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My Symphony
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' T ^ O  live content with small means; 
A  to seek elegance rather than lux-
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ury; and refinement rather than

-kkkk
fashion; to be worthy, not respectable; k

-k
♦

and wealthy, not rich; to listen to stars •k-kk

and birds, babes and sages .with open
-kk-it
k

heart; to study hard, to think quietly, kkk

act frankly, talk gently, await occasions, kk
•k

hurry never; in a word, to let the
-k•kkk

spiritual, unbidden and unconscious, k-kk

grow up through the common— this is •kkk

my symphony.
-kkkk

William Henry Channing. -kkkkk
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When your customers want 
a pure syrup for table use, 
sell them

FRANKLIN GOLDEN SYRUP
because you can be sure its 
taste, color, and smoothness, 
will please them, and when 
you do that you protect 
yourself.

A pure Cane Sugar Product, - 
made by the refiners of

Franklin Package Sugars
In Four Sizes

The Franklin Sugar Refining Company
PHILADELPHIA

s|
“A Franklin Cane Sugar for every use*

G ranulated. Dainty Lumps, Powdered, 
Confectioners. Brown. G olden Syrup

7*
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Judson Grocer Co.

Wholesale Distributors

O f V

Pure Food 
Products

Grand Rapids, Michigan

Papers of AH Kinds
For Wrapping Purposes

Before placing your next order, 
write us for prices.

T h e  D udley Paper Company
Lansing, Michigan

OUR MOTTO— Prompt Shipments—Quality Stock.

Do you realize how many more sales you can 
make by explaining to your customers 

the wonderful power of—

Fleischmann’s Yeast?
It is the best known skin clarifier.

T H E  F L E IS C H M A N N  C O M PA N Yenow pqy
Washing wJ Powder

Family Size 24s

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

25 boxes @  $5.85—5 boxes FREE, Net $4.87 
10 boxes @ 5.90—2 boxes FREE, Net 4.91
5 boxes @ 5.95— 1 box FREE, Net 4.95

2J^boxes @ 6,00— *4 box FREE, Net 5.00
F. O. B. Buffalo; Freight prepaid to your R. R. Station in lots of not less than 5 boxes» 
AU orders at above prices must be for immediate delivery.
TTiis inducement is for NEW ORDERS ONLY—subject to withdrawal without notice. 

Toun very truly,

Lautz Bros. & Co., Buffalo. N. Y.DEAL 1926



Thirty-Seventh Year GRAND RAPIDS, WEDNESDAY, JANUARY 7, 1920 Number 1894
MICHIGAN TRADESMAN

(U nlike an y  o th e r paper.)
Each Issue Complete In Itself.

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

Published Weekly bv 
TRADESMAN COMPANY 

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

Subscription Price.
Tw o do llars  p e r year, if paid  s tr ic tly  

in advance.
T hree  do lla rs  p e r year, if n o t pa id  in 

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

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

issues a  m onth  or m ore old, 10 c en ts ; 
issues a  y e a r  o r m ore old, 25 c en ts ; issues 
five y e a rs  o r m ore old, $1.

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

THAT EPISODE IN LAWRENCE.
It looked for a while as though the 

controversy raised by William M. Wood, 
President of the American Woolen 
Company, with the shop-keepers of 
Lawrence, Mass., might result in some
thing useful to people in general. But 
the outcome, as announced during the 
last week was disappointing in that it 
settles nothing and tells nothing that 
was not known before. Here is the 
chronology: Mr. Wood made a public 
statement to the effect that the retail 
merchants were profiteering and that 
any advances in wages in the woolen 
mills were followed by rises in prices 
at the stores. He served notice that 
unless prices were lowered, he would 
supply the mill workers with what they 
needed at cost The merchants denied 
that they took undue profits and chal-
lensreel Mr. Wood t<o shoAY the crontrary.
A (inference folicp wed. at \viiidi Mr.
Wood gave figures In •in the Bureau
of I-labor Statistics showing- advances in
prices. His opponents, in turn, showed 
that Lawrence prices were no higher 
than those obtained elsewhere under 
similar conditions, and expressed them
selves as eager for an official enquiry. 
Mr. Wood hacked down in the most 
humiliating manner and vehemently as
serted that he did not want any en
quiry. believing it to be "a waste of 
time.” This was after it had been in
timated by certain of the Lawrence peo
ple that Mr. Wood, through his mills, 
had been all along exacting excessive 
profits himself. Finally, Mr. Wood made 
the declaration that his company would 
go on "in the development and extension 
of what it is already doing to secure 
and distribute to its employes the neces
saries of life at the lowest possible 
cost and without one cent of profit.” 
As against this, the merchants say they 
will go on and try and meet what com
petition they can after their own fashion.

Subsequent enquiry showed that the 
American Woolen Company is not now 
selling things jo  its employes. There 
is no doubt, however, of its ability to 
do this at lower prices than the Law

rence merchants can do. The company 
could buy tihngs in quantity and sell 
them at cost, the latter being something 
which ordinary merchants cannot do. 
because they are in business to make a 
living. For that matter, the employes 
could do what has been done in Great 
Britain for many years—have a co
operative buying and selling organiza
tion—and perhaps also undersell the 
regular merchants. So, too. for that 
matter, could any other considerable 
body of men in any part of the coun
try. Carried to its extreme, theoretically, 
it would lie possible in this way to elim
inate all the so-called middle men and 
have all purchases and sales made direct. 
In practice, however, there would be 
encountered many difficulties. Business 
methods and the distribution of prod
ucts as they exist are the result of 
growth and a lot of experimenting. 
They have become established because 
they have proved serviceable and satis
factory. Whenever any of them be-, 
conies wasteful or inefficient it is dis
carded for something better. Judgment, 
skill and foresight in buying, on which 
so much depends, come in great meas
ure from individual initiative, which de
mands more than a wage as recompense. 
With the assumption of the risks attend
ing such ventures must be a hope or 
promise of profits in proportion. This 
is the wav in which great businesses 
have been built up which have, by no 
means, neglected the interests of the 
general public and have in most in
stances lowered the cost of goods to 
consumers.

TOO MUCH GUESSWORK.
in these days of business systems 

and trade papers it would seem that 
few merchants would be so ¡careless 
or indifferent as to attempt to carry 
on a business without an adequate 
system of book-keeping. The fire in
surance adjuster occasionally finds 
trouble in arriving at the true condi
tion of affairs in case of loss, but in 
many of these c a s e s  it has been as
sumed that the merchant has pur
posely concealed his hooks or had 
them "burned out of sight.” Now 
comes a startling report of an in
vestigation made by the University 
of Minnesota, covering the business 
methods of 11?. retail stores in that 
State in agricultural sections.

The most striking feature is that 
20 per cent, of these merchants had 
practically no system of hooks what
ever, although all extended more or 
less credit. Another 70 per cent, 
maintained a rough system of hooks 
which showed them approximately 
what their accounts receivable and 
payable amounted to. but only 10 per 
cent, kept double entry books and 
knew their financial condition accur
ately. Tt is evident that more than

half of the group considered could 
not know where they stood financially 
and most of them admitted the fact.

It is equally obvious that the finan
cial statements furnished by such 
merchants as a basis for credit are 
the result of mere guesswork and 
that their proofs of loss would he 
open to the same impeachment. It 
it fair to assume that methods em- 
p’oyed by these merchants in the 
Minnesota towns are neither hotter 
nor worse than those in thousands 
of similar communities throughout 
the United States and that this lack 
of even approximately accurate book
keeping is a fertile source of trouble.

TEA PROSPECTS BRIGHT.
\\ ith a constantly broadening con

sumption. whether due to the effects 
of prohibition of alcoholic drinks, as 
some are disposed to think, or to a 
growing appreciation in this country 
of the merits of tea as a beverage, 
the prospects for trade in this corn- 
mod ty during the year now opening 
are field to he exceptionally promis
ing. The effects of excessive supplies 
of some varieties. notably Java 
grades, that have kept prices here in 
many cases below parity of primary 
markets are passing. The bulk of 
the stock that bad been pressing for 
sale up to a comparatively late date 
has been absorbed, much of it by 
purchases for export, a considerable 
part by home consumption and the 
balance by changing from weak to 
strong hands. The upward move
ment of prices throughout the list, 
which made considerable progress 
late last year, is expected to go on 
when active business is resumed later 
this month and to continue until the 
equilibrium between import costs and 
selling prices has been restored.

FIRE RISK MENACE.
Smaller cities and towns in the 

country are full of stables and barns 
which are now unused because of the 
substitution of automobiles for hors
es. Some of these have been trans
formed into garages but the majority 
are unoccupied and are used for stor
age or are becoming fire traps In 
many towns numerous fires have 
started in these deserted buildings, 
and an organized movement has been 
made by the state fire marshal de
partments to have them condemned 
and removed if not properly caro l 
for.

The history of Bolshevism in Ger
many and Hungary in 1010. as well as 
the work of Bolshevist propagandists 
elsewhere, makes it clear enough that 
any spread of Bolshevism would mean 
in effect rule from Moscow or by other 
members of the group of international
ists who rule in Moscow. The reaction 
of national sentiment against this alien

authority of men not gifted with the 
sympathetic qualities of the French and 
Athenian character has already contrib
uted valuable support to the resistance 
against Bolshevism; to that extent ideas 
are being fought by ideas. But ma
chine guns can he successfully fought 
only by machine guns. France and 
Athens both extended their empires be
cause 11f divisions among their enemies 
and the lukewarmness of some of the 
powers threatened by their advance. I f 
the Prussian armies that were destroyed 
at Jena and Auerstadt had been present 
at Austerlitz the year before, Napoleon’s 
sun might have gone behind the clouds 
that day; hut Napoleon was enabled t>> 
fight his enemies one or two at a time 
until 1 s 12. The rise of Athenian power 
threatened the very life of Sparta, yet 
Sparta never interfered whole-heartedly 
in the war to restrain Athens, and left 
Corinth and Aegina, the states most 
immediately threatened, to make a gal
lant hut unsuccessful defense. If Po
land and Rumania are left unsupported 
against Bolshevist Russia, more distant 
powers may find their task all the heav
ier when finally it is laid upon them: 
American neutrality of 1915 probably 
had much to do with the Russian col
lapse of 1917 and the German victories 
of the spring of 1918.

A good illustration of the inde
cision that prevails as to the future 
is afforded by the system of price guar
antees which is now so much in vogue 
among both manufacturers and whole
salers. These guarantees arc an insur- 
ance against price declines occurring 
before the delivery of the goods. It is 
a one-sided affair. In case prices go 
down, the buyer gets his goods at the 
lower levels. Should they rise, the se'l-
er p'tickets the loss. 1he plan has re-
suite“d in 1bringing out sci many com-
plaints that the lbfilerai Tt•ade Commis-
si on has set a foc>t an imrestigation in
the matter. Tt is asserìted that gtiaran-
tees of the kind h;ave fu"eve■nted a reduc-
t i on in the- high C O St 'of living. Tt is
cert;tin that they lilave eneouraged rather
too liberal luiyin;g. becam;e purchasers
were■ taking* no ri:sks. aiid this very lav-
ish buying has 1lelped ini pushing up
priceis. Bnit then,i is no unanimity of
sentiment in the mattor. and so the
a >mmission is tr_\,'ino- r0 £ret a general
consensus «>f opirlion from commercial
and civic 1lodies. trade or;cans and pa-
pers,, labor groups and ifarmers* associa-
tfi 'll; Written statements ;ire called for.
and these will lie classi flO(1 and distrib-
u ted Then will follow a regular hear-
ing 1tefore the commission of all parties
interested. It will take a couple of 
months o r so before such a hearing can 
be had. so that no very immediate result 
may be looked for. But the conclusions 
finally arrived at may affect the dealings 
for next fall and thereafter.
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MICHIGAN TO OREGON.

Thirty-Three Hundred Miles By 
Automobile.

P o rtlan d , O regon. Dec. 30—W ould th a t  
it w ere  possible fo r every  lover of n a 
tu re , and  fo r all those  w ho revel in th e  
G reat O ut-O f-D oors to  jo u rn ey  across  
th e  co n tin en t by m otor.

T o  one whose chief object is to  reach  
h is  d e s tin â t on and  w ho p re fe rs  to  trav e l 
in  all th e  com fort and  luxury  of home, 
a  Pu llm an  coach is the  only w ay; bu t 
to  one to  w hom  n a tu re  m akes a s tro n g  
appeal, to  one who can  see in th e  sky 
above and  th e  e a r th  benea th  G od's w on
derfu l hand iw ork , no g re a te r  p leasu re  
can  be im agined th a n  to  tra v e l by p riv a te  
conveyance.

C ur g ra n d fa th e rs  a n d  g ran d m o th e rs  
and  g re a t-g ra n d p a re n ts  have told ta le s  
of th e  exodus W est in "49. of w h a t it 
m ean t to  tra v e l, th ree  o r fo u r th ousand  
m iles in  a  covered  w agon behind  a  team  
of oxen, and  of the  necessary  t m e to  
accom plish  such a  fea t. Some have  had 
th e  opp o rtu n ity  to  see  E zra  M eeker and  
h is  ox team  and p ra irie  schooner w hich 
carried  him  from  th e  A tlan tic  to  th e  
Pacific seaboard  in 1S50 or th e re  abouts. 
B u t fo r rea l genuine p leasu re  come w ith  
me in a  m o to r c a r  sufficiently  la rg e  and 
heavy  to  ride  th e  bum ps, and a  good 
d riv e r a t th e  w heel, and  a t  le a s t th re e  
w eeks' tim e.

W e left G rand  R apids, on A u g u st 5, 
1919, our objective  being  P o rtlan d , O re
gon. O ur desire  w as to  see as  m uch of 
th e  co u n try  as possible a t  a  m inim um  
expense, and  in a s  sh o rt a  tim e a s  w as 
conducive to  com fo rt an d  en joym ent. 
T he four of our p a r ty  had  all p reviously  
m ade th e  tr .p  by tra in  and  had . th e re -  
foee. seen  enough of th e  p ra ir ie  and  
m ou n ta in s  to  long fo r a  m ore in tim a te  
com panionsh ip  w ith  th em ; so we loaded 
in a  lim ited  am o u n t of baggage and  a 
com plete cam ping  outfit, th u s  m ak ng  it 
possib le to  rem ain  o u t over n ig h t if we 
so desired. We stepped  on th e  s ta r te r ,  
se ttled  back  am ong  the  cush ions and  
w ere on ou r way.

O ur first day  ou t we covered a  d is 
tan ce  of 163 miles, r -a c h in g  South  Bend, 
Ind., abou t S o'clock, pass in g  th ro u g h  
P lainw ell. P aw  Paw . St. Joseph . B enton 
H arb o r and Niles. Found good roads 
and  voted S ou thern  M ichigan very  p ic 
tu resq u e  w ith  h e r m any lakes and  sp len 
did v inyards.

On Aug. 6 we left South Bend abou t 9 
o’clock. D rove th ro u g h  N o rth e rn  Ind ian a  
an d  Illinois, h av in g  lunch a t  G ary , Ind., 
a  very  th r iv in g  and  d ir ty  city . T he roads

had  been good a t  one tim e, b u t w ere 
w orn  and  full of ru ts .

We reached  Jo l 'e t,  111., ab o u t 6 o’clock, 
w here we had  d in n e r and  sp en t th e  n igh t. 
W hen one says “Jo lie t"  th e  firs t th in g  
we th in k  of is th e  p en iten tia ry , w hich 
we v isited  from  th e  ou tside  only. T he 
aw fu l th in g  ab o u t it  is th e  fac t th a t  th e  
S ta te  h a s  to  m a in ta in  a  place of such  
m agn itude  fo r u n fo r tu n a te  h um an  beings. 
On th is , our second day, w e drove 143 
m iles.

The n ex t m orn ing  we left J o lie t abou t 
9 o 'clock an d  drove to  D avenport, la .,  
w here  we sp en t th e  n igh t. W e crossed  
th e  M ississippi R iver a t  Rock Is land  
ju s t  a t  dusk  an d  very  b eau tifu l it  all 
seem ed Found the  ro ad s  in Illinois 
qu ite  s im ila r to  those in In d ian a—had  
been good a t  one tim e, b u t a t  th e  p re sen t 
t 'm e  very  rough. P assed  an  o v e rtu rn ed  
ford  in  th e  d itch  w hich th e  boys helped 
to  p u t back  in  th e  road  an d  sen t th e  
occupan t on h is  w ay rejo icing . H ad  a 
fine day  and  o u r speedom eter reg is te red  
170 m iles fo r th e  trip .

On Aug. S, we le ft D avenport a t  7 :30, 
a f te r  spend ing  th e  n ig h t a t  th e  B lack 
H aw k  H otel, an d  drove W est fo r 195 
m iles. H ad lunch by th e  roadside  and  
d n n e r a t  G rinnell, a  v e ry  p re tty  and  
busy college tow n. W e found a  place to  
cam p about 9 p. m. an d  spen t ou r first 
n igh t in th e  open, b u t it w as very  dam p 
and  not a lto g e th e r  p leasan t.

We broke cam p abou t 7 th e  nex t 
m orn ing  and  drove seven teen  m iles in to 
Des M oines fo r b reak fa s t. Des M oines is 
a  m ost b eau tifu l city . As one d rives 
th ro u g h  th e  residence  section  he could 
im agine th a t  he w as in a n  im m ense park . 
T he  hom es a re  built back  from  th e  s tre e t  
on a  rise  of g round  w ith  beau tifu l law ns 
an d  tre e s  in fron t. I t  has not the  
crow ded ap p ea ran ce  of m any c itie s  and  
is very  p ic tu resque. W e left the  c ity  a t  
3:30 and  followed th e  b lack  and  w h ite  
pole line to  Avoca, w here  we spen t th e  
n igh t, h av in g  d riven  159 m iles fo r the  
day . T h is  w as  one of ou r m ost d e lig h t
fu l days. F o r  w onderfu l fa rm s  Iow a 
can  no t be su rpassed . W e drove up one 
h ill only to  coast down an o th e r. So fa r  
a s  eye could see, th e  h ills w ere covered 
w ith  oa ts  and  corn, s tan d in g  from  te n  
to  tw elve fee t high, th e  road  w ind ing  
in and  aro u n d  scarce ly  going  ten  y a rd s  
in one d irec tion . T hen  in th e  d is tan ce  
could be seen  im m ense h e rd s  of c a ttle  
an d  stock, w ith  th e  w a terho les  in th e  
valleys. T he roads w ere  fine d ir t  roads, 
splendid  in d ry  w eather, b u t absou ltely  
im passable, th ey  te ll us. a f te r  a  ra in .

On Aug. 10 we left Avoca a t  10:30 and 
drove th ro u g h  m ore of th e  splendid  
coun try  we passed  th ro u g h  th e  day  b e 
fore. Ju d g in g  from  th e  fine fa rm  houses.

n o th ing  b u t p ro sp e rity  h as  s tru c k  th is  
p a r t of th e  co u n try  fo r som e years. 
Council B luffs w as th e  first c ity  of im 
p o rtan ce  we cam e to  and  he re  w e crossed  
th e  M issouri R iver in to  O m aha, w here 
we had  d in n e r and  w here  w e once m ore 
picked up th e  Lincoln H ighw ay . F o r 
tw elve m iles o u t of th e  c ity  th e  road  is 
paved and  ru n s  th ro u g h  a  very  p re tty  
coun try , b u t g rad u a lly  we s tru c k  the  
p ra irie  and  rough  roads. F ound F r e 
m ont a  th riv in g  city . From  th e re  we 
jou rneyed  to  Colum bus, w here  we sp en t 
th e  n ig h t a t  H o te l E vans, h av ing  d riven  
142 miles.

M onday m orn ing  we le ft C olum bus a t  
8:30 and  drove W est for 250 m iles, 
reach in g  N o rth  P la tte  in tim e to go to 
bed. Found  th e  roads  fa ir  d ir t  roads. 
One m an you m ee t will tell you th a t  the  
roads  a re  fine. T he nex t one w ill say  
th e y  a re  te rrib le , depend ing  largely  upon 
th e  p a r t of the  coun try  from  w hich  he 
com es.

W e passed  th ro u g h  G rand  Island. 
K earney  and  Lexington , all good sizable 
c itie s  show ing  every  evidence of business 
p rosperity . A bout 4:30 in th e  a fte rnoon  
we spo tted  foo th ills  in th e  d is tan ce , a f te r  
trav e lin g  over p ra irie  coun try  a ll day, 
and  from  th en  u n til we reached  N orth  
P la tte , we sk irted  the  foohills again , 
c rossing  th e  P la tte  R iver, w ith  here  a  
ra n ch  nestled  in a  rav in e  and  th e re  a n 
o th e r  o u t on the  p ra  rie. S till we drove 
on tow ard  th e  m ost w onderfu l su n se t 
im aginable. I t w as 10 o 'clock w hen we 
reached  N orth  P la tte  and  only ju s t  g e t
tin g  dark . W e s lep t a t  th e  P a lace  H o
tel. a  n iw  one only opened a  few  w eeks 
previously , b u t very cosm opolitan  w ith  
its  Ch nese. Jap a n e se  and  Ind ian  guests , 
w ith  occasionally  a  w h ite  m an. A t a  
tab le  n ea r us s a t  an  In d ian  w ith  his 
sq u aw  and  a  little  g irl c a rry in g  a  papoose. 
T hey w ere all d ressed  up like w hite  
fo lks and  we found it  qu ite  in te re s tin g  
to w a tch  them .

A tio ther w hole day  s tra ig h t tow ard  the  
s e tt in g  sun . W e le ft N orth  P la tte  abou t 
11:30. a f te r  a  la te  b reak fa s t, and  un til 
we reached  O galala a t  4 in th e  a fte rnoon  
th e  roads w ere fa ir. T here  w as n o th ing  
b u t v a s t p ra iries , w ith  a  terrific  w ind 
blow ing th e  d u s t un til one could hard ly  
see. H ad lunch a t  O galala, a  typ ica l 
ran ch  tow n, a t  a  little  cafe th e  like of 
w hich one sees in th e  m ovies, even to  
th e  barkeep, o r w ha t used  to  be, and  his 
h igh  brow  friend , th e  villian  in the  
show, for he, too, w as there . T he r e 
m a inder of th e  d rive  to  Sidney w as over 
good roads and  by im m ense ranches . The 
to ta l m ileage for the  day  w as 140.

Aug. 13 we le ft S idney a t  9:30 and  
th e  co u n try  we p assed  th ro u g h  w as 
q u .te  s im ila r to  th a t  of th e  day  before,

th e  road  follow ing th e  footh ills, w ith  
he re  and  th e re  a  ran ch  to  prove to  us 
th a t  we w ere  no t alone in  th is  v a s t 
"O u t-o f-D o o rs .” Stopped a t  C heyenne 
fo r a  little  re s t  an d  th e n  drove to  
L aram ie, w here  w e s tay ed  over n igh t. 
D uring  th e  a fte rn o o n  w e had  o u r firs t 
re a l glim pse of th e  R ockies, pass in g  
th ro u g h  th e  Red B u tte s , w onderfu l rock 
fo rm ations  a s  red  a s  sandstone , and  
reach  ng  an  a ltitu d e  of 8.750 feet. The 
roads  w ere fine and  ou r to ta l m ileage 
fo r th e  day  w as 177. A t P in e  B luff we 
saw  a  troop  of m ovie a c to rs  tak in g  
local color for a  dram a.

Aug. 14 we trave led  th e  "L ong, long 
tra il  th a t leads, nobody know s how  fa r ,” 
from  L aram ie  to  R aw lins, a  d is tan ce  of 
138 m iles, a ro u n d  an d  over th e  m oun
ta in s , c irc ling  Elk M oun tain  an d  th ro u g h  
co u n try  th e  1 ke of w hich  one w ho h as  
lived w here  b oundaries  a re  lim  t d never 
knew  ex isted . G eorge says  it h as  been 
“ Hell and  re p e a t."  As one jou rneys  
along, he can  not b u t com e to  th e  con 
clusion th a t  a f te r  th e  Lord  m ade heaven  
an d  e a r th , he had  left, a n  un lim ited  su p 
ply of d ir t  an d  rocks th a t  w ere  ab so 
lu te ly  useless an d  he dum ped  th em  in 
huge piles in W yom ing. N o th in g  can  live 
on th e  m o u n ta in s  b u t sage  b rush , cac ti 
and  p ra irie  dogs—all of w hich th riv e  in 
abundance . W e passed  th ro u g h  th e  
m in ing  tow n of H anr.tt an d  saw  th e  cars  
going  in to  th e  m ines, th e  sp ray s  w here  
they  w ash th e  coal, an d  th e n  up we w ent 
over m ore m ountains- R aw lins is a  tow n 
of ab o u t 4,000 in th e  c en te r  of an  oil 
d is tr ic t an d  sheep ra is in g  coun try . The 
roads a re  h a rd  b u t badly c u t up, due. 
th ey  told us, to an  a rm y  tra n s p o r t  tra in  
w hich w as only tw e n ty -fo u r  hou rs  
ahead  of us. W e also  passed  th ro u g h  
a d eserted  village, abso lu te ly  ab an d o m d , 
w hich  ev iden tly  a t  one tim e  w as a  coal 
m in ing  tow n. T h ere  w as no t a  liv ing  
th in g  in th e  place and  th e  houses w ere  
in a  m ore o r less de lap idated  condition , 
due to  decay.

Aug. 15 we trav e led  a  d is tan ce  of 125 
m iles from  R aw lins to  R ock Springs, 
over m ore m o u n ta 'n s  and  th ro u g h  m ore 
d ese rts , w ith  no liv ing  th in g  b u t p ra irie  
dogs, b u t hundreds  of them . P assed  
th ro u g h  a coal m in ing  tow n a t  P o in t of 
Rocks and  found Rock S prings a lso  in 
the  c en te r of th e  coal coun try .

Left Rock Springs a t  7:30 and  drove to  
Salt L ake C ity. T h is  w as  one m ore of 
th e  del g h tfu l days of o u r jou rney , cov
e rin g  a  d is tan ce  of 220 m iles. A t 
G ra n g e r we cam e upon a  few  tra n sp o rt 
tru c k s  w hich  we had  been following all 
d ay  and  ju s t before reach in g  E v an sto n  
we overtook th e  rem a in d e r of th e  tra in , 
co n sis tin g  a lto g e th e r  of 72 tru ck s . W e 
had  som e difficulty in pass in g  th e se  im -

Pride in the Past! 
Hope for the Future!

In many respects the year just past was most remarkable.

Shortage of goods—shortage of labor—shortage of coal—strikes—lockouts—just one thing after another to keep us all 
“guessing” and to make us, perhaps* even a little bit anxious at times.

And yet* it has been a privilege to live during the last twelve months—it has been really good fun to fight all these 
adverse conditions and to overcome them.

Now another year is before us. The world is slowly healing the hideous wounds the great war inflicted. Day after day 
we are approaching nearer to normal conditions.

A little clearer thinking—a little RIGHT thinking—will do much to help restore the better conditions for which all of us 
are longing to bring us all to a greater realization of our responsibilities as good citizens.

Let us all try to think clearly and straight this year—and may the coming twelve months prove bounteously good to all 
our merchant friends.

W o r d e n  Q r o c e r  C o m p a n v
G R A N D  R A PID S-K A LA M A ZO O —LANSING  

THE PROMPT SHIPPERS
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m ense cars  on th e  narow  m o u n ta ’n  roads, 
b u t ou r d riv e r accom plished  th e  fe a t 
w ith o u t m ishap. W e picked up  a  s e r 
g e a n t of th e  M edical Corps and  carried  
him  ah ead  u n til he overtook  h is  ou tfit 
an d  he to ld  u s  ab o u t th e ir  expedition . 
T hey  le ft W ash ing ton , D. C., Ju ly  7, and  
had  been on th e  road  ever since. T he 
ob jec t o f th e  tr ip  w as to  im prove th e  
road  system , ad v o ca te  th e  ad v isab ility  
of overland  traffic and  try  o u t d iffe ren t 
tru c k  m otors. T hey  su re ly  w ere  a  tired  
an d  d ir ty  looking lo t of fellows. A fte r 
leav ing  E v an s to n  we soon cam e down 
in to  S ilver C reek  C anyon, th en  up over 
th e  m o u n ta in s  and  down in to  W eber 
Valley, a  b e a u t 'fu l va lley  in th e  m oun
ta in s  like an  oasis  in th e  d ese rt. F rom  
G ran g e r to  E v an sto n  w e followed the  
B lack  F o rk s  R iver,, c ro ssing  an d  re c ro ss 
ing  it, w ith  here  an d  th e re  a  little  s trip  
of fe r ti lity  in th e  m ;d s t  of rocks. A long 
th is  r iv e r  a re  located  th e  W yom ing  S ta te  
ex p erim en ta l fa rm s, in d ica tin g  th a t  th e  
S ta te  is en deavoring  to  find som e use 
to  w hich  to  p u t th is  a rid  w aste . A lfa lfa  
seem s to  flourish b e tte r  th a n  a n y th in g  
else and  th e se  b rillian t g reen  fields ly ing  
up a g a in s t th e  R ockies m ake a b eau tifu l 
p ic tu re . A fte r  p a ss in g  ou t of W eber 
Valley we clim bed to  a  h e ig h t of 7,000 
f e t and  th e n  descended in to  P a rle y ’s 
Canyon. I t  w as a  w onderfu l d riv e  over 
sp lendid  h a rd -su rfa c e d  roads, b u t very  
th rillin g  to  one w ho n ev er before had  
m otored  over th e  m oun ta in s. J u s t  a t 
dusk  we descended  in to  th e  “ V alley of 
th e  Jo rd a n .”

Sunday , Aug. 17, w as s p en t in S alt 
L ake  C ity an d  a  sp lendid  d ay  it  w as. 
W e drove over to  th e  T abernac le  in  tim e 
to  jo in  a  p a rty  w ith  a  guide w ho e n 
deavored  to  exp la in  to  u s all th e  w o n 
d e rs  of M orm onism . S'he took  us in to  
th e  T ab ern ac le  and  exp lained  its  con 
s tru c tio n . W e saw  th e  renow ned organ , 
b u t did n o t have  a n  o p p o rtu n ity  of 
h ta r in g  it. W e th en  w en t over to  th e  
Tem ple, b u t n o t in it. Saw  th e  w on
derfu l E ag le  G ate , B righam  Y oung’s bee 
h ive and  m any  o th e r  M orm an houses, 
th e  U tah  S ta te  C apito l w ith  its  beau tifu l 
g rounds; th en  o u t to  G re a t S a lt L ake 
o r  S a lta ir , a s  th ey  call th e  re so rt, a  
d is tan ce  of 20 m iles, w here  we took a 
dip in th e  sa lt  w a te r . B ack  to th e  city  
we w ent fo r d in n e r th en  on to  O gden 
fo r th e  n igh t. O ur m ileage fo r the  day 
w as 111.

W e le ft Ogden ab o u t 10:30 and  drove 
a lm o s t s tra ig h t N o rth  fo r 156 m iles to  
Pocatello , Idaho. T he d rive  up th ro u g h  
S a lt L a k e  Valley an d  th e n  on th ro u g h  
th e  C ache V alley w as v e ry  beau tifu l. I t  
is very  fe rtile , due to  irriga tion . N o
w here  on our jo u rn ey  did w e see  finer 
fru it. In  fro n t of every  house  w ere  
y o u n g sters  selling  m elons, peaches and 
app les to  th e  m o to ring  public. A fte r 
leav ing  th e  valley  we drove th ro u g h  a  
v a s t am o u n t of d esert, in th e  m id st of 
w hich w ould be a  p rosperous little  c ity . 
W e passed  th ro u g h  B righam  C ty  and  
leach ed  P oca te llo  in tim e for d inner.

Aug. 19 we le ft P oca te llo  a t  10:30, our 
•csual h ou r fo r d ep a rtu re , and  drove 149 
m iles to  T w in  F alls . Som e of th e  coun 
try  w as beau tifu l and  sam e seem ed 
to ta lly  unredeem able . We jou rneyed  for 
m iles over roads  te rrib ly  cu t up an d  
rough  w ith  th e  w ind blow ing th e  d ir t  
in such  clouds w e could only see a  few  
fee t ah ead  and  n o t a  v estige  of any  
liv ing  th in g  grow ing, only to  come upon 
a v e ritab le  oasis  w ith  all so rts  of crops 
in ab u n d an ce—w heat, o a ts , a lfa lfa  and  
all k inds of fru it. O ut of such a  w aste  
we l a m e  in to  th e  c ity  of B urley , in th e  
m iddle o f th e  a fte rn o o n , to  find th e  th re e  
o r fo u r m ain  s tre e ts  of th e  p lace lin d 
w ith  cars  a s  close a s  th ey  could park . 
One only w ondered  w hence th ey  cam e, 
fo r th e re  had  been no sign  o f h a b ita tio n  
fo r m iles. T hey  to ld  us th a t  all th is  
seem ing ly  w a s te  land , if it  w ill grow  
sag e  b rush , h a s  in it  p ro p e rtie s  w hich 
irr ig a tio n  w ill m ake  fru  tfu l and  p ro d u c
tive, b u t th e re  is m uch th a t  w ill no t 
even produce, sage  and  as  y e t th a t  seem s 
valueless. T w in  Fa lls  is a  th r iv in g  little  
c ’ty  of 10,000 people, very  m e tro p o litan  
and  prosperous. W e found th a t  land  
a d ja ce n t to  th e  c ity  w as selling  fo r from  
$500 to  $800 p e r  acre. H av in g  d riven  in 
th ro u g h  th e  d eso la te  w aste , it  w as a l
m ost unbelievable.

A fte r a  re s tfu l n ig h t we drove W est 
from  T w in F a lls  th ro u g h  th e  irr ig a ted  
d is tric t. F o r  p ro d u c t.v en ess  it would be 
difficult to  su rp a ss . T hey  w ere  ju s t  
h a rv e stin g  th e ir  w h eat and  o a ts  and  had 
w onderfu l crops. A fte r  p ass in g  th ro u g h  
B uhl w e soon cam e upon th e  Snake R iv 
er, a  b eau tifu l s tre am  w hich  we fo l
lowed m ore o r less  fo r seve ra l days. As 
we w ound aro u n d  th e  m o u n ta in  side  we 
passed  th e  T housand  Springs, s tre am s  
g u sh n g  from  the  side  of th e  rocks in 
dozens of p laces and  fa llin g  to  a  g re a t 
dep th . W e soon had  to  fe rry  acro ss  the  
r iv e r and  th en  cam e in to  th e  H ag erm an  
V alley, w hich  w e trav e led  fo r m iles. 
W hen  one h as  a lw ay s trav e led  th ro u g h  
co u n try  in w hich  one m ile w as q u ite  a s  
fe rtile  a s  th e  nex t, th ese  g a rd en  spo ts  
in th e  m d s t of m o u n ta in s  and  d e se rts  
look very  u n u su a l an d  in th is  p a r t of 
th e  w orld you come upon th em  m ost u n 
expectedly . H ere  ev e ry th in g  g row s in 
ab undance , tre e s, f ru its  an d  a ll k inds  of 
crops. T hen  w e clim bed up and  tra v e rsed  
th e  w aste  land, looking back dow n upon 
th is  b eau tifu l valley  and  th e  Snake 
R iver.- W e found th e  roads  fine p a r t  of 
th e  w ay. T hen  m iles of rough  and  badly

c u t up  roads, due p a rtly  to  th e  h igh 
w inds an d  lack  of ra in . T he  fa rm s  in 
th e  irr ig a ted  d is tr ic t sell fo r $200 p e r 
acre , b u t th ey  c la im  it  is no h ig h e r th a n  
land  in th e  C en tra l S ta te s  fo r th ey  p ro 
duce tw ice a s  m uch p e r a c re  and  never 
have  a  fa ilu re . W hen  it  ra in s  th e y  do 
no t i r r  ga te , an d  w hen it  does no t ra in  
they  can  p roduce a ll th e  m o is tu re  th ey  
need.

Aug. 21 we had  a  d rive  of 209 m iles 
to  re ach  B aker, O regon, o u r ob jective  for 
th e  day, so we le ft M ountain  H om e a 
little  e a r lie r th a n  o u r u sual h o u r fo r 
d e p a r tu re . H ad  w e been su re  of th e  
road  cond itions w e should have d riven  
on to  Boise fo r th e  n ig h t, a lth o u g h  we 
found a  f irs t-c la ss  ho tel in  M ountain  
H om e, a  sm all place of ab o u t 1,000 peo
ple. T h a t is one th in g  w e found tru e  
in all th e  W estern  tow ns. W e w ere 
a lw ay s ab le  to  g e t sp lendid  accom m oda
tio n s  and  all conveniences an d  good 
m eals, w hich  is very  im p o rtan t w hen 
one is  tra v e lin g  c ross co u n try  in a  
m o to r car. T he ro ad s  w ere  fine to  
Boise, b u t th e re  w as n o th 'n g  to see b u t 
sag e  b ru sh  and  ja c k  rab b its . W e had  
only a  flee ting  glim pse o f Boise a s  we 
h u rr ied  th ro u g h , b u t it im pressed  us a s  
being  q u ite  like a ll o th e r  c ities. F rom  
M iddleton to  P a y e tte  one could n o t find 
finer o rch a rd s  anyw here—both  p each  and 
app le  tre e s  so laden  w ith  f ru it th ey  had  
to  be su p p o rted  on all sides. T he 
peaches w ere  in th e ir  p rim e an d  we 
fe a s te d  to o u r h e a r t’s co n ten t. F rom  
P a y e tte  we followed th e  S nake  R iver 
again  up th ro u g h  W eiser, beyond w hich  
place th e  road  led u s dow n to  th e  riv e r, 
w here  w e once m ore d rove on to  the  
fe rry  w hich c a rrie d  u s across . As fe l
low p assen g ers  on th e  b o a t w ere  a  m an  
and  h is  w ife from  F lin t, M ichigan, w ho 
w ere  m ak in g  th e  tr ip  on a  m otorcycle 
and  we fe lt a lm o st a s  if we had  seen  
som eone from  home. T h ere  w as a lso  on 
th e  boa t a  c a r  from  W ash in g to n  and  
one from  C aliforn ia. W e reach ed  B ak er 
in tim e fo r d in n e r  and  sp en t th e  n ig h t 
th e re . B ak er im pressed  us all a s  a  good- 
s'z'ed tow n, som ew ha t overgrow n, w ith  
little  to  recom m end it.

