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Citizens Mutual Automobile Insurance Co.
When the accident happens—and accidents will happen to all of os! What will yoo do?
Of course, you didn't mean to—no one ever means to have an automobile accident, but they come to good 

drivers and bad drivers alike,—a child darts out from back of a wagon, or roller-skates out in front of you—You try to 
stop, but too late—she is under your machine.

Will you add to the anguish of that moment by the knowledge that you are in no way financially able to do 
all you should for the person injured?

Then, there are the thousand and one minor accidents which WILL happen that destroy the property of another 
person. The courts say that the auto owner guilty MUST PAY every dollar of the damage—what if you ran into a 
$6,000 limousine and wrecked it? Such things are possible to YOU, because they are happening to other auto owners 
just like you every day.

OUR ST A N D A R D  POLICY IS W R IT T E N  FOR FIRE, TH EFT
A N D  L I A B I L I T Y !

At a cost of One Dollar for the policy and 25c per horse power you can be insured against all of these calami
ties which are liable to happen to your automobile.

And you can be insured at this low cost in Michigan's pioneer and today the world's largest automobile mutual 
insurance company.

YOU SHARE YOUR RISK W ITH  46,000 
OTHER AUTO-OW NERS!

We do not like to present ugly pictures of calamity, but they become necessary to drive your attention today 
to the need of auto insurance.

Don't drive another day and risk it!
Write us, giving only the name and model of your car for full information which we will place in your 

hands without any cost or obligation to you.

WM. E. ROBB, Secretary,

CITIZENS’ MUTUAL AUTO INSURANCE CO.
Michigan’s Pioneer and Largest Mutual Auto Insurance Company in the World

H O W E L L



DIAMOND CRYSTAL SALICO.

Sell More Bread
Have you a reproduction of The Fleischmann 
Co. bread advertisement which a p p e ar s 
monthly in The Ladies Home Journal?
If not. ask the Fleischmann representative for 
one to-day.
Place it conspicuously in your window.
Increased bread sales will result.

THE FLEISCHMANN COMPANY  
Fleischmann’s Yeast Fleischmann’s Service

CANDY T h e  U niv ersa l
F O O D

W ho’s Candy?

Made by

“Double A ”

C A N D Y

Putnam Factory Grand Rapids, Michigan

THE BIG IDEA
in

RED CROWN

Ready-to-Serve Meats

IF you were to ask us “what’s the big idea in 
“RED CROWN Ready-to-Serve Meats?” 

we would answer in one word—“QUALITY!” 
What we mean by this is that when, about 
ten years ago, we founded the ACME PACK
ING COMPANY we had an idea that a very 
extensive demand could be built up for “RED 
CROWN” Ready-to-Serve Meats if we used 
only the best materials—and properly pre
pared them.

We have remained steadfast to this idea— 
and it has proven a tremendous success as is 
attested by the popularity, throughout the 
United States, of “RED CROWN” Ready-to- 
Serve Meats.

24 Varieties

ACME PACKING COMPANY  
CHICAGO

enow
Washing

Family Size 24s

Powder Wil1 Not Hurt
through the jobber—to Retail Grocers

25 boxes (cv $5.85_5 boxes FREE, Net $4.87
10 boxes (a> 5.90—2 boxes FREE, Net 4.9*
5 boxes @ 5.95— 1 box FREE, Net 4.95

2 boxes (a» 6,00__J^box FREE, Net 5.00
F. O. B. Buffalo: Freight prepaid to your R. R. Station in lots of not less than  5 hexes. 
A11 orders a t above prices m ust be for immediate delivery.
This inducement is for NEW ORDERS ONLY—subject to withdrawal without notice.

the Hands

Yours very  truly,

Lautz Bros. & Co., Buffalo, N. Y.DEAL 1925
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O F B U SIN E S S M EN.

Published W eekly by 
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Grand Rapids.
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S ubscrip tion  P rice .
Tw o do llars  p e r year, if paid  s tric tly  

in advance.
T h ree  do lla rs  p e r year, if n o t paid  in 

advance.
C an ad ian  subsc rip tions, $3.04 p e r year, 

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

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

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

W H E R E  T H E  T R O U B L E  LIES.
T here is but one rem edy to over

come a scarcity, and it is a scarcity  
which we face, and this rem edy is 
ex trao rd inary  production in order to 
catch up with the world 's need for 
the necessities of life. To bring; 
this about there  can he but one doc
to r .  the whole Nation bent upon the 
one com m on purpose of re sto rin g  
production, and upon this all thought 
should he centered.

In o th er nations the "H igh C ost 
ot Living" is a g reater burden than 
w ith us. Italy, where it is felt very 
keenly, has succeeded in inducing 
many ot its w orkers to work an ex
tra hour a day in order to stimulate 
production. Germany, which still rules 
her bloody butchers with an iron hand, 
is forced by dire necessity to install a 
IQ hour working day t > stave off par
tial starvation and bring about a res
toration of her normal ecommiic status.

Lloyd George, in a notable address m 
Parliament, puts his finger also on the
re a 1 cause of Great Britain’s economic 
disturbance; the lack of production— 
and he fortifies his arguments with 
conclusive illustrations. He cites that 
the coal production in Great Britain 
has this year fallen 70.000.000 tons be
low what it was previous to the war. 
despite the fact that 00.000 more miners 
are now employed and despite the in
creased labor one ton of coal now sells 
for more than double its pre-war cost.

There is where the trouble lies. La
bor insists upon shorter hours and in
creased wages, with the inevitable re
sult of a corresponding shortage of out
put and this shortage falls more keenly 
on the world now because, of the short
age of human hands to toil. Die B rit
ish premier could not have driven home 
the truth with greater force than when 
he s ta ted :

One of the arguments in favor of 
reducing the number of working 
hours was that the reduction in time 
wou'd not involve a reduction in out
put. There has been a substantial re

duction in the hours of labor and it 
has been found that the output has 
been reduced almost in the same 
mathematical proportion.

The British Prem ier has stated the 
truth with characteristic boldness. 
Reason and facts will justify his con
tention. Labor itself in its insistence 
upon shorter hours, is only adding itself 
as a victim of the abnormal conditions 
against which it is most insistent in 
railing. It cannot see that every hour 
it takes from normal labor automati
cally increases its own cost of living 
and to such an extent that even the in
creased wages cannot keep pace with 
it.

A N T ISE PT IC  TO D ISC O N TE N T.
Among the reasons given for low 

morale in the army, nothing is said of 
the reflex from the civilian world with 
its endless tales of high prices and 
strikes for still higher. The general 
staff has under consideration a plan for 
competitive drills, games and entertain
ments. This might help a little hut 
not much, for the chief source of sol
dier discontent is to he found in the 
query of which he cannot rid his mind: 
what is it all fo r? W hat am I pro
ducing. Keeping up morale over in 
Europe after the armistice was signed 
was a much easier task than it will be 
here. One way to do it would be to 
demobilize more men. W ork is an an
tiseptic to discontent. Another would 
be to put the army vocational schools 
into practice with the same enthusiasm 
with which they are discussed on paper. 
And another would he to employ sol
diers at gainful tasks. If there is one 
good reason why soldiers could not be 
allowed to engage in what might he 
called extra-garrison work, many who 
are not soldiers would like to know 
what it is.

M. D. Crane, whose general stock 
was to ta lly  destroyed by fire Aug. 
29. has re-engaged in business tem 
porarily  in the hotel building, using 
the m eat m arket as a location for his 
grocery stock and utilizing the fo r
m er saloon as a location for his dry 
goods and shoe stock. The Grand 
Rapids D ry Goods Co. furnished the 
dry goods, the Grand Rapids Shoe & 
R ubber Co. the shoes and R adem aker 
& Dooge the groceries. Mr. Crane 
will shortly  begin the erection of a 
new store building, 28 x SC feet in 
dimensions, tw o stories high. He will 
use hollow  tile and put in a plate 
glass front. Mr. C rane’s loss was 
about $16,000. partially  covered by 
$10,500 insurance, m ostly  in sterling 
m utual companies. which ensures 
him a prom pt adjustm ent of his loss.

The average m an th inks a satisfac
tory income is about, tw ice w hat he 
is m aking.

PRICES H E A D E D  DO W NW A RD.
T here  is hardly any line of busi

ness in which a tten tion  is not now 
being focused on the efforts to  re
duce prices from their adm ittedly in
flated levels. It is conceded, how 
ever, th at official enactm ents or p rose
cutions can of them selves accom 
plish com paratively little  to bring 
about the result aimed at. A much 
m ore po ten t weapon is the publicity* 
which the agitation  is producing and 
which will become m ore effective as 
the costs of production and d istribu
tion of various com m odities is made 
m ore widely known. For the present, 
the disposition continues for one fac
to r in the chain of m erchandising  to 
put the blame on another, hut the 
responsib ility  will he m ore clearly 
fixed as investigations proceed. The 
fair price com m ittees are help ing  a 
little in th is direction, and som e posi
tive results are already apparent. 
One th ing  accom plished is beyond 
peradventure. T his is th a t an end 
has been put to the tendency to  in
crease the prices of th ings to eat and 
to wear. Xo m ore talk  is heard of 
the $100 ready-to-w ear suits or of 
the $25 a pair shoes, with intim ations 
of still fu rther increases to  act as a 
spur to im m ediate and excessive 
buying. The public is being educat
ed up to the point of know ing how 
prices have been boosted  and are 
likely to rebel against being  further 
exploited1. Such a frame of mind is 
a danger signal which producers and 
traders long ago found it advisable 
to heed.

It is the belief of the A tto rney  Gen
eral of the U nited  S tates that a de
cided drop in prices will occur w ith
in the com ing n inety days. This 
conviction, which is shared by Presi
dent Y\ ilson, was given as a reason 
for not acceding to certain dem ands 
for increased wages by railway 
workers. Any increase in labor costs 
is bound to be reflected in advanced 
prices of com m odities, and usually to 
a g reater extent than  the h igher 
wages w arrant. A fam iliar and often 
cited, instance is that of the coal 
m iners. W hen they would receive an 
advance of 10 cents per ton, the price 
to consum ers would he promptly- 
raised 50 cents-. W orkingm en are 
beginning to  understand  this, as was 
shown by the form al statem ent 
of the locom otive engineers and 
o thers some time ago w hen they 
urged lower prices of necessities in
stead of an advanced wage scale. 
But certain  producers have not yet 
got over the hahit of try ing  to ju s
tify the exaction of inordinate profits 
by- the pretense th at this is w holly 
due to the exactions of labor. The 
e th e r day the shoe w orkers at a con
vention in New Y ork City made em 
phatic denial th a t the wages they

were g e tting  were responsible for the 
high price of shoes. And. not long 
ago, Joseph D aoust told the Cana
dian shoe retailers th at the labor 
cost increase in that country was in 
significant as com pared to  the rise 
in the cost of shoes. He said th a t  
20 to 35 cents a pair represented  the 
increase in the wages of boot and 
shoem akers since last fall and that 
from  50 to 75 cents a pair rep resen t
ed the increase in wages of w orkers 
in tanneries and shoe factories com 
bined. D etailed figures of this kind, 
instead of percentages, m ight help 
clarify the situation in this country 
as to o ther things than shoes.

New M an a t the Head.
The officers of the Grand Rapid- 

\ \  holesale G rocery Co. have beer 
having the books and accounts of the 
corporation  audited and have discov
ered so m any irregularities th at they 
have concluded to make a change in 
the m anagem ent, re tiring  Mr. Roth- 
erm el and replacing him with Frank 
T. M arty as m anager. Mr. M arty  is 
President of the corporation and has 
been actively connected with the 
house since the inception of the un
dertaking. He is a m em ber of the 
retail grocery  house of M arty. W ise 
& Co.. Allegan, and has been con
nected with the retail grocery busi
ness tw enty  years in one location.

O ther changes in the working plans 
ol the o rganization  are under consid
eration by the board of directors.

W arns M em bers On F a t Standard.
Secretary Alvin S. Dunbar, of Mich

igan Association of Creamery Owners 
and Managers has sent out the fol
lowing August bulletin to m em bers:

“The Federal Government is still 
seizing butter which is under 80 per 
cent, fat and I wish to again warn the 
members of the Michigan Association 
that they can hardly -expect consider
ation for a bill to be introduced in 
Congress which gives us a definite fat 
standard to work to unless they are at 
present living up to this 80 per cent, 
fat standard. Be sure that there is less 
than 16 per cent, moisture in your 
butter and you will be safe.”

T he closed shop and the recogni
tion of the union are the w orst things 
for the w orkers ever invented be
cause they  put a club in the hands 
of the crafty  union leader or business 
agent to use over the heads of the 
w orker in coercing him into subm is
sion to the m andates of the union, 
which m eans “scale" for the local or 
d istric t union boss. Any man who 
advocates the closed shop is a dan
gerous man in a com m unity and a 
bad citizen in a free country.

A lawyer doesn’t know everything, 
as he thinks you th ink  he does.
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Gabby Gleanings From Grand Rapids.
G rand Rapids. Sept. 2—The city 

d ruggists were the guests of the Rys- 
dale Candy Co. and the Johnson Ci
gar Co. a t F o rt Sheldon Aug. 21. 
This annual picnic has proven to be 
a g reat help in the way of a get-to 
gether feeling and good fellowship, 
w ith plenty of good sports and lot" 
of eats. This makes, one feel as if 
his w orst com petitor was his best 
friend. The line of march was out 
Bridge street, over the Bridge street 
ferry, tw enty autos carrying seventy- 
five druggists. The procession made 
a very im posing spectacle. George 
A. Rysdale and W alter Gray had 
charge of the sports. The indoor ball 
game was won by Glen P reston 's 
team  by the score ot 21 to 13. The prize 
was a box of Dutch M asters. Pitch
ing  quoits was won by the all star 
team  of Tim Johnson  and Glen P res
ton. A box of D utch M asters to 
each was the prize. Chef F rank 
Sm ith called dinner at 1 p. nt. sharp, 
with every one doing their duty as 
grand table finishers. Music was 
furnished by John  De. to the accom 
panim ent of the D utch quartet. 
Swim m ing in the big lake was the 
special a ttraction , every one going 
in but F,. D. Delam aeter. On account
of sore feet, he could not m ake the
grade. R eturning to the city at
about 7 p. m. evieryone’s: exjpression
was some fine tinle.

L. W . H arris , <if  Norvell. has re 
cently opened tqp ano ther ge neral
store, m aking this tw o stores for this 
hustling  little  E nglishm an Mrs. 
H arris  is m aking a short visit at her 
m other’s home in the Southeast part 
of E ngland. L. W . went as far as 
T oronto . Canada, with his wife, so 
the life of a bachelor would be sh o rt
ened before her return . This is the 
first time Mrs. H arris  has re turned 
to her home during her m arriage.

Mrs. Lewis S. Smith, of Howell, 
is m aking her daughter. Mrs. A. F. 
Rockwell, a short visit of one week.

Guy Pfander's sm iling face was 
seen in Jackson this past week. Guy 
is still with the D etro it F ree Press. 
E veryth ing is like pie and honey for 
Guy—noth ing  to do but work.
Guy—nothing to do bu t work.

H arry W ilcox’s hayen is the hotels 
during storm s, fo rg e ttin g  custom er 
and business. H arry  was some tick
led boy when he arrived a t the hotel 
n Jackson this past week during a 

heavy electric storm . His time was 
a little  less than  no thing during the 
entire  trip. Any one not believing 
with H arry  on this sto rm  question can 
go where the woodbine twineth.

A m an never knows beforehand 
w hat a woman will do. N either does 
a woman.

D on't forget No. 151 is due; also 
regular m eeting  of No. 131 Saturday, 
Sept. <>, at 7:30 sharp.

The Cox Grocer Co., form erly of 
Ionia street, is now running  one of 
the m ost up-to-date and best looking 
PTocerv stores in Lowell. This gives 
I ow ell an insight of the way first- 
class grocery stores are run and. from 
all appearances, th is is now the trad 
ing center of Lowell.

The Union M onarch Laundry at 
Oskaloosa. Iowa, has a simple solu
tion of the High Cost of Everyth ing: 
It charges you 25 cents for washing 
your blessed pajam as, and then rub
ber-stam ps across the s lip : "10 per
cent, added to cover increased cost 
of labor, soap and o ther supplies.” 
H ere is a solution of the whole vex
ed question now ag ita ting  the Na
tion : All the rest of us need to do 
is to rubber-stam p our groceries or 
our drugs "10 per cent, added because 
>f the increased cost of laundry.” and 

day's at the dawn, all's well with the 
world.

T here would he no need to worry 
about the m oney the street carnival 
takes out of town if it brought any
th ing  in.

The a’titude of Monroe. Neb., is 
1.500 feet above sea level, and w e

suppose it is even h igher than th at 
now on account of the war.

L. E. Stranahan.

Live Notes From a Live Town.
Owosso, Aug. 31— From  the num 

ber of people who were not at church 
this m orning we surm ise that they 
were e ither behind the barn or in 
their garage decorating a float for 
to-m orrow  parade. Should this ap
prehension prove correct, to-m orrow  
will have the largest and m ost gor
geous labor day parade ever exhibit
ed in our city. All we need now for 
a general good blowout is good 
weather. Ow osso will do the rest.

E. D. Horne. Ow osso grocer—of 
the city m arket—has taken his half 
b ro ther in partnersh ip  and the con
cern is now H orne & Love. As both 
gentlem en are old tim e grocerym en 
with lots of pep this is already the 
leading grocery in the city.

Fred D am ian 's new home is near
ing  com pletion and in style of archi
tecture and m odern convenience it is 
-i gem. It has that wide cornice ef
fect w ith large brackets and a gab
bled porch pro jecting  under the shade 
of a couple of m agnificent maples.
( inly two things are lacking th a t we 
could notice. One is a cupola and 
t*’" o ther a m ortgage, neither of 
which were included in the plans and 
specification. Not when Fred  does 
the figuring.

I. B. K inney & Son are putting  a 
plate glass front in their store at 
Perrin ton . This, added to o ther 
im orovem ents made during the sum 
mer. makes the place one of the 
m ost upto-date and convenient 
stores in Central Michigan. The lo
cation of the Libby, McNeil & Libby 
rondensary  at this point gives P er
rin ton  a punch that place it in the 
front row.

T he U. C. T. picnic, which is usu
ally held about Aug. 12, was post- 
noned until the first Saturday in Sep
tem ber. Everybody come and bring

a w aterm elon or a ham. A fter con
siderable discussion it was decided to  
hold this annual event a t the same 
place as usual, M cCurdy Park. J. 
D. Royce, w ho has in the past gen
erously furnished the ice and also the 
lemons, made a m otion th a t it be 
held in some shady spot on the Y u
kon river. M em bers having no m eans 
of tran sporta tion  excepting  ford 
autos prom ptly voted the proposition 
down:

A. D. Chase, who has been try ing  
to utilize a few days of his vacation 
to cut down the H. C. L., has spent 
several afternoons on the banks of 
the Shiaw assee River, he 'ow  the 
cream ery, fishing. He reports an ex
trem ely good catch of abnorm al sizes 
and his excuse for not b ring ing  any 
borne is the w ater is so oily and the 
fish so slippery th a t he lost every 
consarned fish try ing  to  get ’em off 
the hook.

O ur little ham let is this week in
fested w ith the annual round-up of 
county fair, horse races and carnival, 
in terspersed with aeroplane exhibits, 
movies and the  th rilling  dram a of 
Peck’s Bad Boy, with the accent on 
the bad. these events to be. im m ediate
ly followed by a C hautauqua of a

eek’s duration. If  we ever arise 
from the ashes of these tum ultuous 
invasions and get both feet on the 
ground at the same time, we. no 
doubt, in a m easure will feel th a t we 
have not lived in vain.

H o nest Grocervm an.

Just Like Iron.
“My dear sir,” said the salesm an, 

courteously, as he handed the cus
tom er his package and no change, 
“you will find that your suit will wear 
like iron.”

And sure enough it did. T he m an 
hadn’t worn it two m onths when i-t 
began to look rusty.

B arney L angeler has worked 
in th is  in s titu tio n  co n tin u 
ously fo r over fo r ty -e ig h t 
years.

Barney says—

I am leaving for a vacation during the next few months, 

but everything is in such good shape that the Company will 

continue to be “the prompt shippers'' while I am gone.

GRAND RAPIDS—KALAMAZOO—LANSING

THE PROMPT SHIPPERS
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Further Facts About Michigan Shoe 
Dealers’ Convention.

Saginaw, Sept. 2— It is claim ed by 
the boys in M ichigan, th at their S tate 
Association was the first organized 
in the country, it having been put 
across in D etro it in 1905. T hey re 
gard  their leadership along this line 
of S tate o rganization  to  be consider
able honor, and in honor of fact, they 
have this year put forth  every effort 
in their pow er to  make the 1919 con
vention the largest S tate convention 
th a t has ever taken place in the coun
try.

If advance notices are any th ing  to 
be judged by. we fully believe that 
M ichigan will take her place a t the 
head of the line. The th rea t of the 
M ichigan men has been that this 
year's convention, from  the view point 
of efficiency, attendance and. exhibi
tions, will set a m ark for all S tate 
conventions to  shoot at. W e believe 
that they  are going to  fulfill their 
th reat. T he follow ing facts, as proof 
of what they expect to accomplish, 
will give some idea of the exact p ro 
portions the M ichigan convention 
will assum e:

F irst, there will be approxim ately 
one hundred firms show ing their lines 
at the convention.

Second, the attendance of re ta ilers 
from the State is expected to be about 
eight hundred to  a thousand.

T hird, the stvle show, directly  con
nected with the convention, as an 
en terta inm ent feature for the guests, 
will, undoubtedly, rank am ong the 
first class of style shows ever be’en 
a ttem pted.

It may be of in te res t to have us 
b ring  forw ard the various system s 
that have been used in this attendance 
which is anticipated. F irst, personal 
cards and le tters have gone forw ard 
to every re ta iler in M ichigan from 
the officers of the S tate Association, 
soliciting the attendance. Second, a 
num ber of w holesalers and factory 
lines have olaced at the behest 
of the com m ittees in charge of the 
convention advertising  m atter on the 
outside of their envelopes, which have 
gone forw ard to  all of their custom 
ers. th roughout the State. Third, the 
Saginaw  Board of Commerce, w ork
ing in conjunction with the conven
tion com m ittee, has sent out re tu rn  
post cards, the original and return  
stub, both of which bear the file num- 
1 er of the dealer to whom it is sent. 
T he re tu rn  stub, carries all in form a
tion relative to  the room  reservations, 
date of arrival, num ber of guests, 
etc., that the retailer, a ttend ing  the 
convention desires. F rom  this re 
turn  post card, a list is commled 
which is checked upon the arrival of 
the re ta ilers and thus a com plete list 
of evervone in attendance, where he 
is located, his room  num ber and 
com plete details, are assim ilated, and 
upon this basis the inform ation bu
reau. for the benefit of the traveling  
men. as well as the reta ilers, will be 
organized.

Relative to  en terta inm ent features 
during  the convention, there will be 
a num ber of verv unique ideas in 
force. W ith  resnect to  the talks, 
which will take olace at the luncheon 
period of each dav. betw een the hours 
of 11:30 and 2 o’clock, the com m ittees 
have been very  fo rtunate  in securing 
an array  of the best talkers and the 
largest men associated directly  and 
indirectly  w ith the shoe trade.

D w elling m ore particu larly  upon 
the style show, which will be housed 
in the A uditorium , which has a seat
ing capacity of fifty-seven hundred 
people, we desire to  say that the o r
ganization and the process of p resen 
tation  to the public, in itself is a d’’s- 
tinct revelation. It is needless to say 
that the decorations which will cover 
twelve city blocks of s treets as well 
as those at the H otel Bancroft, con
vention headquarters, and at the Style 
Show, will be ex travagan t to a fault.

A nother distinct .departu re  from 
ordinary  convention procedure will

be in force, and we anticipate the 
m ost sa tisfactory  resu lts: th is de
partu re  being the follow ing out of 
the idea, th a t each and every phase 
of the convention activities should be 
confined to its own particu lar period, 
namely, the convention business, 
proper, will open a t 9 o ’clock a. m. 
and continue until 11 o’clock. F rom  
11 to  11:30, arrangem en ts for noon 
luncheon will be made and during 
th a t half hour, a “get acquain ted” 
period will com m and atten tion . Front 
11:30 until 2 o’clock, all talks and 
discussions on the vital subjects of 
the day’s m ost m utual in te rests will 
have the floor. F rom  2:30 until 6 
o’clock no th ing  will in terfere  with 
the activities of the traveling  m en: in 
fact, the whole a rrangem ent, support
ed by num ber of details which we 
have not sufficient space to describe, 
are in stitu ted  w ith the hope of assist- 
:ng the traveling  men to carry  on 
business m ost efficiently.

D uring  the evening of M ondav. 
c eot S. a stag  jazz en terta inm en t is 
afforded. On T uesday afternoon the 
ctyle show  will be for the benefit of 
lad*es only and there will be shown 
—nothing but lingerie and boudoir 
lines. A fter the show T uesday 
evening. Seotem ber 9, a grand 
Kall will take olace. On W ed
nesday evening a banquet will be the 
leading feature and will close the pro
gramm e. of w hat we believe will have 
i'^en the m ost astotindingly success
ful retail shoe dealers’ I convention 
ever a ttem pted.

\ \  e urge everyone to make a spec
ial effort to a ttend  this convention 
inasm uch as at no time in the h ’sto ry  
of the shoe business in all its phases, 
has there been m ore need of each in
dividual being narticularlv  acquainted 
with some of the problem s which are 
about to confront him during  the en
suing year. F. W , Adams,

General Chairm an.

Sparks From the Electric City.
Muskegon. Sept. 2— E. L. Gonyer. 

of Middleville. has sold his garage to 
W. Loomis, of H astings, who took 
oossession Sept. 1. Mr. and Mrs. 
Fonver will spend the w inter in Cali
fornia.

A lbert Cohen, doing business at 
Jackson under the style of the Jack- 
son T ire and Supply Co., is closing 
out his stock and will travel several 
Southern S ta tes for the O ildag Co., 
of Port H uron.

Ray Gibson, of Nashville, is selling 
his stock of auto accessories and will 
go to Lansing.

The M ichigan W ash ing  M achine 
C o. of M uskegon H eights, has let 
the co n tract for a large addition to 
its factory.

W hile driving into M ears lately  we 
P’cked up Swift L athers, ed itor of 
the M ears News, who inform ed us 
he now has 2 000 subscribers. M ust 
have had the Chronic Kicker out can
vassing for him. as the later won 
fame and fortune (?) in a contest 
for a now deceased m orning paper 
some years ago.

W e are much pleased at the little 
a rtic ’e Gabby G leanings gives us re 
gard ing  our love for cigarettes. W e 
do not w ant a law passed forbidding 
their use. W hat we advocate is an 
individual smoke consum er: in ‘fact, 
we w ant the cu = s to keep his stink 
all to  himself. Yes. we can still also 
te ’1 bear stories.

W hat gets our nannv is to have a 
man rave about the beauties of Grand 
Rapids as a hom e town find out fina1- 
ly th a t he lives in W vom ing Pa-k  
n"d see h«m deliberately reg is ter as 
living in D etroit.

R udvard shinned 2.500 cars of hay 
last year or 275.000 ton«.

E. P. Monroe.

Quit Selling Sugar.
Falm outh, Sept. 2—W ill some one 

tell me how to, pay $10.54 for sugar, 
plus the drayage. and allow for

shrinkage and overw eight, and m eet 
the necessary expenses of doing bus
iness while selling same at 11 cents 
per pound and come out even?

T he expenses are adverising, poor 
accounts, clothing, drayage, dues, 
fixtures, fuel, freight, insurance, ice, 
light, w ater, living, licenses, oil.

phone, papers, postage, rent, sw itch 
fees, claims, dam aged goods, bad 
eggs, poor butter, taxes, w ashing 
laundry, clerk hire, delivery expense 
and m iscellaneous item s which are 
not m entioned.

My answ er is. Q uit selling sugar!
J. W. Aldrich.

“ T h e Show  W indow  of M ichigan”

West Michigan State Fair
Grand Rapids 

Sept 15, 16, 17, 18,19
Michigan’s most complete agricultural, 
horticultural and live stock show.
No one can realize the tremendous 
strides of Michigan farming endeavor 
until he has visited this great fair.

Sept. 16, 17, 18 the management will present

Lieut. Ormer Locklear
in his greatest of all death-defying acts

C H \ N G I N G  P L A N E S  I N  MI D  I R !
The Locklear Company will i ut on five thrilling 

acts every aftenoon of the three da} s.
REDUCED RATES ON ALL MICHIGAN RAILROADS

DW1NELL-WRIOHT CO.*8

White House 
Coffee
and

Uniform In Highest Q u a l i ty
With the “wai” as an excuse, too many—far too 

many—food products changed their character com
pletely: and have evidently forgotten (?) to change 
back again to normal, now that the excuse (?) has 
become a very po -r joke.
There's where the “WHITE HOUSE” Coffee and Tea 
Rises Superior to many other competing brands—for 
thev have not departed one single iota from the 
original standard of superlative excellence adopted 
when they were first placed on the market.
Because the public KNOWS that, it TRUSTS THE 
“WHITE HOUSE” Coffee and Tea, and will purchase 
them MORE FREELY THAN EVER.

Distributed at Whol esal e by

L E E  6  C A D Y
DETROIT, BAY CITY. SAGINAW AND KALAMAZOO
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Movement of Merchants.
Alto— E. G. Ferney succeeds M. T. 

L aM onte & Go. in general trade
Portage—Schippers and Haninga suc

ceed Pike and Gage in general trade.
Lansing—Louise Bailey succeeds 

Bailey and Bailey in the grocery busi
ness.

Boyne City—Lester C. Fox succeeds 
O. R. Johnson in the grocery and dry 
goods business.

Lowell—B ennett & Sons succeed 
A rthu r Clark in the garage and au to
mobile supply business.

F reeport—C. S. Sisk succeeds Miss 
Della Perkins in the drug business. 
Mr. Sisk hails from  Indianapolis.

Caledonia—The Caledonia Farm 
ers' E levator Co. has increased its 
capital stock from  $30,000 to $50,000.

F lin t—H am adv Bros., dealers in 
groceries and meats, have increased 
their capital stock from $10,000 to 
$ 100 ,0 0 0 .

Oakley—The Oakley Elevator Co. has 
been incorporated with an authorized 
capital stock of Si0.000. all of which 
has been subscribed, and $5,000 paid in 
in cash.

Jackson—The Jackson State Savings 
Ba»k is building an addition to its bank 
building on Mechanic street, which when 
completed will give it a frontage of 
132 feet.

M arquette— Edwin Larson. who 
conducts a wholesale and retail bak
ery a t 730 W ashington street, has 
opened a branch at 313 \ \ e s t  \ \a s h -  
ington street.

Adrian—Fuller's Shoe Market ha- 
been organized with an authorized cap
ital stock of S6.000. of which amount 
$4,000 has been subscribed and $3,400 
paid in in cash.

L ansing—Miss T heodora Arnesen. 
of Chicago, has engaged in the mil
linery business in the P o rte r ap art
m ents, under the style of the B n 
Ton FTat Shop.

L ansing—J. P. Tallm adge has sold 
his stock of m en's furnishing goo s 
at 117 South W ashington avenue to  
W illiam 11. Judd, who has taken im
m ediate possession.

Freeland— Fire com pletely destroy
ed the grain elevator of the Peopl 's 
Grain Co., Aug. 28. entailing a 1 '-s 
of about $70,000. which was partiaMv 
covered by insurance.

Lansing—The Standard Lumber and 
Supply Co. has been organized with an 
authorized capital stock of $10 ,000. of 
which amount $5,000 has been subscrib
ed and $2,000 paid in in cash.

Lowell—F. E. Perkirts has re tu rn 
ed from Ovid, where he has spent 
the past four years and purchased 
the g rocery  stock of George Shaw, 
taking im m ediate possession..

Detroit—The Economy Tool Salvage 
Co. has been incorporated with an 
authorized capital stock of $10,000, of 
which amount $6,000 has been sub
scribed and $2,000 paid in in cash.

St. Jo h n s—E. F Hull & Son are 
rem odeling the store building ad jo in
ing their own, which they recently 
purchased to  enable them  to add to 
their stock of undertaking and fu r
niture.

Detroit—The Weisman Motor Sales 
Co. has been incorporated with an 
authorized capital stock of $20,000. of 
which amount $10,000 has -been sub
scribed and paid in. $9,500 in cash and 
$500 in property.

