. 5, per gross . . . . . 1 45
No. 6, per gross . . . . . 1 85
No. 7, per g ross . . . . . 2 30
No. 8, per gross . . . . . 3 35
No. 9, per gross • . •,. 4 65

FLAVORING EXTRACTS
Jen n in g s  D C B rand 

P u ra  V aaila
Tarpanalaaa
P u re  Lemon

P e r Dos.
7 D ram  15 C e n t ........... 1 26
1V4 O unce 20 C en t . . 1 80
2 Ounce, 85 C en t . . . . 2 70
2 Vi Ounce 85 C ent . . 2 86
2 Vi O unce 45 C en t . . 8 10
4 O unce 66 C ent . . . . 6 20
8 O unce 90 C en t . . . . 8 61
7 D ram  A ssorted  . . . . 1 36
1V4 O unce A sso rted  . . 8 09

M oors's D U B rand
P e r  Doz.

1 oz. V an illa  16 C en t 1 26 
lVi os. V anilla  26 C ent 2 00 
3 os. V an illa  36 C en t 3 00 
1 oz. L em on 16 C en t 1 26 
lVi oz. Lem on 25 C ent 2 00 
3 oz. Lem on 85 C an t 6 00

FLOUR AND F E E D

V alley C ity  M illing Co.
Lily  W h ite  ................. 12 85
G raham  25 lb. per cw t 5 25 
R ow ena B olted Meal,

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  5 lb.

p e r c w t  ................... 5 60
R ow ena B uckw heat

Com pound ................. 5 60
R ow ena Corn F lour,

W atson  H igg ins  M illing 
Co

New P erfec tion , Vis 14 10

Meal

Bolted ............................. 4 60
Golden G ran u la ted  . .  4 90

W h ea t

R ed ................................... 2 13
W h ite  ................................  2 11

O ats

M ichigan C arlo ts  ........... 75
L ess th a n  C arlo ts  ........  78

Corn

C arlo ts  ..........................  2 03
L ess th a n  ca rlo ts  . . . .  2 10

H ay

C arlo ts  ........................  30 32
L ess th a n  carlo ts  . . .  32 34

P ssd

S tree t C ar F eed  . . .  74 00 
No. 1 Corn & O a t Fd. 74 00 
C racked C orn ............  77 00
C oarse Corn M eal . .  77 00

FR U IT  JA R S

M ason, *i p ts ., gro. 8 00 
M ason, p ts ., p e r  gro. 8 20 
M ason, qt s., p e r gro. 8 60 
M ason, Vi gul. gro. 11 00 
M ason, can  tops, gro . 2 85

G E L A TIN E

Cox’s, 1 doz. la rg e  . . .  1 60 
Cox’s, 1 doz. sm all . .  1 00 
K nox’s  Sparkling , doz. 2 00 
K nox’s  A cidu’d  doz. . .2  10
M inute, 1 doz...............  1 25
M inute, 3 doz...............  3 76
N elson 's  ........................  1 60
O xford ........................... 78
P lym ou th  Rock, PhOR. 1 55 
P lym ou th  Rock, P la in  1 85 
W au k esh a  .........   1 00
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H ID ES AND P E L T S  
H ides

Green, No. 1 ............... 29
Green. No. 2 .............. 28
Cured, No. 1 .............. 32
Cured. No. 2 ..............  81
Calfskin, green , No. 1, 58 
Calfskin, green , No. 2, 56% 
Calfskin, cured, No. 1, 60 
Calfskin, cured . No. 2, 58%
H orse, No. 1 ................ 11 00
H orse, No. 2 ..............  10 00

Pelta
Old W o o l ................... 76@2 00
L am bs ................... 60@1 00
S hearlings ............  5001 00

Tallow
P rim e  ........................... @09
No. 1 .........................  @08
No. 2 ......................... @07

Wm I
U nw ashed, raed. . . .  @65 
U nw ashed, fine . . .  @49

HONEY
Airline, No. 10 ..........  4 00
Airline, No. 15 ..........  16 00
A irline, No. 25 ..........  8 75

HORSE RADISH 
P e r  doz............................... 95

JE L L Y
P ure, p e r pail, 30 lb. 4 40 
P u re , pe r pail, 10 lb. 1 40

JE L L Y  GLASSES 
8 oz., p e r doz................... 40

M A PLEIN E
2 oz. bottles, per doz. 3 00 
1 oz. bottles, pe r doz. 1 80 
16 oz. bottles, p e r dz. 18 00 
32 oz. bo ttles , p e r  dz. 30 00

MINCE MEAT 
None Such, 3 doz.

case fo r ......................  4 30
Q uaker, 3 doz. case 

fo r ............................... 3 25

MOLASSES 
New O rleans

F ancy  Open K e ttle  . . . .  65
Choice ............................ 50
Good ..................................... 46
Stock ...............................  40

H alf b a rre ls  5c e x tra

MUSTARD
% lb. 6 lb. box .................  30

NUTS—W hole 
Aimouds, T e rrag o n a  SO 
Brazils, la rge  w ashed
Fancy M ixed .................
F ilberts, B arcelona . .  22 
P ean u ts , V irg in ia  . . .  IS 
P eanu ts, V irginia,

R oasted  ..................... 15
P ean u ts, Span ish  . .  16 
W alnuts C alifo rn ia  36@87 
W alnu ts, F r e n c h ...........

Shelled
A lm o n d s ...........................65
P eanuts, Spanish,

10 lb. box ........... 1 85
P eanuts, Spanish,

10 lb. bbl...................  16%
Peanuts, Spanish,

200 lb. bbl................ 16
P ecan s  ....................... 1 60
W alnu ts  ......................... 90

OLIVES
Bulk, 1 gal. kegs, gaL 1 70 
Bulk, 2 gal. kegs, gal. 1 45 
Bulk, 6 gaL kegs, gal. 1 35
Stuffed, 5 oz...................1 30
Stuffed, 14 oz................  3 00
P itted  (n o t stuffed)

14 oz.......................... 3 00
M anzanilla, 8 oz.......... 1 45
Lunch, 10 oz..................  2 00
Lunch, 16 oz..................  3 25
Queen, M am m oth, 19

oz.................................... 5 50
Queen, M am m oth, 28

oz..................................... 6 76
Olive Chow, 2 doz. cs. 

pe r dos. . . . . . . . . . . .  2 50

PETROLEUM  PRODUCTS 
Iron  B arrels

P erfection  ......................  14.7
Red Crow n Gasoline 2S.7 
o a s  M achine G asoline 44.2 
V. M. & P . N a p h th a  22.7 
Capitol Cylinder, iron

B bls.................................  39.8
A tlan tic  Red Engine.

Iron  B bls........................ 24.8
W in te r B lack. Iron

Bbls................................ 14 3
F olarine, Iro n  Bbls. . .  44.8

PIC K L ES
M edium

B arre ls, 1,200 coun t 12 00 
H alf bbl3., 600 count 7 50
5 gallon kegs .........  2 50

Sm all
B arre ls  ......................... 14 00
H alf b a rre ls  ..............  7 50
5 gallon kegs ..............  2 80

G herkins
B arre ls  ...................... 22
H alf .baxtoJs .< ••••••  I f
5 gallon kdgd .......... 4 50

Sw eet 8m all
B arre ls  ....................... 28 00
5 gallon kegs ............  5 75
H alf b a rre ls  ..............  15 00

P IP E S
Clay, No. 216, p e r box 
Clay, T. D. fu ll coun t 
Cob, 3 doz. in  box . .  1 25

PLAYING CARDS 
No. 90 S team boa t . . . .  2 35 
No. 808, B icycle . . . .  4 00 
P e n n a n t ....................... 3 25

POTASH
B ab b itt’s, 2 d o s . ...........2 75

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 ranula ted , bbls...........1 95
G ranu la ted  100 lbs. C3. 2 10 
G ranulated , 363 pkgs. 2 25

Soap Pow ders 
Johnson ’s F ine, 48 2 5 75 
Johnson ’s X X X  100 . .  5 75
R ub-N o-M ore ..............  5 00
N ine O 'c lock  ..............  4 25
L au tz  N ap h th a , 60s . .  3 60 
Oak Leaf, 100 pkgs. 6 00 
Q ueen A nne, 60 pkgs. 3 60 
Old D utch  C leanser,

100s ..............................  4 00

Oolong 
Form osa, M odlum 
Form osa, Choice , 
Form osa, F ancy  .