T he nex t m orn ing  w e le ft B ak er in 
good season  and  drove to  L eG rand  in 
tim e fo r lunch. W e had  a  p leasan t, bu t 
unev en tfu l forenoon, b u t a f te r  leaving  
here  w e soon began  to  w ind aro u n d  the  
m ou n ta in s  and  th ro u g h  the  vail ys, fo l
low ing the  S nake  R iver again  fo r som e 
d is tan ce . As th e  ro ad s  becom e n a rro w e r 
and  s teep e r one could look ah ead  and  
behold upon th e  face  of th e  rocks such  
in s c r .p t,ons a s  th e se : “ P rep a re  to  m eet 
yo u r God,’’ “ A fte r d ea th  th e  ju d g m e n t.“ 
" J e s u s  sav es ."  I t  sends a  pecu lia r th rill 
th ro u g h  you w hen  you r eye beholds a  
road  ah ead  ju s t  wide enough fo r one car, 
on one side  of w hich  is a  rocky m oun
ta in  tow ering  perpend icu larly  in the  a ir  
for h undreds  of fee t and  on th e  o th e r 
side a n  abyss  so deep  you a re  even w ith  
th e  tre e  tops. You re a l 'z e  it is only 
a  step— or a  m isstep—betw een th is  w orld 
and  th e  next. All th e  a fte rn o o n  we 
drove over, th ro u g h  an d  aro u n d  th e  B lue 
M ountains. I t  w as o u r first glim pse of 
the  fo res t p rim eval. T he h igh  m oun
ta in s  w ere covered  w ith  a  w onderfu l 
g ro w th  of pine, sp ruce  and  hem lock. 
H ere  w e h it th e  old Lew is and  C lark 
tra il  in to  O regon and  th e  road  is very  
m uch a s  th ese  fam ous old p oneers  found 
it in th e  ear ly  days. It is en tire ly  u n 
im proved an d  very  rough  and  rocky, 
w hich g ives one am ple  o p p o rtu n ity  to  
view  th e  am azin g  landscape . I t  clim bs 
up and  up over th e  m o u n ta in s  s u rro u n d 
ed by im m ense tre e s  to  com e o u t on 
top  on to  a  c le a r tab le land , from  w h 'ch  
th e  view  is m ost m arve lous. N e ar s u n 
se t w e began  to  descend an d  you can  
im agine  th e  h e igh t, w hen  on looking 
over in to  the  valley, th e  fields of yellow  
g ra in  in te rsp e rsed  w ith  th e  plowed fields 
looked like th e  c u b ’s t  p ic tu re s  one sees 
ta k e n  from  a n  a irp lan e . J u s t  a t  n ig h t 
we drove in to  P end le ton , a  very  busy 
and  in te re s tin g  c ity . N e a r  he re  th e re  is 
loca ted  an  In d ian  re se rv a tio n  and  we 
saw  m any of A m erica 's  n a t  ve sons, both  
on th e  road  an d  in th e  city . W e had  
only d riv en  114 m iles, b u t w ere  qu ite  
read y  fo r a  good n ig h t’s re s t.

F rom  Pend le ton  w e w ere  rou ted  
th ro u g h  W ash in g to n  r a th e r  th a n  Oregon, 
because of road  cond itions; so w e drove 
N o rth  n early  to  W alla  W alla , th e n  
W est u n til we cam e to  W alula, w here  
we ag a  n boarded  a  fe rry  w hich  carried  
us acro ss  th e  Colum bia R iver. O ur first 
g lim pse of th e  r iv e r  w as  a  su rp rise , fo r 
h av in g  seen  th e  b re a d th  of th e  s tre am  
in W este rn  O regon, it  seem ed  he re  qu ite  
like a n  o rd in a ry  O ver, b u t very  b eau 
tifu l neverthe less .

W e jo u rn ey ed  on u n til w e cam e to  
M abton. from  w hich  p lace we drove up 
and  up  fo r m any  m iles, b u t th e  roads  
w ere  good u n til w e s tru c k  level again , 
w hen we found ou rse lves hu b  deep in 
sand . We had  a b o u t te n  m iles of th is . 
W e em p t ed ou r w a te r  bags  fo r  cooling 
th e  rad ia to r , b u t, like all th in g s , th e re  
proved to  be a n  end. T his, how ever, 
w as  ou r w o rs t drive , fo r w e expected  
to  reach  G oldendale fo r o v e r n ig h t, b u t 
th e  ro ad s  w ere  so bad  th a t  n ig h t o v e r
took us an d  fo r th e  firs t tim e  since 
leav ing  M ich igan  w e m issed  o u r ob jec 
tiv e  poin t. W e a t  la s t found ou rse lves 
go ing  down, s tead ily  dow n, over a  road  
so steep  an d  n a rro w  we could n o t have 
possibly passed  a  c a r  an d  w ind ing  
a ro u n d  th e  m o u n ta in s  so if i t  h ad  n o t

been da rk , we could n o t have  seen  a  
c a r ’s len g th  ahead . A bout a ll one knew  
o r could rea lize  in th e  d a rk n ess  w as a  
m o u n ta in  on one side w hich  you could 
re a ch  o u t an d  touch and  on th e  o th e r 
a  ho rrib le  ab y ss  in to  w hich you would 
p lunge if a n y th  ng  w en t w rong w ith  the  
c a r  o r  th e  d riv e r lost h im self for a  m o
m ent. I t  seem ed in te rm inab le , b u t a t  
lase  we ap p ea red  to  be down and  saw  
th e  lig h t of a  c a r  ahead . W e hard ly  
knew  w h e th e r to  re jo ice  o r be friigh tened . 
b u t a n y th in g  w as a  re lief, and  o u r s u s 
pense w as brief, fo r a  m an  stepped  out 
of th e  n 'g h t  an d  a sk ed  us w here  we 
w ere  going. H e told u s we s till had  
tw e n ty  m iles to  go before re ach in g  
G oldendale an d  th a t  th e  road  ah ead  w as 
a s  bad o r w orse  th a n  th a t  we had  ju s t  
been  over, fo r we w ere  dow n in Rock 
E'pring canyon, (ou r own nam e fo r it w as 
th e  “ D evil’s G ulch .” and  we w ouldn’t 
have  been su rp rised  to  have  seen his 
m a je s ty  an y  m in u te ) and  we had  to  get 
o u t and  u p  over th e  sam e s o rt of road  
w h ’ch he said  w as very  d angerous  to  
d rive  over a t  n ig h t. H e and h is  p a rty  
w ere cam ping  th e re  fo r  th e  n ig h t and  
offered to  sh are  cam p w ith  us and  we 
w ere  only too g lad  to  accep t th e ir  h o s 
p ita lity , fo r  w e had d riven  207 miles, 
th e  la t te r  p a r t  of w hich  had  been very  
try ing .

Aug. 24 we broke  cam p ea rly  a f te r  a 
re s tle ss  n ’g h t and  s ta r te d  up  th e  canyon. 
I t  w as  a s  th r  lling  a s  we had  reason  
to  believe it  w ould be and  we w ere only 
too  g lad th a t  we had w aited  un til d a y 
lig h t to  m ake  th e  a scen t. T he road  w as 
ju s t  a s  n a rro w  and  ju s t a s  s teep  a s  the  
one we descended  th e  n ig h t before, h u g 
g in g  th e  m oun ta in  on one side an d  on 
th e  o th e r  a  bo ttom less gulch, b u t we 
finally cam e to  th e  top. W e drove on 
to  G oldendale fo r  b re a k fa s t and  from  
th e re  we clim bed and  descended m oun
ta in s  u n til w e a rriv ed  a t  W h ite  Salm on, 
b u t th e  roads  w ere  good and  we w ere 
becom ing som ew ha t accustom ed  to  m oun

ta in  d riv in g  and, consequen tly , w ere  less 
nervous. T he scene ry  w as w onderfu l. 
A t W hite  Salm on w e ag a in  fe rr ied  
acro ss  th e  Colum bia over to  Hood R iver, 
G rtg o n , w here  we had  d inner. F rom  
here  in to  P o rtlan d  we followed the  
fam ous C olum bia h ighw ay , a  d is tan ce  
of 71 m iles, th e  g re a te r  p a r t  o f w hich  
is h a rd -su rfa c e d , p a r t  of th e  w ay  follow 
ing closely th e  riv e r, th e n  w ind ing  up 
and  up 600 fee t and  m ore, w ith  m ost 
p ic tu resq u e  co ncrete  b ridges o v e r gorges, 
w a te r  fa lls  an d  m ou n ta in  s tre am s, b u t 
a ll th e  w ay  w ide enough fo r  seve ra l 
c a rs  to  p a ss  an d  p roperly  p ro tec ted  w ith  
co n cre te  ra ils  fo r sa fe ty . I t  w as. in 
deed, a  m ost f i t t 'n g  close to  a  m ost 
en joyab le  an d  w o rth -w h ile  tr ip  acro ss  
th e  co n tin en t by m otor. We a rriv ed  in 
P o rtlan d  abou t 7 o ’clock in th e  evening, 
h a v 'n g  covered a  d is tan ce  of 3,300 m iles 
in tw en ty  days, m ak in g  an  av e rag e  of 
165 m iles p e r day.

T h :s d o rs  not p re ten d  to  be a  fin’shed  
lite ra ry  p roduction , b u t is a  copy tak en  
from  a  no te  book w ritte n  a s  we jo u r 
neyed a long  cross  co u n try  and  m ay give 
you som ew hat of an  idea of o u r im p res
sions en ro u te  and  of th e  c o u n try  
th ro u g h  w hich we passed . If th e  re a d e r  
derives som e little  p leasu re  from  it th e  
w rite r  w ill feel repaid.

M rs. G. M. W inegar.

Good store equipment will inevit
ably have its effect in making em
ployes feel a pride in keeping it fit, 
and will influence them to live up to 
the equipment.

If a man is willing to fight for 
the truth, it isn't safe to call him 
a liar.

Introducing SONNY
A Son of the Typical American Family— a great factor in
merchandising.
He is but one member of the Carnation Family who will tell 
the readers of The Saturday Evening Post and leading women’s 
magazines about the safety, convenience and economy of 
Carnation Milk.
These advertisements will appear every month in 1920 and will 
persistently stimulate the consumer demand for Carnation Milk.
Read the ads in the January 3 and 31 issues of The Saturday Eve
ning Post—clip and paste them on your window, showcase or wall.
Link your store to this campaign and tell your customers—the 
readers of Carnation magazine advertisements— that you are 
“The Carnation Milkman.”
Ask our representative or write to us for Carnation adver
tising matter and selling helps. Address the C a r n a t io n  Milk 
P roducts C o m p a n y , 133 Consumers Building, Chicago, or 133 
Stuart Building, Seattle.

Remember, y o u r jobber can supply you

C arnation
F r o m  C o n t e n t e d  C o w s

M ilk
The label is white and vzd
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MWS OF THE BUSINESS WORLD

Movement of Merchants. 
Norwalk—Eric C. Mathews suc-

ceeds Ro;y Mathews iin general trade.
Dow agiiac—]E. Phillipson, President

of the Pihill ipson Git3thing Co., died
suddenly at his home . aged 73.

Ferndale — The American State
Bank has been incoi*porated with an
authorize!:1 cai)ilal suick of $25.000.

Jones viile—F\ E. 11lowland has dis
posed of his imerest in the Jonesville
Lumber ClO. t!> other members of the
company.

Muskegon—1rile Getirge Dratz store.
one -of the pioneer department stores
of this city. h;as been sold to Maurice
Moyer, of Tol.tdo.

Cadillac—Ross \ \  olpert. of Kalkaska.
will be the manager or the co-operative
store to be owned and controlled by
Cadillac r;ailroa.d’ men.

Vicksbiirg—J. F. Kol liner, imple-
meat and. bar clware <Jealer, died Jan.
3. .at Phoenix. Arizon1a. where he had
gone for bis health.

Rhodes--\V. E. Hause has sold his
store building and ;dock of general
merchandise t<ij E. L., Good, formerly
in trade ;it H(Jckaday.

Durand—Tine Durand Co-operative
Associateill. Of>mprisec1 mostly of rail-
road empiloves. has been organized here
to corninet a comm u nit y store.

Hillsdale -M . Schmitzer:, recently of
Hudson. has I >u rch ased the stock of
seci md-b.and g<>ods of the late M. Solo-
mon. taking itlunediate possession.

Lading -Thieves entered the
clothing and jewelry store of K. L.
Aslibacker. Tain. 4 aiid carried away
stock am in g to about $1.200.

Saranac—M. A. Ren:son. who has coll
ducted a hardware siare at the same
location i'or tlte past forty years, has
closed ont hi« stock :and retired from
business.

Charier oix—-Martin Block, grocer
and meat: dea.1er. has purchased tin
meat am1 g r icery sito ck of Edward
K looster and will COnsolidate it with
his own.

Lansiiif*—Harold King has purchas-
ed the B;»ley & Bail«.y grocery stock
and will conti mie the‘ business at the
same lociition at the corner of Maple
and Pine streiets.

Hockaday—]1. E. Good has sold his
store bn ihlin«- -and stock of general mer
chandise ito tin:■ Hockadai- Produce Co..
a farmers orgeinizatiori. which will con-
tinue the business.

Vicksburg—Charles Goostry has so1d 
his interest in the undertaking stock 
of Goostry & Critz. to his partner. F. 
L. Critz. who will continue the busi
ness under his own name.

Sheridan—Fire destroyed the modern 
store building and stock of general mer
chandise of J. C. Cutler & Co. Tan 3,

entailing a loss of over $30.000, which 
is partially covered by insurance.

Adrian — The Raymond Garage 
Equipment Co. has been incorporat
ed with an authorized capital stock 
of $500,000, $277,100 of which has 
been subscribed and paid in in prop
erty.

Springport—Edwin Flinn. of the 
firm of Witerthner Bros. & Flinn. 
clothiers, died at Harper Hospital, 
Detroit, Dec. 28. following an opera
tion for goiter. He had been ill but 
a short time.

North Star—William Eichenherg 
has sold his interest in the general 
stock of Y\ illiam Eichenherg & Son 
to his son, Herbert W. Eichenherg. 
who will continue the business under 
his own name.

Litchfield—A. If. Butts, who has 
conducted a shoe store here for the 
past ten years, has sold his stock to 
bred \ \ . Uhlnian. who will ship it 
to Defiance. Ohio, where he conducts 
a large department store.

Jackson—Edward E. Rice, for the 
past seven years manager of the Wein
man & Mathews Drug store. 130 East 
Main street, has purchased the stock 
and store fixtures and will continue the 
business at the same location.

Detroit — The Alexander Simon 
Mill Supply Co. has been organized 
to conduct a wholesale and retail 
junk business, with a capital stock of 
$10 000. a’l of which has been sub
scribed and $5,000 paid in in cash.

Newberry—Newmark & Newniark. 
dealers in dry goods, clothing and 
shoes, have dissolved partnership and 
the business will be continued by A. 
Louis Newmark. who has taken over 
the interest of his partner. Samuel 
Newmark.

Adrian—Albig's Department Store 
has merged its business into a stock 
company under the style of the W. O. 
Alhig Co., with an authorized capital 
stock of $75.000, of which amount 
$51.000 has been subscribed and $10.- 
200 paid in in cash.

Cadillac—The Penelopean Club, an 
organization of Cadillac women, adopt
ed a resolution urging that the women 
of this city confine their purchases as 
largely as possible to American-made 
goods. The movement is primarily 
aimed at German dye stuffs.

Detroit—Louis S. Sultan has merged 
his automobile accessories and supplies 
business into a stock company under 
the style of the Sultan Auto Parts Co., 
with an authorized capital stock of $10.- 
000, all of which has been subscribed 
and paid in. $1.000 in cash and $9,000 
in property.

Lyons—The organization of the Muir 
& Lyons Co-operative Shipping Asso
ciation has been completed. S. Wilson

Keefer is the president and Lynn Barn- 
borough is manager. The Association 
will request the State Utilities Commis
sion for free telephone service between 
Muir and Lyons.

Lansing—Brenner & Heeb have 
merged their plumbing business into 
a stock company under the style of 
the Brenner & Heeb Co., with an 
authorized capital stock of $25,000, of 
which amount $15.000 has been sub
scribed. $3.000 paid in in cash and 
$7.500 in property.

Charlotte—The James H. Bryan drug 
store, one of the pioneer business 
places of Charlotte, has been sold to 
Charles M. Aspinwall of Albion. Mr. 
Aspinwal] will take immediate posses
sion. Mr. Bryan, who has been doing 
considerable farming, will devote most 
of his time to that industry.

Holland—Through the purchase of 
the property of G. A. Klomparens at 
177 East Fourteenth street, the Holland 
Co-operative Association opend its place 
of business Monday as a branch of the 
Cadillac exchange. George Heneveld 
has been elected manager. The associa
tion was incorporated with a member
ship of 125 farmers and it is believed 
this number will be increased as soon 
as the co-operative plan has been thor
oughly exploited. The exchange will 
handle all the farmers’ produce and 
grain and the farmers will be enabled 
to secure all their supplies for the farm 
with the exception of groceries. The 
membership fee is $10 a year and only 
members can use the exchange for sell
ing and buying purposes.

Manufacturing Matters.
Detroit—The Lafayette Motor Co. 

has changed its name to the Willis 
Motor Co.

Half Way—The Stevens Lumber Co. 
has increased its capital stock from $30.- 
ooo to $40.000.

Detroit—The Armstrong Tanning Co. 
has increased its capital stock from 
$100.000 to $200.000.

Kalamazoo—The Bryant Paper Co. 
will erect modern offices at the corner 
of Portage & Alcott streets.

Three Rivers—The first carload of 
machinery consigned to the Yassar- 
Swiss Underwear Co. has arrived. The 
company will start operations about 
Feb. 1.

Detroit—The Trailer & Body Co. 
has been incorporated with an author
ized capital stock of $5.000. all of 
which has been subscribed and paid 
in in cash.

Jackson—A. Traub. for the past four
teen years President of the Jackson 
Iron & Metal Co., has sold his interest 
to his business associates and will re
tire from business.

Kalamazoo—The Clarage Fan Co. has 
announced plans for expansion that will 
require an outlay of $100,000. The com
pany will erect a new pattern shop and 
will remodel its foundry.

Flint—Bensam’s has been incorpor
ated to manufacture and sell jewelery, 
with an authorized capital stock of $30,- 
000. of which amount $20.000 has been 
subscribed and paid in in cash.

Lansing—-The Federal Drop Forge 
Co., has been incorporated with an au
thorized capital stock of $400,000, of

which amount $210,000 has been sub
scribed and $40,000 paid in in cash.

Munising — The Munising Mo'tor 
Co. has been incorporated with an 
authorized capital stock of $75,000, 
of which amount $60,000 has been 
subscribed and paid in in property.

Kalamazoo—Fuller & Sons Co., man
ufacturers of automobile transmission 
parts, is planning additions and new 
buildings which, together with machin
ery. will require an outlay of $400,000.

Detroit—The Detroit Wax Paper Co. 
has been incorporated to manufacture 
and sell paper products, with an author
ized capital stock of $100,000. of which 
amount $75,000 has been subscribed and 
paid in in cash.

Bay City—The Carroll Windiate 
Co. has been organized to manufac
ture and sell all kinds of food prod
ucts, with an authorized capital stock 
of $100.000, all of which has been sub
scribed and paid in in cash.

Detroit—The Wolverine Manufac
turing Co. has been incorporated to 
deal in furniture, woodwork, etc., 
with an authorized capital stock of 
$1.000. all of which has been sub
scribed and paid in in cash.

Detroit—The Cadillac Candv Co. has 
been organized to manufacture and sell ‘ 
at wholesale and retail, all kinds of con
fectioner}’. with an authorized capital 
stock of $25.000, of which amount $12.- 
500 has been subscribed and $2,500 paid 
in in cash.

Detroit — The Guaranty Electric 
Corporation has been organized to 
manufacture and sell electrical ap
pliances, with an authorized capital 
stock of $10,000, of which amount $5.- 
OOOhas been subscribed and $10.000 
paid in in cash.

Saginaw—The Saginaw Stamping 
& Tool Co. has been incorporated 
with an authorized capital stock of 
$50,000 common,and $25.000 preferred, 
of which amount $39.000 has been 
subscribed. $8.200 paid in cash an cl 
$27.500 in property.

Kalamazoo—The Barley Motor Car 
Co. has been re-organized under the 
same style and incorporated with ai* au
thorized capital stock of $2.000.000 com
mon and $500.000 preferred, of which 
amount $2,000,000 has been subscribed 
and paid in in property.

Port H uron— The Port Huron 
Paint Co. has been incorporated to 
deal in paint, varnish, painters and 
builders supplies, with an authorized 
capital stock of $15,000, of which 
amount $9.500 has been subscribed 
and $2.000 paid in in cash.

Lansing—The Cove Lumber & 
Finish Co. has merged its business 
into a stock company under the same- 
style. with an authorized capital 
stock of $50.000. all of which has been 
subscribed and paid in, $1.447.72 in 
cash and $48 552.28 in property.

Coldwater—A new company will be 
organized here by the Homer Furnace 
Co., known as the Stockwell Furnace. 
Co., which will have a capitalization of 
$100,000 and will operate a gray iron 
jobbing foundry here. The new plant 
will employ 60 men in all, including 40 
molders, and will be operated in con
nection with the new Homer Furnace 
Co. plant here, which will begin business 
about Tan. 10.
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The Grocery Market.
Tea—The market has been very 

dull during the past week, as it al
ways is during the final holiday weeks 
of the year. Some business is doing 
every day, but is very small and for 
actual needs. Prices show no change 
for the week, everything being steady 
to firm.

Coffee—There has been a fair move
ment in coffee during the week, due 
mainly to a better feeling as to price. 
Demand is still not large, but is bet
ter than it has been. Prices on the 
whole Rio and Santos line remain un
changed. Milds show no change, but 
continued firmness.

Canned Fruits—Since the middle of 
December there has been a better do
mestic inquiry for California fruits, 
but this has so far failed to result in 
much actual increase in the outlet. 
Still, it is taken as an indication that 
the usual increase in trading which 
usually opens at the first of the year 
has already come to the surface. 
Quotably both peaches and apricots 
are unchanged, although peaches 
have developed the better tone of the 
two. There is a tendency to hold 
full standard peaches at full opening 
prices, but they can be bought from 
weak holders down to 5 per cent, 
under the opening, which is the usual 
selling basis for apricots. The sugar 
shortage ought to increase the call 
for both lines from now on. Pears 
are quiet at 5tiff 10 per cent. over. Ap
ples are weak and neglected. Pack
ers are trying to find a market for 
State gallons at $5.50@5.75, but are 
not very successful. Pineapples are 
in ample supply on spot and show a 
steady movement.

Canned Vegetables—It might be 
said, without being far from the truth, 
that there was no market in canned 
vegetables last week. The entire 
week’s business would hardly be taken 
as a fair sample of the greatest mar
ket in the country, for business re
sembled more the interior market of 
small size. The closing days of 1910 
showed only the barest kind of a de
mand and the opening of the new 
year found the jobbing trade busy 
with its inventories. In fact, very little 
is expected in the way of trading for 
several weeks to come. Later on 
however, a different market is pre
dicted. All fall the jobbing trade has 
been a light buyer of canned vege
tables. and admitting that the retail 
demand was greatly curtailed by the 
sale of Government stocks it seems 
a safe conclusion that jobbing stocks 
in New York and in the smaller job
bing towns are below their usual size. 
Buying for spring distribution, there
fore, ought soon to make itself felt

in the market . Tomatoes are without 
change. The corn market is a close 
parallel. Maine style Southern stan
dards held at $1.05@1.10 and moved 
slowly at that. Off grades down to 
$1, but the stock is not attractive and 
it does not sell to advantage. New 
York and Maine standards are not cut 
below $1.25 factory. Packers are 
booking a moderate amount of busi
ness. Western packs on spot are 
short. Peas are in the same relative 
position, as the market has not been 
active enough to materially alter the 
situation. Packers state that their 
reserves have been worked down con
siderably, despite the dull market all 
fall. Fancy stock in the small sieves 
would sell if it could be found. Fu
tures of the 1920 pack made no ma
terial developments last week as the 
buying trade was busy with other 
things during the closing of the holi
days. Other vegetables show a mod
erate amount of attention.

Canned Fish—As the domestic de
mand for Maine sardines for some 
time has been small a reaction ought 
to occur, especially it" buyers accept 
the statements of packers that stocks 
at the producing end are light. Cal
ifornia sardines are moving steadi'y. 
Stocks are light. Limited quantities 
of Norwegian and Portugese fish are 
offered, but the movement is light as 
asking prices are high. Salmon is 
dull and has been so for some time. 
Quotably the market is unchanged, 
but there is very little demand from 
domestic channels. Exporters are 
closely following the situation and 
intimate that they will be in the mar
ket later on if the exchange rate ad
vances. Tuna Fish show’s the most 
strength of any fish, because of its 
general scarcity. White meat is onlv 
in small blocks in second hands which 
are holding for $1 Pa 11.50. Blue fin 
commands $8@8.50 for halves. Lob
ster is only to be had in a small way 
at $46 for 96 halves.

Dried Fruits—Prunes are now the 
center of interest, as they are in larger 
supply than raisins and off or much 
better opportunity in trading. Packers 
here bought back stock to fill export 
contracts and to have a reserve for the 
later export market. Oregon prunes 
have worked into better position and 
packers during the week advanced their 
prices to 22c on 30s and 20c on 40s for 
shipment during the first half of Jan
uary. A relief from the sugar shortage 
ought to make itself felt in the demand 
for the Oregon product. The raisin 
market is as short as ever. Not only 
is New York inadequately supplied, but 
interior markets all over the East are 
nearly bare of stocks, and there is active

competition for transit stocks. Buyers 
have the hard end of the deal at present, 
as there is not enough stock to go 
around, and a fear is developing that 
there will be no surplus for some time 
to come. It would take free arrivals 
for several weeks to fill orders which 
distributers have on file at present. The 
market all week was in sellers’ favor. 
All descriptions are short, but more 
particularly seeded package and Thomp
sons. Trading is chiefly on resales, 
which are ILjfaJlc over the opening. 
Three Crown loose Muscatels have sold 
at inCc, Coast, which is equivalent to 
21c delivered. Thompsons are offered 
at 20c Coast for bulk and Sultanas at 
18c. Apricots have been overlooked 
during the past week, but the usual in
crease in demand ought to develop be
fore long. The market is firm but in
active. as supplies on spot and in the 
West are light. Fancy are in strong 
position and would easily be worked to 
a higher level with more current busi
ness. Spot stocks, taking the market 
as a whole, are below normal for the 
season. Peaches may show another al
lotment by the association in the near 
future, but as reserve stocks in the West 
are moderate the local allotment may 
prove to be of small calibre. Indepen
dents have made no move to offer stocks 
recently and it is taken for granted that 
there is nothing much to come from that 
quarter. The dried crop this year, de
spite the big production of raw peaches, 
was below normal. There are no long 
lines carried by any local operators, so 
that the outlook is for a continued firm 
and perhaps higher market toward the 
end of January, when buying will re
sume. Pears are held with confidence 
but show very little current demand. 
Apples, like peaches, are in line for a 
better outlet before long. At present 
the domestic demand is of moderate 
proportions, but packers are firm and 
still quote the same range. No new de
velopments are to be reported in the 
export field.

Nuts—Until the Jewish holidays ex
pand the demand a quiet market is apt 
to continue. There are plenty of all 
grades, but the outlet is so limited that 
the market all week was practically at 
a standstill. Quotations since the holi
day rush was satisfied have gradually 
sagged and attractive prices compared 
to those prevailing this fall are to be 
found, but there is little advantage be
ing taken of the situation by the buy
ing trade. A gradual resumption in de
mand is expected from now on. Wal
nuts lead in the general movement. 
There is a surplus of foreign, some of 
which shows unattractive quality and 
moves slowly. California nuts are in 
fair position, considering the general 
market. The foreign market has ad
vanced in France, due to the heavy 
buying by Switzerland operators, who 
are taking nuts for oil purposes, so that 
spot stocks are under the level of the 
French market at present. Almonds 
are moving in a small way with ample 
spot reserves. Other nuts are decided
ly easier than these two varieties. Pe
cans are urged to sale with few takers. 
Buyers for shelling purposes are being 
urged to clean up the market. Filberts 
show a like condition. Brazil nuts are

weakening and are apparently headed 
for lower values.

Canned Milk—The condensed milk 
market still presents a quiet aspect. 
The closing days of the old year saw 
lag-ends of blocks forced on the mar
ket at whatever the stock would 
bring, and this weakened the situa
tion. So far there has not been time 
for reaction, but brokers believe that 
an improvement is bound to result 
in the near future, as the resale mar
ket is out of line with producing costs. 
Stocks are being offered at $8.60@ 
8.75 by most dealers, with some dis
counts. where the seller is in urgent 
need of his money. Domestic buy
ing is limited and will not expand to 
any considerable extent for a few 
weeks. Export orders are not of 
large enough volume to support the 
market properly. Condensers are 
not disposed to sell freely, except 
where they are pressed- for money, 
as they cannot replace stock at the 
present range and they are holding 
for an advance which they say is 
bound to come later on. Evaporated 
is in less favorable position than con
densed. It is sadly neglected, which 
makes it necessary to cut prices to 
keep stock moving. Some resales are 
reported at as low as $6. Recognized 
brands are held at a premium over 
this figure.

Skimmed milk is going at 14c at 
the factory and dried whole milk at 
3S(iT 40c, factory.

Corn Syrup—There is a strong mar
ket as a result of conditions heret - 
fore noted and quotations are repeat
ed.

Sugar Syrups — Little inquiry is 
noted, but prices are firmly maintain
ed on the small supplies in sight.

Molasses—While reasonably quiet 
the market loses none of its firmness, 
which is based on shortage of pro
duction and large requirements of 
consumption.

Cheese—The market is firm at 
prices ranging the same as last week, 
with a slight consumptive demand 
and no export demand. The price is 
likely to remain stationary for a 
couple of weeks.

Provisions—The market on smoked, 
meats is steady with a decline of1/ '. ’ 
from a week ago, with a light demand. 
Both pure and compound lard are 
steady “at unchanged prices, with t 
light demand. Dried beef, canned 
meats and barreled pork are all steady 
and unchanged.

Salt Fish—The demand for mack
erel is very poor, as attention has 
been given to other things. Prices 
show no change for the week.

Corunna—C. P. Steinheiser. I). II. 
Crosser. \V. L. Ratz and R. A. Glas
gow. have purchased the brick plant 
at Kerby, near here and will continue 
the business under the style of the 
Corunna Brick Co.

Maple Grove—\Y. C. Clark, who 
has been engaged in general trade 
here for the past fifteen years, has 
sold his stock to Earl G. Merkle, who 
will continue the business at the same 
location.

Clarksville—Henry Norcutt succeds
A. C. Renkes in general trade.

mailto:5.50@5.75
mailto:1.05@1.10
mailto:8@8.50
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THE NEW SUGAR LAW.

Not Thought it Will Help the Situa
tion.

Although the much discussed Mc- 
Xary Sugar Control hill is now law. 
having been signed by the President, 
it promises, not a few trade author
ities think, to be a dead letter so far 
as any real benefit the country at 
large is to receive through it. The 
situation, as they view it. is too much 
out of hand to be brought into line 
by arbitrary rules. The action of 
Congress, in fact, was too long de
ferred to be really effective.

While the President has announced 
that the Government will not buy and 
distribute foreign sugar, and the im
pression is general that he will lioid 
in reserve the powers of control the 
new law confers upon him. there is 
always the possibility that he may 
see fit to exercise it. if in his judg
ment the occasion should arise in 
which complete control over distri
bution and consumption becomes 
warranted. Therein lies the cause 
for uncertainty hampering the unre
stricted buying and selling operations 
ordinarily conducted in an open, un
trammeled market.

The manner in which control is to 
be exercised, if deemed necessary, is 
the subject of much speculation. 
Whether the powers recently trans
ferred from the Food Administration 
to the Department of Justice, by proc
lamation. are to continue to reside in 
the latter or are to be conferred upon 
the Sugar Equalization Board, or 
divided between the two Government

agencies, presents a problem for which 
a solution is much desired. The well- 
known desire of the present Equaliza
tion Board to turn over its exacting 
duties to others to be appointed by 
the President raises a doubt as to 
whether it will be prevailed upon to 
continue. In spite of the many criti
cisms leveled against the Board dur
ing its troubled existence, it is now 
generally admitted that its work, con
ducted under most difficult circum
stances. was performed in a manner 
deserving of high commendation. The 
experience gained by it. the grasp it 
has of the situation, would render it a 
most valuable instrument in carrying 
out the even more difficult work that 
confronts the Administration under 
the provisions of the McNary law. 
Therefore the trade views with mis
givings the possible displacement of 
the present members by untried, if 
eoua’ly conscientious, men.

The abnormally high prices for 
raw sugars that have prevailed dur
ing the past two months were the 
product of unprecedented circumstan
ces. The impatience of buyers, other 
than refiners, throughout the country 
impelled them to ignore the usual 
procedure of depending upon refiners 
for supplies. Instead, they have gone 
directly to importers for raw sugars 
or for sugars to be brought here from 
Cuba and refined for them on a toll 
basis, with the result that producers 
in Cuba have had only to sit back and 
take the prices offered to them for 
sugars to be shipped, in some cases, 
as far ahead as next June.

This buying fever seems to have

run its course and a gradual decline 
of prices as a result of failing de
mand appears to have set in. Should 
the Government make any move to
ward purchasing the balance of the 
crop, estimated at about three-quar
ters of the present indicated outturn 
it is feared that the effect would be 
to perpetuate high prices. If left to 
itself the market, it is believed, will 
follow the usual course in a big crop 
year, with the possibility of at least 
5c raw sugar within a few months, 
or by the time the greater part of 
the estimated crop of more than 4-
000.000 tons will have been made.

European consumption is as yet an 
unknown factor, but it is assumed 
that it will not reach such propor
tions this year as to create a large 
market there for Cuban sugar or its 
American refined product, in view of 
prevailing industrial conditions, not 
to speak of the unfavorable exchange 
situation. Besides, Europe will no 
doubt make every effort to intensify 
the production of beet sugar to supply 
as far as possible its own markets, 
and is not expected to be a buyer of 
foreign sugars to any extent until 
the early part of next year, at least..

Hunt Bros. Propose to Suppress 
Brand Confusion.

The Hunt Brothers Tacking Co. of 
San Francisco, has appealed to the 
Federal Trade Commission to have 
Morris & Co. required to drop the 
word “Supreme" as a brand name for 
its canned fruits. In a letter to trade 
representatives. Hunt Bros. Co. say:

“Hunt’s Supreme Fruits have been 
packed and marketed by us since 1909. 
During that period we have expended 
approximately half a million dollars 
in national and local advertising, most 
of which amount was centered in ad
vertising Supreme fruits in particular.

"We have never been annoyed by 
any other packer adopting a Supreme 
label either by word or design until 
some months ago when fruits packed 
presumably for Morris & Company, 
not by them, appeared on the market. 
As their Supreme fruits and vege
tables were being nationally adver
tised. it naturally was of considerable 
concern to us, to say nothing of the 
irritation it caused the wholesale and 
retail trade who have for years dis
tributed Hunt’s Supreme fruits.”

Watson-ffigginsMlg.Co.
GRAND RAPIDS. MICH.

Merchant ^0
Millers

Owned by M erchants

P ro d u cts  so ld  by

M erchants

I w i .Brand Recommended
by M erchants ^  à

New Perfection Flour

1.Packed In SAXOLINPaper-lined 
Cotton, Sanitary Sacks

R O Y A L  SY STEM  “ B”
Consisting of Royal No. 5 Roaster and 

Royal No. 77 Double Mill

YOUR COFFEE DEPARTM ENT
Is it paying? Are your customers Satisfied with your 

coffee? Do they come back for more? Do they tell 
others what good coffee you sell?

If your answer to these questions is yes. you are already using the Royal COFFEE 
SYSTEM. If it is no, you need the Royal Coffee System.

What is the Royal Coffee System? It is the Royal Coffee Roasting Machine, the Royal 
Electric Coffee Mill, and a method of supplying you with green coffee of uniform quality and 
in unfailing quantities.

What is the Plan? We manufacture the machines and place them in your store on 
monthly payments easy to meet, or allow a liberal discount for cash. Any clerk can learn 
to operate them. We teach your employees without extra cost to you. We contract, 
through our New York Coffee House, to furnish you green coffees that will satisfy the taste 
of your customers.

The Benefits? All uncertainty taken out of your coffee business—your customers sup
plied with the best coffees—best because FRESH ROASTED and STEEL CUT. You build 
up a coffee business for YOURSELF—not for the jobber or the wholesale roasting house— 
you eliminate the profit of the middleman. In consequence you build up your business be
cause your service is better, and you also realize a saving of from five to fifteen cents a pound*

This is accomplished with but very little investment on your part, and a very small part 
of your own or your employe’s time. At any rate, it will cost you nothing to investigate. 
Write for our catalog today. W ell be glad to give you full information, and can arrange for 
a demonstration if you wish.

T h E M D E E R  g L
1151 WEST S T . HORNELL, N. Y., U. S. A.
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Fish Expert Says Salmon Is Doomed.
C. D. Garfield, Alaska Fish Com

missioner. recently addressed a gath
ering of salmon packers at Seattle. 
Wash., and advised his hearers that 
the fishing industry in the territory 
would he completely demoralized 
within a very few years unless drastic 
restrictions are at once placed into 
effect to allow sufficient fish to enter 
the spawning streams. He described 
how salmon had been exterminated in 
streams emptying into Puget, Sound 
and how each year sees a reduced 
run in the few streams in which the 
fish are to be found.

In speaking of the artificial propa
gation of salmon he said: “For the 
past fifteen years the Government has 
been endeavoring to replenish the sup
ply by building hatcheries and dis
tributing salmon fry. So far not a 
single instance has been recorded 
where these fish return to propagate 
in the waters in which they were re
leased and the fact seems well estab
lished that the efforts of the Govern
ment have proven a failure. It took 
100,000,000 salmon to complete the 
packs of Alaska’s 135 canneries during 
the years 1917 and 1918. Within a 
few years these institutions will for 
the most part be scrapped and the in
dustry ruined unless strict protective 
measures are adopted.”

Commissioner Garfield quoted in
stances where Alaskan Indians had 
combed the headwaters of various 
streams until not a single salmon 
escaped to propagate. He further 
charged that he had observed fish 
being sold to canneries that was un
fit for food, having been caught sev
eral days previous in the headwaters 
of streams and transported to can
neries by boat. He made a strong 
appeal for co-ordination of purpose 
to bring about legislation that will 
protect the industry. He stated that 
the aims of the commission were to 
secure the passage of laws to prohibit 
salmon fishing in all streams and lakes 
of Alaska and to prohibit fishing with
in 500 feet of the mouths of streams, 
permitting enough salmon to escape 
for spawning to ensure the mainte
nance of the packs and to build the 
runs up to their former size.

Mother’s Sabbath.
W ritte n  fo r th e  T rad esm an .

T here  is a  sacred  halo  
A bout th e  S ab b a th  day  

I  hope w ill ev e r s ta y  so  
A nd n ev er go aw ay .

T he S ab b a th  d ay  th a t  m o th e r 
D efined to  me—a  boy 

I  could en joy  no  o th e r  
T h an  she  w ould too  enjoy.

T he day  of “r ig h t” an d  “ n o t r ig h t” 
Of “ do” an d  “ n o t to  do ..”

W ith  every  S a b b a th ’s d ay lig h t 
W as  h e r  exam ple too.

T h e re  w as  a  b i t  of te r ro r  
H e r  m a n d a te  seem ed severe  

B u t y ea rs  h av e  show n m y e rro r  
T ill now  th e  d ay  is d ear.

F o r  w ith  i ts  ev ery  m o rn in g  
Com es a  voice from  fa r  aw ay  

I h e a r  h e r  w elcom e w a rn in g  
“ I ts  S ab b a th —n o t to -d a y .”

C harles  A. H ea th .

Creditors Should Get Judgments.
Credit managers are advised by the 

National Association of Credit Men 
to bear in mind that when the dis
charge of a bankrupt is denied, his 
claim should be reduced to judgment; 
because the statute of limitations will 
run against the bill and bar its col

lection after three years from the 
time it was made out, notwithstanding 
the fact that dividends from the ad
ministration of the estate were re
ceived in the meantime. The courts 
have held, a letter to the members of 
the association states, that the bank
ruptcy administration does not sus
pend the operation of the statute of 
limitations, and that creditors must 
be diligent in reducing their claims 
to judgment within three years of 
the creation of the debt. Otherwise 
the statute of limitations will bar 
them from any action.