Niles—The Michigan Mushroom Co. 
has been organized to raise and sell 
mushroom spawn, mushrooms, etc., with 
an authorized capital stock of $100,000. 
all of which has been subscribed, and 
$80,000 paid in in cash.

Owosso— The employes of the Ann 
A rbor R ailroad have form ed a stock 
com pany and will open a co-operative 
grocery store at 114 W est E xchange 
street as soon as the store building 
can be remodeled and fitted up.

D etro it—The M arshall Co. has 
been organized to conduct a retail 
women and children 's ready-to-w ear 
clothing store, with an authorized 
capital stock of $3,000. all of which 
has been subscribed and paid in in 
cash.

Detroit—The Electric Way Appli
ance Co. has been organized to conduct 
a wholesale and retail electric appliance 
and fixture business, with an author
ized capital stock of $5,000. all of which 
lias been subscribed and $2,050 paid in 
in cash.

Paw Paw—George W . L ongw e'l, 
one of the m ost prom inent business 
men of the village, died last week at 
the age of S7 years. He had been a 
resident of this place since 1840 and 
had been associated  with the larger 
interests of the community. Two 
sons and a daughter survive.

Shepherd—E. C. Wilson has merged 
his grocery business into a stock com
pany under the style of the E. C. W il
son Co., with an authorized capital stock 
of $5000 of which amount $4,200 has 
been subscribed and paid in in property. 
The company will add lines of crock
ery and glass ware to its stock.

L ansing—Jam es O 'C onnor is re 
m odeling the basem ent of the O 'C on
nor block a t the corner of W ashing
ton avenue and O ttaw a street and 
will occupy it w ith a complete stock 
of children's clo th ing  and furnishing 
goods in connection with his m en's 
furnishing goods and clothing stock.

Jackson—Jackson 's oldest known 
hii£ig*ss wijl retjre  from His

present firm Sept. 15. T. E. How ard, 
of H ow ard & Keebler, wholesale g ro 
cers, has announced his decision to 
sever his active business affiliations 
on th at date. However, with his son. 
M. H ow ard expects to form  a new 
wholesale tobacco house, to be lo
cated in the rem odeled Stowell hotel 
building.

Central Lake—George Fisk, the 
well-known hardw are dealer of this 
village, was killed in an autom obile 
wreck near Merrill. Mr. Fisk and his 
wife left here Aug. 17 for Flint, 
where they were going for a visit 
with Mr. F isk ’s parents. The m achine 
was found in a ditch alongside the 
road with the body of Mr. Fisk, 
whose neck was broken and th roat 
and face badly lacerated as the result 
of being throw n through the wind
shield.

Manufacturing Matters.
Cheboygan— Louis Casper has pu r

chased the bakery of F. H. Eiler.
B righton—Theo. Leonard succeeds 

Geo. Conrad in the baking business.
Portland—Clark & Clark succeed 

Clark & YV hitnev in the baking busi
ness.

D etro it—The Peninsular Chemical 
Co. has changed its name to  the Pen- 
slar Co.

Grand Haven— The Panhard Mo
tors Co. has changed its name to the 
H am ilton M otors Co.

Jackson — The H ew lett-Lam m ers- 
\  ining Co. has changed its name to 
the Hewl e tt-L  am piers Co.

D etro it — The \ \  olverine Truck- 
1 railer Co. has increased its capital 
stock from $1,000 to  $200,000.

D etro it—The H utchins Car Roof
ing C o. has increased its capitaliza
tion from  $250,000 to $300,000.

Addison— M. F. McConnell, or 
Adrian, is to sta rt a canning factory 
here w ithin the next few weeks.

Alma—The N orthern  W heel Co. 
expects to have its p lant completed 
and the m achinery installed In- 
Dec. 1.

Marine City—The Marine City Iron 
W orks has added another blast fur
nace and has decided upon a further 
addition to its plant.

M ount P leasant— C. H. Twist is 
erecting  a m odern baking plant on 
W ashington street, which will be 
ready for use about Sept. 1.

Felch—-The Breen-Felch Milling Co. 
has been incorporated with an author
ized capital stock of $10,000. $5,520 of 
which has been subscribed and $1,570 
paid in in cash.

Detroit—The Ackwe] Products Co. 
has been incorporated with an author
ized capital stock of $10,000. of which 
amount $5,000 has been subscribed and 
$1,000 paid in in cash.

Menominee—The Signal Electric 
Manufacturing Co. has been organized 
with an authorized capital stock of 
$150,000. of which amount $100,000 
has been subscribed and $25,000 paid in 
in cash.

Cheboygan—Schw artz Bros. & Co. 
are installing wood-working machin
ery in their plant and will begin 
shortly to manufacture the Brazel 
snow plow. A warehouse has been 
obtained.

Detroit—The American Steel P ro 
ducts, Inc., has been organized to man
ufacture and sell iron and steel goods, 
with an authorized capital stock of 
$30,000. of which amount $15,000 has 
been subscribed and paid in in cash.

Saginaw—'The Flack-Pennell Supply 
Co. has been organized to  manufacture 
and sell tools, machinery and elevator . 
supplies, with an authorized capital 
stock of $25,000, of which amount $15.- 
000 has been subscribed and $9,000 paid 
in in property.

Ann Arbor—The King-Sec'cy Cor
poration lias been organized to manu
facture and sell tools, instruments and 
metal products, with an authorized cap
ital stock of $50,000, of which amount 
$40,000 has been subscribed and $5,000 
paid in in cash.

B attle Creek—The B attle Creek 
C orset Co. has been organized to 
m anufacture and sell corsets and co r
set accessories, w ith an authorized 
capital stock of $50,000. of which 
am ount $25,000 has been subscribed 
and $12,525 paid in in cash.

D etro it—T he Germ ain M anufactur
ing Co. has been organized to m anu
facture and sell vending m achines 
and conduct a general m anufacturing  
and m ercantile business, w ith an 
authorized capital stock of $20,000. of 
which am ount $10,000 has been sub
scribed. $1,000 paid in in cash and 
$5,000 in property .

Cadillac—John P. W ilcox is now 
President of the Cum mer M anufac
tu ring  Co.: George R. W ilcox has 
become Secretary and T reasurer, and 
Gale R. W heeler. V ice-President and 
superintendent. New in terests have 
taken over the holding of the Cum
m er heirs in the company, but th i 
name of the concern will not be 
changed.

Niles—T. W. Ready, who is credited 
with owning the largest establishment 
for the production of capsules for color
ing. has taken over the Bliss building, 
paying $16,000, which is said to be the 
highest price paid for a piece of proper
ty in Niles in years. It is reported that 
Mr. Ready intends to add to his plant’s 
capacity, as production has not been 
able to keep pace with the demand. 
Some idea of the size of the business 
is found in the statement that during 
the war the Ready factories carried in 
stock 200,000.000 capsules.

M. D. Girard, the P en tw ater m er
chant, was in tow n T uesday on his 
way home from Camp Coldwell, N. 
J.. where he attended the N ational 
Rifle Shoot from  Aug. 4 to  30. Only 
eleven out of seventy-seven team s 
(1.700 m en) beat his score as m arks
man on a 100 yard range. T he ob
jec t of the ga thering  was to stim ulate 
in terest in the organization of shoot
ing clubs all over the country  for 
the purpose of developing sharp 
shooting  am ong the people to utilize 
in the vent of ano ther w ar with Ger- 
nianv. which the W ar D epartm ent 
evidently anticipates is not far in the 
future.

Ira  M. Smith, who is now general 
salesm an for the Burnham . M unger 
& R oot Co., wholesale dry goods 
dealers of K ansas City, is spending 
his m idsum m er vacation in this city.
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W ater M elons—40(a 50c apiece for 
Missouri.

Review of the Produce Market.
Apples i— W/Olf River, $2 @2.25: 

W ealthy. $1.75@2.
B ananas—$S per 100 lbs.
Beets—$1 per bu.
B utter— Local dealers hold fancy 

creamer}- at 54c in tubs and 55c in 
prints. Jobbers pay 45c for No. 1 
dairy in ja rs  and 40c for packing 
stock.

C abbage— Hom e grow n comm and 
85c per bu. or $2.75 per bid.

C arro ts—$1 per bu.
Celery—40c per bunch: ium bo 60c.
C ocoanuts—$1.40 per doz. or $10.50 

per sack of 100.
Cucum bers—40c per doz. for No. 1 

and 35c for No. 2.
Garlick—60c per lb.
G rapes— California Malagas. $4 per 

case: M oore's Early, $3.25 per doz. 
for 4 lb. baskets: Concords. 32c per 
7 lb. basket: Concord bulk, $2.75 per 
bu.; $1.50 per l/ 2 bu.

Eggs— Local jobbers are paying 
43c for candled, fresh, loss off. in 
cluding cases.

Green C orn—25c per doz.
Green O nions—20c per doz.
H oney Dew Melons— $3.25 per 

crate  for e ither 6 or 8.
Lem ons— California. $7 for choice 

and $7.50 for fancy: Verdillas, $9 per 
box.

L ettuce—H om e grow n head, $1.25 
per bu.: garden grow n leaf, $1 per bu.

O nions—California. $4.50 per 100 
lb. sack: Louisville. $3.75 per 100 lb. 
sack; W alia  W alla, $4 per 100 lb 
sack; hom e grown. $2.75 per bu.

O ranges— Late Valencias. $6(«6.50; 
Sunkist Valencias, $6.25@6.75.

Osage M elons—$2.25 per bu.
Peaches—V irginia E lbertas, $4.25 

per bu.: W hite  Globe. $2.75 per bu.: 
Michigan Prolific, $4 per bu.: M ichi
gan E lberta. $4.50 per bu.

Peppers— Red. 35c per doz.: Green, 
$1.50 per bu.

P ears— California B artle tts, $4.50 
per box: Clapp's Favorite , $3 per bu., 
B artle tt. $3.50 per bu.

Pieplant—5c per pound.
Pickling Stock— Cukes, 20c per 100 

or $3 per b u .: little  w hite onions. $2 
per 20 lb. box.

Plum s—$3.25 per box for C alifor
nia: Green Gages, $3.25: Guiis. $3: 
Bradshaw. $3: L om bards, $2.75.

Potatoes— Hom e grow n, $2.40 per 
bu.; Je rsey  Giants, $7 per 150 lb. sack.

R adishes— H om e grow n 10c per 
doz. bunches.

S tring  B eans—$2 per bu.
Sweet P o ta to es—$2.75 per ham per 

o r $7 per bbl. for V irginia.
T om atoes— Hom e grown. 85c per 

Yz bu. basket; $1.50 per bu.; Green, 
$1.15 per bu.

W ax Beans— Hom e grow n com 
m and $2 per bu.

The Grocery Market.
Ju s t now the m erchants are n t 

very friendly to the Raisin A ssocia
tion. They believe that for the first 
tim e in its dealings with them  it has 
not played fair and th at for that 
reason prices are 4c above the reg 
ular basic price standard  of crop and 
fair profit to the grow ers.

It is the  understand ing  th at a rep 
resen ta tive  of the com pany went 
a round to induce the buyers in this 
te rrito ry  to stick with the Associa
tion and th a t by doing so they got 
stung  as to  prices, when they could 
have bought lower from the inde
pendents.

The Raisin A ssociation has alw ays 
stood by its agreem ents, say the 
w holesalers, but this year they can
not see any two ways about it. ex
cept that they  are going to have to 
pay much m ore than is justified bv 
the big crop and a fair profit there 
on to  the producer th at he is entitled 
to.

Some of the dealers have been 
w riting  the A ssociated Raisin Co. 
and these le tters have a d istinct smell 
of w hat m ight pass for sulphur they 
are so full of spirit and prophecy as 
to w hat will result to  any o rgan iza
tion th at follows practices charged to 
this group of d istribu ters for 1919.

T here seems to  be no law covering 
the case, so the dealer is paying the 
price and w aiting  to see what the 
com eback will be. N aturally  the con
sum er is the goat.

W . S. Priebe, b u tte r and egg rep 
resentative of the Federal food ad 
m inistra tion  during  the war. says 
th a t G overnm ent reports show there 
are 18 per cent, m ore eggs in s to r
age but consum ption of eggs is 23 
per cent, g reater than last year at 
th is time. T his is due to appeal of 
the G overnm ent to  substitu te  
for m eat and because average £ CT O' 9 
reaching m arket are m ore palatable 
than last year.

“ L et’s not be scared,” said Mr. 
Priebe. “L e t’s handle our business 
as econom ically as we can. Wre are 
perform ing  a public service: le t’s 
serve the public as well as we can.”

Sugar—Continued improvement is 
noted in the sugar market, owing to the 
very large arrivals of raw supplies at 
L nited States Atlantic ports, and it is 
stated that there are a large number 
of steamers now loading at Cuban ports 
which will be hurried forward. The 
export embargo on refined sugar con
tinues and it is said arrangements have

been made with the Royal Commission 
to distribute their shipments of the bal
ance of their raw sugar being refined 
here over four months, instead of the 
next two months, as originally scheduled. 
While Cuban holders are freely offering 
the new crop at $6.50 f. o. b. Cuba, 
American refiners are showing no in
terest at the present time and less in
terest is being shown by European buy
ers. although the latter are believed 
to have contracted for upward of 100- 
000 tons-January to March shipment.

T ea—I ’p to and including August 
22 shipm ents fr m Form osa were
50,000 half chests, com pared with 
shipm ents of 240 000 half chests for 
the same period a year ago. This, 
together with the fact th a t a consid
erable spot business was put through 
last week in old Form osas, m ight 
indicate th at Form osas would be 
much stronger afte r the holidays. 
Cables received in tim ate a lower m ar
ket generally  for Japans. Tt is esti
m ated that the crop of Japans for 
this present season will be 27.000.000 
to 30.000.000 at the m ost. Basket fir
ed teas will rem ain very scarce and 
extrem ely high. D uring  th e  past 
week cables from Ceylon show that 
the m arket has touched the highest 
point in its history. This in connec
tion w ith the price of rupees m akes 
stan'dard orange pekoes' bought in 
Ceylon at the m om ent cost about 48c 
c. i. f. New York. T here was very 
little business doing at the close of 
the week, but all prices hold steady.

Canned F ru its—W hile the m arket 
for all canned goods is quiet and 
there  is no very im portan t business, 
canned fru its are m oving in a m od
erate way at about 5 per cent, over 
the opening. Prices are considered 
too high for the dom estic m arket, 
but holders are p re tty  steady, looking 
for a re-opening of foreign m arkets 
when the p resen t exchange situation 
improves.

Canned Vegetables—The market is 
rather quiet but some price tendencies 
show. Southern tomatoes reported ex
treme'}- short in crop and high in price, 
and $2 or more for 3s is discussed in 
the trade as probable. The Govern
ment stocks at Baltimore have been 
distributed, and spot prices are high at 
$1.35 for 2s. $1.87FS for 3s: $6.75 for 
10s. Peas have been so scarce that 
they have cut only a small figure. New 
pack corn in coming in. and in some 
quarters lower prices are forecast. 
Southern is quoted at $1.35 on the spot, 
and extra standard Ohio at , Si.31: 
common Southern was offered at $1.16 
f. o. b. Maryland.

D ried F ru its—T here  is little  inter-: 
est and little  activity. T here  i s , a 
fairly active small jobbing trade in 
spot raisins at prices previously q uo t
ed. Association prune con tracts are 
available a t . l ^ c  over, possibly at 
lc  over, although no specific offers 
a t this low er figure are reported. 
Some export buyers are understo  d 
to be ge ttin g  out, while o thers are 
g e tting  in. and paying 2c over for the 
privilege. A pricots lag. but South
ern new crop on the spot is selling in 
a jobbing way. W ashing ton  apple-, 
ex tra  choice, were offered yesterday 
at 23}4c Coast.

Corn Syrup— O rders are booked 
only subject to  prices in effect a t 
date of shipm ent.

M olasses— Dem and is som ewhat
greater and prices firm with the 
prom ise of cooler w eather near.

Sugar Syrups—The m arket is 
som ew hat higher: everyth ing is well 
taken.

Cider V inegar— Delay by m anufac
tu rers is causing shortage in cider 
vinegar. Sliced beef in glass is also 
a delayed article a t the factory.

F ru it Ja rs— N otw ithstanding the 
sugar shortage, indicating m inimum 
use of sugar or the cold pack process 
for pu tting  up vegetables, etc., the 
demand for fruit jars  is trem endous. 
The dealers have been able to  supply 
the trade to  date in these goods. The 
dem and includes spices.

O lives—C alifornia’s crop looks in 
fine condition. In ten years the o u t
put has increased 40ft per cent, and 
yet the demand is ahead of the sup
ply. A bout 1.50ft.0ftft trees are bear
ing. O f the fruit 6ft per cent. :s made 
into oil. leaving about 1,00ft.00ft pick- 
led olives as against soft,000 into oil.

Paper—The general trend  of prices 
in this m arket is still upward, due 
to heavy and increasing dem ands at 
a time when the mills, already taxed 
to capacity, are re luctan t to  take on. 
any more business. N ew sprint is now 
com m anding $5.15 for transient rolls 
and is obtainable with difficulty a t 
that figure. The con tract price, how 
ever. under G overnm ent control re
mains at $3.75. Book and w rapping 
are exceedingly strong , w ith an 
early advance in prospect. T here is 
no change in tissue, but under ex
isting  conditions of supply and de
m and higher prices in the near future 
are considered to be not improbable. 
L im ited supplies and a good demand 
keep prices for board on a firm basis.

Canned Fish—Opening prices t. o. 
in. coast 1919 pack Alaska salmon have 
been made by one of the largest pack
ers. as follows: Reds, tails. $3.35: 
last year. $2.35; reds, flats. $3.50: reds 
halves. $2.25. Medium red, tails. $3.00. 
last year. $2.25; flats. $3.15; ha'ves. $2. 
Pinks, tails. $2.25. last year $1.65; flats. 
$2.40. Chums, tails. $2.15, last year, 
$1.60. flats. $2.30: halves. $1.25. No 
new business is being accepted. De
liveries on s. a. p. orders. Prorating 
will be about 35 per cent, on tall re d s : 
about 65 per cent, on tall p inks: in full 
on other sizes and grades. Another 
packer has named the same prices, and 
will make about 30 per cent, deliveries.

Back Home Again.
F'rank J. Com stock, who resigned 

his position as city salesm an for the 
N ational G rocer Co. to  take a similar 
position  w ith a Chicago wholesale 
grocery house, has returned to  his 
form er connection. An experience of 
one week convinced Mr. Com stock 
th at the cost of tran sp o rta tio n  and 
the delay in shipm ent and tran sit of 
staples present an effectual em bargo 
on Chicago wholesale grocery houses 
doing much business in Grand Rap
ids.

J. V. M urphy succeeds E lbert 
H olm es in the grocery  business at 
1130 Division avenue South.

mailto:6.25@6.75
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DANGER OF T H E  HOUR.

N ation Cowers U nder Shadow of 
G reat Menace.

Grandville. Sept. 2— Since the close 
of the world war new life seems to 
pervade m any industries which at 
one time seemed in a m oribund con
dition.

T he g reate st boost has been given 
the business of farming. T hat the 
agricultural p ro ject is w orthy ot the 
best consideration of the m ost al le 
minds in our country goes w ithout 
saving. It is to be the greatest busi
ness proposition  of the .future and is 
to emplov the active thinking of the 
best intellect of the age.

Business farming.
\ o  longer will tne country  be con- 

ten with slipshod, haphazard m eth
ods of the past in agricultural pur
suits. T here are openings along agri
cultural and horticu ltu ra l l in e sw h ic a  
anoeal to  the am bitious desires 
the rising  generation. The great men 
of the future and the biggest s ta tes
man are to  come from the larm

The legal profession has had in the 
past a m onopoly of the big positions 
,'ealt out to the aspiring men ot tne 
land. Behind all this the farm  has 
been content to  stand, upholding lau 
ver statesm en in the halls of a to n  
'cress which m akes laws for every 
agricu ltu rist to follow. Class legisla
tion has. in g reat m easure, dom inat
ed the age in which we live out su .h  
law -m aking isn 't the right kind, nor 
should it be allowed to  continue to 
the detrim ent of one class as against
another. , ,

The farm ers them selves have been 
as prone to seek this sort ot legisla
tion as have any o ther class ot peo
ple Some of this has been carried 
th rough : also legislation favoring 
labor organizations to the detrim ent 
of the public good. W e w ant none 
of e ither— simply a direct and hon
est effort to establish proper re la
tions betw een all the people without 
regard to the class or the size of the 
pocketbook. .

W hen farm ing is recognized as one 
of the principal business institu tions 
i f the country then will it take Us 
proper place am ong the industries 
of the Nation. It will have equal 
rights with labor unions. W all S treet 
1 rokers and steel m anufacturers. l e g 
islation for the whole people w ithout 
regard  to  any one class as against 
ano ther m ust come if this republic 
is to stand, and the outlook, despite 
p resen t dav race riots, strikes and 
lockouts, is m ost prom ising. One 
of the encouraging signs of the tim es 
is the organization of the American 
Legion with young T heodore Roose
velt as the guiding star.

T his is wholly a patriotic  organiza
tion. non-partisan, devoted wholly to 
the in terests of genuine Am ericanism . 
It is this spirit of Am ericanism  which 
m ust rule in this country  regardless 
of the different propagandas put forth
in the in terest of sem i-foreign o rgan
izations. T he late w ar has taught 
America a m uch-needed lesson which 
will have a tendency to  keep us in 
the stra ight and narrow  path of na
tionalism. wholly Am erican with a 
big A.

The business of farm ing is what 
calls for more than passing notice. 
It no longer sits at the feet of the 
politician accepting the few crum bs 
which are doled out to  subject peo
ples. Instead , conditions are such 
as to  m agnify the work of the tillers 
of the soil, and the time is alm ost at 
'■and when the ow ner of a few hun
dred access of land will be of the real, 
although untitled, nobility of the Na
tion.

Even now the farm er holds in the 
hollow ot his hand the future destinv 
of the Nation. Everyth ing depends 
on him. b e  is the great I am of all 
th at goes to make for the future 
prosper it v of the United States.

T here is profit as well -s  pleasure 
in this farm ing busines- W e us
ually speak of m anufacturing, mer-

cantiling. banking, lum bering, ra il
roading and the like as "business.” 
Farm ing has not been classed in the 
same category. T he time is here 
right now when, as a business p ropo
sition. farm ing tops them  all. I t  
cannot be denied th at from  the soil 
in the shape of foodstuffs and ra i
m ent come all that makes for the ex
istence of the human family. It is 
often a pet desire of the city man of 
business to connect him self w ith a 
farm. This sort of p roperty  is safer 
than any bank. N either fire nor 
w ater can dissolve it. 1 he founda
tion of all business rests on the land.

A man who owned 80 acres of 
rich Illinois soil desired a change of 
location. The land brought him 
$200 per acre. W ith this money he 
m igrated to central M ichigan invest
ing his cash in farm ing lands at $50 
per acre. He lived here twelve 
years on the 320 acres bought by the 
money he had received for the Illi
nois eighty. The rise in land prices 
were such as to decide our farm er to 
make another change. He sold out 
on the basis of $150 per acre. W ith 
this snug fortune he went to the 
N orthern  part of the S tate buying 
lands at $40 which gave him a large 
landed estate. T hat change was 
made fifteen years ago. Farm ing 
lands around him have trebled in 
price during these fifteen years, and 
our farm er is now rated  a w ealthy 
man. all of which was the result of 
a little fo rethought and quiet spec
ulation honestly  carried out. No 
m oney in farm ing! T h at is an ex
ploded idea. None but underw its 
talk that way these days.

The danger of the present hour 
is underproduction.

Before this the Nation cowers in 
the shadow of a g reat menace. 
Farm ing has been sadly neglected 
in the general scram ble for sudden 
riches in the city. T he great op
portunities of this age lie in the un
t i le d  farm ing lands of the Nation, 
m ore especially those of W est M ich
igan. R ight under the nose of the 
grum bler over conditions lie some of 
the best farm ing  lands in the  State. 
These lands can be bought at reas
onable figures, yet lay fallow, or are 
grow ing up to  wildwood products of 
benefit to nobody under the sun.

W ere the w riter young again he 
would not hesitate to  take the plunge 
and identify him self with some of 
this idle land the fertility  of which 
has been tested  to the satisfaction of 
as good farm ers as ever the S tate p ro 
duced.

This underproduction  talk  is not 
for effect, neither is it a bogey in
vented to frighten  children and 
greenhorns. Instead  it is a serious 
w arning which, unless heeded, may 
bring a long train  of suffering and 
hardship to  our people. T he war 
brought about much th at was effect
ive for the production of bum per 
crops th roughout the country. W ith 
the war over, the farm ers are in dan
ger of falling back into an a ttitude 
of indifference as to  the needs of the 
Nation, now m ore pressing  than 
while the w ar continued.

Scarcity of help has hindered more 
during the last few m onths than  in 
all the years of war. The unw ar
ranted boost in wages has drained 
the country  of nearly  all its w orking 
young men. leaving the farm er to 
shift for himself. T he average age 
of the men on the farm s is said to 
be above fifty years. This in itself 
is enough to  alarm  our people and 
set them  thinking.

The man on the farm  has no fear 
as to himself and his im m ediate fam
ily. They can live off the products 
of a one-man worked farm, but w hat 
of the busy th rongs in the city who 
m ust be fed? T here’s the rub, and 
a m ost im portant rub it is. w hatever 
the shallow -m inded m ay say on the  
subject.

T he farm  of this country  m ust 
be made to  produce to capacity or 
there will be bread rio ts and famine
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all over the land. Of w hat use are 
big wages with no th ing  in the m arket 
place to buy? Like the m an lost 
on a desert island, with his pockets 
full of gold, he cannot eat the gold, 
the shine of which serves only to 
w het his appetite  for food and render 
him an easier prey to  starvation.

T he mad hazard of the young man 
who rushes to the city to grasp after 
the big wage, while farm s w ithout 
num ber lie beneath the sun and rain 
of the harvest unworked, is som e
th ing  to  give serious minded folk 
cause for deep unrest. T his u n d er
production danger is the one great 
problem  that confron ts the Am erican 
people to-day.

W ith the urban population increas
ing by leaps and bounds while that 
of the rural d istric t is at a stan d 
still, o r worse, going backw ard in 
places, is the one great m enace that 
is exorcising  the m inds of the wisest 
and m ost thoughtfu l men of the 
time. It is an in tricate problem, 
the solving of which will require the 
best efforts of all our people.

Old Tim er.

The Awful Profiteering Grocer.
M ears Sept. 2—'W ho is the guy who 

robs the people righ t and left, the 
same one who daily is accused of 
th eft: who is alw ays on the beat, 
everyone he tries to  cheat? The g ro 
cer.

W ho is the guy who tu rns this 
old world upside down, and who true 
and surely does the people brow n: 
who is never on the level, is a b ro ther 
of the devil? T he grocer.

W hose fault is it the cost of living 
is so high? W ho is to blame, that, 
poor hum ans, starve and die? W ho 
is classed with Kaiser Bill (T his ;s 
the m ost b itte r pill)? The grocer.

Now, I suppose the recent great 
w orld’s w ar isn 't laid to d irty  G er
m ans any more. Ju s t lay it on the 
grocer. Does he deny it, no sir. 
It was the grocer.

W ho buys a new m odel auto ev
ery day and strew s gold along the 
g reat white way? The same old son 
of a gun, doing as he's alw ays done — 
the grocer.

How does th is robber ga ther rolls 
of stolen pelf, not by daily m arking

up the goods upon his shelf? You 
think by force he takes it? No, by 
selling sugar, he m akes it. The grocer.

This robber, buys his sugar, if he’s 
lucky to  find any, then sta rts  to  tig- 
ure if he can make a dishonest pen
ny. He pays eleven fifty-four and

adds the freight up to his sto re—the 
awful grocer.

And here the robber s ta rts  his 
profiteering. E lectrocute the
scoundrel w ithout a hearing. He
sells it at 12 cents per pound. Ain't
he a yellow hound—the robbing g ro 
cer. Chronic Kicker.

THE IMPROVED
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GERM ANY STILL UN LICK ED. 
1 he trend of events since the close 

of the world war goes to show that the 
German nation is unlicked.

\Y itli a population of 68,000,000 still 
intact, why should they feel in a des
pairing mood? I-ranee, cut down to 
35,000,000 stands as a cringing child, 
tearing for her very life. The blood 
and iron of the Teutonic race has not 
felt the jolt and crush of war as have 
all those other nations in opposition. 
Even though the Allies won a glorious 
victory, there is not a German town in 
ruins, no German farmsteads swept 
wnh tj.e besom of fire, as have been the 
plains of Franee and Belgium.

1 o tlie victors belong the spoils. 
W hat are the spoils? A few German 

colonies in the b a r South seas, a few 
warships sunk by German hands. W ith 
nothing to show for their victory the 
late Entente Allies sit around a table 
and bandy words, while the most brutal 
nation in Europe, composed solely of 
dastards, is quietly girding up her loins 
for a renewal of the struggle to dom
inate Europe in the near future.

These nearly seventy million Ger
mans. well housed, beginning again to 
till their rich acres, to set the wheels of 
factories and mills running, are feeling 
\ery  far from dejected over the out
come of the war they launched upon 
almost defenseless Europe five years 
ago.

The suffering and devastation of that 
awful struggle lie with the victors, not 
with the supposedly conquered. Never 
in all her history has Germany been as 
strong and defiant in spirit as she is 
to-day, less than one year after the a r 
mistice which concluded the warfare.

Already has America forgotten the 
hatred that the insolence and murder« 
° f  the Teuton provoked in every Ameri
can breast. Germany was to be ostra
cised forever after the war. Nobody 
would countenance her supremacy 
among nations of the earth, it was de
clared W hat are the facts? W'e are 
already making plans for a renewal of 
commercial relations with that des
pised and hated country. The steel in
dustries iif the Fatherland are again 
coming into their own. It is said 
that German steel is already in the m ar
ket in competition with that of the Uni
ted States and that our own steel man
ufacturers have been underbid in the 
open market by those of Germany.

The people of Germany do not real
ize they lost the war. Not one among 
the people will acknowledge that Ger
man arms were defeated, and they have 
good reason to believe this. W hen the 
Allied forces came to within striking 
distance of Germany’s border the Teu- 
ton overlords called a truce. Hostil
ities ceased and blood was not shed 
within the borders of the Fatherland.

None of the suffering and dangers 
that had saturated other lands with gore 
came across the storied Rhine. A truce 
was agreed upon. Germany decided 
it best to throw up the sponge for a 
brief rest, making no sacrifices other 
than the fortunes of war had doled out 
to her on the battlefield of her enemies. 
Not a rood of her own soil desecrated. 
All the devastation and wreck of cities, 
homes and lives of wives and babes sac

rificed falling to their enemies, none to 
Germany.

The German nation has come through 
five years of desecrating war intact, so 
far as the homeland is concerned. She 
lost men in battle, but so did her ene
mies. W ith the national domain un
scathed. with all her farm s and firesides 
undesecrated by the hand of the de
spoiler, she cannot but help feeling, when 
she looks out upon the lands of the en
emy laid waste by her ruthless soldiery, 
that Germany and not F ranee, England 
and Italy won the victory in the war.

W ith thousands of murders proven 
against the Germans, not one is cited 
to appear for punishment. Why? Be
cause the Teuton is still in the saddle. 
He is still lord of all and is more in
tensely feared than on the day the 
armies of Kaiser Wilhelm crossed the 
Rhine to invade the soil of France and 
Belgium. If this was not so why such 
a silent consent to the settlements of 
peace, with the murderers of innocent 
babes and the dastard defilers of wo
men and maidens left unpunished?

Unlicked Germany is still the hete 
noir of the European situation. Now 
if never before the leading men of the 
Allied armies and those of America 
realize that the war ended too soon. 
The Allies fell into a cunningly prepared 
trap set by the Teuton. It was a most 
grevious mistake when the armistice was 
granted. \ \  ith everything in hand, 
ready and anxious soldiers on tap for 
business, the peace halt was called.

It was a German victory. W hat the 
Teuton failed to win by force of arms 
he won by cunning manipulation of the 
truce council.

All too soon the war came to a stand
still. Impatient Yanks were ready and 
anxious to go on. The call to h a lt : the 
announcement of peace came as a 
damper to their desires. Berlin, seat 
of the Hohenzollern power, had all 
along been the goal the eyes of our 
soldiers contemplated. The soldiers of 
Foch should have pushed across Ger
many. destroying root and branch until 
the capital city was reached. On the 
ruins of smoking Berlin a treaty might 
have been secured that would have taken 
the turkey gobbler strut out of Germany 
and humiliated her sufficiently to se
cure her inability to create further mis
chief for the world for vears to come.