PROVISIONS
B arreled  P o rk  

C lear B ack . .  54 00@56 00 
S h o rt C u t Clr. 61 00062 00 
B risket, C lear 56 00056 06
P i g .................................
C lear F am ily  ............  48 00

Ory S a lt M eats 
S P  B ellies . .  32 00@34 00

L ard
P u re  in tie rce s  S6%@37 
Com pound L a rd  26%@26% 
80 lb tu b s  . . .a d v a n c e  %
60 lb. tu b a  . . .a d v a n c e  %
50 lb. tu b a  . . .a d v a n c e  %
20 lb. pa lls  . . .a d v a n c e  %
10 lb. pa lls  . . .a d v a n c e  %
5 lb. palls  . .  .ad v an ce  1
8 lb. pa lls  . . .a d v a n o s  1

Sm oked M oats 
H am s, 14-16 lb. 25 QS6 
H am s. 16-18 lb. S4% 066 
H am s. 18-26 lb. 88 0S 4  
Ham , d ried  beef

s e ts  ..................  41 @42
C alifo rn ia  H am s 26 @27 
P icnic  Boiled

H am s ................  SI @46
Boiled H am s . .  81 A l l  
M inced H am s . .  S t 021  
Bacon ....................  39 @52

Sauaagas
B ologna ........................... IS
L iver ............................... IS
F ran k fo rt ....................  16
P o rk  ....................... 14016
V eal ................................. 11
T ongue ......................... 11
H eadcheese .............   14

■ asf
B oneless ......... SI O606T 16
R um p, new  . .  16 06081 66

P ig 's  P a s t
% bb ls .............................  1 71
% bbls.. 46 lbs ................. S 46
% bbls. ........................... 6 66
1 bbl.................................  16 64

T r ip s
K its , IB lbs. ..................... 66
% bbls., 46 lbs................. 1 66
% bbls., 86 lbs........... I  66

C asings
Hogs, p e r  lb. .............8 6 0 H
Beef, round  s e t  . . . .  16020 
Beef, m iddles, s e t  . .  45 @51 
Sheep ................... 1 1501 IS

Uncolored O leom argarine
Solid D a iry  ............... 28026
C ountry  Rolls .............86081

C anned M eats
Red Crow n B ran d

Corned B eef ................  4 25
R oast B eef ...................4 25
R oast M utton  .............. 4 20
V eal L oaf .....................1 40
V ienna S ty le  S ausage 1 40
S ausage  M eat .............. S 65
P o tted  M ea t . . .  .............17%
D eviled M eat ................. 57%
G erm an Deviled H am  3 00 
H am b u rg  S teak  and

Onions .................... 1 70
Corned B eef H a sh  . .  1 70
Cooked B ra in s  ...............8 10
Cooked L unch T ongues 3 35 
Cooked Ox T ongues .15 55 
Chill Con C am e . . . .  l  80 
Sliced B acon, m edium  3 35 
Sliced Bacon, la rge  . 5 56 
Sliced Beef. 2% oz. . 1  80 
Sliced Beef, 3% oz. 2 25
Sliced B eef, 5 oz.......... 3 00
Sliced Beef, 7 oz. . . .  I  60 
Sliced Beef, tin , 3% oz. 2 25 
Sliced Beef, tin , 7 oz. I  60

RICE
F an cy  H ead  ................. 12%
Blue R ose ....................... 12

ROLLED OATS
M onarch, bbls...............  9 60
Rolled A vena, bbls. . .  8 75 
Steel Cut. 100 lb. sks B "O 
M onarch, 90 lb. sack s  4 40 
Q uaker, 18 R egu lar . .  1 80 
Q uaker, 20 F am ily  . .  5 00

SALAD DRESSING 
Columbia, % p in ts  . .  2 25 
Colum bia, 1 p in t . . . .  4 00 
D urkee’s  large» 1 doz,-.5 25 
D urkee’s m e a , 2 dOUIE 00 
D urkee’s  P icnic, 2

SALT 
Solar Rock

56 lb. sack s  ......................  55
Common

G ranulated , F i n e ........ 2 20
M edium , F ine ..............  2 25

SALT FISH 
Cod

M iddles ..............................  23
T ablets , 1 lb ....................... 25
T able ts , % lb ............... 1 75
W ood boxes ................... 19

Holland H erring
S tandards , bbls............
Y. M„ bbls. ...................
S tandard , kegs ' ..........
Y. M., kegs ................

H erring
K  K  K  K , N orw ay . .  20 00
8 lb. pa ils  ...................  1 40
C u t L unch ...................  1 25
Boned, 10 lb. boxes . . . .  29 

T ro u t
No. 1, 100 lbs................... 12
No. 1, 40 lbs.....................
No. 1, 10 lbs...................
No. 1, 3 lbs......................

M ackerel
M ess, 100 lbs.............  25 00
M ess, 50 lbs................  13 25
M ess, 10 lbs...............  2 95
Mes3, 8 lb s ..................  2 30
No. 1, 100 lbs.............  24 00
No. 1, 50 lbs............... 12 75
No. 1, 10 lbs................... 2 80

Lake H erring  
% bbl., 100 lbs.............. 7 50

SE ED S
A nise ............................  45
C anary . S’m y rn a  ........  20
C araw ay  ......................  55
Cardom on, M alabar 1 20
Celery ............................  55
H em p, R ussian  ..........  12
M ixed B ird  ................... 13%
M ustard , w hite  ......... 40
Poppy  ............................  75
R ape ..............................  15

SODA
Bi Carb, K egs ..............  3%

•PICK S  
W hole Sploee

Allspice, J am a ic a  . . . .  @18 
Cloves, Z anzibar . . . .  @40
C assia, C anton  ..........  @30
C assia, 5c pkg. doz. @40
G inger, A frican  ........  @15
G inger, Cochin ..........  @20
M ace, P en an g  ............  @90
Mixed, No. 1 ............... @17
Mixed, No. 2 ............... @16
Mixed, 5c pkgs. doz. @46
N utm egs, 70-8 ........... @50
N utm egs, 105-110 . . .  @45
Pepper, B lack ............  @30
Pepper, W hite  ............  @40
Pepper, C ayenne ___  @22
P ap rik a , H u n g arian

P ure  Ground In Bulk

SH O E BLACKING 
H andy  Box, la rge  3 dz. 3 50 
H andy  Box, sm all . . .  1 25 
B ixby’s R oyal Po lish  1 20 
M iller’s Crown Polsh  90 

SN U FF
Sw edish R apee 10c 8 fo r 64 
Sw edish Rapee, 1 lb. gls 60 
N orkoping, 10c, 8 fo r . .  64 
N orkoping, 1 lb. g lass  . .  60 
C openhagen, 10c, 8 fo r 64 
Copenhagen, 1 lb. g lass  60

SOAP
Jam es  S. K irk  & Com pany 
A m erican  Fam ily , 100 7 00 
J a p  Rose, 50 cakes . .  4 30 
K irk ’s W h ite  F lak e  . .  6 00

L au tz  B ros. & Co. 
Acme, 100 cake3 . . . .  6 25 
B ig M aster. 100 blocks 7 00
Climax, 100s ..............  5 55
Climax, 120s ..............  5 00
Queen W hite , 100 cks. 5 40 
O ak L eaf, 100 cakes 6 25 
Q ueen Anne, 100 cakes  6 25 
L au tz  N ap h th a , 100s 7 00

P ro c to r & Gamble Co.
L enox ............................  5 60
Ivory, 6 oz..................... 7 25
Ivory, 10 oz..................... 12 00
S ta r  ................................  5 80

Sw ift & Com pany 
S w ift’s P ride, 100 8 oz. 5 85 
W hite L aundry , 100 8

oz..................................... 5 65
W ool, 24 ba rs , 6 oz. ..1  60 
W ool, 100 ba rs , 6 oz. 6 50 
Wool. 100 bars , 10 oz. 10 00 
Classic, 100 bars , 8 oz. 6 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, te n  bxs. 3 66 

B ox  con ta in s  72 cakes. I t 
is a  m ost rem ark ab le  d irt 
and g rease  rem over, w ith 
out in ju ry  to  th e  skin.