New “Carnation” Milk Plant.
What is said to be one of the larg

est milk evaporatories in the United 
States is being erected at Gustinc. 
Calif., in the San Joaquin Valley, a 
rich dairying district, by the Carna
tion Milk Co., costing about $250,000 
and with a capacity of 250.000 pounds 
of milk daily, or 2.500 cases of canned 
milk. The company states that the 
quality of the herds in that district 
will be improved by aiding the dairy
men in securing Holstein cows.

Mr. Maeterlinck's rather embar
rassing experience during his lecture 
at Carnegie hall, New York last Fri
day evening, must have made him 
feel like advising his Belgian friends. 
“Never come to America unless you 
know the lingo.” But it was only a 
passing incident. The visit is sure 
to be mutually profitable.

Do you suppose the man who comes 
in with a subscription paper enjoys 
his job. Make it easier for him, and 
he will remember the courtesy. If 
you are going to give anyway, do it 
with a smile.

Signs of the Times
Are

Electric Signs
Progressive m erchants and m anufac

tu re rs  now realize the value of Electric 
Advertising

W e fu rn ish  yon w ith  sketches, prices 
and  operating cost for the asking.

THE POWER CO.
Bell M 797 Citizens 4261

USE

“S U N S H I N E ”
F L O U R

A perfectly blended flour of 
standard quality at a 

reasonable price.

Buckwheat Flour
Graham and Corn Meal

J. F. Eesley M illing Co.
The Sunshine Mills 

PLAINWELL, MICHIGAN

Petoskey Portland Cement Company
Petoskey, Michigan 

Authorized Capital $1,500,000 

No Bonds. No Preferred Stock. No Water.

The Future of the Petoskey Portland 
Cement Company

In addition to securing Mr. J. B. Johns as General Manager 
and Vice-President and one of the Directors of the Petoskey; 
Pcitland Cement Company, the Company has secured as its local 
Superintendent Mr. E. C. Switzer, of Stroh, Ind. Mr. Switzer will 
be with the Petoskey Portland Company within a week or so. 
He was formerly with the LeHigh Portland Cement Company, 
and then became Superintendent of the Wabash Portland Cement 
Company from which concern he goes as Superintendent to the 
Petoskey Portland Cement Company. With Mr. Johns and Mr. 
Switzer, two very successful experienced cement men, at the head 
of this Company, there can be no question as to the future bright 
prospects for the Petoskey Portland Cement Company.

The Company is now practically financed, and within a very 
short time there will be no more of the Company's treasury stock 
for sale. Therefore, those who desire to purchase a holding in this 
Company which has very bright prospects for the future, should 
send for details and inform themselves of the exact status of the 
Company.

Certainly the Petoskey Portland Cement Company could not 
enter the cement field at a more opportune time, because of the 
great shortage of cement, in spite of the fact that the large road
building contracts calling for millions of dollars worth of cement 
have only just begun, in addition to the other enormous building 
projects that call for large amounts of cement.

The Company's crushed stone business alone should earn a 
substantial dividend for the stockholders as soon as its dock is 
completed and the Company can ship by water to all the Great 
Lakes Cities.

In considering this stock as an investment, bear in mind that 
the Company has an unlimited supply of raw materials, excellent 
shipping facilities both by rail and water, and that it will operate 
two businesses—both crushed stone and cement—in the profits 
from both of which the stockholders will participate. The strong 
business management and very competent men at the head of 
the manufacture of cement must also be taken into consideration 
in judging the possibilities of this Company.

Investigate this at once, as it will soon be too late.

F. A. Sawall Company, Inc.,
405-6-7 Murray Bldg.,

Grand Rapids, Mich.
Gentlemen : Without any obligation on my part, please send 
me all the information you have regarding the Petoskey Port
land Cement Co.
Name ...................................................................................................

Address .......................................................................................

The Michigan Securities Commission does not recommend the purchase of any security and its 
approval must not be construed by investors as an endorsement of the value.
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RUSSIA MUST BE SAVED.
The great Russian writer llertzen 

said:
"Insanity rules the world." Cer

tainly this is a paradox. But. un
fortunately. it has often held good. 
Was it not insanity that prompted 
the famous German slogan: "World 
dominion or downfall?" German in
sanity started and kept up the war 
started hy the_ infamous kaiser for 
four years, and its effect will he felt 
for a century at least.

That German insanity provoked 
Russian insanity. Bolshevism, whose 
effect may he .'till more terrible than 
that of the World War if not checked 
in due time. To defeat Germany it 
required the united efforts of twenty- 
odd nations. And what is being done 
to defeat Bolshevism?

There has been much talk, some 
solemn promises were given, even 
some help was offered, but that 
amounted to miserable half-measures 
unworthy of the countries that started 
them.

There are many diplomats and 
statesmen in the great countries, but 
there is no concise, intelligent Rus
sian policy anywhere. Why is it’ 
Is it because of Hertzen's explana
tion? No. they say. because the 
world was able to make only a cer
tain effort, and now it feels fatigued. 
The world is fatigued, but the Bol- 
sheviki are as active as ever before: 
and their propaganda is spreading 
far and wide, embracing the Old and 
the New World.

There can be no compromise be
tween the Bolsheviki and the rest of 
the world. Either the Bolsheviki 
shall be crushed or the world will 
succumb to the Bolshevist onslaughts. 
The Bolsheviki may agree even to a 
kind of armistice in order to strike 
harder later in. They must fight on 
or perish. They have no other choice.

Bolshevism is an extreme despot
ism in the name of proletarians. Bol
shevist leaders and commissaries 
weild such power as Princes. Kings, 
and Czars of olden times could not 
even dream of. Nicholas 2. never 
would think of delay in the beginning 
of the play in his.theater even five 
minutes before he came. But the 
Petrograd commissary ordered that 
they should not begin the perform
ance in the theater before he came, 
be it an hour or two or even three 
later than the usual time. Is there 
any wonder that a noted actor of 
Petrograd committed suicide because 
his dignity could not stand any longer 
such a humiliation?

They say that France cannot af
ford to send to Russia any soldiers to 
fight Bolshevism. Nor can Italy. 
Nor can Great Britain, whose labor
ing classes sympathize rather with 
the Bolsheviki.. And we in the 
l  nited States do not see clearly why 
we should sacrifice our men and 
money for Russia. The case of France 
was quite different for us. As to 
Russia, let her perish if she cannot 
save herself. Such is the feeling of 
the Anglo-Saxon masses, both in this 
country and Great Britain.

It is a terribly narrow and unwise 
point of view. Unless crushed, the 
Bolsheviki will not leave the world

to enjoy peace and order. For Bol
shevism means disorder, anarchy, red 
terror and an extreme despotism in 
the name of the proletarians. The 
Bolsheviki cannot produce anything. 
Their function is that of the locust, 
to destroy all wealth produced by 
the united efforts of all people, work
ing physically or mentally or both.

The Russian peril is to be dealt with 
as the German peril was dealt with— 
by the united efforts of France. Great 
Britain. Italy, the United States, Japan 
and other law-abiding countries, includ
ing Spain. Sweden, and others formerly 
neutral countries. Japan feels the dan
ger already approaching her door, and 
she speaks now in quite a different 
tone. England is bound to follow suit 
before Bolshevist propaganda reaches 
the heart of India. Spain and Italy, for 
self-preservation, must not delay action. 
And without France an international 
task of such magnitude is unthinkable.

Foch won immortal glory for him
self and his country by smashing Ger
many and Austria. His glory would be 
doubled if he would smash the Bolshe
viki. munitioned and officered by brutal 
and bestial Germany, and for Germany’s 
sake.

Concern over the rumor that Germany ' 
has an army of 1.000.000 and still more 
in secret training may be due to a mis
understanding of the armistice, which 
amounted to a virtual surrender. Ger
many did spring a surprise a century 
ago. but there is no analogy between 
after Jena and now. Then she was not 
war-weary and her morale was good. 
She may have more small arms than 
show on the books, but for the Allies 
to check up her heavy artillery is easy 
now and will continue so during the 
fifteen years of occupation. By the 
terms of the treaty her army must be 
reduced to 100,000 by March 31. Will 
this force be sufficient to police a coun
try- with so many large towns abounding 
in the discontent and depression from 
which local revolutions start? If the 
number be inadequate, would it not be 
well to authorize its increase instead of 
permitting the continuance of the var
ious semi-military associations, control 
over which is difficult? An attack from 
Germany is unthinkable. Keeping the 
peace within her own borders is a neces
sity for her and to the advantage of 
the Allies.

The vigorous protest of the trade 
unions in every city in the United States 
against the deportation of the I. W. W. 
socialists and anarchists proves strong
er than words can describe the close 
relationship between trades unionism 
and anarchy. The man who takes the 
oath of allegance to the labor union 
ceases to be an American citizen, be
cause he has bound himself, body and 
soul, to obey the mandates of a power 
which is unAmerican and destructive 
to every principle on which good gov
ernment rests. Under existing condi
tions there is no difference between 
trades unionism and I. W. W. Both 
stand for slovenly workmanship, betray
al of trust, infidelity to employer, wife 
and home, disloyalty to country' and the 
destruction of everything good which 
civilization has been struggling to ac
complish all through the ages.

WHAT OF THE FUTURE?
At about this period, as the old 

weather almanacs used to say, "look 
for the appearance" of prophets, near 
prophets and would-be prophets of 
business. The turn of the year has 
a singular attraction for the many 
who feel the urge of predicting what 
is to come for the new twelvemonth. 
Under fairly' normal coditions, this 
sport or pastime is not very hazard
ous to the reputation for sagacity of 
those indulging in it. As things are 
just now. however, the risk is some
what great. Everything is upset, and 
what were usually regarded as eco
nomic axioms have apparently', no 
validity7. \ \  hen things became dear, 
it was always taken for granted and it 
so used to happen, people stopped 
buy'ing. Now, however, it would 
seem as though every' price advance 
merely- served to stimulate further 
buy'ing. And the higher the cost of 
living rises, the greater becomes the 
demand for luxuries and expensive 
stuffs. Taking these indicia as a 
foundation and basing forecasts on 
hope and confidence rather than on 
real conditions, a number of mer
chants and producers are not only 
expressing the belief that further 
price rises will continue to swell the 
volume of purchases, but are acting 
in accordance with that belief. This 
is the only' explanation of the advan
ces shown in the primary markets 
which will have to be reflected in the 
consumer buying many' months hence. 
But that the confidence is not so 
great as outward indications would 
make it appear is shown by- the fact 
of the shortening of credits and the 
requirements for early deliveries. A 
nervousness is perceptible even 
among those who are loudest in pre
dicting continued prosperity, and 
this will not be dispelled except by 
positive action on the part of the 
buying public.

Distributors of merchandise have 
recently' been making a closer study 
of conditions in their respective lo
calities so as to be able to do busi
ness with a fair margin of safety. 
Jobbers, especially', have to look 
rather far ahead in making their cal
culations. And so, too, have the 
makers of clothing and women’s gar
ments. There have been some can
cellations of initial orders for Spring. 
These are not yet a matter of any 
serious concern. If, however, the 
course of consumer buying will seem 
to justify' them instead of forcing re
tailers to hurry' into the market for 
further supplies to meet demands, 
the outlook will be for a sharp de
cline in prices. Nobody is anxious 
to load up at the present levels. It 
takes too much capital, and the lend
ing institutions are a little chary of 
letting out money' on the security' of 
merchandise at the highest prices yet 
reached. The volume of retail sales 
for the next few weeks will give some 
indication of how the public feels in 
this matter. Buyers for the big 
stores will than show up here in 
large numbers prepared to act in ac
cordance with the outlook as it may' 
then appear. Next week the annual 
fathering of the Wholesale Dry' 
Goods Association, including the job
bers of knit goods, dress goods and

notions, will be held in New York 
City'. The sessions promise to be 
more interesting than usual, and the 
interchange of opinion among the 
members, who are representative men 
from all over the country, cannot 
but lead to a better understanding of 
trade prospects in the various lines 
in which these men are interested.

IN A STRONG POSITION.
As the new y'ear opens, a survey 

of the .cotton trade indicates the ex
istence of a rather sharp division of 
opinion among merchants regarding 
the outlook, but with the preponder
ance notably on the side of continued 
high prices and activity'. Among the 
outstanding features of the situation 
may' be noted the development of ex
port business on a scale approaching 

•normal, notwithstanding the unfavor
able influence of the foreign exchang
es: the wide margin of profit enj.oved 
by domestic mills and their generally 
strong position; the prosperous con
dition of producers and factors in the 
South, enabling them to hold for 
higher prices; the relative scarcity of 
the higher grades of cotton and the 
excess of lower grades, and a sus
picion that all is not so well as it 
appears on the surface, reflected in the 
unusually wide spread between prices 
on near and distant months in the 
futures market.

The entrance of Bolivia into the field 
as claimant for Arica and Antofagasta, 
heretofore disputed between Chili and 
Peru, is another reminder of how bar- 
ren. almost desert, territory may have 
become the cause of wars for the rich
es which lie beneath. H. G. Wells’s 
fanciful conception of a rebellion of the 
minerals in revenge for the happiness 
of animate life continually finds new 
foundations, although the Krupp works 
have ceased to be the revolutionary 
headquarters of embattled ores. The 
territorial dispute in our own Panhandle 
is not yet comfortably settled, since 
earth as unproductive as that of Arica 
was discovered to harbor oil. The min
erals have a casualty list, all in their 
favor, of which no army can boast. 
Potash, oil, gold and iron destroy their 
human enemies by cunning strategy', set
ting them to warring against each other, 
while they', unweakened by transforma
tion. remain to create new conflicts.

Men who refuse to bow their heads 
to union domination and make closed 
shop agreements with their union em
ployes are being subjected to many an
noyances and abuses nowadays at the 
hands of infamous officials. Notwith
standing the shortage of help, every 
union is maintaining a large number of 
men in idleness, whose sole duty it is 
to circulate among non-union men and 
attempt to sow the seeds of suspicion, 
distrust and disloyalty'—both to employer 
and country'. The men selected for 
this nefarious work are capable of doing 
anything to accomplish their aims, 
from dropping emery dust in the gears 
of a machine to impair or destroy its 
usefulness, to cutting a throat. Open 
shop employers cannot be too careful 
in excluding such whelps from their 
establishments. No union man should 
be permitted to cross the threshold of 
an open shop under any circumstances.



Janu ary  7, 1920 M I C H I G A N  T R A D E S M A N 9

Gloves and Mittens
Ask Our Salesman After January 5fh

Gloves for Everybody
Cotton Gloves, Light, 

Medium, Heavy

In the past you have benefited by seeing our line.
Those who dealt with us remember what happened last year.
Do not buy until you have heard our story this year—there 
v\ ill be some new features.

Leather Faced Gloves 

Tick Mittens 

Jerseys

SOLD BY ALL OUR HOUSES

N A T I O N A L  G R O C E R  C O M P A N Y
Detroit Grand Rapids Saginaw Bay City Jackson Traverse City
Cadillac Port Huron Escanaba Sault St. Marie Lansing Decatur, III.

South Bend, Ind.

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

A d v an ta g es  o f  an

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

A  C o m p le te  S to c k  w ith  S m alles t In v e s tm e n t
I t  C re a te s  In te re s t  an d  C o n s u m e r’s D em and  

Ask the Sunshine Salesman—He Knows

I o o s e W i l e s  B i s c u i t  ( o m p a n y

Bakers of Sunshine Biscuits 
C H I C A G O
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Problems and Methods of Selling.
W ritten  for the Tradesman.

There are lots of things we don’t 
know about the near future, but at all 
events this is a safe bet: Successful 
shoe retailing isn’t going to be a sine
cure nor a cinch; it is going to require 
a lot of first-class brains backed up by 
a willingness to work. It requires bet
ter merchandising ability to sell shoes 
at a profit to-day than it did four years 
ago.

The truth is there are now a whole 
lot of new and puzzling conditions that 
have entirely upset the dope, so that the 
methods and policies of other days 
don’t fit to-day.

“My Lord, man.” exclaimed a depart
ment manager recently, “this situation 
is getting my goat! I have a whole 
raft of new stuff ordered and now in 
the factory—fine pumps and boots I’ll 
have to mark at from $14. to $20.—and 
now they are spilling a lot of silly stuff 
about cheaper shoes, fewer pairs for 
economy’s sake, and finally stage lasts 
and French models and the Lord knows 
what—and who knows what’s going to 
happen? Say. the guy that’s running 
a woman’s shoe department these days 
don't rest any better than the chap that 
used to wear the crown. Ain’t it the 
truth ?”

Tips for the Times.
Watch your stock closely and keep it 

moving. This has always been a good 
rule. It was never better than now.

If a line isn’t selling, be sure you 
know it—and then get busy. Feature 
that line, boost it. in the limelight, make 
a big noise about it. push it strongly— 
anyhow make it move if you have to 
cut it to cost. The higher the original 
cost of the shoes, the heavier your lia
bilities in the matter of slow-movers.

And pretty nearly everybody gets a 
few of them now and then. -A big 
specialty shop catering to the general 
trade in footwear had a line of women’s 
tan kid boots with very light buff tops 
in cloth. It was a dandy long-model 
shoe, made out of good stuff and on a 
long, nifty last. Early in the fall the 
style was popular and about half or 
two-thirds of the line sold smoothly 
enough, and at $13. the pair. But sud
denly all movement in that particular 
line stopped. The tops were too light. 
They soiled too readily. And the rest 
wouldn't budge. What did that house 
do? Removed them to their popular- 
priced basement and advertised them, 
along with some other stickers, like 
this:

“In our popular-priced basement we 
are offering to-day. and all this week 
some exceptional values in women’s 
boots. Tan. patent and mouse gray 
shoes with cloth and buckskin tops— 
values up to $13.—now cut to $5.90.

But you better come early to get in on 
this rare economizing opportunity.”

This prospect of higher prices next 
year—which is not an unfounded rumor, 
by the way, but an economic certainty— 
may be a little disconcerting, but there 
is an argument in it for persuading 
them to buy now.

I saw this played up admirably in a 
newspaper announcement last week. 
“This is a rare opportunity mylady 
should not pass up,” the ad read. “Shoes 
of this type and grade will undoubtedly 
be higher next year, for the leather 
from which they are cut is costing fbe 
maker more; so why not buy an extra 
pair now and put them away for next 
season ?”
Concerning another kind of a situation, 
a different concern made this appeal: 
“Here is a man’s shoe of fine material 
and workmanship that reached us sev
eral weeks late. The maker couldn’t 
help it, for he had labor difficulties in his 
plant, so he made us a generous con
cession. To help him out, and at the 
same time give you a real bargain, we 
are closing out the lot at $7.90 a pair. 
But we’d advise you not to delay action. 
They’ll go like hot cakes.”

Somebody has remarked that the shoe 
dealer ought to advertise now more than 
ever. And this is good advice. This 
has always been the way to increase 
sales, and now that we have a rising 
market, this is imperative.

And a definite proposition about a 
particular last—or not to exceed two or 
three lines—is better than a vague, gen
eral broadside. Some of the best news
paper announcements of shoe sales that 
come to my desk are announcements 
featuring a single shoe. Everything is 
concentrated upon one thing. And an 
announcement of that sort carries a 
punch.

Of course the ad should be illustrated 
and the price of the shoe marked in a 
frank, straightforward manner.

And have your salesforce keyed up to 
concert pitch—and right on their toes to 
make every sale that is humanly pos
sible in order to increase the grand 
total of pairs sold.

All of which, to be sure, requires 
headwork and planning in advance. It 
means that the shoe dealer of to-day 
ought to have a definite selling program.

And this includes window trimming 
as well as advertising. Put on fresh 
trims frequently. Make them as unique 
and telling as you can. Get the boys in 
the store to help you think up new ideas.

But above all things, watch the rec
ords. Know what’s selling and what 
isn’t selling. If it isn’t selling, start 
something to make it sell. For the 
shoe dealer that comes clean now must 
clean up as he goes. Cid McKay.

Coming by Express 
This Week

Now is when you need them

W ill be on the floor this w eek  Friday

WHITE ROCK 
WAVERLEYS

Men’s ....... 6-11— SI.38
Boys’ .........2^-6 • 2.23
Youths’ — 11-2—  1.08

Hood Rubber Products Co., Inc.
Succ. Grand Rapids Shoe & Rubber Co.

The Michigan People Grand Rapids

The H. B. Hard Pan ( 

ard Screw) Service Shoe is 
a really wond e r fu l  work 
shoe. Your customers know 
what it is. They and their 
friends have been wearing 
it for years. Solid leather—  

honestly made. It's a com
bination that can’t be beat 
anywhere.

Herold-Bertsch Shoe Co.
M a n u fa c tu re rs  o f  S e rvic e a b le  F o o tw e a r  G R A N D  R A P I D S ,  M I C H .
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Epidemic of Strikes Cost More Than 

Two Billions.
There are so many big, vital problems, 

all of which are closely related to each 
other, confronting the American people 
that it is difficult to designate any one 
of them as the most important of all, 
but certainly the labor problem looms 
before us as a great menace during the 
coming year. And because that prob
lem’s significance and far-reaching 
ramifications apparently are not gen
erally understood it is all the more 
dangerous. That the mass of our peo
ple. for instance, should not appreciate 
or be indifferent to the meaning of the 
efforts of the Railway Brotherhoods to 
have the railroads of the country 
turned over to them, or to the activities 
of organized labor in seeking to post
pone the return of the roads to their 
rightful owners for another two years, 
is as deplorable as it is amazing.

It is evident that the Brotherhoods 
have abandoned hope of accomplishing 
their purpose through obtaining the 
adoption of the Plumb plan during the 
life of the present Congress, and now, 
enlisting the co-operation of other 
branches of organized labor and seeking 
the aid of the farmers, but so far un
successfully, are striving to avert the 
return of the railroads until sufficient 
political pressure can be brought to 
bear to force the enactment of the 
Plumb plan, or some other plan of na- 
tinolization. into a law. If that scheme 
succeeds, the United States will cease 
to be a democracy in fact, for it will 
mean government by minority for class 
interest. The situation, therefore, is 
fraught with, greater peril by far than 
that of the days of uncurbed monop
olies and unregulated trusts. The real 
issue should be made clear to all of our 
people, namely, that our democracy is 
at stake in all such selfish measures as 
the nationalization of our basic indus
tries.

We sent 2,000.000 men abroad to fight 
for the preservation of our democracy; 
are we now to surrender our democracy 
to less than 3,000.000 of our 110.000.000 
people, who are organized, not into 
brotherhoods or federations, but into 
the biggest of all unions—the United 
States of America? It is well to re
member that the whole is greater than 
any of its parts.

Another menace of the labor problem, 
quite as vital as this one, is the epi
demic of strikes, which, it has been es
timated, have cost labor more than 
$700,000,000 and employers more than 
$1,300,000,000—a total of approximately 
$2,000,000,000! But our strikes have 
done worse than that; they have wasted 
incalculable hours of production at a 
time when production was never so 
precious, and, thereby, occasioned un
told suffering to millions of people in 
stricken Europe. The loss in dollars 
may be made up; the loss in time and 
production can never be made up. And 
labor must suffer the consequences, in 
common with all other classes, in scarc
ity of goods and higher prices.

A strike for proper hours, working 
conditions and wages, when all other 
means fail, may be justified. A strike 
for profiteering or unfair advantage, 
however, should be as amenable to the

law as any other form of profiteering or 
unfair practices.

When capital has violated the public 
interest, our legislative bodies have 
been quick to lay the hand of govern
ment upon it, and, by regulation and 
punitive provision, quick to force it to 
recognize the paramount general inter
est. This rule should apply with equal 
definiteness to labor. Capital has been 
made responsive to public regulation, 
and labor should be equally so. Capital 
is compelled to abide by its contracts 
and fulfill its obligations. Labor can
not rightfully claim exemption from 
such laws, nor is it true that labor can 
claim the unfettered right to strike and 
cripple industry in its fundamental ser
vices to the public. We do not permit 
our soldiers to strike, nor would we 
patiently submit to a strike of other 
public employes, such as firemen or 
postal employes. A doctor would not be 
permitted to strike in the midst of an 
operation affecting human life, nor a 
lawyer to shirk his duty in a crucial 
case, nor a banker to close his doors to 
public demand. Over the rights of any 
class or any interest lies the supreme 
right of society to act in its own pro
tection. and to deny that right is to 
challenge the very basis of proper 
human relations. There must be fair 
and orderly methods devised by which 
the differences between conflicting in
terests can be adjusted without paralyz
ing the public interest, That is a simple 
economic and social necessity. Labor is 
entitled to its just share of the wealth 
w* ;ch it helps to create; but when labor 
invokes the word of justice as it may 
rightfully do. it must recognize that 
justice implies consideration for the 
rights of all .

These are fundamental facts, which 
labor and all our people should under
stand thoroughly. Let us hope that 
1920 will contribute much toward such 
understanding, and then we may hope 
for the beginning, at least, of a solu
tion of our serious labor problems, and 
for all that that will mean in the way 
of greater general prosperity and hap
piness. Charles H. Sabin.

President, Guaranty Trust Company 
of New York.

The Klise Manufacturing Co. has in
creased its capital stock from $25 000 
to $100,000.

€
? \  HONORBILT

s h o e st.
The Line That Satisfies
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Don't Wear 
a Truss

B ro o k s ’ A p p lia n ce , th e  
modern scientific invention, 
the wonderful new discovery 
that relieves rupture, will be 
sent on trial. No obnoxious 
springs or pads.

mr. c. a brooks Brooks’ Rupture Appliance
Has automatic Air Cushions. Binds and draws the 
broken parts together as you would a broken limb. 
No sa ves No lies. Durable, cheap. Sent on trial 
to prove it. Protected by U. S. patents. Catalog 
and measure blanks mailed free. Send name and 
address today.
Brooks Appliance Co.. 762A State St. Marshall, Mich.

City Day is Bargain Day
So that you, Mr. Shoe Merchant may be able to start 

the year with a real bargain sale, Hirth-Krause have 

decided to make CITY DAY, Wednesday, January 

14th, a bargain day.

Special and timely merchandise which will be up to 

the Hirth-Krause Standard has been especially priced 

for this occasion at figures which will permit it to be 

sold at attractive prices and still yield a good margin 

of profit to the retailer.

You can't afford to ignore CITY DAY and by no 

means can you afford to miss the opportunity Hirth- 
Krause offer.

Hirth-Krause
Shoemaker* fog jSeyiaraHoiyy

Shoes
Tanners and Shoe Manufacturers

One of the 25

“January Specials”

2866—Wos. Brown Kid 
Lace, 1 3-8  Cub Heel, 
Welt, B-D............$6.90

2865—Same as 2866, 
Louis Heel, Welt.
B-D 16.90

2896 — Wos. B r o w n  
Chrome Cab Lace, 
1 H  Cuban Heel, 
McKay, D .. . $4.95

R indge, Kalmbach, Logie Co.
10-22 I o n ia  A v e .  N .  W .

Grand Rapids, Mich
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Financial Forecast By Governor Fed
eral Reserve Board.

The year just ended will be recorded 
in history as an era of inconsistencies 
and contradictions. It has been a year 
of tremendous activity, commercially 
and sociologically; a period of hectic 
extravagance and of expanding credits; 
a year made memorable by high cost of 
living and high living; by labor disturb
ances resulting in losses to labor and 
industry estimated by some at two bil
lions of do’lars: by social unrest, class 
prejudice, foreign complications. Bol
shevist propaganda, rampant specula
tion. commodity hoarding, increased 
consumption and reduced industrial out
put.

There are some indications that the 
country has passed through the most 
acute stage of labor troubles and that 
the conservative and fair-minded ele
ment in both employers’ and labor’s or
ganizations will assert themselves with 
the result that there will be a better 
understanding between capital and labor, 
with improved prospects of a square 
deal for the public.

Commodity prices at wholesale are 
now 131 per cent, higher than they were 
at the end of the year 1013. but unless 
production on the farms next season 
should fall substantial!” below the aver-

will be seriously affected unless arrange
ments are made to grant long credits to 
European importers.

There seems to be no probability, or 
at least no immediate prospect, of a 
resumption of Governmental credits, 
and an effort must therefore be made 
to finance our exports through private 
enterprise. It is not the function of 
commercial banks to extend long credits, 
nor can such credits be effected through 
the Federal Banks, and it will be nec
essary, therefore, in arranging to extend 
long credits to Europe to appeal to the 
investment market. The Edge bill pro
vides for the Federal incorporation of 
associations organized for the purpose 
of financing export transactions by long 
credits and for their operation under the 
Federal Reserve Board, which may au
thorize them to offer their obligations, 
specifically secured, running for a term 
of years, to the general public. Upon 
the co-operation of the public, there
fore, will depend the maintenace of our 
export trade at anything like its present 
volume: and upon our ability to hend 
our surplus products abroad is condi
tioned the full operation of our indus
tries and the steady employment of 
labor.

The Federal Reserve act authorizes 
the acceptance of drafts or bills of ex

age, it seems unlikely that there will be 
any further advance. With adequate 
supplies there certainly will be no sound 
economic basis for a continued rise in 
prices, and when prices once come to a 
standstill for an appreciable length of 
time a decline is likely to follow. The 
insistent demand for several months 
past has been due partly to a general 
feeling that prices were going higher; 
and whenever this feeling gives place 
to one that prices are about to decline 
and that the market trend will be down
ward. the demand will assume a more 
moderate tone and prices will soften.

A great deal depends upon the finan
cial and industrial recuperation of Eu
rope. Our export trade has been stim
ulated abnormally by foreign purchases 
during the war. as well as by the heavy 
buying of our own Government for its 
military and naval establishments. For 
two years foreign purchases were 
financed in the greater part through 
loans made by the Government of the 
United States to the foreign govern
ments associated with it in the war and 
the post-w'r buying of European coun
tries to supply their urgent necessities 
has proceeded in large volume, notwith
standing exhaustion of Government 
credits. The progressive decline in for
eign exchanges and their utter demoral
ization at present is evidence of the re
duced cash purchasing power of Euro
pean countries, and our export trade

change by member banks in transactions 
involving the importation or exporta
tion of goods for periods of not more 
than six months, but such drafts or bills 
of exchange may not be purchased or 
discounted by Federal Reserve banks 
where their maturities extend beyond 
ninety days. The Federal Reserve 
Board has ruled that renewal accep
tances are subject to the same condi
tions as to eligibility which govern the 
original bills, and that if the goods 
against which acceptances were made 
have been consumed or have lost their 
identity, renewals are not eligible.

Keat State Bank
Main Offw* Ottawa Ave.

Facing Monroe
Grand Rapids, Mich.

Capital - $500,000
Surplus and Profits - $759,000

Resources
11 y2 Million Dollars

3 h  Per Cent 

Paid on Certificates of Deposit
Do Your Banking by Mail

The Home for Savings

'T 'H E  B O N D  D E P A R T M E N T  
-*• of this bank offers only such 

bonds as are suitable for the bank’s 
own investment purposes.

Investors purchasing bonds from 
The Old National Bank, secure the 
benefit of the broad experience and 
trained judgment which naturally 
accrue to a bank established for 
over sixty years.

THE OLD nI I I n AL BANK
Monroe at Pearl Grand Rapids

KEEP UP W11H THE TIMES

T he M ichigan Trust Co
OF GRAND RAPIDS

“ THE GLOCKCORNER”
PEARL & OTTAWA

O ur Public Accounting D epartm ent 
makes certified reports of Audits, 
which furnish the most satisfactory 
evidence of financial conditions.

They are instrum ental in obtaining 
and m aintaining credit.

Let* us serve you in th a t capacity.

Let us compile your Federal Tax Returns. 
Information on Wills and Trust Funds.

Audits
for
credit
purposes
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As long bills and investment securi
ties are not available for use at Fed
eral Reserve banks, it follows that the 
absorption of such bills by the public 
will result in a reduction of bank de
posits unless there should be a general 
disposition on the part of investors in 
these bills to borrow the money needed 
for such investments. As a rule notes, 
drafts and bills of exchange covering 
investments, or which are issued or 
drawn for the purpose of carrying in
vestments in stocks, bonds or other 
investment securities, are not eligible 
for discount at a Federal Reserve bank, 
but the Federal Reserve act makes an 
exception in favor of bonds and notes 
of the Government of the United States.

During the war and up to a very 
recent date, notes and bills secured by 
United States Government bonds were 
given a preferential rate at the Fed
eral Reserve banks in order to assist in 
the flotation and distribution of these 
securities, bin the differential has been 
abolished and notes secured by these 
obligations of the Government are now 
subject to the same rates of discount 
as commercial paper of corresponding 
maturities. The existence of $20,000,- 
000,000 of Government bonds, consti
tuting an investment security available 
as collateral at the Federal Reserve 
banks, was not contemplated by the 
framers of the Federal Reserve act, 
and has complicated the credit situa
tion. But with the preferential rates 
removed there will no longer be the 
incentive to obtain accomodations on 
the security of Government bonds 
rather than by the use of commercial 
paper. The ability to do so still re
mains, but abuses can be checked either 
by rationing credits of this kind or by 
means of higher rates.

Exports during the year of approxi
mately $500,000,000 of gold and silver, 
increased loans and diminishing reserves 
have emphasized the necessity of re
storing the banking position to a 
stronger basis. It has been frequently 
pointed out by disinterested observers 
that during the past three or four years 
the industry and commerce of the coun
try could not have been conducted nor

the financial operations of the Govern
ment consummated without the Fed
eral Reserve System. If, however, the 
loans and other invested assets of the 
Federal Reserve banks should be per
mitted to increase until the lending 
power of the banks is exhausted, the 
country would in such an event be sub
jected not only to all the evils of ex
treme credit inflation, but it would have 
to facfc any new financial problems 
which might arise just as thought there 
were no Federal Reserve system.

I assume, however, that it will be the 
policy of the Federal Reserve Board 
to make such rate changes or to take 
such other steps as necessary to 
bring about a liquidation of unproduc
tive credit and to restrain unnecessary 
and unhealthful expansion. Reserves 
must be strengthened in order that the 
banks may be in better position again 
to expand credits when such a course 
becomes necessary to meet unforeseen 
contingencies, or to finance the move
ment of crops and the production and 
distribution of goods.

The increase in the note issues of 
the Federal Reserve banks which has 
taken place since August has been 
coincident with the credit expansion 
which has been caused in part by sea
sonal requirements, but only in part, 
because of high prices and wages, which 
have entailed the use of a larger vol
ume of currency. During the next two 
or three months, however, a substan
tial liquidation of loans and a corre
sponding reduction in note issues may 
be anticipated, and as Treasury re
quirements are no longer the control
ling factor in the money market, and 
as the differential in favor of bond-se
cured paper has been abolished, the Fed
eral Reserve Board is now in position 
to exercise a more effective control 
over the discount market, and con
sequently over the volume of credit, 
than has been the case since April, 1917. 
This control should be exercised with 
firmness and discretion, for upon it de
pends the integrity of our financial 
structure. W. P. G. Harding, Gover
nor Federal Reserve.

Fourth National Bank
United States Depositary

Savings Deposits

Commercial Deposits

3
P a r  C e n t In te re s t  P aid  o n  

S av in a s  D ep o s its  
C o m p o u n d e d  S em i-A n n u a lly

3 %
¡Per C e n t In te re s t  P aid  o n  

C e rtif ic a te s  o f  D ep o s it 
L e ft O n e  Y ea r

C ap ita l S to ck  an d  S u rp lu s

$580,000

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

# ASSOCIATED

Li CSrPrSr̂ WjjjggglB;—~ IB 1 «j1
M B I H j= mg j

mam
w 1 i l l

CAMPAU SQUARE
The convenient banks for out of town people. Located at the very center of 

the city. Handy to the street cars—the Interurbans— the hotels— the shopping 
district.

On account of our location— our large transit facilities— our safe deposit vaults 
and our complete service covering the entire field of banking, our Institutions must 
be the ultim ate choice of out of town bankers and Individuals.

Combined Capital and Surplus .................................1,724,300.00
Combined Total Deposits .........................................  10,168,700.00
Combined Total Resources ..............  13,167,100.00

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

ASSOCIATED

Nearly a Century
During ninety-eight years of corporate 

trust services not a single dollar has ever 
been lost through misadministration or in
solvency in the administration of estates 

by American trust companies.

Read the January number of our trust 
letter, “You and Yours,” and learn impoitant 
facts concerning the management of estates.

W e  w ill  s e n d  th is le tte r to yo u w ith o u t  

c h a rg e  each m o n th  u p o n  re q u e s t.

E rano Ra p id sTrust Hompany

GRAND RAPIDS, MICH.
OTTAWA AT FOUNTAIN BOTH PHONES 4391

W M . H . A N D E R S O N . P ree id eo t 
J .  C L IN T O N  B IS H O P , C eah ier

L A V A N T  Z. C A U K IN , V ice  P rea id en t 
A L V A  T .  E D IS O N . A aa’t  C ash ie r
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ORGANIZED THRIFT VITAL.

Production Must Be Kept at Maxi
mum Level.

As the country enters upon the new 
year with its many inherited prob
lems affecting not only our own do
mestic welfare, but also our relations, 
business and otherwise, with foreign 
nations, there must be full realization 
of the necessity for considering these 
problems intelligently and for deal
ing with them in a constructive way. 
There are lessons, financial and econ
omic, which, from our own experience 
and that of others, we should have 
learned sufficiently, by this time, to 
apply. If we do not apply them, and 
if the nation, in large part, continues 
on a course of more or less unthink
ing optimism, with important deci
sions unduly delayed, we shall come 
to a point when it will be difficult to 
correct mistakes and to meet then 
existing conditions.

Altogether too much time has 
elapsed since the armistice without 
adequate appreciation both of respon
sibilities and opportunities with re
spect to permanent national welfare. 
Instead of this appreciation, there 
has been, for example, insistence on 
the gaining of mere political or class 
advantage; and. at the same time 
there has developed wide-spread ex
travagance. In individual instances, 
almost without number, the rule has 
been "idle and buy” and not “earn 
and save.” The result is the accumu
lation. at high prices, of many things 
which people could have gotten along 
without, cosequent expansion in the 
scale of living and an appreciable 
strain on credit.

Without question there should be 
inaugurated, if calamitous conditions 
are. in the end. to be avoided, a na
tional thrift campaign which will im
press on people generally how es
sential it is that extravagance and 
wastefulness be curbed, and that sig
nals. in the form of needed cautions, 
given by banking institutions, rein
forced by warnings from the Treas
ury Department and the Federal Re
serve Board, be heeded. Along with 
this every possible effort must be de
voted to the keeping up of production 
of necessaries to maximum capacitv. 
This latter, it may be pointed out. 
cannot be accomplished with recur
rent periods of industrial unrest and 
disturbance. It is only by large scale 
production that our people can be 
well and profitably emploved. and 
only by maximum production can 
they be protected, in the last analy
sis, from the payment of excessive 
prices for their own needs.

The country’s productive capacity 
has been greatly heightened as the 
result of the expansion brought about 
by the war. For it summarily to be 
curtailed would work much hardship. 
There is every reason for keeping 
our domestic market in a healthy 
state, and, as well, for maintaining 
and developing, so far as may be 
possible, the foreign markets, which, 
also as a result of the war, have been 
opened to us. Those foreign mar
kets. as the American Bankers’ As
sociation stated more than a year 
ago. are essential to us. in order that

our surplus products may be disposed 
of. With these markets restricted or, 
perhaps, shut off to a decided extent, 
there would occur a drastic lessening 
of our own production, with unem
ployment for many thousands.