The League of Nations, signed by 
America or not. is of no significance, 
so far as the German barbarian is con
cerned. The Teuton is nursing 
thoughts of revenge. In the near East 
he plans to rebuild all that has been torn 
down in the \ \  est. Count on the bully 
of Central Europe to feather his own 
nest at the expense of those who have 
flattered themselves that they came out 
victors in the late world war.

You can not long fight against na
ture. If you a ttem pt to do what she 
has forbidden you to  do in the very 
nature  of your being, if every drop of 
blood and every nerve cell in you 
p ro tests against what you are doing 
—no m atter what your will power or 
determ ination—you will be a practical 
failure. Y ou m ay possibly earn your 
bread and bu tter, but that is not suc
cess.

T H E  REAL PRO FITEERS.
The fundamental cause of the present 

era of high costs is due to four pri- 
niary reasons, as follows i

1. The action of the labor unions in 
forcing wages up to outrageous and ab
normal limits.

2. The reduction of the hours of la
bor below the limit demanded by good 
health and economic conditions.

3. Reduction of the normal capacity 
and limiting the legitimate output of 
the individual worker by artificial re
strictions, so that union workers in gen
eral have become a mass of shirkers, 
slovens and slouches.

4. Accepting into membership in the 
union any person who expresses a 
willingness to pay lodge dues, thus 
forcing upon employers a great mass 
of workmen who are utterly incompe
tent t°  earn 26 per cent, of the amount 
they must be paid. These incompe
tents occupy working space and use up 
machinery and power without giving 
an adequate return.

It is universally conceded by all econ
omists who have given the subject 
painstaking investigation and study 
that the average union man—whose sole 
dependence on his situation is due to 
the possession of a union card—pro
duces less than 60 per cent, of what he 
is capable of turning out if he were not 
handicapped by union rules and per
meated with the insidious doctrine of 
unionism—the smallest possible result 
for the largest possible wage.

Here is the \yhole thing in a nutshell.
Any man who undertakes to divert 

attention from the real cause of the 
Ft- C. of L. by throwing it 
on the shoulders of the whole
sale or retail merchant is dis
honest to himself and false to the 
country which furnishes him an abid
ing place.

RESPECT FOR T H E  UNIFORM .
The frequent laments of the various 

newspapers about the waning consider
ation of the public for the man in the 
uniform of the United States Army, 
with special emphasis upon the enlisted 
man s uniform, call forth many expla
nations.

These explanations are usually far 
from complimentary to the alleged 
change of spirit of the American pub
lic and frequent references are made 
to the proverbial serpent’s tooth. P er
haps the solution to the charges, if 
true, is that the great body of people 
take their cue from the attitude of the 
army authorities toward the enlisted 
man. They knovy that in France, 
where the army authorities for at least 
once in our history had absolute and 
unrestricted sway, with complete free
dom from criticism, there was no con
sideration whatsoever apparently for 
the enlisted man. His status seemed 
to be that of a convicted criminal un
til proved innocent. Many discharged 
soldiers remember the signs of “Arrest 
all enlisted m en: take all officers’ names” 
and “Reserved for officers only.” These 
would seem to make it unmistakably 
clear as to how the army authorities 
thought the enlisted man should be 
treated.

One must always remember that the

unlimited power of the army adminis
tration in France gave a free scope to 
all approved military ideals without 
any danger of inquisitive civilians inter
fering with what did not concern them. 
As Col. Ansell so aptly pointed out that 
the army adheres to the ideals of Gus- 
tavus Adolphus in its court-martial 
system, and it is just possible that sev
enteenth century European ideals in 
the handling of the common soldier 
are still the standard in the democratic 
army of the United States of America. 
At any rate it does not seem unreasonable 
for the public to assume that the ideal 
administration and control of the A. 
E. F. should indicate the approved a t
titude toward the enlisted man’s uni
form.

NASTY TO T H E  END .
The stock fire insurance com panies 

—glutted  with the ill-gotten gains of 
four m onths ' illegal and unjustifiable 
surcharge ex to rtion—have finally suc
cumbed to public opinion and ceased 
adding the infam ous surcharge to 
their charges for policies. Public 
opinion finally accom plished w hat in
surance com m issioners, courts and 
legislatures could not bring  about— 
an enforcem ent of the law. T he in
surance m oguls held them selves 
above the law and snapped their 
fingers at officers, courts and legisla
tive tribunals. T hey have gorged 
them selves w ith overcharges for 
which there was no reasonable ex
cuse and for which they are unable 
to make any adequate explanation. 
Since May l, when the surcharge was 
ordered discontinued, they have 
stood before the  public in the same 
light as the I. *W . W .l defying every 
law of God and man. T hey have 
m ulcted the public during the four 
m onths from May 1 to  Septem ber 1 
to the extent of millions of dollars, 
for which they will some day have 
to  give an accounting before the bar 
of public opinion.

In a circular le tte r to  insurance 
agents, announcing the w ithdraw al of 
the surcharge a fte r Sept. 1 . a s ta te 
m ent is made that no portion  of the 
ill-gotten gains will be re tu rned  to 
policy holders in the event of can
cellation of policies bearing the sur
charge unless the cancellation is on 
a sho rt ra te  basis. T his condition 
clearly discloses the cloven hoof of 
the unholy combine which assum es 
it has the public by the  th ro a t and 
can tighten  its grasp  any time it 
elects to do so.

The new law providing for the li
censing by the D epartm ent of A gri
culture of Illinois of all m erchants 
who handle eggs has become effec
tive. All m erchants under penalties 
imposed by law, m ust candle eggs 
which they buy from  the producers 
and every licensee m ust place on the 
top layer under the top flap of every 
case of eggs, a candling certificate as 
required by the rules of the d ep art
ment. Every  m erchant m ust secure 
the apparatus for candling. T he act 
does not apply to  retailers who sell 
only to  retail trade for consum ption. 
D ealers m ust secure license beginning 
Nov. 1, and every year thereafter.
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The Flavoring Problem Solved!
IN TR O D U C IN G

V irgin ia Dare Extracts
V X 7 E  believe we have solved the flavoring extract problem. We know 

* * we have created a standard of strength and quality never realized in 
flavoring extracts. The natural flavors of the fruit, vegetables and spices 
glorified by the most exacting methods of preparation.

Vanilla 150% Strength 
A ll Other Flavors Double Strength

They are revolutionizing cooking. D om estic Science experts say 
they  are a revelation. They banish all flavoring troubles house
wives say. T he trade is already than k in g  us for stabilizing and 
standardizing a com plete line of flavoring extracts which they  can 
positively guarantee for quality and results. T he profit? T h a t’s 
the  m ost surprising and satisfactory part of it.

ASK YOUR JOBBER TODAY
21 Absolutely Pure Flavors

Vanilla Peach Allspice
Lemon Peppermint Mace
Strawberry W intergreen Cinnamon 
Cherry Rose Clove
Orange Onion Nutmeg
Pineapple Celery Almond
Raspberry Coffee Anise

Look for the Advertising
Consumer satisfaction guaranteed. Money refunded by us on the slightest complaint.

G ARRETT & CO., Inc.
Food Products Established 1835

Buildings 9 and 10 Brooklyn, N . Y.

150% STRENGTHTHIS EXTRACT CONTAINS
ALCOHOL 40 %

GUARANTEED PURE AND TO 
COMPLY WITH ALL NATIONAL 
AND STATE FOOD LAWS

T he B ottle  T h a t Don’t  T ip OverBush Terminal
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M ichigan R etail Shoe D ealers’ A ssocia
tion .

P res id en t—J. E VViison. D etro it. 
V ice-P res id en ts  — H arry  w  ood w orth , 

L ansing ; Jam es II. Fox, G rand Rapids; 
C harles W ebber, K alam azoo; A. E. K el
logg, T rav e rse  City.

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

T he Value of Shoe Trim s.
W ritte n  for th e  T radesm an .

T he w riter has ju st re turned from And this 1;
a visit to  the Middle W est, and lias the window i
spent some little tiime sauntering the trim  he ]
around in the shoppiiig  d istric ts of otherw ise.
St. Louis. Kansas City . W ichita, and O ne of t
o ther leading tow ns in this section. then, I shou
On the whole he was favorably jm- frequent trim
pressed with the shoe trim s he saw. the place to
A t least with some of the trim s put righ t enthus
on by exclusive shoe ciealers. Enter- trims.
prising  shoe dealers in this great and 
prosperous section of the country 
have evidently come to realize the 
im portance of the shoe window as a 
business-getter. Some of the w in
dows. the w riter saw. it is true, were 
a bit over-crowded, and in o thers the 
fixtures were a bit out of date, but 
for the m ost part the windows of the 
shoe dealers in these cities showed 
evidences of progressivness.

If th is should appear to  any one an 
old subject, let him bear in mind that 
it is one of those m atters of perennial 
im portance. In the eager rush of 
these days to keep down overhead, 
the natural anxiety caused by the in 
creasing price of footwear, and the 
incidental w orry  connected with get
tin g  goods one has ordered—and get
ting them  against th e ir day of need 
—there is a possibility of our neg
lecting to keep the windows snic-an i- 
span.

F requent Trim s.
The w riter is a stro n g  believer in 

frequent trim s.
U ndoubtedly this is a weak point 

with m any retail shoe dealers.
T hey m ay have good trim s from 

time to  tim e: but they  do not have 
enough of them.

One good trim  deserves ano ther: 
i. e. one should keep everlastingly 
at it.

H ow  often should a shoe window
he trim m ed? To this enq uiry a hard
and fast answ er can hardly  he given;
hut it isn 't a bad rule to  chancre one’s
windows at least once a vreek.

There are timi*? when new trim s
should be staged o ftener; but there 
are com paratively few dealers get up 
ifty-two new trim s per year.

U nfortunate ly  many shoe dealers 
look upon the window as an unim 
portan t adjunct. They assum e th at 
the good idea« are p re tty  well worked 
out. T hey take it for granted  that 
if they ’ve got a m iscellaneous asso rt
m ent of shoes in the window th at is 
about all that is necessary; and mS

for the introduction of novelty feat
ures, o rnam ental accessories, and a r
tistic arrangem en ts—well, for th at 
sort of th ing  they are not strong.

N ot infrequently  the task of trim 
m ing the window is tu rned  over to 
some subordinate who looks upon 
it as a bore.

ack of enthusiasm  anent 
is, of course, reflected in 
puts on. I t couldn 't be

the fundam ental things, 
ay in order to have 
for som ebody about 

elop a lot of down- 
i on the subject of

Just because a dealer is located in 
a town that doesn’t lay claim to  m et
ropolitan am bitions is no reason why 
be should slight his windows. And 
yet that is precisely w hat a lot of 
shoe dealers are apparently  doing.

And a proof of it lie? in the fact 
that they do not. as a rule, change 
their windows often enough*

The strong  daylight is hard on 
shoes—especially those of the light 
and delicate colors. T hat alone 
should suggest th at they shouldn’t 
remain too long in the windows.

And then people naturally  tire  of 
seeing the same old trim  day after 
day.

Perhaps they get to thinking these 
are the best you have; or all you’ve 
got.

Show them you have plenty of 
o thers ju st as attractive.

Bv exhibiting  th ings that are dif
ferent, and show ing them  often, you 
create the im pression of plenitude 
and resourcefulness.

And these are constructive im pres
sions that make for easy selling.

If one urges the objection that 
frequent trim s involve work and 
trouble, the answ er is th at such ef
forts justify  them selves in the resuits 
that follow; namely, m ore sales and 
more profits.

Suitable F ixtures.
A ttractive windows cannot be a r

ranged unless one has a ttractive  fix
tures.

And this is a big subject.
Of recent years m anufacturers of 

window fixtures and accessories 
suitable for the use of shoe m er
chants have increased beyond the 
richest dream s of o ther davs. To-dav

HONORBILT
SHOES

For Bigger and Better Business

R. K. L. R. K. L.

School Days Are Here
B oys, Youths and 

Little G ents 

Shoes in Stock.

IM M EDIATE

DELIVERY

Mr. Dealer:
Don’t fail to see 

our l in e  at the 
Michigan R e ta il  
Shoe Dealers’ Con
venti on, S iginaw  
Mich , September 
8-9-10.

61 75 Bovs and  Ycrutin
9S12 L ittle G en ts ’ G.
6176 Boys and  Yo uthfi
9S15 L ittle G en ts’ G.

s ’ G. M. Blu. N ailed, 1 to  6
M. Blu. N ailed, 9 to  13Ví¡ ____
s' G. M. E ng . Nailed, 1 to  6 .

P rice  
.$3.65 
. 2.95 
. 3.65 
. 2.95

Rindge, Kalmbach, Logie Company
Grand Rapids. Mich.

R. K. L. R. K. L.

Here Is a Strictly Solid Elk 
Outing Bal built for wear

Try them. You will like them.

Grand Rapid SiShoe &Rubber(o
The Michigan People Grand Rapids

T h e s to c k  is a 
s m o o t h ,  e v e n  
boarded Elk, of 
the popular dark 
brown color now 
so much in de
mand. Soles are 
solid hemlock sole 
leather. I n s o le s  
are the same.
Full gusset.

Men's, 6-11.......................................  $3.50
Boys', 2J¿-6.......................................  3.25
Youths’, 1-2...............................  . . .  3.00
Little Gents’, 814-13^.................... 2.80
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we have elegan t fixtures in wood, 
m etal, g lass and o th er m aterials. 
T hey  are built in the form  of stands, 
shelves, tables, and on the ad just
able order so th a t any num ber of 
designs can be reproduced—and all 
adm irably suited for the  display of 
footwear. The w riter holds no 
brief for any particu lar so rt of w in
dow fixtures but he does believe 
th a t the progressive shoe dealer 
owes it to him self to  have som ething 
w orthy  in th is line—som ething th a t 
will not cheapen his shoes; som e
th ing  th a t will serve to enhance 
their a ttrac tive  features and good 
qualities.

O ne doesn’t need to buy a van load 
of such things. But such th ings as 
one has of this na ture  should be a r
tistic, m odern, elegant.

And in addition to  ju st fixtures, 
one should use o th er accessories. A 
be tte r w ord for this m aterial neces
sary  from  tim e to  time in effective 
trim s— I m ean m aterial o ther than 
footw ear and shoe store m erchandise 
—would be window properties.

N ot to  a ttem p t here an exhaustive 
list of such properties, but ra th e r to 
suggest a few by way of illustration , 
one m ay m ention doilies, floor cover
ings, rugs, backgrounds, hosiery, 
canes, dolls, cut flowers, posters, 
traveling  and sport accessories etc., 
etc.,

In  a article by an expert shoe 
window' trim m er, he m entioned th a t 
he often displayed a cane a long  with 
a pair of young  m en’s shoes. And 
he was a t pains to say th a t his store 
didn’t sell canes. T hen w hy the 
cane? F o r the good and sufficient 
reason th at these w ere shoes for 
street w ear; and the  psychological 
effect of the cane there  in the trim  
w ith the shoes has actually  proved 
to be a valuable one.

A poster in colors of a ba th ing  
beach scene, or som e quiet and a t
tractive country  landscape is an ad 
m irable detail in your trim  of sport, 
outing, or travel footw ear and sub
sidiary stock fo r use on such oc
casions.

D isplay a shotgun along w ith your 
fall hun ting  shoes; ice skates with 
w in ter spo rt shoes and storm  boots.

One th in g  th a t has contributed  to  
the sam eness of shoe trim s is the 
old anarchronistic  idea th a t no th ing  
but shoes and shoe store m erchandise 
m ust go into the  window. Get rid

of the notion. R eally  th ere ’s no 
law against the in troduction  of o ther 
things. Surprise the people of your 
com m unity by ge ttin g  out of the con
ventional rut. In troduce  properties 
th a t will m ake them  open their eyes 
and take ano ther look. T he one 
principle to  be borne in m ind is th a t 
the  th ing  you use in your window 
should be re la ted  in some wray to 
footw ear and its use; so th a t it will 
suggest the w'ay it is to  be used, or 
the occasion, or the environm ent, or 
som ething of the sort. T here  should 
be a logical connection between 
these th ings and the m erchandise 
you are featuring  at the time.

Pleasing  Effects.
Y our main objective, as I under

stand the a r t of w indow -trim m ing, is 
to  produce a pleasing effect. W hether 
the passer-by m erely glances in and 
goes on, or w hether he pauses to 
get a m ore detailed look, the trim  
you have staged should be able to 
produce in him a pleasing  effect.

I t  will if the trim  is fresh and w'ell 
w orked out. I t  will not, if the trim  
is old or dingy or dull in itself.

And 1 m ay say righ t here th a t the 
one b ese tting  sin of too  m any shoe 
dealers is the  overcrow ded window. 
T here  is too m uch m erchandise for 
the  space. T he m an who trim m ed 
the w indow  attem pted  too  much. In 
stead of a clear-cut trim  w ith a def
inite appeal, he produced a conglom 
eration. T he eye is confused, in-

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

Sidney E levator Mnfg. C o., Sidney. O hio

Signs of the Times
Are

E lectric  Signs
Progressive merchants and manufac 

turers now realize the value of titctrU 
Advertising.

We fam ish you with sketches. uno>. 
and operating cost for the asking.

THE POWER CO.
Bell M 797 Citizens 4261

te re s t d issipated  by diversity  of 
lea thers and lasts and types, and the 
result aimed a t is com pletely missed.

H ow  m any shoes ought the dealer 
to  display in his window in o rder to 
have an effective display? O bvious
ly the answ er to  this enquiry depends 
upon the size of the w indow ; but 
there  are few w indows th a t are large 
enough for m ore than  a dozen and a 
half pairs—if each pair is properly  
displayed.

And they should be displayed in 
pairs—always.

A nd they should first of all be 
carefully ironed and form ed. Iron  
them  out until every wrinkle has dis
appeared and lace them  up until they  
fit the form  w ith absolute flaw less
ness. A nd be sure the surface is 
free from  dust and finger prints.

A nd this rem inds me th a t the  en
tire  w indow —glass, floor, side and 
back—should be spotlessly  clean be
fore you begin to  assem ble your 
trim .

If the floor and back is hardwood, 
your task  is relatively  simple, but if 
the window is one of those  less m od
ern ones th a t requires a floor cover
ing of some kind, it will take m ore 
time. I t  m ay also require a new 
covering  for the floor or the  clean
ing of the  old.

In  the era ju s t ahead of us it is 
safe to  predic t th a t far m ore a tten 
tion is going to  be given to  the trim 
m ing of shoe w indows than  in any 
previous time, and the fellows who 
devote tim e and a tten tion  to  it are 
go ing  to  find th a t it will pay.

Cid M cKay.

Your Outdoor Customer
will soon be calling for a dependable 

service shoe for fall and early winter 
wear. Sell him the

H. B. Hard Pan Shoe
The H. B. HARD PAN Shoe has long 

been known for its wearing qualities. A 
lifetime of honest effort to produce the 

best service shoe is back of the name.

High grade materials, together with the 
best workmanship obtainable, are exclu
sively used. You can recommend and 

sell the H. B. HARD PAN shoe to the 
man who needs the best because IT IS 
THE BEST service giving shoe.

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

We Want to Meet You at the Big Show
Sept. 8-9-10—Saginaw, Mich.

N o  re ta ile r la rge  o r sm all can  afford to miss it. .

HIRTH-KRAUSE CO.
Tanners and Shoe Manufacturers Grand Rapids, Michigan



12 M I C H I G A N  T R A D E S M A N S ep tem b er 3, 1919

Some Dom inating F ac to rs in Amer
ican Prosperity .

[Concluded From  Last W eek.]
If our com m ercial and industrial

it m ust be—foreign outlets itor <our
products must: not be destro yed by
the creation o f proli ibitive coiid  it vons

actively in terested  and will be found 
willing to lead or follow in any cam 
paign of developm ent which m ay be 
necessary. But the obligation of the 
business man, not a banker-, to  get 
busy at once is not in the least re
duced because of the banker's readi
ness. Governm ent, too, labors under

such as are indicated in the  foreign

time. And the rights of common 
hum anity in in ternational comm ercial 
in tercourse should also receive them 
share of consideration. I t is no t ex
clusively a business question by any 
means; W e have in prodigal abund-

rest of the world neeas most. The

m achine-pow er required to make 
these things available to the rest of

all are ours. Our am azing wheat 
crop and our herds of cattle and hogs 
alone stand between Europe and actu-

a heavy responsibility  in this situa-

classes can not properly launch a 
National, indeed, a world plan such as 
the present situation demands, w ithout

tude of the G overnm ent in this m at
ter—and as yet the G overnm ent lias 
not acted.

ation of the credit feature of this 
world-financing process to the credit 
m ethods which have obtained in the 
past. T he task contem plated requires 
that we make available to the fullest

al famine. O ur steel and copper and 
coal m ust supply the scarcity which 
the w ar has w rought in every country 
of Europe, w hether belligerent or

tories and homes, m ust play a m ajor 
part in the reconstruction  of the de-

and Belgium.

I to the o ther con n in es c
the w ork1 and to  the splenidid posi
tion we have attained amo ng tlier
through the part we have taken i
the war. Now we need full1 reali zi

try and applying them  intelligently to

out

m om ent that we are apt to fail to
ihze hów i empor ary a thing
Jspeiity  may be. The large vo
exports which luis made « nr
[ and recent a
¡st be kept up if this prosper:
continue. And tniless we ma

ssible for our fri ends over y<
buy from us without crip

unselves, we. as well as they.
her. O ur expor't sale's will

T o create such an organiza-

and saie-guard ins of the necessàrie

N or should we make the m istake of 
leaving this m atter entirely  to the 
bankers. 11 is a business m atter and 
the m ost im portant business m atter 
before the Am erican business public 
a t the presen t time. The bankers are

o.A V  -|ÿFjOINTHE-^jfe
GRAND RAPIDS^ 
SAVINGS BANK 
g F A M J L Y » ^

|“ V Satisfied
. I__1 C u s to m e rs
know ¿hat «Çe 'w, -'A 
H p e c i a l i z r  i n ;

accommoda lion ■
and strpict^r * "

T H E  BANK W H E R E  YOU F EEL AT H O M E

T > U v p iP s S y \v iN G s & i V '

W E  W ILL A P P R E C IA T E  Y O U R  A C C O U N T
T R Y  U S  I

On Account of the War
it has become a fixed habit 
during the past five years 
to attribute everything to 
the War and especially 
high prices. Prices un
doubtedly would have 
advanced over the level 
of 1914 had there been 
no war as those prices 
were too low to justify- 
production in many lines.
Prices of some things al
ready have dropped to the 
before-the-War level; prices of some other things will 
never decline. The Monthly Trade Reports issued by 
this Bank will assist buyers in keepiDg tab cn the trend 
of prices. Telephone your name to our Mailing Depart
ment.

Established 1853

OUR OFFICERS
WILLARD BARNHART

Chairman of the Board 
CLAY H. HOLLISTER President
WILLIAM JUDSON Vice President 
CARROLL F. SWEET Vice President 
GEORGE F. MACKENZIE

Vice President and Cashier

OUR D IR E C T O R S
Willard Barnhart 
W. R. Shelby 
L. H. Withey 
William Judson 
Carroll F. Sweet 
W. D. Stevens 
Clay H. Hollister

John P. Homiller

John Duffy 
John C. Holt 
Edward Lowe 
Frank Jewell 
Geo. F. Mackenzie 
Jam es F. Barnett 
Wm. M. Wurzburg

THE OLD
MONROE AT PEARL

BANK
GRAND RAPIDS

KEEP UP WITH THE TIMES

The M ichigan Trust Co.
OF G R A N D  RAPIDS

r JpHE time is 
passing 

when one 
can impose 
on his 
friend“ THE CLOCK CORNER”

PEARL & OTTAWA

to  th e  e x te n t o f ask ing  an  am a teu r E x
ecutor or T ru stee  to  tack le  his unfin
ished problem s, furnish th e  heavy 
su re tv  bond th e  court requ ires, and 
hold up your c red it and  stave off pov
e rty  from your fam ily, w hen  he is im 
m ersed  in  his own affairs.
For such service and  bu rd en s T h e  M ich
igan T ru st Com pany is ever read y , at 
an actual saving to  c lien ts.

W e tak e  responsib le  charge  o f business affairs 
o f an y  size.

Our Public A ccounting Departm ent specializes 
on Federal T ax  Returns.
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crease, our p resen t high pow er of p ro 
duction will diminish, our capacity to 
provide em ploym ent for our m illions 
will be im paired, and, w orst of all, 
perhaps we will have failed to justify  
the w orld’s entirely  reasonable ex
pectation of us.

O ur duty, therefore, is plain—obvi
ous alm ost. T hese  w onderful re 
sources we have and the not less w on
derful N ational qualities we possess— 
the world is willing to  concede both 
to  us now —should be co-ordinated in 
an effort, n o t governm ental perhaps, 
but a t least aided and sanctioned by 
the Governm ent, tow ards the m ost 
splendid program m e of hum anitarian- 
ism and, incidentally, of world busi
ness which it has ever been the 
privilege of any nation to direct. 
T here  should be no delay in launch
ing an undertaking so advantageous 
to our country  and so essential to the 
w orld 's welfare.

Shall we be able to play up to this 
part which has been set for us? Al
m ost certainly, yes. But to do it we 
m ust utilize the very best th a t is in 
us—all of our powers and resources. 
W orld  vision and charity  we m ust 
have, bu t also steadiness and the 
power of discrim ination. O ur world 
benefactions, if such they  are to be 
called, should be bestow ed w ith an 
in te lligent consideration  of the m erits 
of the different requests for relief 
which will come to us from  so m any 
parts of the world. A fter all, our ex
perience with the w orld is still 
young, while in the ways of the world 
and its widely differing po in ts of 
view, we are not in the least well 
schooled. W e still have the bad habit 
of reading our own characteristics 
into the peoples of o th er nations, 
peoples to whom our characteristics 
are still puzzling and quite likely to 
be m isunderstood.

H um an na tu re  m ay be ‘‘p re tty  
m uch the same the world over,” but 
how sadly a t variance w ith  this th e 
ory are the stories w hich so m any of 
our soldier boys have brough t hom e 
from  abroad.

T o  do anyth ing  like justice either 
to our own possibilities or to  the 
w orld situation  which calls for our 
sym pathy and action, it will be very 
im portan t th a t we keep our own 
house in order. Industria l quarrels 
and arm ed truces and th rea ts  of 
strikes and lock-outs are bu t poorly 
suited to the accom plishm ent of the 
task  before us. Ju s t because our N a
tional activities are m oving along 
m ore sm oothly  and m ore rapidly 
than  those of sorely w ar-stricken na 
tions, we should not delude ourselves 
w ith the belief th a t our problem s are 
essentially  less serious than  theirs. 
W e were not so deeply h u rt as they, 
hence our pow er of reaction  tow ards 
peace activities asserted  itself m ore 
quickly than  theirs. O ur people and 
our industries w asted  no tim e in ge t
tin g  back to  w ork  and tu rn ing  out 
the products which o th er nations now 
need so badly. T hey  have neces
sarily  been slow in re sto rin g  their 
sha tte red  productive agencies and 
g e tting  under way.

I t  m ay be th a t certain  aspects of

the  E uropean  situation  are w orth 
studying because they exhibit in ten
sive phases of problem s which we 
also m ust solve on our own account

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
and in our own way. Jus t  as the 
sinister reign of the Bolshevik oligar
chy in Russia has taught the world 
the dangers and mad extravagances 
inherent in state socialism, with its 
denial of property rights and dis
regard of the functions of capital and 
managing ability in business, so E ng
land’s sluggish resumption of indus
trial activity is a striking dem onstra 
tion of the tru th  that  employers and 
employes m ust think t gether and 
work together  for the common end if 
production is not to languish and 
prosperity  not to depart.

It is not easy to grasp the bigness, 
the seriousness of our present situa
tion. History  is filled with instances 
of unusual distinctions being con
ferred upon individuals and nations. 
It is safe to say that there is "no th
ing new under the sun" either in 
human relationships or otherwise. 
Still it does seem that somehow our 
Nation and our people find them 
selves just  now in a position, the like 
of which is difficult to find in all his
tory. \ \  e seem to have everything 
which could be desired—youth. Na
tional health, unparalleled prosperi ty ,  
a background without a flaw, the re
spect of all nations, the actual friend
ship of m ost  of them, and not least 
important  because it is a human world 
in which we live, strategic ath’antages, 
full exercise of which not only wi'l 
operate to our benefit and credit but 
will make most of the nations of the 
world the beneficiaries of our com
mercial and industrial activities.

But the law of compensation holds 
good in this as in other situations. 11 
would be difficult to imagine an ad
vantage we possess under present cir
cumstances which is hot  accompanied 
by a correspondingly grave respon
sibility. It would be nearly impos
sible to imagine any honor coming to 
us through proper administration of 
our world stewardship which would 
be more conspicuous or more in
effaceable in history than the disgrace 
we would suffer if our leaders in the 
Government and in business failed to 
recognize our National responsibility 
or to fulfil its requirements.

Lewis E. Pierson.

Main Office O ttaw a Ave.
Facing Monroe

Grand Rapids, Mich.

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

Resources
10 M illion  Dollars

^  1  .
Per CeDt

Paid oo Certificates of Deposit

The Home for Savings

CAMPAU SQUARE
T h e  c o n v e n ie n t  b a n k s  fo r  o u t of to w n  p eop le . L o c a te d  a t  th e  v e ry  c e n te r  o f 

th e  c i ty . H a n d y  to  t h e  s t r e e t  c a r s — th e  in t e r u r b a n s — th e  h o te ls —th e  s h o p p in g  
d is t r i c t .

O n a c c o u n t  o f o u r  lo c a tio n — o u r  la rg e  t r a n s i t  f a c i l i t ie s — o u r  s a fe  d e p o s it  v a u l ts  
a n d  o t  r  c o m p le te  s e rv ic e  c o v e rin g  th e  e n t i r e  fie ld  o f b a n k in g , o u r  in s t i tu t io n s  m u s t  
be th e  u l t im a te  c h o ice  o f  o u t  of to w n  b a n k e rs  a n d  in d iv id u a ls .

C om b  n ed  C a p i ta l  a n d  S u rp lu s  .......................... . .$  1,724,300.00
C o m b in ed  T o ta l D ep o sits ' ..............................................  10,168,700.00
C o m b in ed  T o ta l R e s o u rc e s  ............... ..........................  13,157,100.00

G R A N D  R A P I D S  
C I T Y  T R U S T

N A T I O N A L  
& S A V I  N

C ITY B A N K  
G  S B A N K

ASSOCIATED

— —

W h a t O ur T ru s t Service 
I . ^ a n s T o Y o u

While yr a : re active in the affairs of life, 
it is not w i; i to let too many people know 
about your business affairs. You will want 
your esta-.e administered without undue 
puolicity.
Whether ns trustee during your life or as 
executor of your will, your financial cares, 
if left in :nr hands, will be managed con
fidentially and satisfactorily.
A personal interest is taken in the affairs 
.of every patron, and trust matters are 
guarded as carefully as if they were our 
own.
Ask one of our trust officers to explain 
what our service means to you.

Rränd RapidsTrustHohpany
O T T A W A  A T  FO U N TA IN  BOTH PHONES 4391
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Government To Blame For Era of 
H igh Prices.

Chicago. Sept. 2—The m ost ser
ious problem confronting the world 
to-day is without question the high 
cost of living.

As a political issue it promises to 
become the rock upon which parties 
and even governments may come to 
grief. Its effect upon social institu
tions and order has become menac
ing-The iront pages of our puplic 
prints are daily reminders of this 
unsolved problem, calling the atten
tion of the reader to it incessantly. 
Even a cursory reading of these 
prints discloses the feature of pass
ing the buck from producer to dis
tributor. and from one group of dis
tributors to the next.

The retail distributor has the best 
opportunity to see the question in its 
full aspect, to observe the intricacies 
and tricks of distribution. Therefore 
the writer sets forth his observations 

nd conclusions, not for the purpose 
of whitewashing the particular group 
of distributors he represents, but 
rather to shed light upon the prob
lem. no matter whom it may hurt or 
help.

The high cost of living came by no 
means unexpectedly to the close ob
server of industrial conditions, and 
is the inevitable result of the waste 
of four years of the most destructive 
war in the annals of history.

It was to be expected that the di
verting o f millions of workers from 
production to destruction'—3.000,000 
in the United States alone—would 
seriously affect available supplies ami 
prices.