Scouring Pow ders 
Sapolio, gross lo ts . . . .  9 60
Sapolio. h a lf gro. lo ts  4 85
Sapolio. single boxes 2 40
Sapolio, h and  . 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, 60 cans  . .  3 60

Allspice, J am a ica  .. . @20
Clove3, Z anzibar . . . . @50
C assia, C anton  ---- . @40
Ginger, A frican  ___ . @28
M u sta rd  ...................... . @42
M ace, P en an g  ___ @1 00
N utm egs .................... . @42
Pepper, B lack ........ . @34
Pepper, W hite ........ . @43
Pepper, Cayenne . . . . @29
P ap rik a , H u n g arian ..@ 60

Seasoning
Chili Pow der. 10c . . , . . . .  90
Celery Salt, 3 oz. . . , . . . .  95
Sage, 2 oz.................... .. . . .  90
Onion S alt ................ . 1 35
G arlic .......................... . 1 35
Ponelty , 3% oz.......... . .  2 25
K itchen  B ouquet . . . . 2 60
L au re l L eaves ........ .. . . .  20
M arjoram , 1 oz. . . . . . .  90
Savory, 1 oz. .......... ___ 90
Thym e, 1 oz............... . . .  90
Tum eric, 2% oz. . . . , . . .  90

STARCH
Corn

K ingsford, 40 lbs. . • 11%
Muzzy, 48 1 lb. pkgs. . .  9%
Pow dered, barrel3 
Argo, 48 1 lb. pkgs.

K lngsford 
Silver Gloss, 40 lib .

16
4 00

11%

W ashing Pow ders 
Snow  Boy, 100 5c . .  3 95 
Snow Boy, 100 14 oz. 6 00 
Snow Boy, 34 pkgs. 5 50 
Snow Boy, 20 p k g s . 6 00

Qloss
Argo, 48 1 lb. pkgs. . .  4 00
Argo. 12 3 lbs...............2 80
Argo, 3 5 lbs.................. 3 15
Silver Gloss, 16 31bs. ..11%  
Silver Gloss, 12 61b3. ..11%

Muzz'y
48 11b. packages .........  9%
16 31b. packages .........  9%
12 61b. packages .......... 9%
50 lb. boxes ................  6%

SYRUPS
Corn

B arre ls  ..............................  75
H alf P a rre ls  ....................  81
Blue F a ro ,  No. 1%,

2 doz............ .................. 3 30
Blue K aro, No. 2, 2 dz. 3 90 
Blue K aro, No. 2%, 2

doz.................................  4 85
Blue K aro, No. 5, 1 dz. 4 95 
B lue K aro, No. 10%,

1 doz. ..........................  4 70
R ed K aro, No. 1%, 2

doz................................... 3 45
Red K aro, No. 2, 2 dz. 4 25 
Red K aro  No. 2% 2 dz. 5 30 
R ed K aro, No. 5, 1 dz. 5 15 
Red K aro, No. 10, % 

doz.................................  4 90

P ure  Cane
F a ir  ..................................
Good ..................................
Cholee ...............................

TA B LE SAUCES
H alford , la rge  ..............  3 75
H alford , sm all ..... 2 26

TE A
Japan

M cdiam ....................  34@38
Choice ........................  35@38
Fancy ....................  45@55
B ask i-t-F ired  Med’n.
Flasket -F ired  Choice 
B asket F ired  F ancy
No. 1 Nibbs ............... @50
Hirtinga, hulk . . . . . . .  @21
Siftings, 1 lb. pkgs. @23

G unpow der
M oyunc. M edium  . .  35@40 
M oyune, Choice 40045 

Young Hyson
Choice . . . . . . . . . . . . .  35040
F an cy  66

English B reak fas t 
Congou, M edium . .  40045 
Congou, Choice . . . .  41016 
Congou, F ancy  . . . .  10066 
Congou, Ex. F an cy  66080

Ceylon
Pekoe. M edium  . . . .  40@45 
Dr. Pekoe, Choice ..4 5 0 4 8  
F low ery O. P. F an cy  55@60

TW IN S
C otton, 3 ply cone . . . .  60 
C otton, 3 ply balls . . . .  60 
Hemp, 6 p l y ......................... 28

VINEGAR
W hite  W ine, 46 g ra in  20 
W hite  W ine, 80 g ra in  26 
W hite  W ine. 100 g ra in  29
Oakland V inegar A P ickle 

Co.’s B rands
O akland apple c ider . .  86 
Blue Ribbon Corn . . . .  25 
O akland w h ite  ptcklg 20 

P ack ag es  no charge.

WICKING
No. 0. p e r  gross ............. 66
No. 1, p e r gross ............  70
No. 2, p e r g r o s s .......... 1 00
No. 3, p e r g r o s s .......... 1 76

W OODENW ARE
B askets

Bushels, wide band,
w ire  hand les ............  2 16

Bushels, w ide band,
wood hand les .......... 2 25

M arket, drop hand le  . .  85
M arket, s ing le  hand le  90
Splint, la rg e  .............  8 00
Ppllnt, m edium  ......... 7 26
Splint, sm all .............  6 76

B u tte r P la tes 
W ire  E nd

% lb., 250 In c ra te  . . . .  66
1 lb., 250 In c ra te  .........66
2 lb., 250 In c ra te  .............75
3 lb., 250 In c r a t e .......... 90
6 lb., 260 In c ra te  . . . .  1 26

C hurns
Barrel, 6 gal., each  . .  2 40 
B a rre l/ 10 gal. each  . .  2 66

C lothes Pine 
Round H ead

4% inch, 5 gross . . . .  1 50 
C artons, 20-36s, b o x .. 1 70

Egg C ra tes  and Fillers 
f lu m p ty  D um pty, 12 ds. 24
No. 1 com plete ............... 60
No. 2 com plete ............... 40
Case, m edium . 12 se ts  1 80

F aucets
Cork lined, 3 in ............... 70
Cork lined, 9 in ............... 80
Cork lined, 10 in .............90

Mop S ticks
T ro jan  sp ring  ................ 1 75
Eclipse 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 alls
10 qt. G alvanized . . . .  3 40 
12 qt. G alvanized . . . .  3 75 
14 q t. G alvanized . . . .  4 25 
F ibre ................................  9 75

T oothpicks
Ideal ..................................  65

T raps
Mouse, wood, 4 holes . .  60 
Mouse, wood, 6 holes . .  70
Mouse, tin , 5 holes ___ 65
R at, wood ........................  80
R at, sp rin g  ....................  75

T ubs
No. 1 F ib re  ................  42 00
No. 2 F ib re  ................  88 00
No. 3 F ib re  ..............  33 00
L arge  G alvanized . . .  12 00 
M edium  G alvanized 10 00 
Sm all G alvanized . . .  9 00

W ashboards

W RAPPING PAPER  
46045 F ibre, M anila, w h ite  5
45050 F ibre, M anila, colored
65076 n o . 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  20 
P a rch m ’t  B u tte r, ro lls 12

YEAST CAKE
M agic, S dos. .............. 1 U
Sunlight, 2 doz.............. 1 66
S u n lig h t 1% dos. . . . .  66
Y east Foam , I  dos. . .  1 15 
Y east Foam , 1% doz. 66

YEAST—COMPRESSED 
F le lschm an, per doz. . .  24

SPECIAL 
Price Current

A X LE G REA 8E

26 lb. palls, p e r dos. ..18  8f

KITCHEN
KLENZER

80 can  cases, $4 p e r  case

PE A N U T  BUTTER

Bel-Car-M o B rand
8 oz.. 2 doz. in case  ..3  10
24 1 lb. pails ..............  6 10
12 2 lb. pails ..............  5 90
5 lb. pails, 6 In c ra te  6 10
10 lb. pails ................. 20%
15 lb. pails ................. 20%
25 lb. pails ................. 20
50 lb. tin s  ................... 19%
100 lb. d rum s ............  19%

SALT

B anner Globe .............. 4 75
B rass, Single .............. 6 25
Glass. Single .............. 5 50
Double P ee rle ss  .......... 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
12 in .................................. 1 65
14 in .................................. 1 85
16 in ................................... 2 30

M orton’« s a l t

Mortons

Sa lt

Wood Bowls
13 in. B u tte r  ..............  1 90
15 in. B u tte r  ............... 7 00
17 in. B u tte r  ..............  8 00
19 in . B u tte r  ............. 11 00

GtP Q IJP

P e r  case, 24 2 lb s ..........1  80
F ive  case  lo ts  ..............  1 70
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H ow  T h a t Resu'.t Can B est Be Ac
complished.