Should there be overproduction 
here, due to lack of foreign markets, 
there might be sharp declines, tem
porarily, in the prices of certain com
modities; but as soon as supply was 
adjusted to demand another up swing 
in prices could be expected, with the 
country’s purchasing power at the 
same time reduced. With proper 
competition and any necessary super
vision here prices to domestic con
sumers would not be raised by the 
disposing of surplus products abroad.

Concerning foreign markets, the 
situation is one of increasing urgency 
with respect to the extension of Am
erican credits. If these credits, prop
erly safeguarded, are not extended in 
sufficient volume, the purchasing 
power of nations in need of financial 
accomodations will inevitably be fur
ther restricted and reflected in rates 
of exchange unfavorable to them, 
and America will be in the position 
of having much to sell but with little 
outlet. After many months’ legisla
tion in the form of the so-called Edge 
bill has been enacted, which author
izes the organization of financial ma
chinery designed to aid in financing 
sales abroad. It is obvious that to 
make such machinery rendered possi
ble by this act sufficiently effective, 
there should be one large organiza
tion with resources running up to 
the highest figures required for the 
purchase of American goods abroad, 
with which organization the bankers, 
business men and manufacturers of 
this country might generally become 
identified and which in due time 
should be able to market in this coun
try its debentures issued against high 
grade foreign securities offered as 
the basis for credits extended to for
eign buyers.

Rut the development of any such 
organization cannot be accomplished 
in a day. In the interim, providing 
that such organization. be formed or 
developed, it would seem to be neces
sary that the United States Govern
ment itself should act to aid. as it 
best may. without undue demands on 
the public purse, t orelieve. through 
the extension of credits, pressing Eu
ropean requirements, particularly in 
the matter of food. This may be. 
and. very likely should be. only a tem
porary expident; for the currents of 
trade, both national and international, 
are more properly left, as conditions 
approach the normal, to private en
terprises and resources, with the 
minimum of governmental supervi
sion. But post-war emergencies, as 
well as war emergencies, may call 
for special measures.

Meanwhile the bankers of the coun
try have been apprised by the Amer
ican Bankers’ Association and partic
ularly through the association’s com
mittee on commerce and marine, of 
the exigencies of the situation re
specting foreign trade and of recom
mendations. as outlined above, to 
meet these exigencies. There recent
ly has been formed a National Com-

mittee on European Finance, with 
representative membership in bank
ing, industrial and other lines, and it 
is hoped and expected that this com
mittee. with which the American 
Bankers’ Association is co-operating, 
will before long indicate steps to
ward surmounting present difficulties 
in international trade. All of these 
efforts, however, are, to a large de
gree, dependent on the industrial 
stability, with a return to something 
approaching the ordinary interchange 
of goods among nations, and, also, on 
the realization in this country of the 
cardinal principles of thrift and pro
duction. John McHugh.

Late News From the Celery City.
Kalamazoo, Jan. 6—J. A. Fancher 

has recently taken the management of 
the Kalamazoo Co-Operative Society, 
filling the vacancy left bÿ J. B. Spen
cer, the former manager.

E. B. Russell has purchased the 
grocery stock at 324 South Burdick 
street of Geer & Hudson.

Frank C. Elliott, of 2017 Portage 
street, has sold his grocery stock and 
fixtures to Lewis Sterner, of Toledo, 
Ohio, who will continue the business.

P. A. Cole & Son, of the Independ
ent Oil Co., have a new Kalamazoo 
tank truck.

Calvin Mohney, who recently took 
the management of Gilmore Bros. 
Pathe phonograph department, re
ports a fine holiday trade and enjoys 
his new work very much.

Steve Skof, grocer at 1220 Fourth 
street, is the proud father of a new 
son. who arrived last Saturday. Steve 
says he is a dandy and that mother 
and babe are doing nicely.

Grocer Dan J. Beadle, of 763 Por
tage street, is in receipt of a very in
teresting letter from Pete Beck, for
merly with the Kalamazoo Bread Co.,

but recently located at 310 Obispo 
avenue, Long Beach, California. Pete 
will be remembered by his many 
friends among the trade, who will be 
glad to hear that he and the family 
are all well and prosperous in the 
Golden West.

Baldwin & Hickok, who conduct a 
chain of retail grocery stores in this 
city, have incorporated as a stock 
company and will be known as the 
Hickok Grocery Co. The new com
pany has an authorized capital of $25,- 
000, of which about $15,000 has been 
paid in in stock and fixtures.

Frank A. Saville.

What Saved Him. 
“Dubbsley says he never made any 

bad business breaks in his whole life. 
Gee, he must be lonesome!”

“Not he! There are plenty of other 
liars to keep him company.”

GRAND RAPIDS 
SAVINGS BANK 

FAM ILY!
3 3 , 0 0 0  IZD
I j S a tis f ie d  
LJ Customers

ic ro rtip  ¿datiert 
’’ r d  crtrice.

THE BANK WHERE YOU FEEL AT HOME

WE WILL APPRECIATE YOUR ACCOUNT
T R Y  U S  I

Cadillac State
Cadillac, Mich.

Bank
Capital ...............................
Surplus...............................
Resources (Nov. 17th).................

wd n  /

. $ 100,000.00 
. . . .  100,000.00 
. .. 2,790,000.00

4%
ON

SaWngs| ||3Months
Reserve for State Banks

The directors who control the affairs of this bank represeut much of the 
strong and successful business of Northern Michigan

F. L  REED, President
HENRY KN0WLT0N, Vice Pres. FRANK WELT0N, Cashier
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The Government Offers Flour Users 
An Unusual Chance to Save

D  ACK of the announcement in your local papers that the Government is offering United States Grain Corporation
__ f  _  _______________ _ r  * ________ I ______ J « 4« r<

Flour, at fair prices, the Government has recently purchased over 500,000 barrels of Winter Wheat Flour, to sell through 
regular trade channels at prices to the consumer around 75 cents per 12-pound packages, and $1.50 for 2 4 ^ -pound pack
ages.

This flour is known as UNITED STATES GRAIN CORPORATION STANDARD PURE WHEAT FLOUR, 
and is a good flour.

It is not War Flour or Victory Flour, but is a standard flour made from this year’s abundant crop of Soft Red 
Winter Wheat.

By selling this Government flour, you can prove conclusively to your customers that you are anxious to play your 
part in reducing living costs.

The Government will print the names of all dealers handling this flour in the advertisements it is running in local 
newspapers. This advertising will cost you nothing.

THE GOVERNMENT IS SELLING THIS FLOUR ONLY WHERE THERE ARE NO SIMILAR 
FLOURS SELLING AT SIMILAR LOW PRICES.

Standard Pure Wheat Flour for sale, is a message of importance to every conscientious flour retailer in the country. 

To bring prices down to a sensible level, and to make available to the consuming public a wholesome Pure Wheat

140-pound Jutes ............................
12-pound and 2 4 ^ -pound Paper 
24^>-pound Cotton ........................

$J0.25 per bbl. Delivered 
. J0.43 per bbl. Delivered 

J0.80 per bbl. Delivered

LESS THAN CARLOTS.

Y40-pound Jutes ..........................
Î2-pound and 24^2-pound Paper 
24^-pound Cotton ....................

$ ii.00  per bbl. Delivered 
. JJ.J5 per bbl. Delivered 

ii.55  per bbl. Delivered

Ask your jobber or wholesaler to supply you to-day, or write direct to:

UNITED STATES GRAIN CORPORATION
FLOUR DIVISION

42 Broadway N ew  York
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Why Women Should Broaden Their 
Outlook.

W ritte n  fo r th e  T radesm an .
Do you suppose your grandmother, 

vour Great-Aunt Eunice and her Cousin 
Susan discussed politics, economic ques
tions, international interests? If they 
did, they were most unusual women. 
Mine didn’t. When I was a little girl, 
or even a fairly big one. there wasn’t 
a woman of my acquaintance who 
even pretended to know anything 
about such matters. And when I was 
in school, it was regarded as most 
extraordinary that the literary society 
of which I was a member should have 
a debate about the tariff or something 
of that sort. Quilts, rag carpets, pickles, 
preserves, children, the minister and his 
family and gossip about the relatives 
were the subjects generally supposed to 
represent the scope of the female mind. 
There was hardly any “servant ques
tion” then. Here and there there was 
a woman who had traveled, but her 
mental extension went usually in the 
direction of art and literature; even 
history was of interest largely as it 
bore relation to these genteel expres
sions of the life of the past.

If my grandmother had been told that 
within twenty years audiences of women 
would pack large halls to listen to the 
discussion of political and economic 
questions. I believe she would have 
forseen therein nothing less than the 
decadence of the female sex and the 
disintegration of the home.

I am sufficiently on record in these 
articles as emphasizing the importance 
of all the domestic activities; none who 
has followed me will need mv assur
ance that I believe women should de
vote more time and attention, rather 
than less, to the home duties and inter
ests ; closer personal touch with their 
children. But in order to do these 
things intelligently and efficiently they 
must be abreast of the times, reasonably 
well-informed about the topics of the 
day. A stupid, ill-educated woman mav 
make a devoted mother, but she hardly 
can be an intelligent one. And as a wife, 
comrade and friend to her husband, she 
will be sadly handicapped.

A very accomplished woman said to 
me the other day, apropos of the diffi
culties of life in a great city:

“Restaurant dinners are so poor and 
so expensive! I wish I knew how to 
cook. I have an apartment with a per
fectly good kitchen, but it is of no use 
to me. I guess I could boil an egg—I 
never have had to. And now I have no 
maids and can’t seem to get any.”

M ithin an hour another woman was 
saying:

“I have been doing housework all 
week and I am almost dead.”

“Housework! With your mind?” 
broke in another woman who ever- 
heard the remark. “How could you 
waste your time so?”

There you have i t : a widespread 
thought of some inherent conflict be
tween the functions of the homemaker, 
the housekeeper and the intelligent, “ac
complished” woman.

We have come a long way. David 
Copperfield’s Dora and her like could 
love and hate, obey and disobey, elope 
when necessary, scream, faint and re

sort to tears upon slight provocation; 
but she could not grasp even the edges 
of the subject of the minimum wage, 
old-age pensions, child labor, hours of 
working women, statistics of birth-rate 
and tuberculosis, or any of the other 
subjects which women nowadays are 
beginning to see as only the problems 
of the larger housekeeping.

There is such a thing as overdoing 
it. I know women who are so engrossed 
in public duties and engagements that 
their children run wild and their homes 
are all at loose ends. And I know fath
ers who do not want their wives to be 
intelligent about public questions. Let 
these go their way; I am speaking for 
a broad, general intelligence on the part 
of the homemaker, so that she can in
spire her home circle, make it a center 
from which a right public spirit will 
radiate; so that her husband will find 
her a companion in his civic interests; 
so that her sons and daughters will re
spect her and share with her the in
fluence of the home as a real social unit.

A woman will not make a home much

more intelligent than herself ; if it is 
merely a nest for physical shelter, father 
and children will go out to find their 
interests elsewhere, and mother will be 
left alone in it, slipping backward.

The other day in a committee pre
paring a programme for a woman’s 
club, a gentle, “feminine,” old-fashioned 
woman protested against the introduc
tion of any timely subject.

"1 want to spend a pleasant afternoon 
talking quietly of literary7 or historical 
subjects, as ladies used to do,” she said.

She did not want to be jarred or dis
turbed by7 consideration of any of the 
great subjects with which all our social 
life nowadayses entangled. She is liv
ing—if you can call it living—still in 
the middle of the last century !

With the imposition upon us of the 
ballot and the duties of active citizen- 
iliip we are confronted with a new re
sponsibility. Now as never before we 
homemakers are called upon to broaden 
our outlook, to think in world terms ; 
to send our children forth into fields

whose reach and horizon we must 
understand if we are to help them to be 
efficient. As much as ever we are the 
makers and conservers of the home; 
but it is no longer possible for us to be 
content with mere care-taking and do
mestic minutae. We must understand 
our home duties better than ever; but 
we must also find ways to broaden our
selves, to acquaint ourselves with the 
problems of society’s housekeeping as 
well. Prudence Bradish.

[Copyrighted, 1 919 .]

WM. D. BATT

F U R S
Hides, Wool and Tallow

28-30 Louis St.
GRAND RAPIDS, MICHIGAN

Labor the L im itation

Telephone management and operation never stand still. 
The}' cannot stand still. The dependency upon them 
of every important factor in our commercial, industrial 
and social life precludes any relaxation or suspension 
of activity.

The Great War caused the demand to overtrke the reserve 
facilities and equipment of the Bell System and for a 
time it was nip and tuck between demand and supply. 
Now that the War is ended the Michigan State Telephone 
Company is planning to spend for new construction in 
the next two years whatever amount of money the avail
able labor and material supply permits in an effort once 
more to get ahead of the immediate needs of the public 
and back to its former position of Ready to Serve.

Rates must be charged to meet present cost scales. But 
these rates are charged the public for the benefit of the 
public. Telephone service is a public service and must 
be maintained at the maximum of efficiency and com
prehensiveness at any cost.

MICHIGAN STA TE TELEPHONE COMPANY

BSBBE£3EBHESE3B93£9
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IM PO R T A N T  N O T IC E :

Gentlemen:
On account of the extraordinary cost of the round, tin coffee 
package (now some two and a half times its former lowest cost), 
we have been working on the idea of substituting some other 
material but with indifferent success until the automatic 
packaging machinery could be secured which enables us to use 
the square cardboard instead of the round tin or paper at a 
minimum of expense per lb. for a coffee container. It is our 
intention to do away with the tin and several war substitute 
packages, and confine our shipments to the square carton package 
in place of the round tin and round paper package for the one 
three and five pound sizes.
The following arrangement, which we propose to adopt, we think 
will cause the least confusion, viz:- our distributing jobbers 
are expected to maintain the present price on all White House 
Coffee in tins that they have in stock-but at once, where they 
make shibments of the carton White House Coffee they are to 
charge the new lower price of 2 cents per lb., which corresponds 
with the new lower cost to them. This is also to apply to orders 
taken for future drop shipments.
In making this change we are able to assist in reducing the cost 
of White House Coffee to the trade and the consumer and at the 
same time maintain its dependable quality.
The new square carton,-a double package and doubly sealed, is 
designed and printed to almost exactly reproduce in general 
effect the old round package and is fully as attractive.
We are now prepared to take orders for White House Coffee in 
the square package for reasonably prompt shipment in the one, 
three and five pound sizes.

D IR E C T O R S :
GEORGE S.W RIOHT. JAMES H .0W INELL. RICHARD 0. MILLER. 

CHARLES H. HOLLAND. GEORGE E.CRAMPTON. 
WARREN M.WRIGHT.

A CENTRE Or1/SO0,000 PEOPLE

Yours truly
DWINELL-WRIGHT COMPANY
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PAID MILLIONS LATER

For an Idea Which He Originally 
Rejected.

George M. Pullman was once a 
cabinetmaker in Grand Rapids. He 
had vision enough to see the possibil
ities of the sleeping car, though he 
was not its originator. But at one 
time he didn't have vision enough to 
see the possibilities of an idea for 
which his company later paid millions.

Col. William D. Mann was the man 
who received the millions and whose 
idea Pullman rejected. Col. Mann, 
internationally known as the origin
ator of the Mann Boudoir Car Co., 
nationally known as the owner and 
editor of Town Topics and as the 
founder of the Smart Set. was in 
Detroit to attend the annual reunion 
of Custer’s Michigan Cavalry Brigade 
Association recently. He commanded 
the 7th Cavalry Regiment and rode 
with Custer at Gettysburg when the 
7th. known as “The Michigan Musk
rats,” charged all of Stewart’s Cavalry 
Corps.

Col. Mann was eighty years o'd 
Sept. 27. 1919. but his gray eyes 
are bright, his manner is alert 
and his humor as keen as though his 
spreading beard were brown instead 
of snow white. He is a trifle heaw 
of body and his movements are not 
as quick as they were in the old troop
er days, but not so his mentality.

After fighting the Confederate«, Col. 
Mann, in 1967. went back and lived 
among them, acquiring the Mobile 
(Ala.1 Times. There were two other 
morning papers and one evening paper 
in the city and after four or five 
months. Col. Mann brought about a 
consolidation out of which came the 
Mobile Register and the Evening 
News. Two years later, he was elect
ed to the forty-first Congress and is 
now the only living member of that 
bodv.

The invention which brought him 
a fortune was mode in 1S71 and it 
was in that vear that George M. Pull
man made his great mistake—a mis
take which causes the colonel to 
chuckle. Col. Mann was than en
gaged in railroad building, being busy 
with a line which was to run from 
Mobile to Kansas City. With one of 
his engineers, he went to New York 
on business.

“At that time, you rode in a sleep
ing car only at night.” said Col. Mann.

<r\\ hen morning came, you were rout
ed out and went into the day coach, 
the sleeper not running through. We 
were going from New York to Lynch
burg. Va.. and the train rolled so I 
could not sleep. That gave me an 
idea. If the berths were crosswise, 
instead of longitudinal, the center o ; 
the body would be the axis of motion.
I sketched out my idea and gave it to 
the engineer with me for drawings.

"When I got back, stiff and sore. T 
gave the drawings to an engineer and 
had him make them to scale. Then 
I sent them to George M. Pullman, 
whom I had entertained in Mobile, 
saying that if they interested him and 
he could use them, he was welcome 
to them.

“George M. Pullman was a cabinet 
maker in Grand Rapids before the

Civil War. He went to Chicago and 
there obtained permission of the 
Chicago & Alton Railroad to fit up 
two cars as sleeping coaches. These 
ran between Chicago and St. Louis 
and Mr. Pullman has told me that 
the first few days, when he would 
meet the cars, sometimes he would 
have to dig down in his pocket for a 
half dollar to make up the conductor’s 
salary.

“But George M. Pullman did not 
invent the sleeping car. A man by 
the name of Hapgood was the pioneer. 
He fitted up bunks in a car. three on 
a side, and his car ran on the New 
Haven railroad. He was followed by 
a man named Woodruff. Hapgood 
having dropped *out of the business, 
who put his ideas in effect on the 
Pennsylvania. Then came Mr. Pull
man. Instead of using springs at 
first on his berths, Pullman first used 
weights.

“I didn’t hear from my letter for 
about two months. Then I got a 
curt note to the effect that Pullman 
could see nothing in my plans and 
they didn’t interest him. Right away 
I obtained patents. That was in 1871, 
but I didn’t do anything with the in
vention until I was in Europe on an
other mission. I had to travel from 
Paris to Vienna and in so doing had 
to change cars five times, being rout
ed out at every frontier.

“In London. I had to meet a group 
of bankers and I complained of the 
inconveniences of travel on that side. 
They did not seem to regard it as 
anything, but I produced my plans for 
sleeping cars with chambers and 
crosswise beds. They were interest
ed immediately and subsequently a 
company was formed. I receiving $1,- 
500.000 and being made general-man
ager. The company was known first 
as the Mann Boudoir Car Co., but 
later was incorporated in Belgium as 
the Nationale de Wagon Lits under 
which name it is still operating. Be
fore the war, the cars were running 
from Paris to Constantinople, from 
Paris to St. Petersburg and from St. 
Petersburg to Vladivostok.”

Col Mann returned to America in 
1983 and formed the Mann Boudoir 
Car Co., on this side. \ \  hen the com
pany had 170 cars in operation, George 
M. Pullman began to take an interest 
in the plans he had once rejected and 
finally bought out the company.

“And he paid dearly, too.” said Col. 
Mann. “He sent a train of his cars 
to Europe and had it there two years, 
but could interest no one. The 
contention was that the berths with 
curtains lacked privacy. Berths run
ning longitudinally are all right with the 
present roadbeds, but they were not 
back in 1871.

After selling his car interests. Cok 
Mann did not engage in active busi
ness for several years. His brother, 
Eugene D. Mann, had studied law in 
Adrian and had done some newspaper 
work there and in Detroit. From 
Detroit he went to New York, where 
he founded Town Topics.

The health of the Colonel’s brother 
began to fail and in 1891 Col. Mann 
bought out his interests, Eugene go
ing to Phoenix, Ariz., where he died 
of tuberculosis. Since 1891, Col.

Mann has been most actively associ
ated with the paper and generally 
writes one or two articles a day. He 
founded the Smart Set in 1900 and 
ran it for eleven years, the profits in 
that time, he said, being about a half 
million dollars.

It was Col. Mann also who invent
ed the present vestibule used on pas
senger trains. Old railroad men, 
familiar with the open platform, hold 
this one of the most important inven-. 
tions for the safety and comfort of 
passengers and trainmen since West
inghouse invented the air brake.

Col. Mann, who was born in San
dusky. Ohio, first came to Detroit in 
1861, being a captain in the 1st Mich
igan Cavalry under Col. Thornton 
Broadhead. of Detroit, who was killed 
in the first battle of Bull Run. After 
a year of fighting. Col. Mann became 
so proficient in cavalry, that when he 
suggested the formation of a regiment 
of cavalry and a battery of heavy ar
tillery, he was given the assignment.

Michigan was selected as the State 
and Col. Mann came to Detroit as a 
lieutenant colonel. In eight days, he 
had enlisted 1.400 men and was com
pelled to turn down 400 more because 
the organizations were full. “And 
there never were such young men as 
those,” said the colonel. The regi
ment camped on Jefferson avenue and 
thousands used to watch their pa
rades. the colonel drilling them. The 
regiment was the first to be equipped 
with the Spencer rifle.

Just as the 5th Michigan Cavalry 
was ready for the field. Col. Mann

was notified by Gov. Blair that he had 
been appointed colonel of the 6th 
Michigan Cavalry. He was only a 
little past twenty-two years old then. 
Protest of Grand Rapids citizens, who 
wanted George Gray for the colonel, 
caused Col. Mann to reject the ap
pointment and Gov. Blair immediate
ly appointed him to command the 7th 
Regiment.

“When history is correctly written, 
it will be shown that Custer’s brigade 
ended the Civil War,” said Col. Mann. 
“Custer’s brigade saved Gettysburg 
by preventing Stewart from getting 
behind the Union lines.”

Likes the Tradesman’s Front Cover.
Portland, Jan. 5—I have been greatly 

interested in many of the strong, force
ful, hit-the-mark poems which you have 
been using for some time on the cover 
page of the Tradesman

I believe you take a deeper interest 
in Apt and Pat straight-from-the- 
shoulder, helpful articles than any other 
man in an editorial chair in Michigan. 
I fancy your editorial comments are 
quoted fully as much as any, because 
of the intense sincerity and the absolute 
fearlessness which are self evident.

Elon A. Richards.

The Stone-Hoult Furniture Co. has 
increased its capital stock from $20,- 
000 to $80,000.

Reed & Cheny are succeeded by a 
corporation to be known as the Reed 
& Wiley Co.

What Raisins 
Do You Sell?

Begin the New Year by taking an inventory of your raisin stock! You 
will have food for reflection. Especially if  you are not stocking

Vjrocers who stock these nationally advertised Raisins and take advan
tage of our sales help (FREE) find Sun-Maid a profitable brand to handle.

Our beautiful and compelling advertising appears in the leading na
tional magazines that go into 8,000,000 homes—the homes of your 
customers. In these homes are 40,000,000 people for whom these 
women buy food. It helps them solve the problem of serving new, 
delicious, and wholesome foods that are welcomed at the table.

Three varieties: Sun-Maid Seeded (seeds removed);
Sun-Maid Seedless (grown without seeds);
Sun-Maid Clusters (on the stem.)

CALIFORNIA ASSOCIATED RA ISIN  CO. 
Membership 9,000 Growers 

Fresno, California

Sun-Maid
R aisins
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This 20-Foot Store
Battle Creek, Michigan

R etails 6  Carloads o f  O ranges Per Year
Mr. T. F. Whalen owns a grocery store in Battle Creek, 

Michigan, a city of 40,000 inhabitants.

The store is 20 feet wide, with a 16-foot window. Mr. 
Whalen’s sales of oranges alone amount to six carloads in a 
single season.

This great business in fruit wasn’t accidental. Mr. Whalen 
set out to get it with his goal in view.

His Plan
Mr. Whalen made use of the irresistible color-appeal in 

oranges, by making displays of this fruit as a permanent feature 
of his store.

He knows that fruit offers him a ehance to excel. He 
knows that the store which becomes famous for its fruit depart
ment will win the neighborhood’s best and largest trade.

Make a O ne-W eek T est
Try developing your fruit department—using oranges for 

your mass-displays.

Empty four or five boxes in a window and put attractive 
prices on them.

Let that display stay there one week, selling from the 
window to keep the oranges fresh.

Note your increased sales, the faster turnover, and the 
better profits that result from that One-Week Test.

People saw this plentiful display from clear across the 
street and it drew them to the store.

They bought oranges. Then they bought other goods oc
casionally. Then they bought all their groceries at his store.

Thus Mr. Whalen, with keen merchandising sense, used a 
single specialty to build up a trade worth $180,000 annually.

He followed a well-laid plan and made that plan a definite 
policy.

California Fruit Growers Exchange 
Deafe* Service Dept.

L o s  A n g e le s , C alifo rn ia

P lease  send m e you r book. “ S a lesm ansh ip  
in F ru it  D isp lays” an d  your “ M erch an t's  
D isp lay  O ption L is t” w ith o u t a n y  obligation  
on m y p a rt.

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

S tre e t ....................................................................

City ........................................................

Clip the coupon before you turn the 
page. Begin now to increase your entire 
business in this way.

—the Staple Fruits

California Fruit Growers Exchange
A Non-Profit, Co-operative 

Organization of 10,000 Growers

Los Angeles, California.

Do this and you, like Mr. Whalen, will have these displays 
frequently.

W e’ll Assist Like This:
Write for our free book, “Salesmanship in Fruit Displays.” 

It contains scores of sales suggestions and 3d illustrations of 
successful fruit windows and displays.

We will also supply you with tested display material that 
will help you sell.

Simply mail the coupon. We’ll send you our “Merchant’s 
Display Material Option List,” from which you select the cards, 
banners, cut-outs, etc., that will best suit your store.

State
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The Value of an Idea File.
W ritten  for the Tradesman.

The merchant, proprietor, or de
partment head of a merchandising 
establishment, is—or at least ought to 
be—an unfailing dynamo. To change 
the figure, he is either the mainspring 
or a very- vital subordinate spring in 
the works.

He should be full of enthusiasm, in
formation, and practical helps; in oth
er words he should be a real execu
tive.

But enthusiasm or pep. it should be 
remembered, is a mental temperature 
that can be maintained only by fires 
in the psycho-boiler (i. e. the mind); 
and the fuel upon which this intel
lectual combustion feeds, is new 
ideas.

One can bluster about and radiate 
pep of a certain inferior quality, and 
still not make any great commercial 
mileage. There must be intelligent 
direction to enable the business to 
make the right sort of speed; and in
telligent direction can come only 
from a mind that knows how and 
wherefore, and can evermore give out 
without running dry or going stale.

And that is only another way of 
saying that an executive ought to 
keep full of practical tips, bright say
ings, pointed stories, apt illustrations, 
and forceful sales ideas—ideas and 
suggestions and other helpful mat
ters that hit the bull’s-eye of scores 
of situations and emergencies that 
develop in the business from day to 
day and hour to hour. With an un
failing supply of such valuable ma
terial on hand with which to supply 
the recurrent needs of his salespeople 
and other employees, the merchant, 
proprietor, or department head, is a 
perennial force in the business.

But how is any living man to keep 
fertile in new ideas when he is con
tinually- giving out? By conserving 
the fruits of his reading, observation, 
and study'; byr retaining in some 
permanent form the valuable hints 
that come from countless sources—in 
other words, by providing himself 
with an idea file.

It is literally impossible for an 
open-eyed executive to go about these 
day's for an hour without running 
across something that can be used as 
grist for his mill: street car cards, 
newspaper announcements, a clever 
form letter that comes to his desk, 
an insert, a novelty advertising de
vice, a bright trim he passed on the 
way to his store, an article in the 
Tradesman, or some other good trade 
publication, a happy' phrase that fell 
from the lips of some customer, trav
eling man, street car passenger, or 
pedestrian. The sources of good ideas 
are too numerous to be catalogued. 
And the problem isn’t so much that 
of getting the ideas as it is retaining 
them; and putting them away in some 
orderly fashion so that they can be 
subsequently got at and used at the 
proper time.

Some of us have used the scrap 
book. It is highly unsatisfactory', as 
every one knows who has tried it.

And the same may be said of the 
envelope system.

The file is a much better plan.

Take an ordinary' vertical file, using 
a single unit, with cardboard guides 
indexed according to your own ideas, 
and then proceed to file everything— 
whether a half dozen words of your 
own, or a five thousand word busi
ness article—in its proper place.

By a careful analy-sis of your par
ticular business you will discover that 
everything of vital concern connected 
with it may be grouped under certain 
heads. I ’ll not attempt to say how 
many heads, for I don’t know what 
your line is; but, in a general way, 
the average merchant will be inter
ested in the following:

1. Buying.
2. Stock Arrangement.
3. Care of Stock.
4. Inventories.
5. Sales Records.
6. Store Equipment.
7. Window Fixtures.
8. Decorations.
9. Advertising—In General.

10. Advertising—My Competitors.
11. Direct Mailing.
12. Newspaper Advert.sing.
13. Advertising Schemes.
14. Good Will.
15. Window Trims.
16. Salesmanship.
17. Courtesy'.
18. Service.
19. Clearance Sales.
20. Holiday' Sales.
21. Handling Employes.
22. Handling Complaints.
23. Mail-order Competition.
24. Cost Accounting.
25. Charge Accounts.
26. PM’s.
27. Delivery Problems.
28. Store Leaks.
29. Miscellaneous Pep Stories.
Now it is not likely that list, just

as it appears above, is suited to your 
particular needs. It may be too 
lengthy for your requirements, or not 
sufficiently comprehensive. It may 
omit altogether some matters that 
you deem vital. If so, just remember 
that it is merely suggestive. It is up 
to you to make yrour own analysis 
and determine the logical divisions 
of the matter you propose filing away.

The use of an idea file will enable 
yrou to keep on hand—and accessible 
at a moment's notice—just the very' 
things you are going to need.

Frank Fenwick.

He is the Richest Man
In whose possessions others feel 

richest.
Who can enjoy a landscape with

out owning the land.
W’ho absorbs the best in the world 

in which he lives, and who gives the 
best of himself to others.

Wrho has a strong, robust constitu
tion.

Who has a hearty appreciation of 
the beautiful in nature.

Who enjoys access to the master
pieces of art, science, and literature.

Wrho has a mind liberally stored 
and contented.

W’ho can face poverty and misfor
tune with cheerfulness and courage.

Who values a good name above 
gold.

For whom plain living, rich thought, 
and grand effort constitute real riches.

Put “A P E X ” o n  the T n d l
“APEX” is an expert sales getter. It has a country 
wide reputation and is tugging at the leash in antici
pation of picking up the trail of greater sales in 
your store.

“APEX”
U N D ER W EA R

can be had for

Men, Women 
and
Children

A D R I A  N  f M  I C H

“ A P E X ” is carefully and scientific
ally constructed by skilled w ork
men. The trim m ings are tastily  
chosen and a ttractive ly  applied—  
all of which enables us to offer 
you a grade of underwear th a t can 
not be surpassed.
Send for a sample “ A P E X ” assort
ment. You’ll like them.

THE ADRIAN  
KNITTING COMPANY

ADRIAN, MICH.
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U N D E R W E A R
F O R  M E N  A N D  B O Y S
UNION SUITS SHIRTS DRAWERS

O t / j ?  new factory now in operation will specialize 
exclusively on this product, featuring garments

OF <BETTE<7̂ T T
which will be offered by 250 leading wholesalers 
acting as distributing stations for Hallman  ̂tAthletic 
Underwear in 175 cities.

/ / a l l , -//a r t w e l l  &  foM PANY, Troy.D^ew Tor{
¿Wa it e r s  0/ Ha l l m a r k  Sh i r t s  Sl id e w e l l  Co l l a r s  Ha l l m a r k  Un d e r w e a r
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THE SPECIALTY SALESMAN.

One of the Greatest Factors in the 
World.

Salesmanship is an art practiced by- 
all classes of human beings, civilized 
and uncivilized. Our first intimation 
of salesmanship was found in the 
Garden of Eden when the serpent 
sold unto Eve the Fruit of Evil, for 
did not Eve say unto the Lord “The 
Serpent beguiled me and I did eat.”

Money is first referred to in Gen
esis in the year 1910 B. C.: the first 
sale referred to in the good book was 
in I860 B. C., when Abraham purchas
ed from Ephron for 400 sheckels of 
silver a burial place for Sarah.

The merchant is first referred to 
in Genesis in the year 1729 B. C.

The dictionary defines “Salesman” 
as “One employed to sell goods;” 
Britannica is silent on the subject. 
This definition is not adequate; it 
should say at least, if it is necessary 
to be brief, “Salesman—one who 
sells,” for after all. every human is 
a salesman to a more or less extent. 
The babe in the cradle sells his si
lence for a bottle or attention; the 
little brother or little sister sells his 
or her silence for a favor; the mer
chant sells his goods, the lawyer his 
advice, the doctor his knowledge, the 
mechanic his skill, the laborer his 
services and the preacher his elo
quence. “Specialty” is defined in the 
dictionary as “a particular or peculiar 
case; a special occupation or object 
of attention or a peculiar character
istic.”

The manufacturer and merchant 
may specialize in one or more prod
ucts; the lawyer may be a specialist 
on criminal law or a corporation spec
ialist or some other kind of special
ist; the preacher likewise may special
ize in some particular part of his 
teachings; the doctor may be an eye 
or an ear specialist or a specialist 
in some other of the many ailments 
of mankind.

The Specialty Salesman, as we are 
wont to know him, is the man we 
employ as a go-between or, we might 
say, the connecting link between our 
house and those who distribute our 
product. His duties are to sell and 
to create and maintain friendly busi
ness relation between the manufac
turer and the distributer. He is, in 
a sense, one of the most important 
spokes in the wheels of industry; he 
must possess not only the ability to 
carry out the instructions of his em
ployer and to send in orders, but he 
must be one capable of analyzing 
trade conditions and give to his em
ployer information obtained from the 
distributors as well as information 
gathered from various other sources 
relative not only to the trade 
he calls upon, but the trade con
ditions in the territory which he cov
ers. He is the medium through whom 
the sales executive plans and carries, 
out the selling policy of his house.

There is one indispensible require
ment in the relation of the specialty 
salesman to the merchant. The sales
man’s customer must have confidence 
in him. Once that is established their 
dealings reach a pleasant and what 
should be a mutually profitable stage.

The successful salesman does busi
ness to-day on the basis of what he 
has to sell and through his ability to 
prevent it in an attractive way. The 
time has passed, and, I hope forever, 
when the salesman conducted his 
trade on a social basis. Now it is a 
question of personality, not one of 
good fellowship. Merchants are busy 
men; they have but a few minutes 
to grant callers and no interest what
ever in the salesman’s opinion re
garding domestic affairs and whether 
it rained in the last town on his route. 
The old days of entertaining and 
story te'.ling with liberal orders to 
follow are no more.

Salesmanship has become a science 
—a profession; an established entity 
in the science of trade.

Personality is the most valuable 
thing that a salesman can have, and 
perhaps the most undefinable. But 
we never have any doubt of a man’s 
possessing it who really has an in
dividualism of his own. It is some
thing that reaches out and convinces 
the other fellow of the power to make 
men see things through his own eyes. 
Not all salesmen can be so endowed. 
But this does not mean that a man 
of intelligence and ambition who is 
without a special mark of character 
cannot become a salesman—he can; 
hard work will do it, and the harder 
he works, the sooner he will develop 
a personality. The desire to do a 
thing is a long step toward the goal, 
and the man who sets himself to sell 
goods and who puts his whole being 
into the job must make progress.

Salesmen are learning more about 
their business every day, and are com
ing to occupy a position of constant
ly increasing importance in the world 
of trade. The opportunities for the 
man who can sell merchandise are 
drawing a higher type of man to the 
vocation, and the specialty salesman 
of to-morrow is going to be one of 
the best equipped men in any line 
of trade. His ethics and methods 
are growing better all the time, and 
his profession has assumed large sig
nificance in business affairs.

It was the specialty man and the 
specialty salesman who was one of 
the greatest factors in winning the 
world war. When the European Al
lies were backed to the wall by the 
hordes of uncivilized savages the 
great specialist—America—was called 
in, and that great military specialist 
—Foch—was placed in full command 
of the allied armies, supported by 
such other great military specialists 
as General Pershing and his great 
army of American specialists.

When the nations of the world 
were facing starvation, another great 
specialist was called in—Herbert 
Hoover—aided and assisted by such 
other specialists as Whitmarsh, Lich- 
ty and Millard. And the world was 
fed.

When the world was threatened by 
a shortage of coal, another great 
specialist was called in—and Profes
sor Garfield fueled the world.

When our great shipping industry 
was about the collapse, one of Ameri
ca’s greatest specialty salesmen and 
organizers—Charles M. Schwab—was 
called in and the sound of the Amer

ican riveting machine was heard 
around the world.

Thousands of other great special
ists, each in turn, played many 
parts.

And the war was won.
The greatest specialty salesman the 

world has ever known was the im
mortal Roosevelt. He sold and de
livered more patriotism, love of home 
and country, honesty and integrity 
than any man since Christ, and his 
lessons in salesmaship will be tile 
guide and inspiration of generations 
yet unborn.

If it were my privilege, I would 
have the American Government place 
American specialty salesmen aboard 
every war vessel and aboard every 
craft carrying the Stars and Stripes 
that entered foreign ports, imparting 
American ideals and selling American 
goods in the farmost corners of the 
earth. What greater service could 
an American worship perform in its 
cruise to different shores than to land 
American specialty salesmen to ex
tend the glad hand of fellowship and 
to cement the friendship of other 
nations with business relations? I 
would appoint as consuls to the ports 
of foreign nations none other than 
trained and qualified American spec
ialty salesmen, and their reports 
would be accessible to every Ameri
can manufacturer and producer.

The United States could well afford 
to maintain, in connection with every 
consular office throughout the world, 
sample rooms for American products.

The American specialty salesman is

destined to become in finance, in com
merce and in labor one of the world’s 
greatest factors. F. D. Bristley.

Definition of “Luck.”
Luch is the shell game of life—now 

you you see it, and now you don’t.
Luck is almost always a loafer who 

sits on the end of the pier and wishes 
while he fishes with a hook that is bare.

The most disastrous dose of poison 
ever taken into the human system is a 
small drop of what we call “luck.”

Luck is defined as fortune, good or 
bad.

Tell me what dependence can be plac
ed in a tiling that is just as liable to go 
as it is to come.

What good is luck if you cannot de
fine it, cannot hold it?

Luck is the son of chance.
If there is such an animal as luck, it 

would have sense enough to pass up a 
man who would try to lean on it.

Luck is a manufactured excuse for 
getting the worst of it. Luck is a defin
ition for doing some fool thing and then 
expecting a real reward.

Shooting craps, playing poker, coming 
in contact with blood-poisoned prosti
tute—all these experiences that are sup
ported in the name of pleasure have 
what is commonly called the elements 
of “luck.”

But who is to blame if you lose?
The small man often refers to his 

‘“hard luck.” The big man will tell you 
the secret for getting on in the world. 
It’s this: Plan wisely, work persistently, 
wait patiently. Never trust to luck.

A U TO M O BILE
ACCESSORIES

Dealers, garage men and others entitled to whole
sale prices w ill find the right merchandise plus 
personal co-operation and real selling help in fea
turing this line of goods. I give a line of service to 
my customers quite different from the average whole
sale jobber in my line.
My new catalog w ill be out the early part of 1920, 
and I do not intend to feature a single item that w ill 
not sell and give satisfaction, leaving reasonable 
margin for the dealer. I am recognized as a com
petent buyer and every dollar's worth of merchan
dise sold represents my personal selection. When 
you place your orders with me I become practically 
your hired man, giving you the benefit of my servi
ces as a buyer.