W e must also assign as a contribu
te rv factor the hasty, makeshift ac
tion by our very Government quickly 
taken advantage of by a horde of big 
and little profiteers.

Millions have been spent and more 
is intended to be used for investiga
tion. but we may safely predict that

there will be no relief until there is 
an entire change in the attitude of the 
administration and of congress. Fear
less, impartial action must replace 
the policy heretofore adopted of pla
cating one group of interests and agi
tating against another group.

The first serious error resulting in 
increased prices for everything we 
eat. wear or use was the awarding of 
war contracts by the Government 
upon the basis of cost plus 10 per 
cent. The temptation to increase 
profits through adding to producing 
costs became greater than any one 
could be expected to resist.

Here is where we began our run
ning around in the circle and we have 
not stopped running yet. W e are 
chasing one another and when we 
have almost caught up with the fel
low ahead we are being chased furth
er by those behind.

This is the way it began: a manu
facturer holding a Government con
tract at 10 per cent, plus and former
ly producing an article at say $100 
was entitled to add as his margin $10. 
If he could increase the cost of pro
duction another $100 he also added 
an additional $10 to his profits.

This is the way it was done: wages 
increased by leaps and bounds, raw 
materials the more costly, the better 
suited for the chief purpose of in
creased cost of production when 
every item added spelled a return of 
10 per cent, added to the profits.

W ith the elimination of need for 
efficiency in the production of 10 per 
cent, plus products, all industries be
came affected and suffered from lack 
of efficiency. Did anyone expect 
these conditions could be confined to 
war contracts?

As a matter of fact, the inevitable 
happened—payinsr higher wages for 
war work caused labor to migrate to 
war work factories.

In order to keep labor in its usual 
employment, engaged in producing for 
other than war contracts, employers

W h a t 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.

Assets $3.999.5*0.0« Insurance in Force $55.088,009.0*

M e iìc h a it t s  Li f e  Insiiraîîcjë G o m i m t
Offices—Grand Rapids, Mich.

Has an unexcelled reputation for its

Service to Policy Holders
$4,274,473.84

Paid Policy Holders Since Organization
CLAUDE HAMILTON 

Vice-Pres.
JO H N  A. McKELLAR 

Vice-Pres.

WM. A. W A T T S  
President

RANSOM E. OLDS 
Chairman of Board

RELL S. WILSON
Sec'y

CLAY H. HOLLISTER 
Treaa.

SURPLUS TO POLICY HOLDERS $477,5®9.40

Michigan Shoe Dealers 
Mutual Fire Insurance Company

Fremont, Mich.

Note Our Net Gain in Insurance and 
Assets During July

Amount at risk June 30, 1919.................................$2,667,475.00
Amount of New Business in July. 1919 ............. 72,100.00

Total...............................$2,739,575.00

Cash on hand June 30. 1919......................................  $17,110.17
Cash received in July, 1919......................................  2.497.45

Total...............................  $19,607.62
Cash paid out in July, 1919......................................  1,031.69
Cash on hand August 1,1919....................................  $18,575.93

Insurance 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.
No surcharge.

GEO. BODE, Secretary.

C. N. BRISTOL, Manager A. T. MONSON, Secretary

BRISTOL INSURANCE AGENCY
“The Agency of Personal Service”

Inspectors and Adjusters for Mutual Companies

SAVINGS TO POLICY HOLDERS

On General Mercantile Lines 25 to 35 
Per Cent.

Hardware. Implement and Garage Lines 
40 to 55 Per Cent.

FREMONT

MICHIGAN

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

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

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

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

MICHIGAN BANKERS A N D  M ERCHANTS’ 
M UTUAL FIRE INSURANCE CO.

Wm. N. Senf, Secretary FREMONT, MICHIGAN
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in such production  had to  m eet the 
com petition of the 10 per cent, plus 
co n tracto r and, of course, this added 
to the  cost of his products and suo- 
sequently  to the price ultim ately  paid 
by the consum er.

The increased prices paid for raw 
m aterial by the 10 per cent, plus con
trac to r forced the non-w ar m anutac- 
tu rer producing and m arketing  his 
products for the use of the general 
public to pay like increases in a com 
petitive m arket for his m aterials.

In  addition the d istrib u to r to  the 
public charged a higher m argin thmi 
lorm eriy , necessitated  in p a rt by in
creased operating  expense, caused by 
higher salaries paid to employes, in 
order to  keep them  behind the coun
ter. O ther expense increased apace.

No little  was added by the desire 
of all to  get their share while the g e t
ting  was good, and profiteering  has 
been and still is the general o rder of 
the day.

W hile it is true  th a t under norm al 
conditions supply and dem and and 
com petition place a check upon 
prices, and hold them  to a fairly 
reasonable basis, under the 10 per 
cent, plus basis the law of supp.y 
and dem and narrow ed down to a 
com petition of nerve in asking and 
paying the highest price both for m a
terial and wages.

Profits w ere determ ined only by 
w hat the traffic would bear, which 
seemed to  be w ithout limit.

Sol W esterfeld.

W as H ere  W hen  T he T radesm an 
W as B om .

P ort H uron, Sept. 2— I notice the 
curren t num ber of the T radesm an 
is the th irty -six th  year of publica
tion. and apropos of the event, it 
seems to  me a word of congratu la
tion would not be am iss—a word con
g ra tu la tin g  not only the gen
eral public, which is indirectly  
benefited by the influence of so able 
a medium, but also the w holesalers 
and the retail elem ents of our m od
ern business fabric.

T he w riter was a boy w orking for 
the G rand Rapids E agle in the old 
Eagle building, on L yon street, when 
your very  creditable en terprise  w as 
born. He rem em bers the Fu ller and 
Stow e E ngrav ing  Co., which was 
boused in the same building at th a t 
tim e; and the years th at have passed 
have served to em phasize the need 
of the paper which has so long  stood 
high am ong journals of th is ch ar
acter and has been read and quoted 
from coast to  coast.

It is for this reason th a t the paper 
respects the m anagem ent and does 
honor to its chief—yourself—that 
these words, it seems to  me. are both 
fitting and timely.

T he paper has alw ays stood for 
fair dealing, has been generous in its 
trea tm en t of labor, and has alw ays 
been conducted on so high a plane 
th at the m erchant and w holesaler, as 
well as the reading public of our 
g reat State, have come to  feel th a t 
the publication is a necessity  to our 
m odern business life. W hile the 
tendency of the day is running to  
fads, isms and experim ents w ithout 
num ber, it is to be hoped that the 
T radesm an will continue to  publish 
the unvarnished tru th , reflect the 
wise judgm ent of its able editor, as 
in the past, and continue those de
partm ents which have made it one of 
the leading com m ercial papers in the 
U nited States.

M ay its power, p rosperitv  and influ
ence never grow  less—w hich is an 
o th er way of saying we hope the 
ed ito r will “ live long and prosper.”' 

H. A rnold W hite.

No m an ever lost any th ing  by be
ing clean, spick and span. If  you are  
slovenly about your person, the pub
lic na turally  form s th a t kind of an 
estim ate  about your business, and 
will no t be very enthusiastic  about 
dealing w ith you.

Order Today

improved
f t

Honey Com b Chocolate Chips

A  man is known by the 
company he keeps

A  merchant by the candy 
he sells.

“ Where Can I Buy

Mapleine?
I t m akes such delicious 
and econom ical tab le  
syrup  and is so good in 
all kinds of d esserts I 
d n n 't feel I can do w ith 
out it. C a n 't you in 
duce my g r o c e r  to  
stock  it? ”

We get these inquiries 
e v e r y  day—don’t  let 
them  come from  your 

M apleine is ju s t as 
essential on your shelves as v a rilla .

O rder of your jobber or
Louis Hilfer Co.

1205 Peoples Li e Bldg., Chicago

Crescent Mfg Co.
(M-451) SE A T T L E , WASH.

Boston Straight and 
T ran s Michigan Cigars

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

custom ers

Fourth National Bank
United States Depositary

Savings Deposits

Commercial Deposits

3
Per C ent In terest Paid on 

Savings Deposits 
C om pounded Semi-Annually

3'A■ *•
[Per C ent In terest Paid on 

Certificates of Deposit 
Left O ne Year

Capital Stock and Surplus

$580,000

WM. H. A N D ERSO N . President LAV A N T  Z. CAUK.IN, Vice P resident
J. C L IN T O N  BISHOP. Cashier A LVA T . ED ISO N . A ss’t Cashier

KYBO
1000 Sheet Manila Tissue

Bell Phone 596 Citz. Phone 61366

L y n ch  B rothers 
Sales C o.

Special Sale Experts
Expert Advertising 

Expert Merchandising

269-210-211 Murray B ■Jg 
GRAN D  RAPIDS. M ICHIGAN

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.
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Find Out What Trade Wants and 
Get It.

I don 't know a b e tte r way of m er
chandising scientifically than getting  
right down and finding out what the 
trade w ants and getting  it. T h at is 
m odern m erchandising: the kind of 
m erchandise they want, in the quan
tity  they want, quality they want and 
when they w ant it.

And it seems to me the o ther side 
of that is advertising, telling your 
custom ers you have got it. You 
know the ordinary mind well enough 
to  know that lie wants to  know the 
goods before he lets you have the 
dollar.

Describe the goods carefully and 
in detail. You know what he wants 
to know about the goods as well as 
anybody on earth. Sit down and 
think what he will ask you, and then 
answ er those questions; inform ative 
copy. These are the basis on which 
the mail o rder houses base their 
business. T hat is what m odern 
m erchandising  is: th a t is all it is. 
Use m odern m erchandising  and sales 
m ethods. You m ust find out what 
they want.

I sent out a questionnaire in Illi
nois last year, to som ething like
4.000 families, on our regular le tte r
heads. E ight hundred of these 
farm ers' wives came back and enum 
erated  specific items of m erchandise 
they couldn't get in local sto res— 
think of that valuable inform ation. 
Think of it. and how willing they 
were to  co-operate in that way by 
offering suggestions of the things 
they would like to buy.

T he only th ing  is for each one of 
you to  do the same thing. N ot only 
is it essential th at you use inform 
ative copy but keep good goods.

I had an illustration  some three cr 
four years ago that taugh t me a les
son. \ \  e received from  an eastern 
cloth ing  m anufacturer a hanger. 
T hey w rote it was quite expensive 
and they had sent out only a few.

I t was pre tty , run in four or five 
colors, and they said they had sent 
out only a few to their custom ers, 
and if they were found to be sa tis
factory. they would issue them  gen
erally. I think they  said they cost 
about $1 a piece. I hung it up in 
our clothing section.

I t w asn’t over fifteen or tw enty 
m inutes before one of our farm er 
custom ers came in and asked about 
a check he had left there a few days 
before for some one, or wanted to 
know som ething about the check, an i 
while he was asking me that, he 
glanced around and saw this hanger. 
A fter he had looked at it a minute 
he walked over and looked a t it 
closer, and then walked back and 
said. “Did you hang that up?" I was 
taken by surprise, and sensed that 
there was som ething displeasing 
about it. I said. “N o.” I thought 
I would tell him  my b ro th er hung it 
up as he w asn 't there, and I turned 
to  look a t it. I will tell you what 
he said.

It was a figure of a young man 
dressed in u ltra  style, he had a cane 
on his arm . a cigarette  between his 
fingers, a little  cap on the back of 
his head, and he was walking down

the street leading a big ugly-faced 
bull dog. T he farm er said to  me: 
“ Ed. if you sold my boy a suit of 
clothes and it made him look like 
that. I would shoot you as sure as 
hell.”

I should have known be tte r than 
to  put it up. but I am only giving 
you th a t experience so you will be 
m ore careful. W e know that a far
m er w ouldn 't th ink  much of a boy 
who didn 't have anything m ore to 
do than  to  lead a bulldog around, 
and I knew they didn 't care about 
having him sm oke cigarettes.

I knew he w ouldn 't care to have 
his son dressed up like that. I knew 
he would ra th e r see th at boy dressed 
in a conservative style so th a t he 
would look like a real man, and I 
knew he would ra ther have him do
ing som ething ordinary. So I w rote 
the cloth ing  m anufacturer w hat my 
custom er said about it.

I t  is a valuable experience to  show 
how im portan t it is th at we do use 
righ t illustrations in our advertising, 
keeping in mind our custom ers’ 
w ants and not our own.

Now another th ing  I discovered 
the o ther day. In  about 158 stores, 
I don 't suppose the same th ing  
would hold good in N orth  Dakota. 
I didn't find a com plete up-to-date 
m ailing list. Think of it! G entle
men. you can not expect your adver
tising to  draw, no m atter what kind 
of copy you would like, or w hat il
lustrations you like, or what kind of 
m erchandising you do, if you don 't 
keep up your advertising system  
with a follow-up system.

D on’t forget you m ust have the 
men, women and children—get the 
children—get the wom en on th at 
list.

On the farm  the wom en are 60-40. 
I am not sure about it in town. It 
is im portan t to  w rite the wife, and 
it is very im portan t to w rite the 
children. I had an illustra tion  along 
th at line in our store a few years 
ago.

I was checking up a list of our 
custom ers, and I ran across one who 
used to trade with us but for some 
reason, had quit. I decided th a t I 
would w rite him. I t is a hard p rop
osition to  write a m an when you 
don’t know what is wrong. W e had 
som ething in the store th at I thought 
he m ight be in terested  in. and I 
w rote him asking him to come in and 
see it. but he didn’t come in. One 
evening the boys were unpacking 
dry goods and am ong them  was a 
bunch of sw eaters. T hey laid them  
out. and there were sw eaters for 
boys and girls, and while I was look
ing over the cards, I came to this 
man to whom  I had w ritten  twice.

I was called around the counter 
and saw those sw eaters and it 
dawned on me to w rite his little 
girl, and I w rote the little  girl: 
“D ear M adame: You will be glad to 
come in and see our sw eaters 
for little  girls. W e have them  in 
white, blue, gray.” I nam ed all the 
colors and I incidentally told her. 
which was true, th at the same a fte r
noon little M ary Smith had been in 
and her m other had bought one for 
her.

We are manufacturers of

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

CORL- KNOTT COMPANY,
Comer Commerce Ave. and 

Island St
Grand Rapids, Mich.

A sk about ou r way
BA RLO W  BROS. Grand Rapids. Mich

Rebuilt
■ Cash 
Register 

*Co.
(Irco rpo ra ted )

122 North 
Washington Ave.

- Saginaw. Mien.
We buy, sell, exchange and rebuild all makes 

Not a member of any association or trust.
Our prices and terms are right.

Our Motto:—Service -  Satisfaction.

SAVE MONEY by insuring in the
Michigan Mercantile Fire 

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

To Dealers Only

Write for our latest 
S P E C I A L  CATALOGS  

No. M. T. 1919

JohnAjparwell Comparui
C H I C A G O

Wholesale Dry Goods &  
G enera l M erch a n d ise

BLANKETS
Have you a good supply of Blankets?

If not, we are ready to supply your needs.

We still maintain the high standard lines 
such as WOOLNAPS, all WOOL PLAIDS 
and COTTON BED BLANKETS.

Prices on Wool Blankets ranging from 
$6.00 to $9.00.

Prices on Cotton Blankets ranging from 
$1.87H to $2.95.

These are excellent values and will stim
ulate your FALL SALES.

Quality Merchandise—Right Prices—Prompt Service

Paul Steketee & Sons
W holesale D ry Goods

Grand Rapids Michigan
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WINDOW CARDS FOR DEALERS
A t th e  left is show n a sm all rep ro d u c 
tion  of a colored w indow  card  fo r d e a l
e r 's  use. T h is  is one of a n u m b er of 
a t tra c tiv e  14 x 10 inch c a rd s  show ing  th e  
d ifferen t g a rm e n ts  in o u r line. W e also 
fu rn ish  dea lers  w ith  new spaper c u ts  
and o th e r  ad v ertis in g  m a tte r .

THE WOMAN’S OUTERALL.
T his card  show s th e  w o m an ’s  O uterall, 
very  p opu la r and p rac tic a l fo r  w om en 
w ho w ork  in fa c to rie s  and  around  m a 
chines. N eat and w om anly  in a p p e a r
ance. M any h ousekeepers  also w e ar 
them  for th e ir  hom e du ties . E xce llen t 
fo r w ork  In th e  g a rd en  and  on th e  lawn.

REO. U.S. P A T E N T  O FF IC E

"The Economy Garment”

Every man who 
owns a car should 
have an Outerall to 
slip on when he 
works about his ma
chine.

Outeralls for Children— 2 to 16 years
Dealers find a big sale for the children’s Outerall. Mothers quickly realize 

the practical features of this garment. It is the ideal play garment. Saves 
clothes, saves washing, saves mending. Sizes for the 2 year old kiddies, and 
on up to 16. School children slip them on after school and on Saturdays.

The Longest-Wearing One Piece Garment Made
This claim has never been refuted. It has always proved true. Dealers who have sold various lines 

of one piece garments tell us their customers declare that the Outeralls wear longest.
Over 2,500 dealers in the Middle ^Vest now sell Outeralls, and we are adding new dealers every day.

This is one'of the fastest selling lines you

For Factory Men 

Laborers 

Garage Men 

Railroad Men 

Farmers 

Auto Owners 

Chauffeurs 

Women 

Children

can handle. The demand for good one 
piece garments grows daily. Men re
turned from service have grown ac
customed to the practical uniform, and 
now turn to the Outerall one piece gar
ment as the uniform of peaceful industry.

Outeralls are made of strong, dur
able materials. They save clothes, save 
washing, save mending. They fit snugly, 
yet comfortably. They are the one safe 
garment around machines, as there are no 
flapping ends to catch in wheels.

Outeralls are made in various fabrics, 
colors, styles and prices to fit every purse.

Wide Range of Fabrics, Colors and Prices
Outeralls are made in various styles. The summer Outerall has low neck and short sleeves, and 

this is a good year-round garment for inside work, as in a garage. We have garments with protected 
buttons, for work around machines. Some of our styles have an extraordinary number of pockets, for 
mechanics. Garments are made in khaki, olive drab and olive army shades, also plain blue, wabash 
stripe, shadow stripe and hickory stripe.

Sample Assortment on Approval
We have a sample assortment containing a fair representation 

of the line, which we send out to dealers who are interested. 
This package is sent with all charges paid. You are free to 
inspect the line. Go over it carefully. Then return if not satis
factory. No obligation attaches. Or you may keep and we will 
invoice. Many of our now biggest dealers started this way. Send 
for sample assortment to-day.

Michigan Motor Garment Company
Home Office: Greenville, Michigan

FACTORIES:
Greenville, Carson City and Lowell, Michigan.

B R A N C H  O F F IC E S :
405 Lexington Aye.. New York: 1016 Medinah B ldg., Chicago; 3429 Ashland 
Ave.. Indianapolis; 222 Marion Bldg.. Cleveland: 615 Locust St.. Des Moines, 
la.; 147 Dwight St., Springfield, Mass ; 618 Lyceum Bldg.. Pittsburg. Pa.: 
661 W. Baltimore St., Baltimore, Md.: 45 N. Third St.. Philadelphia.
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She got the le tte r the next m orn
ing—I th ink  it was on a Tuesday. 
W ednesday and T hursday  came and 
nobody came in. and we were about 
ready to close up. It had been ra in 
ing and there w eren 't many around 
so it was a good opportunity  to look 
over the books. T he lights in fron t 
were tu rned  out.

All a t once the door opened and 
in came the farm er with the little 
girl. He said. “W ell. Ed. here ’S 
M ary." I shook hands with her and 
took her down to the sw eaters, and 
her fa ther walked around the o ther 
aisle.

W hen he got down there, he 
looked across at me and said. “Ed. 
I w ant to  tell you som ething. W hen 
you w ant me to come in a t any time, 
ju st invite me in, but for God’s sake, 
don’t ever write the kids any more 
letters.”

M ary got my le tte r and w anted to 
come in that day. but they couldn’t, 
nor the next day, but th a t night she 
wouldn’t go to bed and they had to 
bring  her in. T he children show 
their le tters to  their fathers and 
m others, and are in terested  in them .

You m ust have a follow-up to your 
advertising. T he newspapers w on’t 
do it all. Mail order houses do not 
stop a t sending out catalogues. 
T hey have their check-ups and fo l
low-ups in the mail order business.

T o see how m any they send their 
custom ers, we checked up, and in 
some lines it w ent as high as 1,100.

Yet we use a quarter page in the 
new spaper and expect the store filled 
the next day. No. it w on’t do it 
because it takes m ore than  th a t— 
only one-half of your advertising is 
done when you use the new spaper; 
you m ust have a com plete mail l i s t  
I do not know of one m erchant who 
has m ade a success who has no t ha 1 
a com plete m ailing list.

T ake your trade  te rrito ry  and m ap 
it out—lay it out and check up your 
custom ers. You discover th a t here 
is a corner from  w hich you do no t 
get your share of the business. Get 
out your m ailing list and send it in 
there and see how  it comes in. You 
can put your m erchandise any place 
you w ant to  if you advertise and fol
low it up. You can make your 
trade te rrito ry  as b ig  as your ef
forts, absolutely no limit.

E. B .Moon.

Program m e F o r the D ry  Goods Con
vention.

Lansing. Sept. 2—T he following 
program m e has been prepared for the 
annual convention of the Michigan 
Retail D ry Goods Association which 
will be held in this city next T ues
day and W ednesday.

T uesday M orning.
9:30—R egistra tion  of all m erchants. 

10:00—M eeting called to  order—F. 
N. Arbaugh. P residen t of 
L ansing C ham ber of Com
merce.

10:15—A ddress of W elcom e—Frank
S. Kedzie. P residen t of M. A.
C.

10:30—R esponse and A ddress— P res
ident D. M. Christian, of 
Owosso.

11:00—R eport of Secretary-Treasur
er—J. W. Knapp, Lansing. 

11:30— Report of Manager—J. E.
Ham m ond. Lansing.

12:00— Noon—A djourn fo r lunch.

Afternoon.
l :30—M eeting called to o rder— P res

ident D. M. Christian.
1:45—A ddress— G. A lbert Garver, 

General M anager G arver B ro
thers Co., of S trasburg , Ohio, 
on "H ow  to  do a million 
dollar a year business in a town 
of two thousand inhab itan ts,” 
followed by questions and 
discussion.

:> :15— Report of Com m ittee on In 
surance—Chairm an J. B. Sper
ry of the J. B. Sperry Co., 
Port Huron.

3 :45— Discussion and explanation of 
S tate law governing m utual 
fire insurance— Hon. Horace 
C Corell. M ichigan Dep't. of 
Insurance.

4 :30— Rem aining tim e until 5:30 dis
cussions from the floor.

Evening.
Experience M eeting and Sm oker— 

George T. Bullen, Chairm an, Albion.
Live subjects will be taken up in 

the order named. All are expected 
to  take part in a full and free discus
sion.

1. Bonus or Profit Sharing  Plans. 
Leader, Glenn R. Jackson, Smith 
Bridgman Co.. Flint.

2. D iscount allowed to  employes. 
Leader, 11. G. W endland, H . G. 
W endland Co., Bay City.

3. C harges for A lterations in all 
Good Stores. Leader, F. E. Mills, 
The Mills Dry Goods Co., Lansing.

4. Store H ours and How to E n
force Them . Leader. J. Geo. D ratz, 
J. Geo. D ratz Co., Muskegon.

5. M aintaining Buying Agencies in 
New York. Leader. D. W. Robinson,
D. W. Robinson Co.. Alma.

6. Chain Stores. Leader, J. C. 
Toeller, T oeller-G ran t Co., Battle 
Creek.

T. M ethods of D etecting  Shoplift
ers. Leader. L. H iger, L. H iger 
and Sons. P o rt H uron.

8. H andling of Dam aged Goods by 
R ailroad Companies. Leader, F. A. 
Tallm an. M ichigan S tores Co., Flint.

W ednesday M orning.
9:30— Call to order by the P resi

dent.
10:00—A ddress—John R. Richey, 

Bullen & Richey, C harlotte, 
on ‘‘N ew spaper A dvertising 
R ates.” followed by questions 
and discussions.

10:30—A ddress—G. E. M artin, Gil
m ore B rothers, Kalam azoo, on 
"D epartm ent S tore A dver
tising.” followed by questions 
and discussions.

11:00— A ddress— L  .G. Cook. Cook 
& Feldher Co.. Jackson, on 
"B est M ethods of Store Ac
counting,” followed by ques
tions and discussions.

11:30— Election of officers.
A fternoon.

1:30— M eeting called to o rder by the 
President.

1:45—A ddress—H on. J. W . Ford- 
ney. Chairm an of W ays and 
M eans Com m ittee of Con
gress, on “L uxury T ax  and 
G overnm ent Revenues.”

2:30—Address and D em onstration— 
Mrs. Genevieve Reid, E d 
ucational D epartm ent. M ar
shall Field & Co.

3:30—A ddress—H on. T. E. Jo h n 
son. Sup’t. Public Instruction , 
Lansing. on “V ocational 
T rain ing  in the Public 
Schools.” followed by dis
cussion and questions.

Evening.
6:30—Banquet at Cham ber of Com

merce. A ddresses by H on J. W . 
Fordney, Mrs. Genevieve Puffer 
Reid. Dr. F rank Buffington V room an 
and others.

T he subject of Dr. V room an’s ad
dress is “Bolsheviki, B ig and L ittle .” 
Dr. Vroom an is a g reat o ra tor. H e 
is an editor and world-wide traveler.

Music will be furnished for the 
entire convention by the faculty  of 
the new W ilde C onservatory  of Mu
sic of Lansing.

“APEX”
U N D E R W E A R

For Men, Women and Children
“ F it fo r a K ing"—T h a t’s an old say ing  bu t it is 
ap p ro p r a te ly  applied w hen w e say  “ A P E X " 
U nderw ear is fit fo r a K ing, yes and  th e  Queen, 
too.
“ A P E X ” U nderw ear is carefu lly  k n itted , m ade of 
h ig h -g rad e  y a rn s , econom ically  priced and oh how 
it w ears.
If you a re  not acq u a in ted  w ith  th e  “ A P E X ” line, 
it will pay you to  send fo r a sam ple  a sso rtm e n t 
NOW.

THE A D R IA N  K N ITTIN G  COM PANY
ADRIAN, MICHIGAN

02010005010110020200000200025353230105010110020202234853234853000153482323535348534823230153485353485300005348022323534801090105000202022348230002000123000102000101232348
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More About Sept. 10— $100,000 City Day
We have received postal cards and information from the mer
chants of Michigan, showing us that at least 300 good merchants 
will be here on September 10th, and others have stated that they 
would be here if they could. As far as we are concerned we can 
take care of all that come, and we hope that no merchant will 
stay away who can possibly get here.
On that day in order to facilitate the placing of your order you 
will receive at the front door a printed list of specials, “sold” slips 
and a duplicate order book. Merchandise will be placed on dis
play with the prices marked in plain figures, and we are going 
to ask all those who can, to wait on themselves by picking out the 
patterns and merchandise which they desire, immediately placing 
“sold” tickets on it showing your name, and writing the order in 
the duplicate order book. You can retain the original and turn in 
the order book when you leave, and as fast as these order books 
are turned in, the orders will be copied by our order department 
and consolidated, shipping tickets made, and shipments rushed in 
every way possible. This will give you an outline of a few things 
which we have planned to do in order to take care of the crowd. 
All of our salesmen will be here on that day. Our stock men will 
bring merchandise forward as fast as it is sold up, and we hope to 
take care of you without any trouble. If you have any sugges
tions, please write us.
On suggestion of several of the merchants, we hope to have a 
Cafeteria Lunch Room fixed up on that day so that any time 
that you care to, you can stop work and have your lunch and a 
good time at our expense. As we said before, our purpose in 
having this sale is not for profit, but to make each one of you 
realize that we have a real up-to-date Dry Goods House in 
Western Michigan. We hope to make it profitable for you to be 
here, and that you will have a good time also. We want you to 
get used to feeling at home in our House, and we know that we 
can give you quality merchandise at all times at quantity prices

as reasonable as anywhere, and sometimes a little more so, and we 
can always save you on time and expense of delivery.
On September JOth we will offer both staple and fancy mer
chandise at bargain prices. For instance, we will be able to offer 
good Outings in full pieces at 19%c, Outing Shorts at 16%c; 
Shaker Flannel at 16c; Thread 39% c; Darning Cotton 23%c; 
Sheetings, Cambrics and Seersuckers at 25% under prevailing 
prices; Veils at anywhere from 20% to 50% under current prices; 
Gloves, Buttons and all kinds of Notions at 25% under current 
prices; i,500 dozen Ladies' Hose of a well known brand at 
$4.12% a dozen, ordinarily $4.50 to $5.00; a 16 in. Spring Needle 
Union Suit, well known brand, over 600 dozen, at $18 per dozen, 
ordinarily $24; another at $16.50, just as good value. Also, other 
numbers of Hosiery and Underwear at the same sort of ridiculous 
prices; a $20 Overall at $14.50; a $15 Work Shirt, well known 
brand, at $12.87%; others at $12; Men's Outing Gowns, over 
300 dozen, our own make, and first class in every particular at 
$14.75; cheap at $19.50; Dress Shirts and other items of Men's 
Furnishings at the same low prices; Bungalow Aprons at $13.50 
a dozen; over 2400 Georgette Waists at $3.75 each; 100 dozen 
Ladies' Outing Gowns, our make, at $14.75 a dozen, cheap at $21. 
These are only a few of the items which are so numerous that it is 
impossible for us at this time to give you an idea of all of them. 
Altogether our departments have bought over $200,000 worth of 
merchandise for this Sale, and of course in addition we hope and 
expect to have your business on such regular items as you may 
need. On this day we are giving you a part of the profits on our 
good purchases in order to hold a merchandising event which will 
put us on the map and take from your mind forever the idea that 
we are small and can not do things in a large way.
In the meanwhile see our salesmen, or send us your 'phone or 
mail orders.
WE ARE LOOKING FOR YOU AND LUNCH IS SERVED.

D istributors of

Nationally Known Lines of Standardized Quality Dry Goods at Prices That Will Stand Any Comparison, Intrinsic Worth Considered.

ARE YOU WATCHING US GROW?
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B rands and Labels for E gg and P ou l
try  Products.

W ill the time ever come when egg 
shippers, am bitious to create and 
capitalize good-will to  the utm ost, 
will undertake to place a brand or 
trade m ark  on each individual egg 
sent out. even as some shippers have 
dated eggs by m eans of rubber stamp 
im print? This question is perhaps 
pertinent, in view of tw o item s of 
news th a t have lately come from 
California. One of these is to  the 
effect th at an organization  of orange 
grow ers is experim enting w ith a 
new lv-invented m achine designed to 
im press a trade-m ark  on the skin of 
an orange. T he o ther new develop
m ent is found in the offer by an o r
ganization of w alnut grow ers of a 
prize of $10,000 to-*any inventor who 
will perfect a m ethod w hereby a 
distinguishing brand m ay be placed 
on each individual w alnut th a t is 
sent to m arket.

W h eth er the exam ple of the Cal
ifornia producers has an}' d irect sig
nificance for egg and poultry  ship
pers business men who have looked 
into the situation can but accept the 
added evidence of eagerness to 
b roadcast b rands as straw s th a t show 
which way the wind is blowing. No 
m atter w hat his line the average 
seller of goods th at are good enough 
to  b ring  repeat orders is keen to 
identify  his product. T he whole 
structure  of Am erican comm erce and 
trade is on the threshold  of an era 
of intensive trade m arking, and it i  ̂
na tural and logical th at this should 
beget an am bition to trade m ark not 
m erely com m odities in bulk but each 
individual unit.

Tust here is w here the egg and poul
try  shipper, whose advertising  and 
selling sense is well developed, will 
sym pathise with the e fforts of the 
California fruit and nut producers, 
even though he regard their scheme 
as im practicable from a m echanical 
standpoint or as not adapted to  bis 
own line. Even if an egg o r poul
try  man holds th at is is a very dif
ferent proposition to  put a m ark on 
his fragile product from w hat it is 
to  affix a com m ercial signature to  a 
nutshell or fru it skin he may. nev
ertheless. realize th a t there is much 
to  be said for individual branding. 
In  this day and age. when shipm ents 
are not only broken up but are di
vided and subdivided, and when the 
increasing arm y of flat dwellers and 
o ther ultim ate consum ers buy in the 
sm allest possible quantities, it be
comes an object to, if practicable, 
apply a brand, no t m erely to  case or 
carton  but to each individual item in 
a consignm ent intended for resale.