A business man acquired a fortune 
in the city. H e purchased a farm, 
equipped it with all the m odern con
veniences he knew about o r learned 
about, and moved to the country  to 
enjoy the rest of his days. For the 
first few years his income from  other 
investm ents m et the deficit on the 
farm. W hen this became inadequate 
debts accumulated and the farm  was 
finally sold to pay the taxes. The 
business man then returned to the 
city to  make another fortune. W hat 
was the cause of the failure?

T oo much overhead.
A farm er, having accumulated a 

considerable sum of money, comes to 
the city and buys a store. H e fills it 
with all sorts and types of labor-sav
ing devices. He rents large storage 
space • and additional sales floors. 
Each year he runs behind. Finally 
the sheriff comes around and sells 
him out. W hy did he fail?

Too much overhead.
A m iser is forced to take over a 

business owned by one of his credit
ors. He saves on every hand. He 
lights his store only when custom ers 
enter. He keeps his money in a cigar 
box. H is counters are boxes with 
boards laid across them. E verything 
is as cheap as possible. H e hires 
boys to  help him. H e considers men 
too expensive. N ot enough business 
is done to  pay expenses and the m iser 
loses the money he was forced to  in
vest in the store. W hat made him 
fail?

T oo little  overhead.
T he feats of balancing we see at 

the circus are not nearly as difficult 
as the feat every business man must 
perform  in balancing his overhead. 
Just as the man at the circus must 
exercise great skill, for a false move 
in any direction will upset the balance, 
so the business man m ust exercise 
great skill in keeping h is overhead 
exactly the right size. Too much or 
too little  will reduce profits.

Too much overhead sm others the 
business. T oo little overhead chokes 
it to death. T oo much overhead eats 
up all the profits. T oo little overhead 
underm ines the business. I t  is ex
trem ely dangerous to  let the overhead 
sw ing too far in either direction. I t 
m ust be balanced. I t  m ust be made 
to fit the business. Only when it ex
actly  fits the business can the greatest 
business progress be made. Only 
when it exactly fits the business can 
the business man be tru ly  successful.

T oo great an overhead is usually 
fatal. I t  requires more than the profits 
of the business to m aintain it. The 
overhead eats into thé capital. Even
tually, unless cut down or the busi
ness made to  grow to fit the overhead 
expense, it drives the business into 
bankruptcy. All fixed charges m ust 
be held down to  a point where the 
profits will m ore than  cover them  if 
the business is to  be successful.

T he overhead presents to  the busi
ness m an one of his m ost difficult 
problem s. E very  man w ith any am 
bition a t all desires to  have his busi
ness grow. T o grow, there m ust be 
reasonable overhead. T here m ust be

labor-saving machinery, there m ust 
be equipm ent for rendering good ser
vice to  the custom ers, there m ust be 
floor space enough to  perm it expan
sion. If these things become too in
expensive, however, the profits do not 
cover them  and the business fails.

T oo little overhead may prove just 
as serious as too much. F o r a given 
overhead profits cannot exceed a cer
tain am ount. T his am ount will vary 
in different lines of business and in 
different localities, but it is always 
fixed. T he service rendered by com 
petito rs strictly  lim its profits to a 
fixed sum. T o have profits exceed 
this sum the overhead m ust be in
creased. If  instead of increasing it, 
the overhead is reduced the profits 
fall off. Continued reductions will 
continue to reduce profits even down 
to the zero point where the man is 
forced out of business.

Balancing the overhead is some
th ing  that each m an m ust do for him 
self. You cannot tell a man how to 
place a ball on the top end of a pole 
and balance the whole on the end of 
his nose. Such a stunt requires prac
tice. I t  cannot be learned from  books 
or correspondence schools. T he only 
way one can accomplish the feat is 
through constant practice. T he same 
rule applies to the balancing of over
head.

I t  is exactly the same with the 
overhead as it is w ith the balancing 
stunt in the circus. T he business man 
m ust practice. He m ust watch the 
results of each m ovem ent just as the 
circus balancer does. He m ust prac
tice and watch until he has the over
head just where it will produce the 
g reatest profits. He cannot stop  there, 
however. After the circus balancer 
has everything nicely arranged a slight 
movement of some o ther person or a 
faint breeze m ay upset the whole bal
ance. He m ust constantly watch and 
adjust the balance or the act is a fail
ure.

Once having balanced the overhead 
the business man m ay find th a t a 
slight change in business conditions 
or some act of a com petitor may 
change things just enough to  make 
it necessary to  re-adjust the balance 
of the overhead. As his business 
grows the overhead m ust be increas
ed. Careful and constant w atching is 
necessary.

T o keep the overhead properly bal
anced everyth ing in the business m ust 
exactly fit. A $10,000 m an m ust not 
be holding a $1,200 position. A cash 
register designed for a hundred thou
sand dollar store m ust no t be used in 
a ten thousand dollar store. Each 
machine and each individual m ust fit 
the business exactly. N othing must 
be too small or too large. Sufficient 
sales and storage floor space must 
be provided to  give adequate service 
but not one inch more. F ix tures and 
o ther equ:pm ent m ust be provided 
th at will adequately m eet the demands 
of the business but no more. Labor 
saving m achinery th a t will really save 
labor m ust be used to the extent that 
it cuts down operating  and fixed ex
penses, but not a dollar more than is 
necessary m ust be invested in this 
equipment.

Every penny spent m ust increase 
the profits or m ake the business grow.

If possible every penny m ust do both. 
N ot a dollar can be invested in idle 
overhead, in overhead that is not 
needed, th a t is not m aking the busi
ness m ore prosperous, if the overhead 
is to  be perfectly balanced.

R obert Falconer.

T rain ing  Clerks T o  Be Real Sales
men.

I t is my conviction that you can
not make real salesmen out of dis
satisfied clerks, and to  make satis
fied clerks you m ust give as well as 
receive, possibly giving m ore than 
you receive to  start. W hen I say 
give, I mean th at a m an should not 
figure how small a wage he can pay, 
but ra th e r how much he can afford 
to  pay based on future w orth. Then, 
too, salary is not everything or all 
that appeals. E xtend w ords of en
couragem ent now and then, words 
of appreciation. These cost nothing 
and often make a w onderful change. 
A congenial em ployer and congenial 
surroundings make for efficiency.

A clerk or salesman is just as 
human as we are • and has just as 
much feeling. N ot a m an in this 
audience but enjoys a compliment 
from the o ther fellow. W ho does not 
appreciate a slap on the shoulder 
accompanied by, “Bill, you certainly 
have a fine store and have worked 
up a good business.” I t ’s a tonic; 
makes you feel good all over and 
sort of builds you up. Similar doses 
now and then given to  the m en un
der you are just as stim ulating and 
help to  build him  up, too.

I have heard of the so rt of th ing  
called “salve” and I know of concerns 
who hand out lots of it, but are slow 
in handing over m oney. N ot so 
m any years ago I  labored for a con
cern imbued w ith that spirit, never 
getting  a raise w ithout asking for it, 
and believe me, I  hated to  ask. I 
never had a vacation with pay, in 
fact was docked for all time off. 
W hen about to  be m arried I had to 
ask for another raise to  get $15 a 
week, and had to plead for a few days 
off. Both were finally granted, but 
I was scared stiff for fear I m ight 
m eet with the fate of some predeces
sors, because this concern had found 
the m ost convenient way to  rid itself 
of a man was to  let him go on a va
cation. and while away write him a 
sweet little  le tter sta ting  that his ser
vices were no longer needed. This 
was pleasant for me to  think about 
while on my honeymoon, don’t you 
think? I was luckier, however, than 
some of those who had gone before, 
for I was allowed to  re tu rn  and re 
tain the job, sticking to  my post for 
sevéral years thereafter.