My catalog w ill be sent only to customers or deal
ers making requests for same on their letter head.

Let the names ro ll in.

E. A. BOWMAN
“IN BUSINESS FOR HIMSELF."

719 John R Street. DETROIT, MICHIGAN
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The only' five dozen carton of clothespins
in the market contains EMCO clothespins

Why make two or three transactions of something that your customer 
wants all at once?
Why pour a handful of dirty clothespins into a bag when she wants a 
neat, tidy package of perfect

EMCO C LO TH ESPIN S
EMCO pins are smooth, strong and light—made in accordance with 
modern domestic science requirements.
EMCO pins come in cartons containing two dozen and five dozen.
EMCO clothespin cartons are wrapped and sealed. They make “ pretty 
stock” and are silent salesmen on any store shelf.
Do a modern, up-to-date business in this grand old staple, made and 
packed by the modem EMCO factory.

EM CO  clothespins shipped as follows, in  light, strong fibre board cases: 
25/60 25 cartons of five dozen pins each 
60/24 60 cartons of two dozen pins each 
30/24 30 cartons of two dozen pins each
Ask your jobber for EMCO carton pins

E scanaba M anufacturing  Co.
M  a n  u f a c t  u r e r s

Escanaba, Michigan
Makers of EMCO Standard Wire End Dishes — 
EMCO Toothpicks—EMCO Maple Picnic Plates
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SELLING SAFES.

Unique Plans Pursued by Grand Rap
ids House.

This is the story of the Grand Rap
ids Safe Co., which does a business 
of large volume, having customers in 
nearly every state in the Union and 
which has never employed a solicitor 
or paid a penny in commission for 
the sale of a safe, vault door and 
burglar proof equipment. In other 
words, it has created and maintained 
a business of large proportions solely 
through the medium of trade journal 
advertising, no other kind of exploita
tion ever having been resorted to.

Up to a few years ago the traffic 
in safes was conducted along lines 
which would be recognized as legiti
mate in any other branch of business. 
Because the average man seldom pur
chases more than one safe in the 
course of a lifetime, he is not suo- 
posed to be acquainted with the mer
its and demerits of any particular 
make of safe, nor does he give due 
attention to the fire proof qualities 
of a safe unless he has been through 
a fire and realizes how necessary it is 
that a fire proof safe should be some
thing more than merely fire resisting. 
Because of this almost universal ig
norance on the subject of safes, the 
average traveling safe salesman finds 
it an easy matter to “put it over” on 
the prospective buyer by the exhibi
tion of flashy prints or highly colored 
photographs which enable him to pre
sent his position in the most flatter
ing manner possible. He locates a 
man who appears to possess a safe 
much too small for his purpose, worth 
perhaps $15 or $20, mentally marks 
the established price of his new safe 
up $50 or $100 and proceeds to in
terest the victim by this line of talk: 

“That’s a mighty nice little safe 
you have there. I have been looking 
all over my territory for that sized 
safe for a friend of mine for several 
months. If you would be willing to 
sell me that safe in exchange for a 
larger one—and will make the deal 
to-day, so I can write my friend that 
I have found just the safe he wants
before he has purchased elsewhere_
I can allow you $50 for it.”

The person addressed chuckles to 
himself, recalls that he bought the 
safe second-hand for $25 and, without 
stopping to consider that the sales
man may have added two or three 
times that amount to the price of his 
safe, jumps at a chance to sell a $25 
safe for $50 and signs an order for the 
larger safe without delay or investiga
tion.

Nine-tenths of the safe sales made 
in the country are effected on this 
basis, furnishing fresh proof of the 
statement that the average man likes 
to be humbugged.

When the Grand Rapids Safe Co. 
engaged in business, it formulated the 
following rules:

1. Employ no traveling represen
tatives.

2.  ̂ Have but one price and never 
deviate therefrom, except to accord 
5 per cent, discount where remittance 
accompanies order.

3. Use only regular trade journals 
and business association programmes

and publications in attracting the at
tention of safe buyers.

4. Use no ambiguous language in 
describing safes.

5. Make no exchanges which in
volve dickering or jockeying, but buy 
for cash any second-hand safe offered 
at its actual value, whether seller pur
chases a new safe or not.

The first thing to consider was the 
selection of an advertising writer and 
the proper mediums to use for gen
eral publicity. William L. Browell, 
of Kalamazoo, was decided upon as 
the most available man to prepare 
argumentative advertising to secure 
the attention of the prospective safe 
purchaser.

The Michigan Tradesman was se
lected as the principal medium to use 
in exploitation work. No attempt 
was made to sell safes by quoting 
prices in the advertisements, because 
the advertiser was more interested in 
satisfying a customer and furnishing 
him a safe that would adequately 
meet his requirements than to effect 
a sale that might be a misfit. All 
appeals were, therefore, based on in
direct methods. Those who respond
ed by requesting sample sheets or 
catalogues were first requested to de
scribe the kind of building in which 
the safe would be installed and also 
state what facilities there were in the 
town in which the correspondent re
sided to extinguish fires. This infor
mation was insisted upon in all cases 
so as to enable the Safe Co. to deter
mine what kind of a safe the buyer 
ought to have to provide adequate 
protection against fire—light, medium 
or thick wall. It is folly to install 
a thin wall safe in a wooden building 
located in a wooden town with no fire 
department. It is equally foolish to 
go to the expense of installing a thick 
wall safe in a fire proof building.

\\ ith these facts fully' determined, 
the Grand Rapids Safe Co. launched 
its advertising campaign in the Mich
igan Tradesman, whose circulation 
has a wider distribution than its name 
would indicate. Originally started 
thirty-six years ago as a go-between 
for the wholesale and retail mer
chants of Michigan, it has gradually 
extended its circulation into nearlv 
every state in the Union, because of 
its unique character and because its 
departments and editorials appeal 
with equal force to merchants from 
Maine to California. Beginning in a 
small way with less than fifty safes 
on hand, the company now frequently 
handles that many in a single month 
and has sold as many as twenty com
plete bank equipments in a single 
year. It finds a fruitful field among 
the twelve hundred furniture buyers 
who journey to Grand Rapids twice 
a year from all parts of the United 
States to select their stocks. Many 
of these buyers make a regular prac
tice of visiting the salesroom of the 
Safe Co. every time they come to 
town and select safes for their own 
use and to sort up their stock to sell 
to their customers at retail, shipping 
them along with the furniture which 
they invariably purchase in carlots 
So successful has the advertising 
campaigns of the Grand Rapids Safe 
Co. been that it is now considering

the use of additional trade journals 
in the South and the far Western 
States. Starting with one-fourth 
pages, the company subsequently in
creased the size of the space used to 
one-half pages. For the past three 
years only full pages have been used. 
The increase in the number of letters 
of enquiry received following the in
crease in the size of spaces used is 
so marked that hereafter full pages 
only will be used, except on special 
occasions when some particular class 
of safe is brought into demand by 
some unusual occasion.

In building up a business of such 
magnitude, nearly every precedent 
was reversed. As a rule, jobbing in
dustries of large volume are confined 
to cities of large size. One reason 
for this, of course, is the large local 
demand that would naturally be 
created in a city of a million people. 
Grand Rapids is an interior town. It 
has no water transportation. It is 
not on a single trunk line railway. It 
has branch connections with the New 
^ 01"h Central and Pennsylvania sys
tems, but as a shipping center it is 
not to be compared with such cen
trally located cities as Detroit, To
ledo, Columbus or Indianapolis. De
spite this drawback, without the aid 
of traveling salesmen and with only 
the local demand that is incident to 
a city of 150,000 people, the Grand 
Rapids Safe Co. has built up an enor
mous business among merchants and 
business men all over the country by 
its unique advertising methods and 
clever following up systems. The 
man who sends in an enquiry is never

given up until he purchases, writes 
that he has purchased a safe of some 
one or admits that his enquiry was 
inspired solely by curiosity.—Adver
tising Record.

All Out After the Rewrd.
Jinkson, visiting a small Western 

aown, lost his pet dog. He rushed to 
the newspaper office and handed in 
an advertisement, offering $100 re
ward for the return of his companion. 
Later he returned to the office to have 
inserted “No questions asked.” When 
he arrived at the office only a small 
boy was to be seen.

“Where is the editor?” he asked.
“Out.”
“The assistant editor?”
“Out.”
“Well, the reporter?”
“Out.”
“The printer?”
“Out.”
“Where has the staff gone to?”
“All out looking for your dog!”

Familiar Face.
The lawyer had adopted a rather 

unpleasant tone in questioning the 
witness, who, however, kept his tem
per.

“Have you been in this court be
fore?”

“No, sir.”
"Are you sure of that?”
“Yes, sir.”

our face looks very familiar— 
very familiar. Where have I seen it 
before?”

“I am bartender in the saloon across 
the street.”

Our salesmen will be on the road 
after January 1 with our com
plete line of Knit Goods. Please 
do not buy until you have made 
an inspection of our line.

P E R R Y  G L O V E  & M I T T E N  C O .  
P E R R Y ,  MI C H .
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Astata «3.W9.5W.M ^  Inaurane« la  Fore«

Offices—Grand Rapids, Mich.

Has an unexcelled reputation for ita

Service to Policy Holders
(4,274,473.84

Paid Policy Holders Since Organization
CLAUDE HAMILTON WM. A. W A T T S HUI.T. S. WILSON

Vice-Proa. Preaidant S ecy
JOHN A. McKELLAR RANSOM E. OLDS CLAY H. HOLLISTER

Vioe-Prea. Chairman of Board Traaa.

SURPLUS TO POLICY HOLDERS $477,5*9.4«

PREPARE for W INTER  
Don’t Get Cold Feet

An Extension Telephone at the Head of the 
Stairs will save many unnecessary steps.

The call in the night may be the important one.

An extension telephone costs but a few cents 
a day!

Gall Contract Dept. 4416.

CITIZENS TELEPHONE COMPANY

Red Crown 
Gasoline for Power

The modern motor and improved carburetors have demon
strated beyond question that gasoline made especially for 
motor fuel—as Red Crown is made—will give the most 
power—the most speed and the most miles per gallon.
Red Crown, like your automobile, is built to specifics* 
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. & A.

A CHIPMAN KNIT 
LEADER

—and what is the cause of the wide demand 
being created by this number? Simply its 
unmistakable combination of sound and ap
pealing values—offered at a time when hosiery 
values must be carefully watched.

COLONIAL G IR L is made of Pure Japan 
Silk and Fibre. Possessing the sheer beauty 
of Pure Silk, the full luxurious texture of 
Fibre, fashioned with a seam, and

Moderately Priced
—it has gained a place for itself as a leader 
in the prime essentials of Style, Beauty and 
Wear.

Write for names of the nearest 
wholesalers who can supply 
you with “ Colonial Girl.“

Sold through 
Wholesalers Only
(as with all Chipman Knit Hosiery)

Never Direct

Chipman Knitting Mills
EASTO N, PA.
Manufacturers of 

Chipman Knit Silk Hosiery

Grand Rapids Dry Goods Company, Wholesale Distributors
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Shadow of Struggle in Garment Mafc 
ing Trades.

The shadow of a struggle in the 
cloak and suit trades was cast on the 
markets at the opening of the year. 
In this quarter the rad:c u ejjeirvHioi 
of the workers succeeded in pusnmy 
costs of production up so fast that 
when retailers tried to anticipate fu
ture charges by advancing prices 
sharply, the irresistible force of price 
resentment on the part of the con
sumer was encountered. The result 
is seen in the many advertisements 
throughout the country of sales of 
cloaks and suits at reduced prices. 
These prices are still high enough to 
meet anyone’s wishes save those of 
the profiteers; but this is of little 
conseouence to the unionized work
ers and they are pressing employers 
still harder for more.

The wool fabric manufacturers are 
disposed to hold off in the matter of 
naming prices for fall or accepting 
any late business. When this trouble 
is settled the way may seem clearer, 
and as the mills have plenty of work 
in hand on old orders the develop
ments of the threatened strike in gar
ment making circles can be watched 
with equanimity. The hesitation has 
also extended in some measure to those 
industries dependent upon steady cut
ting. such as the lining trades, the 
braid business, and all the interlining 
concerns.

The only hope that many textile 
manufacturers have that a firm re
sistance will be made to the garment 
workers’ demands is the one arising 
from a true conception of the buying

status m the country. If the cloak 
and s u i t  manufacturers think they 
can eventually induce the public to 
pay the added costs of production 
that are being imposed, they will com- 
fi'oun-t with their workers and go on 
as the rest of the world is doing. It 
the cloak and suit manufacturers set
tle down to fight their workers on 
the issues as they are now being for
mulated. it may be taken as oroof 
that these shrewd merchants know 
that the top has been reached in the 
matter of straining public patience 
with high prices.

The cotton goods markets were 
strong but rather quiet. There was 
some business offering for the first 
two or three months of the year, and 
a few instances were reported of good 
sized contracts being under way for 
the second quarter. Print cloths and 
convertibles held very stiff with a 
rising tendency. Colored cottons 
are showing up much firmer. It is 
stated that no mill making napped 
cottons in light weights will be shy 
of business for the next six months 
at least. The wash fabrics business 
at retail has begun to show more life, 
and activity in this direction is ex
pected to be more noticeable in the 
next week or two.

Yarn markets reflect a very strong 
condition in the miscellaneous textile 
manufacturing and allied trades. Cot
ton yarns are wanted for the elec
trical trades, and the weaving manu
facturers who use cotton warps are 
more sanguine of a larger business 
ahead. All flax and jute yarns are 
very high. Worsted yarns are sold

ahead for months, while there is a 
steadily broadening call for any wool 
or reworked wool yarns that may be 
offered. These things indicate a broad 
activity ahead.

A. H. Randall, grocer at Sylvania, 
Ohio, writes as follows: “Enclosed 
find $2 for a year’s subscription to the 
Michigan Tradesman, I am taking sev
eral trade papers and felt as the con
servation idea is working on everything 
else that it would be a good thing for 
me to conserve my subscription to some 
of my trade papers, but as I read them 
over I feel that money invested in these 
is really a big investment to any grocer 
and that we should have them all. I am 
enclosing this money to get one of the 
greatest all-round trade papers it has 
ever been my good fortune to receive.”

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.

“ T h e  Quality School”
A. E. H O W E LL . M anager 

110-118 Pearl St. G rand Rapids, Mich.
School the  year round. Catalog free.

Ladies and Misses Dresses
We have a full line of DRESSES made up in 
the season’s latest patterns.
Shown in a variety of plaids and colors.
Also a complete line of the well advertised— 
Slip-ova Middy. An article that remains the 
choice of particular stores.

Quality Merchandise—Right Prices—Prompt Service

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

For Your January Sales
^ ou will want a few additional lines of merchandise. After inventory we find that on 

certain lines we have a larger stock than we want. While it is probable that we could carry 
these into another season, for less than it would cost to re-buy them later, still that is against 
our merchandising policy, which is to clean up every item every season. Therefore, in order 
to move this stock quickly, we have made special prices on each lot and allowed to each sales
man a certain quota of each item, which he will be expected to sell. This is a real opportunity 
for you to make money. If our salesman should forget to tell you about your share, or if you 
desire him to make a special call on you, let us know.

Don’t forget that EV ERY  W ED N ESD A Y  is CITY DAY, when you can get R EA L 
BARGAINS in EV ERY  D EPARTM ENT.

GRAND RAPIDS DRY GOODS CO.
G RAND RAPIDS, MICHIGAN

Distributors of
Nationally Known Lines of Standardized Quality Dry Goods at Prices That Will

f , „„ . Stand Any Comparison, Intrinsic Worth Considered.
Exclusively W holesale N o  Retail Connections
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Cotton Consumption and Goods 

Prices.
While the sales of real cotton at 

the close of the year 1919 and the be
ginning of the new year were small, 
as is usual at the period, there was 
no lack of firmness in the prices. Nor 
are holders of the article at all per
turbed by any possible restriction of 
the buying of cotton goods and their 
consequent reduction in price. The 
margin between the cost of the raw 
material at its highest and the price 
at which ordinary gray goods are 
held is sufficiently great to permit a 
very decided lowering in the latter 
without at all affecting the market 
value of the former. Consumption of 
cotton in the domestic mills is pro
ceeding rather about the average. In 
November 490,698 bales were used. 
This makes a total for the first four 
months of the cotton year of 2,039,- 
891 bales and indicates an aggregate 
for the year of less than 6,000,000 
bales. The consumption in the mills 
for the year which ended July 31 was 
5.588,727 bales. Exports for Novem
ber were at a record level, totaling 
924,751 bales. The largeness of the 
quantity was due in great measure to 
the fact that shipments were curtailed 
during the two preceding months by 
the waterfront strikes. Up to the 
end of November the exports of cot
ton for the four months were 1,987,- 
548 hales. As things look now, the 
consumption of American cotton will 
not exceed 12,000,000 bales. Rut 
great hopes for further exports are 
based on the Edge act in aid of financ
ing foreign trade. The high levels 
of value for cotton goods recently 
reached show no signs of recession. 
Demand is constant and buyers are 
insistent in their orders regardless 
of price. Complaints are made of 
slowness of delivery, and the increased 
quantity of foreign fabrics arriving 
is not sufficient to ease the situation.

Novelties in Millinery.
Novelties that add considerable life 

to smart millinery are on display in 
the showrooms of one of the promin
ent leading importers here, according 
to the bulletin of the Retail Millinery 
Association of America. To begin 
with, the bulletin says, there are par
ticularly attractive paisley effects in 
georgette. This material can be made 
up in solid effects, but, combined with 
straw, it makes a very pretty dress 
hat.

Printed georgettes are being 
shown extensively by this house,” the 
bulletin goes on. “as well as by many 
of the other high-class importers. 
Large Batik designs scrawled over 
the entire fabric are very smart and 
uunsual, as are the more convential 
patterns seen in all-over effects. Bril
liancy in color marks these designs, 
adding greatly to their effectiveness.

"Another fabric that shows up well 
with a stamped design is crepe de 
chine. This doth is even prettier 
than georgette in this form, the soft 
sheen of the goods adding materially 
to its beauty. A number of beautiful 
patterns in Chinese colorings are 
seen on this fabric.

“Checker veil net is a lovely sheer 
material which can be substituted for 
maline, and which is much more dis

87

tinctive than the latter. Navy, brown 
and black are the featured colors in 
this fabric, which can be used in fine 
dress models in transparent effects, 
or may be laid over a fine body straw 
or cloth background. Embroidered 
organdies will undoubtedly occupy a 
prominent position in Summer lines. 
White organdie with a fancy scroll 
design of heavy white silk floss is well 
regarded for dainty dress hats. Col
ored organdies, with the design in 
white, are also to be had.

“There is a general opinion in the 
trade that cottons will figure largely 
in the millinery modes of the coming 
season. The high price of silks has 
made them almost prohibitive for use 
in hats, and while cottons also are 
high they are a better ‘buy' and are 
more practical than silks. Linens also 
will be used. Small and large dots 
of colored silk floss scattered over 
heavy linen fabrics add considerably 
to their attractiveness and relieve 
their plainness.

Wool and Woolens.
Wool markets have been very quiet 

recently. Even the efforts to con
tract for wool in advance of next 
Spring’s shearing seem to have come 
to an end. Then, too, manufacturers 
of woolens as well as dealers in wool 
are awaiting with some interest the 
outcome of this month’s public offer
ings at auction of Government owned 
wools at Boston. Later on in the 
month will come the auction of Aus
tralian merinos sent here by the Brit
ish Government. It is already an
nounced that 50,000 more bales of 
Australian wool are to follow, and 
there will doubtless be other imports 
from the same quarter. A curious 
circumstance was disclosed the other 
day concerning the holdings of wool 
by the War Department. From this 
it appears that the Government, in
stead of making money, or at least 
coming out even on its wool pur
chases, is bound to lose on them. So 
far the average selling price on all 
grades of wool has been 5 cents a 
pound less than the cost. The total 
loss up to date is said to be about 
825,000.000. The War Department is 
in especially bad shape so far as con
cerns the carpet wool it possesses. 
This was offered at 40 per cent, of its 
cost with no takers, a rather signif
icant fact in view of the recent ad
vances in carpet and rug prices. In 
the goods market there has been much 
guessing as to what the fabrics for 
the next heavyweight season will 
cost. Opening of some of them is 
expected during next week, although 
all the lines will not be available for 
some time thereafter. The talk of 
allotment continues, although there 
is no reason to believe that there 
will not be enough for all demands. 
Further offerings o fdress goods will 
soon be a feature.

The right sort of a salesman does 
not leave a customer unless impera
tively called away. He is there to 
wait on that customer as long as the 
customer is there to be waited on.

Some people have the idea that the 
one who can talk loudest will win the 
argument. Loud talk has no place 
in a store.

RED CRO W N MEATS
and FOOD SPECIALTIES

ARE

Quality Goods
A N D

UNEXCELLED
AS

TRADE  
BUILDERS

Sold through
Wholesale Grocers Exclusively

ACME PACKING COMPANY
CHICAGO, U. S. A. 

In d e p e n d e n t P a c k e r  o f  
PURE FOOD PRODUCTS

ARM OUR’S
PANCAKE FLOUR

M akes Pancakes Mothers Way

T T e r e  is a new idea in pancake 
■K -■> flour that every grocery jobber 
and retailer should know about. An 
extremely high quality product of 
the same standard as the other 
well-known Armour’s Guaranteed 
Cereals. W herever in troduced , 
Armour’s Pancake Flour is a sure 
repeater and a profit maker.

In addition to Armour’s Pancake Flour—  
the line consists of

Armour’s Oats
“Cook Perfectly in 10 to 15 Minutes” 

Armour's Macaroni Products
“Makes Glorious Dishes”

Armour’s Corn Flakes
“You’ll Like the Taste”

Write for Prices and Terms

A R M O U R  G R A I N  COMP ANY
CHICAGO

i  C38WED BEIf 4
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STERILIZED EGGS TO STAY.

Good Margin If Processing Is Prop
erly Done.

Xew York, Dec. 29—As the stor
age egg season draws to a close the 
attention of the trade is naturally 
drawn to the practicability of steril
ized eggs as compared with the or
dinary icehouse stock. When a re
ceiver can get almost as much for 
sterilized California whites as for 
fresh stock it behooves the trade to 
look into the sterilizing as a valuable 
adjunct to the trade. There never 
was a winter when so many sterilized 
eggs were on the market. There is 
an average difference between stor
age first and sterilized of fully 5c a 
dozen or $1.50 per case. Such a mar
gin would make a big operator rich 
in a season or two. Is not the pro
cess worth careful investigation and 
consideration? Even if the difference 
in favor of the sterilized is only 2c 
and the royalty for sterilizing is YzZ, 
the margin is a good one.

When it is considered that reput
able large handlers, in the spring, the 
season of plenty, will handle eggs for 
15c a case, Jjc a dozen, 45c looks at
tractive. Above all this is the great 
saving of waste. When read}' for 
consumption there is no waste from 
sterilized eggs, while the best ice
house stock, at this season, will lose 
at the least l/z dozen to the case. At 
the present prices this is equal to 30c. 
or $150 per car of 500 cases. Just 
think of what this alone means to 
the volume of eggs stored. A saving 
in waste of $150 a car and l j ic  net 
gained as valued over the ice-house 
egg—$225—the odds in favor of ster
ilized over stored is $375 per car of 
500 cases. How long would it take 
even an ordinary handler to get rich 
if he had that margin?

It looks as though the sterilized 
egg had came to stay. It would seem 
a question of facilities to sterilize 
enough to supply the demand. The 
process has had a long hard fight for 
permanency. Scheme after scheme, 
for the last thirty years, has been 
brought forward to preserve an egg 
so that it would be reasonably fresh 
months after being treated. All were 
failures. Water glass was the nearest 
to success of any until sterilizing 
was perfected. Its practice is young 
as yet and not at all familiar to 
either tradesmen or consumers.

When Victor Clairemont, of San 
Francisco, invented sterilizing and 
patented it, he was laughed at. How
ever, he had faith and worked night 
and day to convince the trade that 
he had made a most valuable discov
ery. He had little money but great 
gobs or faith and these are gradually 
turning into money. His first ma
chines for processing were large and 
complicated. They required a great 
amount of room in which to operate, 
and room in large consuming centers 
is scarce and valuable. It is over four 
years age that Mr. Clairemont ex
plained the process and machine to 
the writer. As a convincing argu
ment of its value an egg which had 
been in an ordinary office temperature 
for two years was given the writer. 
It had been properly processed at 
Petaluma by Mr. Clairemont. The 
egg was broken and the white and 
yolk were intact as in a fresh egg. 
There was no odor and apparently it 
was fit to cook with or eat.

Since that time Clairemont’s ster
ilizing process has been introduced in 
the East. Three years ago last spring 
Chicago operatmg capitalists became 
so enthused that they were going to 
at once revolutionize the egg game. 
The margins loked so good that it 
turned the heads of the capitalists. 
Mr. Clairemont says they ignored 
many necessary details to keep an 
egg perfect and of the twenty-five 
machines erected at prominent initial 
points and in large cities only a few 
are now in working order. That

some operated last spring is evi
denced by the number of sterilized 
eggs on the market since last sum
mer. Regular consignments come 
from time to time and we have yet 
to hear of an instance of dissatisfac
tion. According to Mr. Clairemont 
there are many infringements on his 
patent but in every instance the pat
ented idea is used. Mr. Clairemont 
spent last fall and winter in New 
York, where he supervised one of his 
processing machines in the store of 
Carl A biers, 5 Worth St. About 20,000 
cases of eggs were treated and Mr. 
Ahlers sold these in many instances 
10c per dozen above best storage 
stock. Mr. Ahlers has the rights of 
Xew York and Xew Jersey, but seems 
inclined to confine his work to New 
York City alone.

There should be over 100 of these 
machines in New York City ready for 
the spring throw of eggs if they will 
positively do what both Messrs. 
Clairemont and Ahlers say they will. 
To be a success the eggs must be 
treated during a period of about three 
months, March. April and May. One 
of the great mistakes has been the 
idea that sterilizing would make a 
bad egg good, or at least preserve it 
so as to make it serviceable when 
wanted. Xo process can make bad 
eggs good nor will it appreciate a 
bad egg so as to make it useable. 
The egg should be processed as 
quickly after laying as possible. The 
quicker the better for the egg. Be
fore processing commercial eggs in 
the spring they should be carefully 
candled so as to have no cracks or 
other depreciating condition. Once 
put in this perfect conditon and prop
erly processed the egg will keep al
most indefinitely.

The sterilized egg is in no wise a 
competitor of the cold storage plants. 
To preserve unsterilized eggs they 
must be in a temperature not to ex
ceed 38 degrees or not below 29 de
grees. Once sterilized the eggs keep 
perfectly at a temperature of 40 de
grees and without shrinking. Every 
operator knows that ordinary eggs 
stored in March, April and May 
shrink and become weak by the fol
lowing January. The natural egg 
shell is very porous. Air penetrates 
it and in time the air cell of the shell 
developes and the white becomes 
weak. Once it gets weak enough to 
allow the yolk to touch the shell, 
the egg is almost worthless. The 
sterilized egg does not change its con
tents. hence the great saving in waste. 
The fertility of an egg is killed by 
sterilizing.

The processing seals the delicate

Com ing Year 
Your Resolution
to always have on your 
shelves a stock of

Mapleine
You need the flavoring 

with the maple taste— 
enjoyed and craved by 
young and old alike.

The Mapleine flavor is 
so good in cakes, icings, 

sauces, desserts and candies.
It makes delicious maple-tasting 

syrup for hot cakes and waffles— 
prepared instantly at a 50% saving.

Order now of your jobber or 
Louis Hilfer Co.

1205 Peoples Life Bldg., Chicago

Crescent Mfg. Co.
(M-491) SEATTLE, WASH.

For the 
Make it

K ent Storage Company
W holesale Dealers in

BUTTER EGGS CHEESE

PRODUCE
We are always in the market to BUY 
or SELL the above products. Always 
pay full market for Packing Stock 
Butter date of arrival.

Phone, write or wire us.

G R A N D  R A P I D S ,  M I C H I G A N
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membrane of the egg shell so it is 
but little porus. It adheres to the 
shell and acts as a preservative. This 
is also true of the shell itself. The 
processing closes almost every pore 
of the shell, leaving just enough for 
the admission of sufficient air to pre
vent the white and yolk from becom
ing- stale. Should the process close 
them absolutely the contents would 
become stale and tasteless. So clev
erly is the sterilizing done that this 
ventilation is down to a nicety. In 
two years great improvement has 
been made in the processing.

The builder of the machine is 
reasonable in his demands. Upon a 
reputable operator signing a guar
antee to process 5,000 cases at a roy
alty of Yic per dozen then continue 
the work at the same royalty, the 
builder will erect and equip a ma
chine, agreeing to return the first 
$500 of royalty after his receipt of 
$500 is taken, the operator to con
tinue the work on royalty but the ma
chine to belong to the builder. In 
this way it costs the operator only 
his royalty. The builder takes the 
risk of erection and equipment on the 
guarantee of $500 worth of royalty. 
Once a machine is up and properly 
operated and cared for it will run in
definitely. So long as it operates the 
owner gets his royalty of yic per 
dozen. The actual cost of steriliz
ing is y2c a dozen, although operat
ors reckon 2c for safety.

The ingredient for processing is a 
tasteless, colorless oil made in this 
country by the Standard Oil interest 
and in Europe by the big Russian 
operators. No injury can come from 
it. It dulls the click of the eggs and 
that is all. It is so tasteless and 
harmless that housewives use the 
shells of an uncooked egg to settle 
coffee and it is equal to the shell of 
a fresh egg.

Consider Honey as a Sugar Substitute
Medina, Ohio, Dec. 30—While some 

relief from the acute sugar situation 
may be expected, yet the buying pub
lic is not yet able to secure the desired 
quantity, either “for love or money,” 
and will not be for some time. The 
reason seems to be that neither beet 
nor cane sugar can be delivered in 
sufficient quantities to supply the evi
dent abnormal demand, caused by 
post-war conditions, prohibition and 
low proportionate food cost of sugar.

During the past few years, especial
ly during the past fall and winter, 
honey has been extensively advertised 
throughout the nation. Such mediums 
as The Ladies' Home Journal, Good 
Housekeeping and others of similar 
value have been used. The effect of 
this advertising has been to interest 
and educate a vast number of sugar 
users to the possibilities of honey. 
Honey has been used in many vari
ous ways, as in manufacturing ice 
creams, in baking all kinds of cakes 
and in candy manufacture. It has

even entered the soft drink field, 
which shows that honey is more than 
a simple spread for bread, griddle 
cakes and waffles. A honey cook 
book, giving a great many recipes, is 
being distributed by the national ad
vertisers of honey. Chemical analy
sis and actual use has proven that 
honey is a much greater energy pro
ducing food than sugar. Its various 
kinds, at proper prices, provide a 
honey for nearly any purpose, al
though standard light amber honey 
meets all practical purposes.

Certainly this campaign will result 
in a large field for honey distribution 
by the wholesale and retail grocer. 
So far deliveries of honey have been 
made promptly by its advertisers, 
thus relieving in many cases the sugar 
shortage. The distribution of honey 
is. controlled in general from Medina, 
Ohio, with local distributing points in 
nearly all of the larger cities, Phila
delphia Pittsburgh. Washington and 
New York being among the larger 
ones. At most of these points ware
houses are established, so that ship
ment can be made from a nearby point 
to the distributing grocer.

The beekeeping industry is rapidly 
developing for three reasons. First, 
the market for honey is being rapidly 
developed by National advertising; 
second, fair profits can be made in 
beekeeping: third, it is a great aid to 
the complete pollination of fruit. Es
timates of the number of beekeepers 
in the United States vary from 800,- 
000 to 1,200,000 and the total produc
tion of honey is at least 150 000,000 
pounds. As a result of the rapid de
velopment of this industry, it is evi
dent that larger crops will be secured, 
for as yet the honey producing ter
ritory is far from being filled with 
beekeepers.

It is not expected that honey will 
entirely take the place of sugar. The 
point which is made is that honey is 
available as a relief for sugar short
age at this or any future time. There 
is no doubt but that honey will be
come in time a much more important 
article than it has been, for the in
dustry of beekeeping has been neg
lected quite generally during the past 
by all except a few prominent bee
keepers. These men have in some in
stances been quite jealous of their 
art or skill in producing honey, and 
have been backward in giving their 
knowledge to the general public. This 
state of affairs is a thing of the past, 
and the future supply of honey can 
be relied upon, unless an entire crop 
failure comes during some particular 
season, which is very improbable. 
Grocers will do well to get in touch 
with the honey markets and use It 
both as a staple article and as an 
emergency substitute for sugar.

W. R. Lerch.
The fellow who never uses any 

business ideas except what he him
self evolves, is the fellow who gets 
lost out of sight in a rut.

Domino 
Golden Syrup

fills an appreciated place in your 
customers’ daily menu. It has so 
many uses—as a table syrup over 
¿riddle cakes, waffles and fried 
mush, and in the kitchen for candies, 
cookies, baked beans, muffins, pud
dings and sauces.

Dom ino Golden Syrup means 
quality to the housewife because 
she is familiar with Domino Pack
age Sugars. It is a product of pure 
cane sugar, and of pleasing con
sistency.

A m erican Sugar Refining Company 
“Sweeten it with Domino”

G ranulated, T ablet, Powdered, C onfectioners, Brown, 
Golden Syrup.

W E ARE HEADQUARTERS  
WHOLESALE

Fruits and 
V egetab les
Prompt Service Right Prices 

Courteous Treatment

Vinkemulder Company
G RA N D  RAPIDS MICHIGAN

T h e  s te a d y  d e m a n d  fo r  P e a n u t B u tte r  
p ro v e s  it  a  s ta p le  th a t  a p p e a ls  to e v e ry  
h o m e . S e r v e  y o u r tra d e  w ith  th e  m o s t  
de licious q u a lity  on th e  m a rk e t—

Im proved

Honey Comb Chocolate Chips

“Bel-Car-Mo”
T h a t 's  its n a m e  a n d  a lth o u g h  a co ine d  
w o r d  e v e r y b o d y  k n o w s  it  to  m ea n  
S u p e r io r  P e a n u t B u tte r .

Tell
Your
Jobber

W . E. TA Y LO R, M aker B attle  C reek , M ichigan
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Michigan Retail H ardw are Association. 
President—Geo. W. Leedle, Marshall 
V ice-President—J. H. Lee, Muskegon. 

C ityC1"etary—A rthur J - Scott. Marine 
T reasurer—William Moore. Detroit.

Pointers Regarding the Annual Stock
taking Side.

W ritten  for the Tradesm an.
With many hardware dealers, the 

mid-winter stock-taking sale is an 
established institution.

This sale serves two useful pur
poses. It helps to stimulate business 
at a time when, normally, everything 
is inclined to be slack; and it con
verts into ready cash such odds and 
ends of stock as the hardware dealer 
would otherwise be compelled to 
carry over to another year at a dis
advantage.

For the mid-winter slackness of 
trade there are two main causes. 
First, after the heavy Christmas 
spending the trend in most families 
is to economize. Second, weather 
conditions have a certain tendency 
to keep people off the street, with 
the result that there is far less casual 
traffic than in either the spring or 
the fall, when the more genial weath
er puts folks in the buying- mood. 
Then. Christmas purchases—particularly 
in gift lines—quite often anticipate 
winter needs. So that the quiet time 
in January and February is a quite 
logical development.

Hence, business needs some stim
ulation. This is usually afforded bv 
the stock-taking sale.

Into the old argument whether it 
is better to hold this sale before or 
after taking inventory, it is not nec
essary to enter. This is largely a 
matter for the individual hardware 
dealer to decide. He knows best 
which policy best suits his business.

The matter of outstanding impor
tance is to make the sale count big 
in your winter business campaign; 
to make the most of it as a real busi
ness getter.

Resting in the hardware store in 
January is perilous—more perilous 
even than relative inactivity in De
cember. For in December people are  
in the buying mood Even the m e r 
chant who puts forth comparatively 
little effort gets some +rade; though 
the hustler gets most of it. Tn Tan- 
uary, however, the hustler gets a fair 
trade, and the man who takes things 
easy gets practically none.

An added peril in letting things 
slide in these winter months is that 
you allow people to form the con
firmed habit of staying away from 
your store. Thus, you fail to ade
quately bridge the gap between 
Christmas and the spring business; 
and by the time spring arrives, with 
a quickening trade, a lot of people

have got into the way of buying else
where. By keeping things moving, 
even on a small scale, in January and 
February, you will find the March 
and April business easier to get.

W hen business is normally quiet is 
the time, not to rest, but to hustle 
the hardest. The overhead goes on 
just the same. You still have your 
investment in stock and fixtures. The 
January rent is just the same as the 
December rent. Hence, you’ve got 
to get after the business, since it 
won't come to you.

I he price appeal is the big feature 
in the stock-taking sale. By talking 
to the public through the medium of 
price advertising, you counteract the 
normal disinclination to buy.

Under present day circumstances 
you don t have to give away your 
goods to interest people. A relative
ly small price reduction on this or 
that unseasonable line will be enough 
in most communities to attract atten
tion. But a relatively small price 
concession all around is not sufficient 
to give the stock-taking sale the ad
vertising value you desire. You 
should be prepared, in isolated in
stances. to make concessions that 
will startle the buying public into 
immediate attention.

The way to impress the price mes- 
sage upon the buying public, and to 
convince them of the genuineness of 
your values, is by the skillful use of 
the “loss leader." Pick out the lines 
that it is especially desirable to clean 
<>ut at this time. Put these lines 
prominently on display. Offer them 
at prices that will rivet attention and 
carry conviction. Then, if you desire, 
offer a concession—perhaps only- 
nominal—on other lines. It is the 
features, however, at the special price 
that will get buy-ers into your store. 
Then you make up your loss on these 
lines by selling ordinary goods at 
normal or almost normal prices.

As a rule, in reaching out for Janu
ary business, it will pay to forget the
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men for the time being and make a 
special appeal to the women. This 
policy has an added advantage in 
that you hereby attract the women’s 
trade to your store and get the women 
in the habit of dealing there. While 
the immediate returns from a special 
sale are worth considering, you should 
aim, always, not merely to effect im
mediate sales, but to secure perman
ent customers. Hence, you would do 
well to cater to the women; and this 
means specializing on home goods.

Of course, if there is a call for a 
stove you will sell one; but after 
Christmas the tendency is toward 
small sales. There is no time in the 
year when household hardware, tin
ware, enamelware and similar lines 
are not really needed in practically 
every home. So, during the sale, 
give quite a bit of prominence to 
these lines; and. if you can, make one 
or two articles of this sort "loss 
leaders.” If you have some low- 
priced article in stock the sale of 
which has gone slowly, that is the 
sort of thing to sacrifice on the altar.

As accessories in your selling cam
paign, put in a couple of good win
dow trims devoted to households; in 
addition to trims which will feature 
other lines. Put your leaders in the 
window; for it is these leaders which 
wi’l bring customers into the store.

Supplement this window message 
by a liberal use of newspaper adver
tising. Here is an important point 
in conducting a special sale. You 
have got to advertise, and you can’t 
afford to advertise timidly. Use 
more space than usual and make your 
advertising copy striking, and effec
tive. Quote specific price reductions, 
and feature the “loss leaders” for all 
they are worth. A study of the dry- 
goods advertising of special sales at 
this time of the year will illustrate 
the style of stuff that is most effec
tive, particularly in reaching women 
buyers.