Even if it be not feasible to make 
each egg th at is shipped carry its 
credential o r origin, or if the ship
per has concluded th a t this game is 
not w orth the candle, the egg and 
poultry  house that has any pride in 
its product is likely to feel, under the 
influences of the period, a certain  re
sponsibility for branding. Indeed, a 
non-branding shipper who is obser
vant cannot well dodge the reflec
tion that w hat is good policy for the 
in terests to  which he sells a t w hole
sale. ought to be policy for him. H e 
has his object lesson in a lm ost any 
Am erican city where he can behold 
individual grocers and “chains” of 
stores obtain ing  better prices for 
eggs packed in cartons under p ri
vate brand than the same eggs will 
b ring  when sold w ithout identifi
cation from  the case and where 
b randing is alm ost as effective in 
conferring prestige on dressed poul
try.

The shipper who would essay to 
trade m ark each individual egg or 
poultry  item  has his w ork cut out 
for him. I t  is bound to  be tim e- 
consum ing to  a ttach  a tag  to  each 
broiler or to affix to the shell of 
each egg a p rin ted  band or sticker. 
W here, however, the shipper sub
scribes to  the idea of branding  but 
does not carry  it so far, does not go 
into such detail—the problem  is less 
serious. T he label on the case, an 
im prin t on co rrugated  cushion and 
filler or o ther accepted m eans of 
identification, will assuredly “help 
som e.” even though the shipper does 
not establish th a t com plete identi
fication for his product th a t is pos
sible when each unit has its separate 
identification tag.

I t is perhaps superfluous to  say 
th a t the egg o r poultry  shipper is 
clearly w ithin the law governing 
registered  trade m arks when he

Watson-HiggiiisMIg.Co.
GRAND RAPIDS. MICH.

Merchant 
Millers

Owned by Merchants

Products sold by 
Merchant*

Brand Recommended 
by Merchants

NewPerfectionFlour
Packed In SA X O U N Paper-lined  

Cotton, Sanitary Sacks

M I L L E R  M I C H I G A N P O T A T O  C O .
Wholesale Potatoes, Onions

C orrespondence Solicited

Frank T. Miller, Sec’y and Treas. Wm. Aiden Smith Building 
Grand Rapids. Michigan

WE BUY AND SELL
Beans, Potatoes, Onions, Apples, Clover Seed, Timothy Seed, Field 
Seeds, Eggs. When you have goods for sale or wish to purchase 

W R IT E , W IR E  OR T E L E PH O N E  US

Both T e lep h o n e . 1217 MOSeley Brothers, G R A ^ a m ASu,.lnd R a i S

M. J. Dark & Sons
W holesale

Fruits and Produce
106-108 Fulton St,, W.

1 and 3 Ionia Ave., S. W.

Grand Rapids, Michigan
Direct receivers of Texas and Oklahoma 

PEACHES.

M. J. DARK
Belter known as Mose WE HANDLE THE BEST GOODS OBTAINABLE
22 years experience AND ALWAYS SELL AT REASONABLE PRICES

1 3  E C A U S E—it has the same 
texture and melting point as butter.

A-l Nut Margarine
is considered by most dealers an ideal brand for both Summer and Winter.

M. Piowaty & Sons of Michigan
MAIN OFFICE, GRAND RAPIDS, MICH.

Branches: Muskegon, Lansing, Bay City, Saginaw, Jackson, Battle 
Creek, Kalamazoo, Benton Harbor, Mich.; South Bend, Ind.

OUR N E A R E S T  BRANCH W IL L  SERVE YOU

T? We Buy 1r? We Store 1[7 We Sell
H j  g g s JVj G G S  1LL/ G GS

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
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places his brand or trade nam e on a 
receptacle, ra th e r than  d irectly  on 
the com m odity which originates 
w ith him. Rules and regulations 
th a t decree th a t a trade m ark to 
have stand ing  in Uncle Sam ’s eyes 
m ust be a ttached  or affixed to the 
goods are no t to  be taken too lite r
ally. On the con trary , the arb iters 
at the U nited  S ta tes p a ten t office 
have repeatedly ruled th a t it is en
tire ly  sa tisfactory  and in conform ity 
w ith the law if a trade m ark be placed 
on a container in which an identified 
article of comm erce is m arketed 
ra th e r than  upon the m erchandise 
itself.

F o r the  egg shipper who is jea l
ous of the repu tation  of his product 
the one disquiteing feature of the 
plan of b randing containers in lieu 
of a m ore intim ate identification is 
to  be found in the danger th a t his 
prestige may suffer in successive uses 
a t second hand of the cases bearing 
his label. In o ther w ords it m ight 
well happen th a t a fte r serving its 
initial purpose the placarded egg case 
would be used for the sto rage or 
shipm ent of eggs th a t m ight not 
conform  to the standards of the o rig 
inal packer. T o get around this 
difficulty various expedients have 
been resorted  to. M ost favored per
haps are those which involve the use 
of seals or labels th a t are of neces
sity  to rn  or broken when the case is 
opened in the first operation  and 
which sundering  so m utilates a 
brand m ark if it does not obliterate  
it th a t a successive user of the case 
could not help realizing th a t the  o r
iginal guarantee of quality had been 
cancelled. T he same purpose is. 
of course, served by a seal or printed 
band th a t is affixed to  a flat in such 
m anner th a t it m ust be broken ere 
the underly ing  eggs can be reached, 
but, obviously, this type of label has 
not the same advertising  value as a 
brand carried on the outside of the 
case, where he who runs m av read.

Some egg and pou ltry  shippers 
have suffered d isappointm ent when 
they have essayed to establish trade 
m ark righ ts in brand  names or de
signs by the use of such vehicles 
of identification on their sta tionery  
and o th er printed m atte r instead of 
on the p roducts actually  passing  in 
commerce. W hen m arks used in 
this m anner have been subm itted for 
reg is tra tion  at W ash ing ton  the trade

m ark  ga te  keepers a t the U nited 
S tates p a ten t office have invariably 
ruled th a t em ploym ent of a brand 
only on letterheads, price lists, etc., 
does no t constitu te  a trad e  m ark  use 
such as w arran ts  registra tion . 
T here  is, of course, no objection to 
an egg or po u ltry  m an p laying up 
his b rand  in his trade  lite ratu re  if 
he m eanwhile a ttaches the m ark  to 
the com m odity th a t the brand is in
tended to  identify, but m ust not 
m erely talk  about his brand instead 
of p u ttin g  it to  work.

N o t a few egg and poultry  shippers 
seem to have the im pression, ju d g 
ing from the le tte rs  they  send to 
W ashing ton , th a t a trade m ark and 
a label are one and the  same thing. 
T he im pression is far from  accurate. 
As it happens, a trade m ark m ay be 
incorporated  in the design of a la
bel but stand ing  by itself a trade 
m ark cannot well be a copyrightable 
label nor can a label th a t is open to 
classification as such be reg istered  
as a trade m ark. T he reason is 
th a t the law lays down directly  op
posite requirem ents for the two. 
A trade m ark cannot be registered  
if it is descriptive, because the func
tion of a trade m ark  is to identify the 
origin of articles of com m erce ra th e r 
than  to  extol or advertise them . On 
the o ther hand, a label to be eligible 
for copyright m ust describe the 
goods to  which it is to be attached. 
T his description does not have to  be 
e laborate or go into detail, but it m ust 
suffice to indicate in a general way 
the character of the goods ra th e r 
than to  m erely disclose w here the 
products came from  and reveal the 
the identity  of th e ir producer or 
trader, which is the function of a 
trade mark. T his d istinction betw een 
trade m arks and labels does not, 
however, p revent an egg o r poultry  
shipper from  em ploying both form s 
to  establish and ensure his exclusive 
righ ts in a valuable o r prom ising 
brand. W aldon Faw cett.

^  e th ink  ra th e r too much about 
the trade of the rich m an and his 
family. M ost of the m oney spent is 
th a t of the com paratively poor.

Grand Rapids Forcing Tomato
S e le c te d  fo r  u se  In o u r  

o w n  g re e n h o u se s
$5 per o z .

Reed & Cheney Company
G rand Rapids* Michigan

A STOCK OF

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

-------- a s k  u s --------

W  o n p E N  C r o c e i * C q \ir> -  v -  
Distributors

Grand Rapids Kalamazoo

W E ARE HEADQUARTERS 

WHOLESALE

Fruits and 
V egetab les
Prompt Service Right Prices 

Courteous Treatment

Vinkemulder Company
G RA N D  RAPIDS MICHIGAN

Moore’s Mentholated 
Horehound and Tar Cough Syrup

This remedy has gained an enviable reputation  during the  past 6 years. 
Grocerym en everyw here are m aking a nice profit on its  sale and have sa tis 
fied custom ers and a constan tly  increased demand.

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

W e are liberal w ith sam ples for you to give away, the samples create a 
positive demand.

Be progressive and sell the  la test up-to -the-m inute  cough and cold 
remedy. Jo in  our delighted list of retailers.

THE MOORE COMPANY, Tem perance, Mich.

A DOMINO
Syrup

DOMINO Golden Syrup is a pure 
cane product and has a wonderful 
c a n e  flavor.

DOMINO Golden Syrup is rel
ished all the year for it is just as 
good on ice cream and fruits as on 
waffles, muffins, biscuits and hot 
cakes.

DOMINO Golden Syrup is made 
and sold every day of the year. No 
need to order far in advance 
stock heavily.

or

Am erican Sugar Refining Company
Sw eeten  it w ith D o m in o **

Granulated, Tablet, Powdered, Confectioners, Brown, 
Golden Syrup.
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STOVES and HARDWARE

M ichigan R etail H ardw are  A ssociation. 
P res id en t—Geo. W. Leedle, M arshall. 
V ice-P res id en t—J. H. Lee, M uskegon. 
S ec re ta ry —A rth u r J . Scott. M arine 

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

T he H ardw are D ealer and the County 
Fair.

W ritten  fo r th e  T radesm an .

W ith the advent of Septem ber, the 
fall fair is once m ore in sight.

The “county  fair" held in the aver
age town or small city represen ts an 
excellent advertising opportunity  for 
the hardw are dealer. I know a cer
tain town where there are several 
dealers, and where the fair is really 
no th ing  much to speak of, from  the 
exhibition point of view. Rut it af
fords the country people and the 
city people a chance to get together 
for a day or two. m eet old friends 
and chat about topics of interest.

Some ten or fifteen years ago an 
enterpris ing  hardw are dealer took a 
small booth in the mam building, and 
show ed stoves. He did not say 
much w hat results he got. but he took 
the same booth next year. T he year 
a fter he expanded his display to  take 
in half of the w est wing of the build
ing. \ \  ithin a few years m ore first 
one, then another, of his com peti
to rs began to  put on displays. Last 
year there were four hardw are dis
plays a t th at fall fair, in addition to 
which, a retail shoe dealer and sev
eral o ther m erchants were taking 
space for the second or third time. 
And one and all declared, more or 
less enthusiastically , that they were 
at least satisfied, perhaps more than 
satisfied.

T he fall fair gives the hardw are 
dealer a first class opportunity  to 
get into personal touch with country 
custom ers and country prospects, to 
say no th ing  of a host of town people. 
F o r this very reason it will pay the 
m erchant, if he can at all make a r
rangem ents, to  look a fte r his fall 
fair booth personally. Failing that, 
he should put it in charge of his 
m ost capable salesman. N ot that 
goods are sold d irect at these exhib
its—although quite often orders are 
taken in substantial am ounts—but 
th at the m an who represen ts the 
store at the fall fair should he well 
equipped to  m eet people, to explain 
the goods, and to encourage new 
business.

T he hardw are dealer who plans 
to put on a display at the fall fair 
should make his arrangem ents well 
in advance. In  addition to  book
ing his space, he should take the nec
essary  m easurem ents, and plan his 
display to  practically  the sm allest 
detail. T he display usually has to 
be put together in a hurry. I t  should

be complete before the crowd s ta rts  
to come. And prelim inary p lanning 
will do a lot to  save time when it 
comes to actually  p u tting  the dis
play together.

W hat goods you display will de
pend on what class of custom ers you 
intend to reach. Stoves are always 
a good line—a fair line of heaters 
and ranges, particularly  the latter, 
If space is available, o ther lines can 
be added. Pain t can be shown on a 
small scale, a lthough it does not as a 
iu 'e  make ju st the m ost sa tisfactory  
display for a fall fair. On the o ther 
hand, a hardw are dealer last year 
put on a dem onstra tion  of an in te r
ior finish for floors and w oodw ork 
which he had been featuring. This 
dem onstra tion  made a distinct hit. 
Any line th at can be dem onstra ted  is 
good. A m ong country  people 
there has been a d istinct trend to 
w ard the introduction  of labor-sav
ing devices in the home. Thus 
w ashing m achines and vacuum 
sw eepers and cleaners can be shown. 
There is still an imm ense field for 
labor saving devices in country 
homes, and it will pay the hardw are 
dealer to cater to  and encourage 
this line of trade. M any of the labor 
saving devices so popular in tow ns 
and cities, however, are electrical, 
and electric curren t is often—though 
not alw ays—unavailable in country  
homes.

I t will be seen therefore, th a t the 
lines to  be featured in a fall fair d is
play depend alm ost entirely  on lo
cal circum stances, the goods you 
handle, and the class of people you 
expect to meet. But stoves are a l
ways safe to feature, o th er item s be
ing added as space perm its.

The opportun ity  is a good one to 
d istribute  advertising  literature. If 
the quantity  is lim ited, however, 
don t hand out expensively prin ted  
booklets to  youngsters. I t  is be t
te r  to  have some catchy little  sou
venir—a b lo tte r or a bu tton—to ap-

Sand Lime Brick
N othing  i i  Durable 
N othing as Fireproof 

Makes Structures Beautiful'
N o  Painting 

N o C oat for  Repairs 
Fire Proof 

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

Brick is Everlasting

Grande Brick Co„ Grand Rapids 
So. Mich. Brick Co., Kalamazoo 
Saginaw Brick Co., Saginaw
Jackson-Lansing Brick Co. Rives 

Junction

Brown & Sehler Co.
“Hom e of Sunbeam G oods”

Manufacturers of

HARNESS, HORSE COLLARS
Jobbers in

Saddlery Hardware, Blankets, Robes, Summer Goods, Mackinaws, 
Sheep-Lined and BlanVet-Lined Coats, Sweaters, Shirts, Socks, 

Farm Machinery and Garden Tools, Automobile Tires and 
Tubes, and a Full Line of Automobile Accessories.

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

Michigan Hardware Co.
Exclusively Wholesale

Grand Rapids, Mich.

U se C itizens L ong  D istance  
S erv ice

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

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.
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pease the souvenir-craze of boys and 
girls. See th a t your real am m uni
tion h its the m ark every time, o r  a l
m ost every tim e; in o th er words, ge t 
your stove booklets and catalogues 
into the hands of past custom ers and 
p resen t prospects.

I t  will be w orth  while, too, to make 
an effort to  get the nam es and ad
dresses of such prospects, for use in 
your fall and la te r selling cam paigns. 
The bait of a “ free souvenir” is often 
effective. One hardw are dealer of
fered to  reserve a souvenir for every 
lady leaving her name and address, 
the souvenir to be called for later at 
his store. L ittle  prem ium  articles can 
often be secured suitable fo r the pur
pose; there  are m any attrac tive  and 
really  useful advertising  novelties. 
H ow ever, the tactfu l salesm an in 
charge of a fall fair booth can us
ually pick up the nam es and ad
dresses of a good m any prospects 
m erely by m eans of tactfu l enquiries. 
Jo t down these addresses as you get 
them —they'll come handy la te r on.

A good display stun t for a fall 
fair booth would be a handy kitchen. 
You could show in your display 
space a kitchen corner w ith a m od
ern range, a kitchen cabinet, a towel 
rack, alum inum  and gran ite  ware, 
and a wide range of handy kitchen 
utensils. T he range is, of course, 
the piece de resistance: and it is ju st 
as effective if displayed with the us
ual kitchen accessories as it would 
be alone. Indeed, it is ap t to  be 
m ore effective. A com panion dis
play to th is one. if space perm its, 
would be a cosy living room , w ith a 
heater, and a show ing of brass goods 
and cut glass, if you handle these 
lines. A sm all tow n furn itu re  
dealer who m akes a steady practice 
of displaying a t fall fairs invariably 
show s a series of com pletely fur
nished room s—say living room, din
ing room  and bedroom. Such dis
plays. he claims, are far m ore sug
gestive and effective than  m ere dis
plays of separate articles of furni
ture. T he same th ing  holds good in 
regard  to hardw are. T o suggest 
the goods in actual use is b e tte r dis
play than  m erely to show the goods.

A nother good stun t was pulled off 
by a m erchant. In each booth at 
the fall fair were p latform s of ra ther 
d irty  and discolored w hite pine. In 
the middle of his display he left an 
open space of bare floor half of 
which he trea ted  w ith a crack  filler 
and floor varnish. Just behind this 
bit of floor he piled tins of the floor 
varnish and crack filler, with a card 
saying sim ply:

“B E F O R E  A N D  A F T E R ”
The co n trast em phasized the re

sults secured on old pine floors by 
the use of the p reparation , and re 
sulted in m any orders.

T he fall fair display, if properly 
put on and handled, is a fine adver
tisem ent and a good business getter.

V ic to r Lauriston.

P lans F o r the  N ext H ardw are  Con
vention.

M arine City. Sept. 2—O ur next an
nual convention and H ardw are ex
hibition will be held in G rand Rap- 
ids February  10. 11. 12 and 13, 1920. 
The convention sessions and the of
ficial headquarters will be at the

H otel Pan tlind  and the  exhibit will 
be a t the F u rn itu re  E xhibition 
building, which is well adapted for 
the handling  of an exhibit. Being 
only about a block from the hotel, 
it is very convenient.

K arl S. Judson, 248 M orris avenue, 
Grand Rapids, a past President of 
the A ssociation will be the m anager 
of the exhibit and any co rrespon
dence in regard  to  th a t feature of 
the convention should be addressed 
to  him.

T he success of the buying contest 
which the A ssociation has conducted 
a t recent conventions prom pted the 
E xecutive C om m ittee to renew  th is 
feature and some valuable prizes will 
be offered to the delegates who place 
o rders w ith the exhibitors a t ihe 
convention.

Com m ittees to  handle the exhibit 
and en terta inm en t features will 
sho rtly  be appointed and, bearing  in 
mind the hospitality  which has al
ways been shown when the conven
tion has been held in G rand Rapids 
upon previous occasions, it is safe 
to  predict that the 1920 m eeting  will 
be one of the best ever held.

A leader is som etim es one who sees 
which way the people are drifting, 
and then  gets in ahead of them .

O m t e ®  J ^ s e k c y
ACCURATE - RELIABLE

UP-TO-DATE *
C R E D IT  IN FO R M A TIO N

G E N E R A L  R A T I N G  B O O K S
now  read y  con ta in ing  1,750,000 
nam es—fully  ra te d —no b lanks— 
EIGHT POINTS o f v ita l c re d it 
inform ation  on each  nam e.

Superior Special Reporting Service
Further deta ils  by addressing 

G EN ERA L O FF IC E S

C H IC A G O , - IL L IN O IS
! Gunther Bldg. - 1018-24 S. Wabash Avenue

A Quality Cigar 
Dornbos Single Binder 

One Way to Havana
Sold by AlFJobbers

Peter Dornbos
Cigar Manufacturer 

65-67 Market Ave., N. W. 
Grand Rapids :: Michigan

They Stop the Leaks
Even the little leaks in business play 
havoc with profits. Present every day— 
so easily unnoticed—yet they amount up 
in the year’s total.
LOOK IN TO  Y O U R  O IL  B U S I
N E SS. Study it—you will find great 
opportunity for improvement and profit— 
cut out all unnecessary labor—offensive 
oil odors in the store. By installing

Oil Storage Outfits
you make oil as easy, clean and pleasant 
to handle as tea or coffee. The B O W SE R  
is accurate —always ready for use—no 
costly up-keep—makes your profits sure. 
Write us for particulars.

S. F. BOWSER & CO., Inc.
Fort Wayne, Indiana, U. S. A. 

Canadian Office and Factory, Toronto, Ont.

Fig. 41

For gasoline, ker
osene or other oils. 
Pump where con
venient and attrac
tive. Tank in base
ment or under
ground.

Fig. 241

Bed * * S e n t r y  
g a so lin e  pum p. 
M e a s u r e s and 
meters all gasoline 
pumped. T a n k  
underground.
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Has Sold Hickory Pipes For Thirty 
Y ears.

“Going to shut oft our sm okers? 
Tut. tu t! They 'll never do that while 
the flag waves or the eagle scream s 
over these here U nited S ta tes.”

“Old H ickory." a t the threshold of 
ninety, was greeting  Grocerym ati Jim  
Van Cleve a t Macon, Mo. Jim  be
longs in the oldest inhabitant class 
himself, but he’ll have to  live ten 
years yet to  be as old as Bill Critch- 
low, the man who has made old Mis
souri hickory pipes so famous that 
their smoke screen extends from the 
M ississippi River to  the Pacific 
Coast. T h a t’s “Old H ickory’s” te rri
tory , and in the th irty  years he's been 
selling the little sm okers he's p re tty  
thoroughly  covered it several times.

Bill has always been a sm oking man 
and is not asham ed of it. For years 
he whittled his own hickory pipes 
from  limbs, m aking them  small and 
neat, with a place for the nicotine, 
and fitting in a short reed stem. One 
day he w ent to a tobacco pipe fac
tor}- over a t Bowling Green and 
showed his model.

"M ake a pipe like that for m e,” he 
said, “and I ’ll sell m ore than  you can 
tu rn  ou t.”

“W hy, Bill, th a t’s nothing but a 
cheap farm er's pipe,” they told him: 
‘we got som ething that beats th a t all 
hollow and it looks like a pipe. W hy, 
that stumpy thing of yours—”

“T h a t’s ju st the pipe 1 want,” in
sisted the old salesman. “And I 
know how to sell it so they 'll call 
for it from Dodge City to the jum p
ing-off place.”

So they began m aking the “Old 
H ickory” to retail a t 10 cents until 
the profiteers began to send prices 
skyward, and “Old H ickory" had to 
go w ith them  to 15 cents, which Bill 
declares a g reat shame and a viola
tion of the C onstitution.

“ Billy Sunday says th a t prohibition 
has been pu t over the top and to 
bacco will come nex t,” he said. "L et 
him  try  it on. T he people of this 
country  will stand a good deal of 
m illing around by all sorts of axe
grinding reform ers, but when you 
tram ple on rights guaranteed them  
by the D eclaration of Independence 
there will be an earthquake. Sup
pose som ebody— one of these reform  
fellows—had undertaken to pull M ark 
T w ain 's cob pipe away from him! 
M ark would have lam basted him into 
the middle of next Fourth  of July and 
then printed a piece that would have 
curled his hair. E verybody knows 
th at G ran t’s cigar helped him to take 
Vicksburg. Sir W alter Raleigh ac
quired the distinction of being the

m ost courtly  man in E ngland because 
he discovered tobacco and used it.”

“And the Squareheads were g reat 
sm okers,” a m an in the sto re  ironical
ly suggested.

"Yes, but they didn't sm oke right. 
T hey used pipes w ith long, curved 
stem s th a t had a big china bowl at 
the bottom  and they sm oked like a 
heathen. W hat I am try in g  to say 
is that it’s the real sm okers who have 
done m ost to carry  the  to rch  of civili
zation and to  win the g reat fight for 
human liberty. A sm oker is a th ink
er. He studies over th ings before 
he acts and doesn’t go off a t half- 
cock. H ave you ever noticed th a t you 
can tell a good deal about a m an by 
the way he sm okes?” the old traveller 
asked.

"You see th is little  h ickory pipe 
here—small, compact, handy to  put in 
the pocket, yet w ith plenty  of room  
in the bowl for a good, long smoke. 
I t is the typical pipe of the W est, al
m ost exactly like the one M ark Twain 
used m ost of the time, which is now 
in the Clemens M em orial H om e at 
H annibal. Officers and soldiers also 
use th a t kind of a pipe. You can tell 
m ore about a m an by the way he 
lights his pipe than you can by the 
shape of his head. T here  is the fel
low who strikes the m atch on the 
south end of his trousers, holds his 
hand over the bowl until he gets it 
going, throw s down the blazing m atch 
any old place and tilts his pipe to 
w ard the sky. T h a t m an may burn 
down his house or barn, but he’ll 
never beat his wife or children and 
he will always give to  the poor.

“The chap who ligh ts his pipe with 
a safety m atch throw s the stub in the 
stove and blows sm oke rings is a 
financial expert o r a p rom oter of oil 
wells. His m anner show s m editative 
consideration  of in tricate  problem s. 
E d ito rs chew their stem  to pieces and 
forget their pipes ain’t lit. Crooks 
and bad m en don’t often smoke pipes. 
T hey wouldn't be crooks if they did.”

"O ld H ickory” is a philosopher and 
carries his philosophy into the offices 
of his custom ers. T hey like his “line 
of talk ,” which is throw n in free with 
his pipes.

Critchlow was born in K entucky, 
N ovem ber 4, 18.29, and has been a 
M issourian since 1859. D uring  all his 
business life he has been in the to 
bacco business o r selling pipes. He 
took a few weeks' vacation recently 
and then sta rted  out on the road 
again. H e says th at he enjoys life 
be tte r and keeps health ier by being 
busy. H e likes the road and gets 
restless if he stays away from  it very 
long. E dgar W hite.

OCCIDENTAL HOTEL
FIRE PRO O F 

C EN TR A LL Y  LO C A TED  
Rates *1 .M and up 

ED W A R D  R. S W E T T , M *r. 
M uskegon  M ichigan

[GOODRICH 
1  BOATS 1
To Chicago

Daily—8:05 p. m.
Daylight T rip  E very Saturday. 
Leave G rand Rapids 7:3# a. m.

From Chicago
Daily—7:45 p. m. 

FARE $3.50 Plus 28c War Tax.

Boat C ar Leaves M u sk e g o n  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 & M ORTON  
Transportation Co.

C H I C A G O
<n*<2  C A  p ,u st j P D .J V /  War Tax

Michigan Railroad
Boat Flyer 9.00 P. M.

DAILY
Leave Holland 9.30 p. m. DAILY  

Leave Chicago 7 p. m. DAILY

ProRepiiabi,ed for Freight Shipments

h o t e l  McK i n n o n
CA DILLAC. MICH. 
EU RO PEAN  PLAN

Rooms with Running W ater—  $1.00 and up
Rooms with B ath......................... $1.50 and up

DINING SERVICE UNEXCELLED

H O T E L  HE RKIME R
G R A N D  RAPIDS, M ICHIGAN 

E uropean Plan. 75c Up 
Attractive Rates to Permanent Gueata 

Popular Priced Lunch Room 
COURTESY SERVICE VALUE

CODY
HOTEL

IN THE HEART OF THE CITY 
Division and Fulton

n ATp„ j $1.00 without bath 
$ 1.50 up with bath

C O D Y  C A F E T E R I A  I N  C O N N E C T I O N
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W holesale G rocers A re Logical Food 
D istribu tors.

Chicago, Sept. 2—T he president of 
a pow erful corporation  is quoted as 
having rem arked: “ I retain  the serv
ices of Mr. X------  a t a fabulous sum
—because he is the only law yer who 
seem s able to  tell me w hat I can do 
—instead of w hat I cannot do.despite 
the law .”

Laws are often m isin terpreted  and 
evaded. People can often get away 
from  the law. F urtherm ore, law is 
changeable.

On the o ther hand, facts are not 
changeable—facts cannot be m isin
terp re ted—and nobody can get away 
from facts.

O ur sta tu tes are based on legal 
grounds—facts are founded on m oral 
principle. Both should be respected 
but when there  is doubt as to  a legal 
obligation, we should solve the p rob
lem by our m oral duy—for, then the 
solution will be righ t and just.

T h at s why, instead of tu rn ing  to 
B lackstone for an in terp reta tion  of 
the law, I have turned to  W ebster for 
a definition of facts.

So, as in W eb s te r’s In ternational 
D ictionary, I look up the m eaning of 
the w ord “m onopoly,” I find as fol
lows:

“M onopoly: The exclusive right, 
privilege, or pow er of selling or p u r
chasing a given com m odity in a given 
m arket: exclusive contro l of supply 
of any com m odity or service in a 
given m arket * * * as enables the one 
having such control to  raise the price 
of a com m odity or service m aterially  
above the price fixed by free com peti
tion .”

W ebster, fu rtherm ore, says:
“ Exclusive control of traffic consti

tu tes a m onopoly in the econom ic 
sense w hether acquired by state  
g ran t, as in the case of paten ts or 
copyright, which are s ta tu to ry  ex
ceptions to the com m on law rule, 
m aking m onopolies illegal, by control 
of sources of supply * * * as in case 
of cornering  the m arket by com bina
tion or concert of action, or by any 
o ther m eans.”

As I look fu rth er in W ebster's  D ic
tionary. I read:

“A ltruism  is an ethical term  which 
is often used in econom ic discus
sions * * * the functions of G overn
m ent, and general questions of dis
tribution. A ltruism  is- the opposite 
of individualism  or egotism , and em 
braces those m oral m otives which in
duce a m an to  regard  the in te res t of 
o thers.”

And, finally, in W ebster. I see in
dividualism defined thusly :

“ Individualism : Self-in terest: self
ishness: egotism .”

So. not only on a basis of law, but 
prim arily  on the principle of fact, as 
gleaned from  W eb s te r’s In terna tional 
D ictionary, I hereby subm it m y views 
that it is founded on econom ic justice 
and soundness th a t the broad and 
com petitive d istribution of the food
stuffs of America, by a g reat num ber 
of wholesale grocers, will bring, 
th rough the retail grocers, to the u lti
m ate consum er, a t a low er cost, the 
food supply of the N ation, than if the 
food traffic is controlled by a m o
nopoly.

Does it not seem clear to  every in 
telligent person th a t the w holesale 
g rocers of A m erica are the logical 
and m ost econom ical d istribu tors of 
the foodstuffs of the N ation? for, as 
indicated by W eb ste r’s definitions of 
“m onopoly.” “altru ism ,” and “individ- 
uailsm ,” respectively, a m onopolist is 
an individualist, and cannot be an al
tru ist — for. ‘individualism ” which 
m eans selfishness is the opposite of 
“a ltru ism ,” which, as by  W eb ste r’s 
quotation above stated, “is the oppo
site of individualism  * * * and em 
braces those m oral m otives w hich in
duce a m an to  regard  the in te res t of 
o thers.”

T o contro l the food supply of a

nation m eans to  corner the m arket in 
the necessaries of life and to  stifle 
free com petition. No person, w ith 
even a fair degree of intelligence, 
could possibly construe an a ttem p t to 
corner the food supply, to  be p ro m p t
ed by “m oral m otives which induce 
a m an to  regard  the in te rests of o th 
ers.”

W e are now in an era of econom ic 
reconstruc tion—and the Am erican 
people are not going to allow a food 
m onopoly to exist—for altruism , and 
not individualism , is the basis of 
A m erican ideals.

C. E. M artin

F o r a m onopoly to gain con tro l of 
the food supply would be the th ro t
tling  and the death knell of free com 
petition. W e all know that com peti
tion is the life of trade—and to de
stroy  th a t life would place in the 
hands of a m onopoly the pow er to 
gouge and starve the  people—and 
that would cause anarchy—and a 
bloody revolution. H ow ever, th at 
will never be—because, speaking of 
Food M onopolists, the A m erican peo
ple will, in sten torian  tones, re-echo 
Joffre 's im m ortal w ords: “T hey shall 
not pass.”

O ur boys who have fought, bled 
and died on the battlefields of France 
have, w ith the soldiers of our valiant 
allies, crushed and destroyed a p o lit
ical autocracy. T hey  have m ade the 
world safe for dem ocracy.

If a m onopoly were to  gain control 
of the N ation’s food supply, it would 
m ean an equally reprehensib le au toc
racy, by w hich the A m erican people 
could be placed into econom ic slav
ery—but the "eggs will be crushed 
before the danger is hatched .”

Free com petition in our industries 
shall live and be fostered. Econom ic 
au tocracy is sentenced to  death.

The wholesale grocers of the U n it
ed S ta tes are doing business on dem 
ocratic principles—they are a rig h t
ful and logical factor in the d istribu
tive system  of foodstuffs—and they 
will survive. C. E. M artin,

P residen t Acme Packing Co.