W hile so situated, however, I al
ways planned and schemed to  get in
to business for myself, and resolved 
that should th a t day ever come no 
man should have to  w ork for me un
der such try ing  conditions. T he day 
finally dawned about 12 years ago, 
and the resolution has held good ever 
since.

I have always found it to  my best 
in terests to  hire young m en and train 
them  to my liking. In  h iring  m en I 
try  to find out w hether they  just 

' want a job or w hether they  really 
would like to  sell shoes. If  possible

I aim to find out ju st why they care 
to  be a salesman. Needless to  say 
I do not consider the fellow who 
only wants a job. A fter finding the 
right kind of a young m an I try  to 
instill in his mind that the m ost suc
cessful fellow, the fellow who be
comes a real salesman, is the one 
who has the desire and am bition to 
some day be a shoe m erchant; and 
th a t if he strives for th at goal he will 
naturally  do this best, make good 
and eventually learn the fine points 
of the' business. Men try ing  and 
striving to accomplish m ust neces
sarily be of service to  you.

T rain your clerks to  have a th o r
ough knowledge of all goods carried, 
keep them  busy during spare time by 
working them  in stock. In  no way 
can they gain a better understand
ing.

Every salesman should be th o r
oughly acquainted w ith the construc
tion of a shoe and should have a clear 
conception of leathers and their va
riety in the m aking and in this way 
be able to  talk  shoes intelligently to 
custom ers.

T rain ing  clerks to  be real salesmen 
m eans that they should be thorough
ly  schooled in the a rt of fitting, which 
is m ore than just covering a foot. It 
is a science and, therefore, requires 
skill. T here are m any kinds of feet 
but more kinds of shoes. A measure 
stick alone will not always tell the 
size. One m ust study the foot and 
use common sense. A skilled shoe 
salesman will never take off and look 
into the custom er’s old shoe for the 
size, neither will he ask a custom er 
the size he wears. Instead  he will 
show his ability by fitting the foot 
correctly  from the start.

In order to  be a real salesman a 
clerk should study the anatom y of 
the foot, and there are several 
courses of instruction available along 
this line. I have also found that 
men on the floor who possess this 
train ing  are valuable in stim ulating 
the sale of corrective foot appliances 
which to-day form  a profitable part 
of the shoe business.

T rain clerks to  avoid the use of a 
much abused word in connection with 
the shoe business—the word guar
antee,” which is no th ing m ore than 
a trouble maker. I t  is an unneces
sary word in the vocabulary of a 
good salesman who has p lenty of 
o ther good points to  talk about.

Clerks should be trained in the 
power of suggestions. A suggestion 
a t the righ t m om ent is really a ser
vice to  the custom er. W ithout the 
suggestion a patron m ay forget to 
secure an ex tra  pair of laces, o r shoe 
polish, or m aybe a pair of rubbers to 
fit or m atch the shoes ju st purchased.

A Quality Cigar 
Dornbos Single Binder 

One W ay to Havana
Sold by AllUobbers

Peter Dornbos
Cigar Manufacturer 

65-67 Market Ave,, N. W.
Grand Rapids Michigan
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and, just to  emphasize the point, m ay
be the old shoes need repair. O ften 
where custom ers complain about 
aches and pains wouldn’t the mere 
suggestion of an appliance to over
come such troubles go a long way 
tow ard an added sale?

Clerks should be trained to be 
polite and patient, to  show goods 
willingly and to  miss a sale rather 
than force goods on custom ers which 
they really do not want or need. And 
here, again, I say be informative. 
Say to  a patron  that inasmuch as 
you do not happen to  have ju st what 
he wants th at perhaps he had better 
try  elsewhere, and should he not 
find what he is looking for that pos
sibly this or th at shoe may do. In 
this way you are nursing a “come
back”—the o ther way you are v irtu 
ally counter-acting the situation by 
inviting the patron to stay away.

W here clerks wrap packages teach 
them the wisdom of doing it neatly. 
T rain them  to hand custom ers their 
change first, and then the package 
and to make the delivery of both 
with a pleasing, “T hank you very 
much.”

After training clerks to  be real 
salesmen—worthw hile to  the store 
and of benefit to those whom they 
serve, I have found it profitable to 
incorporate my business, and make 
stockholders of those w orthy to be 
called Business Builders and future 
m erchants. In  view of this, and some 
o ther ideas I have tried to  convey 
here, I dare say th at no concern en
joys a m ore loyal corps of employes 
than does W aegner & Co., Inc., of 
Aurora, 111., the house I represent.

W tn. C. W aegner.

N ot to  Know T oo Much.
W hether it is better for a salesman 

to know all there is to  know about 
the goods he is selling or not was the 
question brought up by the sales m an
ager for a well-known line of woolens 
and specialty fabrics. W hile many 
argum ents have been advanced by ex
perts in salesmanship for a proper 
and thorough knowledge of the m er
chandise to be sold, this sales m an
ager from his experience holds a con
trary  opinion regarding the value of 
such information. H e prefers the 
psychological effect on the salesman 
of knowing little  about his wares ex
cept th at they  are first-class in every 
respect.

Arm ed with the confidence th at pe
culiarly enough comes from  such ig
norance the salesman, he claims, can 
more often win a sale than if he is 
stocked up with a m ass of details re
garding raw m aterial, m anufacturing 
processes and o ther factors in the 
production of what he has to sell. 
H is opinions m ay be looked upon 
with a degree of scorn by m any self- 
styled sales experts, but the fact re
mains that his organization has been 
highly successful in all its endeavors. 
The product s'old by the concern has a l
ways been extensively advertised both 
directly and through its customers.

“O ur sales policy,” he said, "is to 
keep our salesmen just as m eagerly 
informed about the product they sell 
as is consistent w ith the sale of the 
m erchandise. By that I  mean that if 
the salesman knows the w eight of the

fabric, the price, and in general what 
it is composed of, he has enough in
form ation to  carry  him along. W e 
do not equip him with a whole mass 
of inform aton about the processes 
used, the percentages of different raw 
m aterials, the kind of dyes employed, 
and the rest of the details m ost hous
es believe it is necessary for a sales
man to have at his finder tips.

“Just take an incident th at happen
ed in my own case. I went into a 
tailor shop and picked out a piece of 
im ported goods that looked like an 
exceptionally fine fabric. I knew there 
was cotton in it, but the manipulation 
was so excellently done that I d ’d 
not consider it a drawback. I had 
the cloth made up into a suit and in 
a short time I m ight just as well have 
been clothed in a burlap bag. T here 
was 70 per cent, cotton in the goods, 
it turned out, where I had imagined 
the cotton did not am ount to  more 
than 50 per cent. The tailor who sold 
me the goods, however, did not go 
into details concerning the construc
tion of the cloth and, if he had, I m ost 
certainly would have picked some
thing else. I don’t think it was quite 
the right th ing  for him to pass off a 
piece of m aterial like that on me, but 
his selling m ethod was quite correct 
in th a t he let me form my own o p t 
ion w ithout the aid of a whole lot of 
data to  make me change my mind.

“W here a concern has an article to 
offer of the best quality there is little 
need of tu rn ing  th at article inside out 
supposedly for the benefit of the cus
tomer. I t  only causes a lot of con
fusion in the custom er’s mind, and 
more often prevents a sale instead 
of making one.

“Sooner or later I expect to see a 
pure fabric law passed in th is country, 
and th at will autom atically supply all 
the inform ation necessary to the buy
er. I t  will certainly relieve the sales
men who are now forced in m any in
stances to  be storehouses of confusing 
knowledge.”

Sparks F rom  the E lectric  City.
Muskegon. July 8—T he Muskegon 

AutO Co. has sold out to Edw ard 
Ca=low. who has taken possess;on and 
will continue the business under the 
name of the Jewell Car Exchange.