Then when your window displays 
and your advertising get people into 
the store, have your interior arrange
ments such that the goods you want 
to sell will be prominent. Have price 
tickets, plenty of them; when you’re 
putting on a sale you can’t have too 
many. Tn a special sale of this sort, 
price is the great fundamental of your 
argument: and you must emphasize 
it everywhere.

The great thing in putting on a 
sale of this sort is to make it a big 
advertising stunt, so that you will get 
folks into the store, in spite of the 
weather. The price advertising is the 
one line of appeal at this season: for 
it chimes in with the New Years’ 
resolutions which the average buyer 
has made right after the orgie of 
Christmas spending. The average in
dividual has assuredly included in the 
New Years lineup one stalwart reso
lution to the effect that he will hence
forth and forever economize. You 
are helping in the good work by your 
price concessions. Thus you carry 
business along till springtime ami 
warmer weather induce more liberal 
buying.

Tn addition to newspaper advertis
ing and window display, circular let
ters can often be used to good advan

tage. Here, as elsewhere, it is sound 
policy to quote specific prices all 
along the line. Dodgers, too, can be 
got out cheaply and distributed from 
door to door. It is usually, however, 
a better investment to use a selected 
mailing list for circular distribution. 
Dry Goods merchants quite often 
have dodgers printed from the same 
type as the regular advertising, and 
distributed from door to door; and 
in addition special circulars for a 
regular mailing list. When it comes 
to putting on sales, methods of the 
dry goods' dealers are usually well 
worth studying. Victor Lauriston

Negro Leadership.
Nashville, Tenn., Jan. 5—The ques

tion of minority races is one that, has 
puzzled the wisest statesmen of Eu
rope for almost a century. America, 
too, has her minority question. Per
haps we have never considered our 
negro problem in that light. But 
when we consider that approximately 
10 per cent, of the population are of 
a race more or less convinced of their 
position as a disinherited minority 
we must realize the serious question 
before us. There is nothing which

is more easy to mobilize than the 
feelings of men and women who have 
become convinced of a deprivation of 
rights and opportunities justly theirs. 
There is need for considerable edu
cation among blacks and whites as 
to their reciprocal rights, opportuni
ties and responsibilities.

Are the idealism, the faithfulness, 
the patriotism of twelve million men 
and women to be left to the stumbling 
intelligence of drifting, inconsequen
tial, unenlightened leadership? The 
enormous problem of making possible 
the development of trained leaders is 
the task before us. The blacks, like 
all self-conscious minorities, demand 
their own leaders. The history of the 
United States has been closely bound 
up for more than a century with the 
negro problem. A great war was 
fought over it, and a great territory 
was economically prostrated for many 
years as a result of the conflict. There 
are few questions more pressing. We 
cannot avoid it save at national peril. 
We cannot drift to disaster on a mat
ter which can be solved. The solution, 
we contend, is in leadership, trained, 
informed, loyal. Jerome F. Kidder.

Every time a girl gets a small 
dent in her heart she imagines it is 
broken.

P r ic e s .
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Opposed to Use of Automobile by 
Salesmen.

I am very much opposed to the pur
chasing of an automobile for a sales
man for commercial purposes.

I am very much opposed to a trav
eling salesman covering his territory 
with an automobile.

I don’t believe that a survey of a 
dozen or fifteen men who are travel
ing their territories with automobiles 
will show it has resulted in the pro
duction of any additional amount of 
business. It does for the first year, 
possibly. A man gets an automobile, 
and if he has never had one before 
he is very much interested in it. and 
he does cover his territory in better 
shape than he would normally with 
the use of the train. But it isn’t very 
long when elements enter into that 
fellow's life which make him even 
less effective with an automobile than 
otherwise.

In the first place, you know that it 
there is anything in the world that 
will set your temper on edge it is to 
have your automobile go wrong with 
you; and the traveling salesman is no 
different from the rest of us. He 
starts on his trip, and something hap
pens to the ignition system or some
thing else. He has got to get down 
and get under. He arrives at his des
tination in a disagreeable frame of 
mind. He is dirty: not at all pleasing 
in his appearance to his customer; and 
his mind is more on the troubles he 
has had with the automobile than it 
is on his work.

If I were going to have any of our 
men travel with an automobile. I cer
tainly would not buy machines for 
them .because you and I have a very 
little interest in anything we are using 
that does not belong directly to us. 
When we are using the other fellow’s 
things we are a good deal more care
less with them than when we are 
using our own. That applies to the 
expense accounts of your salesman. 
A traveling salesman who is paying 
his own expenses strictly will travel 
for less than when he is spending 
your money. And the traveling sales
man using an automobile that be
longs to the company is far less care
ful of it, in the way in which he uses 
it. and in the expense which attaches 
to keeping it in working order, than 
he otherwise would be.

A traveling salesman—the average 
man am speaking of—has a certain 
number of towns which constitutes a 
week's work, and when he has made 
those towns he feels that he has dis
charged his obligation to you for that 
particular week. If he has twenty 
towns on his list for a week he makes 
them and when he makes them, if it 
is Thursday morning or Thursday af
ternoon or Friday morning, he quits 
work.

Another objection to traveling 
salesmen working with an automo
bile is that they have pressure at 
home even greater than the pressure 
from your office, which is tempting 
them to finish their territory early in 
the week in order that they may re
turn home and spend a day or a day 
and a half more with wife and fam
ily.

We have men who have tried the 
automobile route and. as I said, the 
first year they showed an increase in 
their sales. They made inland towns 
and small towns they hadn't made 
when they worked on the train: but it 
was only a matter of a year at the 
outside when they went back to their 
old habits of making a certain num
ber of towns in a week, and then call
ing that a week’s work.

Another temptation to a traveling 
salesman working with an automobile 
is that lie is tempted to run a livery 
stable as well. The temptation to 
haul somebody else for a price is a 
great one and he will leave a town 
sooner than he ought to, or stay 
longer than he needs to in order that 
he may haul some man with him who 
is paying him a price for that work.

Then. too. the country garage, as 
you know, is a regular hold-up ma
chine when it comes to taxing a trav
eling salesman for attention to an au
tomobile. The average garage in a 
country town seems to have been 
thoroughly educated to the fact that 
there is no end or bottom to the 
pocketbook of any man driving 
through the country in a car. A 
traveling salesman working with an 
automobile, storing his car in these 
garages, will have innumerable op
portunities to spend your money for 
repairs that would not otherwise be 
the case.

My statement on this subject is 
that it is not advisable for a jobbing 
house to buy an automobile for a 
traveling man; to own the car and 
let him use it for the purpose of pro
moting business for the company; 
and it is inadvisable to encourage 
traveling men to travel with cars.

Geo. M. Evanson.

An honest man is not the worse be
cause a dog barks at him.
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Gabby Gleanings From Grand Rapids.

Grand Rapids, Jan. 6—Partitions arc 
now being installed on the new sixth 
floor of the Worden Grocer Company 
building. It is expected that the new 
offices will be ready for occupancy 
about Feb. 1.

The Grand Rapids Dry Goods Co. 
has made several changes in its trav
eling force during the past week. R. 
Pfeffer, city salesman, has retired, 
being succeeded by A. Jannausch, who 
has been covering the small town 
trade in the vicinity of Grand Rapids; 
J. Afman, who has b£en special sales
man. succeeds Mr. Jannausch; Daniel 
MacDougall, who has been covering 
the Kalamazoo and vicinity trade, 
succeeds J. B. Hagle as special sales
man for the piece goods department: 
Guy B. Hoag succeeds Dan MacDou
gall as Kalamazoo salesman. Mr. 
Hoag, who is a new man with the 
house, will reside in Kalamazoo, which 
has been his home for some years.

The General Cigar Co., which re
cently established a factory at 301 
I exington avenue to manufacture the 
Owl and White Owl brands, will 
shortly open a jobbing house at 313 
Division avenue. South, tinder the 
management of Loren Adair. Ten 
men will be employed as traveling 
salesmen as soon as the necessary se
lections can be secured.

The annual meeting of the National 
Wholesale Dry Goods Association 
will be held in Xew York City next 
week. Manager Farley and all the 
department managers of the Grand 
Rapids Dry Goods Co. will attend the 
convention.

The six special salesmen of the new 
cigar department of the Worden Gro
cer Company started out on the war
path Monday of this week.

Samuel R. Evans celebrates this 
week Friday the thirtieth anniversary 
of his career as a traveling salesman. 
He traveled eight years for the Ball- 
Barnhart-Putman Co.; one year for 
the Jaoues Tea Co.; five years for W. 
F. McLaughlin & Co. and sixteen 
years for his present house, the Ren- 
f-o Bros. Co., of Chicago. He leaves 
Jan. 11 for a three months’ trip 
through the Northwest, going as far 
as Montana. While in Detroit last 
April Mr. Evans purchased a flat 
building on Taft street for $11,000. 
A few days ago he was offered $15,- 
500 for the building and made a sale 
on that basis. Then he hied himself 
up to the Internal Revenue office and 
paid his income tax. being the first 
man to pay his tax at the Grand Rap
ids office on his 1919 income.

The report that E. P. Monroe 
[Sherwood Hall & Co.) was seriously 
ill at his home in Muskegon last week 
proved to be unfounded. He was not 
ill at all, but looked sick because he 
was scared out of a year’s growth bv 
a new kind of bear he was not aware 
existed anywhere in this country.

Fred H. Ball, formerly assistant 
manager of the Ball-Barnhart-Putnam 
Co., which consolidated with the Jud- 
son Grocer Company seventeen years 
ago, now holds a responsible posi
tion with the Potlatch Mercantile Co., 
Patlatch, Idaho.

The architect of this department is 
naturally elated over the fact that he 
was able to announce the purchase of 
the I. C. Smith block, on East Fulton 
street. by_ the Canfield & Pearce Co. 
ten days in advance of the news ap
pearing in the daily papers.

L. P. Strong, the Vicksburg grocer, 
is now in the employ of the State 
Food and Drug Department. He was 
in town Monday and, incidentally, 
called on Gabby Gleanings. Unlike 
the writer, he thinks that it will be 
impossible to get the department out 
of the mire of party politics which 
has long debauched the work of that 
department in every branch of its ac
tivities.

If half the reports we receive from 
Detroit are true, housing conditions 
in that city are something fearful. A 
Grand Rapids -man who is now em

ployed in one of the large wholesale 
houses there has been unable to re
move his family to Detroit because of 
his inability to secure a house or flat 
according proper living conditions. A 
real estate dealer recently telephoned 
him that he had an apartment which 
might meet his requirements—one 
room, a kitchenette and a bath room, 
all for $100 per month. George is still 
living at a hotel and his family is still 
visiting friends in Chicago.

Guy W. Rouse, President of the 
Worden Grocer Company, left Tues
day for New York. He will return 
home in time to participate in a din
ner party arranged by Mrs. Rouse 
for Saturday evening.

A. Caldecourt, who disposed of his 
interest in the Steel Hotel, at St. 
Johns, Nov. 1, to A. C. Martin, has 
leased the Hotel Northern, at Man
istee, for a period of five years and 
will undertake to serve the traveling 
public to the best of his ability.

Mrs. Harriet Gill Sergeant, 1354 
Logan street, celebrated her 82d birth
day Jan. 1. Two sons, George and 
Charles, and a daughter helped her 
makf the event a happy one. Six of 
her seven children are still living.

It’s too bad a smile isn’t as con
tagious as a yawn.

It looks like a long, hard winter for 
the New Year resolutions.

The high cost of living seems to 
come down about as fast as a daugh
ter to breakfast.

The Government is going to give 
the railroads back March 1—it is 
going to give them up.
The President is said to be mending, 
and will soon be able to ’tend to his 
knitting.

Wood is a mighty useful com
modity, but one thing is certain—it 
makes a poor beverage.

The only real difference between 
this wood alcohol booze and the old 
kind is that this works faster.

The President seems to have gotten 
well in spite of the fact that bulletins 
were issued about him.

Considering the board we have to 
pay, we wish the hotels had to buy a 
few more boards themselves.

About the only man who seems to 
take an unflagging interest in his work 
is a flagman.

A lot of us fellows who were yelling 
a few years ago for an income tax 
never imagined it would ever get down 
to us. or maybe we wouldn’t have had 
quite so much breath.

What the country needs is more 
production, but the only people who 
seem to realize it are the movie pro
ducers.

We begin to suspect that possibly 
Gen. Pershing has had his ear slightly 
attuned to some other boom besides 
cannon.

 ̂Lloyd Smith (Valley City Milling 
Co.) says there is a great deal of 
liquidation in corn, but we supposed 
that kind of liquidation was prohib
ited.

It is predicted that beef will be high 
for seven years longer, but it didn’t 
seem to take near that long to get 
it where it is.

The Government now is going to 
take the census, which seems to be 
about the only thing that the excess 
profits tax overlooked.

With an income tax blank to fill 
out, we again wish to remark that 
many a man cleaning fish wishes he 
hadn't caught so many.

W onder if we shall be permitted to 
deduct from our income next year the 
interest we paid on the money we 
borrowed to pay our income tax this 
year?

An editor in Wisconsin has the ad
vertising idea proper and draws the 
line nowhere. Here’s his write up 
of a wedding: “Miss Jennie Jones 
and Rob Henry were married at the 
Jones mansion last night. The bide is 
a daughter of our constable Jones 
who has made a good record and will 
undoubtedly be re-elected next spring. 
He offers a fine horse for sale in an

other column. The groom runs a 
grocery on main street and is a good 
patron of our advertisement columns 
and has got a new line of bargains 
this week. All summer he has paid 2 
cents more for butter than any store 
in town. The happy couple left on 
the 10 o’clock train for Milwaukee 
to visit the bride’s uncle who is re
ported to have lots of money and 
Bright’s disease. Bob certainly has 
an eye for business.

Harry Fouch, the Allegan druggist, 
was brought to this city Tuesday and 
taken to Blodgett hospital. His trou
ble is spinal meningitis. He was ac
companies by his wife and brother, 
who will both remain at his bedside 
until there is a change for the better.

Items From the Cloverland of 
Michigan.

Saulte Ste Marie, Jan. 6—You can 
still get a shine for 10 cents here, the 
combination of bootblacks to raise 
the price to 15 cents has been side
tracked by our prosecuting attorney, 
who made mention of the fact that 
they did not do it according to the 
law. The shiners did not see the 
necessity of this extra expense. The 
law may be O. K. for the barbers, 
but not for the shiners.

Coyotes are still in evidence around 
Newberry, according to a statement 
made by E. C. Underwood, the well- 
known lumberman. His men came 
across a carcas of a deer while on 
their way to camp that had been 
killed by coyotes close to the trail.

The hotel and store of Sam Kir- 
vin, of Eckerman. was destroyed by 
fire V ednesday. so that Eckerman 
is without a hotel at present, causing 
much inconvenience during this sea
son of the year, as the hotel is about 
the only place of shelter there.

D. B. Pawley, proprietor of the 
Pawley commercial school, left last 
week for Pontiac, where he expects 
to open a shoe store. The business 
col'ege here will be continued under 
the present instructors.

The Michigan Forest Product Co., 
of Strongs, suffered a severe loss by 
fire Saturday, when the general store 
and stock were consumed by fire. 
The loss was almost total.

James McKenzie, one of our trav
elers. has been doing a lot of figur
ing since New Year and has found 
cut that he will have to work twelve 
minutes more this year than he did 
last year, which will be his plea to 
the house for more money.

Hon. Judge Steer, of Lansing, spent 
the holidays at his Soo home, visit
ing old friends, who always look for
ward to his holiday visit.

Mitchell Hotton, general manager 
of the meat market and movies at 
Shelldrake. was a visitor here during 
the holidays, calling on a few of his 
many friends: and those who were 
fortunate enough to see him say that 
he was never better and likes his work 
and still feeds his customers on good 
home-grown beef, which helps to 
build up Chippewa county.

There is an opening for a new doc
tor at R ext on which is now without 
a doctor, the former doctor, Ammer- 
man, having died last week.

V e now have a real watchmaker. 
John Rosenberg, jeweler for W. H. 
Fleetham, has just completed a time
piece, every part of which was made 
by himself, with the exception of the 
mainspring and the jewels. The 
watch has something like 160 parts 
and a trifle more than a year of spare 
time was used in its construction, Mr. 
Rosenberg is a native of Norway and 
has been in the United States a little 
over five years. He was apprenticed 
to a master jeweler at the age of fif
teen years and in common with all 
jeweler apprentices, he worked five 
years before he was given a certifi
cate, without which it was useless to 
seek employment as a watchmaker. 
His salary for the first two years was 
$2 per week and a raise to $3 per

week for the remaining three years. 
What would our boys think of a simi
lar proposition at this time?

Dr. Harold K. \ \  illiams will short
ly open new dental rooms in the city 
He is .a graduate of the Cincinnati 
dental college, but a Soo boy, having 
been born here. He has a host of 
friends here who wish him every suc
cess.

Richard Ballsinger. our new butch
er, is meeting with far greater suc
cess than he had anticipated and has 
had to put on a delivery to care for 
the large increase.

It is useless to call up the cat when 
you spill the milk of human kindness.

William G. Tapert.

Useful Information on Purchase of 
Oil Stocks.

Dallas, Texas, Jan. 3—Noticing in 
a recent issue an inquiry from one of 
your subscribers concerning oil in
vestments. it has occurred to me that 
with the widespread interest in Texas 
oil developments, some observations 
on this proposition from some one 
close at hand might be of value. And 
as a trade journal editor. I believe 
it to be part of my job to serve the 
members of the trade, not only in my 
own section, but wherever I may be 
of service.

Oil is present in Texas in tremen
dous quantities. Of this there is no 
doubt. However, the development of 
this natural wealth is attended by 
great hazard from a financial stand
point. even by those who are on the 
scene. It is this hazard which has 
made the large profits possible.

As a result of the large returns 
sometimes derived from oil, there has 
arisen a horde of stock promoters 
who first took advantage of the spec
ulative money in Texas towns and 
when this became wary, pursued their 
work in the North and East. Every 
one who is known to have a little 
surplus money is familiar with their 
schemes. I nless one is well acquaint
ed with the founders of any such 
promotion enterprise and is absolute
ly assured of two things—their in
tegrity and their ability as oil oper
ators—the one rule to be followed is 
to leave them absolutely alone.

If any business man wishes to enter 
the oil game with some of his friends 
and makes the most careful study of 
the properties to be developed, learn
ing whether they are approved bv 
recognized geologists, their proximity 
to production, the legal soundness of 
the leases and the practicability of 
development, he may as a business 
proposition take a chance. ( )f course, 
the further away from the fields the 
more difficult it is to satisfy oneself 
on these points. But under any cir
cumstances it is best, in a proposition 
of this kind, to be prepared to lose 
the amount of the investment.

It may be stated in this way: If 
one has surplus funds and is willing 
to take a long chance with the hope 
that a successful venture will bring 
large returns, such an investment may 
be justified—if a careful study is made 
of the proposition. The hazard should 
clearly be considered in advance. If 
the investor hits it right, large profits 
may be derived.

These are the considerations which 
will. I believe, largely govern oil in
vestments from the standpoint of the 
Northern business man. I trust that 
they will be of some service.

R. P. Sapinsley, 
Editor Southwestern Retailer.

Self Interest
“Did you notice that motorist stop 

his car, get out and carefully remove 
a broken bottle from the road?”

“I did.”
“Would you call him a good Samar

itan?”
No. I suspect he’s coming back 

the same way.”
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Sow to the Wind and Reap the Whirl
wind.

Richmond. Ya.. Tan. 3—I recently 
received a communication from your 
company asking us for an advertise
ment. the same as we had in Hard
ware Age. A sample copy of your 
paper was mailed, issue of Dec. 10. 
( )n opening it up 1 read your first 
article and wonder why you should 
send any person in the South a copy 
of this paper. As to the merits of the 
indictment against Senator Newberry, 
we are perfectly willing to leave it 
to the courts. A great many people 
believe that he is in the “Billy Lorri- 
mer” class and should be treated ac
cordingly. As to the disfranchise
ment of the negroes in the South, the 
legality of this has been passed upon 
by the Supreme Court, whose opin
ion we would rather have than yours. 
Perhaps it" they had been disfranchis
ed in Chicago and Omaha they would 
not have had the riots there that 
they did have recently.

If the Northern people would sint 
ply let the South alone they would 
handle the negro problem. It would 
be handled in an equitable manner 
to the satisfaction of both races. We 
recognize that there good negroes and 
treat them well and that there are 
bad negroes and treat them accord
ingly.

I lived in Chicago three years. 
There, if a man’s skin was black, he 
was a negro and there was no good 
in him except for a few people who 
liked to use him for political or other 
purposes and who would put their 
arms around them and tell them how 
much they7 thought of them.

[ have never read an article which 
I think was calculated to do less good 
than this. Your circulation must he 
among the colored population, for 
they are the only class that I think 
such an article would appeal to.

Milton Cone.

Grand Rapids. Jan. 6—I do not 
think I have a single colored man on 
my subscription list.

I should feel badly if I knew I had 
a single subscriber who is as narrow
minded and bigoted as Milton Cone, 
of Richmond. Virginia.

I am utterly unable to understand 
the attitude of the South toward the 
colored man.

The South made the colored man 
what he is. Why blame him and 
crucify him because he has had the 
misfortune to have bad teachers?

We of the North understand how 
to get along with the colored man 
with little friction. I have a colored 
janitor in the office and until lately7 a 
colored proofreader. The latter was 
one of the most faithful and compe
tent in her line of any employe I ever 
had— and 1 have been engaged in 
business thirty-six years.

We employ a colored maid in the 
house and a colored man has cared 
for our furnace and lawn many years. 
The latter is thrifty and owns several 
houses and lots which he rents—to 
white people.

My experience leads me to the con
clusion that those colored people who 
are reared in the South and who turn 
out bad are bad because they had bad 
masters and bad employers. It is 
hardly to be expected that a race 
of ignorant people should all rise 
superior to their surroundings, be
cause the negro is a born imitator. 
Because this is so. he intimates the 
vices as well as the virtues of his 
white brothers. The colored people 
raised in the North are mostly good. 
When a colored man in the North 
turns out bad, we send him South 
and \7ou of the South trump up some 
charge against him and burn him to 
the stake.

You men of the South will have 
much to answer for when you face 
the Final Summons.

I beg pardon for soliciting your ad
vertisement. I do not wish to accept

money from any man who discrim
inates against a person because he 
happens to be born with a black skin, 
which is not so bad after all as to 
possess a black heart. E. A. Stowe.

Why Spell Henry ford With Small f?
The Tradesman frequently receives 

letters from its readers, enquiring why 
this publication always prints 'Henry 
ford’s name with a small f. The ex
planation is simple and easily made.

When ford asserted over his own 
signature that the American flag would 
come down from over his factory at 
the close of the war, never to float there 
again, the Tradesman took note.

When ford said that the word mur
derer should be embroidered on the 
breast of every- soldier and naval sailor, 
the Tradesman took note.

When ford secured immunity from 
the draft for his sporty son through a 
clandestine deal of some kind with 
President Wilson, the Tradesman took 
note.

When ford stated on the witness 
stand that he knew nothing about states
manship or American history, but still 
considered himself qualified to be a 
United States Senator, the Tradesman 
took note.

When ford admitted on the witness 
stand that he was an “ignorant ideal
ist.” the Tradesman took note.

Mr. ford is solely a money maker. 
He is one of the richest men in the 
world and destined to own all the money 
there is if he and his descendants keep 
on making ford cars at the rate of a 
million a year at a net profit of a bil
lion dollars per annum.

Because he can make money is no 
reason why he should be worshipped as 
a demi-god or even treated with com
mon decency, because he is not a good 
American citizen on account of his 
questionable and disloyal utterances. 
The poor devils who are now being de
ported by the thousand—for the coun
try’s good—are utterly incapable of do
ing as much damage as ford did by his 
disloyal utterances in the early days of 
the kaiser’s war.

The only way the Tradesman can 
show its contempt for such a miserable 
creature is to deny him the right it ac
cords the educated babboon when it re
fers to him as Joe Martin. Joe is ignor
ant, to be sure; but he knows enough 
to keep his mouth shut when it comes 
to talking about something he knows 
nothing about.

Deep Down In My Heart. 
W ritte n  fo r th e  T radesm an .
W ay  down, deep  in m y h e a r t  

T h ere  lives a  love fo r you 
W ay, dow n deep in  m y h e a r t  

A n ad o ra tio n  tru e
W h at though  th e  s to rm s  m ay  ra g e  ab o u t 

E ’en frien d s  d rif t  f a r  a p a r t  
T here  is a  love I 'm  n e ’e r  w ith o u t 

D eep dow n in m y h ea rt.

W ay , down, deep in m y h e a r t  
T h is  t ru th  I m u s t disclose—

W ay, down, deep  in m y h e a r t  
Y our fo rg e t-m e -n o t s till g row s 

W hen w in te r com es w ith  cold severe  
A nd th e  flow ers a ll d e p a r t 

I t  blossom s a l th e  m ore m y d ea r 
D eep dow n in  m y h ea rt.

W ay dow n deep in  m y h e a r t  
Love lingers  a ll th e  day  

W ay dow n deep in m y. h e a r t  
I t  will no t go aw ay  

A love i t  is none o th e r  sh a ll know  
No tim e can  ev er p a r t  

I ’ll keep  i t  th e re  w h ere  i t  w ill grow  
Deep dow n in  m y h ea rt.

C harles A, H eath .

W hy Not 
Start 
the

New Year 
Right

150 A ccount R oll-top  
F ire -p ro o f M etzgar

LISTEN!
The Metzgar Account System does away with all posting 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 are 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. We 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.

Lily White
“ T h e  F lo u r  th e  B e s t C o o k s  U s e ”

produces the kind of bread that really satisfies.

Bread baked from LILY WHITE FLOUR is thor
oughly nourishing, wholesome, healthful, delicious to 
taste, and a delight to particular cooks in every 
respect.

More and more women are using it every day because 
everything they bake from it “tastes so good” as well 
as looks good.

Remember, LILY WHITE FLOUR is sold under the 
guarantee that your money will be refunded if you 
do not like it better.

VALLEY CITY MILLING CO.
Grand Rapids, Mich.

Ads like th e se  a re  being ru n  reg u la rly  an d  con tinuously  in th e  p rin c ip a l 
p ap ers  th ro u g h o u t M ichigan. You w ill p ro fit by  c a rry in g  Lily  W h ite  F lo u r  
in s to ck  a t  all tim es, th e re b y  be ing  p laced  in position  to  supp ly  th e  dem and  
w e a re  help ing  to  c re a te  fo r L ily  W h ite  F lour.
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Watch Your Expense Account.
A merchant who does not wish his 

name disclosed sends the Tradesman the 
following:

Apparently some people think that 
rent is the highest expense and the main 
expense in conducting a business, but 
there are others, and it behooves busi
ness men generally to look well at the 
expense column by tabulating the same 
and knowing exactly what it costs to 
do business or live.

Below is an illustration of the ex
perience of one business man. It is 
given in the thought that it may be of 
service to others, especially those who 
are in the $10,000 class of yearly sales. 
Attention is called to this $2,000 ex
pense, showing that a business doing not 
more than $10,000 per year is a failure, 
and that the proprietor can have the 
privilege of doing the janitor work free 
gratis.

Actual Yearly Expense.
Advertising .............................$103.51,
Bad accounts ........................  25.00
Doctor b ills ............................  159.00
Drayage ...........  60.00
Lodge dues ............................  68.00
Fixtures .................................. 28.00
Fuel and fuel freight .........  293.00
Freight ...................................  128.00
Insurance ..............................  60.00
Ice ............    30.00
Living .....................................  151.00
Auto repairs ........................  45.00
Auto license ..........................  11.25
Miscellaneous and help . . . .  301.00
Oil ..............   24.25
Phone .....................................  16.00
Papers .................................... 24.00
Postage .................................  36.00
Rent .......................................  240.00
Fees ......................................... 4.00
Church ...................................  10.00
Stationery .............................. 6.00
Taxes .....................................  50.00
W ashing.................................  60.00

Bonds .....................................  2.00
Laundry .......................................... 4.99
R. R. fares ..............................  20.00
Tobacco .............................................  40.00

$2,000.00
Watch the expense, gentlemen. This 

item alone is worth more than amount 
of business you do, for the expense is 
always there, whether you do any busi
ness or not.

Suggestion : Begin now and tabulate 
your expenses. Experience.

Snow Crystals.
W ritte n  fo r th e  T radesm an .
I a lw ay s th in k  w hen I  see th e  snow  

A s firs t it  fa lls  and  covers w h ite  
T he  landscape, th a t  I ’d  like to  go 

U p yonder w here  th e  s ta r s  a re  b rig h t 
A nd w a tch  th e  fro s t folk fash ion  th e re  

T hese  fa iry  c ry s ta ls  of th e  a ir.

T hey  ta k e  m e b ack  to  childhood’s 
th o u g h t

W h en  g az in g  th ro u g h  th e  ribboned 
pane

I w ondered  w ho such  gem s h ad  w ro u g h t 
Sufficient fo r th e  h ill and  p la in  

A nd w h a t m u s t be th e  tre a su ry  
W hich b eau ty  sp ared  so lav ish ly .

E ach  c ry s ta l now  I ’m v e ry  su re  
Is  b u t a  m essenger to  me 

R evealing  th u s  in m in ia tu re  
So p la in ly  too m y destin y :

F o r th e re ’s  no p lace, no r tim e, n o r 
w here

T h a t I ’m beyond E te rn a l C are.
C harles  A. H eath .

Reads the Tradesman With Greatest 
Interest.

Alienville, Jan. 2—I have just read 
the Tradesman of Dec. 31 and the 
editorial entitled Americans Do Not 
Forget and it made me feel so good 
that I thought I should tell you about 
it. I like your straightforwardness 
in expressing your opinions in regard 
to Germany. I was “over there’ and 
about as near the front as any and, 
by the way your article reads, I think 
I would like or any soldier would 
like to have been under you over 
there and kicked off a few German 
divisions. My father has taken the 
Tradesman for a number of years 
and we all read it with the greatest 
interest of any paper we receive.

James Erskine.

Druggist’s
Sundries

It is a foregone conclusion that you will want to 
replenish your stocks of druggist's sundries for the 
late winter and early spring trade* In this regard we 
are very pleased to announce that our sample lines are 
at the present moment practically complete and that 
within the next ten days our Sundry travellers will 
start on their selling trips. May we ask you to reserve 
your orders until our representatives may have the 
opportunity to call on you?

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

WHOLESALE DRUG PRICE CURRENT
Prices quoted are nominal, based on market the day oi issue.

Adda
B oric (P ow d .) 16%@ 25
B oric (X ta l)  . . .  16%® 25
C arbolic ................. 33® 36
C itric  ................. 1 06@1 15
M uria tic  ............... 3*4@ 5
N itric  .......................  10® 15
O xalic ..................... 40® 50
S ulphuric  ............. 3 %@ 5
T a r ta r ic  ................. 94® 1 00

Ammonia
W ater , 26 deg. . .  12® 20 
W ate r , 18 deg. . . .  10® 17 
W ater , 14 deg. . .  9® 16
C arb o n ate  ............. 19® 25
Chloride (G ran .) 18® 25

B alsam s
C opaiba ............. 1  00® 1 20
F ir  (C anada) . .  2 25®2 50
F ir  (O regon) . . . .  50® 76
P e ru  ..................... 6 50@6 75
Tolu ...................  2 25®2 50

B arks
C assia  (o rd in ary ) 45® 50
C ass ia  (Saigon) 90®1 00
S a ssa fra s  (pow. 70c) ® 65
,<oap C u t (pow d.)

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

Cubeb ...................  1 75®1 80
F ish  ........................  90® 1 00
Ju n ip e r ............... 1 2 *4 ® 20
P rick ley  A sh . .  @ 3 0

E x tra c ta
L icorice ................. 60® 65
L icorice powd. 1 20® 1 25 

F low ers
A rn ica  ..................... 75® 80
C ham om ile (G er.) 70® 75
C ham om ile Rom. 1 00® 1 20

Gums
A cacia, 1st ........... 60® 65
A cacia, 2nd ........... 55® 60
A cacia, S o rts  . . . .  35® 40
A cacia , pow dered  45® 50 
A loes (B arb . Pow ) 30® 40
Aloes (C ape Pow .) 30® 35 
Aloes (Sue Pow ) 1 40®1 50
A safo e tid a  ......... 4 50®5 00

P ow ......................  ®7 50
C am phor ........... 4 25® 4 30
G uaiac  ..................... ®2 25
G uaiac, pow dered  ®2 50
Kino .......................  ® 85
Kino, pow dered . .  @1 00
M yrrh  .....................  @1 40
M yrrh , P ow ...........  @1 50
O pium  .............  10 00® 10 40
pium , powd. 11 50® 11 80 
pium , g ran . 11 50® 11 80

Shellac ............... 1 50® 1  60
Shellac B leached 1 60® 1 70 
T rag a c a n th  . . . .  5 00®6 25 
i r a g a c a n th  pow der @4 00 
T u rp en tin e  ........... 15® 25

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  18® 38
H ellebore, W h ite

pow dered  ........... 38® 45
In se c t P ow der . . .  65® 1 10 
Lead, A rsen a te  P o  32® 49 
L im e a n d  Sulphur

Solution, gal. . .  20® 25 
P a r is  G reen  ......... 46® 62

Ice Cream
P ip e r  Ice  C ream  Co., 

K alam azoo
B ulk, V an illa  ..............  1 10
Bulk, C h o c o la te ......  1 20
Bulk, C aram el ..........  1 20
Bulk, G rap e -N u t . . . .  1 20
Bulk, S traw b e rry  . . . .  1 30
Bulk, T u t t i  F r u i t i  . . .  1 30
B rick , V anilla  ............. 1 20
B rick, C hocolate  . . . .  1 60
B rick , C aram el ........... 1 60
B rick , S traw b e rry  . . . .  1 60 
B rick , T u t t i  F r u it i  . .  1 60
Brick any combination 1 60 

Leaves
Buchu .................  @3 25
Buchu, powdered @3 50
Sage, bulk .......... 67® 70
Sage, *4 loose . . .  72® 78 
Sage, powdered . .  55® 60 
Senna, Alex . . . .  1 40® 1 60
Senna, T inn.......... 30® 85
Senna, Tinn. pow. 86® 40
Uva Ursi ...............  25® 30

O il*
Almonds, B itter,

true ............ 13 50@13 75
Almonds, B itter,

artificial ........ 2 50@2 75
Almonds, Sweet,

true  ...............  1 75@2 00
Almonds, Sweet,

Im itation ........ 75@1 00
Amber, crude . .  3 00@3 25 
Amber, rectified 3 50@3 75
Anise .................  2 75@3 00
Bergam ont . . . .  7 60@7 75
Cajeput .............  1 75@2 00
Cassia ...............  4 50® 4 75
C astor ...............  2 25®2 50
Cedar Leaf . . . .  3 25®3 50
Citronella .............. 90® 1 20
Cloves ...............  5 00@5 25
Cocoanut .............. 40® 50
Cod Liver ___ 5 60 @5 75
Croton .............  2 25®2 50

C otton  ¿eed  . . .  2 35®2 55
E igeron  ........... 15 00® 15 25
C ubebs ........... 12 00@12 25
E u c a ly p tu s  . . . .  1 50® 1 75 
H em lock, pure  2 00®2 25 
J u n ip e r  B errie s  14 00® 14 25 
J u n ip e r  W ood . .  3 50@3 75 
L ard , e x tra  . . . .  2 25®2 40 
L a rd , No. 1 . . .  1 75® 1 95 
L avender Flow  15 00® 15 25 
L avender, G a r’n  1 75@2 00
Lem on ................. 2 25®2 50
Linseed, bo.led, bbl. @2 06 
L inseed, bid less  2 16@2 26 
L m seed, raw , bbl. @2 04 
L inseed  raw  less  2 14® 2 24 
M ustard , tru e , oz. @2 95 
M usta rd , a rtif il, oz. @1 15
N ea ts fo o t ............  1 70® 1 90
Olive, p u re  . . . .  4 75® 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 75®5 00 
O riganum , pure  ®2 60 
O riganum , com 'l 1 00® 1 25 
P en n y ro y a l . . . .  2 75@3 00 
P ep p e rm in t . .  11  00®11 25 
Rose, p u re  . . .  38 00®40 0U 
R osem ary  Flow s 2 00 @2 25 
Sandalw ood, E.

L  ................... 15 00® 15 20
S a ssa fra s , t ru e  3 00® 3 25 
S assa fras , a r t if i’l 1 25® 1 50 
S p ea rm in t . . .  15 00® 15 25
S perm  ...................  2 40®2 60
T an sy  ................. 7 00® 7 25
T a r, U S P  ............... 48® 60
T u rp en tin e , bbls. @ 1  70% 
T u rp en tin e , less  1 81@1 91 
W in te rg reen , tr .