George B. F orrest, for several 
years m anager of sales prom otion, 
export and o ther departm ents of the 
H. W . G ossard Company, Chicago, 
has resigned, to  become sales prom o
tion m anager for the Acme Packing 
Co.. Chicago, packers of Red Crown 
products. Mr. F o rrest has directed 
and w ritten  copy for num erous large 
selling cam paigns and was editor of 
W om an’s W orld. H ousehold Guest, 
H om efolks and E veryday Life dur
ing the period these publications were 
issued in Chicago by George H. C ur
rier.

L ynch Bros, s ta rt to-day on a fif
teen  day sale for Rutledge. Y oung 
& Co., general dealers at Bangor. 
T he stock inventories about $28,000.

R egarding the M em orials of T rad es
m en Soldiers.

A nn A rbor, Sept. 2—Y our le tte r 
of Aug. 25 received, inform ing me 
that only three persons have furn ish
ed data for a m em orial num ber of 
the I radesm an. I realize som ew hat 
your d isappointm ent at the lack of 
response and your inability to  honor 
our boys who gave up their lives in 
this war, in the way and a t the time 
planned for. W hile I cannot regard 
this silence as evidence th at bereaved 
relatives p refer no such m em orial. T 
m ight suggest that the p roject be 
held in abeyance until fu rther de
velopm ents.

H aving been the one to suggest a 
m em orial num ber of the T radesm an 
I will assum e to speak in behalf of 
all the families likewise bereaved and 
assure the editor of the T radesm an 
that our confidence in his patriotism , 
sym pathy and in tegrity  will in no de
gree be lessened if he sees fit to  defer 
or om it entirely  such m em orial edi
tion.

A t this m om ent I discover one ob
jection to the plan: I t m ight indicate 
to  some people that T radesm an read
ers are an exclusive group. Never 
would we claim it in this respect. 
Every bov who proved himself 
w orthy to w ear the uniform  has equal 
place in our esteem  no m atte r w hat 
his form er vocation. You. dear sir, 
would dislike to  exclude from such 
edition a p a rt of the names of de
ceased Grand R apids soldiers.

Each county in the S tate will have 
in some form  a m em orial for its fall
en heroes; each com pany will com 
pile a h istory. So also of reg im ents 
aivd divisions. T his w ork will be 
and is being  done by some whose du
ties are now im perative in o ther 
lines. A eedless duplication should 
be avoided. O th er reasons m ay p re 
sent them selves as we ponder the 
m atter, but our thought in w riting  
this was to explain, if possible, the 
apparent lack of in te rest in this m at
te r  on the part of relatives of deceas
ed soldiers.

E very  day is a “m em orial day” for 
such families and has been for weeks 
and m onths. T here is a heartache 
which will not cease this side of e te r
nity. T here is a physical d ism em ber
m ent which no artifice can remedy. 
T here is an unhealed wound that 
bleeds at every unusual m otion. 
Every paper th a t comes to  hand con
tains rem inders of the experiences 
which he m ust have undergone. One 
by one the boys are still com ing 
hom e to b ring  joy to  loved ones— 
but to  bereaved ones ano ther pang. 
In  the m idst of re jo icing  at the  re 
tu rn  of a hom e com pany some see 
m ost plainly the vacant spaces in the 
line.

In accounting  for the lack of re
sponse we th ink  of the sacredness of 
sorrow  and its lim its w ithin which 
only true friends have freedom  of 
expression: the d is trust of sorrow , 
which cannot perceive good in ten
tions: the selfishness of sorrow , which 
rebuffs true sym pathy, and the de
spair of sorrow . W e need not try  
to expound these. T here  is a com 
m endable m odesty which w ithholds 
from boasting  of the so ld iers ' deeds 
and achievem ents. T here  is the real- 
’■'ation th at few have m ore than a 
passing in te rest in published tributes. 
B arents whose sons have re turned 
from the w ar unharm ed seem to think 
"ndue praise is given the dead, for 
” -ere no t thm r bovs iust as brave and 
faithful? W hv  could they  not keep 
it h id d en ? Few  care to  appear to 
parade grief or beg sym pathy.

W h at need of fu rther m em orials 
when we th ink  of the m anv sincere 
expressions from friends, neighbors 
and strangers, from near and far? 
T he l e t t e r s ,  the prin ted  tributes, the 
m em orial services. W hen so much 

been done, w hy pro long  the 
s tra in ?

Sooner or later to everv sorrow ing 
heart comes the realization that 
n o th ing  can be done to a lte r the e te r

nal fact or benefit the departed, but 
on every hand are those who need 
our aid. Sorrow  m ust be restrained  
if we are to  be of any use anyw here. 
T o those who can hear may come 
the sam e m essage which God spoke 
to the p rophet of old: “Get thee up; 
w herefore best thou upon thy face? 
The people have sinned." T h at m eans 
there is work to do. T he w ar against 
evil is not ended, and until our C ap
tain o rders us elsew here we m ust 
“carry  on.” So long as we can lift 
our voices or raise a hand we m ust 
tight for the m aintenance of our cus
toms, our institu tions and ou r civili
zation. W e can best honor the boys 
still “over th ere” by fighting for 
w hat they fought for and dying as 
they did on the “ firing line” if neces
sary.

W ords can not tell w hat parents 
have undergone in the past tw o years. 
T he succession of hopes and fears, 
delay, anxiety, disappointm ent, in
dignation, over and over again. W e 
have suffered from  our own im agina
tion because inform ation was need- 
’essly delayed or withheld. W e have 
been exploited, deceived and be tray 
ed by some of those en trusted  with 
the lives and w elfare of the soldiers.

\ \  hv not have a m em orial page 
each issue w ith standing invitation 
w ithout discrim ination. Publish one 
tribu te  or contribution  of data each 
week and thus “s ta rt the ball roll
ing'.” R eading these m ight arouse 
in terest. E. E. W hitney.

Law of Supply and Dem and m ust 
Prevail.

Grand Rapids, Sept. 2—The organ
ization of a Fa ir Price Association, 
as suggested by the A ttorney  Gen
eral. m ight be very effective in b ring
ing down the retail price w herever 
there  is a tendency tow ards profiteer
ing.

How ever, from  the result of the 
investigations in this vicinity and my 
knowledge of the men in the retail 
business I do not believe there is 
any profiteering  in this com m unity to  
speak of.

T here  is, of course, a certain  
am ount of produce in cold storage at 
this time of the year which is neces
sary if the grocers are to take care 
of the people in the proper way. D ur
ing the sum m er m onths such item s 
as cheese are produced faster than 
they  are needed for consum ption ami 
during  the w inter m onths they are 
not produced as fast as people wish 
them , therefore it is custom ary for 
jobbers and m anufacturers to keep 
their cheese in cold storage to prevent 
spoiling and also to try  to accum u
late some surplus stock so as to be 
able to supply cheese during the win
te r m onths when the production is 
smaller.

It is m y judgm ent from  an in ti
m ate knowledge with a large part of 
the retail m erchants in W estern  
M ichigan th at very few of these men 
are m aking m ore m oney than they 
ought to. If they were profiteering 
it would begin to show in their ac
cum ulation of surplus m oneys, but 
I fail to  find any of them  who have 
accum ulated any large am ounts d u r
ing the last few years, and I th ink  
the m ost of them have made only 
what would be equivalent to  good fair 
pay for the long hours they have 
w orked and a fair rate of in terest on 
the m oney invested.

T here  m ust be differences in the 
prices charged by different re ta ilers 
because there is a difference in the 
service rendered and I think the con
sum er understands that he m ust pay 
m ore for the m erchandise when he 
receives delivery and credit service 
than when he does not.

It is my opinion that the cost of 
living has doubled or nearly so, as 
the wages have, and that the law of 
supply and demand m ust contro l 
these prices. \ \  henever by our in
dustry  we increase production to  the 
point where production is larger than 
-onsum ption  we will see prices going 
lower. Guy W . Rouse.
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M ichigan Board of P h arm acy .
P res id e n t—H. H  H offm an, S andusky .
S ec re ta ry  and  T rea su re r—E. T. Boden, 

B ay C ity.
O th e r M em bers—C. S. Koon, M uske

gon; Geo. F . Snyder, D e tro it; J am es  
W ay, Jack so n .

Mutual Relation of Pharmacy and 
Publicity.

No one doubts that publicity lias 
educational value and shapes public 
opinion. Advertisements conveying 
messages impress the minds of in
dividuals: editorials shape the
thoughts of citizens, and important 
and sensational news items interest 
the readers. The importance of 
publicity as an influential factor in 
shaping public opinion can hardly be 
over-estimated.

The lasting impression or effect 
of publicity depends upon the value 
of that to which publicity is given 
in the affairs of men and nations, 
and the accuracy or truthfulness of 
the statements. But no matter how 
untruthful the latter may be, the av
erage citizen does not investigate, 
but accepts as truth that which ap
pears in print. Whether right or 
wrong, the public estimate of occur
rences, of aims and purposes, of gov
ernment. business and professions, 
does not always conform to facts, 
or exact knowledge leads to acts 
The absence of proper conception 
which do injury and develop a pre
judiced estimate.

Druggists are engaged in a semi- 
professional business which has 
many ramifications, and its activities 
come into contact with trades and 
professions. The former use meth
ods of competition, while the latter, 
not infrequently. hold themselves 
aloof from the more intimate rela
tions which should exist.

Not only the complexity of the 
drug business, but the fact that the 
dispensing of medicines must be reg
ulated, stimulates National and state 
legislators’ legislative propensities. 
The enacted laws are not infrequent
ly framed in erroneous views or mis
information.

The few points made could be mul
tiplied. but are simply intended to 
emphasize the necessity for publicity 
on the part of pharmacists—public
ity which is truthful and will lead 
to a better understanding by the 
public of pharmacy and the drug 
business, also to direct attention to 
the need of correcting misstatements 
which so often go unchallenged and 
hence are accepted by the laity as 
truth. The fact that pharmacists 
were practically ignored in the ser
vice was largely due to deficient pub
licity. The multiplex federal tax
ation, the methods of regulations 
applying to revenue laws concerned

with narcotics and alcohol are in a 
large degree tinged by misunder
standing and deficient knowledge 
on the part of the legislators.

Along these lines. Chairman V. H. 
Am y, of the Committee on Federa
tion A. Ph. A., states in Bulletin No. 
3:

“We have talked a great deal about 
the remarkable influence of the 
American Medical Association, and 
on analysis, we find that the cause of 
its power is publicity. W e have 
wondered at the remarkable achieve
ment of the American Chemical So
ciety in developing public opinion to 
the extent of establishing a chemi
cal corps in the army, and when we 
seek the main factor of success, we 
find publicity.

“W e pharmacists ask ourselves 
why the Edmond’s bill does not pass; 
why the will of one man in the Med
ical corps thwarts the efforts of 
thousands of pharmacists; why the 
chemical corps gets credit for phar
maceutical work done by a pharma
cist in the corps, and our answer is 
lack of publicity.

“A federated committee with 
funds sufficient to conduct the work 
of furnishing the daily press with 
news items relating to the pharma
ceutical progress is essential if 
American pharmacy is to come into 
its own. and the creation of such a 
committee would be the most prac
tical step toward the federation of 
pharmaceutical bodies.”

Preparation for such co-ordinated 
and co-operative work takes time, 
but pharmacists and state associa
tions can at once do a great deal in 
improving conditions and correcting 
false statements which are given out 
as truthful information. The asser
tion that pharmacists were not ade
quately prepared by education and 
training for services rendered by 
their fraters in Continental Armies 
has been a large contributory cause 
for non-recognition of pharmaceuti
cal service notwithstanding the fact 
that absolutely unqualified men were 
in some instances assigned duties 
wherein pharmaceutical education 
and training were necessary. U n
fortunately the medical men did not 
enthusiastically help in correcting 
these conditions and it is this indif
ference which tends to retard the 
advance of pharmacy so essential 
for the advancement of medicine 
\ \  hen an unprejudiced analysis is 
made of existing conditions in phar
macy, and medicine also, for that 
matter, it will be found that the 
aloofness of the medilcal profession is 
a contributory cause. The people 
have a right to demand a service from

the co-operative endeavor of medi
cine and pharmacy. These profes
sions have been granted special 
privileges because they serve the 
public, and the latter has a right to 
expect and investigate their co-op
eration. There is a widening field 
of medical science before us. devel
oped by the experiences of the 
world war. There should be help
ful publicity, co-ordination and co
operation of all engaged in the 
activities concerned with medicine^

Statements of officials and of the 
press that are derogatory to pharma
cy too frequently go unchallenged 
The advertisements of manufactur
ers sometimes cast aspersions on the 
drug trade, and then these same man
ufacturers. in language that does not 
evidence sincerity, seek the co-oper
ation of the drug trade. Such two-faced 
methods should be exposed. W ithout 
regard for actual facts assertions are 
made relative to methods employed 
in drug stores; instances of violation 
are given general application, but 
seldom a corrected statement ac
corded the same publicity as that of 
the sensational item. The deplor
able acts of an individual who is an 
outcast, as far as pharmacy is con
cerned. are made the thundering 
charges against all engaged in phar
macy. This should not be so; pub
licity is needed.

And now with the general prohi
bition of the sale of alcoholics drug
gists will have a serious condition to 
meet which will require their most 
careful thought, sincere patriotism  
and loyalty to the profession of phar

macy. They, unfortunately, will 
practically alone have the right to 
dispense alcoholic beverages, as med
icines, and every device and scheme 
known to the ingenuity of man will 
be tried in tempting their strict ad
herence to their obligations. The ma
jority will stand the test; some will 
fall, and then a general application 
of violation of trust will be made 
Preparations must be made to meet 
the exigency rightly, or pharmacy 
will seriously suffer. In this, as in 
the sale of narcotics conscienceless 
physicians will join in order to pro
fit. It is time physicians and phar
macists and their associates co-oper
ate to correct these despicable meth
ods of traffic. A more intimate ac
quaintance will prove that the sin
cere in both professions desire to 
serve honoraby and well.

E. G. Eberle.

Perfume, for Talc Powder.
Oil of neroli .....................  2 mils
Oil of cloves ......................... 1 mil.
Oil of bergamot ............... 2 mils
Oil of sandalwood ............... 1 mil
Oil of rose geranium . . .  2 mils 
Oil of lavender (old) . . . .  1 mil

“Army” Corn Cure.
Salicylic acid .........................  10 grams
Petrolatum .............................  10 grams
Anhydrous wool fat ......... 30 grams

This is said to be popular with 
army surgeons.

Is it any less dishonest to help 
yourself to a nickel’s worth of goods 
twenty times in a month than to a 
dollar's worth one time?

Two Attractions
The W est Michigan State Fair

and

The H. & P. Holiday Display
The Fair will only be here for five 
days, September 15-19.

The Holiday Line will be on display 
from about September 2nd right up to 
Xmas Day.

Why not come to Grand Rapids at a 
time when you can see both exhibits?
Both will pay you well. Anyhow, you 
will be down to get some Holiday 
Goods, you’d better come at Fair time.

Hazeltine & Perkins Drug Go. 
G r a n d  R a p i d s ,  M i c h i g a n
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Why Not Do 

Away with 

Posting Those 

Accounts?

LISTEN!
The Metzgar Account System does away with all post

ing and gives you just the results you need and have 
always wanted.

THIS IS HOW IT IS DONE
The accounts are kept in separate duplicate or triplicate books. 

These books fit into metal back containers. The upper ends of these 
metal backs aré arranged with slots to hold index bristol-board name- 
cards (Preferably yellow and blue, alternating for the different letters 
of the alphabet). The names of your customers are printed on these 
name-cards, and alphabetically arranged in the register. The purchase 
is itemized directly in the customer’s book (either in duplicate or tripli
cate) and added to the present purchase right while you enter the 
order while it is fresh in your mind, and fresh in your sight. The serial 
numbered duplicate slip goes to your customer (which slip agrees ex
actly both with book number and slip number with the original that is 
left in the book for your record) and you have given your customer 
an itemized bill and statement to date, and your bookkeeping is all done 
with one writing. W e have a complete line of duplicate and triplicate 
salesbooks. Get our prices before putting in your next supply.

Write for catalog and full information.

Metzgar Register Co., Grand Rapids, Mich.

Red Crown 
Gasoline for Power

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

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

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

For sale everywhere and by all agents and agencies of

STANDARD OIL COMPANY
(INDIANA)

Chicago u. S. A.

If.
WHOLESALE DRUG PRICE CURRENT

Prices quoted are nominal, based on market the day ot issue.
Acids

B oric (P ow d.) . .  18® 25 
B oric (X ta l) . .  . .18® 25
C arbo lic  ............... 25 @ 29
C itric  ................. 1 28@1 35
M uria tic  ............... 3%@ 5
N itr ic  .......................  10® IS
Oxalic .....................  35® 40
Sulphu ric  ............. 3%@ 5
T a r ta r ic  ............. 1 12® 1 20

Am m onia
W ate r , 26 deg. . .  10® 20 
W ater , 18 deg. . .  9%@ 18 
W ate r , 14 deg. . .  9® 17
C arb o n ate  ............. 19® 25
C hloride (G ran .) 17%@ 25

B alsam s
C opaiba ............  1 00® 1 20
F ir  (.Canada) . .  1 75®2 00
F ir  (O regon) . . . .  50® 75
P e ru  .....................  4 75®5 00
Tolu ..................... 2 00@2 25

B arks
C assia  (o rd in ary ) 45® 50 
C assia  (Saigon) 90®1 00 
S a ssa fra s  (pow . 60c) ® 55 
so ap  C u t tpow d.)

40c .........................  30® 35
B erries

Cubeb ............... 1 75® 1 SO
F ish  .......................  ®1 25
Ju n ip e r  ............... 12%® 20
P rick ley  A sh  . .  ® 30

E x tra c ts
L icorice ................. 60® 65
Licorice powd. . .  1 25® 1 50 

F low ers
A rn ica  ................... 75® 1 00
C ham om ile (G er.) 80®1 00 
C ham om ile Rom . 1 00® 1 20

G um s
A cacia , 1st ........... 65® 70
A cacia, 2nd ........... 55® 60
A cacia, S o rts  . . . .  35® 40
A cacia, pow dered  45® 50 
Aloes (B arb . Row) 30® 40
Aloes (C ape Pow .) 30® 35 
A loes (Soc Pow ) 1 40® 1 50
A sa io e tid a  ............. ®6 50

Pow ......................  @7 50
C am phor ........... 3 90®3 95
G uaiac  .....................  ®2 25
G u a ia c ,, pow dered  @2 50
tvanu .......................  ® 85
Kino, pow dered  . .  @1 00
M yrrh  .....................  @1 40
M yrrh , P ow ...........  ®1 50
Opium  ............. 11 50® 12 00
Opium, powd. 12 50® 12 80 
O pium , g ra n . 13 50® 13 80
Shellac ............... 1 30® 1 40
Shellac B leached  1 40® 1 50 
T rag a c a n th  . . . .  4 25@4 75 
i ra g a c a n th  pow der ®4 00 
T u rp en tin e  ........... 15® 25

C otton  Seed . . .  2 60®2 80
E igeron  ........... 12 50@12 75
Cubebs ........... 11 50® 11 75
E ig ero n  ......... 13 50® 13 75
E u c a ly p tu s  . . . .  1 25® 1 35 
H em lock, pu re  2 00@2 25 
J u n ip e r  B errie s  16 00® 16 25 
J u n ip e r  W ood . .  3 00@3 25 
L ard , e x tra  2 00®2 20 
L ard , No. 1 . . .  1 60@1 80 
L avender, Flow . 9 00@9 25 
L avender, G a r’n 1 50@1 75
Lem on ................ 2 25®2 50
Linseed, boiled, bbl. @2 41 
L inseed, bid less 2 51@2 56 
L inseed, raw , bbl. @2 39 
L inseed raw  le ss  2 49@2 54 
M ustard , tru e , oz. ®2 95 
M ustard , a rtif il, oz. @1 25
N eatsfoo t ......... 1 65® 1 85
Olive, p u re  . . . .  4 50®6 00 
Olive, M alaga,

yellow  ............. 3 75®4 00
Olive, M alaga,

g reen  ............... 3 75® 4 00
O range, S w eet . .  4 00®4 25 
O riganum , pu re  @2 50 
O riganum , com ’l 1 00® 1 25 
Pennyroyal . . . .  ¡5 50W2 75 
P ep p erm in t . . . .  9 00®9 25 
Rose, p u re  . . .  38 00®40 00 
R osem ary  F low s 2 00 @2 25 
Sanoalw ood, E .

1.......................  15 00® 15 20
S a ssa fra s , t r u e  3 00® 3 25 
S assa fra s , a r t i i i ’l 90@1 20 
S p ea rm in t . . . .  12 00® 12 25
Sperm  ................... 2 40®2 60
T an sy  ................. 5 50®5 75
T ar, U S P  ............... 48® 60
T u rp en tin e , bbls. @1 81% 
T u rp en tine , less 1 92® 2 00 
W in te rg reen , tr .

12 00® 12 25 
W in te rg reen , sw ee t

b irch  ............... 7 50®7 75
W in te rg re e n , a r t  90® 1 20
W orm seed  ......... 6 50® 6 75
W orm w ood . . . .  8 25@8 50 

P o tassiu m
B icarb o n ate  ........... 75@1 00
B ich rom ate  . . . .  37%@ 50
B rom ide ............... 70® 75
C arb o n ate  ..........  1 00® 1 10
C hlorate , g ra n ’r  70® 75
C hlora te , x ta l o r

pow d......................  45® 50
C yanide ............... 32 %@ 50
iodide ................. 4 29@4 36
P e rm a n g a n a te  . .  1 50®1 75 
P ru ss ia te , yellow  1 20®1 30 
P ru ss ia te , red  . .  2 00® 2 50 
S u lp h a te  ............... @ 85

Roots
A lkanet ............. 4 50(h)4 75
Blood, pow dered  60® 75 
C alam us ................. 6U®2 su

Insecticides
A rsen ic  ............... 13%@ 20
B lue V itriol, bbl. @ 11
B lue V itrio l less  12® 17
B ordeaux  M ix D ry  20® 37 
iic iieoore . W hite

pow dered ........... 38® 46
In se c t P ow der . .  50® 90
Lead, A rsen a te  P o  32® 49
L im e a n d  S u lphu r 

Solution, gal. . .  20® 25 
P a r is  G reen  ......... 46® 52

Ice C ream
P ip er Ice  C ream  Co., 

K alam azoo
Bulk, V anilla  ...............  1 00
Bulk, C hocolate ........... 1 10
Bulk, C a r a m e l ................. 1 10
Bulk, G ra p e -N u t ........... 1 10
Bulk, S traw b e rry  . . . .  1 20 
Bulk, T u t t i  F r u i t i  . .  1 20
B rick, V a n i l l a ..................1 20
B rick, C hoco late  . . . .  1 60
Brick, C aram el ........... 1 60
B rick, S traw b e rry  . . . .  1 60 
Brick, T u tti  F ru iti  . .  1 60
B rick  a n y  com bina tion  1 60 

L eaves
B uchu  ................... @3 00
B uchu, pow dered  ®3 25
Sage, bulk  ........... 67® 70
Sage, % loose . . .  72® 78
Sage, pow dered  . .  55® 60
Senna, A l e x ___  1 40® 1 50
Senna, T in n ...........  30® 36
Senna, T inn . pow. 35® 44
U va U rsi ............... 25® 30

Oils
A lm onds, B itte r ,

t ru e  ............. 15 04®16 00
Alm onds, B itte r ,

a rtif ic ia l ........  7 00@7 20
Alm onds, Sw eet,

tru e  ................. 1 75 @ 2 00
A lm onds, Sw eet,

im ita tio n  ......... 75® 1 00
A m ber, c ru d e  . .  3 00® 3 25 
A m ber, rectified  3 50@3 75
A nise  ................. 2 50® 2 75
Berg& m ont . . . .  8 50®8 75
C a jep u t ............... 1 75®2 00
C assia  ................. 4 50® 4 76
C as to r ................. 2 60®2 80
C ed ar L e a f . . . .  2 75@3 00
C itro n e lla  ........... 80® 1 20
Cloves ................. 3 75@4 00
C ocoanut ...........    40® 60
Cod L i v e r ........... 6 60@6 76
C ro ton  ...............  2 00@2 26

E lecam pane , pw d 22® 25 
G en tian , powd. 25® 30
G inger, A frican ,

pow dered  ........  25® 30
Ginger, J a m a ic a  35® 40
G inger, J am a ica ,

pow dered  ........... 26® 30
G oldenseal, pow. 8 00®8 2u 
ipecac, powd. . .  4 50®5 00 
L icorice, powd. 35® 40
L icorice , powd. 40® 50
O rris, pow dered 40« is
Poke, pow dered  25® 30
R h u b arb  ............... ®2 00
R hubarb , powd. 2 50@2 75 
Rosinwood, powd. 30® 35
S a rsap a rilla , H ond.

g r o u n d ...............1 25® 1 40
S a rsa p a r illa  M exican,

g round  ............... 75® 80
Squills .....................  35® 40
Squills, pow dered  60® 70 
T um 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 an a ry  ................... 28® 35
C araw ay , P o  .75 GO® 65
C ardam on ........... 2 00@2 25
Celery, powd. SOc 70® 75
C oriander powd .Ju ¿'¿jztg,..
DU1 ........................... a n «  a -
F ennell .................  30® 40
F la x  .........................  15® 20
F lax , g round  ___  15® 20
F oen u g reek  pow-. 15® 25
H em p ................... 12%@ 18
L obelia  ................... 70® 75
M ustard , yellow  . .  45® 60 
M usta rd , b lack  . .  36® 40
F oppy  .....................  @1 00
Q uince ...................1 50@1 75
R ap e  .......................  15® 20
Sabad illa  ............. ® 35
S abad illa , powd. 30® 35
Sunflow er ............... 22® 30
W orm  A m erican  @ 45 
W orm  L ev an t . .  1 65®1 75 

T in c tu re s
A c o n i te ................... @1 70
A loes ...................  @1 20
A rn ica  ................... @1 50
A safo e tid a  ........... ®3 90
B elladonna  ......... @1 40
B enzoin ............... ®  180
B enzoin  C om po'd @3 00

B uchu  ................... ®2 70
C a n th a rad ie s  . . .  ®2 90

C apsicum  ........... ®1 96
C ardam on ........... @1 50
C ardam on, Comp. @1 35
C atechu  ............... @1 50
C inchona ............. @1 80
Colchicum  ........... ®2 40
Cubebs ................... @2 60
D ig ita lis  ............... @1 60
G en tian  ............... @ i 20
G inger ................... ® l 50
G uaiac ................. @2 65
G uaiac, A m m on. ®2 40
Iodine ................... ®1 50
Incline, Colorless @2 00
Iron , clo................ @1 45
K ino ..................... @1 35
M yrrh  ................. @2 25
N ux V om ica . . . .  @1 95
O pium  ................. ®8 00
Opium , C am ph. @1 50
Opium , D eodorz’d @8 00
R h u b arb  ............... @1 80

P a in ts
Lead, red  d ry  . . . .  13@13% 
Lead, w h ite  d ry  13@13% 
Lead, w h ite  oil . .  13@13%
O chre, yellow  bbl. @ 2
O chre, yellow  le ss  2%@ 5
Putty ...................... 5® 8
Red V enet’n Am. 2%@ 5
R ed V enet’n Eng. 3® 6
V erm illion, A m er. 25® 30
W hiting , bbl............... @ 2%
W h itin g  ................ 3 %@ 6
L. H. P . P rep . 3 50@3 75

M iscellaneous
A cetana lid  ........ . 60® 65
Alum  ..................... . 15® 18
Alum, pow dered and

ground  ............. . 16® 20
B ism uth , Subni-

t r a te  ............... 4 02® 4 10
B orax x ta l o r

pow dered ........ . 10® 15
' ’a n th a ra d e s  po 2 00 '0/6 50
Calom el .............. 2 27@2 35
C apsicum  ............ . 38® 45
C arm ine  ............ 6 50@7 00
Ca3sia B uds . . . . . 50® 60
Cloves ................. . 57® 65
C halk P rep a red . .  12® 15
C halk P rec ip ita te d  12® 15
C hloroform  ........ . 45® 55
C hloral H y d ra te 1 70@2 10
Cocaine ........... 12 30® 12 85
Cocoa B u tte r  . . . . .  65® 76
Corks, List, less 50%
C opperas, bbls. . . . .  @ 03
C opperas, less  . . 3%@ 8
C opperas, powd. 4%@ 10
C orrosive Sublm 2 11@2 20
C ream  T a r ta r  . . . 70® 75
Cut lie Done ........ 95® 1 00
D extrine  ............ 10% @ 15
L over a P ow der 5 75@6 00
Em ery, All Nos. 10® 15
Em ery, Pow dered 8®

®
10

Epsom Salts bbls 3 Vi
Epsom Salts,, less 4® Í 0
E rg o t ......................... ®4 75
E rgo t, pow dered @4 75 
F lak e  W hite . . . .  15® 20
Form aldehyde, lb. 27® 30 
G elatine ............. 1 55® 1 75
G lassw are, fu ll case  08% 
G lassw are, less 50% 
G lauber S a lts , bbl. ® 2% 
G lauber S a lts  le3s  3%® 8
Glue, B row n ...........2a® 35
Glue, B row n Grd. 20® 30 
Glue, W hite . . . .  30® 35
Glue. W hite  Grd. 30® 35
G lycerine ............... 28® 42
H ops ....................... 75® 1 00
Iodine ................  5 85@6 10
Iodoform  ........  6 90@7 20

\i s ta te  2a® 311
Lycopodium  . . . .  2 00@2 25
•lace ....................  85® 90
visop. pow dered 95®1 00
M enthol ........... 9 50®9 75
M orphine ___  13 00® 13 65
Xux Vomica ......... @ 30
N ux V om ica, pow. 20® 30 
P ep p e r black, pow. 37® 40
t epper, w hite ......... @ 60
P itch , B urgundy  ® 16
Q uassia  ................... 12 @ 15
Q uinine ............... l  09@1 59
Rochelle S a lts  . .  55® 60
S accharine  ........... ® 40
S alt P e t e r ..............  20® 30
Seid litz  M ix tu re .. 43® 60
Soap, g reen  ........... 2u® 39
Soap m o tt c as tile  22%@ 26 
Soap, w hite  cas tile

case  .........................  @24 00
Soap, w h ite  cas tile

less, p e r b a r  ......... @2 60
Soda A sh ............. 4%@ 10
Soda B icarb o n ate  3%@ 10
Soda, Sal ............. 2%@ 5
S p ir its  C am phor . .  @8 00
Sulphur, roll . . . .  4%@ 10 
Sulphur, SubL . .  4%@ 10
T am arin d s  ............. 25® 30
T a r ta r  E m etic  1 03 @1 10 
Turpentine), Ven. 50® 6 00 
V anilla  E x. p u re  1 50@2 00 
W itch  H azel . .  1 35® 1 76 
Zinc S u lp h a te  . . . .  10® 16
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

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

ADVANCED DECLINED
Q u a k e r  C o rn  F la k e s
R a is in s
S ta rc h
G a lv a n iz e d  P a ils
W a sh b o a rd s
S a lm on

A M M O N IA
A rc tic B ra nd

12 OZ . 16c, 2 doz. box 70
16 oz . 25c. 1 doz. box 1 75
32 oz.., 40c. 1 doz. box 285

A X L E G R E A S E
MiC£L, 25 lb. p a i l 1 60

B A K E D  G O O D S  
L o o se -W ile s  B ra n d s

K rispy  C rackers  ........... is
\ \ . Suaa C rackers  . .  17 

L. W. B u tte r  C rack e rs  17
G raham  t_racket's ......... IS
1  i g  fc>m B a r  ........................ IS
L. \V. G inger Snaps . . . .  17 
H oney G irl P la in  . . . . . .  33
H oney G irl Iced ........... 24
Coconut T a lly  ............... 2.
\  a in lla  W aier ................. 35

S u b jec t to q u a n tity  d is 
count.