Campbell. W yant & Cannon have 
acou-red a large trac t of land on what 
is known as the clay road and now 
have ample room for their constantly 
expanding business.

Peck street, M uskegon Heights, is 
now nearly repaired and will aga’n 
soon be in fine condition.

About 1,200 bovs arrived here Sun
day and went into camp at Camp 
Roosevelt Sunday night. A large 
crowd was on hand w atching them 
make camp.

W e are informed on good authority  
that M uskegon will see very large 
factory additions before Jan. 1, 1920. 
T he H eights surely is enjoying a very 
large residential development.

W e get this from a leading T rout 
Lake m erchant: Some tw enty  or 
th irty  years ago, while lum bering was 
in progress on the M anistique River, 
it became necessary to  leave about 
one-half barrel of m olasses (the head 
having been knocked in, as the m olas
ses would not run in zero w eather) in 
camp. Same was duly discovered by 
a large bear, who climbed up to  help 
himself and, in so doing, emptied the 
m olasses all over himself. A fter eat
ing his fill, he proceeded to  roll in 

loose straw  and when he came 
forth  looked very much like a huge 
porcupine. E. P. Monroe.

BUSINESS WANTS DEPARTMENT
A dvertisem ents Inserted  under th is  head fo r th re e  cen ts  a word th e  first 

Insertion and tw o cen ts a w ord fo r each  subsequen t continuous Insertion. 
If se t In cap ita l le tte rs , double price. No charge  less th a n  ZS cen ts. Cash 
m ust accom pany all orders.

BUSINESS CHANCES.
F or Sale—H ave com plete outfit for 

m an u fac tu re  of ice cream . B argain  if 
taken  now. Box 52, N orthville, M ich
igan. 358

E X P E R IE N C E D  m erchan t, age 25, 
w an ts  place a s  trav e lin g  salesm an  in 
A rk an sas  w ith  d ry  goods o r g e n ts ’ fu r 
n ish ing  o r overalls, sh  r ts , etc. ELTO N  
BRONSON, A tkins, A rkansas. 359

W A N T ED  to  h ea r from  ow ner of a  
good business for sale. Cash price, d e 
scrip tion . D. F. B ush, M inneapolis, 
M innesota. 360

W anted—M eat c u tte r  a t  once. P re fe r 
all around  m ea t m an. Good w ages. W ire  
m y expense. Chas. H . John, N orthport, 
M ichigan. ________________ ________361 _

W an ted —E xperienced d ry  goods m an, 
w ho can trim  w indow s and  display goods, 
to  tak e  charge  of d epartm en t. H elp fu r 
nished. P e rm an en t position. A ddress 
No. 362, care  T radesm an. 362

F o r Sale—Shoe stock  and business in 
live c ity  of 5,000 population; stock in fine 
condition, abou t $9,000; will r, duce to  
su it purchaser. Reason, ow ner h as  o th e r 
in te rests . Lock Box 81, Ladysm itn , W is
consin ._______________________________363

SPA R TA  P ike  G arage fo r sale, one of 
th e  best pay ing  g arag es  in the  S tate , 
full equipm ent, tires, accessories, e tc .; 
te rm s  to  suit. A ddress S p arta , M ichigan.

364
F o r Sale—Serviceable co tton  khaki

breeches, all sizes, bought from  G overn
m en t salvage d epartm en t. $6 dozen, cash  
w ith  order No C. O. D. George J. M ann, 
S p artan b u rg , South  C arolina. 365

F o r Sale—U p -to -d ate  m eat and fish 
m arket. One of th e  best locations in 
K alam azoo. F ix tu re s  m odern and up -to - 
da te . Selling reason, ill health . Will 
b ea r Investigation . A. W . Howell, 210 
W est M ain St., K alam azoo, Mich. 328

Vogt’s Rebuilt 
Cash 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—W ell-estab lished  business in 
g en eral m erchandise , located  in th e  h e a r t 
of a  good farm ing  and  lum bering  section 
of N o rth ern  M ichigan. F o r Cash. 
R easons fo r selling, ill h ea lth  of owner. 
F o r Inform ation, address  No. 305, care  
M ichigan T radesm an. 305

TW O E X P E R IE N C E D  R E T A IL  GRO
CERY salesm en. Men who care  fo r an  
association  w ith  an  old estab lished  b u si
ness u nder good sa la ry  and  w orking 
conditions. D uluth  i3 th e  coolest su m 
m er c ity  in  th e  coun try  and  is full of 
opportun ities fo r am bitious young men. 
W rite  M. M. G asser Co., D u lu 'h , M inne
so ta. ______________________ _349

F o r Sale—N ew  B u tte r-K is t P opper and 
P e a n u t R oaster. U sed one m onth. Cost 
$750. B ig reduction  if tak en  a t  once. 
P a y s  60c on the  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 rro u n d in g  country . W ith in  fo rty  m iles 
of D e tro it on m ain  tru n k  line to  A nn 
A rbor, L ansing , G rand R apids, etc. E x 
cellen t equipm ent, soda foun ta in , etc. 
B ig opportun ity . In v es tig a te  a t  once. 
A ddress No. 341, care  M ichigan T rad es
m a n ____________ ____________________ 341

F o r  Sale—Ice c ream  pa rlo r and  lu n ch 
room. F o r info rm ation , enquire  J . E. 
S torch , P e n tw a te r, M ichigan. 350

W an ted  — P h a rm a c is t o r reg iste red  
d rugg ist. George M cDonald D rug  Com 
pany, K alam azoo, M ichigan.________351__

FOR SA LE—ONE SIX -D RA W ER  R IB 
BON CASE, tw o- good W eiss coun ter 
cases. A ddress J . E . Lugibill, Bluffton, 
Ohio._________________________________354
G EN E R A L M ERCH A N D ISE BUSINESS.

F o r Sale—Good paying; including build
ings and  good liv ing  room s; in  good 
tow n 100 m iles so u th  from  Chicago. The 
stock  is in firs t-c lass  condition and  good 
business. A ddress W. L. KINSM AN, 
Loda, Illinois. 355

F o r Sale—120 $50 shares  of s tock  in 
F a rm e rs ’ C o-operative  M ercantile  sto re  
in good Southern  M innesota tow n, o r 
w 11 sell all of paid up stock  if p re fe r
able, am o u n t $10,800. W ill a lso sell 
bi id n iT alue $a.000; income, $672 per 
year. Books k ep t u p -to -d a te  and  aud ited  
m onthly; so can  give full inform ation , 
and  will m ake it in te re s tin g  for some 
one w ho can  produce bankab le  paper o r 
cash  or M inneapolis incom e p roperty  to 
m ake quick deal. A ddress J. B. M artin - 
sen, 824 22nd Ave. N. E., M inneapolis, 
M innesota. 366

An u p -to -d a te  $10,000 g en eral m e r
chand ise  stock for sale in a  very  th r if ty  
com m unity. In v estig a te  th is  if you are  
con tem plating  on business. J .  G. Fosm oe, 
Nelson, M innesota. 357

Cash R egiste rs  (all m akes) bought, 
sold, exchanged and  repaired . R E B U IL T  
CASH R EG ISTER  CO., Incorporated , 122 
N orth  W ash ing ton  Ave., Saginaw , M ich
igan. 128

W ill pay  cash  fo r whole o r  p a r t  stocks 
of m erchandise. Louis Levinsohn, Sagi
naw, M ichigan. 757

H ig h est p rices paid for all Kinds of 
s tocks of m erchandise. C harles Gold- 
stone, 1173 B rush  St.. D etro it. 149

P a y  spo t cash  fo r c lo th ing  and  fu rn ish 
ing goods stocks. L. S ilberm an, 106 E  
H ancock, D etro it. 219

F o r Sale—200-acre g ra in  fa rm ; about 
180 acres in crops: S ou thern  M ichigan, 
W ill tak e  m erchandise  in p a r t  paym ent. 
Wm. W allace, 1419 F o rres  Ave., St. 
Joseph. M ichigan. 290

F o r Sale—Grocery fix tures s tock  and 
building, doing $25,000 business a  year. 
Good location, p rice $5,000. A ddress Lock 
Box 54, Coleman, M ichigan. 346

For Sale—Two la rge  and fully equip
ped w oodw orking au to  and tru ck  bod] 
p lan ts , w ith  s teelw orking  m ach inery  foi 
tru ck s  and  tra ile rs , if desired. Fu ll la 
bor g u a ran teed . B est of sh ipping  fac il
ities. See these  p lan ts  a t once. W . J. 
P a rk e r, Owner, C orunna, M ichigan. 334

W atson-HiggiiisM lg.0
G R A N D  R A P ID S . M ICH .
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NewPerfedionFlour
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C o t t o n ,  S a n i t a r y  S a c k s

Fire Proof Safes
W hy pay for fire insurance and 

then invalidate it by not keeping 
your annual inventory and record 
of daily sales and purchases in a 
fire proof safe, as provided by the 
policy rider?