12 00® 12 25 
W in te rg reen , sweet

birch  ................. 9 00@9 25
W in te rg reen , a r t  1  10® 1 40 
W orm seed . . . .  8 50®8 75
W orm w ood . .  14 50@14 75

Potassium
B icarb o n ate  . . . .  55® 60
B ichrom ate  . . . .  37%@ 50
B rom ide ............. 1 05®T 10
C arb o n ate  ............. 92®1 00
C hlo ra te , g ra n ’r  48® 55
C hlora te , x ta l or

pow d.......................  28® 35
C yanide ............... 32 %® 50
Iodide ................... 4 09@4 24
P e rm a n g a n a te  . . .  75@1 00 
P ru ss ia te , yellow  80® 90
P ru ss ia te , red  . .  1  85@2 00 
S u lp h a te  ............... ® 85

Roots
A lkanet ............... 3 75® 4 00
Blood, pow dered  60® 75
C alam us ................. 60®2 au
E lecam pane , pwd. 22® 25 
G en tian , powd. 25® 30
G inger, A frican.

pow dered  ........... 29® 36
G inger, J a m a ic a  40® 45
G inger, Jamaica,

pow dered  ........... 45® 50
G oldenseal, pow. 8 50®8 80 
Ipecac, powd. . .  4 50®5 00 
L icorice, powd. 35® iO 
Licorice, powd. 40® 50
O rris, pow dered  40® 45
Poke, pow dered  25® 30
R h u b arb  ............... @3 00
R hubarb , powd. 2 60®2 75 
R osin wood, powd. 30® 35 
S arsap a rilla , H ond.

g r o u n d ...............1 25 @1 40
S a rsap a rilla  M exican,

g ro u n d  ............... 75® 80
Squills .....................  35® 40
Squills, pow dered  60® 70 
T um eric , powd. 25® 30
V alerian , powd. . .  @2 00

Seeds
A nise .......................  35® 40
A nise, pow dered  37® 40
B ird , I s  ...................  13® 19
C an a ry  ................... 1 5 ® 20
C araw ay , Po. .35 28® 30
C ardam on ........... 2 00@2 25
Celery, powd. .65 57® 60 
C oriander pow d .30 22%@25
D ill ...........................  25® 30
F en n e ll .................  80® 40
F la x  ......................... 13® 18
F lax , g round  ___  13® 18
F oen u g reek  pow. 15® 25
H em p ...................  12% @ 18
L obelia  ................... 90® 1 00
M usta rd , yellow  . .  45® 50
M u sta rd , black . .  36® 40
Poppy  ................... @ 1 00
Q uince ............... 1 50@1 75
R ape  ....................... 15® 20
S abad illa  ............. @ 35
Sabadilla , powd. 30® 36
Sunflow er ............. 15® 20
W orm  A m erican  @ 45 
W orm  L ev an t . .  1  65® 1 75

Tinctures
A conite  ............... @1 70
A loes .....................  @ 1  20
A rn ica  ................... @1 50
A safo e tid a  ............. @3 90
B elladonna  ......... @ 1  40
B enzoin ............... @ 1 80
B enzoin Com po’d @3 00
B uchu  ...................  © J 70
C an th a rad ie s  . . .  @2 90

Capsicum .......... @1 96
Cardamon . . . . . .  @1 50
Cardamon, Comp. @1 35
Catechu .............  @1 50
Cinchona ............ @1 80
Colchicum .........  @2 40
Cubebs .................  @2 60
Digitalis .............  @1 69
Gentian .......... ® ' 20
G in g e r .................  @1 60
Guaiac ...............  @2 66
Guaiac, Ammon. @2 40
Iodine ........ ........  @1 50
iodine. Colorless @2 00
Iron, clu..............  @1 46
Kino ...................  @1 35
M yrrh ...............  @2 26
Nux Vomica . . . .  ®1 96
Opium .................  @4 50
Opium, Camph. @1 25
Opium, Deodorz’d @4 50
Rhubarb .............  ® i go

Paints
Lead, red dry ___ 14® 14%
Lead, white dry . .  14® 14% 
Lead, white oil . .  14® 14% 
Ochre, yellow bbl. @ 2
Ochre, yellow ¡e3s 2%@ 5
P u tty  .......................  5® g
Red Venet’n Am. 2%@ 5
Red Venet’n Eng. 3® 6
Vermillion, Amer. 25® 30
W hiting, bbl.............. ® 2%
W hiting .............  3*4® 6
L. H. P. Prep. 3 75@4 00

Miscellaneous
Acetanalid .......... 75® 90
Alum .....................  16® 20
Alum, powdered and

ground .............  17© 20
Bismuth, Subni

tra te  ................ 3 95® 4 05
Borax xtal or

powdered .......... 9%@ 15
C antharades po 2 00 @6 50
Calomel ............... 2 37@2 45
Capsicum .............  38® 46
Carmine .............  7 25@7 60
Cassia Buds ........ 50® 60
Cloves ...................  67® 75
Chalk Prepared . .  12® 15
Chalk Precipita ted 12® 16
Chloroform .......... 45® 65
Chloral H ydrate 1 70®3 10
Cocaine ........ 13 55® 14 10
Cocoa B u t t e r ........65® 76
Corks, last, less  60%
C opperas, bbls...........® 03
C opperas, lees . .  3% ® 8
C opperas, powd. 4%® 10
C orrosive Sublm  2 22®2 30 
C ream  T a r ta r  . . .  70® 75 
C uitlebone  . . . .  1 00® 1  10
D extrine  ............. 10% ® 15
D over s P ow der a 7a®6 00 
E m ery , All Nos. 10® 15 
E m ery , P ow dered  8® 10
E psom  S alts , bbls. ® 8% 
E psom  S alts , less  4® 10
E rg o t ...........................  @5 75
E rgo t, pow dered  ®6 00 
F lake W hile  . . . .  15® 20
F orm aldehyde , lb. 29® 35
G elatine ............. 1  55®1 75
G lassw are, fu ll case  58% 
G lassw are, less 50% 
G lauber S a lts , bbl. ® 2% 
G lauber S a lts  le ss  3%@ 8
Glue, B row n ............. 25® 35
Glue, B row n G rd. 20® 30
Glue, W hite  . . . .  30® 35
Glue, W h ite  Grd. 30® 35
G lycerine ............... 31® 45
H ops .........................  85® 1 00
Iod ine ................... a 4a@5 70
Iodoform  ........... 6 50@6 80
'.eaii, A ceta te  . . .  25® 30 
L ycopodium  . . .  2 50®2 75
M ace .......................  85® 90
M ace, pow dered 95@1 00
M enthol ......... 17 00® 17 40
M orphine . . . .  1 1  95®12 35
Nux Vomica ......... ® 30
N ux V om ica, pow. 80® 80 
P e p p e r b lack , pow. 87® 40
Pepper, w h ite  ......... ©  60
P itch , B urgundy  ® 15
Q u assia  ...................  12® 15
Q uinine ............... 1 22@ 1 72
Rochelle S a lts  . . .  51® 56
S acch arin e  ........... @ 40
S a lt P e te r  ............. 20® 30
Seid litz  M ix ture  . 40® 45
Soap, g reen  . . . .  22%@ 30
Soap m o lt cas tile  22%® 25
Soap, w h ite  cas tile

case  .......................  @20 00
Soap, w h ite  cas tile

less, p e r  b a r  ......... @ 2 25
Soda Ash ............. 4%@ 19
Soda B icarb o n ate  3%® in
Soda. S a l ............. 2%@ 5
S p ir its  C am phor @2 00 
Sulphur, ro ll . . . .  4%@ 10
Sulphur, Sued. . .  4%@ 10
T a m a rin d s  ............. 25® 30
T a r ta r  Em e*ic 1 03@1 10 
T u rp en tin e , Ven. 50® 6 00 
V an illa  Ex. p u re  1 50@2 00 
W itch  H azel . .  1  35@1 75 
Z inc 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, and country merchants will have their orders filled 
at market prices at date of purchase.

ADVANCED DECLINED
Galv. P a l s Cheese

C ocoanut

A M M O N IA  
Arctic Brand

12 oz. 16c. 2 doz. box 2 70
16 oz. 25c, 1 doz. box 1 75
72 oz. 40c, 1 doz. box 2 85
Moore's Household Brand 

12 oz., 2 doz. to case  . .2 70

A X L E  GREASE

25 lb. pails, p e r doz. 18 80

B A K E D  GOODS 
Loose-Wiles Brands

K rispy  C rackers  ........... IS
L. W .  Soda C rackers  . .  16 
Li. W . B u tte r  C rack ers  18
G rah am  C rackers  ......... 18
F ig  Sni B ar .....................  25
L. YV. G inger S naps . . . .  18
H oney G irl P la in  ........... 25
H oney G irl Iced ........... 26
C ocoanut Taffy ............... 28
V anilla  W afer ................. 40

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

B LU IN G
Jenn.ngs’ Condensed Pearl
Sm all, 2 doz. b o x ___  2 55
L arge, 2 doz. box . . . .  2 70

B R E A K FA S T  FOODS 
C racked W hea t, 24-2 4 60
C ream  of W h ea t . . . .  9 00 
P illsb u ry 's  B est C er’l 2 80 
Q u ak er Puffed  R ice . .  5 60 
Q u ak er Puffed  W heat 4 30 
Q uaker B rk is t  B iscu it 1 90 
Q uaker C orn F lak es  2 25
R alston  P u r in a  ........... 4 00
tta ls ton  B ranzos  ......... 2 20
R alston  Food, la rg e  . .  3 60 
K alston Food, sm all . .  2 60 
Saxon W h e a t Food . .  4 80 
Shred W h ea t B iscu it 4 50 
Triscuit, 18 ................... 2 25

Kellogg's Brands 
T oasted C orn F lak es  4 20 
Toasted  Corn F lak es

Ind iv idual .....................2 00
K rum bles .......................  4 20
B rum bies, Ind iv id u a l 2 00
B iscu it .............................  2 00
D rin k e t ........................... 2 60
P e a n u t B u tte r  ........... 3 65
No. 1412, doz................. 1 80
B ran  ................................. 3 60

BROOMS
S ta n d a rd  P a rlo r, 23 lb. 5 50 
F an cy  P a rlo r , 23 lb. . .  8 00 
Ex. F an cy  P a r lo r  25 lb. 9 50
Ex. Fey. P a r lo r  26 lb. 10 00

B RU SH ES
Scrub

Solid Back, 8 In. . . . .  1 50
Solid Back, 11 In. . . .  1 76
Pointed Ends ........... 1 26

Stove
No. 1 ............................  1 1#
No. 2 ..............................  1 36

•hoe
No. 1 ..............................  #o
No. S ............................  1 25
N a l ..................................S 00

B U T T E R  COLOR  
Dandelion, 25c size . .  2 00 
Perfection, per doz. . .  l  30

C A N D LE S
Paraffine, 6s ................ 15
Paraffine, 12s ..............  16
W icking ..........................  40

C A N N E D  GOODS 
Apple*

3 lb. S tandards . . . .  @2 00
No. 10 ....................... @7 00

Blackberries
3 lb. S tan d a rd s
No. 10 ...................... ■ @7 25

Beans— Baked
B row n B eauty , No.. 2 1 35
Campbell, No. 2 .. . . .  1 50
F rem ont, No. 2 . . . . . .  1 35
\ an  Cam p, Vi lb. . 75
Van Cam p, 1 lb. . . . .  1 25
Van Cam p, lVi lb. . . .  1 60
Van Cam p. 2 lb. . . . .  1 80

Beans— Canned
Red K idney  . . . .  1 35 @1 45
S tr in g  ................  1  35@2 70
W ax ..................... 1 35@2 70
L im a ..................  1 20@2 35
Red ........................ 95@1 25

Clam Bouillon
B u rn h am 's  7 oz. . . . . .  2 60

Corn
S tan d ard  ................... . .  1 65
C ountry  G entlem an . .  1 76
M aine ........................ . .  2 00

Hominy
Van Cam p .............. . . .  1 35
Jack so n  .................... . . .  1 30

Lobster
V4 lb.............................. . . .  2 45
Vi lb ............................ . . .  4 60

Mackerel
M ustard , 1 lb .......... . . .  1 80
M ustard , 2 lb ........... . . .  2 80
Soused, lVi lb. . . . . . .  1 60
Soused, 2 lb ............. . . .  2 75

Mushrooms
B uttons , Is, p e r can  1 40
H otels, Is  p e r  can 1 15

Plums
C aliforn ia , No. 3 . . . .  2 40

Pears in Syrup
M ichigan ................. . . .  1 75
C alifo rn ia  ................ . . .  2 35

Peas
M arro w fa t . . . .  1 75@1 90
E arly  J une . . . .  1 65 @1 90
E arly  J u n e  s iftd  1 8U@2 25

Peaches
C aliforn ia , No. 2Vi . .  4 75
C aliforn ia , No. 1 . . . .  2 40
M ichigan No. 2 . . . . . .  4 25
Pie, ga llons ........... . .  12 00

Pineapple
Grated No. Z ........ . . .  4 00
Sliced No. 2 E x tra . .  4 76

Pumpkin
V an Cam p, No. 3 . . . .  1 35
V an Cam p, No. 10 . . .  4 60
L ak e  Shore, No. 3 . . .  1 45
\ resper, No. 10 . . . . . .  3 90

Salmon
W arren ’s 1 lb. T all . .  4 10
W arre n 's  Vi lb. F la t  2 60
W arre n 's  1 lb. F la t . .  4 25
Red A lask a  ............. . . .  3 90
Med. R ed A laska  . . . .  3 50
P in k  A lask a  ........... . .  2 65

Sardines
D om estic, Vi-3 . .  5 50@7 50
D om estic, Vis . .  7 00@8 00
D om estic, Vis . .  7 00 @8 00
C alifo rn ia  Soused . . . .  2 25
C alifo rn ia  M ustard . .  2 25
C alifo rn ia  T om ato . .  2 25

Sauerkraut
H ack m u th , No. 3 . . . .  1 45

Shrimps
D unbar, I s  doz. . . . . .  1 90
D unbar, lV is doz. . . . .  3 50

Strawberries
S tan d a rd  No. 2 . . . . . .  4 25
Fancy, No. 2 ........ . . .  4 50

Tomatoes
No. 2 ................... 1 45@1 75
No. 3 ................... 2 00® 2 35
No. 10 .................. @7 00

C ATSUP
S n ide r's  8 ox . . . . . . .  1 80
S n ide r's  16 oz. . . . 90
Royal Red, 10 oz. . . . .  1 36
Nedrow, 10Vi oz. . . . .  1 40
Nedrow, g&L glass Jar 11 60

CHEESE
Brick ..............................  36
Wisconsin F lats ...........  36
Longhorn ......................... 37
New York ..................... 37
Michigan Full C ream .. 36 

CHEWING GUM 
Adams Black Jack  . . . .  70
Beeman's Pepsin .......... 70
Beechnut ......................... 80
Doublemint .....................  70
Flag Spruce .................  70
J uicy F ru it ...................  70
Spearm int, Wrigiey* . .  70
Y ucatan ........................... 70
Zeno ................................  65

CHOCOLATE 
W alter Baker & Co.

C aracas ..........................  42
Prem ium , V*s or Vis .. 47

W alter M. Downey Co.
Prenm im , Vis .............  44
Premium, Vis .............  44

CIGARS
National Grocer Co. Brand* 
Antonella Cigars, 50

foil ........................  37 50
Antonella Cigars, 100

foU ......................... 37 60
Antonelia Cigar*, 25

t i n s ........................  37 50
El R ajah, D iplom át

icas, 100s .............  7 00
El R ajah, corona, 50

per 100 .................  7 75
El Rajah, Epicure, 60

per 1000 ................74 00
Ei Rajah, Epicure, 25,

per 100 .................  8 30
El Rajah, Ark, 50,

per 100 .................  7 30
El Rajah, President,

50, per 100 ..............10 00
Cdic. Monarch, 50,

wood, per 100 . . . .  5 60
Odin, M onarch, 25 t in  5 60 
M ungo P a rk , 2500 lo ts  69 12 
M ungo P a rk , 1000 lo ts  70 81 
M unga P a rk , 500 lo ts  72 52 
M ungo P a rk , less th a n

500 ......................... 76 00
M usgo P a rk , 25 wood 75 00
W orden G rocer Co. B rands 
H a rv e s te r  (S hade G row n) 
R ecord B reaker, 50s

foil .............................  75 00
D elm onieo 50s ..........  75 00
P a n a te lla , 50s ............  75 00
E picure, 50s ..............  95 00
F a v o r ita  E x tra , 50s 95 00
P res id en ts , 50s ___  112 50
(L a A zora  B road leaf C igar) 
W ash ing ton , 50s . . . .  75.00 
P a n a te lla  Foil, 60s . .  75 00 
P e rfec to  G rande, 50s 95 00
O pera. 50s ................... 50 00
Sanchez & H a y a  C lear 
H av an a  C igars. M ade in 

T am pa, F lo rid a
R othchilds, 50s ........... 75.00
B. p a n a te lla , 50s __  75 00
D iplom atics, 50s . . . .  96.00
Bishops, 50s ............. 115 00
R eina  P ina , 50s T ins 115 00
Q ueens, 50s ............... 135 00
P erfec tionados, 25s 150 00

Ig n ac ia  H ay a
M ade in T am pa, F lo rida . 
E x tra  F an cy  C lear H a v an a
Delicados, 50s ........  115 00
P rim eros, 50s ..........  135 00

R osen tha l Bros.
R. B. C igar (w rapped

in  tis su e ) 50s ........  60 00
Im ported  S u m a tra  w rap p er 

M anilla  C igars  
F rom  P h ilipp ine  Is lands
Lioba, 100s ................... 37 50

O th er B ran d s  
C harles th e  E ig h th  (D o

m estic), 50s ............  70 00
B. L., 50s ..................... 52 00
H e m m ete r C ham pions,

50s ............................... 56 00
C ourt Royal, 50s ___  57 00
C ourt Royal, 25s tin s  57 00
Qualex, 50s ................. 50 00
K nickerbocker, 50s . .  54 00 

S togies 
T ip  Top, 50s tins,

2 fo r 5 ...................  19 50
C LO TH E S LIN E

H em p, 50 ft. ............... 2 50
T w isted  C otton , 50 ft. 3 25 
T w isted  C otton , 60 ft. 3 90
B raided , 50 f t ...............  4 00
B raided , 80 f t  ........... 4 25
S ash  Cord .....................  4 60

COCOA
Baker’s ............................  48
Bunte, 15c size .............  55
Bunte, Vi lb.....................  60
Bunte, 1 lb.......................  48
Cleveland .....................  41
Colonial, Vis .................  >6
Colonial, Vis .................  33
Epps ................................  43
Hersheys, V*s .................  42
H ershey3, Vss .................  40
Huyler ............................  36
Lowney, Vis ...................  48
Lowney, Vis ...................  47
Lowney, Vis ...................  47
Lowney, 5 lb. c a n s .......... 44
Van Houten Vis .......... 12
Van Houten, V4s .......... 18
Van Houten, Vi3 .......... 36
Van Houten, Is ........... 65
W an-E ta ......................... 36
Webb ..............................  33
Wilbur, Vis .....................  33
W ilbur, Y*s ..................... 33

COCOANUT
Vis, 5 lb. case Dunham 46
Vis, 5 lb. case .............  45
YtS &  Vis, 15 lb. case 45
6 and 12c pkg. in pails 4 75
Bulk, pails ..................... 33
Bulk, barrels .................  32
4 s 2 oz. pkgs., per ease 4 00
48 4 oz. pkgs., per case 7 50

COFFEE ROASTED 
Bulk

C O FF E E  R O ASTED  
Bulk

Rio .....................
S an to s  ...............
M aracabo ........
M exican ...........

......... 26@28
........  37@40
................. 43
................. 43

G m arn a la  ......... ................. 42
J a v a  .................. ................  50
M ocha ............... ................. 60
B ogota  ............. ................. 43
P eab erry  ........... ................. 41

Package Coffee 
New York Basis 

A rbuckie  ..................... 38 50
McLaughlin’s XXXX 

McLaughlin’s XXXX pack
age coffee Is aold to re ta il
ers only. Mail all orders 
direct to W. F. McLaugh
lin 4k Co., Chicago.

Coffee Extracts
N. Y., per 100 .............  9 Vi
F rank 's 260 packages 14 6u
H u m m el's  50 1 lb ...........10

C O N D E N SED  M ILK
Eagle, 4 doz..................... 11 00
Leader, 4 doz................. 8 50

EV A PO RA TED  M ILK 
C arnation , T all, 4 doz. 7 50 
C arnation , B aby 8 doz. 7 00
P e t, T a ll .......................  7 60
P e t, B aby .....................  6 25
Van Cam p, T all . . . .  7 26 
Van Cam p, B aby  . . . .  6 26 
D undee, Tall, 4 doz. . .  7 40 
D undee, B aby, 8 doz. 6 85 
S ilver Cow, 'Tail 4 doz. 7 50 
S ilver Cow B aby 0 dz. 5 25 

M ILK COMPOUND
H ebe, Tall, 6 doz.......... 5 90
H ebe, Baby, 8 doz. . .  5 60 
C arolene, Tall, 4 doz. 5 65 

CO NFECTION ERY
Stick  C andy P a ils

H orehound  .....................  28
S ta n d a rd  .......................  28

C asas
Jumbo ..........................  29

Mixed Candy
Pails

Broken ......................... 29
Cut Loaf ..................... 29
Grocers ......................... 23
K indergarten .............  32
Leader ..........................  28
Novelty ........................  29
Premio Creams .......... 40
Royal ............................. 28
X L O ..........................  27

Specialties Pails
Auto Kis3es (baskets) 28 
Bonnie B u tte r Bites ..35 
B utter Cream Corn . .  36 
Caramel Bon Bons . .  34 
Caram el Croquettes ..  32 
Cocoanut Waffles . . .  32
Coffy Toffy .................  33
Fudge, W alnut .......... 34
Fudge. W alnut Choc. 35 
Champion Gum Drops 27 
Raspberry Gum Drops 27 
Iced Orange Jellies . .  31 
Italian  Bon Bons . . . .  28 
AA Licorice Drops

5 lb. box .................  2 16
Lozenges, Pep.............. 30
Lozenges, P ink  ........ 30
Manchus ....................... 28
Manchus ....................... 30

B askets ...................  27
N ut B utter Puffs . . . .  32 

Chocolates Palls
Assorted Choc. .......... 35
Champion .....................  33
Choc. Chips. Eureka 41 
Klondike Chocolates 40
Nabobs ........................  40
Nibble Sticks, box . .  2 50
Nut W afers ...............  40
Ocoro Choc. Caramels 40 
Peanut Clusters . . . . .  46
Q uintette ...................  36
Regina ......................... SO
Victoria Caram els . . .  39

Pop Corn Goods

C ra ck e r-Ja c k  P rize  . .  7 00 
C heckers P rize  ........... 7 00

Cough Drops
Boxes

Putnam  Menthol ........ 1 60
Sm ith Bros. ...............  1 60

C O O K IN G  COM POUNDS  
Mazola

Pints, tin, 2 doz..........8 60
Quarts, tin, 1 doz. . .  8 00 
Vi Gal. tins, 1 doz. . .  15 25
Gal. tins, Vi doz......... 14 80
5 Gal. tin s , Vi doz. . .  22 00

COUPON BOOKS
60 Economic grade . .  2 26 
100 Economic g rads 3 76 
600 Economic grade 17 00 
1,000 Economic grade 30 00 

W here 1,000 books are  
ordered a t  a  time, special
ly printed front cover is 
furnished w ithout charge.

CREAM  OF TA R TA R
6 lb. boxes ..................... 66
3 lb. boxes .....................  66

D R IE D  F R U IT S  

Apples
Ev&p’ed, Choice, blk . .  22

Apricots
E v ap o ra ted , Choice . . . .  38 
E v ap o ra ted , F an cy  . . . .  44

Citron
10 lb. box ...........................  60

C u rra n ts
P ack ag es , 12 oz...............  20
Boxes, Bulk, p e r lb. . . .  26

Peaches
E vap . Choice, Unpeeled 24 
E vap , F ancy , U npeeled 26 
E vap . Choice, P ee led  27 
E vap. F ancy , Pee led  29

Peel
Lem on, A m erican  . . . .  35 
O range, A m erican  ......... 36

Raisins
Choice S’ded 1 lb. pkg. 21 
F an cy  S ’ded, 1 lb. pkg. 22 
Thompson Seedless,

1 lb. pkg......................... 23
Thompson Seedless,

bu lk  .................................  22
California Prunes

80- 90 25 lb. boxes . .@18Vi 
70- 80 25 ib. boxes ..@ 19 
60- 70 25 lb. boxes ..@ 20 
50- 60 25 lb. boxes ..@ 21 Vi 
40- 50 25 lb. boxes ..@ 24 
30- 40 25 lb. boxes ..@ 28

FA R IN A C E O U S  GOODS
Bsana

Med. H an d  P icked  ___  8 Vi
C alifo rn ia  L im as ...........
B row n, H olland  ........... 6 Vi

Farina
25 1 lb. p ack ag es  . . . .  2 80 
B ulk, p e r  100 lbs...........

Hominy
P earl, 100 lb. sack  . . . .  5 25

Macaroni
Domestic, 10 lb. box ..1  10 
Domestic, broken bbls. 8 Vi
Skinner’s 24a, case 1 37 Vi 
Golden Age, 2 do*. . .  1 90
Fould's, 2 doz. ..........  1 90

Pearl Barlay
C h este r .........................  6 50

Peas
Scotch, lb ....................... 7
Split, lb............................  8

Sago
E ast India .....................  15

Tapioca

Pearl, 100 lb. sacks . . . .  12 
Minute, Substitute, 8

oz., 3 doz. ...............  4 06
Dromedary Instant, 3 

doz., per case ........ 2 70

F IS H IN G  T A C K L E  
Cotton Lines

No. 2, 15 feet ............ 1 45
No. 3, 16 feet ...........  1 70
No. 4, 15 feet ...........  1 85
No. 6, 15 feet ............ 2 16
No. 6, 16 feet ............ 2 45

Linen Lines
Fudge, Choc. Peanut 28 
Small, per 100 yards 6 66 
Medium, per 100 yards 7 25 
Largs, par 100 yarda 9 00

Floats
No. lVi, per gross . .  1 50 
No. 2, per gross . . . .  1 75 
No. 2Vi, per gross . . . .  2 25

Hook*— Kirby
Size 1-12, p e r  1,000 . . . .  84 
Size 1-0, p e r 1,000 . . . .  96
Size 2-0, p e r 1,000 . .  1 15
Size. 3-0, p e r 1,000 . ,  1 33
Size 4-0, p e r  1,000 . .  1 65
Size 5-0, p e r 1,000 . .  I V

Sinkers
No. 1, p e r g ro ss  ... 65
No. 2, p e r gros3 ... 72
No. 3, p e r g ro ss  ... 86
No. 4, p e r g ro ss  . . . .  1 10
No. 5, p e r g ro ss  . . . .  1 45
No. 6, p e r g ro ss  . . . .  1 86
No. 7, p e r  g ro ss  . . . .  2 30
No. 8, p e r g ross . . . .  I  SI
No. 9, p e r g ro ss  . . . .  4 II

F L A V O R IN G  E X TR A C T S  
Jennings O C Brand 

Pure V&nila 
Terpeneless 
P ure Lemon

P er Dos.
7 D ram  15 C e n t ...........1 4»
IV* O unce *0 C en t . .  1 *# 
2 Ounce, 35 C en t . . . .  2 70 
2V4 O unce 35 C ent . .  2 85 
*Vj> o u n c e  45 C ent . .  3 19 
4 O unce 65 C ent . . . .  6 20
8 O unce 90 C ent . . . .  8 61 
/ D ram  A sso rted  . . . .  1 Si 
IV* O unce Assorted . .  1 M

FL O U R  A N D  F E E D  
Valley C ity M illing Co.

L ily  U n ite  ................... 14 15
G rah am  25 lb. p e r cw t. t; (H)
G oluen G ran u la ted  M eal,

20 ids., p e r c w t.......... 5 20
R ow ena  P a n c ak e  6 lb.

C om pounu ............... a 60
R ow ena B u ckw heat

Com pound ............... 6 00
Rowena Corn Flour,

W atson H iggins Milling
U u.

N ew  P erfec tion , Vis 13 95

Meal

B olted  ............................. 5 oc
Golden G ran u la ted  . , 5 20

W h ea t
No. 1 R ed ..................... . 2 35
No. 1 W h i t e ................. • 2 33

Oats

M ichigan C arlo ts  . . . . 90
Le ss  m a n  C arlo ts  . . y *>

Corn
C arlo ts  ........................... 1 5 5

L ess  th a n  C arlo ts  . . . . 1 65

H ay
C arlo ts  ......................... 31 00
l-ess  th a n  C arlo ts  . . 33 00

Feed

S tree t C ar F eed  . . . . 63 00
No. 1 Corn & O at F d 63 00
C racked  C orn ........... 64 00
C oarse  C orn M eal . . 64 00

F R U IT  JARS  
M ason, Vi p in ts , gro 8 00 
M ason, p ts ., p e r g ro ss  8 40 
M ason, q ts ., p e r  gro. 8 75 
M ason, Vi gal., gro. 11 00 
M ason, c an  top3, gro. 2 85 
Idea l G lass Top, p ts . 9 50 
Ideal G lass Top. q ts . 9 90 
Idea l G lass Top Vi

gallon .....................  12 00

G E L A T IN E

C ox's 1 doz. la rg e  . . .  1 90 
Cox’s  1 doz. sm all . .  1 25 
Knox's Sparkling, doz. 2 00 
Knox’s Acidu'd doz. . .  2 10
Minute, 1 doz..............  1 26
Minute, 3 doz. .......... 3 75
Nelson’s ....................... 1 50
Oxford ......................... 75
Plymouth Rock, Phos. 1 65 
Plym outh Rock, P lain 1 36 
W aukesha ...................  1 60

H ID E S  A N D  P E L T 8  
Hides

Green, No. 1 .................. 26
Green, No. 2 .................  24
Cured, No. 1 .................  27
Cured, No. 2 .................. 26
Calfskin, green. No. 1, 65 
Calfskin, green. No. 2. SSVi 
Calfskin, cured, No. 1, 68 
Calfskin, cured. No. 2. 66 Vi
Horse, No. 1 .............. 10 00
Horse, No. 2 .............. % 99
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P elt*
Old W o o l...............  75 @2 00
Lam bs .................  50 @2 00
S hearlings  ..........  50 @ 1 50

Tallow
P rim e  .............................  @10
No. 1 .............................  @ 9
No. 2 ...............................  @ 8

Wool
U nw ashed, med. . . .  @55 
U nw ashed , fine ___  @45

R AW  FURS
No. 1 S kunk  ..................  6 50
No. 2 Skunk  ..................  5 00
No. 3 S 'kunk ................. 3 00
No. 4 Skunk  ................. 1 50
No. 4 U nprim e ........... 75
M u sk ra ts , W in te r ____ 3 75
M u sk ra ts , Fall ............ 2 75
M u sk ra ts , K itts  ........  25
No. 1 Raccoon, L a rg e  7 50 
No. 1 Raccoon, M ed. 5 00 
No. 1 Raccoon, Sm all 2 50 
No. 1 M ink, L a rg e  . .  14 00 
No. 1 M ink, M edium  10 00 
No. 1 M ink, Sm all . .  7 00 

Above p rices  on p rim e 
goods.

H O N E Y
A irline, No. 10 ........... 4 00
A irline, No. 15 ........... 16 00
Airline, No. 25 .......... 8 75

HORSE R A D ISH
P e r  doz, 1 00

J E L L Y
P u re , p e r pail, 30 lb. 5 50

J E L L Y  G LASSE8  
8 oz., p e r doz...................  40

M A P L E IN E
1 oz. bottles, p e r doz. 1 75
2 oz. bo ttle s , per doz. 3 00 
4 oz. bo ttles , p e r doz. 5 50
8 oz. bo ttles , p e r doz. 10 50
P in ts , p e r  doz..................18 00
Q uarts , p e r doz........... 33 00
% G allons, p e r  doz. 5 25 
G allons, p e r doz.......... 10 00

M IN C E  M E A T  
N one Such, 3 doz.

case  l’o r ...................
Q uaker, 3 doz. case  

fo r .................................

M OLASSES  
New Orleans

F an cy  Open K e ttle  . . . .  74
Choice .................................  62
Good ...................................  52
Stock ...................................  28

H alf barrels 6c ex tra

N U TS — Whole 
Almonds, T e rrag o n a  35 
B razils, la rge  w ashed  26
F ancy  M ixed ..............
F ilberts, B arce lona  . .  32 
P ean u ts , V irg in ia  raw  16 
P ean u ts , V irg in ia,

ro a s ted  ..................... 18
P ean u ts , Span ish  . . .  25 
W aln u ts  C alifo rn ia  . .  39 
W alnu ts, F ren ch  . . . .

Shelled
Alm onds ......................... 65
P ean u ts , Spanish ,

10 lb. box ............... 2 75
P ean u ts , Spanish ,

100 lb. bbl...................  25
P ean u ts , Spanish ,

200 lb. bb l...................  24%
Pecans .....................  95
W aln u ts  ......................  85

O L IV E S
Bulk, 2 gal. kegs, each  3 25 
Bulk, 5 gal. kegs, each  8 00
Stuffed, 4 oz................... 1 80
Stuffed, 15 oz.................. 4 50
P itted  (n o t s tu ffed)

14 oz. ...........................  3 00
M anzanilla , 8 oz........... 1 45
L unch , 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. 

p e r doz.........................  2 50

P E A N U T  B U T TE R

B el-Car-M o Brand
8 oz., 2 doz. in case  . .
24 1 lb. pa ils  .................
12 2 lb. pails  ...................
5 lb. pails, 6 in c ra te
10 lb. p a ils  .......................
15 lb. pa ils  .......................
25 lb. pa ils  .....................
50 lb. tin s  .........................
100 lb. drum s ...............

P E T R O L E U M  PR O D UC TS  
Iron Barrels

P erfec tio n  .......................  16.7
Red Crown Gasoline 22.7 
G as M achine G asoline 38 3 
V. M. & P. N aphtha 22.7 
C apitol C ylinder, Iron

B bls................................  41.S
A tlan tic  R ed E ngine,

Iron  B bls.......................  24.8
W in te r B lack, Iron

B bls.............. .................. 14.3
P o la rine , Iron  Bbls. . .  47.8

P IC K LE S
Medium

B arrels, 1,200 co u n t 12 00 
H alf bbls., 600 co u n t 7 50
5 gallon  kegs ...............  2 50

Small
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 gallon kegs ...............  4 50

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  CARDS  
No. 90 S team b o a t . . . .  2 25
No. 80S, B icycle ........  3 75
P ic k e tt ........................... a  00

POTASH
B ab b itt 's , 2 doz. ........  2 75

PR O V IS IO N S  
Barreled Pork 

C lear B ack  . .  50 00@52 00 
S hort C u t C lear . .  @45 00
P ig  .................................
C lear F am ily  ............. 48 00

Dry Salt Meats 
S P  B ellies . .  32 00@34 00 

Lard
P u re  in tie rce s  . .  29@29% 
Com pound L ard  27@27% 
80 lb tu b s  . . .a d v a n c e  % 
60 lb. tu b s  . . .a d v a n c e  % 
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. pails  . . .a d v a n c e  % 
5 lb. pa lls  . . .a d v a n c e  1 
3 lb. pails  . . .a d v a n c e  1

Smoked Meats
H am s, 14-16 lb. 30 @31 
H am s, 16-18 lb. 28 @29 
H am s, 18-20 lb. 27 @28 
H am , d ried  beef

se ts  ................... 41 @42
C alifo rn ia  H am s 19%@20 
P icn ic  Boiled

H am 3 ............... 35 @40
Boiled H am 3 . . .4 2  @44 
M inced H am s . .  22 @23 
Bacon ................. 31 @48

Sausages
Bologna ...........................  18
L iver ...............................  12
F ra n k fo rt .....................  19
P o rk  ....................... 14 @15
V eal .................................  11
T ongue .........................  11
H eadcheese  ................... 14

Beef
B oneless ......... 30 00@35 00
R um p, new  . .  40 00@42 00

Pig’s Feet
% bbl3 ...............................  1 75
% bbls., 35 lb s ................. 3 40
% bb ls .............................  11 50
1 bbl.................................  19 00

Canned Meats 
R ed C row n B rand  

C orned Beef, 24 Is  . .  4 25 
R oast Beef. 24 I s  . . . .  4 25 
Veal Loaf, 48 %s, 5%

oz......................................  1 65
V eal Loaf, 24%s, 7 oz. 2 60 
V ienna S ty le  Sausage,

48%s .............................  1 40
S au sag e  M eat, 24 I s  3 35 
P o tted  M eat, 48%s . .  55
P o tted  M eat, 48 % s 92% 
H a m b u rg e r S teak  and

Onions. 48 % s ..........  1 75
Corned B eef H ash ,

48 % s ...........................  1 75
Cooked L unch  Tongue,

48 %s ......................... 4 50
Cooked Gx T ongues,

12 2s ........................... 22 50
Chill Con C arne, 48 I s  1 80 
Pork  and  B eans, 48 13 1 80 
Sliced B acon, m edium  4 00 
Sliced Bacon, la rg e  6 25 
Sliced Beef, 2% oz. . .  2 05
Sliced Beef. 5 oz.......... 3 60
Sliced Beef, 3% oz. . .  2 70
Sliced Beef, 7 oz.......... 4 55

M ince M eat
C ondensed No 1 car. 1 40 
C ondensed B ak e rs  b rick  19 
W et, 30 lb. k a n ak in s  20% 
W et, 50 lb. k a n ak in s  20% 
W et, 150 lb. k a n ak in s  20% 
W et, 300 lb. b a rre ls  20 
W et, 500 lb. tie rce s  , .  19%

Tripe
K its , 15 lbs.........................  90
% bbls., 40 lb s ...............1 60
% bbls., 80 lb s ...........  3 00

Casings
H ogs, p e r  lb ............. @65
Beef, round  »et . . . .  19@20 
B eef, m iddles, s e t ..50@60 
Sheep, a  skein  1 75@2 00

Uncolored Oleomargarine
Solid Dairy ...............  28@29
Country Rolls ............ 30@31

R IC E
F an cy  H ead  ..................  16
B lue Rose ....................... 14

R O LL E D  OATS
M onarch , bb ls ...............  9 75
Rolled A vena, bbls. 10 00 
Steel C ut, 100 lb. sks. 5 00 
M onarch, 90 lb. sack s  5 00 
Q uaker. 18 R eg u lar . .  2 10 
Q uaker, 20 F am ily  . .  5 50

S A LA D  DRESSING  
Colum bia, % p in ts  . .  2 25 
Colum bia, 1 p in t . . . .  4 00 
D urkee ’s large, 1 doz. 5 80 
D urkee ’s m ed., 2 doz. 6 30 
D u rk ee ’s P icnic, 2 doz. 2 90 
S n ide r’s  large, 1 doz. 2 40 
S n ide r's  sm all, 2 doz. 1 45

S N U F F
Swedish Rapee 10c 8 for 64 
Swedish Rapee, 1 lb. gls 60 
Norkoplng, 10c, 8 for . .  64 
Norkoplng, 1 lb. glass . .  60 
Copenhagen, 10c, 8 for 64 
Copenhagen, 1 lb. glass 60

SOAP
Jam es S. K irk ft Company
\ . . . .  .. C n m i l c  lull  7  DRA m erican  F am ily , 100 7 85 
J a p  Rose, 50 cak es  . .  4 86 
K irk ’s W h ite  F lak e  . .  7 00 

L autz Bros, ft Co. 
Acm e, 100 cak es  . . . .  6 75 
B ig M aste r, 100 blocks 8 00
Clim ax,. 100s ..............  6 00
C lim ax. 120s ............... 5 25
Q ueen W hite , 80 cak es  6 00 
O ak L eaf, 100 cak es  6 75 
Q ueen A nne, 100 cakes  6 75 
Lautz N aphtha, 100s 8 00

Proctor ft Gamble Co.
Lenox ..........................  8 00
Ivory. 6 doz..............  S 15
Ivory , 10 oz............  13 50
S ta r  ................................. 7 85

Swift ft Company 
Classic, 100 bars, 8 oz. 7 50
Sw ift’s Pride, 100 8 oz. 6 00
Quick N aptha .............  6 50
W hite Laundry, 100 8

oz.............................. 5 90
Wool. 24 bare, 6 oz 1 70
Wool, 100 bars, 6 oz. 7 00
Wool, 100 bars, 10 oz 11 00

Seasoning
Chili Powder, 15c . . . , . 1 35
Celery Salt, 3 oz......... . . . 9 5
Sage, 2 oz...................... . . . 9 0
Onion Salt ................. 1 35
Garlic .......................... 1 35
Ponelty, 3% oz........... .. 2 25
Kitchen Bouquet . . . . 2 60
Laurel Leaves ........... . . .  20
M arjoram, 1 oz........... .. 90
Savory. 1 0*. ............. . . 9 0
Thyme, 1 0*................ . .  90
Tumeric, 2% oz........... .. 90

STARCH
Corn

Klngsford. 40 lbs. . •Muzzy, 48 1 lb. pkgs. ..  9%
Powdered, barrels . . . . 7%
Argo, 48 1 lb. pkgs. . . 4 15

Klngsford
Silver Gloss, 40 lib. .,. 11%

Gloss
Argo, 48 1 lb. pkgs. . . 4 15
Argo, 12 3 lbs............. . 3 04
Argo, 8 5 lbs................. 3 40
Silver Gloss, 16 31bs. . . 11%
Sliver Gloss, 12 61bs. . . 11%

Muzzy
48 lib . packages  ............  9%
16 31b. p ackages  ............  9%
12 61b. p ackages  ............  9%
50 lb. boxes ............. 7%

W O O D E N W A R E
Baskets

Bushels, wide band,
wire handles ............ 2 10

Bushels, wide band,
wood handles .......... 2 25

Market, drop handle . .  85
Market, single handle 90
M arket, e x t r a .............. 1 35
Splin t, la rg e  ................. 8 50
Splin t, m edium  ........... 7 75
S plin t, sm all ............... 7 00

B utter Plates 
E sc an a b a  M an u fac tu rin g  

Co.
S ta n d a rd  W ire  E nd

P e r  1.000
No. % ............................... 2 86
No. % ............................... 3 17
No.
No.