B L U IN G
Je n n ing s '

C ondensed P e a rl B luing
Sm all, 3 duz. box . . . .  2 55 
L arge, 2 doz. box . . . .  2 70

B R E A K F A S T  F O O D S  
C racked \V beat, 24-2 4 6u
C ream  o i W heat . . . .  7 50 
P illsb u ry 's  B est C er'l 2 25 
Q uaker B ulled  B ice . .4  85 
Q uaker B ulled  'V neat 4 3o 
Quaivei B iivlst B iscuit 1 So 
Q uaker Corn F lak es  . .3 35
i.a ls lo ii B u n n a  ..........  4 oo
B ats ton  B r a n z o s .......... 2 20
R alston  Food, la rge  . .  3 35 
R alston  F ood, sm all . .  2 35 
baxon G n e a t r  ood . 4 50
Shred  W heat B iscuit 4 5o 
T riscu it, l b ....................... 2 25

K e llo g g 's  B ra n d s  
Toasted C orn F laxes  4 2u 
Toasted Corn FiuK.es

Tudlvidual ..............  2 00
K rum bles ......................  4 20
B rum bies, Tndv...........  2 i"j
B is c u i t  ..................................  2 oo
u rm a e l ......................... 2 oO
T’e au u t B u tte r  ........... 3 65
B ran  ................................. 3 60

B R O O M S
F ancy  B arlor, 25 lb. 9 00 
P a rlo r, 5 S tring , 25 lb. 8 75 
S ta n d a rd  P a rlo r , 23 lb. 8 50
Common, 23 lb .............. 4 Zo
Special, 23 lb ...............  5 50
W arehouse, 34 lb. . . .  9 oo

B R U S H E S
Sc ru b

Solid B ack, b in...........1 50
S'olid B ack, 11 In. . . .  1 75 
Po in ted  Finds ............... 1 25

Stove
No. 1 .............................  1 10
No. 2 ............................. I K

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

B U T T E R  C O L O R  
Dandelion, 25c size  . .  2 00

C A N D L E S
Paraffine, 6s .................  17
Paraffine, 12s ...............  17
W icking .............................  40

C A N N E D  G O O D S  
A p p le s

3 lb. S ta n d a rd s  . . . .  @2 00 
No. 10 ......................... @7 50

B lackb e rr ie s
2 lb ......................................
S tan d ard  No. 10 ___  15 00

B e an s— Baked
B row n B eau ty  No. 2 1 35
Cam pbell, No. 2 . . . .  1 50
Frem ont. No. 2 ..........  1 35
V an Cam p, % lb ..........  75
V an Cam p, 1 lb ...........1 25
Van Cam p, 1% lb ..........1 60
V a n  C am p , 2 lb .........I K

B eans—C anned 
Red K idney . . . .  1 35@1 45
S trin g  ................. 1 35 g 2 70
W ax ..................... 1 35ig 2 70
Lim a ................... 1 204} 2 35
Red ......................... 95® 1 35

Clam Bouillon 
B u rn h am 's  7 oz.............2 50

Corn
S tan d a rd  ......................  1 55
C ountry  G en tlem an  . .  1 75
M aine .............................  2 00

H om iny
V an Cam p ..................... 1 35
Jack so n  ......................... 1 20

L obster
% lb ..................................... 2 45
% lb ...................................  4 60

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 

P lum s
C aliforn ia, 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 75@1 90
E arly  Ju n e  . . . .  1 65 y l  90 
E arly  J u n e  s if td  1 So®2 25

P eaches
C aliforn ia, No. 2% . .  4 00 
C aliforn ia, No. 1 . . . .  2 40 
Pie, gallons . . .  7 50®9 50

P ineapple
G ra ted  No. 2 ............... 4 00
Sliced No. 2 E x tra  . .  4 75

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

Salmon
W arre n ’s 1 lb. T a ll . .  3 85 
W arrens, % lb. F la t 2 35 
W arren 's , 1 lb. F la t  . .3  85
Red A laska  ..................  3 50
¿led. lied  A laska  . . . .  3 25 
P in k  A laska  ................  2 50

Sard ines
D om estic, %s . . . 6  75®8 00 
D om estic, %s . .  7 oOig.8 00 
D om estic, ^ s  . .  7 ougb uo 
C aR iornia Soused . . . .  2 25 
C alifo rn ia  M u sta rd  . .  2 25 
C alifo rn 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, Is  doz................. 1 85
D unbar, l% s  doz.......... 3 40

S traw b e rr ies
S tan d a rd  .......................
Fancy .............................

T om atoes
No. 2 ................... 1 35® 1 60
No. 3 ................... 2 00@2 35
No. 10 ............................. 7 00

CATSUP
S nider's, 8 oz...............  1 85
S n ide r’s, 16 oz............... 3 00

C H E E S E
B rick ................................... 3b
W isconsin F la ts  ............. 36
Longhorn  ....................  37
M ichigan Fu ll C ream  . .  35

C H E W IN G  G U M  
A dam s B lack  Ja c k  . . . .  70
B eem an 's  P epsin  ........... 70
B eechnut ........................... 80
D oublem int ....................... 70
F lag  Spruce ................... 70
Ju icy  F ru i t  .....................  70
S pearm in t, W rlg leys . .  70
T u c a ta n  ............................. 70
Zeno .....................................  70

C H O C O L A T E  

W alte r B ak er & Co.
P rem ium  ........................... 40
C aracas ...............................  3o

W alte r  M. Low ney Co.
P rem ium , ' i s  ..................  40
Prem ium , % s ..................  39

C IG A R S

P e te r  D ornbos B ran d s
D ornbos Single B ndr. 48 00
D ornbos P e rfec to  . .  42 50
V an Dam , 5c ........... 37 50
V an D am , 6c ............. 42 50
V an D am . 7c ........... 50 00
Van I)am , 10c ........... 70 00

N a tio n a l G rocer Co. B ra n d s  
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 ip lom át

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

p er 100 .................  7 75
E l R ajah , E picure, 50

per 1000 ................74 00
El R ajah , E p icure, 25,

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

Der 100 .................  7 30
El R ajah , P res id en t,

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

wood, p e r 100 . . . .  5 00
Odin, M onarch, 25 t in  5 00 
M ungo P a rk , 2500 lo ts  67 20 
M ungo P a rk , 1000 lo ts  68 87 
M ungo P a rk , 500 lo ts  70 56 
M ungo P a rk , less th a n

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

Johnson  C igar Co. B ran d s
D utch  M aste rs  Snyd 110 00 
D u tch  M as te rs  Club 100 00 
D utch  M aste rs  B anq  100 00 
D utch  M as te rs  In 'le  100 00 
D utch  M aste rs  Spec 72 50 
D utch  M as te rs  Six . .  50 00

W orden G rocer Co. B rands
F ir s t  N a tio n a l ......... 35 00
W orden 's  U and  M ade 37 6u
P a n e llo  ......................... 47 00
Q ualex  .........................  48 00
H em ete r C ham pion 50 00
C ourt R oyal ............. 56 00
B oston S tra ig h t . . . .  46 00 
T ran s  M ichigan . . . .  48 00 
K uppenheim er, No. 2 #5 00
Royal M ajor ............... 50 00
L a V alla R osa K ids 50 00 
L a  V alla R osa  B lun t 72 00 
V alla G rande  ........... 50 00

C LO TH E S LIN E

H em p, 50 f t ....................  2 20
T w isted  C otton , 50 fL 3 25 
T w isted  C otton, 60 f t .  3 90
B raided , 50 f t ................. 4 00
B raided , 80 f t ...............  4 25
S ash  Cord ..................... 5 25

COCOA

B ak e r’s ............................. 44
B unte, 15c size ............... 55
B unte , % lb.......................  50
B unte , 1 lb .........................  48
C leveland .......................  41
Colonial, %s ..............  35
Colonial, %3 ..............  33
E pps ...................................  42
H ersheys, % s ................... 41
H ersheys, %s ................... 39
H uy ler ...............................  36
Low ney, % s ..............  40
Low ney, % s ..............  39
Lowney, %s ............... 39
Low ney, 5 lb. c an s  . . . .  37
V an H ou ten , % s ..........  12
V an H ou ten , %s ..........  18
V an  H outen , %s ..........  36
V an  H outen , 1b ............ 65
W a n -E ta  ...........................  36
W ebb .................................  S3
W ilbur, %s ..................... 33
W ilbur, % • .......................  S3

C O C O A N U T

%s, 5 lb. case  D u n h am  4414 s, 5 lb. case  .............. 43
44s & %s, 15 lb. case  43 
6 an d  12c pkg. in pa ils  4 75
Bulk, pa ils  .......................  32
Bulk, b a rre ls  ...................  30
24 8 oz. pkgs., pe r case  5 30 
48 4 oz. pkgs. p e r case  5 40

C O F F E E  R O A S T E D  
B u lk

Rio ........................... . .  34@36
S an tos ..................... . .  39@43
M aracabo  .............. ........... 45
M exican .................
G u tam ala  ............... ...........45
J a v a  ....................... ........... 52
M ocha ..................... ........... 52
B ogota  .......... ........ ........... 45
P e a b e rry  .......... .... ........... 47

P a ck a g e  Coffee

New York B asis

M c L a u g h l in ’s  X X X X
M cL aughlin’s XX X X  p ack -
age coffee is sold to  re ta il-
e rs  only. M ail a ll o rders 
d irec t to  W . F. M cL augh
lin & Co., Chicago.

E x t ra c ts

N. Y.. p e r 100 . . . ......... 9 %
F ran k  s 250 packages  14 50

C O N D E N S E D M I L K

E agle , 4 doz............___ 11 00
Leader, 4 doz. . . . — . 8 50

E V A P O R A T E D M I L K

C arnation , Tall, 4 doz. 7 25
C arnation , B aby 8 doz. 6 60
Pet, Tall .............. . . . .  7 50
P e t, B aby ............. . . . .  5 2 5
V an Cam p, T all ___  7 25
\  a n  Cam p, B aby ___ 5 25

M I L K  C O M P O U N D

H ebe, Tall, 6 doz.......... 5 75
H ebe, B aby, 8 doz. . .  5 50

C O O K IN G  C O M P O U N D S

M azó la
P in ts , tin , 2 doz. . . . . 9 10
Q uarts , tin , 1 doz. . . 8 65
% gal. tins , 1 doz. . . 16 30
Gal. tin s , % doz.......... 15 SU
5 Gal. tin s , 1-6 doz. 25 00

C O U P O N  B O O K S

50 E conom ic g rad e  . .  2 25 
100 Econom ic g rad e  3 75 
500 Econom ic g rad e  17 00
1,000 Econom ic g rad e  30 00 

W h ere  1,000 books a re  
ordered  a t  a  tim e, sp ec ia l
ly p r in ted  fro n t cover is 
fu rn ish ed  w ith o u t charge.

C R E A M  C F  T A R T A R
6 lb. boxes ...................... 65
3 lb. boxes ...................... 66

D R IE D  F R U IT S  

A p p le s
E vap 'ed , Choice, b lk  . .  22 

C itro n

C alifo rn ia  .........................  35

Peel

Lem on, A m erican  . . . .  30 
O range, A m erican  . . . .  30

R a is in s
Choice S 'ded, 1 lb. pkg. 14 
F an cy  S’ded, 1 lb. pkg. 15 
T hom pson Seedless,

1 lb. p k g  ...............  20
Thom pson Seedless, 

bu lk  .............................  19

C a lifo rn ia  P ru n e s

90-100 25 lb. boxes ,.® 1 8  
80- 90 25 lb. boxes • •
70- 80 25 lb. boxes . ,®19 
60- 70 25 lb. boxes ,.® 2 2  
50- 60 25 lb. boxes ..® 2 5  
40- 50 25 lb. boxes . .
30- 40 25 lb. boxes ..® 30

F A R IN A C E O U S  G O O D S

H o o k s— K irb y
Size 1-12, p e r 1,000 . 84
Size 1-0, pe r 1,000 . 96
Size 2-0, per 1,000 . . 1 15
Size. 3-0, p e r 1,000 . . 1 32
Size 4-0, per 1,000 . . 1 65
Size 5-0, pe r 1,000 . . 1 9?

No. 1,
S in k e rs  

per g ro ss  . . . 65
No. p e r g ro ss  . . . 73
No. 3. per g ro ss  . . . 85
No. 4. per g ro ss  . . . 1 10
S o . 5, per g ross . . . 1 45
No. 6. per g ro ss  . . . 1 85
No. 4, p er g ro ss  . . . 2 32
No. 8, p er g ross . . . 3 31
No. 9, per g ross . • . 4 6f

F L A V O R IN G  E X T R A C T S  
J e n n in g s D  C  B ra n d  

P u re  V anila  
T erpeneless  
P u re  Lem on

P e r  Doz.
7 D ram  15 C e n t ...........1 25
lVi O unce 20 C en t . .  1 80 ■ 
2 Ounce, 35 C en t . . . .  2 70 
2% O unce 35 C en t . .  2 85 
2% O unce 45 C en t . .  3 10
4 o u n c e  55 C ent . . . .  5 20
8 O unce 90 C ent . . . .  8 50 
7 D ram  A sso rted  . . . .  1 2E 
14* O unce A sso rted  . .  2 00

M oore ’s D  U B ran d
P e r  Doz.

1 oz. Vanilla 15 C en t 1 30 
1% oz. V anilla  25 C en t 2 00 
3 oz. V anilla  35 C en t 3 00 
1 oz. Lem on 15 C ent 1 30 
11» oz. L em on 25 C ent 2 00 
3 oz. L em on 35 C ent 3 00

F L O U R  A N D  F E E D

V alley C ity M illing Co.
Lily  W h ite  ............... 12 75
G raham  25 lb. p e r cw t 5 25
R ow ena B olted  M eal,

25 lbs., p e r cw t. . .  5 20 
Golden G ran u la ted  M eal,

25 lbs., p e r cw t....5 50
R ow ena P a n c ak e  5 lb.

p e r  cw t.....................  5 60
R ow ena B uck w h ea t

Com pound .................  5 60
R ow ena C orn  F lou r,

C O N F E C T IO N E R Y

S t ic k  C a n d y  P a i ls
H orehound  .....................  26
S ta n d a rd  .........................  25

C a se s
Ju m b o  ...........................   26

M ixed  C a n d y
P ails

B roken ............................. 25
C ut Ix iai ........................  25
G rocers .............................  20
K in d erg a rten  ................. 29
L eader ..............................  25
N ovelty  ............................  26
P rem io  C ream s ............  35
Royal ................................. 24
X L O ..............................  22

Sp e c ia ltie s P a ils

A uto K isses (b a sk e ts ) 26 
Bonnie B u tte r  B i te s . . 32 
B u tte r C ream  Corn . .  32 
C aram el Bon Bons . .  32 
C aram el C roquettes  . .  30 
Cocoanut W affles . . . .  28 
FofTy Toffy ....................  30
Fudge. W a ln u t M aple 32 
Fudge, W aln u t Choc. 32 
Fudge, Choc. P e a n u t 30 
C ham pion Gum  D rops 25 
R aspberry  Gum D rops 25
Iced O range Jellies  . .  27 
I ta lian  Bon Bons . . . .  87 
AA Licorice D rops

5 lb. box .................  2 25
Lozenges. P e p ...............  26
Lozenges, P in k  ........... 26
M anchus ....................... 27
M olasses K isses,

B ask e ts  .....................  25
N u t B u tte r  P u ffs  . . . .  M

C h oco lates P a l ls

A ssorted  Choc...............  32
A m azon C aram els  . . . .  30
C ham pion ....................... 28
Choc. Chips. E u rek a  35 
K londike C hocolates 38
N abobs ........................... 38
N ibble S ticks, box ..2  25
N u t W afers  ................  38
Ocoro Choc. C aram els  34
P e a n u t C lu ste rs  ........... 40
Q u in te tte  .......................  32
R eg ina  .............................  27

Pop  C o rn  G oods

C rack e r-Jack  P rize  . .  6 60 
C heckers P rize  ..........  6 60

C o u gh  D rop s
Boxes

P u tn a m  M enthol . . . .  1 50 
S m ith  B ros.....................  1 50

B e an s

C alifo rn ia  L im as . . . .  15 
Med. H an d  P icked  . .  10% 
B row n, H olland  ............... 8

F a r in a

25 1 b. p ack ag es  . . . .  2 So 
Bulk, p e r 100 lb s ........

H o m in y
P ea rl, 100 lb. sack  . . . .  5 75

M acaro n i
D om estic, 10 lb. box . .1  10 
D om estic, b roken  bbls. 8% 
S k in n e r 's  24s, case  1 37% 
Golden Age, 2 doz. . .  1 90 
F ou ld’s, 2 doz...............  1 90

P e arl Ba r le y
C h este r .........................  6 00

P e a s

G reen, W isconsin , lb. 7%
Split, lb .............................  10

Sa g o
E a s t In d ia  .........................  15

T ap io ca

P earl, 100 lb. sack s  . . . .  13 
M inute. S u b s titu te , 8 

oz., 3 doz.................... 4 00

F I S H IN G  T A C K L E  

Cotton  L in e s

No. 2, 15 fee t ............. 1 45
No. 3, 15 fe e 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

L in en  L in e s

Fudge, Choc. P e a n u t 28 
Sm all, p e r 100 y a rd s  6 65 
M edium , p e r 100 y a rd s  7 25 
L arge , p e r 100 y a rd s  9 00

F lo a ts

No. 1%, p e r g ro ss  . .  1 50 
No. 2, p e r g ross . . . .  1 76 
No. 2% , per g ro s s  . . . .  2 25

W atso n  H ig g in s  M illing 
Co.

New P erfec tio n , % s 12 65

Mesi
Bolted .............................  4 90
Golden G ran u la ted  . .  5 10

W h e a t

R ed ...................................  2 13
W h ite  ...............................   2 11

O a ts

M ichigan C arlo ts  ........... 84
L ess th a n  C arlo ts  . . . .  88

C o rn

C arlo ts  ........................... 2 12
L ess th a n  ca rlo ts  . . . .  2 18

H ay

C arlo ts  ........................... 32 34
L ess  th a n  ca r lo ts  . .  34 36

Feed

S tre e t  C ar F eed  ___  78 00
No. 1 C orn & O at F d  78 00
C racked  C orn ............. 84 00
C oarse C orn M eal . .  84 00

F R U IT  J A R S

M ason, % p ts ., grò. S 00 
M ason, p ts ., p e r gro. 8 40 
M ason, q ts ., p e r  gro . 8 75 
M ason, % gal. gro. 11 oo
M ason, can  tops, gro . 2 85 
Idea l G lass Top, p ts . 9 50 
Idea l G lass Top, q ts . 9 90 
Idea l G lass Top % 

gallon .......................  12 00
G E L A T IN E

Cox’s, 1 doz. la rg e  . . .  1 60 
Cox’s, 1 doz. sm all . .  1 00 
K nox’s S park ling , doz. 2 00 
K nox’s A cidu’d  doz. . .2  10
M inute, 1 doz...............  1 26
M inute, 3 doz...............  3 75
N elson ’s  .........................  1 60
O xford ...........................  76
P ly m o u th  R ock, P hos. 1 55 
P ly m o u th  Rock, P la in  1 25 
W au k e sh a  .....................  i n
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H I D E S  A N D  P E L T S  
H id e s

G reen, No. 1 ......................25
G reen, No. 2 ................... 24
C ured, No. 1 ................... 28
C ured, No. 2 ................... 27
C alfskin, g reen . No. 1, 65 
C alfsk in , g reen . No. 2, 63% 
C alfsk in , cured , No. 1, 70 
C alfsk in , cured , No. 2, 68%
H orse, No. 1 ..............  13 00
H orse, No. 2 ............... 12 00

Peits
Old W o o l ................. 75@2 00
L am bs ................... 50@1 00
S hearlings  ............. 50@1 00

T a llo w
P rim e  .........................  @12
No. 1 ...........................  @11
No. 2 ...........................  @10

W o o l
U nw ashed, med. . . .  @55 
U nw ashed, fine . . .  @49

H O N E Y
A irline, No. 10 ........... 4 00
A irline, No. 15 ........... 16 00
A irline, No. 25 ........... 8 75

H O R S E  R A D IS H  
P e r  doz...............................  95

J E L L Y

P u re , p e r  pail, 30 lb. 4 60

J E L L Y  G L A S S E S  
8 oz., p e r doz...................  40

M A P L E IN E
2 oz. b o ttle s , p e r doz. 3 00 
1 oz. bo ttles , p e r doz. 1 80 
16 oz. bo ttles , p e r dz. 18 00 
32 oz. bo ttle s , p e r  dz. 30 00

M I N C E  M E A T
N one Such, 3 doz.

case  fo r ....................... 4 30
Q uaker, 3 doz. case  

fo r ...............................  3 25

M O L A S S E S  
N e w  O rlean s

F an cy  Open K e ttle  . . . .  74
Choice ...............................  60
Good ...................................  50
Stock .........   42

H a lf b a rre ls  5c e x tra

NUTS— W hole 
Almonds, T e rrag o n a  30 
B razils, la rg e  w ashed  26
Fancy  M ixed .................
F ilberts, B arcelona . .  22
P ean u ts , V irg in ia  raw  13
F eanu ts. V irginia.

R oasted  ..................... 15
P ean u ts , S pan ish  . .  15
W alnuts C alifo rn ia  36@37 
W alnu ts, F ren ch  ...........

Shelled
Alm onds ...........................65
P eanu ts , Spanish.

10 lb. box .........  1 85
P ean u ts , Spanish .

10 lb. bbl...................  16%
P eanu ts , S panish ,

200 lb. bbl...............  16
P ecans  ....................  1 50
W alnu ts  ......................  90

O LIVES
Bulk, 2 gal. kegs, gal. 3 25 
Bulk. 5 gal. kegs, gal. 7 50
Stuffed, 4 oz................... 1 80
Stuffed, 15 oz.................. 4 50
F itted  (n o t s tu ffed)

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 75
Olive Chow, 2 doz. cs. 

per doz.......................... 2 50

PE TR O LE U M  PRO D U CTS 
troii liai • •

P erfec tion  .......................  14.7
Red C row n G asoline 22.7 
G as M achine G asoline 44.3 
V. M. & P . N a p h th a  22.7 
C apitol C ylinder, iron

B bls.................................. 3» 8
A tlan tic  Red E ngine,

Iro n  B bls.......................  22.8
W in te r B lack, Iron

B bls................................. 13.3
P o larine , Iro n  Bbls. . .  44.8
L . R ubbing  Oil ...............12%

P IC K L E S
M ed ium

B arre ls, 1,200 coun t 12 00 
H a lf bbls., 600 coun t 7 50H ü l l  u u i o . ,  « v u  L u u i i i  i u u
5 gallon  kegs ............. 2 50

S m a ll
B arre ls  .........................  14 00
H alf b a rre ls  ............... 7 50
5 gallon  kegs ............... 2 80

Gherkins
B arre ls  .......................  25 00
H alf b a rre ls  ..............  13 00
5 ga llo n  k e g s  4 SO

Sweet Small
B arre ls  ....................... 28 00
5 gallon kegs  ........ .. 5 75
H a lf b a rre ls  ............. . 15 00

P IP E S
Cob, 3 doz. in  box . .  1 25

P L A Y IN G  C A R D S
No. 90 S team b o a t . . . .  2 25
No. 808, B icycle . . . .  4 00
P e n n a n t ..................... . 3 25

P O T A S H
B ab b itt 's , 2 d o z . ___. . .  2 76

P R O V IS IO N S  
Barre led  P o rk

C lear B ack  ................. 60 00
S h o rt C u t Clr. 51 00@52 00 
B risket, C lear 55 00@56 00
P ig  .................................
C lear F am ily  ............. 48 00

O ry  S a lt  M e a ts  
S P  B ellies . .  32 00@34 00

L a rd
P u re  In tie rc e s  36%@37 
Com pound L a rd  26%@26% 10 id tu b s  . . .a d v a n c e  % 
60 lb. tu b s  . .  .ad v an ce  % 
50 lb. tu b s  . . .a d v a n c e  % 
20 lb. pa ils  . . .a d v a n c e  % 
10 lb. pa ils  . . .a d v a n c e  % 
5 lb. p a ils  . . .a d v a n c e  1 
3 lb. pa ils  . . .a d v a n c e  1

Sm oked  M e a ts
H am s, 14-16 lb. 35 @36
H am s, 16-18 lb. 34%@35
H am s, 18-20 lb. 
H am , d ried  beef

33 @34

se ts  ................. 41 @42
C alifo rn ia  H am s 26 @27
Picnic Boiled

H am 3 ............... 35 @4U
Boiled H am s . . 51 @62
Minced H am s .. 22 @23
Bacon ................... 99

S a u sa g e s
Bologna ................. . . . 1 8
L iver ..................... . .  12
F ran k fo rt ............
Pork ...................... 14@15
Veal ....................... . .  11
T ongue ................ . . 11
H eadcheese ......... , 1 4

Beef
B oneless ........  25 00@27 00
R um p, new  . .  30 04@S1 00

Plfl’s Feet
% bb ls.................... . .  1 75
% bbls.. 40 lbs. . . . .  3 40
% bbls ................. . . .  9 00
1 bb l......................... . .  1ft M

Tripe
K its, 15 lbs............ . . . .  90
% bbls., 40 lbs. . . . .  1 6U
% iibls.. 80 lbs. . .  3 00

C a s in g s
Hogs, per lb. . . . . .50@55
Beef, round s e t . . 19@20
Beef, m iddles, se t . . 45@55
Sheep ................... 1 15@1 35

Uncolored  O le o m arg ar in e
Solid D airy  ......... . 28@29
C ountry  Rolls . . . . .30@31

C anned  M e a ts  
Red Crow n B rand

Corned B eef ................. 4 25
R oast B eef ..................... 4 25
R oast M utton  ..............  4 20
Veal L oaf ................... 2 55
V ienna S ty le  S ausage  1 40
S ausage  M eat ............... 3 65
P o tted  M eat .................67%
D eviled M eat ............... 57%
le rm a n  D eviled H am  3 00 
H am b u rg  S teak  and

O nions .........................  2 05
Corned Beef H ash  . .  1 70
Cooked B ra in s  ............  3 10
Cooked L unch T ongues 3 35 
Cooked Ox T ongues .15 55
Chili Con C am e ____ 1 80
Sliced B acon, m edium  3 35 
Sliced B acon, la rge  . 5 55 
Sliced Beef. 2% oz. . 1 80 
Sliced Beef. 3% oz. 2 25
Sliced Beef, 5 oz.......... 3 00
Sliced Beef, 7 oz. . . .  8 90 
Speed Beef, tin . 3% oz. 2 26 
Sliced Beef, tin , 7 oz. 8 90

R IC E
F an cy  H ead  ...................  16

R O L L E D  O A T S
M onarch, bb ls ............... 10 00
Rolled A vena, bbls. . .  10 85
Steel Cut, 100 lb. sks. 5 50 
M onarch, 90 lb. sack s  5 25 
O uaker. is  R eg u la r . .  2 15 
Q uaker. 20 F am ily  . .  5 50

S A L A D  D R E S S IN G  
Colum bia, % p in ts  . .  2 25 
Colum bia, 1 p in t . . . .  4 00 
D urkee ’s la rge , 1 doz. 5 25 
D urkee ’s m ed., 2 doz. 6 00 
D u rk ee ’s P icn ic , 2 doz. 2 90 
S n id e r’s large. 1 doz. 2 40 
S n ide r's , sm all, 2 dos. 1 46

S A L E R A T U S

P acked  60 lbs. In box
A rm  an d  H a m m er . . 3 25
W y an do tte , 109 %3 . . 3 00

SAL SODA
G ran u la ted . bbl3........... 1 95
G ran u la ted  100 lbs. C3. 2 10
G ranu la ted , 363 pkgs. 2 25

SA LT
Solar Rock

56 lb. sack s  ................... . .  55
Common

G ranu la ted , F in e  ........ 2 20
M edium . F ine ............... 2 25

SALT FISH
Cod

M iddles ........................... . .  23
T ab le ts , l  lb ................... . .  25
T ab le ts , % lb ................. 1 75
Wood boxes ................ .. 19

H olland H erring
S tan d a rd s , bb ls ............
Y. M„ bb ls .......................
S tan d ard , kegs ...........
Y. M., kegs .................

H erring
K  K  K  K, N orw ay  . . 20 00
8 lb. p a ils  ..................... 1 40
C ut L unch  ..................... 1 25
Boned, 10 lb. boxes . . . .  29

T  ro u t
No. 1, 100 lb s ............... . .  12
No. 1, 40 lbs...................
No. 1, 10 lb s .................
No. 1, 3 lb s .....................

M ackerel
M ess, 100 lb s ............... 25 00
M ess, 50 lb s ................... 13 25
M ess. 10 lb s ................ 2 95
M ess, 8 lb s .................... 2 30
No. 1. 100 lb s ............. 24 00
No. 1, 50 lbs............... 12 75
No. 1, 10 lb s ................... 2 80

Lake H erring
% bbl., 100 lb s ............... 7 50

S E E D S
A nise ............................. 45
C anarv . S m y rn a  ........ 20
C araw ay  ....................... 50
C ardom on, M alabar 1L 20
C elery ............................... 60
H em p. R u ssian  ........... 12
M ixed B ird  ................... 13%
M usta rd , w h ite  ......... 40
Poppy ............................. 75
R ape ............................... 15

S H O E  B L A C K I N G  
H an d y  Box, la rg e  3 dz. 3 50 
H an d y  Box, sm all . . .  1 25 
B ixby 's  R oyal Polish  1 20 
M iller’s C row n P o lsh  90

S N U F F
Sw edish R apee 10c 8 fo r 64 
Sw edish  R apee. l  lb. gls 60 
N orkoping, 10c, 8 fo r . .  64 
N orkoping, 1 lb. g la ss  . .  60 
C openhagen, 10c, g fo r 64 
C openhagen, 1 lb. g la ss  60

S O A P
J a m e s  S. K irk  & Com pany 
A m erican  F am ily , 100 7 85 
J ap  Rose. 50 cak es  . .  4 85 
K irk 's  W h ite  F lake  . .  7 00

I.au tz  B ros. & Co. 
Acme. 100 cakes  . . . .  6 75 
Big M aster, 100 b locks S 00
Clim ax,. 100s ............... 6 00
Clim ax. 120s ............... 5 25
Q ueen W hite . 80 cak es  6 00 
O ak Leaf. 100 cakes  6 75 
Q ueen A nne, 100 cakes R 75 
L au tz  N ap h th a , 100s 8 00

P ro c to r  & G am ble Co.
L enox .............................  6 00
Ivory, 6 oz.......................  8 00
Ivory, 10 oz................... 13 35
S ta r  .................................  7 85

Sw ift & C om pany 
C lassic. 100 b a rs , 8 oz. 7 50 
S w ift's  P rid e , 100 8 oz. 6 00
Q uick N a p th a  ............... 6 50
W hite  L aundry , 100 8

oz..................................... 5 90
Wool, 24 ba rs , 6 oz 1 70 
W ool, 100 ba rs , 6 oz. 7 00 
W ool. 100 ba rs , 10 oz 11 00

T rad esm an  C om pany 
B lack  H aw k , one box 4 50 
B lack  H aw k , five bx s  4 25 
B lack  H aw k , te n  bx s  4 00 

Box co n ta in s  72 cakes, li 
Is a  m ost re m ark ab le  d irt 
and  g rea se  rem over, w ith 
o u t in ju ry  to  th e  skin.