We carry  a full stock adapted 
to the use of merchants.

Grand Rapids Safe Go. 
Grand Rapids
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T E L E P H O N E  AS A SA LE S AID.
Tw o very im portant problem s con

front the retail grocer daily—purchas
ing and selling. In  these days of 
keener com petition the selling and 
of the business is by far the m ost 
complex and the m ost difficult with 
which the grocer m ust cope. Buying, 
although very im portant in the suc
cessful m anagem ent of the retail g ro
cery, is usually overstressed under 
the delusion created by that antiquat
ed maxim that “goods well bought 
are half sold.” Recently, however, 
this old tim e-worn proverb has been 
revised to  read, “Goods all sold were 
well bought.”

T here  was a time in the retail g ro
cery business when it was true th at 
“goods well bought are half sold,” but 
those days are past. The grocer is no 
longer a m ere “store-keeper,” waiting 
with full shelves for a custom er with 
a desire for his goods to  come in. 
He can no longer content himself with 
the thought th at if business doesn’t 
come to-day it will come to-morrow . 
T he grocer who would be successful 
cannot sit with folded hands and wait 
for trade to  come to  his store. He 
m ust go out and invite the public into 
his store. Business to-day is a sort 
of warfare which calls for aggressive
ness, alertness, initiative and push. 
Therefore, selling is the main prob
lem fo r the grocer to  solve, and it is 
a term  which covers a score of activi
ties. If  the grocer would succeed in 
getting  into his store every possible 
customer, he m ust be prepared to  use 
every legitim ate m eans of attracting  
people to  his store. No one m ethod 
will appeal to  all. A dvertising in the 
newspapers will a ttrac t some, sales 
letters will a ttrac t others, the window 
display will a ttrac t still others, while 
there are still o ther m ethods th at will 
a ttrac t o thers th a t m ay not be a t
tracted by advertising m ethods.

T he telephone offers to  the wide
awake grocers one of the m ost effect
ive m ethods for increasing trade ever 
put at their disposal. G rocers are just 
beginning to  wake up to  the possi
bilities of the telephone as a m eans 
for winning sales and creating  buying 
interest, and to-day scores of selling- 
by-telephone plans are being carried 
out by progressive grocers in a way 
th at m akes the bell on the cash reg 
ister ring  more often.

T he telephone has become so com
mon th a t nearly every family has a 
telephone in the house and the grocer 
will do well to  “play-up” his telephone 
service.

Telephone cam paigns naturally  dif
fer, for they  are planned and conduct
ed so as to  fit the requirem ents of 
specific situations and conditions. 
T here are, however, certain funda
m ental principles upon which their 
success depends. These fundamental 
principles are four in number. F irst, 
courtesy; second, fair prices; third, 
good goods; and fourth, prom pt de
liveries. No selling-by-telephone 
campaign will prove successful unless 
these four fundam ental principles are 
adhered religiously.

The telephone can be used in a 
num ber of ways to  increase trade and 
the grocer, w ill do w ell to  encourage 
his custom ers to  use the telephone.

If he follows carefully the above four 
principles in soliciting trade by tele
phone it shall prove one of the m ost 
effective and profitable m ethods he 
can use.

The first th ing  the grocer should do 
when starting  a sales-by-telephone 
campaign is to  select a special clerk 
or clerks, as the case m ight be, to 
take care of this work. T his clerk 
should be given a special train ing  in 
how to talk  over the telephone, for 
it m ust be remem bered th a t the  cus
tom er a t the o ther end of the line can 
not see the face of the clerk and he 
m ust have the ability to  impress the 
custom er with the desire to serve and 
to  please through the inflections of 
his voice, for the same m ethods that 
are good when dealing face-to-face 
w ith the custom er apply to  the tele
phone campaign as well, only the clerk 
m ust be able to  carry them  out 
through his choice of words and their 
expression. T his clerk should be un
usually patient and courteous and 
should know how to handle a cus
tom er when they call to  make a com 
plaint, and thus be able to adjust the 
com plaint satisfactory to  them  and 
the store and to' hold their trade. H e 
should be well posted on prices and 
the condition of the goods so that he 
m ay give the custom er an honest de^ 
scription of them.

All telephone orders should be giv
en extra attention  and great care 
should be taken to  see th at the order 
is filled with the best of goods. Some 
grocers think th a t when an order 
comes in over the telephone th a t it is 
a good chance to dispose of some 
inferior goods. By so doing they lose 
the confidence o f the custom er and 
a great deal of trade. I f  the telephone 
campaign is to  be successful, particu
lar care should be given such orders 
so that the custom er can rely upon 
getting  just as good when they order 
by telephone as they would if they 
called in person a t the store.

To this end, each clerk should be 
instructed  to  fill all phone orders 
w ith the very best and never to  send 
out anything that is not first-class. If 
the custom er is righ t there to  see the 
article and the condition it m ay be 
in and does not object to  it, th a t is a 
different m atter, but custom ers plac
ing their orders by telephone expect 
first-class goods. W henever an ar
ticle is not up to  standard  the cus
tom er should be called and told of 
the fact, and if he still wishes inferior 
articles, after knowing the condition, 
then it is all righ t to  send them , but 
always with the understanding that 
should they  not prove satisfactory 
they m ay re tu rn  them.

One of the best m ethods of con
ducting a sales-by-telephone campaign 
is first to provide an alphabetical list 
of the names of all custom ers and 
prospective custom ers. F o r this pur
pose it is best to use an index card 
file, equipped with alphabetical guides 
and en ter each name separately on a 
card which will be filed in this file 
behind the correct guide card. These 
cards should be 3 x 5 inches and upon 
them  should be entered the name and 
address, also the  phone num ber and 
any rem arks which m ay prove o f any 
aid when soliciting this custom er over

the telephone. I t  would be well to 
use three different colored cards, a 
white one for all regular custom ers, a 
yellow one for the occasional cus
tom er, and a blue for prospective cus
tomers. T his m ethod would enable 
you to imm ediately lay your hands 
on which ever class of names you 
wished w ithout going th rough the 
entire bunch. T his file should be 
placed righ t beside the telephone and 
when soliciting orders the draw er 
can be pulled out and the solicitor 
can sta rt right in with the first card, 
and call each custom er as he comes 
to them.

T he different custom ers will have 
their regular days for ordering  their 
groceries and this fact m ust be re
corded on the  card, so th a t the solic
itor will call them  only on the days 
as designated on the card. T here are 
M onday buyers, T uesday buyers, 
Saturday buyers, etc. T he solicitor 
should know this fact and never make 
the m istake of calling a custom er on 
their off days. A nother very im por
tan t fact th at m ust be taken into 
consideration in a sales-by-telephone 
campaign is the tim e of day the cus
tom er rises in the m orning. M orning 
is always the best time fo r telephone 
solicitation, but there are custom ers 
who rise early and o thers who are not 
early risers, and the late riser does 
not like to be disturbed too early. 
Therefore, the hour for calling should 
be entered on the card and the m is
take of calling too early or too late 
eliminated.

If  m ore than  one clerk  is used for 
this work, then  these cards should 
be divided, and each clerk have his 
own separate list.

One M ichigan grocer has been using 
this system  for a num ber of years and 
reports it the best m ethod for in
creasing sales he ever used. Each one 
of his telephone salesmen has taken 
great care to  make a notation  of any 
fact th a t would increase the efficiency 
of this service on the various cards 
from time to  time.