1
. .  3 99

No, 2 4 Q7
No. 5 ............  6 91
No. 8-5 ) e x tra  sm c a r t  1 21
No. S-T 0 sm all ca r to n  1 27
No. 8-5 ) med m c a r to n  1 32
No. 8-F 0 la rge ca rto n  1 60
No. 8 - 50 e x tra lg c a r t  1 93
No. 1-5 ) jum bo c a r to n  1 32

Churns
Barrel, 5 gal., each . .  2 40 
Barrel, 10 gal. each . .  2 55
Stone, 3 gal.....................  39
Stone, 6 gal................. ... 78

Packed 80 lbs In box 
Arm and H am m er . .  3 25 
W yandotte, 100 %3 . .  3 00

8A L  SODA
Granulated, bbls..........1 95
G ranulated 100 lbs. os. 2 10 
G ranu la ted . 36 2% lb.

p ack ag es  ................. 2 25

S A L T  
Solar Rock

66 lb. sacks .....................  55
Common

G ran u la ted , F in e  ____ 2 35
M edium , F ine  ................  2 40

P e r  case, 24 2 lbs. 
F ive  case  lo ts  . .

2 00 
1 90

S A LT  F IS H  
Cod

Middles ............................. 23
Tablets. 1 lb........................ 26
Tablets, % lb...............  1 76
Wood boxes .................  19

Holland Herring
S tan d a rd s , bb ls ............... 19 50
T . M., bb ls...................  22 50
S tan d ard s , kegs ........  1 20
T . M , kegs ..............

Herring
K K  K  K, Norway
8 lb. pails ...............
Cut Lunch ...................  1
Boned, 10 lb. boxes

Trou t
No. 1, 100 lbs. . . .
No. 1, 40 lbs..........
No. 1, 10 lbs..........
No. 1, 3 lbs............

Mackerel
M ess, 100 lbs.............. 25 00
Mess, 50 lbs................. IS 25
Mess. 10 lbs............... 2 95
M es3, 8 lbs.................. 2 30
No. 1, 100 lbs............ 24 00
No. 1, 50 lbs.............. 12 75
No. 1, 10 lbs............... . 2 80

Lake Herring
% bbl. , 100 lbs............ . 7 50

SEED S
Anise ........................... 46
C anary . S m y rn a  ......... 20
C anary , S m y rn a  ___  16
Cardomon, M alabar 1 20
C elery  ...........................  65
H em p, R u ssian  ........... 12%
Mixed Bird ...........  . 13%
M ustard, white ........ 40
Poppy  .............................  65
R ape  ...............................  16

SH O E B LA C K IN Q  
H andy Box, large 3 ds. 3 66 
Handy Box, sm all . . .  1 25 
B ixby’s  R oyal Polish  1 25 
M iller's  C row n P o lsh  90

Tradesm an Company 
Black Hawk, one box 4 50 
Black Hawk, five bxs 4 25 
Black Hawk, ten  bxs 4 00 

Box contains 72 cakes. It 
Is a most re m ark ab le  d irt 
and grea se  rem over, w ith 
out injury to th e  skin.

Scouring Powders 
Sapolio, g ross lo ts  . . . . 9  50 
Sapolio. h a lf  gro. lo ts 4 85 
Sapolio, single boxes 2 40
Sapolio, b and  ............... 2 40
Queen A rne , 60 can s  3 69 
Snow  M aid, 60 can s  . .  3 60

Washing Powders 
Snow Boy, 100 5c . . .  4 1 0  
Snow Boy, 60 14 o*. 4 30
Snow Boy, 24 pkgs. 6 00 
Snow Boy. 20 pkgs 7 00

Soap Powders 
Johnson’s Fine, 48 2 6 75
Johnson’s XXX 100 . .  6 75 
Lautz N aphtha, 60s . .  S 60
Nine O’Clock .............  4 25
Oak Leaf, 100 pkgs. f  10 
Old Dutch Cleanser 4 00 
Queen Anne. 60 pkgs. 3 60
R uh-N o-M ore  ............... 5 50
Sunbrlte. 100 cans . . . .  4 50 
SUnbrlte, 50 cans . . . .  2 30

ITCHEN
LENZER

12 80 can  cases, $4 p e r case  

SODA
Bi Carb. K egs ........  4

SP IC E S 
W hole Spices

A llspice, J a m a ic a  . . . .  @18
Cloves, Z an z ib a r ......... @60
C assia, C an ton  ........... @30
C assia, 5c pkg. doz. @40
G inger, A frican  ......... @15
G inger, Cochin ........... @20
M ace, P e n a n g  ............. @75
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
Pepper, B lack  ............. @30
Pepper, W h ite  ............. @40
P epper. C ayenne . . . .  @22 
P ap rik a . H u n g a rian  

P u re  G round In Bulk 
Allspice. J a m a ic a  . . .  @18 
Cloves, Z an z ib a r . . . .  @65
C assia, C an ton  ......... @40
G inger, A frican  ......... @28
M u sta rd  .........................  @38
M ace, P e n a n g  ........... @85
N u tm eg s .......................  @36
P epper, B lack  ........... @34
P epper, W h ite  ........... @52
Pepper, C ayenne ___  @29
P a p rik a , H u n g a ria n  ..@ 60

SY RU PS
Corn

B arre ls  ...............................  75
H alf B arre ls  .....................  81
Blue K aro , No. 1%,

2 doz...............................  3 40
Blue K aro , No. 2 2 dz. 4 05
Blue K aro , No. 2%, 2

doz.....................................  4 95
Blue K aro , No. 5 1 dz. 4 90
Blue K aro , No. 10,

% doz.............................  4 «5
Red K aro , No. 1 %, 2

doz.....................................  3 65
Red K aro , No. 2, 2 dz. 4 60
Red K aro , No. 2%, 2

doz.....................................  5 25
Red K aro , No. 5, 2 dz 5 10
Red K aro , No. 10, % 

doz....................................  4 85

P u re  Cane
F a ir  ...................................
Good ...................................
Choice ...............................

T A B L E  SAUCES 
I.*a & 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  ..................... 6 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
B asket - F ired  M ed’n.
B ask e t-F ire d  Choice 
B asket F ired  F ancy
No. 1 N ibbs ................... @55
S iftings, bulk ............. @21
Siftings, 1 lb. pkgs. @23

G unpow der
M oyune. M edium  . .  35@40 
M oyune. Choice . . . .  40@45 

Young Hyson
Choice .........................  35@40
F a n c y  .........................  50 @60

Oolong
Form osa , M edium  . .  40@45 
Form osa, Choice . .  45@50 
Form osa . F an cy  . .  55@75

E nglish  B reak fas t 
Congou, M edium  . .  40@45 
Congou. Choice . . . .  45@50 
Congou. F a  .icy . . . .  50@60 
Congou. Ex. F an cy  60@80

Ceylon
Pekoe. M edium  . . . .  40@45 
Dr. Pekoe, Choice . .45@48 
Flow ery  O. P. F an cy  55@60

T W IN E
C otton , 3 ply cone . . . .  75 
C otton, 3 ply balls  . . . .  75 
H em p, 6 ply  ...................  25

VINEGAR
Cider, B en ton  H a rb o r . .  35 
W h ite  W ine, 40 g ra in  20 
W hite  W ine, 80 g ra in  27 
W hite  W ine, 100 g ra in  29

O akland V inegar & P ick le  
Co.’s B rands.

O akland  A pple C ider . .  40 
B lue R ibbon Corn ' . . . .  28 
O akland W hite  P ick ling  20 

P a ck ag es  no charge.

W ICKING

C lothes P ins. 
E sc an a b a  M an u fac tu rin g  

Co.
No. 60-24. W rapped  . . 4 75 
No. 30-24, W rapped  . . 2 42 
No. 25-60, W rapped  . . 75

Egg Case*
No. 1, S ta r  ................... 4 00
No. 2, S t a r ..................... 8 00
12 oz. s ize  ....................... 4 50
9 oz. size .......................  4 25
6 oz. s ize  ....................... S 90

F au ce ts
C ork lined, 3 In ...............  70
C ork lined, 9 In .......... ........ 90
C ork lined, 10 in .............  90

Mop S ticks
T ro jan  sp rin g  ..............  2 50
E clipse  p a te n t  sp rin g  2 50
No. 1 com m on ..........  2 50
No. 2, p a t. b ru sh  hold 2 50
Ideal. No. 7 ................... 2 50
20oz. co tton  m op h ead s  4 30 
12oz. co tto n  mop h ead s  2 60

P a lls
10 q t. G alvanized  . . . .  5 50
12 q t .  G alvanized  . . . .  5 75 
14 q t. G alvanized  . . . .  6 25 
F ib re  ............................... 9 75

T oothp icks
E sc an a b a  M an u fac tu rin g  

Co.
No. 4S, Em co ..............  1 80
No. 100. Em co ..........  3 5a
No. 50-2500 Em co . . .  3 50

T rap s
M ouse, wood, 4 holes . .  60 
M ouse, wood, 6 holes . .  70 
M ou3e, tin , 5 holes . . . .  65
R at, wood .........................  80
R at, sp rin g  .....................  80
M ouse, sp rin g  .................  20

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  . .  13 25 
M edium  G alvanized  11 25 
Sm all G alvanized  . . .  10 25

W ashboards
B an n er Globe ............... 5 50
B rass , S ingle ............... 7 50
G lass, S ngle ............... 8 50
D ouble P ee rle ss  ......... 8 50
Single P ee rle ss  ..........  7 50
N o rth e rn  Q ueen ........  7 00
U n iv e rsa l ....................... 7 25

W indow  C leaners
12 In .....................................  1 65
14 in ...................................  1 86
16 in .....................................  2 30

W ood Bowls
13 in. B u tte r  ................. 3 00
15 in B u tte r  ................  7 Ot)
17 In. B u tte r  ............... 11 00
19 In B n tfe r ............... 12 00

W R A P PIN G  P A P E R  
F ib re , M anila, w h ite  6%
No. 1 F ib re  ...................  8
B u tch ers  M anila  ......... 7%
K ra ft ............................... 12
W ax B u tte r, sh o rt c ’n t  25 
P a rc h m ’t  B u tte r, ro lls 25 

Y EA ST CAKE
M agic. 3 doz................... 1 45
Sunligh t, 3 doz.............. 1 00
S unlight. 1 % doz............. 50
Y east Foam , 3 doz. . .  1 45

No. 0. per gross .. ___  70 Y east F oam , 1% doz. 73
No. 1 . per gross .. . . . .  80
No. 2, per gross . . . .  1 20 Y E A S T — COM PRESSED
No. 3, per gross . . . .  1 90 Fleischm an, per doz. . .  24
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Largest Yearly Volume of Insurance 
Ever Recorded.

Last Wednesday closed the great
est year in the history of insurance 
in America. Never before was the 
volume of the business done by com
panies so great. In nearly every 
branch there has been a marked in
crease, and in a few it is extremely 
large. In the most important lines 
the loss ratio has been favorable and 
the companies generally have pros
pered. Agents and brokers never be
fore did the volume of business or 
made the incomes they have in 1010. 
There have been some exceptions to 
the general rule, marine insurance 
having fallen off somewhat from war 
times and possibly steam boiler in
surance having failed to make any 
material growth.

Life insurance never made a record 
comparable with that of 1019 in the 
volume of new business written. Tin
can readily be accounted for in part 
by the high wages paid to workers 
and the great profits which have been 
made by many engaged in business. 
The people have the wherewithal to 
pay the premiums. They recognize 
that twice as much life insurance must 
be left to provide for a family as was 
necessary before the war. The Gov
ernment. in inducing soldiers and sail
ors to take 510.000 insurance each, 
raised the standard of the amount 
each man should carry and set the 
best example of the high value of life 
insurance that any public agency has 
ever set in this country. Employers 
have purchased immense amounts of 
life insurance under group policies on 
their employes, partly because they 
desired the employes to share in their 
prosperity and partly because they 
hoped to reduce the labor turn-over.

Notwithstanding the heavy cancel
lations in some parts of the country 
early in the year, the volume of fire 
insurance premiums is expected to be 
well in excess of that of last year. 
This is due to the enhanced values 
and also to the creation of new val
ues in the building activity which has 
prevailed in some parts of the coun
try. Some of the side lines written by 
fire insurance companies have shown 
a decrease from war times, but other« 
have made a great growth. War cov
er and explosion insurance went off 
the books, but a large volume of riot 
and civil commotion insurance was 
written. The automobile factories be
gan turning out pleasure cars again 
during the year and the volume of 
automobile fire and theft insurance 
written was large. Los« ratios on 
fire insurance are generally «o low a« 
to cause some concern for the future.

High wages and great industrial ac
tivity have kept up the volume of 
workmen’s compensation insurance 
and increased it. While rates are no-.v 
being revised downwards, the effect 
has not been sufficient to offset the 
factors working for an increase. Other 
liability lines, especially automobile, 
have shown a great growth and the 
loss experience appears to have been 
generally favorable.

Accident and health insurance were 
stimulated by the influenza epidemic 
of last year, and the waning purchas- 
ing power of the dollar has acted upon

these lines as it has upon life insur
ance.

Burglary insurance losses have been 
the worst in_ the history of the busi
ness. This has stimulated business, 
and the volume has grown very ma
terially. Especially has this been 
noticeable in the side lines such as 
messenger and paymaster hold-up, 
and in the new side line to bank bur
glary insurance under which the con
tents of safe deposit boxes are in
sured.
The plate glass companies, in spite 
of a marked increase in volume, have 
bad another hard year, the continual 
increase in prices of plate glass mak
ing their losses so heavy that rates 
have had to be advanced. This has 
not overcome the difficulty yet. and 
the plate glass companies are expect
ed to show a loss of underwriting.

The surety business has grown by 
leaps and bounds. There have been 
heavy losses under brokers' blanket 
bonds and the fidelity losses have 
been somewhat above normal, but on 
the whole the year has been a satis
factory one.

It is a cause for congratulation that 
in general the conditions in the busi
ness have remained good. There has 
been little complaint of demoralized 
rate conditions or the prevalence of 
bad practices in the field. Most of 
the organizations of various kinds 
have prospered, and there has been a 
growing tendency towards co-opera
tion among those engaged in the var
ious classes of insurance. The men
ace of Government insurance appears 
to have subsided following the coun
try's experience with Government 
management of railways and tele
graph«. but socialistic elements in the 
various states are as active as ever 
in endeavoring to bring about state 
insurance in various lines.

There have been many changes in 
the personnel of the business. New 
companies have been started, or are 
being organized, in considerable num
ber. Some of these are backed by 
established institutions and have been 
models in the economy which has 
been practised in getting them start
ed. Others, unfortunately, are the 
product of promoters’ methods and 
start with a handicap of heavy pro
motion expense. The many changes 
of the year have kept executives and 
underwriters on the alert to meet 
them, and there has been a shaking of 
men out of their old groove«. Rela
tions between companies and agents 
have improved. Perhaps never be
fore have companies undertaken so 
much to assist their agents, and 
agents have never shown more readi
ness to co-operate with companies 
for the general good of the business. 
It has been a great year, and the 
business enters 1020 well fortified to 
meet the problems which another 
year of the readjustment period is 
bound to bring.

Injurious.
“Do you regard tobacco as injuri

ous?”
“Unquestionably.” answered Mr. 

Meekton. “My smoking has done 
terrible damage to the parlor curtains 
and mv wife’s disposition.”

IN S U R A N C E  A T  C O ST
On all kinds of stocks and buildings written 
by us at regular board rates, with a dividend of 
30 per cent, returned to the policy holders.
No membership fee charges.
Insurance that we have in force over $2,500.000

MICHIGAN SHOE DEALERS MUTUAL  
FIRE INSURANCE COMPANY  

FREMONT, MICH.

One of the Strongest Companies in the State

B ristol Insurance A g en cy
“The Agency of Personal Service”

Inspectors and State Agents for Mutual Companies

Savings to Our Policy Holders
On Tornado Insurance 40%

General Mercantile and Shoe Stores 30%
Drug Stores, Fire and L iab ility , 36% to 40%

Hardware and Im plem ent Stores, and Dwellings 50%
Garages, Blacksmiths, Harness and Furn ture Stores 40%

All Companies licensed to do business in Michigan. It  w ill pay you vo 
investigate our proposition. W rite  us for particulars.

C. N. BRISTOL, Manager
F R E M O N T .

A. T. MONSON, Secretary
M I C H I G A N

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 policy is to accept only a limited amount of 
insurance on any one building, in any one block in a n y  one town.

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

MICHIGAN BANKERS AND MERCHANTS* 
M UTUAL FIRE INSURANCE CO.

Wm. N. Senf, Secretary FREMONT, MICHIGAN

The Grand Rapids Merchants Mutual 
Fire Insurance Co.

STRICTLY MUTUAL
Operated foi benefit oi members only.

Endorsed by The Michigan Retail Dry Goods Association.
Issues policies in amounts up to $15,000.

Backed by several million dollar companies.

* • t

s.

Offices: 319-320 Houseman Bldg. Grand Rapids, Michigan



January  7, 1920 M I C H I G A N  T R A D E S M A N 39

BUSINESS WANTS DEPARTMENT
Advertisements Inserted under this head fo r three cents a word the first 

Insertion and two cents a word for each subsequent continuous Insertion. 
I f  set In capital letters, double price. No charge ess than 25 cents. Cash 
must accompany all orders.

Technically Guilty, But Really Blame
less.

D. E. Clow, who is operating a 
general store at Ellsworth under the 
name of D. E. Clow & Co., and. who 
is also the postmaster at that place, 
was recently, upon report of a Gov
ernment inspector, indicted under the 
Federal statute relating to the hand
ling of postoffice funds under the 
general claim of embezzlement. There 
were four counts in the indictment 
and under the testimony the jury 
found the respondent guilty under 
one count and not guilty under the 
others.

It appeared that the moneys han
dled by the postmaster consisted of 
three or four different funds, such as 
postoffice funds, postal orders fund 
and War Savings Stamp fund. Mr. 
Clow was for several months in 
charge of the War Fund drive in his 
county and a large portion of the 
sales were made through his office, 
amounting to many thousand dollars. 
At the time the Government inspec
tor checked up the office there was

a separate fund consisting of the 
remnant of War Savings Fund busi
ness. It appeared from the testi
mony that there were one or more 
substantial errors in the accounting 
and report of the inspector, among 
which was one in relation to this 
particular fund, he having reported 
some $65 more due than actually ap
peared to be due from the facts. 
However, in this fund, amounting to 
about $136, Clow had carried for a 
short time a check of his company 
for $80, which the inspector threw 
out as not being permissible under 
the statute, although the same wras 
immediately made up by Mr. Clow. 
He was found technically guilty 
under this count and a minimum fine 
of $150 was imposed.

Several prominent citizens of Ells
worth testified as to the good stand
ing and reputation of Mr. Clow for 
honesty and integrity.

Abuse the public all you like; no 
one ever considers it a personal af
front.

W an ted  to  h e a r  from  ow ner o f good 
g en era l m erchand ise  s to re  fo r sa le  State- 
price, descrip tion . D. F . B ush, M inne
apolis, M innesota. 638

G O LD EN  O PPO R TU N ITY —F o r m an  
w ith  $2,500 to  open an d  own local b ran ch  
o f N a tio n a l ch a in  of s to re s ; business 
well e s tab lish ed ; la rg e  a n n u a l p rofits; in 
s ta n t  success in tow ns over 3,000. K a sh - 
K a rry , 1210 C en tu ry  Building, Chicago, 
Illinois. 642

F o r Sale—H o b e rt e lectric  m o to r w ith  
p e an u t b u tte r  g rin d e r, new , only used 
one day. Single phase  m otor, a l te r n a t 
ing cu rre n t. 60 cycle, 110  o r 220 volts. 
C an be used  a s  a  coffee g rin d e r o r w ith  
a n y  H o b ert a tta ch m e n t. G oing cheap. 
W rite  Ju n g  B ak in g  C om pany, W aseca, 
M innesota . 643

F o r Sale—G rocery  and  g en eral m e r
chand ise  s tock , bu ild ing  an d  fix tu res  and  
liv ing  room s u p -s ta irs . W ill ta k e  ab o u t 
$4,500 to  handle. L oca ted  on K alam azoo- 
S ou th  H aven  ra ilroad . T h is  w ill b e a r  in 
v e stigation . Call o r w rite  Jo h n  K unkel, 
B erlam ont, M ichigan. 644

F o r Sale—O w ing to  d ea th , a  clean  
s tock  of c lo th ing  and  shoes. Good o pen 
ing  fo r r ig h t m an. P o p u la tio n  700. M rs. 
E. B. F linn , S p ringport, M ich. 645

W A N T E D —E xperienced  m an ag er, w ith  
b e st re fe rences , fo r a  50 room  re so rt 
ho te l on L ittle  T rav e rse  B ay. A ddress 
A. L. D euel, H a rb o r S prings, M ich. 646

F IR S T  CLASS O PE N IN G  FO R  H A R D 
W A R E in tow n of 1,200 in S ou thern  
M ichigan. E xce llen t fa rm in g  com m unity . 
A ddress No. 647, M ichigan T radesm an .

647

R E ST A U R A N T : Good open ing  in tow n 
of 1.200. N o com petition . A ddress  No. 
64S, M ichigan T rad esm an . 648

W an ted —A m ach ine  fo rem an  for fu rn i
tu re  p la n t m a n u fa c tu rin g  d re sse rs  and 
chiffoniers. P la n t loca ted  in th e  W est. 
A ddress No. 649, care  M ichigan T rad e s 
m an. 649

F a rm  To T rad e— 150 acre  fa rm  in J ac k -  
son co u n ty : 75 a c res  plow land, 25 acres  
p as tu re , 50 ac re s  good oak and  h ickory  
tim b er: fa ir  bu ild ings and  fences  W ill 
tra d e  th is  fa rm  for a  s tock  of g n e ra l 
m erchand ise  o r  fo r c ity  p roperty . J . L. 
M organ, C oldw ater, M ichigan. 635

Get M y T an k s—M ake b ig  m oney d e 
veloping  film s; co st % c  p e r ro ll: p a r t ic u 
la rs  free. G illett, Boscobel, W isconsin .

637

SA LESM A N —S E L L  T H E  ‘•M E R T EN S” 
in n e r tu b e  p a tch . U sed cold o r w ith  
V U LCA N IZER. T h ree  v ears  on th e  m a r
k e t. Sell to  D E A L E R S ONLY. A1 p ro p 
osition . M ertens  V ulcanizing  & T ire  
A gency. Belleville, Illinois 640

BA NISH  T H E  RA TS—O rder a  can  of 
R at arid M ouse E m b alm er and  ge t rid  of 
the  p e sts  in one n ig h t P rice $3. T rad e s 
m an  C om pany. G rand R apids. M ichigan.

W ill pay cash for whole o r p a rt atocka 
of merchandise. Louis Levinsohn, Sagi
naw. Michigan. 737

For Sale—An established general m er
chandise store located in the h eart of a 
farm ing and lum bering distric t in N orth 
ern Michigan. W rite to Box 97, Johannes- 
burg, M ich igan .___________________ 692

If you are  thinking of going In busi
ness, selling out or making an exchange, 
place an advertisem ent In our business 
chances columns, as it will bring you in 
touch with the man for whom you are  
looking—T H E BUSINESS MAN.

For Rent—Brick dry good3 store com
pletely furnished adjoining m en’s cloth
ing store. Only four sto res in fa st grow
ing city of twelve thousand surrounded 
by rich farm s. If your location is not the 
best, why not move here? A. J. Wilhelm, 
Traverse City, Michigan. 699

ATTENTION MERCHANTS—W hen in 
need of duplicating books, coupon books, 
or counter pads, drop us a  card. We 
can supply either blank or printed. 
Prices on application. Tradesm an Com
pany, Grand Rapids.

F o r Sale—R eta il b a k e ry  in one of b est 
c itie s  in M ichigan. P opu la tion , 43,000. 
C ash business, $17,000 p a s t  year. Selling 
reasons, re tu rn in g  to  p rac tic e  o f o s teo 
p a th y . P r ic e  $2,500 and  invoice stock . 
W rite  fo r p a rtic u la rs . H u rle y ’s H om e 
B akery , 249 W est M ain S tree t, B a ttle  
C reek, M ichigan. .  616

C ash Registers (all manes) bought, 
sold, exchanged and  rep a ired  REBUILT 
CASH REGISTER CO.. Incorporated. 12$ 
N orth  W ash ing ton  Ave.. Saginaw. Mich
igan. 128

For Sale— Located on cement driveway 
on one of main business s tree ts  of Grand 
Rapids, we will sell our general stock and 
store building, with established trade 
and good will. Stock will inventory 
about $5,000. Address No. 473, care Mich
igan Tradesm an. 473

S ub-lease  space in my new bu ild ing  fo r 
hosiery , un d erw ear, gloves, to ile t a r t i 
cles, e tc .; a lso  ch ild ren ’s d ep artm en t. 
Now doing th e  la rg e s t re a d y -to -w e a r  
business in C en tra l M ichigan. N ew  lo
cation , th e  best. A ttra c tiv e  p roposition  
to  r ig h t p a rty . M. I. JACOBSON, Jack- 
son, M ichigan. 608

B a rre ts ' S t. V itus D ance o r  C horea 
rem edy; excellen t a n t :do te  to  above d is 
ease ; in use over n ine ty  years. W illiam  
M. Olliffe. w ho lesa le r an d  re ta ile r, 6 
Bow ery. New York. 632

W an ted —To buy s tock  o f clo th ing , 
shoes o r g en e ra l s tock . R. D. W alker, 
F o r t P ie rre , S outh  D akota. 634

P a y  spo t c ash  for n o th in g  and  fu r
n ish ing  goods stocks L S ilberm an, 106 
E. H ancock, D etro it 566

W an ted —S econd-hand  safes  Will pay
spo t cash  for an y  safe, if in reasonab ly  
good condition . G rand  R ap ids S a le  Co., 
G rand R apids.

BIG IN V E S T M E N T  O PPO R TU N ITY : 
B E ST  B U SIN ESS BLOCK IN B E S T  LO 
CATION IN B E ST  GROW ING CITY IN 
C E N T R A L  M ICHIG A N: L IS T E N : T hree  
s to ry  and  b asem en t; th re e  fro n ts  and  one 
a t  re a r ; solid brick and  s to n e  c o n stru c 
tion . Dest co rn e r in c ity ; re n ta ls  $7,000. 
Block w orth  easily  $100.000: can  be 
bought th is  m onth  fo r $55.000. C ut and  
in fo rm ation  fu rn ished  by re tu rn  m ail. 
W. J. Cooper, M ount P le a san t. M ichigan.
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C A N D Y

The “ DOUBLE A” ind
Made by

People W ho Know How
Our record of over fifty years of 

continuous growing business, not 
only in Michigan but all over the 
United States, speaks for itself.

You take no chances when you 
buy “Double A” Brand.

Made in Grand Rapids by

NATIO NAL CANDY CO.

P U T N A M  F A C T O R Y
Grand Rapids, Michigan

Ask for a copy of our 
latest price list.

We are agents for LOWNEYS 
in Western Michigan.

Give a prominent 
place in your 
display to

COFFEE
COFFEE is one of the most 

important staples in the 
grocery trade.

Almost every store is known 
by the COFFEE it sells.

Satisfy your customers on 
COFFEE and you can hold 
them for other goods.

Get the benefit of the big 
COFFEE advertising cam
paign now running in 20 
m agazines by displaying  
C O F F E E  prominently in 
your windows and on your 
shelves.

T a lk  C O F F E E  
AdvertiseCOFFEE

C opyright 1919 by  th e  Jo in t Coffee T rade Publicity C om m ittee  o f  th e  U n ited  States
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Late News From the Saginaw Valley.
Saginaw. Jan. 6—I- rank Rockwell. 

North Fayette street, Saginaw, is in 
the hospital again. This time he is in 
the Women’s hospital. He is in very 
poor health and will have to submit to 
an operation as soon as conditions per
mit. At this writing he is resting easier. 
Our best wishes go to him at this time.

Walter Zimmerman. 12S North Jeffer
son avenue. Saginaw, has been confined 
to his home, but at this writing he is 
able to be about. He represents the 
Safe Gabinet Co., of Marriette. Ohio.

Leon Gimmel. 128 Cornelia street. 
Saginaw, who was injured two weeks 
ago by the explosion of a can of fruit, 
is rapidly improving. It was first 
thought that he would lose the sight 
of both eyes. Mr. Grimmel for several 
years was connected with Swift & Co., 
oleo department, but the past two years 
has been in the brokerage business.

Sol. Schluchter. one of Pigeon’s live 
wire merchants, has bought the P.ert 
Bauer property and will move into same 
the coming week. Mr. Schluchter has 
been actively engaged in the retail busi
ness for twenty years in Pigeon and 
has established a splendid business 
through his honest and energetic meth
ods. We extend to him our best wishes 
for his future success.

No finer example of sticktoitiveness. 
perserverance and determined will to do 
something can be given or referred to 
than the success attained in the short 
period of five years by H. L. Batchelder. 
campaign organizer for the Twenty 
Mule Team P.orax Co. This lady 
started at the bottom bv going around 
from door to door and trying to inter
est the housewives in a product that 
meant much to her (the housewife’) in 
helping to better her working conditions: 
that of applying and using Twenty Mule 
Team Borax. To-day this little lady 
holds an enviable position at a salary
of $5,000 p e r  y e a r . She attributes her
wonderful success to her enthusiasm.
politeness d e te n n i nation, confidence.
and know le d g e  o f  g nods and of human
nature. She claims that when you have
mastered these, success is bound to
come to \■ou: and I might add that she
herself stands as an example of what
can be d<me along sales lines . even by
our fair sex. She recently came to
Saginaw 1to spend tlie holidays; and rest
up from a most strenuous advertising
and sales campaign through iCuba and
the South ern part of the United States.
working principally in the states of
Florida. .Alabama. North Carolina and
Georgia. She left Tuesday morning
for Augusta. Ga. The home office of 
her house is located at 100 William 
street. New York City.

The degree team of Saginaw Coun
cil will leave Saginaw for Owosso 
Saturday at 4:30 p. m. over the Mich
igan Central. They have been invited 
by Owosso Council to come down and 
put on the work at their big booster 
meeting. Owosso has a live bunch 
of U. C. T.’s and a great time is prom
ised. A number of the members of 
the Council will go down. Mayor 
Ben Mercer expects to go. Any one 
wishing to go phone Mr. MacArthur 
before Saturday noon.

Saginaw Council held her annual 
holiday party for the children at the 
Masonic Temp'e Jan. 1 at T Santa 
Claus (Joe. Rabe) was there with the 
goodies for the little ones. A splen
did programme was rendered by the 
children, the features being; a playlet 
given by twenty small youngsters en
titled “Christmas Time in the Land 
of the Stars and Stripes," with Ruth 
Rariney plavig the leading roll, that 
of the Goddess of Liberty. It was 
given under the personal direction of 
Mrs. Horace Fox and was executed in 
a beautiful manner. At 10 o’clock the 
floor was turned over to the older 
folks and for two hours everybody 
was swinging and swaying to the 
strains of popular and classic airs 
played by the Zito orchestra. Several 
song numbers were rendered by Rich

ard Brown, who possesses a strong, 
mellow, baritone voice.

Our annual U. C. T. ball will be held 
at the auditorium Feb. 6, 9 to 12 p. m. 
Great preparations are being made 
for the event, which is one of the 
largest affairs given in the city each 
year. Many special features will be 
given and everyone is looking for
ward to the event with anxiety.

L. M. Stewart.
General Conditions in Wheat and 

Flour.
W ritte n  fo r th e  T radesm an .

There was a slight break in both 
wheat and flour during the week of 
the holidays. This, however, has 
been entirely recovered and flour and 
wheat are both selling- to-day at the 
highest prices on the crop, with noth
ing in the situation that indicates that 
we will have lower flour before an
other harvest is garnered.

One very serious condition is the 
transportation problem, and from the 
standpoint of being well supplied 
alone, flour should be purchased in 
such volume as will cover require
ments.

There are millions of bushels of 
wheat on the farms in the West, par
ticularly in Kansas, which has not 
moved and cannot be moved to ter
minal markets because of transporta
tion conditions.

V\ e do not believe in flour specula
tion. M ould advise, however, buying 
in such quantities as to cover your 
requirements for the next sixty days.

There may be temporary breaks, 
but if they come it is a mighty good 
opportunity to purchase, because, on 
the whole, both wheat and flour are 
in exceptionally strong positions and 
will, in all probability, be higher rath
er than lower.

Of course, it is too early to get a 
line on prospects for the new crop. 
The acreage, however, is very mater
ially under that of a year ago and 
present conditions of the growing 
winter wheat crop average at least 
ten points under that of a year ago. 
A crop of around 650.000.000 bushels 
of winter wheat is predicted or ap
proximately 100,000.000 bushels less 
than was harvested last year.

It is true spring wheat will not be 
sowed until next April, but it is to be 
hoped that a large acreage will be 
planted, as at least a billion bushel 
crop will be required to properly pro
vide for domestic and foreign require
ments. besides giving us a safe sur
plus. Lloyd E. Smith.

Grand Rapids Now Has Branch of 
Main Factory.

The Hood Rubber Co. has pur
chased the interests of the other 
stockholders in the Grand Rapids 
Shoe and Rubber Co. and will con
tinue the business under the style of 
the Hood Rubber Products Co. This 
action is in keeping with the policy 
of Hood Co., which now has seven 
branches conducted under the same 
style as the Grand Rapids house. Full 
lines of rubber goods will be carried 
by the local house, which will supply 
the retail trade of the entire State. 
The business will be managed by W. 
E. Thompson, who has been identi
fied with the Hood Rubber Co. for 
twelve years and who for some years 
has been connected with the Minne
apolis branch. Seven salesmen have

been engaged to cover the territory 
of the Grand Rapids house, as fol
lows :

Bernard Eagan, Detroit and en
virons, with headquarters in Detroit.

Arthur Eagan, Thumb district, with 
headquarters in Detroit.

Henry H. Holland. Central Michi
gan. with headquarters in Lansing.

B. A. Moore, Grand Rapids and 
vicinity, with headquarters in Grand 
Rapids.

J. E. Stevens. Southwestern Michi
gan. with headquarters in Kalamazoo.

C. A. Atkinson, Upper Peninsula 
and Northern Michigan, with head
quarters in Grand Rapids.

M. W. Porter, Central Michigan, 
with headquarters in Grand Rapids.

Creasy Out With a New Scheme.
The fertile brain of L. C. Creasy, of 

Chicago, has evolved a new scheme 
which enables him to absorb the dollars 
—$300 at a whack—of the gullible mer
chant. without having to go through 
the formality of securing the consent 
of blue skv commissions to sell stock 
in his questionable undertakings.

Instead of securing subscriptions to 
stock in local organizations, incorpor
ated under state laws, he sells his vic
tims purchase certificates in his Creasy 
Corporation. These purchase certifi
cates, so-called, give the member the 
privilege of buying goods of any branch 
of the Creasy schemers at 3 per cent, 
above cost. Of course, any sober mer
chant knows that the proposition to sell 
goods on 3 per cent, margin is prepos
terous, because no merchandiser can 
handle goods on such a basis and stay 
on earth any length of time. The en
tire propaganda is based on deception 
and misrepresentation. The former 
manager of the local Creasy establish
ment said that Creasy frequently re
marked : “We must lie to the mer
chants to get them in and then treat 
them so well that they will forget they 
have been lied to.” Any business based 
on such principles—or lack of principle 
—cannot long endure because it is 
founded on fraud and conducted under 
misconception and misrepresentation.

Review of the Produce Market.
Apples—Northern Spy, $3@3.50: 

Greenings $2.50: Baldwins, $2.50; 
Russets, s,j .50: Starks, $2.25.

Butter—The market is steady at a 
decline of about lc per pound on all 
grades from a week ago. The make is 
showing some increase and the average 
quality is good. Storage stocks are be
ing reduced fairly well and the market 
is steady on the present basis of quota
tions. If we do have any change there 
is likely to be a slight decline. Local 
dealers hold extra creamery at 66c and 
firsts at 60c. Prints, 2c per lb. addition
al. Jobbers pay 50c for No. 1 dairy in 
jars and 40c for packing stock.

Cabbage—$6 per 100 lbs.
Carrots—$1.25 per bu.
Celery—60@75c per bunch. Stock 

is very scarce.
Cocoanuts—$1.40 per doz. or $10.50 

per sack of 100.
Cranberries—Late Howes com

mand $10.50 per bbl. and $5.50 per *Z 
bbl.

Cucumbers—Hot house, $4 per doz.
Eggs—Local dealers now pay 70c for

strictly fresh. Cold storage stocks have 
been worked down to 54c for candled 
firsts, 46c for seconds and 43c for 
checks.

Grapes—California Emperors, $8.25 
per keg; Spanish Malagas, $10(al2 
per keg.

Grape Fruit—$3.75@4 per case for 
all sizes of Florida.

Green Onions—Shallots, $1.20 per 
doz.

Lemons—California, $5.50 for 300s 
and $5 for 240s and 360s.

Lettuce—Iceberg, $6.50 per crate of 
3 to 4 doz. heads; hot house leaf, 24c 
per lb.

Onions — California Australian 
Brown, $5.75 per 100 lb. sack: Spanish," 
$3.50 per crate for either 50s or 72s; 
home grown; $5.50 per 100 lb. sack.

Oranges—Navals, $6@6.25 for fancy 
and $5.25@5.75 for choice.

Poultry—Local dealers pay as fol
lows this week for receipts of live:
Turkeys, young Toms and hens ..  36c
Turkeys, old Toms ....................... 28c
Dux, fancy ....................................... 28c
Geese ................................................  20c
Fowl, heavy, over 4 lbs....................22c
Fowl, light, under 4 lbs................. 28c
Springs, all average .....................  24c
Old Cox ...........................................  15c

Potatoes—Home grown, $2.40 per
bu.: Baking from Idaho, $4.25 per box.

Radishes—Hot house, 45c per doz. 
bunches

Squash—$2 per 100 lb. for Hub
bard.

Sweet Potatoes—$3 per hamper for 
kiln dried Delawares.

Tomatoes—$1.40 per 5 lb. basket 
from Florida.

From Shoes and Rubbers to Men’s 
Furnishings.

On relinquishing the management of 
the Grand Rapids Shoe & Rubber Co.. 
Daniel T. Patton purchased the men’s 
furnishing goods stock of Otto Weber 
and arranged to continue the business 
on a much larger scale. His first move 
was to organize a stock company with 
a capital stock of $50,000 under the 
style of Daniel T. Patton & Co. Tire 
stockholders are as follows:

Daniel T. Patton.
Wendell L. Patton.
Claude E. Long.
E. J. Maurits.
G. E. Finch.
W. I. Burdick.
G. E. Ranney
The officers of the corporation are 

as follows:
President—Daniel T. Patton.
Secretary—Claude E. Long.
Treasurer—’Wendell L. Patton.
The company is moving from the old 

location in the \ \  illiani Alden Smith 
building to the third floor of the Cam- 
pau building, on Market street, where it 
will enlarge the stock and amplify the 
lines carried.

In addition to Messrs. Maurits, Finch, 
Burdick and Ranney, who were former 
road representatives for the Grand Rap
ids Shoe & Rubber Co., two of Mr. 
Weber’s former salesmen will travel 
for the new house—A. J. Konkle and 
Henry Postma.

The slow-going dray horse lands 
more coin than the average race 
horse.
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