Sc o u rin g  P ow d e rs  
Sapolio, g ro ss  lots . : . .9  50 
Sapolio. h a lf  gro. lo ts 4 85 
Sapolio. single boxe3 2 40
Sapolio, h and  ..............  2 40
Queen Anne, 60 can s  3 60 
Snow M aid, 60 can s  . .  3 60

W a s h in g  P ow d ers  
Snow Boy, 100 5c . . .  4 10 
Snow Boy, 60 14 oz. 4 20 
Snow  Boy, 24 pkgs. 6 00 
Snow Boy, 20 pkgs. 7 00

Soap P ow ders 
Johnson ’s  F ine , 48 2 6 75
Jo h n so n ’s X X X  100 . .  5 75 
L au tz  N a p h th a , 60s . .  3 60
N ine O’c lo ck  ............... 4 25
O ak L eaf, 100 pkgs. 6 50 
Old D utch  C leanse r 4 00 
Q ueen A nne, 60 pkgs. 3 60
R ub-N o-M ore  ............... 5 50
S unbrite , 100 cans  . . . .  4 50 
S unbrite , 50 can s  ___  2 30

SODA
Bi C arb  K egs ........  4

SP IC E S 
W hole Spices

Allspice, J a m a ic a  ___  @18
Cloves, Z an z ib a r . . . .  @45
C assia, C an ton  ........... @30
C assia, 5c pkg. doz. @40
G inger, A frican  ......... @15
G inger, C ochin ........... @20
M ace, P en a n g  ............. @90
M ixed, No. 1 ............... @17
M ixed, No. 2 ............... @16
M ixed, 5c pkgs. doz. @45
N utm egs. 70-8 ........... @50
N utm egs, 105-110 . . .  @45
P epper, B lack  ............. @30
P epper, W h ite  ............. @40
P epper, C ayenne ___  @22
P a p rik a , H u n g a ria n  

P u re  G round in Bulk 
A llspice, J am a ic a  . . .  @20 
Cloves, Z an z ib a r . . . .  @55
C assia, C an ton  ........  @40
G inger, A frican  ......... @28
M u sta rd  ......................... @42
M ace. P e n a n g  . . . .  @1 00
N u tm eg s .......................  @42
P epper, B lack  ........... @34
P epper, W hite  ........... @43
Pepper, C ayenne  ___  @29
P a p rik a , H u n g a ria n  ..@ 60 

Seasoning
Chili Pow der. 10c .........  90
C elery Sa lt, 3 oz................ 95
Sage, 2 oz.............................  90
Onion S a lt ................... l  35
G arlic  ............................. 1 35
P onelty , 3% oz.............. 2 25
K itch en  B ouquet . . . .  2 60
L au re l L eaves  ................. 20
M arjo ram , 1 oz................ 90
Savory , 1 oz.......................  90
T hym e, 1 oz.....................  90
T um eric, 2% oz...............  90

O o long
F orm osa, M edium  . .  40@45 
Form osa, Choice . .  45@50 
Form osa. F an cy  . .  55@75

E n g lish  B re ak fa st  
Congou. M edium  . .  40@45
Congou, Choice . . . .  45@50
Congou, F ancy  __  50@60
Congou, Ex. F ancy  60@80

Ceylon
Pekoe. M edium  . . . .  40@45 
Dr. Pekoe, Choice ,.45@48 
F low ery  O. P . F an cy  55@60

TWINE
C otton , 3 ply cone . . . .  65 
C otton , 3 ply ba lls  . . . .  65 
Hem p, 6 p ly  '....................  25

V I N E G A R
Cider, B en ton  H a rb o r . .  30
W h ite  W ine, 40 g ra in  20 
W h ite  W ine, 80 g ra in  26 
W h ite  W ine, 100 g ra in  29 
O akland  V in eg ar & P ick le  

Co.’s B rands.
O akland A pple C ider . .  35 
B lue R ibbon Corn . . . .  25 
O akland W hite  P ick lin g  20 

P a c k ag e s  no charge.
W I C K I N G

No. 0, p e r g ross . . ___  70
No. 1. p e r g ro ss  . . ___  80
No. 2. pe r g ross . . . .  1 20
No. 3, per g ro ss  . . . .  1 90

W O O D E N W A R E
B askets

B ushels, w ide band,
w ire hand les _____ 2 00

B ushels, w ide band,
wood hand les  .......... 2 25

M arket, drop  hand le  . . 85
M arket, single hand le 90
M arket., e x t r a ............... 1 35
Splint, la rg e  ............... 8 00
Splint, m edium  .......... 7 00
Splint, sm all .............. 6 00

B u tte r  P la te s
W ire E nd

% lb.. 250 in c ra te  . . . 60
1 lb., :250 in  c ra te  . . . 65
2 lb.. 250 in c ra te  . . . O
3 lb.. 250 in c ra te  . . . 85
5 lb., 250 in c ra te  . . . . 1 15

STARCH
Co rn

K ingsford . 40 lbs............11%
Muzzy, 48 1 lb. pkgs. . .  9% 
Pow dered , b a rre ls  . . . .  7% 
Argo, 48 1 lb. pkgs. . . 4 1 5

Kingsford
S ilver Gloss, 40 lib . . .  11% 

Gloss
A rgo, 48 1 lb. pkgs. . .  4 15
Argo, 12 3 lbs................ 3 0*
A rgo, 8 5 lb s .................  3 40
S ilver Gloss, 16 31bs. ..11%  
S ilver Gloss, 12 61bs. ..11%

M uzzy
48 lib . p ackages  .......... 9%
16 31b. p ackages  ........... 9 tí,
12 Rib. p ackages  .......... 9%
>0 lb. boxes ................... 7 ri»

S Y R U P S
Co rn

B arre ls  ................... 7=;
H alf B arre ls  ................... . S I
Blue K aro, No. 1%.

2 doz-............... ;; 40
Blue K aro , No. 2, •> dz. 4 OU
Blue K aro , No. 2%, 2

doz................................... ñ ir»
Blue K aro , No. 5, 1 dz. 5 10
Blue K aro. No. 10,

% doz............... 4 s
Red .K aro . No. 1%, 2

doz....................... 2 ñ!
Red K aro. No. 2:. 2 dz. 4 Si
Red K aro  No. 21*2 2 dz. 5 4;
R ed K aro . No. 57 1 dz. 5 30 
Red K aro, No. 10, %

doz..................................  5 Ua
Pure  Cane

F a ir  ...................................
Good ...................................
C h o ice» ...............................

T A B L E  S A U C E S
Lea & P e rr in , la rg e  . .  5 75 
L ea  & P e rr in , sm all . .  3 25
P ep p er .............................  1 25
Royal M int ................... 1 50
T obasco  .....................  3 00
E n g lan d ’s  P r id e  . . . .  1 25
A -l, la rg e  .....................  5 00
A -l, sm all ..................... 2 90
C apers  ...........................  1 80

TEA
Jap an

M edium  ..................... 40@ 42
Choice ......................... 49@52
F an cy  ......................... 60 @61

I , fe u  .».•■! I t .
B ask e t-h ired  Choice 
B asket F ired  Fancy
No. 1 N ibbs ................... @55
S iftings, Bulk ............  ' ul \
Siftings. 1 lb. pkgs. @23

G unpow der
M oyune. M edium . . 354i>40
M oyune. Choice ___  40@45

veunc  Hyson
Choice ..........   35@4ti
Fancy .......................  50@6A

C h u rn s
B arrel. 5 gal., each  . .  2 40 
B arre l, 10 gal. each  . .  2 55
Stone, 3 gal........................ 39
Stone, 6 g a l.......................  78

C lo th e s P in s  
Round H ead

4% inch, 5 g ross . . . .  1 60
C artons, 60 24s ........  4 50
C artons. 25 60s ..........  4 40

E g g  C a se s
No. 1, S ta r  ................... 4 00
No. 2, S ta r  ..................... 8 00
12 oz. s ize  ....................... 4 50
9 oz. size .....................  4 25
6 oz. size ..................... 3 90

F au ce ts
C ork lined, 3 in ...............  70
C ork lined, 9 in ..................  90
C ork lined, 10 in ................ 90

M op  S t ic k s
T ro jan  sp rin g  ........... 1 75
E clipse  p a te n t sp rin g  1 75
No. 1 com m on ........... 1 75
No. 2. p a t. b ru sh  hold 1 75
Ideal. No. 7 ................... 2 00
121b. co tton  mop h eads  3 25 
9 lb. co tton  mop h ead s  2 40

P a lls
10 qt. G alvanized  . . . .  3 65 
12 q t. G alvan ized  . . . .  4 00
11 qt. G alvanized  ___ 4 50
F ib re  ...............................  8 00

T oothp icks
Ideal ...................................  65

T rap s
M ouse, wood, 4 holes . .  60
M ouse, wood, 6 holes . .  70
M ouse, tin , 5 holes . . . .  65
R at, wood .........................  so
R at, sp rin g  .....................  80
M ouse, sp rin g  .................  2u

T ubs
No. 1 F ib re  ................. 42 00
No. 2 F ib re  ................. 38 00
No. 3 F ib re  ............... 33 00
L arg e  G alvanized  . .  12 00 
M edium  G alvan ized  10 50 
Sm all G alvanized  . . . .  9 50

W ashboards
B an n er Globe ............... 4 75
B rass , S ingle ..............  6 50
G lass, S ingle ..............  6 00
D ouble P ee rle ss  ........  7 00
Single P e e r lis s  ..........  6 50
N o rth e rn  Q ueen ........  5 75
U niversal .......................  6 25

W indow  C leaners
12 in ...................................  1 65
14 in .................................... 1 85
16 in ...................................  2 30

W ood Bowls
13 in. B u tte r  ............... 3 00
15 in. B u tte r  ............... 7 00
17 in. B u tte r  ............... 11 00
19 in. B u tte r  ............... 12 00

W R A P P IN G  P A P E R
F ib re , M anila, w h ite  5 
F ib re, M anila, colored
No. 1 F ib re  ...................  7
B u tch e rs ’ M an ila  ......... 6
K ra f t  ...............................  8%
W ax  B u tte r , sh o rt c’n t  20 
P a rc h m ’t  B u tte r, ro lls 20

Y E A S T  C A K E
M agic, 3 doz................... 1 15
Sfunlight, 3 doz...............1 00
S unligh t, 1% doz...........  50
Y east Foam , 3 doz. . .  1 15 
Y east Foam , 1% doz. 58

Y E A S T — C O M P R E S S E D  
F le ischm an , p e r  doz. . .  24

SPECIAL 
Price Current

A X L E  G R E A S E

KITCHEN 
K LENZER

SO can  cases, $4 p e r case

P E A N U T  B U T T E R

B e l-C a r -M o  B ra n d

8 oz., 2 doz. in case  . .  3 50
24 1 11». p a ils  ................. 6 40
12 2 lb. pails ............  5 90
5 lb. pails, 6 in c ra te  6 40
10 lb. pa ils  ................... 21%
15 lb. pails ....................  21%
25 lb. pails ....................  21
50 lb. tin s  ......................  20%
100 lb d ru m s ............  20%

S A L T
M o rto n ’s  S a lt

P er case, 24 2 lb s ..........l  80
Five case  lo ts  ............  1 70
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Arbitrary Symbo'.s W hich Tell About 
Mental Growth.

Do you realize that your son and 
daughter  dread the first of the 
month, or the days just  following the 
end of the school term, as the so-call
ed funny papers say you dread the 
letter-carrier 's  m onthly deluge of bills? 
Haven't  you ever observed the anx
ious expression of countenance that  
awaits your comment on the school 
report?

You old fraud, do you actually be
have upon that occasion as if yoii 
never were in school yourself? Do 
you pretend that  your marks always 
gave unalloyed satisfaction to your 
own parents? Have you forgot
ten?

It  sometimes seems to me that 
parents have lost all sense of pro
portion and perspective, if not all 
sense of humor. I was told last 
spring of a broken-hearted young 
girl at a certain well-known wom en’s 
college whose mother actuallv told 
her that because she had "flunked" 
in some of her examinations, she 
“needn’t come home.” Of course 
she did not mean it. but it was a cru
elty whose scar will never leave that  
g i r ls  soul: it will sour her relations 
with her m other as long as she lives.

When you have looked over your 
child's report  and read those cabal
istic "B s and "C’s” and"D"s" and 

E s, do you really know how much 
he or she knows about the subjects 
to which they relate? Do thev re 
ally tell you anything worth while 
about what your child has been do
ing at school, much less what kind of 
teachers are awarding those marks? 
Most parents take the marks as if 
they were given from On High by 
some omniscient Power able to as
sess with judgment and finality; 
they accept them as the basis for 
comment and sometimes for verdict 
and sentence beyond the range of 
comon-sense and even of plain de
cent humanity.

Do you know what kind of a mind 
your son has. anyway? W hat do 
you know about his mind? W hat  do 
you know about the mind of the 
teacher who thus marks human be
ings up or down? Don't  you re 
member how. when you were in 
school yourself, you got along very 
well in the classes from day to day. 
but on examination suffered torment 
of nervousness and overstrain and 
maybe flunked just  because it was 
“examination” ? But perhaps you 
were one of those glib bluffers who 
slide through the examination on the 
strength of special tu toring  or all- 
night “cramming*’—althougfn you loaf
ed all through the course and reallv

know no more of the substance of 
the subject than if it were Choctaw.

Personally  I have a very poor 
opinion of school marking systems. 
I would not attach much importance 
to my own son's marks unless I 
knew a good deal about the teachers 
who made the marks. More than 
that—if the nervous condition of the 
child at the time of examination is 
worthy of consideration how would 
it be it" the teacher had a splitting 
headache or a bad digestion, or a 
-our disposition at the time when he 
was examining the papers?

A school superintendent said to me 
not long ago:

"I was very curious to see how a 
test paper would be marked by a 
hundred or more of the teachers un
der me. I sent an identical copy 
of the questions and of the answer- 
paper of one of the pupils to each. 
W hen I got the papers back there 
were marks as low as 29 and as high 
as 90, with all the various grades in 
be tw een!

Xow if this great discrepancy 
could occur in a test paper with no 
personality of the child to help of 
hinder or illuminate or condone, 
without any chance for favoritism or 
prejudice, how much greater  margin 
for difference would there be with 
personal likes and dislikes, know
ledge of home conditions and other 
circumstances, to color the judg
ment one way or the other— saving 
nothing of the personal equation of 
the teacher, his clearness of mind or 
temper at the time, whether he is 
severe or lax. his own idea of the L

RETAILERS—
N ow  is the Time to Sell

COFFEE
C offee— th e  moat IN D ISPEN - 
S A B l E  an d  y e t  th e  least E X 
P E N SIV E  item  o f  yo u r  m enu.

Never in the history of the trade has there been a time 
like this! Coffee is the liv e  topic. Coffee is in the public 
prims,—in the public eye,—in the public mind.

Imagine!—$25,000 are spent every month to advertise 
Coffee. This is spent in praise of Coffee,—in defense of 
Coffee. To boost the Coffee “idea”,—to sell Coffee generally.

The purpose is to increase the consumption of Coffee, 
—not any one brand, or grade,—but all coffees of all kinds, 
—yo u rs  among the rest.

This advertising is creating demand. It is arousing in
terest. People are thinking about Coffee—inquiring about 
Coffee, getting ready to buy Coffee,—more and m ore.

Naturally—the Retailer is the first point of contact. 
Your store is the central station for your trade. If you 
don’t show Coffee, and talk Coffee, and sell Coffee,— what 
will your customers think?

You are in business to sell goods. Naturally you sell 
what is wanted. Right now everybody wants Coffee. 
It’s up to yo u !

Get busy! Show your brands,—make window, counter 
and show-case displays. Paste in the ads in your win
dows,—put up your signs. Include Coffee in every sale, 
and make it a part of every ’phone order.

I f  yo u  d o n ’t  m ake m oney now, 
it is y o u r  own fa u l t !  W rite  
th is  p a p e r  fo r  p a r t ic u la r s .

C opyright 1939 by th e  Jo in t Coffee T ra d e  P ublic ity  C om m ittee  of th e  U nited S ta tes .
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Don’t Let High Coffee 
Prices Scare You

D on ’t ruin your coffee business by recom m ending cheaper grades. 
\  ou re lost the very moment you start to recommend cheaper grades 
o f coffee to your customers. People W ILL pay the price for good 
coffee. Nero Coffee will always be o f  the same high uniform quality 
regardless o f  what the “ other fe llow ”  does. Nero quality W IL L  be 
maintained. Nero is shipped to you the very day it is roasted. The 
best coffees grown go into every package. You can keep your cus
tom er's confidence and increase your coffee business despite high prices 
by recom m ending Nero.

Cash in on This Advertising Co-operation
A 22 week newspaper advertising campaign is now' running in Bay City, Saginaw, and other 
M ichigan cities. More to come. W rite us today for details o f our plan that will help you to 
maintain and increase your coffee business regardless o f  high prices.

Royal Valley Coffee Company
i l l  East Larned St. Detroit. Michigan
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relative importance of recitations and 
test papers; whether when he marked 
the paper he was tired or lazy or 
nervous, or had plenty of time or 
was in a hurry. All these things 
govern marks.”

You cannot calmly sit at home and 
write your signature, “John Jones,” 
on your child’s report and think your 
responsibility discharged. You must 
go to the school, cultivate acquaint
ance with the teachers: form a judg
ment as to the reactions of their 
minds upon the mind of your child. 
Their responsibility is joint with 
yours; you cannot simply turn this 
growing life over to them and wash 
your hands of the business. You 
must know whether the possibilities 
of that child are being strengthened, 
or warped and suppressed, by the 
people who now see more of him 
than you do.

The fact that your son gets good 
marks all through his school life is 
no guarantee that his mind and char
acter are being enriched and develop
ed really, that he has gained mental 
power and broad scope of knowledge 
to equip him for life. One of the 
men who devised the pyschological 
tests for the army told me that it 
was not always the college man who 
could adapt himself the most quickly 
or m ost efficiently to new duties and 
conditions: that a man had stood 
well in his classes or graduated with 
honors was no assurance that he 
would come through the test bril
liantly or even passably well. When 
they asked him “W hat can you do?’’ 
“How long will it take you to learn 
som ething else?" his real quality 
came out. for if he could do nothing, 
fas was frequently the caseY had 
not the power of mind quickly to 
grasp another kind of work, his 
achievements in the matter of marks 
at school or college stood him in 
little stead. Many college grad
uates never got abroad simply be
cause they had no aptitude for taking 
up new subjects.

It is by no means unlikely that 
your child gets poor marks because 
he has a poor teacher. Henry Clay 
Trumbull used to say, “Unless som e
thing has been learned, nothing has 
been taught.” In a very real sense, 
poor marks are a reflection not upon 
the pupil but upon the teacher. What 
do you know about this when you

look so loftily upon the report that 
your child brings home and con
dem n- him because the teacher has 
written “D ” or “E ” where you would 
like to see “A ”? Are you leaving the 
entire development of your child’s 
mind to total strangers, trusting to 
luck that they shall find out his cap
acities and make the most of them, 
or discover shortcomings or handi
caps that should have had your own 
wise and careful attention long ago?

The doctor who examined the 
soldiers for their efficiency put 
through sometimes many hundred in 
a day. There was much room for 
mistake and misjudgement. W hat 
could he know about their personal
ities? Teachers with large classes 
have a better knowledge of their pu
pils than that, but they are still bad
ly handicapped in the classification of 
their results. They must have your 
help, and I am making now a plea 
at the outset of the school year that 
you shall cultivate companionship 
with your children, know them 
thoroughly, and give to the teachers 
the benefit of that knowledge rather 
than to depend for your touch with 
them upon conventional symbols 
which are just as likely to be wrong 
as right, and the more likely than 
not to create a barrier between you 
and your young folks, making them 
afraid of you and telling you nothing 
about what is really happening to 
them in school.

Prudence Bradish.
[Copyrighted. 1919.1

Just Like That.
At Kalamazoo Sunday, as we stepped 

up to the counter the boy in the drug 
store remarked:

“It’s nice and cool this morning, but 
it will probably warm up before the day 
is over.”

“Yes.” we said sententiously, “it's a 
peculiar thing, but it’s a way it has. It 
is always warmer in the summer than 
it is in the winter, and what is equally 
strange, cooler in the winter than it is 
in the summer. Now, it would be a 
great thing if it would only be cold in 
summer when it is so darned hot and 
hot in the winter when it is so darned 
cold.”

The boy looked at us a minute and 
then asked, just like that:

“What’ll it be?—a nut sundae?”

W ilm arth show cases and store fixtures in W est M ich igan 's biggest store

In Show Cases and Store Fixtures Wilmarth is the best buy—bar none
Catalog— to merchants

WILMARTH SHOW CASE COMPANY 
1542 Jefferson Avenue Grand Rapids, Michigan

M a d e  In G rand Rapids

BUSINESS WANTS DEPARTMENT
Advertisements Inserted under this head for three cents a word the first 

Insertion and two cents a word for each subsequent continuous Insertion. 
If set in capital letters, double price. No charge less than 25 cents. Cash 
must accompany all orders.

BU SINESS CHANCES.

F o r Sale—C om plete se t g rocery  fix tu res 
co n sis tin g  of floor cases, re fr ig e ra to r, 
cash  reg is te rs , scales, stoves, e tc . W ill 
sell w hole o r p a rt.  A ba rga in . A ct quick. 
A ddress No. 456, care  M ichigan T ra d e s 
m an. 456

TO LIV E GROCERYM EN ONLY—If 
you a re  m ak in g  tw o th o u san d  do llars  
an n u ally  on you r in v estm en t of e ig h t o r 
m ore, w hy no t pick up a  chance  and  
m ake e igh t th ousand  o r m ore on the  
sam e  in v estm en t?  W rite  C. J. B irch, 
P ro c to r, M innesota. 457

W A N T E D —To sell o r re n t m y flour 
and  feed mill loca ted  in O tsego. A ddress 
W . C. D ann, O tsego. M ichigan. 458

F o r Sale—G eneral m erch an d ise  s to re . 
Postoffice in connection . H olland s e tt le 
m ent. E ng lish  m erchan t. Good reaso n s  
fo r selling. A ddress No. 459, c a re  M ichi
gan  T rad esm an . 459

H ard w are  F o r Sale—O ne of th e  best 
loca tions in S ta te . Good reaso n s  fo r 
selling. A ddress No. 460, c a re  M ichigan 
T radesm an . 460

To E xchange— E ig h ty  a c res  land, stock, 
crops and  tools fo r s to ck  of m erchand ise . 
J. J . Rodgers, R u ra l R oute  No. 1, H onor. 
M ichigan. 461

W an ted  To B uy O r R en t—C om m ercial 
hotel by  experienced  ho te l m an ; w ould 
consider m a n ag em en t; p ay ing  p roposi
tion. A ddress  H otel. 469 P ip es to n e  St., 
B en ton  H a rb o r, M ichigan. 449

FO R SA L E—W E L L  LO CA TED  F A N 
CY GROCERY in b e st so u th e rn  c ity ; 
h ea lth y  and  d e lig h tfu l c lim a te ; s tock  
ab o u t $10,000; a n n u a l sa le s  n early  $150,- 
000. Box 1575, S avannah , G eorgia. 450

W an ted —One seco n d -h an d  cash  re g 
is te r. Give fu ll d esc rip tio n  and  p rice in 
firs t le tte r . G lenn B an ton , B u tte rn u t, 
M ich ig an .____________________________ 454_

F o r Sale—E stab lish ed  g roce ry  and  
m e a t business. Good clean  stock . F in e  
iocation . D oing business  of $24,000 y ea r- 
ly. G. S'. C olem an & Son, 1024 N o rth  
Rose St., K alam azoo, M ichigan. 455

FO R SA L E—STOCK C F  G R O C ERIES 
A N D  G E N E R A L  M ER CH A N D ISE: lo c a t
ed in a  live M ichigan tow n ; doing  a  
good b u sin ess ; a lso  h av e  post-office w hich 
b rin g s  $650 p e r  year. Good reason  fo r 
selling. A ddress No. 437, care  M ichigan 
T rad esm an . 437-

W an ted —T in n ers  a t  once. C hurchill 
H a rd w are  Co., G alesburg . Illinois. 438

------------ : We h av e  th e  only m ethod  fo r
selling  m erch an d ise  s to ck s  a t  100 cen ts. 
T w e n ty -tw o  y e a rs  experience in tw e n ty - 
one S ta te s . R eferences and  m ethods 
free . W . D. H am ilto n  & Co., G alesburg , 
Illinois. 439

W an ted —C om m unication  w ith  anyone 
w ho w ould like to  go in to  th e  autom obile  
supp ly  business. Y oung m an  a t  p re sen t 
engaged  in g roce ry  or h a rd w a re  b u s i
ness  p re fe rred . E. A. B ow m an. 719 Jo h n  
R  S tree t, D e tro it, M ichigan. 444

F o r Sale—G eneral m erch an d ise  s tock  
in  live  v illage in p rosp e ro u s  fa rm in g  
com m unity . R eason, ill h e a lth . In v e s ti
g a te  quick . A ddress No. 443, c a re  T rad e s 
m an. 443

H ig h est p rices  paid  fo r all Kinds of 
s to ck s  of m erchand ise . C harles  Gold- 
s tone, 1173 B rush  St.. D etro it._______ 149

F o r Sale— M cC askey acco u n t reg is te r, 
ad d in g  m ach ine, cash  reg is te r, m im eo
g rap h , sa fe  an d  o th e r  fix tu res  a t  about 
o n e -th ird  o rig inal cost. Jos. VVeiler, 
C lney, Illinois. 397

W ill p ay  cash  fo r  w hole o r  p a r t  s tocks 
of m erchand ise . L ou is  L evinsohn, S a g i 
naw , M ichigan. 717

G E T  MY TA N K S— M ake b ig  m oney d e 
veloping films. P a r tic u la rs  free . G IL- 
L E T T , Boscobel, W isconsin . 419

FOR SA LE—O N E  300 M cCASKEY 
ACCOUNT reg is te r. In good condition . 
A ddress W m . F u e llin g  & Son, F a rm e rs -  
burg , Iow a. 433

F o r Sale—One No. 6 H u b b u rt bake  
oven, $200 and  one No. 8 H u b b u rt bake 
oven. $100. F ra n k  Schroeder, M ancelona, 
M ichigan. 447

W an ted —To buy good ru n n in g  stock  
of m erchand ise , d ry  goods o r g en era l 
s tock  in good tow n. A ddress No. 431, 
c a re  M ichigan T rad esm an . 431

Vogt’s Rebuilt 
Gash Registers
Get our prices.
A ll makes and styles. 
Hundreds of satisfied 
customers brought to 
us through Michigan  
Tradesman. A sk  for 
information.

J. C. VOGT SALES CO. 
Saginaw. Mich.

C ash R eg iste rs  ta ll m akes) bough t 
sold, exchanged  and  repa ired . R EBU ILT 
CASH R E G IS T E R  CO., In co rpo rated , 12Î 
N orth  W ash ing ton  Ave., Saginaw , M ich
igan. 128

Chocolates

Package Goods of 
Paramount Quality 

and
Artistic Design

g u a r a n t e e d

b r a n d
PEANUT
BUTTER

■ ET w e r  2 CBS. 
MAMUrACTURfc O

In sizes 
from 8 oz. 
to 100 lbs.

Originators of the Sanitary 
Tin Package for Peanut 
Butler.

Bel-Car-Mo
Peanut Butter

The sanitary process by 
which this delicious Peanut 
Butter is made and packed 
e n a b l e s  its makers to 
guarantee the quality.

— Ask Your Jobber
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Late News From the Cloverland of 
Michigan.

Sault Ste. Marie. Sept. 2— C. E. 
Cornwell, of D etroit, was a business 
visitor here last week. In  discussing 
the high cost of living and the rates 
charged by the various hotels, Mr. 
Cornwell tells us of one of the best 
hotels in Newark, Ohio, the Arcade 
Hotel, has seventy-up-to-date m od
ern room s with baths at $1.25 per day 
and gives a line meal a t 35 cents, 
consisting of soup, three kinds of 
m eat, two kinds of vegetables, tea, 
coffee and milk. T his sounds like a 
dream, but com ing from Mr. Corn- 
well we are satisfied that it is a fact.

"A handuil of com m on s e n s e  is
worth a bushel of b ook 1e a r n i n g .

A 1;irge  dele g a t  i oiti of m em bers of
the V:acht Clui1 of <Jlevel and will ar-
rive in the Soo nex t Ihursday  on a
si s i l t s e e i n g  e xpedi tion. T h e y  wilt
be acicom pa nie«d by the Naval Sum-
m et 1land of fo r  t v piece:5. A rrange-
m eats are unde r wa v to give them  a
good 1:ime while? here: so tla at they will
leave the Soo with a g ood irnpres-
si o n . The}- ex pect to rel.urn by way
of Ge<o r g i a n  Bay.

Lab or dav \vas t:elebr ated at the
Soo iri a fitting m a m tier tlite Canadians
unitmig with t he A meric an? m aking
a roll s i n g  ce  le hr a tii311. 1 he sports
were held at C lov e r l a n id Park, the
p r i n  ci]pal speal:er bein g Julius Due-
telbau m. editor of t he Dietroit Labor
News.

fourth lockThe o p e n i n g o f the
will take pialee abon t Septem -
her 15. although iio dc¡finite plans
h a v e  ;as vet be en niiade for the cele-
bratio n. Mr. Spalding A ssistant
Super:intendent of the L ocks. is the
o l d e s t m an in the servi ce and saw
the open in g  Oii the four locks, lie
was tour years old when the first
lock, whic•h was bui It by the s ta te of
Michigan. was ope ned in 185 5. I n
those day s there we■re not manty peo-
pie in the Soo and at the op>eilil ig  of
the State Lock he was takien ilon g
to help m ake up a large cro W( Mr.
Spalding's’ first api lointm ent is A s-
sis tant Superintendlent was c>n the
State Loc:k in 1877 . when the

U
canal

was later taken ov er by tli«e ni t e d
States Governm ent , but \v;ciS again
appointed to the same positic>n. D ur-
ing the first a d m  in i stra tion  iof I>resi-
dent Clev e l a n d .  Mr. Spalding: wa s re
moved Inut was re■appointe!i dia r i n g
the administration of President H a r 
rison. He was out of luck only dur
ing the change of administration. ■ ut 
D still on the job.

Maior Genicral Wood, orie oi
country’s dis tinguished arnrv ofticers.
paid the Soo a visit last \ve<.‘k. A fte-
inspecting F ort Bradv. he w a s ten-
de r e d  a com nlimentarv lim cheo n by
the Le Sault Saint Marie Club. The
General has imanv admirers here who
will he pleas ed to see him the next
President of the United; States.

Sidney McLaughlin. well-known 
meat merchant of Detour, is rejoic
ing over the arrival of a new daugh
ter and is receiving' the congratula
tions of his many friends

The city is to he congratula ted r n 
the purchase of a new motor fire 
truck which arrived last week, being 
Pile of the best  of its kind in the 
State. The few demonstrations have 
proved that it is all that  could be 
expected.

“Habits are like Porous plasters, 
ease to acquire hut hard to act rid 
of." William G. Tapert.

Couldn't Say.
A lady who sat near a famous 

bishop at a dinner said to him in a 
most enquiring voice:

"My aunt was prevented at the last 
moment from sailing in that ship 
which foundered last week. W ould 
you not. bishop, call that a most pro
vidential interposition?”

“Can’t tell," chuckled the divine. 
“ I don't know your aunt!"

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

A ll Com m on Stock. Fully-Paid and Non-Assessable.

No Preferred Stock. No Watered Stock. No Bonds. No Debts.

The stock of the above company is being offered to investors as an unusual investment oppor
tunity because of the extraordinary advantages possessed by the company for the manufacture of 
cement.

DETERMINING FACTORS IN THE SUCCESS OF A CEMENT PLANT.

Amount of raw materials available, chemical composition of materials, physical character of 
materials, location with respect to market, fuel supplies, transportation routes, management.

The Company owns sufficient raw materials above lake level to maintain a large cement plant 
for J00 years or more.

The chemical and physical aspects of the material have been proven excellent by the fact that 
the use of the material has produced one of the best Portland Cements of Michigan for over Y l 
years besides the limestone has been and is being used by iron furnaces, foundries, road commissions, 
sulphite mills, etc.

By means of two railroads and water transportation it will have the best possible distribution 
for its finished products; the railroads enabling it to take care of its large local market and by water 
transportation it can reach all of the great consuming centers of the Great Lakes, and by means of 
water transportation it can bring coal to its plants at a much cheaper rate than by rail.

The management of the company is in very able and safe hands.
It can therefore be at once recognized that the Petoskey Portland Cement Co. possesses every 

natural and elementary advantage in favor of success. This fact in turn is evidence that as an invest
ment the stock of this company possesses great possibilities.

SAFEGUARDS OF THE INVESTMENT.

In considering this stock as an investment from the angle of safety, understand that there is 
no prospecting or experimenting to be done, because the rock business alone has proven itself a very 
profitable business and the Newaygo Portland Cement Co. has proven beyond question that a very 
high grade Portland Cement can be manufactured from the raw materials furnished it by the Pe
toskey Portland Cement Co.

Money secured from the sale of stock is not expended in experimenting but goes directly into 
expansion of the crushed stone business to a large scale by the building of a dock, now under construc
tion, and a large additional crusher and the remaining capital will build a modern cement plant of 
2,400 barrels per day capacity. It is therefore evident that all money subscribed goes directly into 
Dividend-Earning-Equipment.

Further it can be said upon the authority of reliable geologists that the Company's raw ma
terials alone are worth three times the entire capitalization of the Company.

To the man who appreciates the Great Reconstruction Era ahead and also the Great Concrete 
Road building boom, the offering of this stock will appear as a real opportunity to participate in the 
great profits of the future.

We invite your thorough investigation through all reliable sources.

F. A. Sawall Company, Inc.
405-6-7 Murray Bldg. Grand Rapids, Michigan

F. A. SAWALL COMPANY, Inc.
Grand Rapids, Mich.

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

Narre ................ ...........................................................................................................................................................  ..................

Address................................................................................................................................................................

T he M ichigan S ecu rities  C om m ission does no t recom m end th e  p u rch ase  of an y  secu rity  an d  its  app roval 
m ust no t be co n stru ed  by  in v esto rs  a s  an  endo rsem en t of th e  value.