An Ohio grocer who is now employ
ing three telephone salesmen finds 
that a Telephone Suggestion L ist has 
helped the salesmen very m aterially 
in increasing the sales to  each cus
tom er, in fact the sales average per 
sale has been jum ped from  $1.12 to 
$1.67 through the use of these lists. 
This list is made up on a large card
board, 14x28 inches and ruled into 
seven columns, and each column is 
headed as Canned Vegetables, Canned 
Fruits, Canned Meats, etc. U nder each 
heading is listed the brands and prices 
;n stock, also the price per dozen. 
W hen calling a custom er the salesman 
suggests various articles to the cus
tom er from  this list, and it has re
sulted in more sales. By keeping an 
account of their experim ent they 
found th a t tw o out of every three cus
tom ers purchased a t least one extra 
article through suggestion.

A very effective m ethod of secur
ing orders by telephone is to  have a 
special of some good standard article 
for the day. F o r instance, take a 
regular 40 cent orange and put a price 
of 32 cents a dozen on it for th a t day 
only, and then have the telephone 
salesmen call their custom ers and an

nounce this special to  them  and also 
to suggest o ther articles as well. If 
the list can not all be called on one 
m orning, divide the list and call half 
one m orning and the rem ainder the 
second m orning. If you can call 100 
custom ers during the morning, and 
sell fifty of them  an average of $1 
each, you have increased your sales 
$50 for the day, and if your list is 
large enough to furnish 100 custom ers 
for each m orning, of the week you 
have an increase of $300 for the week.
A t 20 per cent, gross profit you in
crease your profit $60 or more than 
$3,000 for the year. T his is nothing 
unusual for the grocer who carefully 
plans his telephone campaign and 
then carries out his plans. One gro
cer located in a small rural comm un
ity  increased his sales considerably 
over $12,000 during the year through 
his telephone campaign.

The grocer should not neglect his 
country custom ers in his telephone 
campaign. T he country list should be 
divided into three or four separate 
lists and one-half called one m orning 
and another the second m orning, and 
so on until all have been called at 
least once during the week. I t  is al
ways best to have some special article 
or offer to  make them when calling. 
This gives you some reason for call
ing. T he salesman m ay suggest that 
he lay aside this offer for them  until 
they are in town. T his list of cus
tom ers should not only consist of 
your regular custom ers, but every 
farm er to whom you feel you can sell. 
If  they accept the offer thev are very 
apt to purchase other articles when 
they call for their purchase.

Before sta rting  in on the telephone 
cam paign the grocer should carefully 
m ap out his campaign and system atize 
it, so that each day will have its part 
in the program , and if followed out 
system atically and persistently, it will 
prove a very successful booster of 
sales and a builder of good-will.

“Devil’s O rgan” Found in Ozarks.
In  Diamond Cave^ Newton county. 

Ark., one of the innum erable caverns 
of the Ozarks, are m any stalactite 
form ations. At one point the stalac
tites, suspended from the roof of the 
cave, possess a strange variety  and 
melody o f tone. Those who have 
visited the cave say th a t these stalac
tites can be played upon as one plays 
upon a xylophone, and th a t the re
sultant music is unusually sweet. The 
place has been called the “Devil’s 
O rgan.”

Diamond Cave is about three and 
a half miles from  Jasper, county seat 
of Newton. The cave has been ex
plored to a length of m ore than  three 
miles. How much farther it extends 
between the O zark ridges is not 
known. A t one point in it are m any 
mounds, presum ed to be the burying 
places of Indians in bygone ages.

In  Corncob Cave, also in Newton 
county, the  earliest se ttlers found 
great heaps of corncobs, apparently 
an accumulation of m any years. Yet 
no corn was grown by Indians in 
the vicinity.

Get close to  people who have done 
w hat you are try ing  to do, and try  
to  absorb the secret of their success.
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Blessings on the 
Good Cook

She certainly makes life worth living.

What is money, or position, or popularity, or anything eke to> 

any one where food is unobtainable?

T o a man in that position any cook would be satisfactory, or the 

cook could be dispensed with altogether and the food taken, 

without preparation*

But why not appreciate our good cooks in this land of plenty 

without waiting until we lose them before we come to an under

standing of their real value.

Appreciate them enough to provide them with the really good 

materials with which to work. Encourage them with a little 

warranted praise occasionally.

T ell them what a splendid meal they prepared and how you en

joyed it, then see to it that they have

Lily White
"The Flour the Best Cooks Use”  •

on  hand at all tim es, and you w ill be amazed at the goodness 

of your Breads, Biscuits and Pastries.

A  little appreciation and the right kind of materials w ill make a 

lot of difference.

Of course a good cook w ill be able to bake good Bread from the 

ordinarily good flour, but if you desire something a little better, 

more light, flakier, with a delicious flavor and splendid color 

LILY W HITE FLOUR should be used.

Remember, LILY  W HITE FLOUR is sold with the under

standing that the purchase price w ill be refunded if it does not 
give as good OR BETTER satisfaction than any flour you have 

ever used*

This guarantee is backed up by thirty-five years of successful 
mfflitig and an investment of more than a m illion dollars.

A nyway, show your cook you appreciate her by providing her 

with LILY W HITE FLOUR, "The flour the best cooks use.”

VALLEY CITY MILLING CO.
Grand Rapida, Mich.

AOs like th ese  a re  b e in e  ru n  reg u la rly  a n d  continuously  in  th e  p rincipal 
p ap ers  th ro u g h o u t M ichigan. T o u  w ill p ro f it  by  c a rry in g  Id ly  W h ite  F lo u r 
in  s to ck  a t  a ll tim es, th e reb y  b e in g  p laced  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.



WHITE HOUSE

surely pleases—the solid logic of coffee honesty 
the compelling evidence of the increased sales of 
White House.

The public taste today is a cultivated taste; it 
knows and insists upon the best.

We, as distributors, are servants to this de
mand. WHITE HOUSE is the BEST brand—the only 
question before you:—How many pounds of White 
House Coffee can YOU handle?

Then PUT IT IN STOCK!

Distributed at Wholesale by

JUDSON GROCER CO.
GRAND RAPIDS, MICH.

R e d  C r o w n  
G a s o lin e  fo r  P o w e r

The modern m otor and improved carburetors have demon
strated beyond question that gasoline made especially for 
motor fuel—as Red Crown is made—will give the most 
power—the most speed and the most miles per gallon.
Red Crown, like your automobile, is built to specifica
tions and Red Crown specifications have been worked out 
by the most eminent petroleum chemists and automobile 
engineers available. f
Red Crown contains a continuous chain of boiling point 
fractions^ starting a t about 85 degrees and continuing tt> 
above 400 degrees. I t  contains the correct proportion of 
low boiling point fractions to  insure easy starting in any 
temperature—-the correct proportion of intermediate boil
ing point fractions to insure smooth acceleration—and the 
correct proportion of high boiling point fractions with 
their predominance of heat units to  insure the maximum 
power, miles and speed.

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

For sale everywhere and by all agents and agencies of

STANDARD OIL COMPANY
(INDIANA)

Chicago U. S. A.

ASK YOUR JOBBER FOR

Hart Brand Canned Foods
HIGHEST QUALITY

Our products are packed at seven plants in Michigan, in the finest fruit and vegetable 
belts in the Union, grown on lands close to the various plants; packed fresh from the fields 
and orchards, under highest sanitary conditions. Flavor, Texture, Color Superior.

Quality Guaranteed

The HART BRANDS are Trade Winners and Trade Makers
Vegetables:—Peas, Corn, Succotash, Stringless Beans. Lima Beans. Pork and Beans. Pumpkin, Red 

Kidney Beans, Spinach, Beets, Saur Kraut, Squash.
Fruits:—Cherries, Strawberries, Red Raspberries, Black Raspberries, Blackberries, Plums, Pears, Peaches.

W. R. ROACH & CO., Grand Rapids, Mich.
Michigan Factories at

HART, KENT CITY, LEXINGTON, EDMORE, SCOTTVILLE, CROSWELL, NORTHPORT.


